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A. BACKROUND
In June 2012, two teams from the Society for Elimination of Rural Poverty (SERP) visited the Self
Employed Women’s Association (SEWA) for an exposure and capacity building knowledge
exchange. This report records the visit of dairy collectives from Chittoor district of Andhra
Pradesh.
SERP introduced the initiative of profitable dairying by establishing milk procurement centers in
villages and Bulk Milk Cooling Units (BMCU) at the mandal level through SHGs and their
federations in two mandals on a pilot basis in 2006 – 07. Currently, there are 199 BMCUs with
more than 4500 village level milk procurement centers that procured 77122 metric tonnes of
milk worth Rs. 16966 lakhs in 2009 – 10. SERP also facilitates loan facilities for its members and
encourage savings.
SERP has a unique structure of community based organization by organizing 1.14 crore rural
women into SHGs, Village Organizations, MandalSamakhyas and ZillaSamakhyas. SHG
membership in Andhra Pradesh is the largest in the country with around 30% of total SHG
members in the country.
B. PROFILE OF PARTICIPANTS
21 members were part of the dairy group from SERP – an initiative of the government of Andhra
Pradesh for reducing rural poverty through community mobilization and improvement of
livelihoods of rural poor. The members of the team included core members and organizers of
SHGs working in the dairy sector in Chittoor district and program management professionals
from SERP.
Participants came with a view to exploring ways of diversifying milk products by adding value.
They also wished to understand the nuances of starting a dairy of their own so as to increase
their profit and sustain their livelihoods.
C. TRAINERS
Training was provided by Master Trainers at the SEWA Manager ni School (SMS). These Master
Trainers have undergone intensive training and draw from their own experience that resonates
with grassroots women from different cultures and nations. SMS currently has a pool of 1500
Master Trainers who regularly conduct courses in Business Planning, Financial Management,
Leadership Training, Micro Enterprise Development and so on. SMS also offers a 15‐day Mini‐
MBA program that is very popular among the membership.



This knowledge exchange is an initiative of the World Bank‐facilitated South Asia Self Employed Women’s Livelihood
Network. Members include organizations that support economic empowerment of women through livelihood
enhancement and capacity building. Founded in May 2011, this network represents 20 organizations and
government‐supported poverty alleviation programs in 8 South Asian countries. Collectively, over 100 million poorest
women in the region are represented through this network. The main objective of this network is to facilitate a
sharing of best practices and knowledge through peer‐to‐peer exchanges. This form of knowledge sharing results
more meaningful and lasting impacts and enhances the perspective of participants.



Mandal is the equivalent of a Block in most districts of India


D. OBJECTIVE OF THE KNOWLEDGE EXCHANGE
At present, the SHGs in Chittoor sell the milk collected from the members to Balaji Diary – a
well‐known dairy brand in the district. They now plan to start their own diary company to
increase their profit and ensure sustainable livelihood for all members. Nevertheless, they face
several limitations at both organizational and implementation level to initiate the project. Since
SEWA has been successful in organizing poor women into profitable business entities and brand
building, SERP, under the guidance of the World Bank, planned an exposure visit to SEWA. The
main knowledge exchange was:
 To understand the organizational, managerial and entrepreneurial activities of
SEWA members and the working organizations set up by SEWA
 To learn the activities of diary cooperatives in SEWA including procurement, selling,
profit margin etc.
 To learn the process of setting up women’s profit making unit including business
plan preparation, marketing and supply chain management.
 To identify areas of cooperation between SEWA and SERP.
E. NARRATIVE & SUMMARY OF THE KNOWLEDGE EXCHANGE
As themain aim of the visit was to explore the opportunities to learn about sustainable business
entities within SEWA, the program was designed accordingly. There were three stages of the
knowledge exchange –orientation, exposure and classroom training. The orientation session
was provided by Jyotiben Macvan, General Secretary of SEWA, Kapilaben, President of SEWA
and, Ramilaben, former president of SEWA. After the orientation, participants went on their
field visits. Here is a brief account of exposure visit and their interactions with SEWA members.
Haryali and RUDI: The participants were provided an opportunity to interact with the
agricultural campaign team, green livelihood team and SEWA gram Mahila Haat and RUDI
teams. This was arranged to provide an overview of marketing activities of SEWA members.
Participants were also impressed by the renewable energy related activities.
SEWA Bank: The participants were introduced to SEWA Bank, to understand the involvement of
poor women, the rate of interest, recovery process, interest on fixed deposit etc.
STFC: The visit to SEWA Trade Facilitation Center was organized to expose the participants to
the entrepreneurial spirit of poor and illiterate women artisans and their collective vision to
build a company. Here, participants witnessed the operations at STFC including production,
design, quality control, checking and, IT‐enabled support services.
Dairy Cooperative in Pethapur: The participants met members of dairy cooperatives in
Pethapur village, Gandhinagar. The Pethapur milk cooperatives have a checkered history. Due to
heavy losses the cooperatives were closed down affecting the livelihood of the members. SEWA
women revived the cooperatives and now there are 750 members who sell average of 2500 –
2900 liters per day. This milk is sold to Madhur Dairy. The participants observed the functioning
of the dairy and were given a detailed account of how the dairy was revived following losses.
They were interested in understanding the benefit of the cooperatives and the members shared
their experiences before and after joining the cooperatives as they get remunerative price,

bonus, fodder, and loan at subsidized rate, linkages with bank etc. The participants also noticed
that the entire process of collecting milk is transparent. They also discussed with the members
about using cow dung as biogas and organic manure. After observing the functioning of dairy
cooperative, the participants visited Madhur Dairy. The profit sharing model and payment
system was discussed in detail.
Radhanpur: In Radhanpur, the participants visited Kamala Sadan and Hansiba museum. The
team was given a background of the water campaign of SEWA in this arid region and the
contribution of community and SEWA in building water storage structures. They interacted with
members of artisan cooperatives also and discussed the working of district associations. The
participants asked the artisans if the younger generation will continue to practice their craft.
They replied that the tradition and heritage will be preserved and practiced by the next
generation even if they take up other jobs. The participants also met members of milk
cooperatives in Radhanpur. There were 55 cooperatives working in the area. However most of
them were dysfunctional as people used saline groundwater to clean milk containers thus
spoiling the milk. To issue was resolved when Banas dairy started providing them clean water.
Members of the dairy cooperative now sell milk to Banas dairy.
Salt Farming: In Surendranagar, the team interacted with salt farmers, district association
members and understood the working of salt cooperatives. The RUDI processing center at
Surendranagar provided them with practical knowledge of various stages in RUDI supply chain.
There was also discussion on preparing business plans.
Trainings: The next day participants attended a formal training on business plan making and its
components. MitabenSolanki, master trainer from SEWA and SmitabenBhatnangar, SEWA
Manager Ni Schoolconducted the training program. The program was a boon for the participants
as they were planning to start their own business venture without a proper understanding of its
technical intricacies.
Amul Dairy and leadership training: In Anand and Kheda district, the participants were exposed
to the core activities of SEWA including Community learning center in Pij, RUDI processing
center, Village Resource Center, usage of IT in development process and, an interactive session
with SEWA district association. Leadership training was given by Ramilaben. After the training,
they visited weaving clusters in Sihol village and interacted with the weavers. The team asked
them whether their children prefer to continue the weaving profession. As in the case of
Radhanpur artisans, the weavers replied that traditional skill is an inalienable aspect of their life
and tradition and they will not discard it even if they get better livelihood opportunities. The
participants also visited Amul Dairy in Anand.
Ganeshpura: The members visited ecotourism center in Ganeshpura and interacted with the
members of the cooperatives on the genesis and working of the ecotourism venture. They were
surprised to see the sheer determination of women who transformed a piece of waste land into
a green livelihood opportunity. They also learned organic farming, vermicompost, development
of fallow land etc.
When the team returned from field with a bundle of field experiences on how to start and run
business, form associations and make it profitable enterprise etc, they were provided with a
marketing training. The intensive training was an attempt to instill in them theoretical
knowledge and latest trends in marketing strategy. After the marketing trainings, the

participants were divided into two groups to prepare business plans for future activities. Two
business ideas were suggested by the groups –ice cream factory and butter milk making.
Business Plan – Amma Ice Cream
The Ice cream plant will be set up in NaganjMandal in Chittoor district. The aim of the project is
to make a profit of Rs. 3 crores within 3 years and sustainable income and employment
opportunity for the members. The shareholders will be 30,000. The total investment of the plant
will be Rs.5 crores in which Rs.1.5 crore will be loan from DRDA. The members will leverage their
own capital to raise the remaining amount. They plan to conduct a market survey to identify the
potential customers of the brand and propose to supply mainly in Thirumalaarea as there are
millions of pilgrims that visit the Balaji temple every year. It is roughly estimated that the
potential customers will be around 2% of the total population of 3000000. They will be
producing 80,000 packets of ice cream per day at a price of Rs.10 per packet. The price is less by
Rs.2 than the other brands available in the market. The business plan detailedaspects of costing,
capital requirement, marketing, branding etc.
After the presentation, other participants including the program management professionals
critically evaluated the feasibility of the plan though they agreed to the plan in principle. Some
of the suggestions were:
(1) Cost is not estimated at the prevailing rate,
(2) Marketing and transportation cost quoted was very low,
(3) The margin/profit quoted for initial years was very high and unrealistic,
(4) Marketing strategy should be strengthened,
(5) Using dry ice should be kept as an option,
(6) Support from various central/state schemes should be considered

Business Plan – Butter Milk
The second group presented a business plan to produce butter milk with a goal of processing
1200 liters of butter milk per day and thus provide
sustainable income and employment for 414
members. The main activity will be production and
marketing of buttermilk and the profit will be
shared by 414 shareholders of the group. The group
will set up production with a shareholders capital of
Rs.41400 (100 per member) and a loan amount of
Rs.6 lakhs. It is expected that after deducting all
expenditure and loan interest, total profit per year
will be around Rs.3 lakhs. Apart from direct sale,
they are planning to sell the product in
supermarkets and shops. There was constructive criticism about the business plan of the second
group also. The main suggestions were:

(1) Butter milk alone can’t provide income throughout the year as it is consumed only during the
summer. Therefore the group can think about starting production of a main product like
paneer(cottage cheese) or butter and then preparebutter milk as by‐product. This will ensure
income throughout the year.
(2) Costing is unrealistic and too less. Therefore profit margin will be less than expected.
(3) Machinery cost, staffing etc are under estimated. It is decided that the team members
should sit together again and make a detailed business plan for future action rectifying the
limitations of the present plan.

COMPONENTS
Exposures

Peer‐to‐peer
exchanges/ interactions

Classroom learning
(SEWA Master Trainer)
Specialized training
(SMS Guest Faculty)

TOPICS/ ISSUES
SEWA – SMS, SEWA Bank, Hariyali, RUDI, STFC
CLBRC – Anand
Madhur Dairy
Banas Dairy, Radhanpur
Amul Dairy
Salt farming, Surendranagar
Dairy Cooperative, Pethapur (Gandhinagar)
Vanalakshmi Tree Grower’s Cooperative, Ganeshpura
Milk Cooperatives, Radhanpur
Artisans Cooperatives, Radhanpur
Salt farmers cooperative, Surendranagar
Leadership training
Business plan training
Marketing

F.FEEDBACK FROM PARTICIPANTS
During the warp up session the participants shared their views about SEWA, the exposure visit
and identified possible areas of future collective action. Broadly, the team expressed their
admiration about SEWA’s organizational activities, collective strength, forming federations,
commitment of members, marketing supply chain and above all the Gandhian philosophy that
guides the organization.
PARTICIPANT
Ms. Kalpalatha
Ms. Chittemma
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Mr. Sambhashiva

FEEDBACK
RUDI is a very good experience as both producers and consumers are benefiting
through the process.
Marketing process of SEWA is extremely good. We would like to replicate this in
our village. I was surprised to see old women artisans in Radhanpur still working
on embroidery with enthusiasm and earning decent income for their livelihood.
The skill up gradation and capacity building activities in SEWA is amazing.
The salt making cooperatives and their functioning and the weavers’
cooperatives in Pij are excellent.
I appreciate the green livelihood programs including solar lights, trainings,
ecotourism and nursery rising.

Mr. Murali
Ms. Ratnamma

Ms. Sulochana

Ms. Manjula
Mr. Naidu
Mr. Narayanamurty
Mr. Rahul
Mr. Padmaraj

I am touched by SEWA’s simplicity, transparency in sharing things and above all,
the unity visible throughout the members.
Marketing training at SEWA is the best training that I have ever attended. I am
really impressed with the Hansiba museum and Ganeshpura ecotourism
cooperative.
SEWA bank and the credit support given to poor women for starting their own
organizations are very good. I appreciate the hospitality of ecotourism team in
Ganeshpura who welcomed us with kumkum.
SEWA’s intervention to help tobacco farmers through provision of health care
facilities, insurance, credit support is noteworthy.
I like the concept and functioning of Hansiba. I request SEWA team to open a
store in Thirupathi. You will get good business from this pilgrimage town.
I am really touched by the truthfulness, service motto and transparency of the
SEWA team.
The concept and functioning of SMS is extremely good. The training program
should be customized to meet the exact requirement of the trainees.
The training on business plan preparation should be less complex and technical.
Some modules were beyond the level of participants. However, the leadership
and marketing classes were extremely helpful.

The exposure visit helped the participants to identify their strength and weakness and provided
them many insights and strategies to address those issues through united and collective action.
G. WAY FORWARD
There was discussion on meaningful collaboration between SEWA and SERP to materialize the
lessons learned from the exposure visit. The future action plan includes:
 To explore the possibility of replicating various sustainable models of SEWA in Chittoor
district
 Marketing RUDI products in Chittoor and SERP products in Gujarat depending on the
market needs. For example, there is shortage of cumin seeds in Andhra Pradesh.
Therefore, they can sell the RUDI cumin seeds in their district through SHGs. Also RUDI will
take Red chilies, ground nuts and tamarind from SERP and market the same in Gujarat
using the RUDI chain. For future collaboration in marketing, SERP team would conduct a
market survey in July and the report will be sent to SEWA by August to decide on the
future collective action.
 Master trainers will be identified by the SERP team. They can either come to Ahmedabad
or SEWA master trainers can visit Andhra Pradesh to provide intensive training on the
sectors needed.
 The dairy business units will be initiated at the earliest after revising the business plan.
 SERP will try to promote Gandhian ideas and cotton in the villages.

