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Annexure 6.1: Session Notes on Phasing Plan Preparation 
 

What is a Phasing Plan? 

A phasing plan is a step-by-step coverage plan for a block, which depicts how the ME 
development activities will be initiated in each CBO in a period (quarterly or annually), 
based on the targets as per DPR. 

Objectives: 

 To prioritize and select CBOs with strong community network in each block  
 To derive a focused coverage plan for CRPs-EP group in CBOs under SVEP, 

keeping in mind the momentum of targets under the project  
 To plan and foresee preparations required in a block to strengthen CBO for 

SVEP 

How to make a phasing plan 

Preparation of phasing plan is a block level participatory exercise wherein Block 
SRLM staff (BPM-SVEP, BPM, BM, Area/Cluster Coordinator) are engaged in its 
preparation alongwith CLF members, CRPs-EP, and Mentor-RP. Following steps 
shall be followed in preparation of the phasing plan: 

 Selection of CLFs for first year 
 Selection of VOs 
 Finalization of VOs 
 Month-wise distribution of VOs in a year 
 Month-wise plan for ME development for CRPs-EP 
 Briefing of CRPs-EP 

A one-day workshop shall be organized at the Block for the preparation of the 
phasing plan. 

Preparation before Phasing plan workshop 

1. Orientation of Block SRLM staff (BPM-SVEP, BPM, BM, Area/ Cluster 
Coordinators) on phasing plan, its objectives, information to be collected and 
support required from them 

2. BPM-SVEP shall collect the information from all the clusters in the following 
format: 
 

S.No Parameter Information 
1 Maturity of CLF (minimum 1 year old) (Yes/No) 
2 No. of VOs with maturity of 3 yrs (Number) 
3 No. of SHG's having Bank Linkages (Number) 
4 Amount of CIF disbursed to VOS's (in lakhs) 



 
 

 

5 Transportation Facility available from Block to Cluster Good/Average/Poor 
6 Transportation Facility available within clusters Good/Average/Poor 

Table I: Parameters for Selecting CLF 
Timeline: The above activity shall be completed by TED2 

 

 

Preparation of Phasing Plan 

Based on the information collected from each cluster, the Block team shall discuss, 
prioritize and select the number of CLFs to be covered in the first year. Looking at the 
size of the block and concentration of VOs, Block team may collectively decide on 
number of CLFs (one or two) to be selected in first year.  

With finalization of CLF names, Block team shall prepare a list of number of VOs to 
be taken in the selected clusters for first year as per the following information: 

 
S.No 

List the 
name of 
VO 
having 
Maturit
y of 
minimu
m 3 
years 

CLF 
mem
bersh
ip 
(Yes/
No) 

Name 
of 
Village 

Name 
of 
Gram 
Pancha
yat 

Total 
Numb
er of 
SHG 
having 
memb
ership 
with 
VO 

No. of 
SHG's 
having 
Bank 
Linkag
es 

Total 
Amount 
of CIF 
disburs
ed to 
SHG 

Selected/Rej
ected 

1 Name of 
VO 

Yes/N
o 

Name 
of 
Village 

Name 
of GP 

Numb
er 

Numb
er 

Amount 
in lakhs 

Selected/ 
Rejected 

2 Name of 
VO 

Yes/N
o 

Name 
of 
Village 

Name 
of GP 

Numb
er 

Numb
er 

Amount 
in lakhs 

Selected/Rej
ected 

Table II: Parameters to Select VOs 

During the capacity building of CRPs-EP under the project, they are expected to test 
their classroom knowledge with some practical experience of enterprise promotion. 
With the preparation of the phasing plan, CRPs-EP will be able to intervene in VOs as 
selected here.   

From here, the preparation of phasing plan will be further divided into two intervals: 
1) Phasing plan during capacity building of CRPs-EP 2) Phasing plan post-capacity 
building of CRPs-EP  

1) Phasing Plan during CB of CRPs-EP 

Based on the above list, the Block team shall prepare a list of VOs to be covered 
during capacity building of CRPs-EP.  



 
 

 

S.N
o 

List 
the 
name 
of VO 
having 
Maturi
ty of 
minim
um 3 
years 

CLF 
mem
bers
hip 
(Yes/
No) 

Name 
of 
Village 

Name 
of 
Gram 
Panch
ayat 

Total 
Numb
er of 
SHG 
having 
memb
ership 
with 
VO 

No. of 
SHG's 
havin
g 
Bank 
Linka
ges 

Total 
Amount 
of CIF 
disburs
ed to 
SHG 

Proximit
y to CLF 
headqua
rter 
(within a 
radius of 
8 km) 

Selecte
d/Reject
ed 

1 Name 
of VO 

Yes/
No 

Name 
of 
Village 

Name 
of GP 

Numbe
r 

Numb
er 

Amount 
in lakhs 

Yes/No Selected
/ 
Rejected

2 Name 
of VO 

Yes/
No 

Name 
of 
Village 

Name 
of GP 

Numbe
r 

Numb
er 

Amount 
in lakhs 

Yes/No Selected
/Rejecte
d 

3 Name 
of VO 

Yes/
No 

Name 
of 
Village 

Name 
of GP 

Numbe
r 

Numb
er 

Amount 
in lakhs 

Yes/No Selecte
d/Rejec
ted     

Table III: List of VOs for Phasing Plan during capacity building of CRPs-EP 

*The above information to be captured for VOs to be taken in first three months of 
Enterprise promotion. In order to look at the proximity parameter, the Block teams 
may use a map of the selected clusters to select the panchayats and villages.  

Once the above information is received, the list of VOs shall be finalized at CLF 
meeting of the selected clusters. The meeting should be attended by BPM-SVEP, 
respective Area Coordinator/Cluster Coordinator, CRPs-EP, and Mentor- RP. 

Finalisation of VO 

1. Conduct CLF EC meeting 
2. Present the shortlisted VO list to EC and Cluster staff 
3. Finalise the VOs 

Timeline: To be completed by TEAM A1 training programme of CRPs-EP 

Once the names of VOs are finalized during the EC meeting, the Block team shall 
prepare a list of selected VOs, and the same must be distributed in a monthly 
coverage plan for the first three months in year 1: 

S.No Name of CLF Name of VO Name of GP Name of Village

1 Name of 
Shortlisted CLF1 

Name of VO1 GP1 Village 1 
Name of VO2 GP2 Village 2 
Name of VO3 GP3 Village 3 

2 Name of 
Shortlisted CLF2 

Name of VO1 GP1 Village 1 
Name of VO2 GP2 Village 2 



 
 

 

 

 

Table IV: List of Selected CLFs and VOs 

Activity plan for CRPs-EP upto three months as per phasing plan 

S.No Activity M1 M2 M3 
1 CLF Orientation  Number  Number  Number 
2 SHG Orientation  Number  Number  Number 
3 VO Orientation  Number  Number  Number 
4 Triggering meeting  Number  Number  Number 
5 VO Training  Number  Number  Number 
6 GOT  Number  Number  Number 
7 EDP Training  Number  Number  Number 
8 Viability Check  Number  Number  Number 
9 Business Plan  Number  Number  Number 
10 Mudra Loan Follow up  Number  Number  Number 
11 PTS  Number  Number  Number 

Table V: Activity plan for three months. 
Timeline: The activity is to be completed before TEAM A2 training programme of 

CRPs-EP. 

It shall be ensured that the timeline is followed, as CRPs-EP will be engaging in 
Enterprise promotion under TEAM A2 and will be targeting the SHGs as per three 
months activity plan. 

Once the plan is prepared it shall be discussed at the end of TEAM A2 training 
programme. The CRPs-EP shall be divided into smaller groups and each group shall 
be allotted VOs as per Table IV.  

In order to roll out the desired phasing plan, it is necessary that CRPs-EP are well 
oriented on the process to be undertaken when on field. This shall be combined with 
additional orientations and trainings requirement as per the table below: 

S No. Activity Training 
requirement for 
CRPs-EP 

Timeline for 
Completion of 
CRPs-EP 

Material to be 
used 

1 Orientation on Phasing 
Plan 

Orientation to 
CRPs-EP on 
objectives of 
phasing plan  

By TED2 Session Notes 
for Phasing plan 

2 Module on SHG/VO 
orientation 

One day training 
to CRPs-EP on 
SHG/VO 
orientation 

One day to be 
extended under 
TEAM A2 
training 
programme.  

Orientation 
module on 
SHG/VO 



 
 

 

3 Orientation of CRPs-EP 
on ME development 
process 

One day training 
to CRPs-EP on 
ME development  
process 

One day to be 
extended under 
TEAM B1 
programme 

ME development 
activity flow 
chart 

4 Introduction on formats 
of Business plan, 
Viability check under 
SVEP 

Familiarization of 
CRPs-EP with the 
formats to be 
used under SVEP 

Two days to be 
extended under 
TEAM B2 
training 
programme  

Formats of 
Business plan 
and Viability 
check under 
SVEP 

5 ToT of CRPs-EP on 
GOT/EDP module and 
Familiarization with 
formats under SVEP as 
per ME development 
process  

ToT of CRPs-EP 
on delivery of GOT 
and EDP module 
and 
familiarization 
with formats 

Three day 
training after 
TEAM B3 

Module of GOT 
and EDP. ME 
development 
process guide 
with formats 

 

2) Phasing Plan Post CB of CRPs-EP 

With completion of three months of phasing plan under CB, the Table III shall be 
revised for next three months as per the following information: 

S.N
o 

List 
the 
name 
of VO 
having 
Maturi
ty of 
minim
um 3 
years 

CLF 
mem
bers
hip 
(Yes/
No) 

Name 
of 
Village 

Name 
of 
Gram 
Panch
ayat 

Wheth
er 
covere
d 
under 
previo
us 
action 
plan 
(Yes/N
o) 

Total 
Numb
er of 
SHG 
having 
memb
ership 
with 
VO 

No. of 
SHG's 
havin
g 
Bank 
Linka
ges 

Total 
Amount 
of CIF 
disburs
ed to 
SHG 

Selecte
d/Reject
ed 

1 Name 
of VO 

Yes/
No 

Name 
of 
Village 

Name 
of GP 

Yes/No Numbe
r 

Numb
er 

Amount 
in lakhs 

Selected
/ 
Rejected

2 Name 
of VO 

Yes/
No 

Name 
of 
Village 

Name 
of GP 

Yes/No Numbe
r 

Numb
er 

Amount 
in lakhs 

Selected
/Rejecte
d 

3 Name 
of VO 

Yes/
No 

Name 
of 
Village 

Name 
of GP 

Yes/No Numbe
r 

Numb
er 

Amount 
in lakhs 

Selected
/Rejecte
d     

Table VI: List of VOs for Phasing plan post CB phase 

With selection of VOs for next three months, the finalization shall be done in CLF EC 
meeting and the activity plan shall be made as per Table V. Based on the progress 



 
 

 

made as per action plans, the block teams may mark the covered villages in each 
cluster to understand the coverage under SVEP. 

Based on the experience of the first year, the Block teams may decide to increase the 
coverage of the number of CLFs under SVEP for the next year, and the steps for 
preparation of phasing plan post-capacity building can be repeated. The block teams 
may further decide to prepare a quarter or six-month action plan from the second 
year onwards.  

  



 
 

 

Annexure 6.2: Template to Prepare Joint Action Plan 
 

 

Name of Block   : 

Name of CRP-EP group  :  

Period of Work Plan   : dd/mm/yyyy to dd/mm/yyyy 

Work Plan Reference No. :  

 

Target 

 

Total number of villages under the Block   

Number of villages to be taken up during the 6 month  

Expected number of enterprises to be covered  

Sr. No. Name of VOs to be engaged 
Expected Number of 
Existing and New 
Enterprises Supported 

   

   

  

   

   

   

   

   

   

   

   

 

  



 
 

 

Field Coverage Plan 

 

Month Number of 
Villages Name of Villages 

Number of 
Enterprises 
to be 
covered 

  

 

 

 

 

  

 

 

 

 

  

 

 

 

 

  

 

 

 

 

  

 

 

 

 

  

 

 

 

 

Total    

  



 
 

 

Activity Plan 

No Activity 
Monthly Targets 

Total 
 

     

1 SHG's / VO's orientation          

2 
Entrepreneur triggering 
meeting          

3 
VO's sub-committee training on 
SVEP          

4 CLF training on SVEP        

5 
BRC subcommittee training on 
SVEP        

6 
General orientation training for 
entrepreneurs -idea generation        

7 
Soft skills training for 
entrepreneurs        

8 
Idea validation plan field activity 
by entrepreneurs        

9 Business plan preparation        

10 
Business management training 
to entrepreneurs        

11 
Need based performance 
improvement plan (max 3 days)        

12 Loan follow up support        

13 Enterprise start up support        

14 
Handholding support & PTS for 
6 months        

15 
Handholding support & PTS for 
second 6 months        

16 Market linkages        

17 VO briefing        

18 BRC briefing        

 



 
 

 

Date of Submission: 
 
Submitted by:  
 
Name and signature of CRP-EP Group President:  
 
 
Name and signature of CRP-EP Group Secretary:  
 
 
Verified and Approved by: 
 
Date of Approval: 
 
Name and signature of BEPC President:  
 
 
Name and signature of BEPC Secretary:  
 
 
 

  



 
 

 

Annexure 6.3: Steps to be followed in BRC to conduct Skill Training 
 

The following steps should be followed at BRC for conducting Skill Development 
Training  

1. Preparation of Skill Training Calendar with Annual Action Plan 
Responsibility:  
 
CRP-EP group and BEPC, being from the community, will list the festivals and 
melas in the coming days. With the help of mentor and BPM SVEP, they should 
list all sorts of skill training which are required in order for entrepreneurs to 
participate in the same. 
Frequency: Annually or Half yearly as required. 
 
Important Points: Identification of skill-development requirement of 
entrepreneurs is based on the following factors 

a. Market opportunity mentioned in the DPR and areas planned to cover 
during the year.  

b. Needs of existing entrepreneurs using the need assessment and 
performance improvement plan. 

c. Upcoming demands in the market like seasonal requirements, festivals 
etc.  

Exposure visits to successful entrepreneurs and visits to melas and markets to see 
new trends, best practices followed etc.  

Festival Dates List of 
Markets 

Area List of Existing 
Entrepreneurs 

Mela Dates   1  
Exposure 
Visit 

Dates   2  

    3  
    4  
    5  
    6  
      
 

Month:
1                   

1 2 3 4 5 6 7 8 9 10
Tailorin
g 

Tailorin
g 

Tailorin
g 

Tailorin
g 

Tailorin
g 

Tailorin
g 

Tailorin
g       

11 12 13 14 15 16 17 18 19 20

        Café Café Café 
Caf
é 

Caf
é 

Caf
é 



 
 

 

21 22 23 24 25 26 27 28 29 30
                    
          

 
 
 
 

2. Ensuring sufficient budget is available at the block under the Skill 
Development Head against the requirement 
Responsibility:  
CRP-EP group to prepare the break-up of activities and expected expenditure 
for the same. Mentor and BPM SVEP to support the CRP-EP group in the 
same.  
BEPC to prepare the fund requirement plan and send request to SRLM.  
BPM SVEP to facilitate and follow up the fund transfer from the SRLM. 
Frequency: Annually. 
Important Points:  
a. Ensure a listis made of all activities under the skill development head.  
b. Ensure that necessary budget is calculated at the beginning of every 

year.  
c. Ensure that sufficient budget is transferred from SRLM to the Nodal 

CLFs account. 
 
 

Letter No:_______________                                                Date: _________________ 

 

Respected 

Sir/Mam 

The BRC……………………………………………………………………………………… 

Attached here is the detailed proposal and estimated budget for the training  

Name of Programme  

Domain  
 

Objective of the Programme  
 

Activities planned  

Participants  
 



 
 

 

Name of Programme  

Facilitators / Resource 
Persons 

 
 

Expected Results  

Location  

Duration of the Programme, 
Dates 

 

 
Budget Head: 
 
Source of Fund  

Budget Head  
 

Estimated Budget: 
 
Activity Details of calculation Amount (Rs.) 

Food to the participants  
 

  

Expenses   

   

   

   

   

   

Total   
 

 
 

 

Signature of President                                    Signature of Secretary 
 
 
 
Signature of BEPC 
 

3. Identification of potential sectors in which skill development is needed for 
entrepreneurs 
Responsibility: CRPs-EP 
Frequency: During each round of mobilization and as per requirement of 
entrepreneurs. 



 
 

 

Important Points: 
a. A list should be prepared, after the Triggering meeting, identifying the need 

of the entrepreneur, and the same list should be finalized after EDP for 
confirmed entrepreneurs. 

b. For domain skill development, batches should be planned so as to arrange 
the training with homogeneous set of entrepreneurs.  

c. For the Performance Improvement Programme, a better focus should be 
given on the need for performance improvement and similar cohesive 
groups should be arranged. 

Name Existing/New
Skilled 
/Unskilled 

Domain skill 
as per need 

Confirmation 
Y/N 

     

     

     

 
4. Collecting Proposal from Potential Skill Training Agencies 

Responsibility: CRPs-EP under the supervision of BEPC 
Frequency: Before organising a skill training. 
Important Points: A detailed note on the points to be covered while looking 
out for the skill development agency needs to be prepared. 

a. BRC to maintain a skill training agency data base which should be updated 
annually as per the requirement and should be updated as new trainings 
are planned.  

b. Batch size, quality, duration of training, fees, space for training. (Space for 
training means checking if there is adequate physical space for training or 
will the BRC provide training), faculty info, follow up after training, support , 
method of certification  etc 

c. CRP-EP group, if interested and eligible, can also be act as a skill provider. 
They should meet the criteria prescribed. 

 

 

Format for capturing the details of skill training agency 
          
Sl 
No. List of details 

Name of 
Agency-1 

Name of 
Agency-2 

Name of 
Agency-3 

1 Batch size       
2 List of trainings they have provided       
3 Duration of training       



 
 

 

4 Space of training       
5 Food and accommodation details       
6 Fees       
7 Certification method       
8 Faculty       
9 Follow up after training       

10 Loan follow  up       
11 Market support, etc       

 

5. Evaluation of Proposals given by training Agencies 

Responsibility: The evaluation has to be done by BEPC but needs to be 
supported by BPM SVEP and Mentor. Wherever required, the District Manager 
/Consultant on Livelihood and DDUGKY (Skills) may be invited to this meeting. 

 Frequency: As and when there is a need for training.  
 Important Points: 

a. Based on the requirement of the entrepreneurs, the BEPC and CRP-EP 
group should finalise the minimum requirement that should be there in the 
training.  

b. If the proposal given by the training agencies match the requirements 
within the budgetary provision, then it should be finalised.  

c. In cases where none of the training agencies' modules contain the 
requirements, or if the training content requires any changes, then 
dialogue should be initiated with the agency to incorporate the 
improvisations. The BPM SVEP and Mentor should guide the BEPC and 
CRP-EP group regarding this.  

d. If the CRP-EP group has the potential to be an agency in a particular area, 
that should also be considered.  

e. The competencies of the training agency should be marked on a scale of 0-
10 where 0 being the lowest and 10 being the highest. The marking should 
be done after discussion with all the members present in the meeting. In 
case, there are two agencies who have scored same, the BEPC may invite 
both the agencies for an interaction before finalising the agency.  
 

6. Conducting the Skill Training 
 
Important Points: 

a. The BEPC and CRP-EP group, with support from mentor and BPM 
SVEP, should monitor the delivery of the training as finalised in the 
module.  

b. CRP-EP group ensure that all the participants are given certificates at 
the end of the training.  

c. CRP-EP should also coordinate the follow up process after the training 
with the entrepreneur and the training agency. Follow up related to 
machinery purchase or bank loan are examples to mention.  

d. Feedback should be taken from the participants in terms of the 
usefulness of the training.  



 
 

 

e. CRP-EP group should also submit a report on the overall conduct of the 
training to the BRC which should be shared with BMMU, DMMU, SMMU 
and also the PIA.  

f. The details of the training agency should also be added in the skill 
training database.  

 
The BEPC and CRP-EP group can refer to the below mentioned table for 
preparation of budget and finalising training fee for the agency where cost of 
training under Category-I is highest followed by Category-II, followed by 
category-III.  

List of Trades  

S.No.  Industry/ Sectors  
Sub-Sector/Trades 

 Category-I Category-II Category-III 

1 Apparel  

Garment
Manufacturing, 
Fashion 
Design 

Garment making    

2 Beauty & Wellness    

Spa and Wellness,
Beauty Culture & 
Hair 
Dressing, 
Naturopathy  

Home Décor, Art Mehandi  

3 BFSI      
Banking, Accounting, 
Insurance  

4 Chemicals  Plastics Processing  
Fragrance Flavor &
Perfume  

  

5 Construction  
Construction
Equipment, 
Fabrication  

Paint, Wood Works,
Bamboo Fabrication,
Carpentry  

  

6 
Education & Skill 
Development  

  
Education, Skill 
Development  

Counseling Skills  

7 Electronics  
Refrigeration and Air
Conditioning  

Consumer 
Electronics - 
Sales & Service  

  

8 
Fast Moving Consumer 
Goods  

    
Fast Moving Consumer
Goods  

9 
Food Processing 
Industries  

    

Food Processing Sectors such 
as Dairy Products, Fruit & 
Vegetable Products, Cereals 
and Cereal Products, Food 
Grain (including milling), Edible 
Oil and Fats, Meat and Meat 
Products, Fish and Fish 
Products, Sweets and 
Confectionery, Bread and 
Bakery, Spices and 
Condiments, Beverage, 
Aerated Water and Soft Drinks, 
Packaging of food products  

S.No.  Industry/ Sectors  Sub-Sector/Trades 
 Category-I  Category-II  Category-III 

10 Furniture & Furnishing   Furniture Making    
11 Gems & Jwellery      Home Décor Art Jwellery  

12 Green Skills  Renewable energy    
Rain Water Harvesting,
Green retail, Allied green 
skills  



 
 

 

13 
Handloom & 
Handicrafts  

 Handlooms  
Brassware,
Khadi, 
Carpet, Handicrafts  

Handmade Paper and Paper 
Products, Home décor art 
Ceramic Painting, Wood  

14 IT-ITES    
Information and
Communication 
technology  

  

15 Leather  

Leather Footwear &
Leather Sports 
Goods 
Manufacture 

    

16 Logistics    Courier & Logistics 

17 Media & 
Entertainment 

Animation 
Production Support,
Media, 
Printing 

 Film Production  

18 Plumbing Plumbing
19 Power & Energy   Domestic Electrician   

20 Retail   
Store Operation, 
FMCG 

Retail 

21 Security   Security, fire & 
Safety Engineering 

  

22 Telecom   
Handset Sales & 
Service 

  

23 Textiles 

Spinning, Weaving, 
Textiles, Knitting & 
Processing for 
Cotton, other 
Manmade & 
Synthetic Fibers 

    

24 Tourism & Hospitality 
Food Production, 
Cooking 

Hospitality, F&B 
Service & 
Housekeeping 

Travel & Tourism 

25 
Traditional / 
conventional sectors 

Glassware Painting, Toy Making Clock and watch Repair 

26 Other Sectors 
Any trade not 
covered in any of the 
categories above 

Any trade not 
covered in any of the 
categories above 

Any trade not covered in any of 
the categories above 

 



 
 

 

Annexure 6.4: Format for Viability Study 

 

 
Entrepreneur Name  

Interested Business  

Contact Information  

Owner’s Relationship to the SHG  

Name of the SHG  

Name of the VO  

Name of the CLF  

 
 

1. Primary objective of the business based on the household needs and 
aspirations 

Desired Monthly take-home 
income to the entrepreneur

 

Proposed Location of business  

Ownership  (Single /Group)  

 
 

2. Customer Types’ andNeeds 
 

Possible Customer 
Types 

                                          
Customer Needs 

  

  

  

  

  

  

 
 



 
 

 

3. Understanding Potential CustomersVisiting 
 

Customer Type How often 
do the 
customers 
purchase 
(Frequency) 

How many 
customers 
purchase in 
the 
mentioned 
frequency 

Amount 
spent by 
customer 
type in 
one visit 
(Rs.) 

Season 
al 
Fluctua 
tion 

Analysis of Customer Type 
(put  or x against each 
Nos.)

Will the entrepreneur 
be able to serve the 
customer type 

1.This customer type will 
give us enough revenue 
2.There will not be additional 
costs to serve the customer type 

3. This customer type will not 
require any additional time to be 
served 

    Yes/No 1. ( ) 2.( )    3. ( ) Yes/No 

    Yes/No 1. ( ) 2.( )    3. ( ) Yes/No 

    Yes/No 1. ( ) 2.( )    3. ( ) Yes/No 

    Yes/No 1. ( ) 2.( )    3. ( ) Yes/No 

    Yes/No 1. ( ) 2.( )    3. ( ) Yes/No 

    Yes/No 1. ( ) 2.( )    3. ( ) Yes/No 

    Yes/No 1. ( ) 2.( )    3. ( ) Yes/No 

       

 
 
 
 



 
 

 

 
4. Analyzing ExistingCompetition 

 
Product / Service Is there Can the entrepreneur provide products / services 

better than them or at least similar to them? 
 
                Write: Better / Same / Worse 
 

 
 

Price 
 

Is the 
Existing Product/
competiti
on? 

 service    
Selected or 
Rejected? 

 Yes / No 
Quality Variety After Sales 

service 
 

Credit  Higher/same
/Lower 

1         

2         

3         

4         

5         

6         

7         

5. Analyzing the Customers’ Ability to Pay in aYear 
 

S.No 
 

Customer 
Types 

How often do 
the 
customers 

When will 
they come 
during the 

How many 
customers 
purchase in 

Amount spent 
by customer 
type in One 

Calculation for Approximate 
amount spent by a customer 

type in a year 



 
 

 

purchase 
(Frequency) 

year the 
mentioned 
frequency 

visit (Rs.) Calculation Amount 

 A B C D E F= B x C x D x 
E 

G 

        

        

        

        

        

        

        

        

Total  

 
 

6. Calculating SalesVolume 
 

 
 
Product / 
Service 

 
 
 
Customer 
Type 

How often 
will the 

customers 
come to 

buy 

Number of 
instances in 

a year 
(consider the 
information 
in table5-C) 

No. of 
Customers 
who come 
during the 

period 
(Mentioned 
in Table 5-

D) 

Quantity 
purchased 

by   
customers 

in one 
instance 

Sales volume 

Calculation Quantit
y 



 
 

 

A B C D E F G=C x D x E 
xF 

G 

Product / 
service -1 
 
 

       

       

       

       

       

Total  



 
 

 

 
Product / 
Service 

 
 
 

Customer Type

How often 
will the 

customers 
come to buy

Number of 
instances in a 
year (consider 
the information 

in table5-C) 

No. of 
Customers 
who come 
during the 

period 
(Mentioned in 

Table 5-D) 

Quantity 
purchased by   
customers in 
one instance 

Sales volume

Calculation Quantity

A B C D E F G=C x D x E x 
f 

H=G 

Product / 
service -2 
 
 

       

       

       

       

       

Total  

Product / 
service -3 

       

       

       

       

       

Total  

Product / 
service -4 

       

       

       

       

       



 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Total  

Product / 
service -5 

       

       

       

       

       

Total  

Product / 
service -6 

       

       

       

       

       

Total  

Product / 
service -7 

       

       

       

       

       

Total  



 
 

 

 
 
 
 
 
 
 
 

7. CalculatingRevenue 
 

 
Revenue Estimation 

 
Products /Services 

 
Estimated Sales Volume

 
Nearest Competitor 

Price 

 
Revenue (Sales Volume x Price)

    

    

    

    

    

    

    

    

Total
 

 

       

       

       

       

       

 



 
 

 

 
8. Checking if Revenue Matches with Customers’ Ability to Pay 

Particulars Source Amount 

Customers’ ability to pay Table 5  

±5% of customer’s ability to pay   

Estimated revenue for 
the business 

Table 7  

Does the revenue fall within ±5%
of customer’s ability to pay 

Yes / No  



 
 

 

9. Calculation of Actual Revenue , Cost and Profit 
 

Assessing Batch Size for Production / Purchase Cycle 

S 
No. 

Products / Services Sales Volume 
per Year 

Quantity that 
can be 
Produced / 
Purchased at 
once 

Number of 
Batches to be 
Produced in a 
Year 

Frequency of 
Production / 
Purchase (Daily 
/ Weekly / 
Monthly / 
Yearly) 

Batch produced 
in the 
Mentioned 
Frequency 

 A B C D = B / C E F = D / E 

       

       

       

       

       

       

       

       

 
 

10. List of Equipment / Deposits / Licenses Required 
` 

List of Equipment Required 

S . 
No. 

Equipment *New 
Purchase  

*Second 
Hand 
Purchase 

Rent 
Amount 

Decisio
n 
New/ 

Qty Rate Amount 



 
 

 

Amount Amount Second 
Hand/ 
Rent

         

         

         

         

         

         

         

Total 

 
 The decision to Purchase or rent should do only after considering the Useful life, utilization and additional costs as repair. Insurance, 

loan interest, fuel, wages, etc occur on after purchasing the thing. If it is rent, it should go to fixed or variable cost



 
 

 

Deposits and Licenses to be Obtained 

Type of License/Deposits Amount 

  

  

  

 
 

Total  

 
 

11. Estimation of Fixed Costs 

                   Cost 
Item 

Monthly estimate Yearly estimate 

   

   

   

   

   

   

   

   

Total Cost   

 



 
 

 

 
12. Raw material CostCalculation 

 
Estimating Quantity of Raw Material Required 

Products/ Service List of raw materials Estimated quantity for 1 Batch 

Product / service -1   

  

  

  

Product / service -2   

  

  

  

  

Product / service -3   

  

  

  

Product / service -4   

  

  

  

Product / service -5   



 
 

 

  

  

  

Product / service -6   

  

  

  

  



 
 

 

 
 

13. Estimation of VariableCost 
 

Estimation of Variable Cost 

(A) Raw Material   Estimated 
quantity per 
batch 

Average Cost per 
Unit 

Cost per batch Number of 
Batches per 
Year 

Total Quantity 
Required per 
Year 

      

      

      

      

      

      

      

      

      

      

      

      

(B) Other Variable 
Cost 

     



 
 

 

      

      

      

      

(Total Raw Material 
Cost + Other 
Variable Cost) =Total 
Variable cost 

     

 
  
 

14. Working capital 

Period of working capital:  

Working capital required {Variable cost of  1 or 2 batches 

(from table 13 above) + fixed costs during the period} 

 

15. Actual Revenue 

Products/ Services Estimated Sales Volume Actual Price Revenue (Sales Volume x Price)

    

    

    

    

    



 
 

 

 
  
 
 
 
 
 
 
 
 
 
  

16. Calculating Profit 

Total Revenue Total Fixed Cost Total Variable 
Cost 

Total Cost Profit 

A B C D = B + C E = A – D 

     

 
 

    

    

    

Total  

17. Check if the enterprise meets expected take-home income of entrepreneur
A Amount that the entrepreneur wishes to withdraw 

every month from the business 
Source  

Table 1

B Estimated monthly profit for the business Table 15 

C Monthly wages withdrawn by owner Table 11 
or 13 

 

D Monthly take-home income to the entrepreneur B + C  



 
 

 

Remarks: 

18. Environmental factors which are favourable to run the business  
  
 
 

Particulars 

Favorable / 
Unfavorable 

 
 

Particulars 

Favorable / 
Unfavorable 

 
 

Suppliers of Raw 

Materials 

 
Water supply 

 

Laws and Regulation  Marketplace  

Technology/Machinery   Labour  

Transportation  Caste factors  

Electricity  Gender factors  

Waste Management    

 
 

CRP-EP’s Recommendation (put  for suitable option, withremarks) 
 
 

1. The business is viable. We can proceed to make a businessplan. 
 

2. Thebusinessisnotcompletelyviable.Weneedto 
makecertainchangesinlocation,products, price, or other 
things, before proceeding to make a businessplan. 

 
3. The business is not viable atall. 

 

 
 



 
 

 

CRP-EP Name  

CRP-EP Group Name  

Submission Date  

 
 

  



 
 

 

Annexure 6.5: Format for Business Plan Preparation 
åयापारकीयोजना Business Plan 

Part A: åयापािरकसंचालनɉकासाराशं(Summary of BusinessOperations)

 

åयापारकानाम (Name of the Business)  

åयापारèथलऔरपता(Location and address of the Business)  

Įिमकɉ/कमर्चािरयɉकीसंख्या(Number of Workers / Employees)  

 

उɮयमी /उɮयमीयोकानाम(Name of the Owner) 
(if multiple owners, write all the name) 

 

उɮयमी /उɮयमीयोकापता (Address of the Owner(s))  

पंचायतएवंÞलॉककानाम(Gram Panchayat, Block)  

मोबाइलनंबर(Contact Information) 

आधारकाडर्नंबर(Aadhar Number (of any one member) 

 

उɮयमीकाèवयंसहायतासमूहकेसाथसàबÛध(Owner’s relationship 

to the SHG) 
 

èवयंसहायतासमूहकानाम(Name of the Self Help Group)  

ग्रामसंगठनकानाम(Name of the Village Organisation)  

संकुलèतरीयसंघकानाम(Name of the Cluster Level Federation)  

 

åयापारकीप्रकृित(Nature of business)  मौसमी(Seasonal) 
 सदाबहार(Perennial) 

åयापारकाप्रकार (Type of Business) 

 उ×पादन(Production) 
 åयापार(Trading) 

 सेवा(Service) 

 िमिĮत(Mixed) 

 

I. िव×तीयÞयौरɉकासारांश (Summaryof Financial Statements) 

 साल 1 साल 2 साल 3 

आय(Revenue)        380,160         427,680           475,200 

सकललाभ(Gross Profit)          94,272         106,056           117,840 



 
 

 

शदु्धलाभ(Net Profit) 50431 63643 76195

शदु्धलाभ-प्रद×ता(Net Profitability) 13% 15% 16%

 

èवािम×वकीसंरचना(Ownership Structure) èवयंकाProprietorship / भागीदारीPartnership 

मािलकोकीसंख्या(Number of Owners)  

मािलकोकाकुलिनवेश(Total Owners’ Equity)  

कुलआवæयकèथायीपंूजी(Fixed Capital Required)   

कुलआवæयककायर्शीलपूंजी(Working Capital Req.)  

आवæयकऋण(Loan required)  

ऋणचुकानेकीअविध(Loan Repayment Period)  

 

Part B: åयापारकेउƧेæयकोसमझना (Understanding Objective of theBusiness 

उɮयमीकाअनुमािनतमािसककमाई (लाभ+मजदरूी)  
Entrepreneur’s Expected Monthly Income  ) Profit + Wages) from the Business  

3000 + 3000= 6000/ month 

Sl.No मुख्यउ×पादनयासेवाएं(Main Products/ Services) 

  

  

  

  

  

  

 

Part C: ग्राहककाबंटवारा (CustomerSegmentation)

ग्राहकɉकोसमझना(Understanding Customers) 

Sl. No 
ग्राहकअनुभाग 

(Customer Segment) 

अनुभागकाआकार 

(Size Of Segment) 

अनुभागकेिलएउ×पाɮयवèतुए 

(Products For The Segment) 

    

    

    

    

    

 

Part D: पूंजीकािववरण(CapitalOverview) 

åयापारɮवाराजǾरीèथायीपंूजीFixed Capital Required by the Business 



 
 

 

A. èथायीसंपित(Fixed Assets) 
कुलइकाई 

(No of Units) 

प्रितइकाईलागत 

(Per Unit Cost) 

कुललागतप्रितसंपित 

(Total Cost Per Asset) 

  
 

 

 

 

 

कुल(Total)    

 

åयापारɮवाराजǾरीकायर्शीलपूंजी (Working Capital Required 

कायर्शीलपूंजीकीअविध(Period of Working Capital)  

कुलआवæयककायर्शीलपूंजी(Working Capital Required)  

 
åयापारɮवाराजǾरीपंूजी (Capital Required by the Business 

åयापारɮवाराजǾरीèथायीपंूजी 
(Fixed Capital Required by the Business) 

 

åयापारɮवाराजǾरीकायर्शीलपंूजी 
(Working Capital Required by the Business)  

 

åयापारɮवाराजǾरीकुलपंूजी 
(Total Capital Required by the Business)  

 

 

पूंजीकाèत्रोत(Source of Capital) 

उɮयमीकािनवेश(Investment by Owner)  

आवæयकऋण(Loan Required) 
Source  ) èत्रोत(:  

Amount  ) राशी(: 
आिथर्कअनुदानयासहायतायिदकोईहोतो 
(Subsidy, Grants, if any) 
 

Source  ) èत्रोत(: 

Amount  ) राशी(: 
 

Part E: उ×पादन /सेवायोजनाऔरऋणनीित(Sales Plan and Credit Policy of the Business 

वèतुएं (Items)       

इकाई(Unit)        

माह (Month)  



 
 

 

 

åयापारकेिलएऋणनीित (Credit Policy of the Business 

Directly to consumers –door to door salesसीधेउपभोक्ताओंको- घर-घरजाकरिबक्री   / Directly to consumers – own 

outletसीधेउपभोक्ताओंको- खुदकीदकुान   / Selling to retailers or shopsिरटेलसर्यादकुानɉकोबेचना   / Selling to 

wholesalersथोकिवके्रताओंकोबेचना   / Selling directly to institutions or other 

businessesसीधेसंèथानɉयाअÛयåयापारɉकोबेचना   / Selling through exhibitions / fairsप्रदशर्नी/मेलेकेमाÚयमसेबेचना 
यहåयापारिकनकोऋणदेगा? (Who will the business give credit 

to?) 
 

िकतनेसमयतकतकयहåयापारऋणदेगा? (For how long will 

the business give credit?) 
 

मािसकआयकािकतनाप्रितशतऋणमɅिदयाजाएगा? (What 

percentage of monthly revenue will be on credit?) 
 

क्याएकसालमɅऐसीकोईअविधहोगी, 
जबकोईऋणनहींिदयाजाएगायाÏयादाऋणिदयाजाएगा? 

(Will there be periods in a year when no credit is given or extra 
credit is given?) 

 

 

Part F: प्रèतािवतåयापारकीआिथर्किèथित Projected Financial Statements of the Business 

       

       

       

       

       

       

       

       

       

       

       

       

कुल(Total)       



 
 

 

वािषर्कमãूयıासकीगणनाकरना (Calculation of Annual Depreciation) 

संपि×त 
(Assets) 

अचलसंपि×तकीखरीदी 
(Purchase of fixed asset) (A) 

संपि×तकाउपयोगीजीवन 
(Useful life of the asset) (B) 

प्रितवषर्मूãयıास 
(Depreciation per year) 
(C= A / B) 

 
   

 
  

 
  

 
  

 
  

 
  

 
  

कुल(Total) 
  

 

ऋणवापसीयोजना(Loan Repayment Plan) 

ऋणकीराशी(Loan Amount) 

ऋणचुकानेकीअविध(Repayment Period) 

Þयाजदर (Interest Rate Charged) 

 साल 1 साल 2 साल 3 

ऋणकीराशी(Loan Amount) 

भुगतानिकयाजानेवालाकुलÞयाज 

(Interest To Be Paid) 

प्रितवषर्ऋणवापसकीजानेवालीराशी 
(Repayment Per Year) 
बकायाऋणराशी(Outstanding Loan Amount) 

 

To calculate projections for second and third year, an increase in Revenue by_________ %- and as a 
conservative measure add a_______%  increment to Costs 

åयापारकेिलएप्रèतािवतलाभवहािनकाÞयौरा(Projected Profit and Loss Statement) 

िववरण साल 1 साल 2 साल 3 

आय 

(Revenue) 

कुलआय  

 कÍचेमालकीलागत  



 
 

 

åयापारकेिलएप्रèतािवतलाभवहािनकाÞयौरा(Projected Profit and Loss Statement) 

िववरण साल 1 साल 2 साल 3 

प्र×यक्षखचर् 
 
(Direct Costs) 

 

  

  

  

  

  

  

  

सकललाभ)कुलआय- कुलप्र×यक्षलागत((Gross Profit)   

सकललाभप्रदता)सकललाभ/आय( (Gross 

Profitability) 

  

अप्र×यक्षखचर् 
 
(Indirect Costs) 

तैयारमालकेपिरवहनकाखचर्  

  

  

  

  

  

  

  

  

  

शदु्धलाभ)सकलआय- कुलअप्र×यक्षलागत( Net Profit    

शदु्धलाभप्रदता)शुद्धलाभ/आय( 

Net Profitability 

   

 

 

 

 

 



 
 

 

__________________________ केिलएप्रèतािवतनकदप्रवाहकाÞयौरा(Projected Cash Flow Statement) 

िववरण साल 1 साल 2 साल 3 

 आरंिभकशषे(Opening balance) 
   

आवकनकदी 
 

(Cash Inflows) 

 

    

    

    

    

    

    

    

जावकनकदी 
 

(Cash 

Outflows) 

 

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

    

 अंितमनकदशषे  ) आरंिभकशषे +    



 
 

 

__________________________ केिलएप्रèतािवतनकदप्रवाहकाÞयौरा(Projected Cash Flow Statement) 

िववरण साल 1 साल 2 साल 3 

कुलआवकनकद- कुलजावकनकद( 

 

_____________ केिलएप्रायोिजतबैलɅसशीट(Projected Balance Sheet) 

िववरण साल 1 साल 2 साल 3 

संपि×तयां 
(Assets) 

अचलसंपि×तयɉकाआरंिभकशषे    

(+) उसअविधकेदौरानखरीदीगईअचलसंपि×तयां    

(-) उसअविधकेदौरानबेचीगईअचलसंपि×तयां    

(-) उससालकेदौरानमूãयıास     

अचलसंपि×तयɉकाअंितमशषे    

    

आरंिभकखाताप्राÜय    

(+) अविधकेदौरानऋणमɅिबक्री    

(-) कजर्दारɉɮवाराअदाकीगईरकम    

अंितमखाताप्राÜय    

    

प्रितभूितजमाकाआरंिभकशषे    

(+) इसअविधकेदौरानअदािकयागयाप्रितभूितजमा    

(-) वापसिकयागयाप्रितभूितजमा    

प्रितभूितजमाकाअंितमशषे    

    

अंितमनकदशषे    

 कुलसंपि×तयां  ) सभीसंपि×तयɉकेअंितमशषेकायोग(    

     

देयताएं 

(Liabilities) 

आरंिभकखातादेय    

(+) ऋणमɅखरीदी    



 
 

 

_____________ केिलएप्रायोिजतबैलɅसशीट(Projected Balance Sheet) 

िववरण साल 1 साल 2 साल 3 

(-) िवतरकɉकोअदाकीगईरकम    

अंितमखातादेय    

    

आरंिभकलोनशषे    

(+) िलएगएनएलोन    

(-) अदािकएगएलोन    

अंितमलोनशषे    

     

 

मािलकɉकािहèसा 
 
(Owner’s Equity) 

मािलककेिहèसेकाआरंिभकशषे    

(+) अविधकेदौरानåयापारमɅशािमलिकयागयानकद    

(-) आहिरतपंूजी    

मािलककेिहèसेकाअंितमशषे    

    

रोकीगईकमाईकाआरंिभकशषे    

(+) अविधकेकुललाभ    

रोकीगईकमाईकाअंितमशषे    

 कुलदेयताएं 

)देयताओंकेअंितमशषेवमािलकɉकीिहèसेदारीकायोग( 
   

 

Part G: ÞयापारयोजनातैयारकरनेवालाकािववरणBusiness Plan PreparedBy

लघु-उɮयोगसलाहकारकानाम(CRP-EP Name) 

लघुउɮयोगसलाहकारसमूहकानाम(CRP-EP Group Name) 

जमाकरनेकीितिथ(Date of Submission) 

 

  



 
 

 

 

Annexure 6.6: Facilitation Process for availing Bank Loans 
The steps which should be taken starting from the SMMU level to that of the BRC 
level are explained.  

1. Orientation at the SMMU and DMMU Level 
a. The existing Credit Linkage Program in different levels of the CBO 

especially in terms of Financial Inclusions.  
b. The Credit Linkage Program under SVEP to be explained.  
c. A discussion on what are the possible linkages to be provided under SVEP 

though the SRLM and other line departments of the state and district. 
 

SMMU DMMU 

Participants: Non- Farm Livelihood 
team, SPM-Financial Inclusion, 
Representatives from State Line 
Departments 

Participants: DPM, DMM- Non Farm 
Livelihood, DPM- Financial Inclusion, 
Representatives from District Line 
Departments 

Facilitator: SPM SVEP and SPC from 
PIA 
 

Facilitator: BPM SVEP and 
FC/BAP/Mentor from PIA 

 

2. Orientation at the BMMU Level 

Participants: BDO, GP-COS/GP-Secretaries, BPM, BPM – Non Farm 
Livelihood, BPM- Financial Inclusion, AC,CC, Cadre Coordinators in the Block 
level, Bank Sakhi, BEPC Committee, CRP-EP 

Facilitator: BPM, BPM-SVEP, Mentor, Team member of the SRLM 

Responsibility: Financial Inclusion  

a. Credit Linkage Program at the community Level 
b. Possible Credit Linkages available at the Block and Gram Panchayat level. 
c. Understanding of the difference between Micro Credit/Linkage Plan and 

Business Plan prepared by CRPs-EP 
d. The importance of PTS from the monthly Day book maintained by 

entrepreneurs.  
e. Discussion on establishment of an efficient monitoring system through the 

current CBO system starting from the application process for credit linkage, 
its submission, fund approval, fund releasing and repayment.  

3. Orientation to Banker’s Committee at the State, District and Block Level 
a. Discussion on Incorporation of existing Financial Inclusion and Credit 

Linkages with that of SVEP 
b. Introduction of BEPC and CRPs-EP at the Block Level meeting.  



 
 

 

c. Discussion on the Business Plan preparation process by the CRPs-EP. 
d. The importance of PTS from the monthly Day book maintained by 

entrepreneurs. 
e. Discussion on establishment of an efficient monitoring system through the 

current CBO system starting from the application process for credit linkage, 
its submission, fund approval, fund releasing, and repayment. 

f. Discussion on the establishment of a communication system between the 
BEPC and bank on a regular basis on the loan application submitted for 
bank loans, its approval, and repayment 

4. . Orientation to CRPs-EP 
a. Process to be followed for submitting application in the bank for loan 

i. The Application process should go through the CBO network and 
after proper vetting. 

ii. The CRPs-EP will have to support the entrepreneur in filling the 
relevant documents such as Business Plan, Application for loan, 
supporting documents as prescribed by the banks, KYC, loan 
history, etc, and the same should be submitted in the CBO which 
should be verified at each level of CBO.  

iii. The application details should be recorded in the meeting of the 
CBO 

iv.  Submission of the same at PSC and getting approval from the PSC 
committee with recommendation letter to the bank. 

v. Submission of the loan applications at the bank with facilitation from 
BPM SVEP and Mentor.  

vi. Receipt of acknowledgement to be collected from the bank and one 
copy of the same should be kept at BRC.  

vii. Taking an appointment from the bank regarding clarification on the 
business plan if required, discussion on clarification, follow up on 
status etc.  

viii. The status on the application should be briefed in the next BLBC 
meeting by CRPs-EP with support from BPM SVEP. 

b. Process to be followed for application Approval/Rejection 
i. The BPM SVEP/CRP-EP should visit the bank and enquire the 

current status of the application submitted on or after one week(7 
days), or as appointment given by bank officials.  

ii. If the bank has approved the application the same should be 
recorded with a copy of loan sanction at the BRC and should be 
communicated to concerned CLF, VO, SHG, and entrepreneur.  

iii. If it is rejected or no action has been taken, it should also be 
recorded in the BRC with rejection letter if rejected and necessary 
steps should be taken to give loan to the entrepreneur from the 
CEF. The same should be communicated to the concerned CLF, VO, 
SHG, and entrepreneur.  



 
 

 

iv. In case of rejection from the bank, all the documents submitted at 
the bank should be collected and submitted in the next PSC.  

v. The information of sanction or rejection of loan from the bank 
should be communicated to the entrepreneur on the very same day, 
it should be recorded as minutes in the next PSC/BEPC meeting and 
also in the next BLBC meeting.  

vi. An acknowledgment receipt from the bank should be taken stating 
that the loan amount has been deposited in the entrepreneurs 
account and the same should be documented in the loan portfolio 
maintained at the BRC.  

vii. Date of repayment to the bank along with repayment schedule and 
the EMI amount should be communicated to the concerned CLF, VO, 
SHG, and the entrepreneurs. 

viii. The information related to loan disbursement should be 
documented in the next SHG meeting with details of repayment in 
the presence of the entrepreneur, and the tracking process should 
be initiated by the SHG. 

ix.  
c. Process to be followed in Loan Repayment 

i. After every EMI is paid by the entrepreneur to the bank, the same 
should be informed in the SHG, VO, and CLF meetings and should be 
documented in the meeting. At the same time, the same should be 
communicated to the concerned CRP-EP. It is the responsibility of 
the CRP-EP to inform the BEPC regarding repayment of EMIs or 
failure of repayment in the BEPC meeting, and the same should be 
updated in the loan portfolio of the BRC. 

ii. The information related to EMIs should pass on from SHG to VO to 
CLF and all the CBO should document the details in their meeting.  

iii. The CRP-EP should also update the details in their personal loan 
tracker.  

iv. If the entrepreneur fails to repay the EMIs for consecutive 3 months, 
it should be discussed in the BEPC meeting in the presence of the 
CRP-EP and the entrepreneur. There should be redressal of the 
issue and a communication should be sent to the Bank regarding 
this so that the rapport between the BRC and Bank is not hindered.  
 
Loan tracker to be maintained at BRC for Bank loans 
 
 
 
 
 



 
 

 

 

Bank Loan Tracker - BRC 
Sr.No   
Name Entrepreneur   
Address   
SHG   
VO   
CLF   
Village   
GP   
Type of Business   
PAC/PSC Date   
Bank   
Branch   
Loan amount requested   
Date of submission in 
Bank    
Submitted By   
Acknowledgement 
Number(Ad. No)   
Next Follow up date   
Status on follow up with 
date   
Follow up by   
Approval /Rejected   
Approval /Rejected Date   
Approved Loan Amount   
First instalment date   

Default date and reason   
Follow up date on default   
Follow up on default by   

Remarks   
 

 
  



 
 

 

Annexure 6.7: Start up support activities to be done  
Given below is an indicativelist of the start-up support activities to be done by 
the CRPs-EP.  

 
Activities 

 
Detail about the activity 

Documents to be 
submitted 

Applicable for all the business 
Support for identifying 
and purchasing of raw 
material 

CRP-EP should extend support 
to the entrepreneur while 
purchasing the raw materials to 
start the enterprise 

List of raw materials with 
photo & testimonial of 
entrepreneur regarding CRP-
EP support in procurement of 
raw material 

Banner  CRP-EP should provide support 
to the entrepreneur for the 
printing of banner  

Photo with Banner on 
opening day of enterprise  

Advertising support CRP-EP should provide support 
in the form of 
Pamphlet/Announcement/Word 
of mouth promotion support to 
the entrepreneur 

Photo of 
Pamphlet/Announcement 
activity or minutes of the 
meeting from the SHG/VO 
related to the  entrepreneur 
for  promotion of enterprise 
(Minimum 4 CBO federations 
to be covered) 

Purchase of fixed asset CRP-EP should extend support 
to entrepreneur for purchasing 
fixed assets 

Photo or Bill of purchase of 
Fixed Asset to be provided 

Inauguration Support and 
collection of OTF 

CRP-EP to support 
entrepreneur for  starting the 
Book Keeping of enterprise, 
support entrepreneur on the 
inauguration day and collect OTF

Photo from the inauguration 
day along with the picture of 
first day record keeping and 
submission of OTF 

Udyam Adhar CRP-EP will support 
entrepreneur in registering the 
enterprise with Udyam Adhar  

Photo copy of the registration 
id of the entrepreneur 

 
Costing/Pricing support  

CRP-EP to support 
entrepreneur in costing and 
pricing of products/service.  

Price list details of the 
products  collected per unit 
(as per format given by the 
Mentor) 

Applicable for selective businesses 
Packing & Labeling 
(Production/Value added) 

CRP-EP to support 
entrepreneur in packing & 
labeling  of products 

Photo of the products ready 
with packaging and labeling. 
Report of the lab test in case 
of food products 

Lab testing for food 
products 
(Food item: Production) 

CRP-EP to support 
entrepreneur ingetting food 
products tested 

 

GST/FSSAI  Photo copy of the registration 
 

  



 
 

 

Annexure 6.8: Registration process on Udyam Adhaar 
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Annexure 6.9: Steps for FSSAI Registration 
 

What is FSSAI? 

Food safety & Standard Authority of India (FSSAI) is an autonomous body established 
under Ministry of Health & Family welfare, Government of India. It is responsible for 
protecting and promoting public health through the regulation and supervision of 
food safety.  

Who can get FSSAI? 

Obtaining a FSSAI license is mandatory before starting any food business operation in 
India. The following kind of business in the food sector has to get mandatory license 
in India 

 All types of food manufacturers 
 Food packaging Unit 
 Food storage unit 
 Wholesale food business operator 
 Food Traders 
 Online food business operators 
 Caterers or Hotel 
 Raw food material supplier 
 Exporter and importer of food products 
 Food products transporters and distributors 
 Food products retailers 

What are the types of licenses under FSSAI?   

There are three categories of licenses available under FSSAI which are as follows: 

1. Registration: Businesses with a turnover up to Rs 12 lakh have to take 
registration certificate from FSSAI. 

2. State license- Businesses with a turnover of 12 lakh to 20 crores have to take 
a state license certificate from FSSAI 

3. Central license- Businesses with a turnover above 20 crores have to take a 
central license certificate from FSSAI 

What are the benefits of taking FSSAI license? 

FSSAI food license helps to assure the customer that the products are safe for 
consumption. It is also an impressive tool to showcase that all the products have 
been tested and approved for quality. It also helps in justifying that the entrepreneur 
has taken all the reasonable precautions to ensure safety and quality of food 



 
 

 

products. Hence, the FSSAI license helps in building good will among the customers 
as well as emphasizes the authenticity and quality of the product  

How to do FSSAI registration for a business? 

The detailed step by step processes for FSSAI registration for businesses with 
turnover up to 12 lakhs are as follows: 
(Note: The steps to get the state and central license remains the same till step 13. In 
case the business turnover is more than 12 lakhs, please select second option at step 
13 and proceed with filling the registration form. Repeat the same to get central 
license) 
 

  



 
 

 

 

  

Step 1: Go to goggle chrome and type www.fssai.gov.in. This will bring 
you to the main page of FSSAI portal. In order to apply for the license, 
click on old website appearing on the top of the page 

Step 2: After clicking on old website a page like this will appear. Click 
on the licensing & registration in order to proceed further with the 
process 



 
 

 

 

 

  
Step 3: After clicking on 
Licensing & registration a 
screen like this will appear 
where the entrepreneur will 
have to sign up in order to fill 
the form 

 

Step 4: After clicking on Sign 
Up a form like this will appear 
which has basic details of 
entrepreneur like name, name 
of the enterprise, address 
where the enterprise is open, 
state, district, pin code, 
mobile number along with  
username and password has to 
be filled . After filling the 
form submit button has to be 
pressed. 

Step 5: After filling the 
form successfully, the 
screen confirming the 
successful creation of 
account will appear. In 
order to move ahead with 
the registration process, 
click on click here 



 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Step 6: Fill the Username 
and Password created in the 
previous step and Sign in to 
proceed for license 
registration 

Step 7: After signing in, a 
screen like this will appear, 
click on license registration 
on the top  



 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

Step 8: After clicking on 
License registration a window 
link above will appear. Click 
on Apply for 
License/Registration 

 

Step 9: After clicking on 
license registration a screen 
like this will appear and 
press on Accept to start 
filling the form 

 

Step 10: After clicking accept a screen 
like this will appear. The detail of the 
state in which the food business is 
running has to be filled followed by the 
other details that will appear in the 
form 

Step 11: Moving ahead in the form 
details about selecting the type of 
business will appear. The type can be 
selected from (Importers, e-
Commerce, Other business etc.)   



 
 

 

  

Step 12: An example that comes under 
the list of other business is shown on 
the screen 

Step 13: A list of selecting the type 
of business from these category will 
appear. 

Step 14: After selecting the type and category of 
the business, click on process 

Step 15: After clicking on process, a screen like 
this will appear where the detail of the kind of 
business will be written. Click on click to apply for 
proceeding in the registration process  



 
 

 

 

 

  

Step 16: After clicking on click, here a form like 
this will appear 

Step 17: Start filling the form with the details 
that is coming in the form 



 
 

 

 

 

 

  

Step 18: The part about selecting the details of the 
food items has to be done from the drop down menu. 

Step 19: The details about the food items can be done 
more than one time for all the number of items 



 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Step 20: After filling the 
details of food category 
then personal identification 
details of the entrepreneur 
has to be filled. A photo of 
an entrepreneur has to be 
uploaded in the jpg, jpeg, 
png format with file size 3 
MB has to be uploaded 

Step 21: Here identity proof 
of the entrepreneur has to 
be filled. From the list of 
drop down menu (Aadhar, 
PAN, Ration Card, Passport, 
Voter ID) one document has 
to be uploaded in the jpg, 
jpeg, png format with file 
size 3 MB 

Step 22: The next step is to fill the 
supporting documents. The 
entrepreneur can select one option 
from the drop down menu 
(Declaration form, NOC by 
panchayat, Health NOC). In case 
the entrepreneur is opting for 
Declaration form, she/he will have 
to follow the following step  



 
 

 

 

Step 23: After opting for declaration 
two options of English and Hindi will 
appear. Click on English to download 
the declaration form in English and 
same for Hindi 

Step 24: After selecting on English, a declaration form 
will open. You will have to download the form, take a 
printout get the signature of the entrepreneur, and 
upload the form with entrepreneur’s signature in the 
next step 



 
 

 

 

 

 

  

Step 25: Upload the declaration form signed by the 
entrepreneur in JPG format 

Step 26: Fill the other details regarding the water supply and 
electricity arrangement at the enterprise and then click on 
Save & Next 



 
 

 

 

  
Step 27: After Save & Next, 
this screen will appear. Click 
on Print Form A 

Step 28: The filled form will 
appear, download, and take 
the printout of the Form A 

Step 29: Select the 
downloaded form and upload 
it here 

Step 30: Submit the form after 
the upload is successful 



 
 

 

 

 

 

 

 

 

 

 

  

Step 31: After uploading the 
form the next step is to the 
payment. Only Treasury 
Chalan is accepted here so 
follow the next steps in order 
to complete the registration 

Step 32: Click on Treasury 
Chalan and the following 
screen will appear.  The 
amount to get the license for 
1 year is Rs100, for 2 year it is 
200, for 3 Rs 300 , for 4 Rs 400 
and for 5 year Rs. 500. While 
filling the form, the detail 
about the number of year the 
license is requested has to be 
filled. In order to fill the 
Treasury Chalan No., follow 
the next steps   



 
 

 

 

 

 

 

 

Step 33: Go to goggle chrome and type GRAS- Government 
Receipt Accounting System and click on it 



 
 

 

  

Step 35: This screen will 
appear. Click on revenue 

Step 36: Fill the details of the 
form 

Step 37: In the department 
section select Food and Drug 
Administration 



 
 

 

 

 

 

  

Step 38: In the payment type 
select Food registration  

Step 39: Under the Scheme 
name select Receipt under 
food and drug act 

Step 40: Under the office name 
select the name of the municipal 
corporation in this case 
Brihanmumbai is selected 



 
 

 

 

 

 

 

 

 

  

Step 41: Fill the details of the 
period year and Form ID 

Step 42: Fill the account details 
and amount 

Step 43: Select the payment mode (e-
payment/SBI payment gateway). Submit 
the details and it will lead you to second 



 
 

 

 

 

 

 

 

 

 

 

  

Step 44: The GRN number will appear on the screen. Write it 
down and save it for future use

Step 45: Complete the payment process after which download and 
take the printout of the receipt 



 
 

 

 

 

 

 

 

  

Step 46: Go back to the payment details section of the FSSAI form 
and fill the treasury challan number after which upload the same 
in pdf version as well 



 
 

 

  

Step 48: Click on home and the Click on Go to Dashboard to see 
the status of the registration 

Step 49: Click on Complete application and the detail report like shown in the 
second screen will appear click on view to see the filled form, till now the 
license number has not been generated 



 
 

 

 

 

 

 

 

 

  

Step 50: After a period of 25-30 days when you will login with the same 
username and password the license number will most probably be 
generated. You again have to go to dashboard, the click on complete 
form in order to check the status like it was done in the previous steps. 

Step 51: Click on Certificate view to view the certificate. The issue and 
validity date can also be seen here. (Since the entrepreneur applied for 1 
year the validity period is for one year) 



 
 

 

 

 

 

  

The highlighted portion will be the license number 



 
 

 

Annexure 6.10: Market Development Process 
 

Market facilitation activities under SVEP encompasses two main categories: 
Weekly/Bi-Weekly/Monthly markets and festival markets. Weekly or monthly markets 
are those which, as the name indicates, happens once in a specified time period in a 
recurring and continuous manner. Festival markets are those markets which 
leverage special occasions, religious festivals, etc., and seek potential customers in 
the large crowds attracted by these events. 

Market facilitation has become a key area of focus for SVEP implementation by 
Kudumbashree National Resource Organisation after the generation of empirical 
evidence for its considerable potential for supplementing entrepreneurs with 
additional revenue by; a) taking their products to a larger audience which otherwise is 
not attracted to their regular place of operation, and, b) building capacities for 
individual entrepreneurs and for the community as a whole in promoting and 
sustaining local markets and enabling them to identify the local opportunities for 
such initiatives. 

Strategy for Market Development 

An indicative set of steps to be followed in developing a market is provided in the 

table below:  

Activity Role of CRP-EP Role of BRC-MC / CBO 

Opportunity identification on 
the basis of the sales potential 
of a particular village or event: 
absence of market places in a 
region, untapped potential of an 
event/festival, existing supply 
deficit, etc., involves this step. 
DPR can be referred for 
opportunity identification 

CRP-EP to identify sales 
potential with support from 
mentor and professional. 
Supply deficit is mapped, 
required support systems 
ascertained, and viability report 
of the envisioned market is 
prepared by the CRP-EP 

BRC management committee 
with support from mentor and 
BPM-SVEP shall verify the 
viability report prepared by 
the CRPs-EP. A checklist of 
arrangements to be made is 
finalized at the BRC, which is 
to be followed by the CRPs-
EP for the promotion of the 
particular market  

CBO orientation for market 
development support is 
undertaken for building 
capacities of the community in 
beneficiary identification, market 
promotion, monitoring, and in 
ensuring sustainability of the 
market. 

CRP-EP shall undertake 
capacity building of the 
community under the 
supervision of the mentor. One 
major focus of the orientation 
will be on building ownership of 
the VO or CLF on the market 

BRC-MC members shall 
proactively support the CRPs-
EP in orientations and in 
motivating the community to 
take up ownership of the 
market 



 
 

 

Obtaining necessary 
permissions and approvals 
from the local government, 
agreement/MoU on land 
identified for the market, etc. 
Public spaces coming under the 
ownership of GP are preferred 
for weekly markets. In the case 
of festival markets, a lasting 
relation or agreement is to be 
arrived at with the 
temple/masjid/gurudwara 
committee 

CRP-EP, with support from 
BPM-SVEP, shall work towards 
acquiring the necessary 
permissions for establishing 
the local market 

BRC-MC, as a representative 
of the community, shall enter 
into a formal agreement with 
the owner of the land on 
which market is to be 
established 

Formation of market 
management committee with 
representation from local body 
and CBO to be ensured in case 
of weekly/monthly markets. This 
committee shall be the 
governing body with rights to 
collect fee from entrepreneurs 
and ensuring distribution of 
revenue thus generated to 
stakeholders like GP/CBO/land 
owner. The committee shall 
ensure the smooth functioning 
and sustainability of the market 
and shall be the immediate 
appellate authority for resolution 
of any disputes that arise on the 
market 

CRP-EP, with support from 
mentor and BPM-SVEP shall 
support the stakeholders in 
selecting members to the 
committee while ensuring 
adequate representation from 
all. They shall also be 
responsible for the capacity 
building of the committee and 
in educating them on their 
responsibilities, roles, and 
powers 

The members from VO/CLF 
shall become proactive 
members in the committee 
and shall work in the best 
interest of the entrepreneurs 
from the community; the 
primary beneficiaries of the 
market 

Selection and Capacity 
building of entrepreneurs for 
their successful participation in 
the market. Selection of 
entrepreneur shall depend on 
factors like their place of 
business and its distance from 
market location, demand for 
their product/service in the 
particular market, etc. 

CRPs-EP with support from 
mentor shall orient the 
entrepreneurs in business 
management during markets. 
They shall also be the primary 
decision makers on the 
entrepreneurs to be selected 
for the markets. Adequate 
consultancy services shall be 
provided to the entrepreneurs 
in appropriately taking 
advantage of the opportunity by 
their specific businesses 

BRC-MC shall verify and 
approve the list of 
entrepreneurs selected for 
each market and instruct 
changes to the list if deemed 
necessary 



 
 

 

 

Performance tracking of the markets is a very important activity to be necessarily 

done by all BRCs. The revenue generated by the markets should be registered 

and aggregated at the end of each year of project implementation at each BRC. 

Apart from the number of markets developed, the revenue generated by market 

facilitation activity for the entrepreneurs is a much more significant indicator of 

BRC’s performance in market facilitation. 

**Revenue generated by weekly/monthly markets shall not be aggregated to the total 

figure beyond the handholding period (a maximum of six months). 

 

Factors Influencing Selection of Market Location 

Few factors to be considered while selecting location of the market are provided 

below: 

Parameter Yes No 

An open area with sufficient space   

Does the location attract sufficient footfall   

Is the location convenient and accessible for every 

customer 

  

Sufficient transport facilities in the area   

Socio-cultural or religious importance of the area   

Existence of religious establishments in the vicinity   

 

Handholding of market and 
PTS support to entrepreneurs: 
weekly/monthly markets to be 
monitored for not more than six 
months, while all festival 
markets are to be necessarily 
monitored and performance 
evaluated 

CRP-EP with support from 
mentor shall monitor the 
performance of the market as 
a whole and that of the 
individual entrepreneurs 
through PTS and provide 
necessary consultancy 

BRC-MC shall be informed of 
the performance of markets 
developed by the BRC and 
shall monitor and evaluate 
the performance of CRPs-EP 
in providing market 
facilitation support to the 
community 



 
 

 

Parameter Comment 

Distance from the villages it has planned to cover  

Distance from the existing markets and economic zones  

Scope for tourist attraction  

Previous markets conducted or experience from the 

previous market- reasons of failure (if any) 

 

 

Fund Mobilisation for Market Development 

Having clarity on sources of fund for various activities essential for establishing and 

sustaining the market is of utmost importance. The three major stakeholders from 

whom funds can be mobilised are; the entrepreneurs, local government, and the 

BRC/CBO. Broadly, while BRC/CBO may pay for the expenses in the preparatory 

stages and remunerate the CRPs-EP for their services, the local government (in case 

of weekly markets) is primarily expected to invest in basic infrastructure necessary 

for establishing the market (one reason why entrepreneurs would be willing to pay 

the local body a facility fee).  

However, the basic logic to be deployed while mobilising funds for market promotion 

is that ‘the beneficiary of the means which provide them supplementary revenue pays 

for it’ and hence, the day to day expenses of running a weekly market like space rent, 

electricity, water, etc. are to be borne by the entrepreneurs. In the case of festival 

markets, however, all expenses including infrastructure (rented temporary 

structures, water, electricity, etc.), space rent, etc., are usually borne by the 

entrepreneurs. BRC, in some rare cases, pays a portion of infrastructure set-up costs 

(usually when market revenue is not as much as expected or when entrepreneurs 

incur a loss).  

 

 

 



 
 

 

Few common cost heads and the ideal sources for meeting those expenses are given 

in the table below: 

Expected Expenses Possible Sources of Fund 

Advertisement   Vo fund / CLF Fund 

Tent/shed or similar necessary 

infrastructure requirements for market

Weekly market: Panchayat support 

Festival market: Participating 

entrepreneur contribution for rented 

structures 

Water facilities  Entrepreneurs share / fee and panchayat 

/ CBO support  

Name board /banner  BRC / CBO 

Inauguration expenses  Sponsorship from bank, local leaders, 

shops / CBO / BRC administrative fund 

(Interest received from CEF repayment) 

Rent for land Participating entrepreneurs 

Expenses for agreement with land 

owner or Panchayat 

BRC Administrative fund (Interest 

received from CEF repayment) 

CRP-EP/MECs handholding support CRP-EP handholding fund of SVEP 

 

Marketing and Publicity 

Few suggestive means for advertising the market are given below: 

 An audio clip ad can be dubbed and circulated through social media platforms 

 Mike announcements 

 Pamphlets can be distributed in Panchayat offices, nearby schools, hospitals, 

veterinary centres, Krishi Vigyan Kendras and other institutions 

 Posters at CLF offices and VO offices 

 Pamphlets can be circulated through community cadres 

 Formal invitation through SHG, VO, and CLF meetings 

 Invitation extended to local government, bank personnel, headmasters of 

schools and other community influencers  



 
 

 

 

Indicative Checklist of Arrangements for a Market 

BRC Seva Kendra 

BRC Seva Kendra (help desk) is a market facilitation ‘good-practice where every 

market shall have a help desk that provides information to the visitors and customers 

on the market, the organizers, the project, various interventions, and also collects 

feedback on the intervention. The seva kendra should be facilitated by CRPs-EP/ 

MECs at all times.  

The list of information that the Seva-Kendra should provide are: 

 

 Information about the project- SVEP and the SRLM. 

Parameters  Yes/No 

Clean space  

Tents, roofs and decoration  

Table, racks and chairs  

Electrification and lighting  

Help-desk  

Place for arrangement and display of products  

Banners and poster  

Dustbins  

Drinking water facility  

Provision for toilets  

Sitting area for the customers  

Recreation space for kids  



 
 

 

 A pictorial representation of the four components within the project. 

 List of all the CRPs-EP/ MECs along with their phone numbers. 

 Case studies of few enterprises that are successfully running. 

 Case studies of previous market research conducted and the feedback. 

 Banner stating the name of project, the name of supporting verticals, 

address of the BRC office with phone number.  

 

BLOCK NAME> 

CLUSTERS 

 

 

MONTHS 

CLUSTER 1 

CLF Name 1 

CLUSTER 2 

CLF Name 2 

CLUSTER 3 

CLF Name 3 

CLUSTER  4 

CLF Name 4 

REMARKS 

JAN      

FEB      

MAR      

APR      

MAY      

JUN      

JUL      

AUG      



 
 

 

SEPT      

OCT      

NOV      

DEC      

 















Annexure 7.2: A template for preparing annual budget for 
a block (Period: April ….. to March ……) 

 <Name of block – one for each block>  

Budget head Fund 
To be 

handle
d by 

No. of 
units in 

Apr-Sept 
2021 

No. of 
units in 

Oct 2021-
Mar 2022

Budget 
requireme
nt for Apr-
Sept 2021 

(in Rs.) 

Budget 
requireme
nt for Oct 
2021-Mar 
2022 (in 

Rs.) 

Total 
Budget 

Requireme
nt for the 

year 2021-
22 (In Rs.) 

Skill building 
of 
entrepreneur
s 

Nodal 
CLF 

Target no. 
of 

enterprise
s 

Target no. 
of 

enterprise
s 

Target x Rs. 
7,000 

Target x Rs. 
7,000 

 

Handholding 
support by 
CRP-EPs 

Nodal 
CLF 

Target no. 
of 

enterprise
s 

Target no. 
of 

enterprise
s 

Target x Rs. 
3,395 

Target x Rs. 
3,395 

 

Training of 
CBO 

Nodal 
CLF No. of 

trainings 
No. of 

trainings 

Trainings x 
Avg. 

training 
cost 

Trainings x 
Avg. 

training 
cost 

 

Setting up 
BRC 

Nodal 
CLF 

  

Based on 
office space 
and asset 

procureme
nt 

requiremen
t 

Based on 
office space 
and asset 

procureme
nt 

requiremen
t 

 

WC for BRC Nodal 
CLF 

    
 

CEF Nodal 
CLF 

Target no. 
of loans 

Target no. 
of loans 

Target x 
average 
loan size 

Target x 
average 
loan size 

 

Total      
 

 



जीिवका 
प्रखÖड संसाधन कɅ द्र (SVEP) 

नोडल सकुंल सघं- फूलमाला जीिवका मिहला सकुंल èतरीय सघं , बोचहाँ   
प्रखÖड- बोचहाँ ,िजला – मजुÝफरपुर  

Email Id – brcbochaha@gmail.com 
पत्रांक संख्या- SVEP-BRC/ बोचहाँ /   0067         /   2020                            
िदनांक21-12-2020            

मिहला उधिमता के िलए प्रगितशील ....................... 

 

 

 

 

(Print on the official letter head) 

 

Date: 

 

From 

Block Project Manager 

SVEP- (name of the block) 

 

To 

The District Project Manager 

District Project Co-ordination Unit 

…(Name).. District 

 

Subject:-Regarding SVEP fund requisition from …(Name). Nodal CLF 

 

Respected Sir, 

 

        With reference from the DPR of SVEP project, the below given amount is 
required in the financial year 2020-21 for running the project activities in the 
…(Name)… Block. It comes under 3 heads as given below:- 

 

 

 

 

 



जीिवका 
प्रखÖड संसाधन कɅ द्र (SVEP) 

नोडल सकुंल सघं- फूलमाला जीिवका मिहला सकुंल èतरीय सघं , बोचहाँ   
प्रखÖड- बोचहाँ ,िजला – मजुÝफरपुर  

Email Id – brcbochaha@gmail.com 
पत्रांक संख्या- SVEP-BRC/ बोचहाँ /   0067         /   2020                            
िदनांक21-12-2020            

मिहला उधिमता के िलए प्रगितशील ....................... 

 

 

 

 

 

 

 

 

 

Sl .No FUND HEADS Fund Received (Year 
1&2) 

Fund Utilized  Fund 
Required for 
3rd year 

1 CBO Orientation ......Amount…. ......Amount…. ......Amount…. 

2 Handholding ......Amount…. ......Amount…. ......Amount…. 

3 Skill Training ......Amount…. ......Amount…. ......Amount…. 

 Total Amount ......Amount…. ......Amount…. ......Amount…. 

 

 

So kindly expecting   your needful response to the approval of the fund requested 
from (Name) CLF which is Nodal CLF for SVEP Project. 

Thanking You, 
 
 
Yours Sincerely, 
 
 
………………… 



 
 
 
 

Name of 
Review 

Frequency
of Conduct 

Key Indicators Monitored Attendees 

Monthly 
Review by 
SRLM 

Monthly -Physical Progress
 
-Financial Progress 

 
-Progress in Coverage 

 
-Activities conducted against Annual Action Plan 

Professional and Mentor appointed by 
PIA 
 BPM-SVEP of the Block 
 SPM 

Monthly 
Review by 
DMMU 

Monthly -Physical Progress
 
-Progress in Coverage 

 
-Financial Progress 

DPM
 BPM-SVEP 
 Mentor Appointed by PIA 

Quarterly 
Reviews by 
SRLM 

Quarterly -Physical Progress
 
-Financial Progress 

 
-Progress in Coverage 

 
-Activities conducted against Annual Action Plan 

 
-Summary of findings from Community Field Monitoring activity conducted 

 SPM- SRLM 
 PM-PIA 
 Professionals and Mentors 

appointed by the PIA for the State 
 BPM-SVEP appointed by SRLM 

Internal 
Monthly 
Review by PIA 

Monthly -Physical Progress
 
-Financial Progress 

 
-Progress in Coverage 

 
-Activities conducted against Annual Action Plan 

PM-PIA
 Monitoring Team of PIA 
 Capacity Building Team of PIA 
 Professionals assigned to Blocks 

Internal 
Quarterly 
Review by PIA 

Quarterly -Physical Progress
 
-Financial Progress 

 PM-PIA 
 Monitoring Team of PIA 
 Capacity Building Team of PIA 
Mentors assigned to the Blocks 



 
 
  -Progress in Coverage

 
-Activities conducted against Annual Action Plan 

 
-Summary of findings from Community Field Level Monitoring conducted during reporting 
period 

 

-Progress against Capacity Building/Training plans made for Blocks 
 
-Update on materials developed against requirement in Annual Action Plan of Thematic 
Areas of project 

 
-Update on Assessment Tools developed against requirement in Annual Action Plan of 
Thematic Areas of project 

Professionals assigned to Blocks 

 
 
 
 

Summary of all Reviews 
 

Suggested Agenda 
 

1.  Monthly Review by SRLM 
 

 Frequency of meeting- Once in a month 
 Quorum: Mentor and BPM-SVEP with SRLM 
 Chaired by: SPM 
 Minutes maintained by: BPM-SVEP 

 

Suggested Agenda Materials Required

1.  Review of Action Points from last meeting (led by BPM- 
SVEP) 

2.  Discussion on targets and achievement so far in the block 
3.  Discussions on issues in progressing with the Monthly Work 

Plan 

i. Monthly Work Plan
ii. Coverage plan developed 
iii. Financial details- Fund 

Status at Block level and 
SRLM level



 
 

4.  Discussions on issues identified in enterprise promotion 
activity- suitable solutions to address the same and 
stakeholders required in the process 

5.  Discussion on conflicts between the following groups which 
require the attention of SRLM: 

 between CRP-Group and mentor and/or BPM-SVEP 
 between CRP-EP group and Community 

6.  Discussion on fund requirement and budget status at State 
and Block level 

7.  Issues in implementation plan adopted for the block- 
modifications required (with respect to target and coverage) 

8.  Additional support required from SRLM and NRO which is to 
be added to the following reporting period’s action plan 

9.  Other discussions 
2.  Quarterly Reviews by SRLM 

 

 Frequency of meeting- Once in a month 
 Quorum: Respective state’s NRO Professionals, SVEP Programme Manager (NRO), Kudumbashree NRO’s COO, SRLM CEO and 

SPM of SVEP 
 Chaired by: SPM 

 

Suggested Agenda Materials Required

1.  Progress update on Action Points discussed in previous 
quarter 

2.  Progress of enterprise promotion activities against pre- 
determined target in all SVEP blocks supported by 
Kudumbashree NRO 

3.  Discussion on revision of existing plan or strategy as required 
 Training support required 
 Resource development support required 
 Target revision if required

i. Target and Coverage plan
developed 

ii.     Financial details- Fund 
Status at Block, SRLM 
and NRO level 



 
 

 Mentor/Internal Mentor placement- progress update 
4.  Discussion around financial status at block, SRLM and NRO 

level- fund availability and requirements 
5.  Status of CEF repayment policy implementation on the field 
6.  Challenges faced in implementation which require attention of 

SRLM and/or NRO 
7.  Other discussions 

 
 

I. Internal Monthly Review by PIA 
 

1.  NRO Monthly Review 
 

 Frequency of meeting- Once in a month 
 Quorum: Respective state’s NRO Professionals, SVEP Programme Manager (NRO) 
 Invitees- COO of Kudumbashree NRO 
 Chaired by: PM 
 Minutes maintained by: Thematic Anchors 

 

Suggested Agenda Materials Required

1.  Progress update on Action Points discussed in previous quarter
2.  Monthly block level enterprise development progress against targets 
3.  Status of BRC, BEPC, CRP-EP group and Finance in the block 
4.  Progress of enterprise promotion activities against pre-determined 

target in all SVEP blocks supported by Kudumbashree NRO 
5.  Discussion on revision of existing plan or strategy as required 

 Training support required 
 Resource development support required 
 Target revision if required 
 Mentor/Internal Mentor placement- progress update 

6.  Discussion around financial status at block, SRLM and NRO level- fund

i. Target and
Coverage plan 
developed 

ii. Financial details- 
Fund Status at 
Block, SRLM and 
NRO level 

iii. MPR 
iv. Case Studies (as 

required) 



 
 

availability and requirements 
7.  Status of CEF repayment policy implementation on the field 
8.  Challenges faced in implementation which require attention of SRLM 

and/or NRO 
9.  Discussion on new innovation (in enterprise promotion activities or 

administrative management or in developing role of CBOs, etc) 
tested/conceptualised on field- feedback on the same 

10. Discussion on State specific tasks to be conducted 
11. Other discussions 



 
Annexure 8.2- Suggested Agenda for the Quarterly BEPC Meeting 

 
 
Objective: To review BRC activities 

 
Frequency of the Meeting: Once in a Quarter 

 
Quorum: At least 50% of BEPC with Office Bearers. At least 1 member from each CLF and 
  % of CRP-EP Group with Office Bearers (As decided by BEPC and CRP-EP Group) 

 
Invitees: Mentor, BPM-SVEP and NRO Professional 

 
Chaired by: President of BEPC 

 
Minutes to be maintained by Secretary of BEPC/Bookkeeper 

 
Agenda will be same as Monthly BEPC Meetings (Annexure 4.4) with an additional 
component of discussing the findings of Community Field Monitoring activity 



 
 

Annexure 8.3: Template to Prepare Annual Action Plan 
 
 

1.  Block-wise target for 2021-22 
 
 

Name of
block 

Target for 
4 years 

Target till
March, 2021 
(as per DPR)

Achievement
till March, 

2021 

Target till
March, 2022 
(as per DPR)

Revised
target (with 
backlog) till 
March, 2022 

  

  

  

  

  

Total  



 
 
 
 

2. State-level calculation of budget required for April 2021 to March 2022 
 
 
 <Name of State – consolidated for all blocks>

Budget head Fund To be
handled by 

No. of units
in Apr-Sept 

2021 

No. of units
in Oct 2021- 

Mar 2022 

Budget requirement
for Apr-Sept 2021 

(in Rs.) 

Budget
requirement for Oct
2021-Mar 2022 (in 

Rs.) 

Total Budget 
Requirement for 
the year 2021-22 

Skill building of
entrepreneurs 

Nodal CLF

Handholding support by 
CRPs-EP 

Nodal CLF

Training of CBO Nodal CLF

Setting up BRC Nodal CLF

WC for BRC Nodal CLF

CEF Nodal CLF

Baseline report (including 
tablets) 

NRO 

Mentor & Block support NRO 

Training of CRP-EP NRO 

Total  



 

 
3. Block-wise calculation of budget required for April 2021 to March 2022 

 
 
 <Name of block – one for each block>

Budget head Fund To
be handled 

by 

No. of units
in Apr-Sept 

2021 

No. of units in
Oct 2021-Mar 

2022 

Budget requirement
for Apr-Sept 2021 

(in Rs.) 

Budget
requirement for 

Oct 2021-Mar 2022 
(in Rs.) 

Total Budget 
Requirement 
for the year 

2021-22 (In Rs.) 

Skill building of
entrepreneurs 

Nodal CLF Target no. of
enterprises 

Target no. of
enterprises 

Target x Rs. 7,000 Target x Rs. 7,000 

Handholding support by 
CRPs-EP 

Nodal CLF Target no. of
enterprises 

Target no. of
enterprises 

Target x Rs. 3,395 Target x Rs. 3,395 

Training of CBO Nodal CLF No. of
trainings 

No. of trainings
Trainings x Avg.

training cost 
Trainings x Avg.

training cost 

Setting up BRC Nodal CLF Based on office
space and asset 

procurement 
requirement 

Based on office
space and asset 

procurement 
requirement 

WC for BRC Nodal CLF

CEF Nodal CLF Target no. of
loans 

Target no. of
loans 

Target x average
loan size 

Target x average
loan size 

Baseline report (including 
tablets) 

NRO 

Mentor & Block support NRO No. of days x 
No. of mentors

No. of days x 
No. of mentors 

No. of mentor days x
avg. per day cost 
(including travel 

No. of mentor days x
avg. per day cost 
(including travel 



 
 
  costs) costs)

Training of CRP-EP NRO No. of
trainings 

No. of trainings
Trainings x Avg.

training cost 
Trainings x Avg.

training cost 

Total  



4. Plan for Enterprise Promotion 
 

-Sub Sector 
 

-Government Sector 
 

-Existing Enterprise 
 

-Food Based Enterprise 
 

Enterprise 
Sector with 
Potential 

Strategy/Plan 
for tapping the 
potential 

Support required
from 
SRLM/NRO/External 
Agency 

Timeline of
Completion 

Blocks for
which Activity 
to be planned 

    

    

    

    

    

 
 

5. CRP-EP Group 
 

- Refresher Trainings 
 

-Sustainability Plan 
 

-Certification 
 

-Domain Specific Skill Training 
 

-Blossom Training 
 

-Business Plan 
 

Activity to be 
Completed 

Sub activities 
to be 
completed 

Expected
Output 

Timeline of
Completion 

Blocks for 
which activity 
to be planned 

   

   

   

   

   

 
 

6. Block Enterprise Promotion Committee 
 

-BEPC Training 
 

-Training on NRLM SVEP Software 



-Community Based Monitoring 
 

-Development of Community Trainers 
 

Activity to be 
Completed 

Sub activities 
to be 
completed 

Expected
Output 

Timeline of
Completion 

Blocks for 
which activity 
to be planned 

   

   

   

   

   

 
 

7. Community Enterprise Fund Monitoring System 
 

-Maintenance of CEF Tracker 
 

-Recovery Plan 
 

*Issuing of advisory to CLFs after PSC 
 

*Percentage of NPA Calculation 
 

*Taking of Action Against defaulters 
 

-Interest Sharing with CBO 
 

Activity to be 
Completed 

Sub activities 
to be 
completed 

Expected
Output 

Timeline of
Completion 

Blocks for 
which activity 
to be planned 

   

   

   

   

   

 
 

8. Block Resource Centre 
 

- Asset Procurement Plan 
 

-IEC Roll Out Plan 
 

-Bank Linkage 
 

-Skill Training 
 

-Branding and Packaging 



-Market Linkages 
 

-Setting of weekly, monthly, festival market with Strategy and estimated revenue 
 

-Standardization of Documents 
 

-Documentation 
 

Activity to be 
Completed 

Sub activities 
to be 
completed 

Expected
Output 

Timeline of
Completion 

Blocks for 
which activity 
to be planned 

   

   

   

   

   

 
 

9. Blocks with 0-12 months of SVEP implementation 
 

-DPR Completion timeline 
 

-CRP-EP Training Plan 
 

-Field Practicum of CRPs-EP 
 

-BEPC Formation 
 

-Training of BEPC 
 

-MoU of CRP-EP Group and BEPC 
 

-SVEP Guideline Finalisation 
 

-BRC Set Up 
 

-Asset Procurement 
 

-Block Assessment at the end of 12 months 
 

Activity to be 
Completed 

Sub activities 
to be 
completed 

Expected
Output 

Timeline of
Completion 

Blocks for 
which activity 
to be planned 

   

   

   

   

   



10. Exit Plan Timeline (Only for blocks which are completing 36th month of 
implementation in 2021-22) 

 

-Conducting Block Assessment 
 

-1st Exit Workshop 
 

-Roll out of Exit Action Plan 
 

- Post Exit Policy Finalisation 
 

-2nd Exit Workshop 
 
 
 

11. Quarter-wise Action Plan for 2021-22 
11.1. Block-wise Action Plan 

 

<Name of Block (for each block)>

 Q1 (Apr- 
Jun) 

Q2 (July-
Sep) 

Q3 (Oct-
Dec) 

Q4 (Jan- 
Mar) 

Total

No. of enterprises   

No. of CEF loans   

No. of EDP   

No. GOT   

No. of SHGs to be 
covered 

  

No. of VOs to be 
covered 

  

No. of CLFs to be 
covered 

  

 
 

11.2. State-level Action Plan 
 

<Name of State (Consolidated from all blocks)>

 Q1 (Apr- 
Jun) 

Q2 (July-
Sep) 

Q3 (Oct-
Dec) 

Q4 (Jan- 
Mar) 

Total

No. of enterprises   

No. of CEF loans   

No. of EDP   

No. GOT   

No. of SHGs to be 
covered 

  



 

No. of VOs to be 
covered 

  

No. of CLFs to be 
covered 

  



Annexure 8.4- Finance Tracker 
 
Sheet 1- Receipts and Expenditure 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
Sheet 2- Month-wise detail 



 

 
 
 
 
Sheet 3- Head-wise funds Cumulative 

 

 



Annexure 8.5- Format for Community Field Monitoring Plan 
a.  PTS Monitoring 

 
Form M.1: COMMUNITY MONITORING FORMAT FOR CLF LIVELIHOODS SUB COMMITTEE 

 
Block: Cluster: Village: Date: 

 
 
 
 
 
 

Opening 

 

 
 
 
CRP-EP 

 
 
CRP-EP 
visited 

 
Day book 
filled  for 

Consultatio 
n n slip 
received till 
the second Signature 

S.N 
o 

Name  of 
enterprise 

Name of 
entrepreneur 

Mobile 
number SHG name month / 

(MM/YY 
) 

Supportin 
g month 
(MM/YY) / 

during  the 
last month 

( 
/ 

) 

previous 
month 

( 
/ 

) 

previous 
month 

( 
/ 

) 

of 
entrepren 
eur 

 
 
 

1 
 

 
 
 

2 
 

 
 
 

3 
 

 
 
 

4 



5 
 
 
6 

 

 
 
 
7 



 
 
 
8 

   

 
9 

   

 
10 

   

 
11 

   

 
 
 
Name of CLF members visited 

 
 
 
Signature 1. 

 
2. 

 
3. 

 
4. 

 
5. 

Comments of community members: 



 

 
Form M.2: COMMUNITY MONITORING FORMAT FOR VO MEMBERS/VOLUNTEERS TEAM 

 
Block: Cluster: Village: Date: 

 
 

 
 
 
 

S.N 
o 

 
 
 
 

Name of enterprise 

 
 
 
 

Name of 
entrepreneur 

 
 
 

Mobile number 

 
 
 

SHG name 

CRP-EP 
visited during 
the last month 

( 
) 

Day 
book 
filled  for 
previous 
month 

( 
/ 

) 

Consultation
slip  received 
till the
second 
previous 
month 

( 
/ 

) 

 
 
 
Signature of 
entrepreneur 

1    

2    

 

3    

 

4    

 

5    

6    

7    

 
Name of VO members visiting 

 
 
 

Signature 1. 
 

2. 



 

 
Comments: 



 

 
GUIDELINES FOR FIELD LEVEL COMMUNITY MONITORING FORMAT FOR CLF/VO AND EVALUATION 

 
 
 

1. Every month field visit shall be conducted by concerned CLF and VO 
 

2. The field visit for enterprise monitoring is divided into two types 
 

a. Scheduled visit - done by CLF livelihood subcommittee along with MEC representative by using form M.1 
 

b. Surprise visit - done by VO members/volunteers team by using form M.2 
 

3. Minimum two villages in a cluster per month having a total of five enterprises shall be selected for monitoring; one village for scheduled 
visit and one village for surprise visit 

 
4. BEPC members will fill the basic details above the table in the both the formats; columns-2,3,4,6,8 & 9 in form M.1 and columns-2,3,4,& 5 

in form M.2. with the help of BPM-SVEP. Remaining data has to be filled by Cluster livelihood committee and VO office bearer in form M.1 
and form M.2 respectively while visiting the enterprise on the field. 

 
5. Formats for evaluation will be given for monitoring in the presence of the concerned BEPC members from the CLF on the CLF monthly 
meeting day. Filled in formats shall be submitted by the team to BMMU team in the presence of BPM-SVEP. Field level monitoring by teams 
shall be completed and filled in M.1 and M.2 forms shall be submitted to EC within a maximum of 15 days after receiving them. 

 
6. BMMU team along with BPM-SVEP shall evaluate the filled in forms as per the scheme of evaluation and results shall be discussed in the 
CLF EC meeting along MEC group representatives. The summary of the evaluation and decision taken in the CLF EC meeting shall also be 
discussed                  as                  an                  agenda                  in                  the                  next                  BEPC                  meeting 



 
 
SCHEME OF EVALUATION 

 
Scheme of evaluation is based on the four components 

 
1.  Enterprise opening date and MEC supporting date 

 
2. MEC last visit date to the enterprise 

 
3. Consultation slip availability 

 
4. Day book maintenance 

 
First three components are for assessing MEC groups working quality and the fourth component is to make the entrepreneur a responsible 
entity in the CLF’s enterprise building ecosystem. These components have to be assessed as per the given steps of evaluation and action to be 
taken as per the action guideline 

 
Steps to verify non-compliance and action to be taken: 

 
Step Component Type of enterprise Found condition in the field Action to be taken against non -compliance 

 
1 

Verification of reported enterprise
opening date and MEC supporting
date 

New 
If enterprise opening date is found
before the reported MEC supporting
date 

MEC shall give an explanation to CLF EC for 
the  mistakes  found.  If  CLF  EC  found  the 
explanation not satisfactory then action shall 
be taken as per the ‘action to be taken’ table 

 
2 

 
MEC visited the enterprise during 

last month 
Old/New If  MEC  did  not  visit  the  enterprise 

during the previous month 

MEC shall give an explanation to CLF EC for 
the  mistakes  found.  If  CLF  EC  found  the 
explanation not satisfactory then action shall 
be taken as per the ‘action to be taken’ table 

 
3 

 
Consultation slip received till the 

second previous month 
Old/New 

If consultation slip for the second
previous month is not given to the
entrepreneur by MEC 

MEC shall give an explanation to CLF EC for 
the  mistakes  found.  If  CLF  EC  found  the 
explanation not satisfactory then action shall 
be taken as per the ‘action to be taken’ table 

4 Day book maintenance by
entrepreneur Old/New If completely filled day book for the

previous month is not available 
Counselling to the entrepreneur by 
community 



 
 
 
 
Action to be taken: 

 
MEC group will be held responsible in case of non-compliance in first three components mentioned in the scheme of evaluation, for day book 
maintenance community has to take the responsibility and counsel the entrepreneur by explaining him about the importance of day book and 
the necessity of consultation. Non-compliance with any of the component in the above mentioned three has to be counted as a mistake and if 
the number of mistakes found are more than five across scheduled and surprise inspections then 50% of the service charge paid by CLF for 
that component for that particular enterprises shall be refunded by the MEC group. If the number of mistakes are more than 10, then 
100% service charge paid by the CLF for that component for that particular enterprise shall be paid back by the MEC group. 

Table to calculate the fund to be paid back: 
 

 
St 
ep 

 
 

Component 
 
Found  mistake  in  the 
field 

Service charge 
paid by CLF 
for   that 
particular 
service 

(A)

Total number of 
mistakes found 
(B) 

Service  charge   paid  for 
the mistakes made 
(A X B) 

 
1 

 
Verification of reported enterprise 
opening date and MEC supporting date 

If found enterprise 
opening date is before 
the reported MEC 
supporting date

500 

 
2 

 

MEC visited the enterprise during last 
month 

If MEC did not visit 
the enterprise 
during the 
previous month

135 

 
3 

 
Consultation slip received till the 
second previous month 

If consultation slip for 
the second previous 
month is not given to 
the entrepreneur by 
MEC

135 

 
Total service charge paid for the mistakes made (Total 

A X B) 



 

 
Service charge to be refunded is 

 

1. 50% of total service charge paid for mistakes made in case of 6 to 10 mistakes (50% of total A X B) 
2. 100% of total service charge paid for mistakes made in case of more than 10 mistakes (100% of total A X B) 



 

 
Action to be taken table 

 

 
 
 
 

S.N 
o 

 
Found condition in the field 
(with reference to the steps of 
evaluation table) 

 
Number of 
enterprises 
visited 

Number 
of 
enterpris 
es   found 
with  fault 
data 

 
 
Type of 
mistake 

 
 
 

Action to be taken 
 

 
 
 
1st & 2nd time - A warning shall be given to the MEC group to not 
repeat such mistakes 
3rd & 4th time - 25% of the service charge(25% of Rs 500 for 

 
 
 
 
 
 
 
 
 
 
 

If found enterprise opening date is 
before the reported MEC 
supporting date 

 
 
 
 
 
 
 
 
 
 
 
 
5 to 10 

1 Level 1 
 

 
 
 
 
 
 
 
 
 
 
 

2 to 3 Level 2 

starting an enterprise is Rs 125) paid by CLF for the particular 
enterprise shall be refunded by the MEC group 
5th time onwards - 50% of the service charge(50% of Rs 500 for 
starting an enterprise is Rs 250) paid by CLF for the particular 
enterprise shall be refunded by the MEC group 
1st & 2nd time - A warning shall be given to the MEC group to 
not repeat such mistakes 
3rd & 4th time - 50% of the service charge(50% of Rs 500 for 
starting an enterprise is Rs 250) paid by CLF for the particular 
enterprise shall be refunded by the MEC group 
5th time onwards - 50% of the service charge paid by CLF for the 
particular enterprise shall be refunded by the MEC group. A new 
sample of 10 enterprises of that cluster in that particular month 
shall be visited again. 
If the number of enterprises with fault data are more than three in 
the second visit then it is advised that 100% visit of the enterprises 
of that particular month shall be done and 50% of the service 
charge of the enterprises with fault data shall be paid back to CLF 
by MEC group 



 
 
 
 
 
 

More 
than 3 

 
 
 
 
Level 3 

1st & 2nd time - A warning shall be given to the MEC group to not 
repeat such mistakes 
3rd time - 50% of the service charge(50% of Rs 500 for starting 
an enterprise is Rs 250) paid by CLF for the particular enterprise 
shall be refunded by the MEC group 
4th time onwards - It is advised that 100% field verification shall 
be  done and  50%  of  the service charge paid by CLF for the 
particular enterprises with fault data shall be refunded by the 
MEC group in the cases of fault enterprise data 



 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
If found enterprise opening date is
before       the      r e po rt ed
MEC supporting date 
 
 
 
 

1 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

11 to 20 

 
 
 

2 

 
 
 

Level 1 

1st & 2nd time - A warning shall be given to the MEC group to 
not repeat such mistakes 
3rd & 4th time - 25% of the service charge(25% of Rs 500 for
starting an enterprise is Rs 125) paid by CLF for the particular
enterprise shall be refunded by the MEC group 
5th time onwards - 50% of the service charge(50% of Rs 500 for 
starting an enterprise is Rs 250) paid by CLF for the particular 
enterprise shall be refunded by the MEC group

 
 
 
 
 
 
 

3 to 6 

 
 
 
 
 
 
 

Level 2 

1st & 2nd time - A warning shall be given to the MEC group to
not repeat such mistakes 
3rd & 4th time - 50% of the service charge(50% of Rs 500 for
starting an enterprise is Rs 250) paid by CLF for the particular
enterprise shall be refunded by the MEC group 
5th time onwards - 50% of the service charge paid by CLF for the
particular enterprise shall be refunded by the MEC group. A new
sample of 10 enterprises of that cluster in that particular month
shall be visited again. 
If the number of enterprises with fault data are more than three in
the second visit then it is advised that 100% visit of the enterprises
of that particular month shall be done and 50% of the service
charge of the enterprises with fault data shall be paid back to CLF
by MEC group

 
 
 

More 
than 7 

 
 
 
 

Level 3 

1st & 2nd time - A warning shall be given to the MEC
group to 
not repeat such 
mistakes 
3rd time - 50% of the service charge(50% of Rs 500 for starting an
enterprise is Rs 250) paid by CLF for the particular enterprise
shall be refunded by the MEC group 
4th time onwards - It is advised that 100% field verification shall
be done and 50% of the service charge paid by CLF for the

  
 
 
 

4 

 
 
 

Level 1 

1st & 2nd time - A warning shall be given to the MEC group to
not repeat such mistakes 
3rd & 4th time - 25% of the service charge(25% of Rs 500 for
starting an enterprise is Rs 125) paid by CLF for the particular
enterprise shall be refunded by the MEC group 
5th time onwards - 50% of the service charge(50% of Rs 500 for
starting an enterprise is Rs 250) paid by CLF for the particular
enterprise 



 
 
 

 
 
 
 
 
 

If found enterprise opening date is 
before the reported MEC 
supporting date 

 

 
 
 
 
 
 
 
21 to 40 

 

 
 
 
 
 
 
5 to 12 Level 2 

1st & 2nd time - A warning shall be given to the MEC group to not 
repeat such mistakes 
3rd & 4th time - 50% of the service charge(50% of Rs 500 for 
starting an enterprise is Rs 250) paid by CLF for the particular 
enterprise shall be refunded by the MEC group 
5th time onwards - 50% of the service charge paid by CLF for the 
particular enterprise shall be refunded by the MEC group. A new 
sample of 10 enterprises of that cluster in that particular month 
shall be visited again. 
If the number of enterprises with fault data are more than three in 
the second visit then it is advised that 100% visit of the enterprises 
of that particular month shall be done and 50% of the service 
charge of the enterprises with fault data shall be paid back to CLF 
by MEC group 

1st & 2nd time - A warning shall be given to the MEC group to 
not repeat such mistakes 
3rd time - 50% of the service charge(50% of Rs 500 for starting 

More 
than 12 

Level 3 an enterprise is Rs 250) paid by CLF for the particular enterprise 
shall be refunded by the MEC group 
4th time onwards - It is advised that 100% field verification shall 
be done and  50%  of  the service charge paid by CLF for the 
particular enterprises with fault data shall be refunded by the 
MEC group in the cases of fault enterprise data 

 

1 to 3 Level 1 CLF shall counsel MEC and encourage them to visit every active 
enterprise at least once in a month 
1st & 2nd time - A warning shall be given to the MEC group to not 

 

 
 
 
 
 
 

If MEC did not visit the enterprise 
2 during the previous month 

5 to 10 
 
 
 
 
 
 
 
 
11 to 20 

More 
than 3 Level 2 

 
 
 
1 to 6 Level 1 

repeat such mistakes 
3rd time onwards - 50% of the service charge(50% Rs 270 is Rs 
135  per  month)  paid  by  the  CLF  to  MEC  for  the  particular 
enterprise shall be refunded. 
CLF shall counsel MEC and encourage them to visit every active 
enterprise at least once in a month 



 
 

1 to 12 Level 1 CLF shall counsel MEC and encourage them to visit every active 
enterprise at least once in a month 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
If consultation slip till the second 
previous month is not given to the 
entrepreneur by MEC 

 
21 to 40 More 

than 12 Level 2 
 
 
 
 
 

1 Level 1 
 
 
 
 
 
 
 
 

2 to 3 Level 2 
5 to 10 

 

 
 
 
 
 
 
 
 
 
 

More 
than 3 Level 3 

1st & 2nd time - A warning shall be given to the MEC group to not 
repeat such mistakes 
3rd time onwards - 50% of the service charge(50% Rs 270 is Rs 
135  per  month)  paid  by  the  CLF  to  MEC  for  the  particular 
enterprise shall be refunded. 
1st & 2nd time - A warning shall be given to the MEC group to not 
repeat such mistakes 
3rd time onwards -50% of the service charge(50% Rs 270 is Rs 
135  per  month)  paid  by  the  CLF  to  MEC  for  the  particular 
enterprise shall be refunded by MEC group 
1st & 2nd time - A warning shall be given to the MEC group to not 
repeat such mistakes 
3rd time onwards - 50% of the service charge(50% Rs 270 is Rs 
135  per  month)  paid  by  the  CLF  to  MEC  for  the  particular 
enterprise shall be refunded by MEC group.A new sample of 10 
enterprises of that cluster in that particular month shall be visited 
again. 
If the number of enterprises with fault data are more than three in 
the second visit then it is advised that 100% enterprise visit of the 
enterprises of that particular month shall be done and 50% of the 
service charge of the enterprises with fault data shall be paid back 
to CLF by MEC group 
1st & 2nd time - A warning shall be given to the MEC group to not 
repeat such mistakes 
3rd time onwards - 50% of the service charge(50% Rs 270 is Rs 
135  per  month)  paid  by  the  CLF  to  MEC  for  the  particular 
enterprise shall be refunded by MEC group. It is advised  that 
100%  field  verification  shall  be  done  and  50%  of  the  service 
charge paid by CLF shall be refunded in the cases of fault 
enterprise data 



 
 
 

 
2 

 
Level 1 

1st & 2nd time - A warning shall be given to the MEC group to not 
repeat such mistakes 
3rd time onwards -50% of the service charge(50% Rs 270 is Rs 
135  per  month)  paid  by  the  CLF  to  MEC  for  the  particular 
enterprise shall be refunded by MEC group



 
 
 
 
 
 
 
 
If consultation slip till the second 
previous month is not given to the 
entrepreneur by MEC 

 
 
 
 
 
 
 
 
 
11 to 20 

 
 
 
 
 
 
 
3 to 6 Level 2 

1st & 2nd time - A warning shall be given to the MEC group to 
not repeat such mistakes 
3rd time onwards - 50% of the service charge(50% Rs 270 
is Rs 
135 per month) paid by the CLF to MEC for the particular 
enterprise shall be refunded by MEC group.A new sample of 10 
enterprises of that cluster in that particular month shall be visited 
again. 
If the number of enterprises with fault data are more than three in 
the second visit then it is advised that 100% enterprise visit of the 
enterprises of that particular month shall be done and 50% of the 
service charge of the enterprises with fault data shall be paid back 
to CLF by MEC group 

 
 

3 
 

 
 

More 
than 7 Level 3 

1st & 2nd time - A warning shall be given to the MEC group to 
not repeat such mistakes 
3rd time onwards - 50% of the service charge(50% Rs 270 
is Rs 
135 per month) paid by the CLF to MEC for the particular 
enterprise shall  be  refunded  by  MEC  group.  It  is  advised  
that  100%  field verification shall be done and 50% of the  
service charge paid by CLF shall be refunded in the cases of fault 
enterprise data 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
If consultation slip till the second 
previous month is not given to the 
entrepreneur by MEC 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
21 to 40 

 

 
 

4 Level 1 
 
 
 
 
 
 
 
 
 
5 to 12 Level 2 

1st & 2nd time - A warning shall be given to the MEC group to 
not repeat such mistakes 
3rd time onwards -50% of the service charge(50% Rs 270 
is Rs 
135 per month) paid by the CLF to MEC for the particular 
enterprise 
shall be refunded by MEC 
group 
1st & 2nd time - A warning shall be given to the MEC group to 
not repeat such mistakes 
3rd time onwards - 50% of the service charge(50% Rs 270 
is Rs 
135 per month) paid by the CLF to MEC for the particular 
enterprise 
shall be refunded by MEC group.A new sample of 10 enterprises of 
that cluster in that particular month shall be visited again. 
If the number of enterprises with fault data are more than three in 
the second visit then it is advised that 100% enterprise visit of the 
enterprises of that particular month shall be done and 50% of the 



service charge of the enterprises 
with fault data shall be paid back to 
CLF by MEC group 



More

 
 
 
 
 
 

than 12 Level 3 

1st & 2nd time - A warning shall be given to the MEC group to not 
repeat such mistakes 
3rd time onwards - 50% of the service charge(50% Rs 270 is Rs 
135  per  month)  paid  by  the  CLF  to  MEC  for  the  particular 
enterprise shall be refunded by MEC group. It is advised  that 
100%  field  verification  shall  be  done  and  50%  of  the  service 
charge paid by CLF shall be refunded in the cases of fault 
enterprise data 



 
 
 
 
b. BRC Service Monitoring 

 
Cover of ME Visit 

 

<<Name of
<<Name of

  
District  Name of Village 
Gram Panchayat  Name of VO 
Name of SHG Applicant  Is SHG member? 
  If No, Relation with SHG member 
  
Name of Enterprise  Name of Entrepreneur 
Name of CRP-EP  Business Category 
Total Project Cost  Business Type 

Own  Date of PSC Approval 
CEF Date of Fund Receipt 

Bank  
Other (Specify 

  
CEF Instalment amount  CEF Repayment done till date 
CEF Interest  
CEF repayment period  
  
Bank Loan Instalment amount  Bank Loan repayment done till date
Bank loan interest  
Bank loan repayment period  



 

 
BRC Records 

 

 
 Number of BEPC members  
 Number of CRP-EP  
   

1 Does the BRC have an Action Plan for the period? Yes No 
2 Does the CRP-EP group have a work plan for the period? Yes No 
3 Does the BRC have record of CRP-EP group's work report for the period? Yes No 
4 Does the BRC have a Cash Book? Yes No 
5 Does the BRC have a ledger book? Yes No 
6 Does the BRC have a PSC register? Yes No 
7 Does the BRC submit a disbursement note to CLF after PSC? Yes No 
8 Does the BRC submit a disbursement note to VO after PSC? Yes No 
9 Does the BRC have an updated fund status for the reporting period? Yes No 

10 Does the BRC have a CRP-EP payment register? Yes No 



 To the Entrepreneur  
 BRC Services/Training  

1How did entrepreneur find out about starting/expanding business? SHG/VO/CLF Meeting Family Member CRP-EP Other 
2How many trainings did you receive? 1 2 3 4 
3Did entrepreneur attend training where different types of businesses were explained to entrepreneur Yes No  

 
4

Did entrepreneur attend training where Potential customers, Capability required, Capital required,Costs in business and Competition of 
business were discussed? 

Yes No  

5Did entrepreneur attend training where record maintenance and Daybook keeping and Consultation services from CRP-EP was Yes No  
6Was a Viability Study conducted for the business? Yes No  

6.1 If No, Why? 
6.2 If Yes:  

6.2.1 Was entrepreneur supported in understanding local demands for the business? Yes No  
6.2.2 Was entrepreneur supported in finalising products for business? Yes No  
6.2.3 Was entrepreneur briefed about Costs and Profits of business? Yes No  
6.2.4 Was the entrepreneur provided support in determining the capital and investment requirements of her business?  

7Was Business Plan prepared for Business? Yes No  
7.1 If No, Why? 

8Did entrepreneur attend PSC (where her business plan was approved)? Yes No  
8.1 If No, Why? 
8.2 If Yes:  

8.2.1 Was the entrepreneur provided with an agreement to sign? Yes No  
8.2.2 Was the entrepreneur provided with a repayment schedule? Yes No  
   
   
 Business set up  

1Was the entrepreneur provided support in finalising location for the business? Yes No Not Applicable
2Was the entrepreneur provided support in identifying source and/or procuring raw materials for the business? Yes No Not Applicable
3Was the entrepreneur provided support in identifying market options for her products/services Yes No Not Applicable
4Was the entrepreneur provided support in registering the enterprise and/or procuring licenses for the enterprise (if applicable)? Yes No Not Applicable
5Was the entrepreneur provided support in procuring machinery and/or assets for her enterprise? Yes No Not Applicable
6Was the entrepreneur provided support in raising capital for setting up her business? Yes No Not Applicable
7Was the entrepreneur provided support in advertising and creating publicity for her enterprise? Yes No Not Applicable
8Was the entrepreneur provided an accounting format to record her daily transactions? Yes No  

   
   
 Enterprise Functioning  

1Entrepreneur maintain a Day Book and records daily transactions  
2How frequently does the CRP-EP visit the entrepreneur? Twice a month Once a month Once in 3 months Other (Specify)
3Entrepreneur recieves advice from CRP-EP based on the Day Book data Yes No  

3.1 If no, Why? 
3.2 If yes:  

3.2.1 Entrepreneur is briefed about her monthly profits by CRP-EP Yes No  
3.2.2 Entrepreneur is briefed about her monthly Costs by CRP-EP Yes No  
3.2.3 Entrepreneur is briefed about her monthly take home income by CRP-EP Yes No  
3.2.4 Entrepreneur is briefed about the working capital requirement for the upcoming period by the CRP-EP Yes No  
3.2.5 Entrepreneur is made aware of the losses she has incurred (if any) Yes No 

 

SHG Record Verification 
 

<<Name of Entrepreneurs whose ME is visited as part of CBMS of reporting period>> 
<<Name of 

1How many entrepreneurs from SHG?  
2Is the Fund Receipt of CEF minitised in SHG records? Yes No  
3Does SHG track CEF (disbursement and repayment)? Yes No  
4Does SHG have a separate register to track CEF? Yes No  
5What process is followed by SHG for CEF disbursement? Transferred to SHG Applicant Transferred to Entrepreneur Cash to SHG Applicant Cash to Entrepreneur Other (Specify)
6What process is followed by SHG for receiving CEF repayment? Transferred to SHG account Cash paid to SHG Other (Specify)  
7What process if followed by SHG for forwarding CEF Repayment? Tranferred to VO Transferred to CLF Transferred to BRC Trasnferred to CRP- Other (Specify)
8When does SHG take action against defaulter? 1 month default 2 months default 3 months default Other (Specify) 
9Action taken by SHG in case of Default 



Annexure 8.6- CEF Tracker 
 
Sheet 1- Data Entry 

 
 
 

 
 
Sheet 2- Consolidation 

 
 
 

 



Annexure 8.7- Process for BRC Grading 
 
 
 
SVEP envisages BRC to be one stop facility for enterprise promotion in the block. For this 

there should be constant improvement in the services provided by BRC. In order to 

understand the areas where the BRC requires improvement, a grading of BRC should be 

conducted every year and based on the results of the grading interventions should be 

planned to improve the BRC. There should be follow up on the aspects where the scores are 

lesser. The BRC grading should not be conducted by stakeholders who are directly connected 

to the BRC like Mentor, BPM SVEP, BEPC or CRPs-EP. The grading process should be 

conducted by any professional either from the PIA or from the SRLM for example, FC from 

NRO or YP livelihood from DMMU. 
 

The following are the section-wise details and instructions to facilitate the BRC Grading 
 

Process 
 
1.  Master Sheet 

To be filled by Monitoring Team after grading format is collected from all BRCs. 
Parameters to be filled are listed below: 

1.  % entrepreneurs attained Domain skill training 
2.  % entrepreneurs attained soft skills training 
3.  % entrepreneurs attained Performance Improvement Programme 
4.  % entrepreneurs went on exposure visits 
5.  Credit Services provided (Other than CEF) 
6.  % entrepreneurs provided registration services 
7.  % entrepreneurs provided Fixed Asset Purchase services 
8.  % entrepreneurs provided packaging and labelling services 
9.  % of entrepreneurs provided raw materials purchase services 
10. % entrepreneurs provided with legal formalities services 
11. % entrepreneurs provided Marketing support 

 
Collects information of highest scores attained in selected headings which will be used to 
calculate percentile achievement. 
Since the parameters are used for calculating scores in BRC Services sheet, the Total 
Possible Scores for this section will be determined only after the Master Sheet details 
are collected 



2.  BRC Services- 
Section requires few data points to be collected before beginning the Grading Process which 
are listed below (Source of data provided in brackets): 

1.  Number of Enterprises Planned for Grounding (From Annual Action Plan) 
2.  Number of Enterprises Grounded (Total of OTFs collected / Updated MIS) 
3.  Number of Food Based Enterprises (Total of OTFs collected / Updated MIS) 
4.  Number of Udyog Aadhar eligible enterprises (Total of OTFs collected / Updated 

MIS)) 
5.  Number of Local Markets Planned (Annual Action Plan/Joint Action Plan) 
6.  Number of Entrepreneur meetings planned (Annual Action Plan/Joint Action Plan) 

 
BRC Services Sheet Contains 3 Sub Sections 
Sub Section 1- Mobilisation, Orientation and Capacity Building of Entrepreneurs 
Sub Section 2- Viability Study and Business Plan Preparation 
Sub Section 3- Handholding Support to Enterprises- 1 Year of Enterprise Support 

 
I.  Sub   Section   1-   Mobilisation,   Orientation   and   Capacity   Building   of 

Entrepreneurs 
a.  SHG Orientation 
b.  Triggering Meeting c.  
GOT 
d.  EDP 

Details to be filled by the assessor (Source of data provided in brackets) are: 
 Planned Number – Total number of meetings planned 
 Planned Attendance - Total number of participants expected 
 Actual Number – Total number of meetings conducted 
 Actual Attendance – Total number of participants attended 

 
Details which are auto-calculated are (formulas given in brackets) 

 
 Planned Conversion Rate- Expected conversion rate from initial Meeting to the next 
(eg. Planned Attendance Triggering/Planned Attendance SHG Orientation X 100) 
 
 Coverage- Comparison of Actual Number of Meetings against the Plan prepared 
(eg. Actual No: /Planned No: X 100) 
 
 Actual Conversion Rate- Actual rate of conversion from initial Meeting to the next 
(eg. Actual Attendance Triggering /Actual Attendance SHG Orientation X 100) 
 
 Grading  Base-  Compares  the  Actual  Conversion  Rate  against  the  Planned 
Conversion Rate. The value returned is always a number less than or equal to 100 

 
(Actual Conversion Rate/Planned Conversion Rate X 100) 

 
 Bonus Points- Extra Points awarded for scenarios where the Actual Conversion Rate is 

higher than the Planned Conversion Rate 
 

(eg. If Actual Conversion Rate is higher than 200%, Bonus point of 15 is awarded, If Actual 
Conversion Rate is higher than 150%, Bonus point of 10 is awarded, if Actual Conversion Rate is 
higher than 100%, Bonus Points of 5 is awarded) 

 

 Score- Calculates the Total score earned by each parameter 



 

 

(Grading Base + Bonus Points) 
 

e.  Domain Skill Training 
f. Soft Skill Training 
g.  Performance Improvement Program 
h.   Exposure Visit to Entrepreneurs 

 
Details to be filled by the assessor (Source of data provided in brackets) are: 
 Planned Number – Total number of meetings planned 
 Planned Attendance - Total number of participants expected 
 Actual Number – Total number of meetings conducted 
 Actual Attendance – Total number of participants attended 

 
Details which are auto-calculated are (formulas given in brackets) 

 
 Coverage %- Actual Number of Meetings held compared to the Planned Number of 

Meetings 
 

(Actual No:/Planned No: X 100) 
 

 Actual Conversion Rate- Compares Actual Number of Participants against the 
Planned Number of participants 

 
(Actual Attendance/Planned Attendance X 100) 

 
 % of Entrepreneurs availed services- Calculates proportion of entrepreneurs that 

availed the service against total number of enterprises grounded 
 

(eg. Actual Attendance/Number of Enterprises grounded X 100) 
 

 % Achievement compared to best performer- Compares performance in the 
selected parameter with the Highest Scorer of all BRC Grading Sheets 

 

(eg. % Entrepreneurs availed service/Highest Scored in Master Sheet for the Parameter X 
100) 

 
 Score- Score will be same as the value in Grading Base 
II.  Sub Section 2- Viability Study and Business Plan Preparation a.  

Viability Study 
b.  Business Plan 

 
Details to be filled by the assessor (Source of data provided in brackets) are: 

 
 Number of Reports- Collect the Total Number of Reports Submitted (Business Plan 

Register/Count of Business Plan and Viability Study submitted to BRC) 

Details which are auto-calculated are (formulas given in brackets) 

 Achievement %- Calculates the proportion of Reports against the Total Enterprises 
grounded 

 

(eg. Number of Business Plans/Total Enterprises grounded X 100) 
 

 Grading Base- Returns the Value calculated in Achievement % if less than 100, or 
the value 100 
 

(eg. If Achievement % is 200%, Value returned in Grading Base will be 100; If Achievement 
% is 70%, Value returned in Grading Base will be 70) 



 

 

 
 

 Bonus Point- Extra Points awarded for scenarios where the Achievement % 
is higher than 100 

 

(eg. If Achievement % is higher than 200%, Bonus point of 15 is awarded, If Achievement % is 
higher than 150%, Bonus point of 10 is awarded, if Achievement % is higher than 100%, Bonus 
Points of 5 is awarded) 

 

 Score- Calculates the Total score earned by each parameter 
 
(Grading Base + Bonus Points) 

 
c.   Credit Services (Other than CEF) 

 
Details to be filled by the assessor (Source of data provided in brackets) are: 

 
 No:   of   Entrepreneurs   provided   with   service-   Enter   the  total   number   

of entrepreneurs who have been provided this service (PSC Register/Entrepreneur 
Register/Updated MIS) 

 

Details which are auto-calculated are (formulas given in brackets) 
 

 Achievement  %-  Calculates  number  of  entrepreneurs provided  with  the  
service against the total number of enterprises grounded 

 

(eg. No: of entrepreneurs provided with service/Number of enterprises grounded X 100) 
 

 Achievement  %  compared  to  highest  scorer-  Compared  the  Achievement  % 
against the Achievement % of the highest scorer out of all BRC grading sheets 

 
(eg, Achievement %/Achievement % of highest scorer X 100) 

 
 Grading Base- Returns value in Achievement % if value less than 100, else 

returns the value 100 
 

(eg. If Achievement % is 200%, Value returned in Grading Base will be 100; If Achievement 
% is 70%, Value returned in Grading Base will be 70) 

 
III.  Sub Section 3- Handholding Support to Enterprises- 1 Year of Enterprise 

Support 
a.  Udyog Aadhar 
b.  FSSAI Registration 

 
Details to be filled by the assessor (Source of data provided in brackets) are: 

 
 Numbers Facilitated- Enter number of enterprises provided with the service 

 
Details which are auto-calculated are (formulas given in brackets) 

 
 Achievement %- Calculates the number of enterprises provided with the 

service against number of eligible enterprises  
(eg. Udyog Aadhar/No: enterprises eligible for Udyog Aadhar X 100) 
 

 Grading Base- Returns value in Achievement % if value less than 100, else 
returns the value 100 
 
(eg. If Achievement % is 200%, Value returned in Grading Base will be 100; If 
Achievement % is 70%, Value returned in Grading Base will be 70)  
 



 

 

 Bonus Points - Extra Points awarded for scenarios where the Achievement % 
is higher than 100 

 

(eg. If Achievement % is higher than 200%, Bonus point of 15 is awarded, If Achievement % is 
higher than 150%, Bonus point of 10 is awarded, if Achievement % is higher than 100%, Bonus 
Points of 5 is awarded) 

 

 Score- Calculates the Total score earned by each parameter 
 
(Grading Base + Bonus Points) 

 
c.  Registration (cooperative, P.ltd etc) 
d.  Fixed Asset Purchase 
e.  Packaging and Labelling 
f. Raw Material Purchase 
g.  Legal Formalities 
h.  Marketing Support 

 
Details to be filled by the assessor (Source of data provided in brackets) are: 

 
 Numbers Facilitated- Enter number of enterprises provided with the service 

 
Details which are auto-calculated are (formulas given in brackets) 

 
 Achievement %- Calculates the number of enterprises provided with the 

service against total number of enterprises 
 

(eg. Fixed Asset Purchase/No: of enterprises grounded X 100) 
 

 Grading Base- Compares the achievement % of each parameter against the 
best performer in that parameter 

 

(eg. Achievement % of Fixed Asset Purchase/Achievement % of the Best Performer X 100) 
 

 Bonus Points - Extra Points awarded for scenarios where the Achievement % 
is higher than 100 

 

(eg. If Achievement % is higher than 200%, Bonus point of 15 is awarded, If Achievement % is 
higher than 150%, Bonus point of 10 is awarded, if Achievement % is higher than 100%, Bonus 
Points of 5 is awarded) 

 

 Score- Calculates the Total score earned by each parameter 
 
(Grading Base + Bonus Points) 

 
i. Consultation Slip 

 
Details to be filled by the assessor (Source of data provided in brackets) are: 

 
 Numbers Facilitated- Enter number of enterprises provided with the service 

 
Details which are auto-calculated are (formulas given in brackets) 

 
 Achievement %- Calculates the number of enterprises provided with the 

service against total number of enterprises 



 

 

(eg. Consultation Slip/No: of enterprises grounded X 100) 
 

 Grading Base- Returns value in Achievement % if value less than 100, else 
returns the value 100 

 

(eg. If Achievement % is 200%, Value returned in Grading Base will be 100; If Achievement 
% is 70%, Value returned in Grading Base will be 70) 

 
 Bonus Points - Extra Points awarded for scenarios where the Achievement % 

is higher than 100 
 

(eg. If Achievement % is higher than 200%, Bonus point of 15 is awarded, If Achievement % is 
higher than 150%, Bonus point of 10 is awarded, if Achievement % is higher than 100%, Bonus 
Points of 5 is awarded) 

 

 Score- Calculates the Total score earned by each parameter 
 
(Grading Base + Bonus Points) 

 
j. Local Markets 
k.  Entrepreneur Meets 

 
Details to be filled by the assessor (Source of data provided in brackets) are: 

 
 Numbers Facilitated- Enter number of events conducted 

 
Details which are auto-calculated are (formulas given in brackets) 

 
 Achievement %- Calculates the number of events conducted against the 

planned number of events 
 

(eg. Number of Local Markets Conducted/Planned Local Markets X 100) 
 

 Grading Base- Returns value in Achievement % if value less than 100, else 
returns the value 100 

 

(eg. If Achievement % is 200%, Value returned in Grading Base will be 100; If Achievement 
% is 70%, Value returned in Grading Base will be 70) 

 
 Bonus Points - Extra Points awarded for scenarios where the Achievement % 

is higher than 100 
 

(eg. If Achievement % is higher than 200%, Bonus point of 15 is awarded, If Achievement % is 
higher than 150%, Bonus point of 10 is awarded, if Achievement % is higher than 100%, Bonus 
Points of 5 is awarded) 

 

 Score- Calculates the Total score earned by each parameter 
 
(Grading Base + Bonus Points) 

 
l. Number of entrepreneurs availing paid services 

 
Details to be filled by the assessor (Source of data provided in brackets) are: 

 
 Numbers Facilitated- Enter number of entrepreneurs paying for BRC services 

 
Details which are auto-calculated are (formulas given in brackets) 

 
 Achievement %- Calculates the number entrepreneurs paying for services 

against the total number of enterprises grounded 



 

 

(eg. Number of entrepreneurs paying for BRC services/Total enterprises grounded X 100) 
 

 Grading  Base-  Compares  the  achievement  %  of  parameter  against  the  
best performer in that parameter 

 

(eg. Achievement % of entrepreneurs paying for BRC services/Achievement % of the Best 
Performer X 100) 

 
 Bonus Points - Extra Points awarded for scenarios where the Achievement % 

is higher than 100 
 

(eg. If Achievement % is higher than 200%, Bonus point of 15 is awarded, If Achievement % is 
higher than 150%, Bonus point of 10 is awarded, if Achievement % is higher than 100%, 
Bonus Points of 5 is awarded) 

 

 Score- Calculates the Total score earned by each parameter 
 
(Grading Base + Bonus Points) 

 
CE
F 

 
CEF Sheet contains 1 table which collects information related to CEF applications, received, 
approved and disbursed along with repayment details. 

 

a.  No: of eligible CEF loan requests 
b.  No: of CEF approved 
c.   No: of CEF disbursed 

 
Details to be collected by assessor (Source provided in brackets): 

 
 Month wise numbers of each parameter (CEF Register, Loan Tracker, BRC 

Accounts book, BRC Passbook) 
 

Details which are auto calculated (formulas given in 
brackets) 

 
 Total- Sum total of values entered for all months 
 % of Loans Disbursed- Compared the number of loans disbursed against 

the number of loans approved 
 

(eg. No: of Loan disbursed/No: of loans approved X 100) 
 

d.  CEF Amount disbursed 
e.  Planned loan disbursals 
f. Loan principal to be received 
g.  Interest to be received 
h.  Loan principle received during 
month i. Loan interest received 
during month 
j. Non-Performing Assets (Bad debts for more than 90 days) 

Details to be collected by assessor 

 Enter month wise details for each parameter (CEF Register, Loan Tracker, 
BRC Accounts book, BRC Passbook) 

 
 
 
 
 
 
 



 

 

 
 
 
 
 

Details which are auto-calculated (formulas given in 
brackets) 

 Total- Sum Total of values entered for all months 
 Recovery Rate- Compared total of repayment received against total 

repayment supposed to be received at BRC (eg. (Loan Principle Received + 
Loan Interest Received / Loan Principle to be received + Loan interest to be 
received) X 100) 

 % of NPA- Compares Total NPA against total CEF disbursed (eg. NPA/CEF 
amount 

      disbursed X 100) 
 Score- 

o % Loan Disbursed- provides scores to the highest % of Loans Disbursed- if 
loan disbursed is 100%, score is 20; if loan disbursed is >=90%, score is 15; if 
loan disbursed is >=80%, score is 10; if loan disbursed is >=70%, score is 5; 
all below this is scored 0 

o Recovery Rate- provides scores to the highest % of Recovery- if Recovery is 
100%, score is 20; if Recovery is >=90%, score is 15; if Recovery is >=80%, 
score is 10; if Recovery is >=70%, score is 5; all below this is scored 0 

o % NPA- provides scores to the Lowest % of NPA- if NPA is 0, score is 20; if 
NPA is <=5 score is 15; if NPA is <=10, score is 10; if NPA is <=15, score is 
5; all above this is scored 0 

 
Engagement with Stakeholders 

 
Contains Table to collect information with regard to Meeting conducted, participation in the 
meetings, community engagement and Interest sharing among CBOs. 

 

a.  BEPC Meeting 
b.  PAC Meeting 
c.  CRP-EP Meeting 
d.  Community Monitoring 

 
Details to be collected by assessor (Source provided in brackets): 

 
 Month wise number of meetings or visits (planned and actual) along with 

participants 
(expected and actual)- (Source: Minutes Book, Attendance Register) 

 Enter number of reports required and actual number of reports submitted in the 
same of Community Monitoring (Record of reports collected in BRC) 

 

Details which are auto-calculated (formulas given in brackets) 
 

 Achievement- Average Number of Meetings conducted and Average 
Participants calculated (eg. Average of Number of CRP-EP Meetings) 

 Score- Compares the actual average numbers against the planned average (eg. 
      Actual Average number of meetings conducted/Planned average number of     
 meetings X 100) 
 Bonus- Extra Points awarded for scenarios where the Score is higher than 100 

 
(eg. If Achievement % is higher than 200%, Bonus point of 15 is awarded, If Achievement % is 
higher than 150%, Bonus point of 10 is awarded, if Achievement % is higher than 100%, 
Bonus Points of 5 is awarded) 

 
 
 



 

 

 
 
 
 
 
 

e.  Dedicated BPM-SVEP Available (Yes/No) 
 
Details to be collected by assessor (Source provided in brackets): 

 
 Enter Yes or No answers into the cells to indicate whether or not a BPM-SVEP 

was appointed by the SRLM (Minutes Book) 

Details which are auto-calculated (formulas given in brackets) 
 

 Achievement- Takes count of the months when BPM was present 
 Score- Allots 10 points in cases where BPM was present for all 12 months and 0 

for all other instances 
f. Amount of Interest shared with SHG 
g.  Amount of Interest shared with VO  
h.   Amount of Interest shared with CLF  
i. Amount of Interest received by BRC 

 

Details to be collected by assessor (Source provided in brackets): 
 

 Enter month wise details of Interest eligible to be shared and actual amount of 
interest shared in the case of SHG, VO and CLF. Enter details of interest to be 
received by BRC per month and actual amount received in the case of BRC 
(Cash book/BRC Ledger/BRC Passbook) 

 

Details which are auto-calculated (formulas given in brackets) 
 

 Achievement- Calculates the interest shared/received against the interest 
eligible to be shared/received (eg. Sum of Interest shared to SHG/Amount of 
interest eligible to be shared to SHG X 100) 

 Score- Provides higher score to higher achievement- if Achievement is 100%, 
score is 20; if Achievement is >=90%, score is 15; if Achievement is >=80%, score 
is 10; if Achievement is >=70%, score is 5; all below this is scored 0 

 
 
 

3.  BRC Set-up 
 
Collects details of basic requirements under BEPC, CRP-EP Group and BRC Office set up 

 
Details to be collected by assessor: 

 
 Provide Yes or No answers to the following questions based on 

observations, communication with the BRC stakeholders. 
 

Details auto-calculated 
 

 Yes is allotted 1 score and No 0. Total of all Yes provides the total score for 
the section 

 

Table below provides possible sources for data to be collected in this section: 



 

 

BEPC / BRC-MC Source 
Is BEPC committee formed? MoU 
Is the committee aware of its duties and functions? Mentor, BEPC members 
Does BEPC meetings happen regularly every month with 
representation from all CLFs? Minutes Book 
Is BEPC recording minutes of all meeting decisions with 
signatures from all members? Minutes Book 
Is BEPC committee engaging in action plan of CRP-EP 
group? JAP and Work Report of CRP-EP Group 
Is BEPC committee regularly paying CRP-EP group for 
services rendered as per cost norms? 
Is BEPC verifying work report of CRP-EP group against 

CRP-EP Group work report and payment 
register 

action plan before releasing payment? Mentor, BEPC 
Is BEPC able to make decisions without support from 
Mentor, BPM-SVEP? Mentor, BPM-SVEP, BEPC 
Is BEPC committee able to understand business plans to 
the extent to take decision on CEF / Bank loan? BEPC, Mentor, BPM SVEP 
Are SHG-VO-CLF levels engaging in identification of 
entrepreneurs and monitoring of enterprises? BEPC, CRP-EP, BPM SVEP 
Is nodal CLF performing financial transactions on behalf of 
BEPC without delay? Minutes book and BRC Passbook 
Is bookkeeper appointed at nodal CLF and trained? 
Is proper records related to BEPC functioning maintained 
at BRC? 
Does BEPC know how much repayment from CEF loans is 

Registers maintained at BRC- “Refer Formats 
against Processes document” 

due every month? Loan register 
Is BEPC able to identify defaulters and pressure SHGs to 
ensure repayment? Loan register, Minutes Book 

 
CRP-EP group 

 

Does the BRC has sufficient no of CRPs-EP selected, 
trained and active on field? 

 

Does all CRPs-EP in the BRC hold necessary skill set 

 

 
CRP-EP required (AAP) and CRP-EP 
present (Minutes Book and CRP-EP 
Register) 

required under SVEP after training? CB requirement of CRP-EP (AAP) 
Is the CRP-EP group able to manage work division in the 
group? Work Report, CRP-EP payment register 
Is Mentor able to clear doubts regarding nature of service 
to CRPs-EP? CRPs-EP 
Does the CRP-EP group have a business plan? BRC 
Is CRP-EP group earning revenue from SVEP as per 
business plan? Business Plan (If available) 
Is CRP-EP group able to provide all services expected 
from BRC to entrepreneurs? Work Report 
Is CRP-EP group getting paid as per SVEP guidelines by 
entrepreneurs? (for business plan, market linkage, etc.) CRP_EP payment register 
Is CRP-EP group submitting records for service provided 
to the BEPC? 
Is CRP-EP group following a plan for ensuring saturation 

Records maintained “Refer Formats against 
Processes document” 

of SHG network in 4 years during mobilisation? JAP 
 

 
BRC Setup 

Is office space with good connectivity available exclusively 
for BRC in the block? Observation 
Are all assets required for BRC purchased? Observation- Refer Asset required for BRC 



 

 

Is Mentor able to clear doubts regarding BRC functioning? Questions to Mentor 
Is Professional able to clear doubts regarding BRC 
functioning? Questions to Professional 

 
 
 
 

4.  Score Sheet 
 

Contains details of Maximum scores possible for all sections and the score of the particular 
BRC (except BRC Services where maximum scores will be determined after identifying 
highest scorers). 

 

5.  Summary Sheet 
 

Demographic Details 
 

 

Indicators 
Population of Block

(DPR) 
Entrepreneurs

supported by SVEP 

Females 

SC 

ST 

 
 

Section I- BRC Services: 
 

Observations/Comments (Sub-Section wise) - Provide explanation/note for instances where 
scores are higher or lower than general average 

 

Include  administrative  or  State  level  issues  or  initiatives  that  has  helped  or  damaged 
project/process 

 

New Initiatives Taken (Sub Section wise) 
 

Section II- CEF 
 

Observations/Comments  (Section  and  Sub-Section  wise)  -  Provide  explanation/note  for 
instances where scores are higher or lower than general average 

 

Include  administrative  or  State  level  issues  or  initiatives  that  has  helped  or  damaged 
project/process 

 

New Initiatives Taken (Section and Sub Section wise) 
 

Section III- Engagement with Stakeholders 
 

Observations/Comments  (Section  and  Sub-Section  wise)-  Provide  explanation/note  for 
instances where scores are higher or lower than general average 

 

Include  administrative  or  State  level  issues  or  initiatives  that  has  helped  or  damaged 
project/process 

 

New Initiatives Taken (Section and Sub Section wise) 
 

Section IV- BRC Set up 
 

Observations/Comments  (Section  and  Sub-Section  wise)-  Provide  explanation/note  for 
instances where scores are higher or lower than general average 



  

 

Include  administrative  or  State  level  issues  or  initiatives  that  has  helped  or  damaged 
project/process 

 

New Initiatives Taken (Section and Sub Section wise) 
 

 



Sheet 3- CEF  
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Annexure 8.9- Year-wise Evaluation Format 
Capacity Building of CRP-EP 

 
S. 
No 

Indicators Month in which the
activity was completed 

Present 
Status/Requirement 

YEAR 1

1 Clarity on TED 1 and TED 2 
training content and related 
field assignment among the 
CRPs-EP 

 

2 Clarity  on  TEAM  A1  and 
TEAM A2 training content 
and related field assignment 
among CRPs-EP 

 

3 Clarity  on  TED  3 training 
and field assignment among 
the CRP-EP 

 

4 Clarity  on  TEAM  B2  and 
TEAM B3 training content 
and assignment among the 
CRPs-EP 

 

5 CRP-EP   having   separate 
bank account and their 
partnership deed is signed 
with the BRC 

 

6 Clarity among CRP-EP 
group  about  handling  and 
usage of SVEP app 

 

7 Clarity    to    CRPs-EP    for 
business plan preparation 
and enterprise promotion 
process in paper as well as 
SVEP app 

 



 

8 CRP-EP group involves 
entrepreneur in preparation 
of business plan 

 

9 Clarity on formats and 
process  of  maintaining  the 
records 

 

10 CRP-EP group has an idea 
to prepare OTP, Opening 
Balance sheet and they are 
able to support in ME 
grounding process 

 

11 CRP-EP        group        has 
understanding about 
preparing the work claim 
report 

 

12 CRPs-EP   are   maintaining 
their ME records 

 

13 CRPs-EP have understood 
the paper based and mobile 
based PTS preparation 

 

14 CRP-EP group can put 
agenda in the BRC meeting 

 

15 CRP-EP have learned to do 
the PTS and are able to 
provide consultancy to the 
entrepreneur 

 

16 CRP-EP  group  has  learn 
the process of tapping the 
opportunity to open the 
weekly/festival haats 

 

17 CRP-EP        group        can 
confidently present the 
achievements and 
challenges from field in front 
of BEPC, CLF members 
without mentors support 

 



 

   

YEAR 2

18 Ability  to  do  efficient  work 
distribution within the group 
and monitor it themselves 

 

19 Ability to organise skill 
training for the Entrepreneur 
based on their demand 

 

20 Advanced skills as a trainer 
(improved conversion rate ) 

 

21 Ability     to     give    quality 
consultation to the 
entrepreneur regarding their 
enterprises 

 

22 Ability to mobilise bank 
loans 

 

23 Improved  skills  in market 
facilitation 

 

24 Ability to identify source of 
raw material, machinery etc. 
for  entrepreneur and 
prepare a directory for the 
same in BRC 

 

YEAR 3

25 Ability  to  identify scalable 
enterprises (prepare 
business plan for such 
enterprises using TOOL 
based business plan 
preparation) 

 



 

   

26 Ability  to  derive  fee  from 
entrepreneur of the services 
provided 

 

27 In  order  to  enhance  the 
quality of services provided 
to  the  entrepreneur  CRP- 
EP group has received 
specialisation in thematic 
areas (Diversification and 
advancement in domain 
specialisation within the 
group) 

 

28 Ability       to       tap       the 
opportunities of 
convergence with other 
departments 

 

29 Ability to developed 
business model for the 
group 

 

YEAR 4

30 Received desired 
knowledge and skill sets for 
sustainable group operation 

 

31 CRP-EP    group    business 
develops  into  a  coherent 
and sustainable business 
model where the group is 
able to derive revenue from 
multiple sources by offering 
diverse  enterprise 
promotion services 

 



BEPC 
 

S. 
No 

Expected Outcome Month in which the
activity was completed 

Present 
Status/Requirement 

YEAR 1

1 BRC  has  appointed  BEPC 
Members 

 

2 Inter-se agreement between 
BEPC  and  other  CLFs  is 
completed 

 

3 There  is  a  separate  bank 
account for BRC 

 

4 BRC  is  able  to  send  fund 
requisition letter to 
District/State 

 

5 BRC has an accountant  

6 Clarity about the Fund 
Heads under SVEP among 
the BRC members 

 

7 Clarity  among  BEPC  and 
CRP-EP group about 
handling  and  usage  of 
SVEP app 

 

8 Clarity  about  the book  of 
records that has to be 
maintained in the formats 
given            by            NRO 

 

9 BEPC has received training 
on BEPC module 1 & 2 

 

10 BEPC has clarity on formats 
and process of maintaining 
the records 

 



 

   

11 BEPC has ensured 
selection of Volunteers from 
CBO 

 

12 BEPC encourage the SVEP 
as an agenda being 
discussed in VO/SHG 
meetings 

 

13 BEPC   has   ensured   the 
completion of  VO 
volunteers training and DCB 
preparation workshop 

 

14 BEPC  follows  up on  the 
work of VO Volunteers 

 

15 Active participation of BEPC 
in weekly/festival haats 

 

16 Involvement      of      BEPC 
members at all the tier of 
CBO for loan repayment 
process 

 

17 Active participation of BEPC 
for monitoring  CRP-EP 
work (attending trainings, 
physical verification of 
enterprises) 

 

YEAR 2

18 Ability to manage funds and 
comprehensive 
understanding of the budget 
head 

 



 

19 Ability to initiate BRC as a 
common facilitation centre 

 

20 Introduction to CBMS  

21 Ability to monitor the work 
of CRP-EP group (what and 
how) 

 

22 Ability  to  understand  and 
facilitate the demand from 
the  community,  challenges 
of the entrepreneur 

 

23 Ability  to  support &  guide 
CBO for better identification 
of entrepreneur, loan 
repayment process, interest 
sharing 

 

24 Ability to support and guide 
CRP-EP  to  mobilise  bank 
loan 

 

25 Identification   and  address 
for the Capacity Building of 
BEPC as  and  when 
required (to be done 
quarterly) 

 

YEAR 3

26 Shelf of projects in BRC  

27 CBMS taken up by BRC on 
regular  basis  and  reports 
are generated 

 



 

28 Ability to monitor the quality 
of the services offered to 
entrepreneur by CRP-EP 
group 

 

YEAR 4

29 BRC develops as an active 
and self-sustained one stop 
hub for all non-farm 
livelihood promotion needs 
for the CBO in the block 

 

 
 

CBO 
 

S. 
No 

Expected Outcome Month in which the
activity was completed 

Present 
Status/Requirement 

YEAR 1

1 Participate in finalising the 
VOs for preparation of 
Phasing  plan  and  joint 
action plan for CRP-EP 
group 

 

2 Participate  in  ensuring  the 
selection  of  Volunteers  at 
VO level 

 

3 Involves   in   keeping   the 
follow-up on SVEP as an 
agenda being discussed in 
VO/SHG meetings 

 

4 Participate in completion of 
VO volunteers training and 
DCB preparation workshop 

 

5 Follow  up  on  the work  of 
Volunteers of VO 

 



 

YEAR 2

6 Active participation of CBO 
members in organising 
festival/weekly  haats 

 

7 SVEP as an regular agenda 
being discussed in the CBO 
meetings 

 

8 Active   support   by   CBO 
member for field level 
monitoring of the services 
that are provided by CRP- EP 

 

YEAR 3

9 Provide        support        for 
enterprise monitoring in the 
field (Physical verification of 
enterprises, check on the 
quality of services that are 
being provided to 
entrepreneur) 

 

10 Provide         support         in 
identification of 
entrepreneurs and their 
requirement   (in   terms   of 
skill training, orientations 
etc.) 

 

11 Provide support in 
conducting entrepreneur 
meetings, trainings etc. 

 

12 Provide  support  to  BEPC 
members for interest 
sharing 

 

13 Provide support to BEPC in 
taking the ownership of 

 



 

 market develop under BRC  

14 Provide  support  in making 
SVEP as a regular agenda 
and loan  repayment 
process 

 

15 Develop         understanding 
about their role in each of 
the activities undertaken in 
SVEP 

 

YEAR 4

16 CBO     indulges     in     the 
bottom-up monitoring of the 
project and a smooth 
repayment mechanism is 
established 

 

17 CBO takes complete 
ownership of the project 
through BEPC 

 

BMMU Engagement 
 

S. 
No 

Expected Outcome Month in which the
activity was completed 

Present 
Status/Requirement 

YEAR 1

1 Clarity  among 
BMMU/SRLM about SVEP 
and BEPC structure 

 

2 Participation of 
BMMU/SRLM in the BEPC 
meeting 

 

3 Participation of 
BMMU/SRLM for Inter-se 
agreement,  Bank Account 

 



 

 opening and fund 
requisition letter preparation 

 

4 BMMU ensure participation 
and   logistical   support   for 
any training (entrepreneur, 
CBO, skill etc.) 

 

5 Clarity about the Fund 
Heads under SVEP among 
the BMMU members 

 

6 Clarity about the work flow 
and process among the 
BMMU members 

 

7 BMMU/SRLM ensures CBO 
involvement for SVEP 

 

8 Participate  in  ensuring  the 
track of CEF 

 

9 Ensure the DCB is reaching 
the CBO on time 

 

10 Arrange and discuss about 
the meetings with Banks 

 

11 Active participation from 
BMMU for opening 
weekly/monthly 

 

12 Smooth repayment process 
in place 

 

 
 

BRC Setup 
 

S. 
No 

Expected Outcome Month in which the
activity was completed 

Present 
Status/Requirement 

YEAR 1



 

1 Block  has  space  for  BRC 
with all the required 
formalities in place 
(agreement etc.) 

 

2 BRC   has   all   the  assets 
procured 

 

3 Block has a BRC running as 
a one stop facility centre for 
the entrepreneurs (has data 
about raw 
material/machinery, 
wholesale market etc.) 

 

 



Annexure 10.1 Guide to Prepare Case Study 
 

Journey of an entrepreneur or an enterprise can be captured through case studies or short 

stories. It should focus on how the life of the person has changed because of the enterprise. 

The impact it has created on the socio-economic life of the entrepreneur’s family. 
 

Refer to the below mentioned guideline for capturing case studies or short stories 
 
Full name of Entrepreneur: 

Age: 

Name of SHG: 
 
Name of SHG member (in case entrepreneur is not a SHG member): 

 
Village: Block: District: 

Nature of business: 

Family and location background of Entrepreneur: 
 
It should cover details on family size, what do her family members do for a livelihood? 

Personal background of entrepreneur? Her life before marriage, her education and family. 

Her current lifestyle. Does the entrepreneur’s family have a traditional business/livelihood? 

Do they follow it? 
 

A bit of context on the village/locality where the entrepreneur lives/owns a business. What is 

the major economic activity there? Is it near/away from the highway or any other important 

landmark? Did this trigger any ideas for the entrepreneur? 
 

 
 
 
Why did she decide to become an entrepreneur? 

 
This section should cover her current socio-economic background. Overall situation of her 

family, their income, existing prospects of livelihood and why did she decide to become an 

entrepreneur?  Highlight  a  specific  incident  (if  any)  entrepreneur  can  relate  to  which 

convinced her to do this. 
 

 
 
 
How did she become an entrepreneur? 

 
This section should come in flow with the previous one. It should capture her story of 

deciding to run an enterprise. 



 In what ways did the BRC provide support? (Orientation, Triggering, Trainings) 
 

 The role of CRP-EP should be highlighted – (business plan, viability check, monthly 

reports, follow up) 

 Role of SHG network in supporting the upcoming entrepreneur – (credit check, BEPC) 
 

 Support received from her family to start the business 
 
 
 
 
Information on Enterprise 

 
Name of the shop: 

Nature of business: 

Amount invested in starting the shop (Own/SHG/Bank linkage): 

Date of starting the enterprise: 

Monthly revenue: 

Monthly income: 

Monthly profit: 

Any subsequent investments made: 

Records maintained by her: 

Skill training received (apart from GOT and EDP, if any): 
 
 
 
Challenges 

 
Challenges  faced  by  her  in  starting  the  enterprise  and  while  running  it.  How  did  she 

overcome those challenges? 
 

 
 
 
Impact 

 
Changes after running a business: life at home, support from family, life outside household 

work, responsibility of handling a business, changes in her and her family’s lifestyle. Her 

thoughts on herself as an ‘entrepreneur?’ 
 

 
 
 
Entrepreneur’s plan for her business 



This  should  cover  her  business  expansion  plans,  any  further  support  required  by 

entrepreneur. Her aspirations and what are her expectations for her family. 
 

 
 
 
Points to note: 

 
This is a broad outline to be followed while writing the story. All the sub-points mentioned 

under each head should be followed. Furthermore, quotes from entrepreneurs should be 

taken under each head. The writer has the liberty to mould the story in anyway desirable but it 

should be ensured that the story being written is able to tell entrepreneur’s life, her business, 

challenges, social-economic-cultural impact and her aspirations. Moreover, the objective of 

the story should not be diluted. 
 

 
 
 
Photographs: Individual Portrait of Entrepreneur and one with Enterprise. 

Photographs should be captioned with the following- 

    Entrepreneur’s name and name of the 
Enterprise 

 

    Date, time and location of the photo 
taken 

 

    A brief quote from the 
person



Annexure 10.2 Guide to Prepare Weekly Market or Festival Market 
Reports 

 

Marketing Support is one of the services given to the entrepreneurs by the BRC-EP through 

the CRPs-EP. And out of all the marketing support, promotion of weekly haat or festival 

bazaar are the most popular when it comes to generating revenue in a short period of time. It 

is important for the BRC-EP to document such interventions in terms of its strategy, the 

revenue it created, the kind of mobilization done to replicate such interventions in the future 

as well. 
 

Refer to the below mentioned guide to capture details of weekly or festival market 

promoted in the block 
 

No of Haats/Fairs/Markets initiated 
 
No. of Entrepreneurs (SHG and Non-SHG) 

Types of enterprises 

Total Revenue Generated 
 
Average Revenue earned in each haat 

 
Date and duration of Haats/Fairs/Markets organized 

 
Footfall 

 
Frequency of haat initiated 

 
No. of Entrepreneurs (SHG and Non-SHG) 

Types of enterprises 



Annexure 10.3 Guide to prepare testimonials 
 

Learnings from the field should be captured as testimonials from CRPs-EP, BEPC members, 

and entrepreneurs. It is good if along with the testimonial, a photograph of the concerned 

person is also taken. Some of the topics to capture testimonials are SVEP as platform for 

promoting rural entrepreneurship, impact on CBO leaders or the community network, the 

change in the life of the entrepreneur because of the support received from the project, 

CRPs-EP experience in piloting some new activity, and the learnings garnered from the same. 


