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The photograph on the title page was taken in Navalli. This girl walked
from village Uni uphill to bring the families' empty gas-cylinder to Navalli.
Uni is an off-road village, five kilometres downhill. Village Navalli is a
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village on the road. Drivers of taxi's will take her empty cylinder to a
bigger city where it can be refilled at the gas office. Tonight a full cylinder
has to be taken back to Uni.

Executive summary

In international policy making a strong rationale exists for promoting the
development of small rural enterprises as a key contributor to poverty
reduction. A central aspect in this promotion is the transfer of technology
to increase productivity and competitiveness. A lot of resources are
provided to promote access to modern energy sources as an input for
further technological development. This research will show that the
adoption of modern energy is not only influenced by adopters' access to
modern energy. The ability to attract demand for the products of
enterprises is an important determinant as well.

This research will consider the adoption of modern energy from the
viewpoint of the adoption of innovations. One of the most prominent
frameworks used for analyzing innovation-adoption is Rogers' (1995)
theory of the diffusion of innovations. One of the explanatory variables
which Rogers' describes is the relative advantage of increased efficiency of
an innovation which is both determined by the characteristics of adopters
and the characteristics of innovations. This research will combine social
participation as a characteristic of an entrepreneur with the demand for
the enterprise's products. This combination may lead to the adoption of
modern energy because it creates a relative advantage.

The geographical area where the research will be performed is the state of
Uttaranchal in India. This research focuses on the following research
question: '"How and why does the social participation of an entrepreneur in
Uttaranchal, India influence the adoption of an innovation”. Rogers' theory
is used to develop a model which encompasses the relationship between
social participation and the adoption of modern energy through including
the demand for the enterprise's products as an intervening variable.

An explanatory qualitative case study is done in which entrepreneurs are
interviewed based on a semi-structured questionnaire. For the purpose of
triangulation, these data will be supplemented by participant observation,
focus groups and documentation.

The results show that an entrepreneur's social participation may influence
the adoption of modern energy because social participation may provide
customers for the enterprise which increases the demand for the
enterprise's products. A larger demand for the enterprises products may
cause a need for increased efficiency of the energy source so the
entrepreneur can sell more products. It was found that the relationship
can be strengthened by looking for rival explanations in cases which do
not confirm this relationship. It can be concluded that other factors may
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be the decisive factor for entrepreneurs not to adopt modern energy but
the demand for the enterprise's product is always considered in the
decision to adopt modern energy.
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Nederlandse samenvatting

Internationale beleidsmakers besteden veel aandacht aan het stimuleren
van de ontwikkeling van kleine bedrijfjes in afgelegen gebieden omdat het
een bijdrage levert aan het verminderen van armoede. Deze aandacht
wordt vaak gericht op het verspreiden van technologieén omdat het de
productiviteit en competitiviteit van deze enterprises kan vergroten.
Toegang tot moderne energie wordt gezien als een belangrijke stimulans
voor verdere technologische ontwikkeling. In dit onderzoek zal naar voren
komen dat de adoptie van modern energie niet alleen wordt beinvioed
door betere toegang tot moderne energie. De vaardigheid van een
entrepreneur om de vraag naar de producten van een enterprise te
vergroten is ook zeker van belang.

Dit onderzoek zal de adoptie van moderne energie benaderen door het te
beschouwen als een adoptie van een innovatie. Een van de prominentste
theorieén die worden gebruikt om de adoptie van innovaties te begrijpen
is de theorie van Rogers (1995) over de diffusie van innovaties. Eén van
de verklarende variabelen die Rogers (1995) beschrijft is het relatieve
voordeel van verhoogde efficiency van een innovatie. Dit relatieve
voordeel wordt volgens Rogers bepaald door kenmerken van de adopter in
combinatie met de kenmerken van een innovatie. In dit onderzoek zal
sociale participatie als een kenmerk van een entrepreneur worden
gecombineerd met de vraag naar de producten van de enterprise. Deze
combinatie kan leiden tot een relatief voordeel waardoor een entrepreneur
besluit om zijn energie bron te innoveren.

Het geografische gebied waar dit onderzoek is uitgevoerd is de Indiase
staat Uttaranchal. De onderzoeksvraag is daarom als volgt gedefinieerd:
Hoe en waarom beinvioed de sociale articipatie van een entrepreneur in
Uttaranchal, India de adoptie van modern energie? De theorie van Rogers
(1995) is gebruikt om een model te ontwikkelingen waarin de relatie
tussen sociale participatie wordt verklaard door de vraag naar de
producten van de enterprise te gebruiken als interveniérende variabele.

Een verklarende, kwalitatieve casestudy is gedaan waarin entrepreneurs
zijn geinterviewd met behulp van een semi-gestructureerde vragenlijst.
Met het doel de betrouwbaarheid en validiteit van het onderzoek te
vergroten zijn naast deze interviews ook observatie, focus groepen en
documentatie gebruikt voor de dataverzameling.

De resultaten laten zien dat de sociale participatie van een entrepreneur
de adoptie van moderne energie kan beinvloeden omdat sociale
participatie klanten kan opleveren voor de enterprise. Het grotere aantal
klanten kan ervoor zorgen dat de entrepreneur een grotere vraag ervaart
waardoor een hogere efficiency van moderne energie de entrepreneur kan
stimuleren om moderne energie te gebruiken. Door andere verklaringen te
zoeken voor relaties die de veronderstelde relatie tegenspreken wordt
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deze relatie versterkt. Er kan geconcludeerd worden dat andere factoren
de beslissende factor kunnen zijn voor een entrepreneur om moderne
energie te gebruiken maar de vraag naar de producten van de enterprise
wordt altijd meegenomen.
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Preface

Once there was a girl, who started out for a quest to find the truth. She
carried a scientific model and her own perception of reality. Both were
founded on the past, the scientific model guided by previous research and
her own perception of reality guided by the concepts which she was used
to reason from and the emotions which lead to their construction.

During the first episode of the quest she stepped into a world, realizing
that the model and her perception of reality were crushed by the different
present she entered. Both had to be redesigned. Every place she visited,
every face she saw, every conversation she had and every relationship
she built, simultaneously shaped their development. The scientific model
shaped her perception and the perception fed the construction of her
scientific understanding.

In the second episode she stepped back into her own world. A new world.
A world not shaped by realities but by people's perceptions of them. She
acknowledged a different reality in her, in you, in me and in everybody
around us.

For the purpose of finding a truth, the final episode demanded her to
construct a scientific model. A universal truth which encompasses people's
different perceived realities so it can guide people's future actions.
Therefore she had to leave all the personal lessons she had learnt from
every place, every face, every conversation and every relationship.
Distancing from her own perception of reality....her method to give sense
to the world.

Karlijn
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Poem without title
Rabindranath Tagore
(7 mei 1861 - 7 augustus 1941)

"Through death and sorrow
there dwells peace
in the heart of the Eternal.
Life’s current flows without cease,
the sunlight and starlights
carry the smile of existence
and springtime its songs.

Waves rise and fall,
the flowers blossom and fade
and my heart yearns for its place
at the feet of the Endless.”

"I have felt your muffled steps in my blood,
Evermoving Past,
have seen your hushed countenance
in the heart of the garrulous day.

You have come to write the unfinished
stories of our fathers in unseen script
on the pages of our destiny;
You lead back to life the unremembered
designs
for the shaping of new images.

Is not the restless Present itself a crowd
of your own visions
Flung up like a constellation from the abyss
of dumb night?”

" You ask me, mother, where I most wish
to go. It is there from where I
first came to you. But I never can
remember the place.
My father smiles at my trouble and says,
"It is beyond the clouds in the land
of the evening star”.

But I hear from you, it is deep in the
bosom of the earth, from where the
flowers come away seeking the sun.

"That land lies unseen,” my auntie says,
"in the bottom of the seas, hiding
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all the precious gems in its store.”
My brother pulls my hair and says, "How
can you find it, you stupid one, for
it is mingled in the air.”
It must be everywhere, it seems to me
when I listen to you all.
Only my school-master shakes his head
and says- "It is nowhere.”

"Once again I wake up when the night has
waned,
when the world opens all its petals once more,
and this is and endless wonder.
Vast islands have sunk in the abyss
unnamed,
stars have been beggared of the last flicker
of their light,
countless epochs have lost their ladings.
World-conquerors have vanished into the
shadow of a name
behind dim legends,
great nations raised their towers of triumph
as a mere offering to the unappeasable
hunger of the dust.
Among this dissolving crowd of the
discarded
my forehead receives the consecration of
light,
and this is an endless wonder.
I stand for another day with the
Himalayas,
with constellations of stars.
I am here where in the surging sea-waves
the infuriate dance of the Terrible
is rhythmed with his boisterous laughter.
The centuries on which have flashed up
and foundered
kingly crowns like bubbles
have left their signature on the bark of
this aged tree,
where I am allowed to sit under its ancient
shade for one more day,
and this is an endless wonder.”
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Chapter 1: Introduction

1.1 Background

In international policy making a strong rationale exists for promoting the
development of small rural enterprises as a key contributor to poverty
reduction. A central aspect in this promotion is the transfer of technology
to increase productivity and competitiveness.

Johannesburg World Summit on Sustainable Development 2002, Plan on
Implementation (UN 2002):
"To strengthen the contribution of industrial development to poverty
eradication, financial and technological support has to be provided
to rural communities of developing countries to enable them to
benefit from safe and sustainable livelihood opportunities in small
scale enterprises.”

An important enabling factor for promoting the use of new technologies is
the adoption of modern energy sources. Most literature confirms that
improved energy access to modern energy services has led to an increase
in enterprise's activities due to increased efficiency or variation in
productive uses (Barnes, 1998, Meadows, 2003, Karekezi et al, 2002,
Fakira 1994, Etcheverry 2003). Attention is therefore focused to
promoting the uptake of modern energy.

Millenium Development Goals Plan of Action (UN 2005):
“"The availability of jobs, productivity increases or economic
opportunities is severely limited without access to modern energy
services and fuels- which can catalyse the creation of micro
enterprises, livelihood activities beyond daylight hours and locally
owned businesses”

United Nations Industrial Development Organization, 2006: (UNIDO
2006):
“"Improved industrial energy efficiency can be a major contributor to
improved competitiveness, which is itself a key contributor to
poverty reduction.

One thing is clear: Modern energy aids development. Then why do not all
entrepreneurs, who have access to modern energy, adopt it? Pachauri and
Spreng (2003) explain that physical access to energy and energy using
end-use equipment is a prerequisite. However, real access to energy
services can be limited by the purchasing power of the household, the cost
of energy and the cost of energy using equipment (Pachauri and Spreng,
2003, p. 5). Kooijman-van Dijk (2005) explains that access to modern
energy is just one factor influencing entrepreneurs' decision to use
modern energy. One of the most important factors is the demand for an
enterprise's products. The demand may lead to a relative advantage, such
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as increased efficiency, comfort or quality. These are the motivations of
entrepreneurs to choose for modern energy or the energy end-use
equipment which these modern energy sources make possible (Kooijman-
van Dijk, 2005: 5).

This is in line with literature about the uptake of any technology in
general, which states that the adoption of technology is spurred by market
opportunity or demand-pull (Kamien and Schwartz, 1982, Scherer, 1982,
Cohen and Levin, 1989, Cohen, 1995).

An explanation for the fact that not all entrepreneurs who have access to
modern energy, adopt it, may thus be related to the demand for their
enterprise's products. In this respect, demand can not be considered as a
fixed value but as a determinant of the ability of the entrepreneur to reach
customers as well as the demand and supply in the market. As Hollifield
(2003) states: "To be economical, there must be demand, but there must
be access to generate demand.”

1.2 Problem definition

This research tries to understand why some entrepreneurs use modern
energy while others don't. The demand for the enterprise's products may
explain this. Demand for the enterprise's products is both determined by
the ability of the entrepreneur to attract customers as well as the demand
and supply in the market. The ability of the entrepreneur to attract
customers can be classified as a characteristic of the entrepreneur while
the demand and supply in the market are related to the type of product
which the energy source helps to produce. To understand the reasons why
entrepreneurs choose modern energy it is possible to view the adoption of
modern energy as an innovation. A great deal of literature is available
which offers a framework for understanding the adoption of an innovation.
One of the most prominent frameworks used is Rogers' (1995) theory of
the diffusion of innovations. Rogers (1995) defines an innovation as an
idea, practice or object that is perceived as new by an individual or other
unit of adoption. Rogers describes five variables which influence the
adoption of an innovation. These are: the perceived attributes of an
innovation, the type of innovation-decision, the communication channels
used, the extent of change agents’ promotion efforts and the nature of the
social system (Rogers, 1995: 207).

According to Rogers, the diffusion literature indicates that much effort has
been spent in studying the characteristics of different adopters in
innovativeness but that relatively little effort has been devoted to
combining these with the properties of an innovation. Rogers explains that
these properties can be very important in understanding people's
reactions to innovations because they can be modified by the way the
innovation is given shape (Rogers, 1995: 204).

These properties of an innovation are reflected in Rogers' variable: the
perceived attributes of the innovation. Rogers explains that from 49 - 87
percent of the variance in the rate of adoption is explained by this variable
(Rogers, 1995: 206).
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The perceived attributes of the innovation consist of a component which is
determined by the factual characteristics of the innovation but the
adjective perceived sheds light on the subjectivity due to characteristics of
the entrepreneur (Rogers, 1995:209).

In this research, the demand for the enterprise's products is considered as
an perceived attribute of the innovation. As was mentioned before, this is
subject to the ability of the entrepreneur to reach customers and the
demand and supply for the product in the market. The ability of the
entrepreneur to reach customers depends on the strategies which are
used for advertisement, networking etc. Landry et al (2002) explain that
one important factor influencing the ability to attract sufficient customers
is social participation. Since the scope of this research is a bachelor's
assignment this research will focus on social participation.

This research will imply that an important reason for entrepreneurs to
adopt modern energy is that they experience a demand for the
enterprise's products. An important factor influencing this demand is the
ability of the entrepreneur to attract customers and this is influenced by
the entrepreneur's social participation. For international policy makers this
means that investing in access to modern energy is just one side of the
story. It is just as important to create demand for the enterprise's
products. This can be influenced both by increasing the abilities of
entrepreneurs to attract customers through social participation and by
investing in the creation of markets.

Figure 1 shows the proposed relationship between social participation, the
demand for the enterprise's products and the adoption of modern energy.

Figure 1: Proposed relationship between social participation and modern energy adoption
Social Adoption of

participation e | \odcrn energy

Demand for the enterprise's products

1.3 Research strategy

For this research a deductive approach will be used. Theory about the
adoption of innovations will be used to develop an analytical framework
and select units. Also during the fieldwork, theory will be used to increase
the validity and achieve saturation. The results will be followed by
analytical generalisations and a search for rival explanations to try and
make a contribution to theory.
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1.4 Research questions

Since this research is performed in the light of a bachelor's assignment
the geographical area of research is limited to the state of Uttaranchal in
India.

This research will focus on the following research question:

'How and why does the social participation of an entrepreneur in
Uttaranchal, India influence the adoption of modern energy?'

The sub-questions derived from this are:

1. How can the relationship between an entrepreneur's social
participation and the adoption of modern energy be explained by
Rogers' theory of the diffusion of innovations?

2. How can Rogers' theory be operationalized to research the
relationship between an entrepreneur's social participation and the
adoption of modern energy?

3. How does the social participation of an entrepreneur in Uttaranchal,
India, influence the adoption of modern energy, in practice?

1.5 Research design

An explanatory qualitative case study will be done (Yin, 2003). The aim of
this research is to conduct an in-depth investigation of the relationship
between variables at a specific instance and location. According to Yin
(2002) the qualitative case study is an appropriate method for empirical
research when the phenomena being studied cannot be easily separated
from their organizational context. This is the case when entrepreneurs'
characteristics are researched, in the light of their social participation and
the demand for the entrepreneurs products. Case studies are preferred
when “how” and “why” questions are being posed and when the focus is
on a contemporary phenomenon with some real-life context, when the
investigator has little control over the events (Yin, 2003).
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Chapter 2: Theory and concepts

"One of the greatest pains to human nature is the pain of a new
idea. It...makes you think that after all, your favorite notions may
be wrong, your firmest beliefs ill-founded... Naturally, therefore,
common men hate a new idea, and are disposed more or less to ill-
treat the original man who brings it.”

- Walter Bagehot (1872) Physics and Politics

In 2.1 the concepts will be defined which are related to the understanding
of the research question. In 2.2 an analytical framework will be developed
which will be conceptualized in 2.3.

2.1 Concepts

Since this research analyses the adoption of modern energy in enterprises
from the viewpoint of innovations, the concepts of innovation, enterprise
and energy source will first be defined.

2.1.1 Innovation

Rogers (1995) explains that an innovation is an idea, practice or object
that is perceived as new by an individual or other unit of adoption. In this
research an innovation will be considered as the implementation of a
technology which has not been used in the enterprise before.

2.1.2 Enterprise

An enterprise will be considered as an entity in which an entrepreneur is
doing something for somebody else, who is voluntarily willing to pay for it.
In this research an enterprise is considered in the light of activities of
innovation. Therefore it is important to distinguish between people doing
labour and entrepreneurs. Labour is described as performing activities
against a fixed wage per time unit. In this case the person performing the
value addition does not have a possibility to increase his/her income
through, for example, increased efficiency or customer satisfaction.
Entrepreneurs get paid according to the amount of products or services
they deliver to their customers. Through increased efficiency or customer
satisfaction they can increase their profit.

2.1.3 Energy source

Barnett (2000) describes that traditional energy sources can be
distinguished from modern energy sources such as electricity, coal, oil and
gas. The characteristics of modern energy are that they are in some
senses more convenient. Barnett describes this convenience as more
energy per unit volume, easier storage or distribution or more efficient at
doing useful work.
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Karakezi, Lata and Coelho (2004) refer to traditional energy sources as
being immediately ready for combustion. Examples are wood, charcoal,
leaves, agriculture residue, animal/human waste. The use of these
sources is often very inefficient. Modern energy sources have been
converted from traditional sources into advanced sources as gas, liquid
fuels and electricity (Karakezi, Lata and Coelho, 2004: 3).

Water power can not be categorized according to these definitions.
Therefore it will be categorized as a traditional energy source because it is
immediately ready for use (as are the other traditional energy sources)
and is often less efficient compared to using diesel or electricity for the
same purpose. In table 1 this classification is presented.

Table 1: Classification of traditional and modern sources of energy

Traditional energy Animal labour, Agricultural residue, Dung, Human labour,
sources Wood, Leaves, Charcoal, Water

Modern energy sources | Electricity, Oil, Gas, Diesel, Kerosene

2.1.4 Energy source and energy end-uses

Generally speaking people innovate for a reason. The difficulty with
innovations in energy sources is that it is not the energy source itself why
people choose to adopt it but what can be done with this energy. Barnett
(2000: 5 ) describes these as energy-end uses:
“energy-end uses include cooking, lighting, heating, static and
mobile shaft power and, services such as communications and
entertainment...... Converting energy from one form to another has
a cost. This means that the cost of "useful energy” can be quite
different from the cost of the “"primary energy” or fuel. This is why
energy specialists increasingly refer to the provision of “"energy
services” rather than merely the supply of “energy””.
In this research the difference will be made between the energy source
and the energy-end use. Both may explain the adoption of modern
energy. An example of the influence of the 'energy source' is that an
entrepreneur may decide to use gas because it is more efficient in
comparison to kerosene. An example of the influence of the energy-end
use is that an entrepreneur chooses to use a machine which runs from
electricity because it is more efficient than a machine on manual labour.

2.2 Rogers' theory of the diffusion of innovations

The rate of adoption of an innovation is the relative speed with which an
innovation is adopted by members of a social system. In general it is
measured as the number of individuals who adopt a new idea in a specific
period, such as each year (Rogers, 1995: 206). This means that the rate
of adoption is influenced by people adopting an innovation but also by
people rejecting an innovation. In addition, the rate of adoption considers
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the spread of an innovation over time. This research does not focus on the
adoption of modern energy by a predefined group of people but on the
adoption of modern energy by an individual, in this case an entrepreneur.
Therefore this research will not talk about a 'rate' of adoption but will
distinguish among entrepreneurs who use modern energy and have thus
adopted modern energy and entrepreneurs who use traditional energy and
have thus rejected modern energy.

2.2.1 Perceived attributes of innovation: combination of adopter
and innovation

In his model for the diffusion of innovations, Rogers (1995) includes five
variables which explain the adoption. These variables are the perceived
attributes of innovations, the type of innovation-decision, the
communication channels used to diffuse an innovation, the extent to
which change agents have promoted the innovation and the nature of the
social system (Rogers, 1995: 207). This research will consider the
perceived attributes of the innovation because this makes it possible to
view the demand for the enterprise's products as subject to the social
participation of an entrepreneur. Figure 2 shows the selection of the
variable perceived attributes of an innovation from the five variables
which, according to Rogers, influence the adoption of an innovation.

Figure 2: Selection of perceived attributes of innovation

Perceived attributes of innovation ——- A.doptior?
of innovation

Type of innovation-decision T Rt

Communication channelsused | ...

The nature of the social system T

Extent of change-agents promotion efforts |  ......cccceeeeeeeei: Feee,

2.2.2 Perceived attribute of an innovation: relative advantage

There are five perceived attributes of an innovation. They consist of a
component which is determined by the factual characteristics of the
innovation but the adjective perceived sheds light on the subjectivity due
to characteristics of the adopter. Figure 3 shows how the combination of
characteristics of an innovation and the characteristics of an adopter lead
to the perceived attributes of the innovation.
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Figure 3: Characteristics of the innovation and the adopter determine the perceived
attributes of an innovation

Adopter characteristics

Innovation characteristics

The combination of the factual attributes with the characteristics of
adopters leads to the following motivations for adopting or rejecting an
innovation: the relative advantage, compatibility, complexity, trialibility
and visibility. Rogers (1995) explains that diffusion research has found
that the relative advantage is one of the best predictors of an innovation's
rate of adoption. For the feasibility of this research the relative advantage
will be chosen as the perceived attribute of an innovation. Figure 4, part
4a, shows the selection of relative advantage from the perceived
attributes of the innovation.

The relative advantage is the degree to which an innovation is perceived,
by an individual, as better than the idea it supersedes. The relative
advantage can be increased efficiency, quality, comfort, social prestige,
saving of time and cost or other benefits (Rogers, 1995: 212-216). Since
this research is a bachelor's assignment only the increased efficiency will
be included because this can be directly related to an increase in demand
for the similar product. Figure 4, part 4b, shows the selection of increased
efficiency from te other possible relative advantages which an adopter can
experience. Comfort and social prestige tend to be more related to the
intrinsic motivations of entrepreneurs. Saving of cost and time do not
directly influence the demand because only additional actions, based on
these savings, can influence demand. Increased quality might be directly
related to demand but it can be questioned to what extent this is an
increase for the demand in a similar product. It may attract a larger part
of the potential customers from the previous market but it may also
attract new customers from other markets. In this case increased quality
can be considered as a product innovation.
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Figure 4: The selection of the relative advantage of increased efficiency from the
perceived attributes of an innovation

4a. Perceived attributes
of innovation

relative advantage 4b. Relative advantage

increased efficiency

2.2.3 Adopter characteristic: social participation

"It is hardly possible to overrate the value...of placing human beings
in contact with persons dissimilar to themselves, and with modes

of thought and action unlike those with which they are familiar....
Such communication has always been, and is peculiarly in the
present age, one of the primary sources of progress.” - John Stuart
Mill (1848)

Rogers(1995) does not directly link characteristics of adopters to the
perceived attributes of the innovation even though he explains that a
combination of characteristics of an adopter and characteristics of the
innovation are very important in explaining adoption (Rogers, 1995: 204-
206). In his theory he describes several characteristics of adopters which
may influence the relative advantage. Since the scope of this research is a
bachelor's assignment one of these characteristics will be chosen.

Social participation is part of the social capital of an individual. Woolcock
and Narayan (2000) explain that during the 1990s the contribution of
social capital to development has experienced an increase of attention in
development thinking. It is thought that social capital makes an important
contribution to risk and vulnerability reduction, which are important
variables in explaining the adoption of innovations (Rogers, 1995). In
addition Woolcock and Narayan stress that research on social capital is
still in its early stages (Woolcock, 2000: 19). Landry et al. (2002) have
found that social participation contributes more than any other social

20 An innovation's perceived advantage



variable to the likelihood of innovation (Landry et al, 2002: 682).
Therefore this research will consider the social participation of an adopter.

2.3 Conceptualization

2.3.1 Conceptualizing social participation and the adoption of
modern energy

Social participation

Rogers (1995) confirms a relationship between social participation and the
adoption of an innovation. He states that earlier adopters have more
social participation than later adopters. Rogers does not offer a systematic
method for analysing the social participation of adopters.

Lindstrom et al. (2003) explain that social participation is the degree to
which people are engaged in formal and informal activities. Lindstrom et
al. explain that this can be measured by asking respondents to what
extent they are engaged in formal and informal activities (Lindstrom et al,
2003: 274).

Adoption of modern energy

If entrepreneurs use modern energy sources they are considered to have
adopted modern energy. If entrepreneurs use traditional energy sources
they are considered to have rejected modern energy sources.

It can be hypothesized that:

"If entrepreneurs engage more in formal and informal activities,
they are more likely to use modern energy.”

2.3.2 Conceptualizing demand for the enterprise's products and
relative advantage

Relative advantage

As was mentioned in 2.1.6 the adoption of modern energy is motivated
through the advantages which the energy source or the energy end-use
offers. The advantage of increased efficiency is therefore guided by the
efficiency of the energy source or energy end-use.

Efficiency will be defined as input versus output.

Efficiency : Input
Output

Since this research considers increased efficiency of modern energy in the
light of the demand for the enterprise's products, efficiency will be defined
as producing more products in a similar time span. In section 2.2.2 it was
mentioned that producing the same amount of products in the shortest
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possible time span refers to a motivation of cost reduction and this will not
be considered. Therefore input will be considered fixed because the
research considers varying output (the amount of products). Increased
efficiency will thus be defined as an increase in the amount of products
which the enterprise is able to produce in a similar time span.

As was mentioned in 2.1.2 a modern energy source offers greater
efficiency but the degree to which this increased efficiency is beneficial for
the entrepreneur depends on the demand for the enterprise's products.

Demand for the enterprise's products

The demand for the enterprise's products is both determined by the
consumer demand in the market as well as the enterprise's strategies.
Kotler (2000) describes the demand in the consumer market as the total
volume which is bought by consumers of a defined group within a defined
geographical area, period and market environment. The size of the market
is determined by the number of potential customers. However the number
of potential customers in the market is not directly related to the demand
for the enterprise's products. This is also subject to the ability of the
entrepreneur to attract customers. The demand for the enterprise's
products will therefore be assessed at the level of the entrepreneur. In
relation to the production of the entrepreneur two situations in the
demand can be distinguished. In the first case, the number of potential
customers in the market can be larger than what the entrepreneur
supplies. In the second case the number of potential customers can be
equal to or smaller than what the entrepreneur supplies.

If the number of potential customers is larger than what the entrepreneur
supplies he can increase the number of products which he sells by
producing more. He may adopt modern energy because it offers him
increased efficiency.

If the number of potential customers is equal to or smaller than what the
entrepreneur supplies he can not sell more products by producing more.
Therefore the demand for his products does not lead him to experience an
incentive to adopt modern energy because of increased efficiency.

It can therefore be hypothesized that
" If the number of potential customers is larger than what the
entrepreneur supplies he may adopt modern energy because he can
increase the amount of products which he sells by increasing
efficiency .”

" If the number of potential customers is equal to or smaller than
what the entrepreneur supplies he will not adopt modern energy
because he can not increase the amount of products which he sells
by increasing efficiency.”
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2.3.3 Conceptualizing social participation and the demand for the
enterprise's products

It is hypothesized that there is a positive relationship between social
participation and the adoption of modern energy and it is hypothesized
that if the demand for the enterprise's products is larger than the supply,
he may adopt modern energy. If the demand for the enterprise's products
explains the relationship between social participation and the adoption of
modern energy, there has to be a positive relationship between an
entrepreneur's social participation and the demand for the enterprise's
products.

It is therefore hypothesized that:
“If an entrepreneur engages more in formal and informal activities he is

more likely to experience a demand for his products which is larger than
what he supplies.”

The hypotheses mentioned in 2.3.1-2.3.3 are combined in the model
presented in figure 5.

Figure 5: Relationship between social participation and the adoption of modern energy
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Chapter 3: Methodology

"Be not the first by who the new is tried, nor the last to lay the old
aside.”
-Alexander Pope (1711) An Essay on Criticism, Part IT

The research method that will be used is based on Yin.

Yin (1989) uses the following steps:

Research questions

Development of a theoretical framework

Units of analysis

Logic for linking data to theoretical framework

Criteria for interpreting findings

Case study

Theory building through analytic generalisation, looking for rival
explanations

NounhkwnE

3.1 Research questions

This research will focus on the following research question:
'How and why does the social participation of an entrepreneur in
Uttaranchal, India influence the adoption of modern energy?"
The sub-questions derived from this are:

1. How can the relationship between an entrepreneur's social
participation and the adoption of modern energy be explained by
Rogers' theory of the diffusion of innovations?

2. How can Rogers' theory be operationalized to research the
relationship between an entrepreneur's social participation and the
adoption of modern energy?

3. How does the social participation of an entrepreneur in Uttaranchal,
India, influence the adoption of modern energy, in practice?

The relationship between the independent variable, social participation,
and the dependent variable, adoption of modern energy, will be described.

3.2 Development of a theoretical framework.

For understanding the relationship between social participation and the
adoption of modern energy Rogers' (1995) model of the diffusion of
innovations will be used. In this research the innovation is modern energy.
Rogers explains that the perceived attributes of an innovation influence
the adoption of innovations. The perceived attributes of an innovation
consist of a component which is determined by the characteristics of the
adopter, in this research the social participation of an entrepreneur and by
the factual attribute of the innovation, in this case the demand for the
enterprise's products. Rogers (1995) describes the relative advantage as a
perceived attribute of an innovation. This research will consider the
relative advantage of increased efficiency. By involving the intervening
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variable of the demand for the enterprise's products the relationship
between adoption of modern energy will be explained. To do this three
relationships will be researched:
1. The relationship between social participation and the adoption of
modern energy.
2. The relationship between the demand for the enterprise's products
and the adoption of modern energy.
3. The relationship between social participation and the demand for the
enterprise's products

Figure 6: Relationship between social participation and the adoption of modern energy
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3.3 Units of analysis

As was mentioned in section 1.4, an explanatory qualitative case study
will be done in the state of Uttaranchal in India. In this study a multiple-
case design will be used because it will strengthen the results through
pattern-matching and increase the internal validity of the research (Yin,
1994). The units of analysis in this research are entrepreneurs.

Practical constraints, such as time and money, lead to the decision to limit
the analysis to entrepreneurs within the tiny and small rural industry in
Uttaranchal in India. The objective of this research is to understand why
entrepreneurs adopt or reject modern energy. This objective was
developed to make a contribution to the understanding of poverty
eradication, by promoting the adoption of modern energy in small
enterprises. A first criterion is that the research area has to include
enterprises with and without modern energy. The second criterion is that
the area should include small enterprises and based on Chadha (2003) it
was concluded that these are most prevalent in rural areas.

India was chosen because it seemed to be a good sample with variation in
social participation because Indian society in characterized by essential
differences between (groups of) people (Chadha, 2003). Rogers (1995)
explains that the differences between groups may be essential in
understanding why some people adopt and others reject innovations.
The state of Uttaranchal in India was chosen because this is a
mountainous state with mostly rural areas. Uttaranchal used to be a
remote area with low energy development, partly because of this it
became a separate state in 2000. Since then many investments have
been made to promote the uptake of modern energy but there are still
many advancements to be made in energy promotion. The chance of
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finding both enterprises which are using modern as well as traditional
energy sources was therefore considered to be high.

3.3.1 Selection of units

Following the choice for a case study Yin (1989) stresses the importance
of purposive sampling. In this research, stratified, multi-stage purposive
sample is used to decrease the chance of intervening variables. Patton
gives a list of sampling methods which will all be used in selecting the
units (Patton,1990:182-183). Fortuijn explains that this will serve the aim
of triangulation of data (Fortuijn, 2004).

In total 43 enterprises were selected in 16 village clusters in two districts
of Uttaranchal. The first stage of the multi-stage purposive sampling
consists of the selection of two districts within the state of Uttaranchal
based on their geographical characteristics. Almora district was chosen as
a mountainous region and Dehradun as a region in the plains, at the
border with the mountains.

The second stage consists of the selection of village clusters within both
districts. Porter (1998: 78) defines clusters as geographic concentrations
of interconnected companies and institutions in a particular field. Village
clusters were selected based on their location, on the size of the market,
on their interconnectedness with other markets and on the characteristics
of energy sources.

The third stage of the multi-stage purposive sampling consists of the
selection of enterprises within the village clusters. For selecting the
enterprises it is important that they represent the theoretical possible
variation in the phenomenon under research (Glaser and Strauss (1967)).
Enterprises are selected based on their size, the industry, the energy
source, the energy service, their market access.

The sampling was done based on the information of Non-Governmental
Organizations (NGOs)!, government officials, villagers and entrepreneurs.
The complete process of selection of units can be found in appendix 8

3.4 Logic for linking data to analytical framework.
Although Rogers (1995) states that a relationship exists between the
variable social participation and the adoption of modern energy, he does
not give explanations for this. The variable social participation is thus
conceptualized based on Lindstroms definition of social participation
(Lindstrom et al, 2003, Lindstrom, 2000). He defines social participation
as the engagement in formal and informal activities.

In addition, Rogers (1995) does not shed light on the influence of the
demand for the enterprise's products on the adoption of innovation.
Kotler's (2000) definition of market demand is used to define the demand
in the market but the analysis is done to understand the demand for the
enterprise's products. Therefore two types of demand at the level of the
enterprise are distinguished. In the first case demand exceeds supply in

"Non-Governmental Organization. In the Indian definition this is an independent organization which focusses its
attention to social issues such as protection of environment, health issues, development issues or human rights.
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the second case demand equals or is smaller than supply. This
relationship is explained by Rogers' explanation of the influence of
increased efficiency on the adoption of an innovation.

3.4.1 Local concepts based on research area

For the feasibility of this research the research will focus on the tiny and
small rural industry in Uttaranchal, India. The motivation for this decision
can be found in chapter 3. As Yin (1989) explains, it is important to use
local definitions for concepts and indicators and this is especially important
in this research because the Indian concept of industry is essentially
different from our Western concept.

Enterprise and farming

Especially in rural areas in India it is important to separate income
generation through farming from other non-farm income generating
activities by enterprises. Farm income generation will be defined as selling
agricultural products or animals directly from the land without adding
additional value by making the products go through a production process.
Any other activity producing income in an enterprise will be considered
non-farm income generation.

Rural industry

In Uttaranchal the definitions of rural town, roadhead and offroad village
are used. These are not defined by their size but by the function they
perform in access to products and services. Off road villages are villages
without access to a road, the enterprises which are found in these villages
serve daily needs for the villagers, such as food and clothing. Roadheads
are villages which are situated on the road-side. They also serve daily
needs but their customers are both villagers and passers-through. Rural
towns are also situated on the road side but they serve differentiated,
irregular needs for local villages and for villages at distant locations.
People from off-road and basic needs occasionally visit these markets for
their irregular needs.

Tiny and small industry

To define the classification of tiny and small rural industry according to
measurable variables Chadha (2003) refers to the industrial surveys that
have already been performed in India which classify enterprises according
to the number of workers in the enterprise. The first classification is the
own-account manufacturing enterprises (OAME’s). These enterprises are
owned and operated without the help of any hired worker, employed on a
fairly regular basis. Second, an establishment which employs a total of not
more than 5 workers is known as non-directory manufacturing
establishment (NDME). Finally, an establishment which employs a total of
6-10 workers is categorized as a directory manufacturing establishment
(DME) (Chadha, 2003: 53).
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In this research the tiny industry consists of enterprises which are owned
and operated without the help of any hired worker, employed on a fairly
regular basis (Chadha, 2003: 53). The small industry consists of
enterprises which employ a total of not more than five workers (Chadha,
2003: 53).

3.5 Criteria for interpreting findings; operationalization.
According to Lindstrom et al. (2003), the engagement in formal and
informal activities can be operationalized by asking respondents to what
extent they are engaged in informal and formal activities such as unions,
formal organizations, church, night clubs, large gatherings of relatives,
private parties, theatre, sports or other activities. Because the
engagement in formal and informal activities may be different in the
Indian context it is necessary to find out in which activities entrepreneurs
take part before assessing how strong their engagement is. The examples
of formal and informal activities which Lindstrom et al. (2003) have
identified are used as a guide. An entrepreneur's social participation will
be assessed through a questionnaire. Their answers will supplemented by
information from focus groups and customers about the entrepreneur.
Table 2 presents the operationalization.

Table 2: Operationalization of social participation

Indicator Operationalization Questions
1. Engagement in: - At what occasions does the entrepreneur meet
Respondents |- unions groups of people?
engagement |- formal organizations |- How often does the entrepreneur meet groups of
in formal and |- church people?
informal - night clubs - Does the entrepreneur visit other cities?
activities - private parties - How often does the entrepreneur visit other cities?
(Lindstrom et |- theatre - Is the entrepreneur a member of a group?
al., 2003). - sports or other - Is the entrepreneur a member of a government
activities. organization?
- large gatherings of - Is the entrepreneur a member of a private
relatives organization?

The different indicators of social participation will be combined to give an
impression of the total social participation of the entrepreneur. The
scoring of the indicators for social participation will be done based on the
activities in which entrepreneurs engage. The method for scoring and the
scores of all the individual entrepreneurs are presented in Appendix 9

In this research an entrepreneur has adopted modern energy when he
uses modern energy. An entrepreneur has rejected modern energy when
he uses traditional energy. The adoption of modern energy will be
assessed by observation and by asking entrepreneurs which energy
sources they use. The entrepreneurs are also asked to indicate their
motivations for adopting or rejecting their energy source. In table 3 the
adoption of modern energy is operationalized.
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Table 3: Operationalization of the adoption of modern energy

Indicator Operationalization
The use of modern The entrepreneur uses electricity, oil, gas, diesel, kerosene or other
energy sources. modern energy sources.

The use of traditional The entrepreneur uses animal labour, agricultural residue, dung, human
energy sources labour, wood, leaves, charcoal , water or other traditional energy sources.

The demand for the enterprise's products is separated into two possible
values, demand exceeds supply or demand equals or is smaller than
supply. The value of the enterprise's demand will be assessed through a
questionnaire.

Table 4: Operationalization of the demand for the enterprise's products

Indicator |Operationalization Questions
Demand The number of potential customers is |- Does the entrepreneur ever tell customers
exceeding |larger than what the entrepreneur that he/she cannot deliver the product?
supply supplies. Why?

- - - Would the entrepreneur be able to sell
Supply_ The number of potential customers is more if he produces more? Why?
exceeding |equal to or smaller than what the
or equaling | entrepreneur supplies.
demand

Based on the operationalization an in-depth, qualitative, semi-structured
questionnaire is constructed. (See appendix 1) During the interviews
observations of the local translator and researcher will be used to verify
the data. Focus-groups and interviews with village leaders are used to
embed the entrepreneurs within their context for purposes of verification.
Information from government agencies will be used to get information
about policies and programmes related to enterprise and energy (See
appendix 6: table 21). These will foster understanding of the context and
concepts related to social participation, demand and energy sources.

3.6 Case study

The case study is based on 43 interviews with entrepreneurs in 16 villages
in 2 districts of Uttaranchal, 5 interviews with village leaders, 18 focus
groups, participant observation and documentation of NGO files and files
from government agencies. This was done over a time period of 6 months.
The selection of cases was not done in advance to the case study but was
a process designed during the case study based on expert information and
observations. The cases were selected based on multiple sampling
methods as identified by Patton (1990) to achieve triangulation (see 3.3
Units of analysis).

During the fieldwork indicators appeared which shaped the selection of
cases and the research design. Several times during the case study
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experts from NGOs and scientific translators were consulted to increase
the construct validity of the research (Yin, 1994).

The collected data have been coded with software programme QSR. QSR
is a qualitative data analyses programme with which interviews, notes and
other qualitative data can be coded based on the important definitions
which were identified in advance and during the interview. Both
Eisenhardt (1989) and Yin (1989) stress the importance of using local
definitions for concepts, selection of cases and indicators. In Appendix 5
the terminology for coding the indicators in described.

After the coding of the data, the programme can be asked to look for
relationships between coding categories or find coding relationships within
certain documents. For example it is possible to combine the variable
'membership of government' with the variable ' energy source used'. This
can be presented in a cross table with rows identifying the variation in
membership of government and columns identifying the variation in
energy source used. The relationship between the two variables are thus
easier to assess.

3.7 Theory building through analytic generalisation

Yin (1994) points out that generalizations of results, from either single or
multiple designs, is made to theory and not to populations. This research
aims to make a contribution to the understanding of the adoption of
modern energy. The three relationships, which were all separately
addressed in the research sub-questions are answered. Their answers are
combined to given an answer to the question how social participation
influences the adoption of modern energy and how this can be explained
through the demand for the enterprise's products.

Based on the analyses of validity and reliability and the search for rival
explanations the causal relationship will be assessed. This will lead to
reflections about the objective and the implementation of the research
and the theories used to come to this conclusion. Recommendations will
be made for science and for policy makers concerned with the promotion
of modern energy.
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Chapter 4: Results
4.1 Social participation and adoption of modern energy

4.1.1 Entrepreneurs' engagement in activities

As was mentioned in section 2.4.1, one method for measuring social
participation is by asking respondents how often they engage in activities.
Based on Lindstrom et al (2003) several indicators of social participation
were listed. It was found that the engagement in activities in Uttaranchal,
India is different from the engagement in activities in Malmo, Sweden,
where Lindstrom et al (2003) performed their research. Table 5, column 2
lists the activities in which the interviewed entrepreneurs take part.
Column 3 indicates the amount of entrepreneurs from the entire sample
which took part in these activities.

Table 5: Amount of entrepreneurs which engage in several social activities

Activity Number of entrepreneurs taking part in the activity
(total 43)
Marriages and religious 43
Social Visiting market places 42
events
Member of panchayat? 3
Government Member of government 3
Organization | S€hool
Employee of post office 2
Member of Sahar-India® 2
Member of NGO 5
. Member of Trade 1
Private organization
organization
Member of committee of 1
directors of companies
Member of a music band 1
Member of a Self Help 3
Group*

In paragraph 4.1.2 to paragraph 4.1.5 the relationship between
engagement in social events and membership of either government
organizations or private organizations in relation to the adoption of
modern energy will be discussed. Even though the total number of
entrepreneurs is 43, not all have indicated their engagement in all formal

2A panchayat is a local administrative government unit. The panchayat is made up of a prathan, who is the head
of the panchayat, and wardmembers, who are in charge of sub-units within the panchayat. The function of the
panchayat is to distribute the money, coming from the state government, according to the needs of the villages.
*Sahar-India is an insurance company which holds monthly meetings for its members, to decide about the
execution and formulation of policy.

*A Self Help Group is a group of people which collectively save money, either for investing in livelihood
creation or for insurance purposes.
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and informal activities. In case they did not they were left out of the
sample for this specific activity. The size of the sample is indicated below

the tables.

4.1.2 Frequency of attending marriages and religious functions.

The entrepreneurs were asked to indicate how often they attend
marriages. In table 6 the relationship between the frequency of attending
a marriage and the type of energy source used is shown. Row 4 shows
that entrepreneurs who attend more than 20 marriages a year all use
modern energy sources. There is no obvious relationship between a
frequency of less than 20 marriages per year and the use of modern
energy sources. Chi-square can't be used for assessing a relationship
because the expected value of every cell in the table is not 5 or more.

Table 6: Attendance in marriages or religious functions related to the energy source

used
Energy source |electricity |LPG |diesel |kerosene |Other |Upgraded |Traditional
Frequency attending gas gharat energy source
marriage/religious
functions
< 10 times per year 2 1 1 - - 1 7
10-20 times per year 1 1 1 - 1 - 3
> 20 times per year 4 2 1 3 - - -

Based on QSR results: frequency of attending marriage near religious functions and energy source,

n=26 (MATRIX)

4.1.3 Frequency of going to bigger cities.

The entrepreneurs were asked how often they go to bigger cities. In table
7 the relationship between the frequency of going to bigger cities and the
type of energy sources used in the enterprise is shown. Entrepreneurs

who go to bigger cities on a weekly or monthly basis seem to use modern

energy sources more often than entrepreneurs who go to bigger cities
only a few times per year.

Table 7: Frequency of going to bigger cities related to the energy source used

Energy source |electricity LPG |diesel | kerosene |Other |Upgraded |Traditional
Frequency of going gas gharat energy source
to bigger cities
On a weekly basis 7 4 - 2 2 4
On a monthly basis 5 4 3 - - 3
A few times per year - - 1 - - 8

Based on QSR results: frequency of going to bigger cities and energy source, n = 41 (MATRIX)

4.1.4 Membership of government organization.

Entrepreneurs were asked if they were a member of a government
organization. Table 8 shows the relationship between membership of a
government organization and the energy source used in the enterprise. It
is shown that all but two entrepreneurs who are a member of a
government organization use modern energy sources. In row 2, 4 and 5 it
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is shown that all the entrepreneurs who are, respectively, a member of
the panchayat, an employee at the post office or a member of Sahar India
use modern energy sources.

Table 8: Relationship between membership of government organization and energy

source

Energy source
Membership of government
organization

electricity

LPG

diesel

kerosene

Other
gas

Upgraded
gharat

Traditional
energy source

Panchayat member

Member of government
school

Employee of post office

1

Member of Sahar India

1

1

No member

10

2

4

2

2

2

13

Based on QSR results: Membership of government organization near energy source, n = 42

(MATRIX)

4.1.5 Membership of a private organization

Entrepreneurs were asked if they were a member of a private
organization. Table 9 shows the relationship between membership of a
private organization and the energy source used in the enterprise. It is
shown in row 2 and 5 that no obvious relationship exists between
membership of an NGO or Self Help Group and the energy source used.
Row 3 shows that the entrepreneurs are a member of the committee of
directors do use modern energy sources. The entrepreneur who plays in a
band also uses modern energy.

Table 9: Relationship between membership of private organization and energy source

Energy source |electricity |LPG [diesel |kerosene|Other |Upgraded |Traditional
Membership of private gas gharat energy source
organization
NGO 1 1 1 - - 2 1
Committee of directors of |2 1 - - 1 - -
companies
Music band - - - 1 - - -

Self Help Group - - - - - - 3
No member 13 4 3 2 1 0 10

Based on QSR results: Membership of private organization near energy source, n = 41 (MATRIX)

4.1.6 Total social participation

In paragraph 4.1.2 to 4.1.5 the influence of four separate indicators on
the energy source have been discussed. The combination of these
indicators will give an indication of an entrepreneur's total social
participation. In appendix 9 he method for scoring is explained. The
entrepreneurs which did not provide a measure on all the above-
mentioned indicators were left out of this sample. This is done because
the score in table 10 is calculated by adding the scores for the separate
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indicators. From table 10 it becomes clear that entrepreneurs who use
traditional energy sources score lower on the social participation.

Table 10: Total score on social participation and the energy source used

Score 0 1 2 3 4 5 6 7 8 Average per entrepreneur
traditional 4 2 2 - 2 - - - - 1.4

modern - 1 1 5 2 2 - 2 1 4.1

n=24

4.1.7 Conclusion

An important method for strengthening the reliability of qualitative
research would have been the use of chi-square. The prescriptions for
using this method are that the expected value of every cell in the table
has to be five or more. The total sample of entrepreneurs shows to be too
small for achieving this. Therefore, the strength of the conclusions about
the the relationship between social participation and the adoption of
modern energy is not high. This section will discuss the statistical
conclusion validity and rival explanations.

A threat to statistical conclusion validity is the probability that other,
intervening variables may explain the relationship between social
participation and the adoption of modern energy which is presented in
table 10. An example of an intervening variable may be an entrepreneurs
available financial capital. When relating financial capital to the social
participation score it can be concluded that all the entrepreneurs with poor
financial status have a low score on social participation (Appendix QSR
results: financial status near social participation score). When relating
financial capital to the energy source used it can be concluded that 9 out
of 10 entrepreneurs with low financial status use traditional energy
sources. It is possible that financial capital accounts for the relationship
which has been found.

The relationship, presented in table 7, between more frequent visits to
bigger cities does not necessarily reflect more social participation. This
also depends on the size of the city in which the enterprise is located. If
an entrepreneur is located in a big market he may experience less
incentive to go to another big city because he can purchase all the
required products in his own market while an entrepreneur in a remote
area might have to go to bigger cities frequently.

Table 8 shows that all entrepreneurs which are members of government
organizations use modern energy sources except for two. This relationship
can be strengthened by concluding that both entrepreneurs do not have
their enterprise as their main income source (Appendix1: Kotmill and
Mantll). Both entrepreneurs claim that they do not have more time to
invest in the enterprise.
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The relationship between membership of a government organization and
adoption of modern energy, presented in table 8, may (partly) be
explained by the fact that all these organizations offer some kind of
security of financial capital which may decrease the risk of adopting
modern energy. The employees of the post office save money in a bank
account of the post office (Appendix1: Chhmill and Lanchl). The
members of the panchayat have control over the investments within the
village (Appendix 1: Ambcpl) and the members of Sahar-India are
insured (Appendix1: Pilswl and Piltll). This may present the relationship
between social participation and the adoption of modern energy stronger
than it is because financial security may be related to social participation
and the adoption of modern energy

Table 9 shows that all entrepreneurs which are members of private
organizations use modern energy sources except for two. This relationship
can be strengthened by concluding that both are members of Self Help
Groups (SHGs). SHGs are designed by the government of India to provide
the poorest people with decentralized collective insurance so the main
members will be the poorest people in communities. The likelihood of this
membership to create a substantial increase in demand or in adoption of
modern energy is small because these SHGs are within-village groups of
the poorest people so their available financial capital is very limited.

The values for total social participation score, which are reflected in table
10, were assigned based on a score on every indicator between 0-2. The
above-mentioned threats to validity are thus also reflected in the total
score. Another threat in this computation is that all government
organizations and private organizations were valued equally. However, it
can be hypothesized that membership of a government organization
concerned with the promotion of enterprises might be off greater
importance for increasing demand than being an employee in a
government school.

However, it is impossible to provide them with different scores since their
effect on increasing demand is not known.

The frequency of going to marriages and religious functions and to cities,
may reflect social participation, but an entrepreneur may also refrain from
going to marriages, religious functions and cities because the demand for
the enterprise's products is high and he has to work. The high demand
can be caused by another variable. The proposed positive relationship
between more frequent attendance of marriages, religious functions and
cities and the adoption of modern energy and the demand for the
enterprise's products may come out less strong because low social
participation is combined with high demand. The entrepreneur of a

36 An innovation's perceived advantage



sweetshop in Pilkholi has stated that he was too busy to go to marriages
(Appendix1: Pilswl).
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4.2 Demand and the adoption of modern energy.

Table 11 shows that out of all the 14 entrepreneurs which use traditional
energy sources 11 enterprises are confronted with demand for their
products which is equal to or smaller than what they supply. All these
entrepreneurs explain that they don't use modern energy because they
cannot sell a higher amount of products which prevents increased
efficiency or quality from being a motivation.

Table 11: Demand versus supply related to the energy source used

Energy source |electricity |LPG |diesel |kerosene |Other |Upgraded |Traditional

Demand gas gharat energy source
Demand exceeds supply |10 2 2 0 1 0 3
Demand is equal to or 5 3 3 3 1 2 11

smaller than supply

QSR results: demand versus supply near energy source, n = 43 (MATRIX)

4.2.1 Demand exceeds supply

The following entrepreneurs explain that they use modern energy because

their demand is larger than supply and they can meet a larger demand

through increasing efficiency or quality.

The entrepreneur of a welding enterprise confirms (Appendix 1: Sahwell):
"I use oxygen-gas and carbite for welding thin materials such as

iron and silver. Electricity is used for heavy joints.”..... “The demand
in the market is very high so I have hired two workers to increase

production”...... "My customers are from all over Uttaranchal and
they come here to my enterprise. I even have a customer in
Bombay”

A tailor in Sahaspur uses electricity for sewing (Appendix 1: Sahtll).
"I have been using electricity for five years. Before that I used
manual labour. By using electricity my machines run faster and I
can produce more. It is all about the demand which I have to meet
why I choose to use electricity”

A carpenter in Ambiwala explains that they use electricity because the
production takes a lot less time. Without a machine one finished product
which used to take two months to complete will now take 15 days. He
explains that his demand is higher than what he supplies and he is
thinking about getting more workers so he can sell more (Appendix 1:
Ambcpl).

A shoe-maker in Sahaspur has bought an electrical machine for finishing
the rims of shoes because of increased quality and increased efficiency.
Before that he used to finish the shoe-rims by hand. This machine does
better work because it does qualitatively good finishing and it works much
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faster. The entrepreneur explains that this helped him to meet the
demand (Appendix 1: Sahsh1l).

The entrepreneur of a chai-shop’ in Langhaf uses kerosene in stead of
wood because when he uses kerosene he can deliver better quality. He
explains that reaching a high temperature by burning wood takes much
more time than by burning kerosene. If customers have to wait for their
tea they might not have it at all. When there is an immediate requirement
for his product he can supply it (Appendix 1: Lanchl).

A tailor in Pilkholi explains (Appendix 1: Piltll):
"I use electricity for my interlock machine because it is not possible
to make a interlock machine run from manual labour. By using the
interlock machine I can hem the rims of clothes. This increases
demand.”

4.2.2 Supply exceeds or equals demand

The following entrepreneurs explain that they use traditional energy
because their demand is not large enough that they need to produce more
products. Increased efficiency or increased quality would therefore not
result in the sale of more products.

A blacksmith in off-road village Karchuli explains that he does not use
charcoal or electricity for making his tools because there is no more
demand (Appendix 1: Karbl1).

A tailor using manual sewing machines lives in Kotra. Kotra is an on-road,
small village with a maximum of 150 families. He says (Appendix 1:
Kottl1):
"I do not change my sewing machines into electrical machines
because this is expensive and my demand is not high enough for me
too have sufficient money to invest”

A blacksmith in Navalli explains (Appendix 1: Navbll):
"There was never such high demand that it was necessary or
required to use a more efficient energy source.”

The entrepreneur of a sweetshop in Navalli explains that the demand for
sweets is not higher than what he is currently supplying so there is no
need for him to increase the production (Appendix 1: Navsw2).

A tailor in the same village uses a machine on hand labour. He doesn't
have a machine on foot labour because these machines are much more
expensive. The entrepreneur says that it never happens that he says no to
customers. The entrepreneur is working up to demand. His demand is not
such that it is worthwhile to invest in a footmachine (Appendix 1: Navtll).

A miller in Tana explains (Appendix 1: Tanmill)

> A chai-shop is an Indian tea shop.
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"I don't use electricity because the demand is that large that
electricity would be beneficial.”

An entrepreneur of a sweetshop in Langhaf explains (Appendix 1:
Lansw1l):
"If the demand would be higher I could produce more by first using
kerosene and eventually with really high demand LPG because these
are more efficient than wood.”

4.2.3 Conclusion

The evidence that an entrepreneur's motivation for using modern energy
may be that it offers a possibility to sell more products through increased
efficiency and the evidence that entrepreneur's motivation for using
traditional energy may be that they can't increase their sales, is strong.
Even though other motivations may exist for rejecting modern energy,
such as a lack of financial capital to invest in modern energy or the
reliance on another income source, most entrepreneurs consider a
demand for their products as a necessary condition. The search for
motivations and rival explanations even strengthens the relationship found
in table 11. In three out of the 14 enterprises which use traditional
energy, the demand is larger than supply. All three entrepreneurs realize
that they could sell more but other factors are hampering the adoption. 2
out of these entrepreneurs have their enterprise as an additional income
source, next to their main income sources. The other entrepreneur does
not have the financial capital to adopt modern energy. The fact that rival
explanations are found for this relationship makes the relationship
between demand for the enterprise's products and the adoption of modern
energy stronger.

The demand for the enterprise's products is also related to the demand in
the market for the product. Kotler (2000) defines the size of the market
as the number of potential customers. Especially in India the type of
market is essential in explaining the number of potential customers.
Kooijman-van Dijk (2005) explains that three types of markets exist in
Uttaranchal: off-road basic needs markets, on-road basic needs markets
and differentiated markets. It appears that products for off-road basic
needs markets are only bought by customers from the off-road village,
products for on-road markets by people from the village and passers
through and that differentiated markets are markets where local people
buy products but many people from basic needs markets come to these
markets for differentiated needs. The demand in the market appears to be
larger than in the other markets. This is reflected in the fact that modern
energy is more prevalent in this market. The type of market may
therefore be an important intervening variable.
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4.3 Social participation and demand

Table 12 presents the relationship between the demand for the
enterprise's products and the social participation score. Row three shows
that entrepreneurs which have low social participation with scores O, 1
and 2 all claim that the demand for their products is equal to or smaller
than what they supply. Row two shows that three out of four
entrepreneurs which have high social participation with scores 7 and 8
explain that their demand exceeds supply.

Table 12: Relationship between demand for enterprise's products and the social
participation score

Social participation score 0 1 2 3 4 5 6 7 8
Demand exceeds supply 0 0 0 1 3 1 0 2 1
Demand is equal to or smaller than supply 4 3 2 4 2 0 0 1 0

QSR results: Demand versus supply near social participation score, n = 24 (MATRIX)

A few entrepreneurs confirm a direct relationship between their social
participation and the demand for the enterprise's products. The
entrepreneur of a fruitprocessing enterprise in Ambiwala explains that she
knows people in Delhi and Bombay. They sometimes order jams and
squashes from her enterprise. Her husband is a government employee
and his department is also a regular customer. In addition she is a
member of the Uttaranchal Fruit Processing Association through which she
sells products. She explains that the largest part of her income comes
from these regular customers (Appendix 1: Ambfrl).

The entrepreneur from a welding enterprise in Sahaspur is Muslim and got
into a social scheme from the government of Uttaranchal providing him a
loan and support for his enterprise. Following the success of the
enterprise, the entrepreneur was subscribed to an exam for welders,
organized by the an organization for the promotion of technology. The
members from this organization delivered many customers, business and
private. (Appendix 1: Sahwell).

If enterprises which are in the same market and sell a similar product
have a different demand this may be related to their social participation.
The entrepreneurs of two welding enterprises in the main market of
Sahaspur, Mr. Arshad and Mr. Hussein experience a substantial difference
in their total sales. While Mr. Hussein has a monthly sales of
approximately 50.000 Rs, Mr. Arshad has monthly sales of 1.000.000 Rs.
Mr. Arshad explains that he is able to sell to both business and private
customers through his contacts with the organization for the promotion of
technology (Appendix 1: Sahwell). Mr. Hussein only sells his products to
people who pass by his enterprise (Appendix 1: Sahwel2).

A miller from Tana, an off-road village in the village cluster Pilkholi,
explains that the demand for his flour is so small that he only grinds 1
hour per day while a miller from Chamoli, another off-road village in the
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village cluster Pilkholi, explains that he grinds approximately 7 hours per
day. Most people from Tana also come to this enterprise (Appendix 1:
Chamill and Tanmill). After talking to a group of locals it can be
concluded that nobody wants to have their wheat grinded by the miller
from Tana because he has strange behaviour and nobody wants to be in
contact with him (Appendix 1: Tanfocusl).

4.3.1 Conclusion

The relationship between social participation and the demand for the
enterprise's products is directly confirmed by entrepreneurs who explain
that they have acquired customers through their membership of
organizations. The relationship represented in table 12 can be
strengthened by analyzing why the entrepreneur, with a social
participation score of 7, has a demand for the enterprise's products which
is equal to or smaller than what he supplies. The entrepreneur explains
that he is making chai and the demand in the market is low because his
village is a small village with a population of 600 people, even though he
is the only entrepreneur of a chai-shop in Langhaf (Appendix1: Lanchl
and Lanprathan). Since the characteristics of chai does not make it a
product which can be sold in distant markets, the demand is confined to
the local market. The entrepreneur also explains that the chai-shop is an
additional income source next to his main job as a postmen.

The statistical power of the relationship between total social participation
and demand for the enterprise's products is decreased because the
entrepreneurs which have a missing value on one of the indicators are
kept out of table 12. The sample size therefore decreases which makes
the statistical power decrease.

The relationship between social participation and demand for the
enterprise's products is not very strong because it was not directly
researched how engagement in marriages and functions, visiting bigger
cities and membership of organizations has influenced the number of
customers of an enterprise.

As was mentioned in section 4.2.3, the demand for the enterprise's
products is also related to the demand in the market for the product.
Three types of markets are identified in Uttaranchal: off-road basic needs
markets, on-road basic needs markets and differentiated markets
(Kooijman-van Dijk, 2005). As was concluded from the entrepreneur from
the chai shop in Langhaf, social participation may not be of use for
acquiring customers if the market for the product is local and the amount
of people in the local environment is so small that the demand is not
sufficient to adopt modern energy.
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4.4 Discussion

Even though it was hypothesized that the relationship between social
participation influences the adoption of modern energy through the
demand for the enterprise's products the relationship may also be inverse.
This causes ambiguous temporal precedence (Shadish, Cook and
Campbell, 2000:52). An example of this is when the entrepreneur tries to
enlarge the market by advertisement or enlarging the geographical area in
which he sells. This may directly lead to a substantial increase in the
demand for the enterprise's products which may lead to the adoption of
modern energy. The investment in marketing may also cause an increase
in social participation by travelling to other cities or making new
acquaintances.

The threat of unreliability of measures is high because of lack of
knowledge of the culture and the language barrier. Even though the case
study design was extensively discussed with the translators and local
experts it is impossible to understand the manner in which the translator
asks the questions. The method of interviewing was through open-
questions but several times the entrepreneur did not understand the
question and the translator had to rephrase the question. It is possible
that he gave leads towards the answers which were given during previous
interviews. This may have caused investigator bias. Another language
problem is that it is difficult for the researcher to anticipate on questions
and answers since the translator may leave phrases from the answer
which he does not consider to be important for the research while they
are.

Since the researcher was not familiar with the culture some questions
might have been sensitive questions for the entrepreneurs. Within the
Indian culture objecting to foreigners or people from higher castes is
hardly done, especially in rural areas where the caste system plays a
more important role in the social organization. The translator may have
formulated or changed an answer or the entrepreneur may have not told
the truth. An example of this is the negative connotation around financial
capital. Entrepreneurs may have been reluctant to admit that they do not
have sufficient financial capital to pay for modern energy.

Another problem caused by the language barrier is that it is difficult to
have informal conversations and understand the informal talks between
villagers, entrepreneurs, customers and workers in the enterprise. This
may pose a problem to internal validity since triangulation through
participant observation is hampered.

The unfamiliarity with the Indian culture has also caused several threats
to internal and construct validity. It takes time to understand concepts as
defined by local definitions and the importance of different concepts can
differ within different cultures. During the initial stages of the research,
constructs and the right questions to understand their values were less
understood in comparison to the final stages of the research. The validity
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and reliability of the research was therefore increased during the research
because constructs were better understood and the best method for
reaching the correct value of the constructs gradually developed. This is a
threat to reliability of treatment implementation.

An important method which was used to increase the reliability and
validity of the research was the use of local translators with a scientific
background. Their local knowledge about the villages, local government,
characteristics of energy sources, entrepreneurs, activities of NGOs etc.
has been a very important source of information. This also made it
possible not to only research a moment in time but also look into
developments over a longer time period. Their scientific background
provided better understanding of methodology and made them assertive
in giving information which they considered to be important. Their
acquaintance with the local community also made the entrepreneurs feel
secure in providing information. Several times entrepreneurs gave as a
reason for refusing collaboration that they were scared that the
information would end up with the government. A disadvantage of the
local translators is that entrepreneurs may have obligations to sharing
personal information out of fear that the community would find out about
this. This may cause a threat to internal validity. It should be mentioned
that the entrepreneur may not mention this information to an outsider
either.

According to Yin (1994) the biggest threat to validity in case study
research is potential investigator subjectivity. This threatens the construct
validity of the conclusions. Yin (1994) has offered three possibilities to
decrease or overcome this threat. These are to have a key informant
review the case study proposal, acquiring several sources of evidence and
establishing a chain of evidence. This research counters potential
investigator subjectivity by using multiple cases and triangulation of data,
for example in-depth interviews, participant observations, focus-groups
and documentation. The case-study proposal has been discussed with
local experts such as NGO members and scientifically educated
translators.

The fact that only one researcher performed the case studies also harms
the validity of the research. Every researcher has his own frame of
reference. Especially when being introduced in another culture the
experience of the culture and the manner of involvement in the culture
may be of great influence.

Another way to counter construct validity is by using local definitions for
concepts (Eisenhardt (1989) & Yin (1989)). Local definitions were used in
this research to understand concepts. Appendix 5 describes the indicators
of the variables based on the local definitions. They were extensively
discussed with local experts and compared with existing literature. The
software program used for the analysis of the data also requires a careful
process of categorization. Especially since only one researcher was
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involved in the case study validity may be threatened. An example is the
financial status of entrepreneurs. As was mentioned above this is a
sensitive issue for entrepreneurs. In some cases the reliability of the
answers was questioned and the categorization within the categories
identified under financial status wasn't certain. This may have caused a
threat to the internal validity.

It should be realized that the importance of the demand for the
enterprise's products may be of importance in Uttaranchal because this is
a mountainous region. These regions in Uttaranchal are very often
characterized by a low population density and difficult access to markets.
These characteristics combined with the low economical development
cause difficulties for factors as communication, exportation and
importation. Therefore the demand for the enterprise's products is often
low. The importance of demand for the adoption of modern energy in
Uttaranchal may therefore be overvalued in comparison to other
geographical regions because demand is very often a barrier for adoption.
In other regions, where the number of potential customers is larger this
barrier may be of less importance and an entrepreneur's marketing
strategies or financial capital may be more important. To decrease the
chance of this threat to external validity a district in the plains was chosen
next to a district in the mountains. Within the districts, village clusters
were identified with different market sizes and different levels off access
to bigger markets such as cities and towns. It appears that the percentage
of entrepreneurs which use modern energy is much higher in the plains
because markets are bigger and more accessible.

Since this is a social science research, it is impossible to separate cases
from their organizational context. Many variables are influencing the
researched relationship and these variables are not fixed. As is typical for
social science research, many relationships found were caused are
influenced by intervening variables. To increase the reliability of the
relationship pattern matching was used. In total 43 entrepreneurs were
interviewed in which the relationship was researched. This increases the
reliability of the conclusions. Recognizing similar patterns in decision
making related to the adoption of modern of modern energy causes that
the modes of thought of entrepreneurs are better understood. This is best
represented in the relationship between the demand for the enterprise's
products and the adoption of modern energy. This relationship was
researched through analysing the motivation for increased efficiency. All
entrepreneurs seem to consider that investment in energy sources is only
beneficial if this investment can increase their profit. Even though other
variables may hamper this relationship, the understanding of this mode of
thought strengthens the assumption that demand influences the adoption
of energy sources.
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Chapter 5: Conclusions

“Ideas confine a man to certain social groups and social groups
confine a man to certain ideas. Many ideas are more easily changed
by aiming at a group than by aiming at an individual.” -Josephine
Klein, 1963, Working with Groups: The Social Psychology of
Discussion and Decision

5.1 Conclusion

The reseearch focusses on the following research question:
How and why does the social participation of an entrepreneur in
Uttaranchal, India, influence the adoption of modern energy?"
The sub-questions derived from this are:

1. How can the relationship between an entrepreneur's social
participation and the adoption of modern energy be explained by
Rogers' theory of the diffusion of innovations?

2. How can Rogers' theory be operationalized to research the
relationship between an entrepreneur's social participation and the
adoption of modern energy?

3. How does the social participation of an entrepreneur in Uttaranchal,
India, influence the adoption of modern energy, in practice?

In chapter two, Rogers' theory of the diffusion of innovations was used to
develop a model to analyse the relationship between social participation
and the adoption of modern energy. The relative advantage of increased
efficiency was chosen as the perceived attribute of an innovation. This
variable is chosen because it offers the possibility to combine the
livelihood characteristic of social participation with the demand for the
enterprise's products. This relationship is presented in figure 7.

Figure 7: Relationship between social participation and the adoption of modern energy
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In chapter three the operationalization of this model is described. Social
participation was operationalized through assessing entrepreneur's
engagement in marriages, religious functions and government and
private organizations. The demand for the enterprise's products was
researched through distinguishing among demand which is larger than
supply and demand which is equal to or smaller than supply. The adoption
of modern energy was described as the use of a modern energy source.
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An explanatory qualitative case study design was developed in which
interviews with 43 entrepreneurs and 5 village leaders, focus groups,
participant observation and documentation were used for the purpose of
triangulation of data.

In chapter 4 the results are presented. It was found that a relationship
exists between an entrepreneur's social participation and the adoption of
modern energy sources. It can be concluded that the higher the social
participation of an entrepreneur the higher the likelihood that he uses
modern energy.

A relationship between the demand for the enterprise's products and the
adoption of modern energy was also confirmed. It is found that if the
demand for the enterprise's products is larger than what the entrepreneur
supplies he is more likely to adopt modern energy. This relationship is
strengthened by investigating entrepreneurs which have a demand which
is larger than supply but do not use modern energy. Insufficient financial
capital to invest in modern energy may prevent the entrepreneur from
being able to adopt modern energy. Unwillingness to innovate is also
given as a motivation for not adopting modern energy, this is mostly
related to the fact that the entrepreneur has another main income source
next to the enterprise on which he/she relies. If the demand for the
enterprise's products is smaller than what the entrepreneur supplies he is
unlikely to adopt modern energy. This relationship can be understood
through the relative advantages of increased efficiency. If the demand is
larger than supply the entrepreneur can increase the amount of products
which he sells because modern energy has the advantage of delivering
increased efficiency. If the demand is smaller or equal to supply the
entrepreneur can not increase the amount of products which he sells
through increased efficiency.

A relationship between an entrepreneur's social participation and the
demand for the enterprise's products was also confirmed by the data. The
entrepreneurs with low scores on social participation are more likely to
have a demand which is equal to or smaller than they supply.
Entrepreneur's with high social participation are more likely to have a
demand which is larger than supply. A few entrepreneurs give direct
explanations for this relationship. They explain that their membership of
organizations provided them with customers for the enterprise's products.

It can therefore be concluded that an entrepreneur's social participation
may influence the adoption of modern energy because social participation
may provide customers for the enterprise which increases the demand for
the enterprise's products. A larger demand for the enterprises products
may cause a need for increased efficiency of the energy source so the
entrepreneur can sell more products. It was found that the relationship
can be strengthened by looking for rival explanations in cases which do
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not confirm this relationship. It can be concluded that other factors may
be the decisive factor for entrepreneurs not to adopt modern energy but
the demand for the enterprise's product is always considered in the
decision to adopt modern energy.

5.2 Reflections

"One must learn by doing the thing, for though you think you know
it, you have no certainty until you try.” - Sophocles, 400 BC

The objective of this research was to understand how social participation
influences the adoption of modern energy and why this can be explained
by the demand for the enterprise's products. Strong evidence what found
that increased efficiency is an important consideration for entrepreneurs
when they decide to adopt modern energy. Direct evidence for a
relationship between social participation and the demand was only found
with two entrepreneurs, so the objective of explaining the relationship
between social participation and adoption of modern energy through the
demand is not convincing. However, this is a difficult relationship to
confirm based on the information of an entrepreneur because it is not
possible to assess if a customer comes to an enterprise because he knows
the entrepreneur.

The motivation for the research was based on the attention in
international policy making for promoting modern energy as a instrument
to reduce poverty alleviation through the stimulation of small scale
enterprises. Most policies focus on investment in increased access to
modern energy while it appears from this research that a very important
factor in explaining the adoption of modern energy is the demand for the
enterprise's products. The problem with assessing modern energy as an
innovation is that it is not the modern energy itself which brings the
advantage but the energy end-uses. Recently a lot of focus is directed
toward market driven innovation (7™ Framework Programme of the
European Commission, Hurley and Hult, 1998, Kumar, Scheer and Kotler,
2000 ). This research shows that if the promotion of modern energy is
considered from the viewpoint of energy-end uses it provides a much
better understanding of motivations for entrepreneurs to adopt modern
energy.

As Rogers (1995) states, the attributes of an innovation can be very
important in understanding people's reactions to innovations (Rogers,
1995: 204). Rogers (1995) explains that diffusion research has found that
the relative advantage is one of the best predictors of an innovation's rate
of adoption. This research has combined an entrepreneur's social
participation with the demand for the enterprise's product as an attribute
of modern energy. Through the relative advantage of increased efficiency
this relationship was explained. It was found that the demand for the
enterprise's products is important in understanding the adoption of
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modern energy and that this demand is influenced by an entrepreneur's
social participation.

Rogers (1995) theory made a significant contribution to this
understanding because by using the variable of perceived attributes of the
innovation it was possible to understand that a relative advantage of
increased efficiency, which modern energy is claimed to make (United
Nations Industrial Development Organization, 2006, Johannesburg World
Summit on Sustainable Development 2002), is not merely an attribute of
an innovation but is substantially influenced by other conditions related to
the entrepreneur, in this case the demand for the enterprise's products.
As Rogers (1995) states, the perceived attributes of an innovation are
most important in understanding the adoption of innovations. However,
the demand for an enterprise's products is only part of the total attributes
of modern energy which may influence adoption and social participation is
only part of the total characteristics of an entrepreneur. In addition,
increased efficiency is only one of the relative advantages which modern
energy may bring. Roger's theory can therefore be very important in
understanding possible factors influencing the adoption of innovations but
it remains very abstract. If one tries to understand the adoption of a
specific innovation this requires a translation of all the abstract factors to
all the practical characteristics of the innovation.

The abstract nature of Rogers model has caused enormous problems in
drawing conclusions because it involves so much interrelated variables. In
addition this problem was enlarged because this research started out with
the aim of integrating the two scientific disciplines of business
administration and social sciences. Business administration focusses on
direct relationships between causal and dependent variables and is much
more focussed towards the development of a practical advice while social
science is much more focussed on an understanding of interrelated
variables and the processes which may explain a causal relationship. The
aim of social science is understanding in itself, while the aim of business
administration is much more understanding with the aim of practical use.
Since their objectives differ an integration of both disciplines can never
give a satisfactory result for both.

In advance to the case study a research proposal was developed. Due to
the abstract nature of the model in combination with the fact that the
researcher had no experience with the research area it was difficult to
understand the most important factors related to the research question.
Even though the research proposal was extensively discussed with experts
in Uttaranchal is took a lot of time to understand the local concepts and
the manifestations of social participation, energy sources and demand, in
practice. Especially when the research is performed in a location
completely unknown to the researcher, it is important to have a narrow
defined causal relationship. If additional variables appear to be important
during the case study, they can always be integrated into the research.
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This is a method of enlarging the causal relationship by including other
factors in the research, in stead of narrowing down the factors included,
which was done in this research. A pilot study would have overcome this
problem and would have made it possible to reconstruct concepts
according to local definitions. This makes it easier to ask the right
questions.

An advantage of the 'first-time problem' described above, is that
everything seemed relevant to the causal relationship and all factors were
extensively researched. This has strengthened the research because no
important variables were missed.

5.3 Recommendations

The focus of international policy makers on promoting access to modern
energy to reduce poverty through enterprise promotion might be founded
on incomplete assumptions. Of course, energy access is important in
explaining the uptake of modern energy but the focus in energy policies
should include the energy end-use which modern energy makes possible.
Even if entrepreneurs want to adopt modern energy and have access to it,
they always consider the relative advantage of using the modern energy
sources. If there is no demand for an enterprise's products he may invest
in modern energy but if he can not sell the products than he does not feel
an incentive to adopt. Policy makers should understand that the
development of demand through the promotion of markets may be just as
important in promoting the uptake of new technologies as the access to
modern energy.

In this research the demand was considered at the level of an
entrepreneur. This variable reflects both the demand in the market as well
as the ability of the entrepreneur to attract customers. If market demand
is separated from the demand for an enterprise's products it is possible to
identify barriers to demand which are caused by the market demand and
barriers to demand which are caused by the characteristics of an
entrepreneur.

The use of a diffusion model for analyzing the adoption of modern energy
is very difficult because the attributes of the innovation are very important
in explaining why adopters take up innovations (Rogers, 1995). The
attributes are characteristics of a specific innovation and cannot be
generalized to innovations in general. Therefore the construction of a
practical model for understanding the diffusion of innovations can be very
complicated and much more research on the influence of perceived
attributes of innovations is required.
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1. District Dehradun

Typical villages in Dehradun

Interview with Manmohan Singh (Bourkee) and Manoosh. Manmohan Singh isaloca from
Mehuwala who has been living in Mehuwa afor the last ten years. He is working in the projects with
the villagers. He has been directly redizing the watermills with the people in the villages and he has
been deve oping enterprise in the different villages. He has also helped to devel oped the fruit-
processing enterprisein Ambiwala. Manoosh has been living his whol e livein Dokwala which is very
close to Ambiwala. Ambiwalais the basic needs market for Dokwal a.

Interview done by Riga and Karlijn on 20-04-2006

Now it isthe crop harvesting. In many placesin Dehradun district there are problems with the
irrigation of fields. Food is not available because the crop cannot be watered properly. Many people
have to go to markets to supply themselves with sufficient amounts of food. Dehradun is now the
centre of the district. Most people who were living close to Dehradun have sold of their land. Because
of this some people are very rich. The cost of land is very high. In Ambiwala some people have alot
of land. Some people don’t have jobs but they are landholders.

Light is available everywhere in district of Dehradun. There are some villages of 20 families of which
10 have light and 10 don’t have light. In these partly dectrified villages there are no enterprises.
Ambiwaaistypical for the plains of Dehradun, especially for the areas which are close to Dehradun.
Bhautais atypical village of the foothills. Bhautais not avery big village. Most villagesin the
foothills are bigger than Bhauta. The typical amount of families would be 100-150 families. According
to district of Dehradun, Chharbais not atypical village according to Manmohan Singhs definition. He
would call avillage asmaller unit. Most villages in Dehradun district do have aroad going to them or
through like Chharba has.

Typical characteristics of villagesin the district of Dehradun are that they don’'t have much land. They
don't go to the market everyday because their location is such that thereis no easy access to markets.
They don’'t have many facilities. They don't have a phone and typical enterprises are milk production
and blacksmithy work.

The entire village of Ambiwaais Hindu while the entire village of Bhuti is Mudim. In the villages of
Tiparpur, Sahaspur and M ehuwaathere are alot of Muslims.

Maldipvtais poor compared to Ambiwala and Maldivptais quit asmall village. In the Ambiwalathere
isalarge variety of people whilein Maldipvta the people are very much the same.



Sahaspur block

Interview with Block Development Officer of Sahaspur block.

Interview done by Karlijn on 23-03-2006

Thetotal population of Sahaspur block is, according to the 2001 census is 119.819

Therearein total 22.610 families. The total amount of men is 61.885 and the total amount of women
is57.934.

Thetotal number of panchayats is 54. In these 54 panchayats there are 108 villages.

Thereis athree step panchayat system:
1. gram panchayat
2. cheet panchayat
3. girapanchayat

1. The panchayat on thevillageleve is made up by the gram prathan. The gram prathan is e ected by
the peopl e of that village for a period of five years. The wardmembers in the village are also selected
by village dectorate for a period of five years. In avillage there is a minimum of 5 wardmembers and
amaximum of 15 wardmembers, depending on the size of the village. The secretary of the gram
panchayat is chosen by the government.

2. The Block Development Officer is elected by the people of the block for a period of five years.
2500 peopl e make up a block. A Block Devel opment Committee exists of 40 people which are al
Block Permucks and chaosen by the people. The Block Development Officer(BDO) is chosen by the
government. The public service commission of the state government has e ected him. The function of
the BDO isthat heisthe secretary of the cheet panchayat.

3. Inthe gira panchayat the additional chief officer isthe secretary of the gira panchayat committee.
For the total district of Dehraun there are 40 members. They are dected by the gira panchayat.

The district of Dehradun has six blocks. Sahaspur is one block. The population of Muslimsin the
block is approximatdy 50-52%. In Chakrata block the percentage of Muslims is 0%. Education is
lower in Muslim ared s. In comparison to other blocks the percentage of Muslimsis high. The number
of women who are literateis less than in other blocks. There are 107 juniot basic schools in Sahaspur,
28 secondary schools, 12 inter-colleges and thereis no degree college. Theinter-colleges areal run by
the government.

The main source of income in the Sahaspur block is agriculture. There are mostly wheet, corn and
vegetable crops. Common crops are cucumber and peas. Selaqui is theindustrial area of the block. The
main production thereis farmaceuti cal and herbal products.

Vulnerability exposureis caused by drought, littleirrigation and problems of labour durinf therainy
season because there is no construction or outside activities. In this season the only source of income
is labour. There are problems of landlessness.

- geographica area: 32.206 Ha

- forest area 10.982 Ha
- purecrop area: 10.937 Ha
- villages: 10.000 Ha

There are no agro-industries in the block. Thetotal irrigated areais 4.753 Ha
There are two main cropping seasons. From September to April Darabi crops are produced. These are
weed, sugarcane. From June until September Chrif crops are produced. Thisis for examplerice,



mudge or bagera.

The BDO names some industries in the block: handlooms, weavers and seri culture.
Thetotal number of BPL familiesis 5820 which is approximately 25% of the total amount of families.

After asking again again for the practical activities | still do not get any red data or practical
information. Only information concerning policies.

The coordination of the panchayat:
- The BDO implements policdies and programmes:

§ TheBDO does construction work for drinking water: They work in al the
villages. The get a subsidy from the central government and they employ
people to do work.

§ The have programs for sanitation

§ Thedeveop roads

§ They built health institutions

- Thedistribute subsidies
- TheBDO has done 289 works in the financia year of 2005-2006



Informal talks with ADOPT members

Talk on 12-03-2006 with Neergj, local, 21 one year old. Has always been living in Chharba. His
family has a farm and a bakery

- Sahaspur (road head)

From Dehradun, Sahaspur is 20 kilometers when foll owing the road. When going right in Sahaspur on
asmall road Chharba starts. Chharba is 0-7 kilometers from Sahaspur

Chharbais closeto regional centre of Sahaspur and is aroad head on the small road.

- lacking access to distant market: 2-10 km from road (0,5-2 hrs walk)

Sahaspur used to be avillage but now it turned into atown

Dehraduni is divided into seven blocks and one block is a so Sahaspur
State-district-block-villages-wards(sub-villages)

Chharbais 7 kilometers long when following the road. The width of Chharbais 5 kilometers.
Chharba has thirteen wards.

- When following the road away from Sahaspur there are severa other villages to be found which are
again road heads on the small road. Off-road villages can aso be found.

- Sahaspur is arural town according to local definitions.
Therefore Sahaspur will researched
The village with the watermill

- Thetranglator will be Neerg, whois 21 years old and is studying chemistry in Dehradun. He still
livesin one of the villages. He is studying how agriculture can be done through preserving al sources
which are produced during the process. His family has afarm on which they experiment with
irrigation. His family also has an enterprise, abakery. They used to use firewood for baking the dough.
Since one year they started using diesel and they sometimes use e ectricity. The started doing this
because the demand on the market has changed. People want their bakery products al in the same
size, with a pretty packaging around it. Firewood causes fluctuations in temperature while diesel en
eectricity do not. Fluctuations may cause different shapes and sizes which is not good for selling on
the market. They do not only rely on e ectricity because the dectricity supply may be fluctuating as
wdll, this might cause problems for production.

- Neergj also knows a bakery enterprise which is not using e ectricity because the peoplein that
enterprise cannot afford to buy electricity.

- Electricity used to be more stable than it is now. Since the birth of the state Uttaranchal, 2000,
eectricity production is commercialized causing an unrdiabl e supply.

Tak with Neergj (local) on 12-03-2006 and with the flourgrinding entrepreneur who has always been
living in Chharba as well, as has his family

- Watermill

On adistance of half an hour walking from thevillage, in the mountains, there are 5 watermills to be
found whi ch grain flour and herbs. Thisway of grinding is much better than grinding with e ectricity
because grinding with e ectricity warms up the flour. This decreases the quality of the flour and the
nutri ents within the flour. On a good, eight hour day these mills can produce 200 kg of flour. The
product brought to a storage place closeto the small road. This flour is mainly used by the peoplein
the villages but they also have clients in Uttar Pradesh. Over the hill, a another river there are four
other watermills. The total of nine mills are al separate enterprises but their entrepreneurs are all
related. They were taught how to build an run this through their families. The knowledgeis inherited.



The flour grinding is the profession of their family.

Flourgrinding entrepreneur tdls: “In the same village as the village with the watermill/flourgrinding
enterprise (which has in total 5 of these enterprises) thereis a so a blacksmith which isworking with
wood.”

Talk with Kedar Banerjee and M adhulika Banerjee on 16-03-2006

Thedirectors of the NGO ADOPT in Charmba, husband and wife. Have been living in the village and
in Delhi. Since 6 years they started an NGO in thevillage. Their aim isto give the villagers the same
opportunities through provi ding education, sanitation etc.

- Sahaspur is characterized by the following industries:

Pottery

Blacksmiths

Grindingmills

Bakery

Sweatermaking

Weaving

Pickles

Wood splitting

Shoe making

Dr. Banerjee explains that the adoption of energy sourcesin tiny and small enterprises generaly
follows a pattern which is highly related to the energy source which is used in the househol d.
Generally traditional energy sources are used such as human labour, animal labour, burning cow
dungs, burning wood. As soon as the income of the people increases kerosene, diesd and eventually
eectricity are used. The adoption of eectricity mostly starts with the use of alight in the house, thisis
than followed-up by using dectricity in other appliances and finally the adoption in the enterprise.
Generally, cooking in the household remains dependent on wood.

For pottery there are no good weather conditions in the mountai ns. The weather is unpredicatable and
thisis bad when pots dry. They first dry in the sun and after that they are put in an oven. Thereis
difficult transport in the mountains. Many peopl e are now using alumi nium. Because the peoplein the
hills/mountai ns cannot make pots, the used to get them from the plains. The hill people come down to
sdl herbs, pickles, jams and different kinds of handlooms and trade these with p[ots and other
products which are produced in the plains. This still happens at Kalsi, between Chakrata block and
Kalsi block. Thereis aborder between the hilly regions and the plains. Thereis a gate there and one
road. At specified times people are allowed to go up the hill. At other times people are allowed to go
down the hill. An industry which is needed everywhere is a blacksmith. The Kumaoni region is well
known for its sweater making.

Secularism, muslim separation, Pakistan
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Tak with Alpena on 10-03-2006
Thereis astate
consists of the prathan and the wardmembers.
There are policies and subsidies for the poor, aso concerning d ectrification. These subsidies are for
people who are Bd ow Poverty Level (BPL). The subsidies for these peopl e are provided through the
prathan. He decides who gets the subsidies. The people who helikes will get it and the people who he
doesn’t like he will not giveit.
Most villagesin Dehrdun district are e ectrified
Problemsin the villages are

- home-made a cohol

- acohol abuse

- corruption in the panchayat

- land difficulties

- some problems with dalits

- Ther dam




Talk at Block Deve opment Office, 22-03-2006
There are six blocks in Dehradun and 54 panchayats in Sahaspur

Talk with people a Sahaspur powerhouse, 22-03-2006

All the villages in Sahaspur block have been dectrified. In dl villages in Sahaspur, 95% of the
households is e ectrified. The people below poverty leve get subsidies from the government to get
eectricity. The households which have not been dectrified are househol ds which are far from the grid.
If they haveto be dectrified it isreally expensive and the government cannot pay for al of that (?)
says the director of the powerhouse.




1.1 Village cluster Sahaspur

1.1.1 Village Sahaspur
Sahbk1

Enterprise 5: Enterprise which uses firewood for baking buns, biscuits and bread and dectricity for a
dough machine.

Interview with Neergj and Karlijn on 23-03-2006, 17.00 o' clockSahaspur
There aretwo entrepreneurs: Neergj’ uncle Shakti Dogra and another uncle

Production process

The dough is made by putting flour, eggs, butter and sugar in the dough machine, which runs on
eectricity. The ingredients are mainly bought at the local main market in Sahaspur. Some i ngredi ents
like oil and sometimes eggs are bought in Dehradun. The entrepreneurs are both also farmers so a
small amount is used in the enterprise because they aso have to feed themsel ves. When the dough is
madeit is brought into shape in buns, cookies, biscuits and baked in an oven on firewood for 15
minutes. The firewood is d so bought in the market. The products are sold in the enterprise to locals,
they are delivered to villages in the neighbourhood and they are supplied to other enterprises which
buy the products and than sell them in their own enterprise.

(The enterpriseis a separate enterprise but they are part of a larger bakery in Sahaspur. | was taken
to this enterprise even though | had explained that | needed only tiny and small enterprises with less
than five workers. They told me that they had five workers but when | arrived | think there were fifteen
people working in the enterprise, also children. | think they wanted to show me their progressive
technology because they had an oven on dectricity and all kinds of machines on electricity. The owner
of this enterpriseisa brother of the other enterprise)

L ocation
The enterpriseislocated in Sahaspur a the interior market, a few minutes walking from the main
market in Sahaspur which is at the National Highway.

A. Adoption, rejection or no knowledge

Electricity is used for lighting, dough machine, td ephone and van. The monthly useis 62 units which
costs 680 Rs (Entrepreneur shows the enery bill). Two reasons are given for the fact that they do not
have an oven on eectricity in this enterprise. First because they haveit at the other enterprise and
‘why would we need ancther one? . Second heis explaining that he would like to have an oven on

el ectricity because they could than produce more but they do not have the financia capital to pay for
it. The dough maker on dectricity has aways been there, since ten years, and has not run on any other
energy source but dectricity.

B. Vulnerability context

They do not directly depend on natural resources which threaten their livelihood when not available.
Indirectly price fluctuations cause problems for them. The price of weed increases in the winter season
with 20%. The prices of eggs are normally stable only now with the Avian flu they are cheaper. The
price of butter does not fluctuate but is redly high, 160/180 Rs. per kg. Drought is areal big threat for
them because at that time they cannot get flour at the market. They have to import it from other stated
whichisredly expensive. They haveregular customers so they cannot let them down.

C. Human capital
The entrepreneur compl eted primary school and finished the eight class at the age of 12-13. He learnt
how to read and write. He did not do any exams which is not required for finishing the primary school.



After that he worked for the State Bank of India until he was twenty. At the age of 20 he started
working in bakery's, just like his brothers did. He started in his bakery in 1977 with his father, mother,
four brothers and two sisters. He became the main entrepreneur in the enterprise with one of his
brothersin 1980. He learnt his baking skills as well as his management skills from working in and

sed ng other enterprises. They started they enterprise out of poverty. They had to make money in some
way. Entrepreneur would like to get more education in baking but due to age and the time-pressurein
the enterprise he cannot. He starts at 4.00 in the morning and generally works until 21.00 at night.
Only on Sundays they get a day off.

D. Financial capital

Thetota sales of the enterprise are 60.000-70.000 Rs. per month. Thetotal cost is 55000. The
entrepreneur stated that the profit is approximately 10.000 Rs. which he has to share with the other
entrepreneur so their monthly incomeis 5000 Rs. The entrepreneurs do invest a part of the weed they
produce in the enterprise. If they would sdl it on the market they would earn in approxi mately six
months 60.000 Rs, which is 10.000 per month. But they invest thisin the enterprise. The total land of
the both entrepreneurs is 20 bimar, which is split between the two of them so they both have 10 bimar.
Together they won one buffalo, one goat, 1 small buffalo, one scooter and no bikes. They both have a
stock of 50.000 Rs. in the bank.

E. Social Capital

Thejoint family is very important.(Returns very often during theinterview and | actually get the
feeling that this enterprise is not separate at all but that they just say so because they think itis
interesting when somebody from the Netherlands comes to interview them.). The customers which
cometo the enterprise are local Sahaspur villagers. He goes to the market in Sahaspur and weekly he
visits the main market in Dehradun for his supply in flour, sugar, oil and eggs. He also goes by scooter
to neighbouring villages to sdl to households. The sdling to other villages makes of approximately
10% of total sales. They sell to business which than sell their product as retailing. This makes up
approximately 40% of total sales and the other 50 % are customers which cometo the enterprise. The
entrepreneur has relatives in Dehradun, in Hardiwar, in Rishikesh and also in Himacha and Delhi.
They speak to al therdatives at least once a month. Therdatives arein adifferent field so they
hardly discuss the bakery with them.

F. Natural Capital

The entrepreneurs do rely on natural capital but this naturd capita is all bought in the local market in
Sahaspur or the main market in Dehradun. They use wood, eggs, butter, weed, sugar. Except for weed
they get all theinput in the market.

G. Physical capital

The entrepreneurs houseis in the village behind Chharba. At the enterprise they have a tel ephone, van,
lighting. At their house they have TV, radio, te gphone. They read the newspaper daily.

The eectricity drops weekly or sometimes monthly. The times fluctuate but a few times a year the
eectricity is gone for awhole day. At days like these they have to make they dough with manual
labour. This happens either in winter or in summer, with heavy rainfdl. This affects their production
because they have their regular customers to which they have to supply. They do not want to losse
them and at days like this they have to work extra or higher a daily labourer for he ping with the work.

H. Influence on and access to transforming structures and processes

Every day the entrepreneur visits the neighbouring villages by scooter. This happensin the morning
and takes about three to four hours. The demand in the market is high because Sahaspur isin between
two industrial aress. These are Sdaqui and Langa road. They do not produce more because they do not
haveth efinancia capita to dectrify their oven, which would increase they production.

Savings are put in the bank but they do not have aloan. They do not receive any assistance from the
government. They pay income tax at the lowest levd, which is 1000 Rs. per year. They have alicense
from the health department and it is aregistered enterprise (formal). To the panchayat of Sahaspur he
pays 280 Rs. per year. He has good contact with the prathan but he does not know him too the extent



that the prathan would help him out with problems he might face, not financial, not policy etc. The
only way to influence things in the village is by voting.

|. Perceived Attributes of Innovation

The enterprise exists for coping. They have to struggle to meet their daily needs. They usetraditiona
energy source because they have no money for an oven on dectricity or gas. The advantage of using
wood isthat it is cheaper and does not need the investment of an eectrical or gas oven. They
experiment with wood ovens because they had been working in other bakery' s before they started ther
own. Thy had learnt this way of working in the other bakery’ s and they did not have to change their
production methods. They did not have to learn skills concerning the production process but they did
haveto learn skills concerning the management issues.

J. Innovation-decision
The decision for the wood oven was made out of lack of other possibilitiesin 1977 by his father. He
inherited the enterprise.

K. Communication-channels used
They learnt about using wood for the oven in the other enterprises both brothers had worked in.

L. Extent of change-agents promotion efforts



Sahbl1l

Enterprise 11 (E-11) Blacksmith using iron and charcoa to produce farming equipment (small farming
toals), 2 entrepreneurs are in charge of the enterprise. One blower is used to add oxygen to the
charcoa to sufficiently heat it up. Both entrepreneurs livein Vikas Nagar. They started working in
Sahaspur only two months ago. Before that they worked in Vikas Nagar.

Name entrepreneur: Jamir Ahmed

Interviewed by Neerg) and Karlijn on 26-03-2006 with a customer and 4/5 other people present. 16.00
o' dock.

Production process

The entrepreneur getsiron in Sahaspur. 1f he cannot get it he goes to Vikas Nagar, Saharandpur or
Dehradun with the local bus. This happens weekly. He gets the charcoa from a unit in Sdagui where
they make bricks. He goed by local bus. Seaqui is on a distance by bus of ten minutes. He buys the
charcod for 20 Rs. per 50 kg. On a good day they use this whole amount. On lesser these they do not.
Theironis heated in the burning coals. A blower is swindled to create sufficient oxygen for letting the
coals burn. With afew manual tools (a hammer and a holder) he makes smal farming equipment.

Location
Thelocation of the enterpriseis on the far end of the main market in Sahaspur.

A. Adoption, rejection or no knowledge

The entrepreneur uses charcod. First he states that his work can only be done with charcoal (probably
because he is afraid to say that he cannot afford e ectricity or any other modern energy source). Than
he tells that eectricity is costly and than it would be a commercial undertaking and he would have to
pay for the eectricity. He has the enterprise for two months and he a so has been using charcoal for
two months. Before that he was working in Vikas Nagar, where they aso used charcod. (The day after
| found a blacksmith in Kotra which uses wood, burns it to make charcoal, and than heats up the
charcoal until it is smothering(smeulen). He can not afford the charcoal)

B. Vulnerability context

There are fluctuations in the price of iron. He gets his iron from Sahaspur, Dehradun and Saharandpur.
He goes there by local bus. If he findsit in Sahaspur he does not go to Dehradun and Saharandpur.
Because he makes farming equipment the demand is high during the farming season, eseit islow.
Theincreasein demand is twenty % during the farming season.

C. Human capita

The entrepreneur isilliterate. He learnt this job in Vikas Nagar, in another blacksmith. His father was a
blacksmith and a carpenter but he did not learn from his father because his father died when he was
really young. He started working a the age of 12-13. Since than he has worked as alabourer in
hammering and farming. He has a partner in the enterprise who also works daily and he learnt to be a
blacksmith from his father. He does not do any bookkeeping, accounting or management. He used to
do tinwork as alabourer in Vikas Nagar. He has been doing that for 15-16 years. Tin work is
occasiona work which you do for two to three months and than it is finished. It is not permanent
work. His enterpriseis not permanent. He claims that heis going to do the tin work but that it is not
the season. When asked for the season he claims it is from February to june (than now would be the
season, Neergj says that he has not been ableto find ajob in tin work). For the last two years he has
not been doing any tin work. Hewould like get an e ectrical hammer and he would like to get the
knowledge to use these but due to financial problems he cannot.

D. Financia capita



When asked for his sales the entrepreneur claims he has 9000 Rs. in sales per month. He rents the
location of the enterprise at the main market for 1000 Rs. per month. He daims that his costs for the
materials are 7000 Rs. and that his profit is 4500 Rs. (This cannot beright but it seems like the
entrepreneur is not aware of this, and when explained he does not understand). When asked how much
ahammer costs he explains it costs 800 Rs and that out of this his profit is 300 Rs. His only costs are
charcodl, iron and the rent of the enterprise location. 3/8 of the sales are his profit. When asked again
he dams histotal sales are 9000 Rs. 3/8 of 9000 Rs. is 3375 Rs (which he has to share with the other
entrepreneur). At thistimethisis his only income source. He does not save any money. He has 2,5
biswaland in Vikas Nagar but he has not been able to built a house there. He lives there with his wife,
three girls and one boy and he has e ght goats.

E. Social Capital

The entrepreneur is Muslim and he goes to the mosk only occasionally because he has to work. He
meets peopl e in the main market of Sahaspur and he knows peoplein Vikas Nagar, where helives. He
does nat know any people in Dehradun but he has acquaintances in Himacha to whom he speaks once
per half a year to once per year. He does meet peopl e at marriages and festivals. When asked if he
knows peoplein other countries he does not understand the concept of another country. (Even when
Neerg tries to explain he does not know what he is talking about.)

F. Natural Capita

The entrepreneur gets charcoa from a unit in Selaqui where they make bricks. He pays 20 Rs. for 50
kg. This 50 kg lasts him one day if the demand is high but longer when the demand is not so high. The
entrepreneur claimsthat it is not possible to use wood for doi ng the work because it does not smuther
enough (the day after we find out that another blacksmith whom we interviewed does use wood, which
he burns first and than he lets it smuther) The entrepreneur uses water during the production process
but it isnot aproblem to get it during drought.

G. Physical capital

The entrepreneurs go to Sahaspur from Vikas Nagar every day by bus. They do not have any other
means of transportation. The interviewed entrepreneur has a black and white tv, 2,5 biswa of land but
he does not have a house, helivesin atent. He only watches TV occasionally. The entrepreneur is
illiterate and so he cannot read the paper.

H. Influence on and access to transforming structures and processes

For getting the charcoa the entrepreneur has to go to Selaqui whichis 5 minutes by bus and fifteen
minutes of walking. For the iron he generally goes to Sahaspur on the main market where heis
situated. When he has to go to Saharandpur by busiit takes him 30 minutes, when he hasto go to
Dehradun by bus it takes him 1,5 hour. During the farming season the demand is high but during the
off-farming season the demand is lower. The demand is higher than they can produce. The customers
just stop by the enterprise and give him an order. There are no policies, licenses or regulations that he
is confronted with. No incometax, no tax for the district panchayat. He does not pay the village
panchayat and he pays nothing for opening his shop. There was never a government official who
came to check him. His customers are people from Ramsawala, Saphawa a, Chharba and Sahaspur (al
small neighbouring villages). He does not have any friendly relations with his customers. He does not
know the prathan in Sahaspur.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping, he does not get profit, heisjust sustaining his family.
(in line with the fact that he has no house, and earns approxi mately 2000 Rs. a month or less from the
enterprise). The entrepreneur knew that this source would be beneficia according to his conditions
because the energy source is cheaper compared to modern energy sources. The entrepreneur had the
chance to experiment because he learnt from another blacksmith. When shifting from tin making to
blacksmith the entrepreneur had to change his production methods, he had to buy a blower and needed
to get alocation for his enterprise.



J. Innovation-decision

The two entrepreneurs decided together to do this enterprise and they decided together that they were
going to use charcoal (as far as you can cdl it a choice and not a condition)

K. Communi cation-channels used
He learnt through interpersonal channels, from another blacksmith where he used to work.

L. Extent of change-agents promotion efforts
Nobody ever promoted a modern energy source.
Seems really poor



Sahell

Enterprise 15: Tv, radio, stereo, Dvd and Cd-player repair shop. They use dectricity for repairing
these. The dectricity is used for the solding(sol deer) iron and multi-meters. For screwdrivers and other
small hand-equipment they use manual labour. The entrepreneur has had the enterprise for 13-14
years. There are two workers in the enterprise, the entrepreneur and another worker.

Name entrepreneur: Sanjeev Kumar Rohilla

Interview done by Neerg and Karlijn on 30-03-2006. During the interview the other worker is present.
3-4 people are surrounding the enterprise during theinterview. All locals.

Production process
Customers bring their e ectroni cs to the enterprise. With all kinds of wiring and solding (sol deer) the
workers repair the e ectroni cs. The customers come to pick up the finished goods at the enterprise

L ocation:
Inner market of Sahaspur, 30 seconds walking from the main market, which is on the National
Highway running through Sahaspur.

A. Adoption, rejection or no knowledge

Electricity is used for solding for which e ectricity is the only possible energy source. At thetime he
started the enterprise he bought all the machines and appliances. At that time he borrowed 250 Rs.
from his friend and he started his business from that. He has always been using dectricity.

B. Vulnerability context

The entrepreneur buys input and raw materids in Dehradun. He buys the material by looking for a
sdler. Where he can get a good price he will buy. He goes to Dehradun once a week. The prices of the
input fluctuates. Since he started his enterprise he prices of the input have come down because the
supply of eectronics has increased and with that the demand for e ectronics has increased. The amount
of people coming to the enterprise have therefore also increased.

C. Human capital

The entrepreneur passed the tenth classin 1992, he was than 14 years ol d. He finished primary and
secondary school. He failed in the first year of the deventh (inter-college). He hasn'tried again to
complete it because his family had afinancid problem. Therefore he started to learn e ectronicsin an
institute for eectronics in Ngjibabad, Uttar Pradesh. His father is from there and his mother is from
Uttaranchal. He started at this institute when he was 14 years old. In part his parents paid for the
institute, in part he collected money by repairing radio’s. In the period he was coll ecting the money he
used to fix radio’s and during the rest of the time he used to sleep. The ingtitute trained him for a
period of six months. It was a private institute and after the six months the training was finished. He
did not do an exam, that was not part of the training. The management skills he learnt himself. He
started with a small shop with only atable and a chair. People saw him repairing € ectronics and they
came to the enterprise as customers. Agents of deal ers of the raw material used to cometo sdl input to
the entrepreneur and he bought from them. He still buys input from deal ers but for specific materials
he goes to Dehradun. The entrepreneur does not require any extra machines. Hewould like to get the
knowledge to repair mobile phones and computer hardware. He does not have thetimeto learn this
because he has his enterprise where he has to work.

The entrepreneur taught the worker the skills in e ectronics.

D. Financial capital
The entrepreneur does not do any accounting. For the location he pays 600 Rs. per month. In one week
he sells approximately 2500 Rs. The costs are his worker, whom he pays 500 Rs. per week (on a



monthly basis 2000 Rs.), he pays 800 Rsin raw materias, 80 Rs for the dectricity bill (on atwo
monthly basis 640 Rs.) and 150 Rs. for the rent. His weekly profit is 970 Rs. This amounts to a profit
of 3880 Rs. per month. The entrepreneur also has a property business. He sells land and of sdling this
land he gets a commission of 2%. This happens sometimes once in six months, sometimes once a year.
Sometimes it is 10 000 Rs, sometimes it is 1000 Rs, sometimesit is 20 000 Rs. Together with his
brother he supports afamily of seven. have no land, no cattle, they do have a house, a motorcycle, his
brother has a bike. They have atv, a CD-player, a stereo, a phone through landline and a mobile
phone. The entrepreneur does not save any money. Sometimes he has 2000-3000 Rs. at his home.
Three years ago he took aloan of 80.000 Rs. which he used for investing in his business, in raw
materials and in basic infrastructure. In the beginning he had to pay 3000 Rs. instalment, now he pays
1500 Rs.

E. Social Capital

The entrepreneur lives with hiswife, 2 boys and one girl, his mother and his elder brother. The
entrepreneur goes to Dehradun to buy the raw materials once aweek. The entrepreneur meets groups
of people at marriages, birthday parties and condol ences. When the market is closed, he meets with a
group of 5-6 friends. He is not a member of any organi zation. He meets people at the enterprise. He
goes to Dehradun only for business purposes. The entrepreneur knows peopl e in nei ghbouring villages
of Sahaspur. The customers dways come to the enterprise and bring their e ectronics and also pick it
up. If hehasto repair for example a colour-tv, he goes to peopl€' s house. Most of the time he takes his
bike, sometimes the bus. He has acquai ntances (relatives and friends) in the cities Haridwar and
Rishikesh. He aso knows peopl e in Punjab. These people heta ksto a marriage or whenit is
required. Sometimes this is twice a month, sometimes once a year. The entrepreneur is Hindu. He goes
to the temple and he meets with groups of peoplethere.

F. Natural Capital
Entrepreneur does not rely on any natural sources.

G. Physical capital

Electricity is provided through the central grid from the powerhousein Sahaspur. The e ectricity drops
someti mes. The entrepreneur has an inverter. It recharges when dectricity is gone and when it drops
the inverter provides eectricity. The inverter does not cost him anything at the moment but when he
installed it he had to pay 8500 Rs. The entrepreneur is not confronted with any restrictions on the
supply of eectricity. Both the entrepreneur and the worker work eight hours a day. The entrepreneur
reads the paper, daily. The entrepreneur owns a motorcycle, his brother has a bike. They havea TV, a
CD-player, a stereo, a phone through landline and a mobile phone

H. Influence on and access to transforming structures and processes

With his motor-cycleit takes the entrepreneur 40 minutes to reach Dehradun. He goes to Dehradun
once aweek. The customers he visits at their homes (which have a col our-tv) are sometimes 20 km
away. Thereis no more demand, so he cannot sell more if he produces more. Thisis the reason why he
does nat hire an extraworker. If he learns other appliances (repairing mobile-phones and computer
hard-ware) he will be ableto sell more. He has no time to learn these other appliances. He pays 125
Rs. to district panchayat. Heis not confronted with any regulations concerning health, safety or
workers. No people come to inspect the enterprise. Only once a year, when he has to pay the district
panchayat.

The entrepreneur lives in Sahaspur, next to the house of the prathan. He al so visits the prathan’s house
and the prathan visits his house He meets the prathan daily in the morning. He has some fixed
customers which come whenever the require an electronic repair. They come to him because they
believein him. He also gets new customers. He sees old and new faces.

|. Perceived Attributes of Innovation

The entrepreneur has this enterprise because he has a technical mind and he has aways been interested
in e ectronics. He has also studied motor cycle and auto repair. He got his hands dirty and he did not
likethis. He has invested in his business because he wants to grow. (The fact that he has aloan and



that heinvested in this enterprise and that he earns 3880 Rs. per month also confirm the entrepreneurs
aim for profit.

The entrepreneur had learnt about using e ectricity for e ectronic-repairing in the institute where he
got taught. The advantage of this energy sourceisthat it isthe only source which can be used for
solding. Solding is required for eectronic-repairs.

The entrepreneur experimented with the energy source for this appliance in theinstitute.

J. Innovation-decision

The entrepreneur did not really decide on the innovation in e ectricity because it was the only source
which can be used. He roll ed in the business because he was interested in € ectronics. He used to do it,
when peaple came to his enterprise to bring dectronics he started repairing more and more. He also
went to the institute.

K. Communication-channels used
The entrepreneur learnt about d ectricity use for solding in the institute.

L. Extent of change-agents promotion efforts
Nobody ever came to promote an energy sourcein his enterprise



Sahprathan

Interview with Prathan Sahaspur
Ram Singh Mourya

Prathan of Sahaspur, actually the prathan is his wife, Shima Mourya. (Dadajee: The post is selected by
the government and it was supposed to be a woman. You get all the information from her husband.
Dadajee thinks that Shima cannot do the job. Prathan has to devel op the village. Government has
selected some projects for that particular village. The Prathans duty is to do these things. The prathan
in Sahaspur isreally doing that.) (Karlijn: very big fat man, who was lying on the bed when we came
in)

Interview on 22-03-2006 done with Dadajee as a translator. Sahaspur has 10 large enterprises of which
four have more than 5 empl oyees and six have more than ten employees.

There are approximately a hundred tiny and small enterprises in Sahaspur
3 backery’s which al use either dectricity or firewood or kerosene with a generator

- 20talorswhich areall working by hand

- 8 booksdlers, human labour

- 15 barbers, using dectricity or manua

- 13 sweetshops, human labour

- 15 restaurants using mainly kerosene and LPG-gas

- 10 vegetabl e&fruitshops, human labour

- 2 engineering enterprises which both use e ectricity and a diesd generator

- 5dedricians, usng dectricity, no diesd

- 5TV-repair shopsusing eectricity

- 5 weedmills, generated by a dieselgenerator or eectricity

- 5drycleaning shops, which for pressing use dectricity

- 5 public tdephone offices, which use e ectricity

- 1 petrolpump
Total: 112

Kerasene can be purchased at the retail shops

Diesd can be purchased from the petrol pump

LPG can be purchased from the L PG station

LPG isthe cheapest both diesel and kerosene are alittle bit cheaper.

18% of thevillagers has a TV and there are two internetshops which get used alot in Sahaspur.
The main sources of income are agriculture and labourers.

Education: There are 2 intercolleges, 3 primary schools and 2 secondary schools

Total population is approximately 10.000 and thetotal areais two kilometres by 1 kilometre.
Facilities: Thereis one block devel opment office, 1 postoffice, 1 policestation, a agricultural
government office, an eectricity office, aprimary health centre, awaterward, an animal hospital, a
central silk office, aforest office, ate ephone exchange office, the KSS office which givesloansto
farmers, shopkeepers and students, there are three banks for home loans, shop loans and agricultura

loans. CDPO, the Chai Devel opment program office, a office for health for baby’s, children and
women.



Of the population 50% is Muslim and 50% is Hindu. (Many of the women muslims areimmediatel y
recogni sabl e because they are completdy covered, they even cover their heads with a veil, not even
having holes, or see-through for the eyes.

Panchayat consists of the prathan and 13 wards. Sahaspur is one and has no localities. It is unclear if
prathan is el ected or chosen by the government. The ward-members are e ected by the public through
voting. In Sahaspur there are no parties, just individuals.

Sahaspur is special becauseit isthe main village of the Sahaspur block. It has al the government
offices and departments of the block inits village. It isaroadhead on the national highway.

(When confronting Neergj with the prathan he says heis corrupt....wewill talke about it)



Sahshl

Sahaspur

Enterprise 14, shoe maker who makes and repairs shoes. He uses manud labour, he has a manual
sewing machine and he has a grander, a machine on e ectricity for finishing the rims of shoes.

Name entrepreneur: Balvant Singh. Entrepreneur has the enterprise since 1982. He has bought the
grander 5-6 months ago. Before that he would finish the shoe-rims by hand. This machine does better
work because it does qualitatively good finishing and it works faster. The sewing machine he has now
for three years. Before that he used to buy ready-made stitched leather, to which he just had to attach
the soles. He still does that for some shoes but he aso makes shoes completdy himself.

Interview done by Neergj and Karlijn on 30-03-2006, afew times during the interview a customer
dropped by. Therest of the time we were alone with the entrepreneur. The entrepreneur isthe only
worker in the enterprise

Production process

Customers bring their shoes to the enterprise for repairing or they cometo the enterprise for new
shoes. The entrepreneur draws their feet on a piece of paper and approximately a week later they can
pick up the shoes at the enterprise. He gets the material s from a wholesal e in Dehradun. In the market
there are three of these shops located next to each other. He has a preference in the shops. If his
preferred shop does not have the materials he goes to another shop.

Location
The enterpriseislocated at the main market in Sahaspur.

A. Adoption, rejection or no knowledge

The entrepreneur uses manual labour and e ectricity. He has a stove which he heats with kerosene. He
does not make this work on e ectricity because than it would be a heater, which is a different appliance
which he woul d than have to purchase and this would be too expensive. The entrepreneur explains that
the grander only works on eectricity, it can’t work on another energy source. He does not get a heater
running from dectricity because € ectricity is expensive and he would have to buy the heater. He does
not have areally high demand and it would be too expensive to have the sewing machine running from
eectricity. He does not have adirect connection (from the powerhouse) to the grid. He taps of the
eectricity from the neighbours. If he would opt for a direct e ectricity connection fromthe grid he
would haveto do aninitia investment of 2000-3000 Rs. Next to that he would have to pay a two-
monthly bill of a minimum of 250 Rs. Now he pays the neighbours 100 Rs. for the e ectricity bill.

B. Vulnerability context

The prices of theraw materias do not fluctuate very much. Therefore, once a month, he checks for the
prices of the materias in the three shops. He goes to Dehradun every second or third day. At that time
he d oses his shop. The demand for shoes increases during the marriage season, which isin April and
May. In summer customers demand sanda's, in winter customers demand shoes. Sanda's cost 200-300
Rs., shoes cost 150-350 Rs. The demand for shoes in winter is comparable to the demand for sandals
in summer. Thetotal demand for shoes in the market is still the same but out of all peoplerequiring
shoes there are now alot of people who want ready-made shoes. Today, the price of raw materialsis
four times as high as when he started in 1982 but he aso increased the price of his finished shoes by
four times.

C. Human capita
The entrepreneur has finished the fifth class, he can read and write. He stopped school because his
father used to be alabourer and his parents needed him to work. He was fourteen years old when he



stopped schoal. Heis currently 54. He went to school at the age of ten because in earlier days there
used to be no schools and you had to travel redly far for reaching the school. At that time people
brought their kids to schoal at the age of ten. He worked as alabourer from the age of 14. Next to
being a shoemaker, his father also used to be a shoemaker. His father taught him how to do the job. As
alabourer he did cutting of grains, constructing buildings and digging. The labouring jobs were not
permanent. He used to do that and the rest of the time he was free. He started shoemaking before the
age of 14. He used to help his father in the enterprise where he learnt how to make the shoes and he
also learnt how to do accounting, marketing. There are no machines that he requires that could
increase his production but he would like to send his son for atraining in shoemaking. He can’'t learn
himsd f because he has to work in the shop. If he doesn’t he cannot support his family.

D. Financia capita

Histotal saes are 4000-5000 Rs. His problem is that he manufactures on demand. If he could invest in
raw-materials he would be able to sell more but dueto financia problems he can't. Per day he
produces approximately 15 shoes. Thiswill give him atotal profit of 2500 Rs per month. For making
shoes but also for repairing shoes he hasto invest in raw materials. Heis the owner of the shop and he
bought the shop in 1982, together with the materids. He bought the shop on an instalment of 42 Rs.
per month. He got it through a special scheme of the government for which he had to pay, for a period
of ten years, 42 Rs per month. The costs of his enterprise are e ectricity, raw material. The

mai ntenance of the machi nes he does himself. He owns a cow. He has 1,5 biga of land which he
cultivates for his own food. He has a house and as transportati on he has a bicycle. He has aloan of
50.000 Rswhich he got 4-5 years ago. He has to pay monthly a fee of 400-500 Rs. The interest rateis
12%. With the money he upgraded his shop and he bought a sewing machine and a grander. He does
not save any money.

E. Social Capital
The entrepreneur lives with hiswife, his 2 boys and his 2 girls. He is Hindu. He meets people during
marriage parties. The entrepreneur goes to Dehradun every second or third day. At that time he hasto
close his shop. He goes only for the deal er to Dehradun. He goes there and comes back. Heis not a
member of an organization. He has to girls of 15-17 and his boys are 14-12. Three of them go to
school. One girl dropped out. She works at home. Helivesin Indripur, which is 2 km. away. He goes
by bicycleto his shop. He knows peoplein Selaqui, Rampur and Sahaspur. When he needs them he
meets them. Sometimes thisis oncein 6 months. Sometimes thisis once per 2 years. He also knows
people in Sahandpur in Uttar Pradesh. He meets them oncein 15 days, once a month. They are also
dealers where he gets materias. He has no rel atives there. He has relatives in Himachal and Haryana.
He speaks to them when there is a marriage party or when he requires them for something. Thisis
approximately once a year. He does not know peoplein other countries. (When doing theinterviews
another shoe-maker from Sahaspur comes into the store to buy a material)
F. Natural Capita
G. Physical capital
H. Influence on and access to transforming structures and processes
The entrepreneu
|. Perceived Attributes of Innovation
J. Innovation-decision
K. Communi cation-channels used

L. Extent of change-agents promotion efforts
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Sahaspur, total amount of enterprises 310, survey with Neergj on 26-03-2006
Main market

Total: 2

Internal

4 photographers

13 tailors, some using e ectricity for sewing, some manual, for ironing they use e ectricity
4 booksdllers

13 barbers using manual 1abour

9 sweetshops some using gas some using wood

4 restaurants, some using gas, some using wood

11 vegetable or fruit shops

3 dectricians using eectricity

3 grinders some using e ectricity, some diesd

1 drycleaning using dectricity

10 public phone

86 retailshops

13 motor/car/cycle repairshops using e ectricity

5 blacksmiths all using coa

7 welding enterprises using € ectricity, oxygen-gas or carbite
4 carpenters

13 chemists

2 shoemakers, one using dectricity, one manual |abour
6 chaishops

1 big picklefactory

1 big rice mill factory

3 banks

5 jewelery/watch stores

3 spice stores

1 dentalstore

3 meatshops

2 painters

3 cementstores

2 religious shops

35

market

1 big backery using dectricity

37 retailshops

1 cable operator

3 carpenters using manual labour
3 dectronic shops using e ectricity
1 print shop

1 photographer

5 public phone shops

3 barbers

2 pottery’'s

2 grinders one on diesd, one own diesd and e ectricity
5 tailors, using manual labour

3 jewelery/watch shops

1 smdl backery

1 ice cream shop

5 chemists

1 weaving enterprise



Total: 75
The main market is the made up by all enterprise which arelocated at the national highway through

Sahaspur, theinterior market are all enterprises which arelocated on side-streets of the main market.
Sahaspur starts a one bridge and ends at the following bridge.



Sahtll

Sahaspur

Enterprise 10, tailoring with 5 machines which operate either with manual labour or with eectricity
and one embroidery machine, on manual labour.

Name entrepreneur: Mohammed Galib, the entrepreneur is 31 years ol d.

Interview done by Neergj and Karlijn on 26-03-2006, during the interview one of hisworkersis
present in the enterprise, 15.00 o’ clock.

Production Process

His customers come to the enterprise with a fabric. mHe measures their sizes and notes these on a
receipt. He cuts a small piece of the fabric and attaches it to the receipt which he gives to the customer.
He measures the fabric and cuts it, sews it, sometimes there is embroidery, and than it isready and his
customers pick it up at the enterprise. Sometimes he gets an order, for examplefor school uniforms.,
Than he goes to look for fabric in Sahaspur, if a better or other kind of fabricis required he will go to
the market in Vikas Nagar or Dehradun. The thread he gets in Sahaspur. If he cannot obtain it there he
calls acontact in Dehradun who brings it over. The entrepreneur owns the enterprise for eleven years,
when he started renting the shop and he bought the machines. When demand requires he hires a
labourer, which happens on a weekly basis.

L ocation
Main market, on the national highway in Sahaspur

A. Adoption, rejection or no knowledge

The entrepreneur uses eectricity for sewing. If the d ectricity drops he uses manual labour by his feet.
He has been using e ectricity for five years, before that he used to use manua labour, by his feet. With
using the dectricity the machines run faster and he can produce more and he saves his personal
energy. It is all about the demand which he has to meet why he uses the dectricity. He does not use
diesd becauseit is more expensive and he would have to buy a generator. The entrepreneur has an
eectricity bill of 265-300 Rs. a month.

B. Vulnerability context

The entrepreneur is confronted with fluctuations in demand. He has a higher demand when there are
marriage parties and weddings. When he started his enterprise the demand was high and it was
increasing. Right now demand is falling because he is facing tough competition from cheap ready-
made garments and the number of tailors have increased. When he started there were only a few, now
there are 18 in Sahaspur.

C. Human capital

The entrepreneur failed in high-school with only two numbers. He did primary until the ninth class, he
stopped at the age of 15-15. Hetried the exam of the ninth class five times but he never passed. The
first time he went to school the whol e year but the other times he only did the exam. Helearnt
tailoring work during the rest of the year. His dder brother used to work in tailoring and he learnt from
him. He leanrt tailoring and managementskills from an institute in Chandigarh where he worked for
2,5 years and were he obtained a diplomain tailoring. Thisinstituteis a privateinstitute. He opened
the enterprise when he was about 20-21 years old. He has been hiring workers since he started his
enterprise, depending on the demand. Some of them he has trained and some of them are skilled. 60%
of the times that something is wrong with the machines he repairs them. For the other 40% of the
times he has to call a maintenance guy. This happens occasionally, he cannot say how often. When
asking for weekly, monthly, yearly he can still not say. He would like to get alocking machine, with



which he could increase the variation in his supply to the customers. Heis adso interested in learning
more about locking becauseit is ssmple and because he could do some more designs. He hasn’t started
yet to learn this because he does not know an institute which can teach him this. He can not buy a
locking machine because he has financial problems..

D. Financial capital

The entrepreneur has atotal profit of approximately 4000 Rs. per month. On every garment he sells he
has ainvestment of about 30%. The profit depends on the demand. The costs he pays are the rent for
the shop, 1000 Rs. per month, thread, e ectricity, oil for the machines, labour costs. The enterpriseis
his only source of income. He does not save. Now heis married so he doesn’t. He has a mud house, no
land, no animals and a bicycle for transport.

E. Social Capital

Helives with his joint family, hiswife, his parents, histwo daughters and his son. Heis aMuslim. He
meets groups of people a weddings and festivals and in the musk in the evening hours. He does not
transport the goods to anybody, the customers pick it up at the enterprise. He explains that he does
business all according to his contacts. If he knows somebody in a school he can get an order from
there. He knows peoplein Vikas Nagar, Dehradun and Sahaspur. He speaks to them on a
monthly/weekly basis by public phone He has alot of peoplein Chandigarh to whom he speaks on
festivals (eve-festivals) and weddings. He has a passport and he would like to go out of the country.
Once he was in Bombay where he had planned atrip for leaving India. He had planned it with atrave
agent who turned out to be afake agent and helost hisinvestment. He has a friend in Saudi-Arabia
who he would like to visit. He speaks to this friend approximatd y once per half a year.

F. Natural Capital

G. Physical capital

He uses dectricity. The éectricity drops occasionally. He pays an e ectricity bill of 265-300 Rs. a
month. He has a bicycl e for transportation. He has no TV. He has aradio. Hereads the paper every
day. He reads the Koran and he is learning English (he shows an Hindi-English book, but he does not
speak any English).

H. Influence on and access to transforming structures and processes

It takes the entrepreneur an hour to reach Vikas Nagar and 1, 5 hour to reach Dehradun by loca bus.
The reason why he does not produce more is because the demand is not high enough dueto increasing
competition from other tailors and due to cheap ready made garments of which the use has increased.
Getting clientsis al about his behaviour and his work. He has 30% fixed customers and the rest of the
customers fluctuate. Industriadization of the ready-made garments broke his back. His customers are
locas, mainly from Sahaspur but also from neighbouring villages. He can use d ectricity the whole
day. There are no regulations. He has no licenses. He has working days from 12 hours, from 8.00 am
to 8.00 pm. He has an informd enterprise. He knows the prathan and the wardmembers, they just say
hello when they cross but they do not go to each others house.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping. He earns 4000, to sustain his wife, children and his
family. He does not have atv, he works twelve hours a day. They entrepreneur knew that using
electricity would have beneficial outcomes because he had worked with dectrical sewing machines at
the institute where he used to work. He also knew that he would have to do less human labour. The
entrepreneur experimented with dectricity in the institute. He had to change his machines, he had to
attach motors to them and connect them to the grind. The machines work faster than human labour so
he could produce more and coul d focus attenti on on increasing the demand for his garments.

J. Innovation-decision
The entrepreneur decided about the innovation in energy source



K. Communication-channels used
Helearnt from the institute where he used to work

L. Extent of change-agents promotion efforts
None



Sahwell

Sahaspur
Enterprise 2 (E2)
Engineering enterprise named Universal Engineering Works

Interview on 22-03-2006 with Dadgjee as translator. Dadaj ee describes this enterprise to be highly
innovative. Dadaj ee has known this man for 20 years. 4 years ago the man was in extreme poverty but
since hetook aloan to invest in his enterprise he has accumulated alot of technology and has grown
fast. The entrepreneur even managed to get a certificate from the government of Uttaranchal for the
quality of his work.

Entrepreneur S.M. Arshad (phone: 94120 54469)

Owns a business card saying:

Soecialist in: Lathe work, grinding work, all types of machinery repairs, wel ding work, metal
polishing, rubber works, all kinds cutting edge and mould repair

Manufacturers. plastic machinery parts as a blow moulding machine, injection, moulding machine,
packaging machine and all type of grinder blades.

Near police station & primary school, main market Sahaspur, District Dehradun (UA) tel 0135-
2697656(W), 0135-2697901 (O)

Production process

Producing engineering parts. He is an expert on this line. He produces any sorts of parts for heavy and
smal machines.

His company is approved by the government of Uttaranchal and is therefore a formal enterprise.

A. Adoption, rejection or no knowledge

The entrepreneur uses e ectricity, an oxygen-gas cylinder and a carbite system. The oxygen-gas
cylinder and the carbite system are used for welding thin materials such asiron or silver. Electricity
cannot be used for these appliances becauseit is aprecise and careful job. Electricity is used for heavy
joints. Electricity has too much power for the small machines that he uses. With e ectricity the energy
provided istoo high, causing the thin materials to met.

He uses d ectricity becauseit is cheaper than diesd, kerosene and L PG. He does have a generator
whichruns on diesd for the times when the e ectricity drops. This happens approximately 2-3 times a
day. The periods vary. For the e ectricity he pays 1000 Rs. per month and for the diesdl generator,
depending on the demand, approximatdy 250-300 Rs. Using diesd for the total production would be 3
times as expensive as using dectricity.

B. Vulnerability context
Not appropriate because the materials he uses do not fluctuate with the seasons and the drought does
not affect him because he does not use water.

C. Human capital

Entrepreneur has passed primary school and secondary school. He learnt all the skills which he usesin
the enterprise from his father. His father used to be in the same industry and had alarge enterprise.
The entrepreneur started working at the age of 12-13 in his fathers enterprise, next to going to school,
because he was very interested and fond of these machines. Dadgj ee knows him for 20 years because
they met in 1987 when Dadajee lived in Chharba for one year. Normally entrepreneurs in this industry
need to get engineering course but he did not because he learnt everything from his father. He has dso
learnt the management skills from his father. In the engineering industry he does not haveto learn
anything because he already knows everything. He received a certificate from the government of



Uttaranchal because he scored highest on an exam. He was well-known with directors of companiesin
theindustrial area because of his work. These companies have a committee . The committee made him
attend the exam and he scored highest. Therefore the government of Uttaranchal gave him a
certificate. (He does bookkeeping from two folders in which he puts all the orders he gets). His
customers are B2B and B2C customers. The businesses are companies from the industrial area.
Entrepreneur does also know alittle bit of English.

D. Financial capital

Histotal sdesare 10 lakh Rs. after deducting the al the expenses 15-20 thousand Rs. remain. The
engineering enterpriseis his only source of income. He has an enormous |oan, a couple of 1akh roepies
which he built up till until three years ago. Most of the money he earns he has to invest in repaying the
loan. Uptil three years ago he was working in the enterprise of hisfather. Three years ago this
enterprise got divided among the three sons of which oneis still in the industry of engi neering(next
door). The entrepreneur was in great trouble 3-4 years back. He got into a socia scheme from the
government of Uttaranchal and he received aloan and support through this. Now heis doing redly
good because the last 2-3 years enterprise have settled in the areg, this started since Dehradun became
the capital of Uttaranchal in 2001. Entrepreneur also has a car, since two years which he bought on a
loan. The only institution he ded s with in financial issuesis the bank

E. Social Capital

Entrepreneur is not a member of any formal groups. Informal groups are his family, wife and son. He
has a so two helpersin his enterprise, sincetwo years, of which oneisfrom Chharba. He taught these
hel pers their skills. Heis situated in the main market of Sahaspur which is a market with more than a
hundred enterprises. Thereheisin contact with alot of people. He also knows this committee of
directors of companies, he has alot of customers, business and private. He has alot of acquaintances
in Uttaranchal which areall in engineering. He gets his materids, input, from Saharanpur and
Dehradun where he travels by car. For some specia parts he goesto Delhi. His customers are from
Uttaranchal and visit him, in his enterprise. He also has a customer in Bombay, a company, which
send him a appliance which he than has to copy exactly. In doing this he thinks of alot of innovations
in technol ogy himself.

HeisaMuslim. When he was doing bad, 3-4 years ago, he was under the care of the socid committee

F. Natural Capital
Not appropriate

G. Physical capital

He owns a car. He uses dectricity which is provided by the grid. The diesdl he gets from the
diesdpump. He has his enterprise with his house attached on the back. The enterpriseis 3 by 10
meters. He has approxi matel y six machines which he uses. He has a TV and a telephone, no computer.
He reads the paper and sees the news through the TV.

H. Influence on and access to transforming structures and processes

The entrepreneur is already in a market of the rural town Sahaspur. Thisis a market which adso
provides luxury goods like TV's, telephone’s. He reaches Saharandpur and Dehradun, and for special
parts Ddhi, for getting his supplies. Thereis alarge demand in the market and therefore he has hired
the two hd pers with which he can increase the production volume. The bank is the only institution
providing financial capital. The entrepreneur has alicense in engineering. He pays income tax,
approximately 20%. Heisworking in arepairing shop if he would start producing materias he could
get new technology. If he would do that he would have to pay more tax. Heis aready busy enough
that is why he does not want this technol ogy.

There are regulations for hiring empl oyees but the entrepreneur has no idea. He does not know which
laws apply. Nobody has come to check.

|. Perceived Attributes of Innovation
Thereason why heisinthis enterpriseis for making a profit. He has a car, atv, abusiness card etc. He



knew that e ectricity had beneficial outcomes because he knew that dectricity was cheaper. He knew
that he could not use eectricity for hiswork on small, thin materials from his father who taught him
the engineering work. He did not experiment because he inherited the machines from his father. He
had already learnt al the skills from his father.

J. Innovation-decision
The entrepreneur.

K. Communication-channels used
He learnt about using this energy source from his father

L. Extent of change-agents promotion efforts

(The entrepreneurs strikes me as an intelligent man, heis not immediately really enthousiastic,
confirms that | have to come back for photographs, he gives me his business card. | get the feeling that
he is very good in networking. One, because of his actions towards me, second, because he seems to
have sufficient contacts to get access to an exam, without engineering education, he has a customer in
Bombay and knows peopl e from everywhere. Dadajee tells me that he i s well-known for his work)



Sahwel2

Sahaspur

Enterprise 9 (E9) We ding which uses a welding machine and a drilling machine for working on iron
for creating doors, fences, gates.

Name entrepreneur: Jageer Hussein

Interview with Neergj and Karlijn on 26-03-2006, during theinterview his 4 workers are present and
also some other curious people. 13.00 o' clock.

Production process:

Iron is bought on the markets of Sahaspur, Vikas Nagar or Dehradun. Where the price is lowest he
buysit. The clients give an order and they pay 50% of the price of the product beforehand so the
entrepreneur can buy theiron. Theiron is transported to the enterprise by a hired car from Vikas
Nagar and Dehradun and by walking from Sahaspur. The entrepreneur has four workers and with a
drilling machine and wel ding machine they make the product. The customers come to pick up the
product at the enterprise. The entrepreneur has the enterprise since five years. He than hired the
location and bought the machines.

L ocation:
The enterpriseis situated in the main market of Sahaspur, at the Nationa Highway

A. Adoption, rejection or no knowledge

The entrepreneur uses e ectricity. Without € ectricity it is not possible to use the machines heis using.
When asked for the possibility of using diesel he daims that he would have to buy a generator and that
diesd is much more expensive. The entrepreneur has always been using e ectricity. The entrepreneur
pays a monthly electricity bill of 700 Rs. He never considered using diesel because it was more
expensive and he had tp purchase a generator

B. Vulnerability context

The prices of iron fluctuate on a monthly basis. The demand of his products fluctuates as well. During
therainy season it is low because people do not build during these months. After the rainy season the
demandis high.

C. Human capital

The entrepreneur did primary school and secondary school until the tenth dass, at the age of thirteen.
He stopped than because he did not find it interesting. From thirteen to sixteen he did not do anything
but from 16 onward he started working in other enterprises. Heis now 27. (When asked to for his
name he started spelling but he did not finish the spelling because he wasn’t sure). The management
skills helearnt in Haridwar. He worked there with a blacksmith all the time until he started the
enterprise. He would like to get extra machines, for exampl e a pressing machine, but heis not ableto
get this because of financial problems. Hewould like to learn atechnical education concerning
working with iron but he would not like to work with other materials. He learnt all the operations he
does in his enterprise from the job with the other blacksmith. He hired the workersin his enterprise
immediatdy when he opened. Two workers had been working in other blacksmiths, two he taught the
operations.

D. Financial capital

His monthly sal es fluctuate between 20.000-50.000 Rs., dueto the fluctuation in demand. After
deducting material, eectricity, labour cost, rent of enterprise and transportation, he has a monthly
profit of approximatdy 3000 Rs. Per kg of iron he gets 1 Rs. profit. He has to pay a monthly bill of



2500 Rs. which he pays to the owner of the shop. He pays his workers between 2000 and 2500 Rs. a
month. The entrepreneur has no other income sources. He claims that he saves 1000 Rs. per month but
when asked for his capital in the bank he claims that there is nothing in the bank (Neerg thinks that he
does nat save but he feels obliged to say he does because the entrepreneur might think that we do not
find this sensible).

E. Social Capital

The entrepreneur lives with his joint family, his brother, his sister and his parents. Heis single. The
entrepreneur meets people at the main market in Sahaspur and at festivals and marriages and he meets
his suppliersin Vikas Nagar and Dehradun a few times a month. He also has a men who manufactures
homes that he knows. This man lives in Kushalpur, 3 kilometres from Sahaspur. He made an
arrangement with this man for supplying fences when the man makes houses. He knows peoplein

nei ghbouring villages. He has acquaintances in Dehradun to whom he speaks weekly. He also speaks
to peoplein Himacha and Dehi on a monthly basis. The entrepreneur is Muslim.

F. Natural Capital

Iron, of which the demand fluctuates. According to the entrepreneur the prices of iron have not
increased the last few years. The entrepreneur owns fifteen biga's of land with his family and they
have one buffalo. The land they use for their own use.

G. Physical capital

The ectricity is provided through the grid, by the powerhouse in Sahaspur. The dectricity drops on a
daily basis for a short period of time. During, the peak period, from 18.00 until 20.00 hours heis not
allowed to use eectricity. Heworks over hours when thisis required, according to demand. The
working day goes from 8.00 — 18.00 hours. The entrepreneur owns a motorcycl e, a mobile phone, no
tv, no radio. He reads the paper on adaily basis.

H. Influence on and access to transforming structures and processes

The entrepreneur is on the market of Sahaspur. Vikas Nagar is half an hour away, Dehradun 45
minutes. If necessary he reaches Vikas Nagar and Dehradun by a hired car. With his motorcycle he
comes from Vikas Nagar, where he lives, everyday to Sahaspur. The demand is larger than the
entrepreneur can supply and if the entrepreneur woul d produce more he would be ableto sdll. The
entrepreneur can not produce more because he does not have the money to invest in the raw material.
The entrepreneur does not have |oans, does not have licenses and does not pay income-tax. Heis not
confronted with any regulations. For his machines he pays 250 Rs. per year to the district panchayat.
No government official did ever come to check his enterprise. He does not know the prathan very
wdll, he speaks to him on a monthly basis and they do just greet.

His customers come from nei ghbouring villages and from Dehradun and Vikas Nagar.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping. He would like to expand but he cannot invest in the
raw material, he owns no tv and he owns no radio. The entrepreneur knew that this energy source
would be cheapest. He had the possibility to experiment with these machines on e ectricity in the other
blacksmith where he has been working. He did not have to learn any new skills.

J. Innovation-decision
Th entrepreneur decided about the choice for € ectricity

K. Communication-channels used
He learnt through interpersonal channels, through the blacksmith where he has been working for five
years.

L. Extent of change-agents promotion efforts
Nobody ever promoted the energy sourceto him.
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Sahaspur

Enterprise 6: Enterprise with three weaving machi nes with energy sources muscular energy and
electricity

Name of one of entrepreneurs. Parween Gupta

Interview with Neergj and Karlijn on 23-03-2006, 19.00 uur, during the i nterview two of the other
entrepreneurs are present. The enterpriseis attached to the house of one of the entrepreneurs. Thewife
of this entrepreneur and another lady are a so present at the interview. Someti mes, when demand is
large, in some periods in the winter season their wife's assist in the enterprise or by arranging the
transport to the market. In general, only the four entrepreneurs are working in the enterprise

Production Process:

They enterprise is owned by four entrepreneurs in the age group of twentyseven. They buy thread
from the main market in Dehradun, where the go by bus. They run their machines on e ectricity and
human labour. From the thred, they weave socks and sweathers which they than transport to other
enterprises who buy the products from them and sell themin their own enterprise.

L ocation
The enterpriseis located in Sahaspur, on the National Highway, about five minutes driving by car
from the mai n market.

A. Adoption, rejection or no knowledge

The enterprise uses no diese or LPG. The efficiency is the same as e ectricity but diesd and LPG are
more expensive than eectricity. The problem with dectricity is that d ectricity goes off weekly,
ranging from 15 minutes to 1 or 2 hours. At times when this happens the entrepreneurs have to
produce manually. Generally, al the three weaving machines are running for e ght hours aday. Their
eectricity bill is 1200 Rs. amonth

B. Vulnerability context
For input the entrepreneurs require thread which is not fluctuating in price or supply. The demand for
their products fluctuates. The demand is higher in the winter compared to the demand in the summer.

C. Human capital

All entrepreneurs know each other from the time they were in school. They all did primary school,
secondary school and inter-college which they finalised at the age of 20. After afew years, al four of
them were still unemployed and that is why they started the enterprise. They gained access to

knowl edge about the weaving machines by cal ling a mai ntenance person which repairs these
machines. Management skills they learnt themsel ves, based on some knowl edge they gained when
they were in secondary and inter-college concerning economics and finance. They would be very
interested in learning more about computerised machi nes and they knowledge to operate them but that
isfinancially impossible. Currently the entrepreneurs are 27 years old and they have had the enterprise
for 7-8 years.

The got the ideato start this enterprise when they travdled to Delhi and Ludhyana. They saw similar
enterprises there with which they had conversations about this type of enterprise, the requirements, the
production, the expected profit, market knowledge.

D. Financial capital
When they started the enterprise they had been unempl oyed since they had left inter-college.
Therefore they could not provide money for investment themselves. Their parents backed them up.



Their yearly total sales are 500.000 Rs. Their tota cost is 400.000 Rs. including thread, maintenance,
eectricity and transportation. Their yearly profit is 100.000 Rs. Divided by four the yearly income per
entrepreneur is 25.000 Rs (which comes down to 2100 Rs. per month). None of the entrepreneurs has
any other sources of income. They al have a separate house, tv and tel ephone. One of them has a
scooter but they do not own land and they are not able to save any money. They do not have aloan.

E. Social Capital

Their clients are shopkeepers. They have customersin neighbouring villages, in Dehradun and vikas
Nagar. They transport their products to the markets by bus and the products they buy as input they also
transport by loca bus.

They are no members of formal groups. They meet groups of people just occasiond ly at weddings or
at they markets that they go to. They do have rdatives in Delhi and L udhyana to whom they speak
monthly. They also know peopl e in the neighbouring villages.

F. Natural Capital
Does not apply

G. Physical capital

They dectricity is provided by the Sahaspur power house. The entrepreneurs have one scooter and
they usetheloca bus for transportation which they stop in front of their house. They do have
telephone, tv and radio. They read the newspaper.

H. Influence on and access to transforming structures and processes

It takes the entrepreneurs 1,5 hour to reach Dehradun and the main market in Sahaspur is 5 minutes by
bus and 20 minutes walking. They reach the markets by bus. Ther customers are shops which buy
their products and than retail them into the market. They say that the demand in the market is not
higher, e se they could do shifts of eight and eight hours and produce alot more. They currently do not
have the resources to produce more, with which they mean their financial resources.(Thisis undear,
when | ask them to explains they say:) The demand is not higher and therefore they are not able to
produce more but they also do not have the financia resources to produce more (Thisis not cons stent
because the only thing they would haveto do iswork in two eight hour shifts, with night and day shifts.
It appearsto methat they also do not feel like doing this, either because they have accepted their
current state or because of any other reason. | have tried to find out more but they were not
cooperating) (Afterwards | talked to Neeraj: Neeraj thinks that they might have been very tired a the
time of the interview from a whole day of work. When | confront him with the inconsistency he says
that it may be that they cannot find the customersto supply to, even though they are in the market.
Maybe they do not have the financial resourcesto increase the amount of customers and they are
scared of taking a business-risk. He says that they might not be clever enough to see business
opportunities. Because they are really poor they may also not find the time and energy to increase
their network). The enterpriseisinformal. They have not paid any licenses and are not confronted with
any regulaions, no government officials have ever checked their operation. They do not pay income
tax because their incomeis below thetax levd. They do know the prathan and the wardmembers of
Sahaspur.

|. Perceived Attributes of Innovation

They have the enterprise for coping (They are struggling to make a living and they have no luxuries).
When they started the enterprise they had talked to other people having enterprisesin this industry.
Based on their information, they had expected to earn a better living than what they are currently
doing. Beneficia outcomes they derived from the talk with other entrepreneurs in same industry.

Other energy sources are more expensive and they a so require a generator for power production. They
could not experiment because they would have needed to get another type of machineif they had
taken diese or LPG. No changein production process. New skills were management, maintai ning
machine, operating machines, acquiring customers.

J. Innovation-decision



The four entrepreneurs

K. Communication-channels used

Interpersonal, by travelling to Delhi and Ludhyana where they saw enterprises like these. They talked
to entrepreneurs about the type of enterprises. They knew that diesd and L PG would be more
expensive,

L. Extent of change-agents promotion efforts

None



Sahobser

Sahaspur

- Most people who have a house and an enterprise on the National Highway have a concrete
house the houses are generally small er than the houses in Chharba. There are mostly two room
houses with on front of the house a shop. Neergj explains that the houses are smaller because
everybody in Sahaspur wants to stay on the roadside and therefore thereis not sufficient room
while in Chharba the houses are much bigger becausethisis avillage with alot of land.) In
the interior market there are mostly concrete houses. The interior market is located very close
to the road. When going further from theroad into the village thereis mainly aMuslim
community living with mud houses with a few rooms, 2-3. There are only afew concrete
Hindu houses. These have more rooms, stone floors, a TV, wall paintings.

- Thelandthat peoplein Sahaspur haveis very small. Outside of the area there is community
land which can not be used for cultivation.



1.1.2 Village Chharba
Chhfocusl

Chharba
Interview with Sushil Kumar Meity alias Dadgj ee on 21-03-2006

Introduction to person

Has been working for ADOPT for 6 years. ADOPT is situated in Chharba village. The activities of
ADOPT serves the upliftment of villages by creating new toilets, digging wels for water, arranging
operations for sick children, providing education to adolescent girls, women and children. This has
been donein Chharba and currently the are also doing these activities in surrounding villages (remains
representable, although there is an NGO, because most blocks in Dehradun have an NGO working, by
knowing the activities of the NGO, the effect on the rate of adoption can be assessed) Dadgjee lives as
the only NGO member of ADOPT in Chharba so heis al thetime with thelocal villagers. ADOPT is
organized so that they help villagers built there own toilets and wells so he is working with the
villagers. In 1987 Dadgjee was also in Charrbafor a year, than he went to Calcutta as an empl oyee of
the Indian railway service. Kedar, the chair-man of ADOPT is a childhood friend. Dadgj ee has dways
been interested in doing social work and because Kedar, from childhood he was attached to socia
work. Up to 1994 he was in Calcutta. In September 2000 Dadajee cameto Chharba.

In Dehradun there are 7 blocks, out of which Sahaspur-block is one. In Sahaspur, there are 51
panchayats. Out of which Chharbais one. In some villages one panchayat consists of three our four
villages because they areredly smdl. Chharbais the biggest village in Dehradun district, whileit does
not have many enterprises compared to Sahaspur, Silaqui. These villages are smaller but they are on
the Nationa Highway nr. 72. road and therefore they have more enterprises. In 2002 there were 54
panchayats in Sahaspur block.

Chharba starts from Chakrata road, named Rirapur up to the forest. Than the forest startsand it is 1,5
kilometre after that when Chandpur starts, under Vikasnagar block, after that from Chandpur 3
kilometres to Horawala under Vikasnagar block, after 5 kilometres Kotra under Sahaspur block, in
between are a few small villages, after that Koti under Vikasnagar block. After that Daani under
Vikasnagar block. Vikasnagar is 10 times bigger than Chharba. Vikasnagar isthe main city. That is
where people go for irregular shopping. For daily shopping (roti, chappati, dahl, tailor, blacksmith)
people go to local market. In amost every village in Dehradun you can find these enterprises. If they
have special commands from the market they go to Sahaspur or Vikas Nagar.

(location in district, how is village typical or normal compared to other villages).

Chharba is 35 square kilometres and the popul ation more than 10500 (population size, density and
location). Chharba panchayat has 13 wards, under Sahaspur block. After five years, there are dections
for ward members. These wards make up groups of people which are more connected to each other
than to the peopl e from the other wards but the people do not identify themse ves with the wards, they
have another way on which they base alocality. Chharbais divided into lower Chharba and upper
Chharba by an imaginary line which can be drawn through the village separating it in two equa
halves. The Chharbavillageis divided into several namesto identify that locality. There are two small
village wiyhin Chharba, Rirapur and Osmanpur and afew places a marked as Serugati, Nai akolony,
Banjara, Budhi, Lakila, Purbia, Indrupuri, Binodhanagr. This makes it easier to find out the locality.
The people have no idea of the ward, the just know the name of the locality (i dentification of
locdlities). Dadajee explains that the enterprises can’'t be found in most wards but the are situated add
the ‘road’.(It is of no useto look at the localities as communities because the enterprises are not spred
over delocalities)

The ward members are e ected to serve the people of the village. Dadgj ee says that they do nothing,
they don't bother regarding their locality (political organization).




Thereis no division between Hindu and Muslim people. People of the schedul ed caste do not become
ward-member or prathan. The Muslims in Dehradun are | ess educated than Hindu's (cultural and
ethnic groups). They go to school for 4-5 years and than they stay home because they are to poor
(education). Dadajee explains that with the separation of Pakistan and the killing of both Hindus and
Muslims most educated, rich Muslims left Indiato go to Pakistan. What remains in Indiaarethe less-
educated and poor Muslims. Children of Muslims don't continue school after 10-12 years of age
because the children of Muslims have to work because their families arerealy poor.

The people in this Chharba are mostly BPL (b ow poverty ling). Their monthly income is around 900-
1000 roepi es (main sources of income). Dadaj ee explains that the caste-system is the main reason.
65% of peoplein Chharbais Hindu, 30% is Muslim, 5 % is Punjabi and Sikh. A few aretribals which
means that they bd ong to a tribe. Within the 65%, half is scheduled caste and janjati (is also scheduled
caste), few percent is Brahmin and therest is general (by which Dadajee means not the highest, not the
lowest but in between) caste. The generd caste peopl e and the Brahmins are rel uctant to get goods
from people from a scheduled caste. In general al of the scheduled caste arereally poor, only afew
arerich. Currently, 10-15% of total population in Dehradun comes from Himachal, they are al general
caste. The people from the schedul ed cast have no enterprises, they do only farming and day labour.
The children of the scheduled cast get primary education and after that secondary. All the childrenin
Chharba get education. There are four government primary schools, which are up to classfive. There
is one secondary school, theinter-college There are aso four private kindergarten schools. These are
only used by people from the general caste because you haveto pay for it (cultural and ethnic groups,
education, distribution of wealth, literacy, education).

Markets and enterprises
Sahaspur is the roadhead whi ch supplies people with irregular need for goods
Sahaspur has:

- bakery

- blacksmith (with the use of dectricity)

Chharbais a big village (the amount of inhabitants) but the amount and type of enterprisesislow,
most people live BPL with just basic needs fulfilment. Only afew have accessto TV (small local

mar ket) Compared to Sahaspur Chharbais alocal market. People go to this market for their needs and
only in special cases they go to Sahaspur which has a more differentiated market. Walking from
Chharba to Sahaspur will take between 30 minutes to one hour, on a paved road. Reaching by car
would take only 15 minutes. In most villages the amount of enterprises will be less than in Chharba
but the differentiation and the purpose that the market serves are similar.

(Industries):
- 4 knitting by machine. They all use dectricity as main
- weed grinders, 6 or 7 enterprises
- Qil grinder, 2 enterprises.
- Sugarcane candy enterprise, 3 enterprises
- Generd stores 6 or 7 enterprise
- Tailors, 6 or 7 enterprises
- Blacksmith, 3 or 4 enterprises (All on charcoal)
- Carpenter,4or5
- Clay-pottery, 1 enterprise

Kotra:

Where we went to see the watermill is Kotra, there are five watermills. There aretwo or three
blacksmiths in Kotra.

Kotraisasmall village 30 minutes driving from Chharba. It only has a small local market with a few
enterprises. Walking to Chharba will take 2-3 hours and walking to Sahaspur an additional 1,5 hour.



Energy sources
All villages in Dehradun are dectrified. Diesd isreally expensive just like LPG and Kerosene,
therefore people use dectricity.

Vulner ability context.

In the winter season 2005-2006 in Uttaranchal there has been a huge drought. The last five months
there has been no rain. This means that it is difficult to survive on the weed the villagers have been
able to harvest because the volume is half of its normal size. Therefore the villagers have to buy their
food from the market. In general, people in Chharba have sufficient land to provide themselves with
food. Most people in Chharbawork as adaily labour. On their own land they cultivate weeds to
provide them with food. The harvesting is the only period where peopl e cannot work because they
have to work on their farm. This will take approximatey 15 days. The rest of the year they go to work
as daily labourer. These daily labourers are mainly men. Women work only during the harvesting
season, which in Chharba is the ri ce-season and pea-season women also work.

In this year, because of the drought, the market prices may be a few percent higher

Livelihood assets
To do:

Natura resources:

In 1987 most houses were mud houses, when he returned most were concrete. In the upper part are
problems with water and irrigation. The government someti mes stopped the water for afew days,
sometimes fifteen days. ADOPT has deep wells, five tanks. When these problems arrived they used to
take water from the wells from ADOPT.

Infrastructure, thereis awell paved road, leading all the way to Kotra. On thisroad, every 2 hours a
bus drives.

Neergy mother has a phone

No internet

gender differences

If the government provides subsidies for the BPL peoplein a village this money is provided through
the prathan. If the poor people can be divided into really poor, poor and a little poor and the person
whoisjust alittle poor knows the prathan. He will get it and the redlly poor people do not have the
possibility for getting access to it.

If dectricity dropsin thevillage, generally al people do not have eectricity at that point in time.
There are some exceptions when something is wrong with an extension of the grid.



Chhmill

Chharba

Enterprise 3

Enterprise weed grinding with dieselgenerator
Interview with Dadajee on 22-03-2006

Name entrepreneur: Bisswnath Gaswel

Production process

Entrepreneur actually has two enterprises. The weed grinding enterprise and aretail shop whichisa
genera store. For the weed-grinding enterprise he collects the weed from the people in the village
during daytime, he writes down the amount that they bring in. At night he grinds the weed and at night
or the following day the customers come to pick it up. Per hour he can grind 50-60 kg. In this process
the weed or flour heats up alittle bit (remember the enter prise which grinds through the watermill, he
stated that it is not good when the weed or flour gets heated up because than it losesits nutrients. This
entrepreneur could produce 200 kg of flour on one day)

He started the enterprise three years ago. In upper part of Chharba there was no grinding. In lower part
of Chharbathere are 3 or 4 grinders. The people from upper Chharba had to go to lower Chharba for
their grinding. That is why he started the enterprise.

L ocation
The enterpriseislocated at the main road through Chharba, at approximatdy 4 kilometres from the
National Highway

A. Adoption, rejection or no knowledge

The entrepreneur uses diesd because at the time that he bought the diesdl generator the diesd was
cheaper than dectricity. Which he could have used if the price had been lower. The price of €ectricity
remained the same but the price of diesel increased. Now he would be better of if he could use
eectricity. The supply of dectricity through the gridis 220 V. For his generator he needs 440 V. If he
wants to get this he would have to pay alot of extra money to the energy-supplier. The genera storeis
15 years old, the weed-grinding enterpriseis 3 years old. Since the beginning he has been using the
diesd generator.

B. Vulnerability context

Most of the villagers come with their own weed to the enterprise to get it grinded. He charges 0.88 Rs.
for grinding a kilo of weed. The people haveto eat so intimes of drought the production volume does
not decrease. The people might get less weed from their land but than they buy it in the market.

C. Human capital

The entrepreneur can read and write. He has finished primary and secondary school and a the age of
16 he passed his exams. He used to work as alabourer as a maintenance-person in a company. At that
time he came to know about grindi ng and possible ways for doing it. At that company he did also
come in contact with other kinds of machi nes. The management skills he knows are general
knowledge. He would like to learn additional skills but thereis no possibility for it in the village.
Entrepreneur does also understand alittle bit of English.

D. Financial capital

His main sources of income are his general retail store and the weed-grinding. In addition he makes a
little bit of money through farming. He earns approxi matey 50-60 Rs. a day by these two enterprises.
Thewhole year through he has work with his weed grinding enterprise If thereis not weed, thereis



corn or herbs. The cost of diesd is 32,5 Rs. per liter and for one hour of grinding he uses 1,5 litre. Per
day he grinds 3-4 hours. This means the cost of the diesd aoneis 150-200 Rs. Out of his earnings he
is ableto save asmal amount. He a so has an old scooter which he uses for getting the diesd in
Sahaspur.

E. Social Capital

Heis alone with his son, daughter, wife and 90-year old mother. First he stated that he is not a member
of agroup. But heis amember of ADOPT. Sincethe start of ADOPT he has been voluntarily working
for the organization by offering his manua labour. Therest of his family is dso aiding ADOPT. The
entrepreneur’ s son isin the twd fth grade at Horawala intercollege in Horawala, which is about eight
kilometres from Chharba. He has many relativesin other blocks, districts and also in Himachal and
Delhi. He migrated from Himachal to Uttaranchal 40 years ago, with his parents.

(Hetalksto alot of peoplein Sahaspur and has a bench in front of his shop. Everytime | have passed
by there, there were some peopl e sitting at the bench. | passed by five times since| came here)

F. Natural Capital

He only requires weed, which his customers ddliver, and water. The generator needs 100 liters of
water for cooling but thisis not replaced. Only oncein awhile he has to add some because the rest has
evaporated.

G. Physical capital

He has his house, with one or two rooms and in front of his house there are three rooms. One of two
by two, two of three by three. He has a scooter for transportation and is located at the main road in
Chharba, where the bus passes by. He gets diesdl from Sahaspur, either by scooter or by bus. He gets it
when it isrequired, takes his own jerry-can and fills it up at the petrol station. He does have e ectricity
for lighting and a TV . He has a newspaper and he talks to alot of peoplein Sahaspur.

H. Influence on and access to transforming structures and processes

The customers come to him. He only has to get diesel in Sahaspur. With his scooter or the bus this
would take 15 minutes. The demand is not larger than the entrepreneur can supply. Probably there are
no more people who need their weed grinded.

Entrepreneur does not want to take aloan. Heis afraid of it getting aloan. They haveto pay alicense
fee, 350 Rs. for the general store and 500 Rs. for the weed-grinding enterprise. They have to pay no
income-tax because their incomeisreally low.

The customers of the entrepreneur are the villagers of Chharba.

The entrepreneur is of genera caste.

|. Perceived Attributes of Innovation

Entrepreneur has the enterprise for maintaining his family. He knew that the enterprise would have
beneficial outcomes because he knew that the price of diese was cheaper than that of € ectricity, when
he bought the machine.(He had not taken in account that diesd might become more expensive).
Compared to eectricity, this energy source was cheaper. They entrepreneur learnt from hisjob asa
mai ntenance guy in a company, where he aso had the change to experiment with the diesel generator.
He did not have to change any of his production methods, except that he had to start working in
evening hours. He aready had al the knowledge

J. Innovation-decision
The entrepreneur made the decision to use this energy source on his own

K. Communication-channels used
The entrepreneur learnt through interpersonal channel s because he learnt during his mai ntenance job.
He learnt from his former employer.

L. Extent of change-agents promotion efforts
Nobody ever came to promote an energy source to the entrepreneur.



Chhmil2

Chharba

Enterprise 7, Enterprise which grinds weed, spices, rice and oil with four different machines, al
running on e ectricity.

Name entrepreneur Dinish Chauhan
Interview with Dadajee and Karlijn on 25-03-2006 at the enterprise, with only the entrepreneur there.

Production process:

The enterpriseis owned by ajoint family, father, mother, grandmother, brother and wife and two
children and him and his wife and a baby. His family owns the enterprise since 1982 when he bought
it from somebody ese. At that time there were only the weed and the rice mill. They were already
running on eectricity. The family bought the spice mill and oil mill afterwards. They have dso always
been running on dectricity. For the weed, the spices and the oil the customers come to the enterprise,
the entrepreneur grinds it, and than the grinded product is returned to the customers, the rice he grinds
for free, but the gram from the rice he sells as feed for the cattle. The weed he grinds for 1 Rs/Kg, the
oil hegrinds at 2 Rs/kg and the masala he grinds at 5 Rs./kg.

L ocation
The enterpriseis located at the main road in Chharba, 3 kilometres from the National Highway.

A. Adoption, rejection or no knowledge

Since 1982 he has been using eectricity for his weed and rice grinder because he bought the enterprise
from somebody el se who was using e ectricity aswell. The spice grinder and oil grinder were bought
later and have also been running on dectricity since the purchase. The eectricity bill is 2850 Rs. per
month. In 1982, with the two machines it was 300 Rs. a month. He never considered using diesd
(even though it has been cheaper than d ectricity someti me between 1982 and now). Diesel would be
to costly and they would have to purchase it in the market in Sahaspur which would not be possible
because of they are busy with their enterprise and they cannot go down to Sahaspur to get the diesel or
LPG.(Later during interview | found out that he is also working as alabourer in the post-officein
Sahaspur, 2-3 hours aday and he could buy diese when heis there. | think he didn’t want to say that
theonly reasonis, is that diesd is more expensive).

The eectricity drops 2-3 times a day, sometimes up to 1-2 hours.

B. Vulnerability context
During the drought his production is less, approximately 35% because people have less products to be
grinded. The drought period is just before the rainy season.

C. Human capital

The entrepreneur did his masters in sociology at the DAB PG College in Dehradun. He did primary
school, secondary school, inter-college and after that his bachel or and his master. He could not get any
job in sociology. He has got ajob at the postal department where he picks up the mail from the village
post office and bringsit to the central post office in Sahaspur. This takes him 2-3 hours aday. Heis
currently 29. Helearnt t how to operate the machines from his childhood and now he knows
everything about it. First they were in ajoint family. After the division his father and uncle got it. His
father has it know and heis mainly operating the machines. They former owner taught the family how
to operate the machines. The management skills came from general knowledge and the enterprise does
not keep any accounts. He would like to get another rice-machine or modify his own machines but due
to financial problems both cannot be achieved. By doing this he would be able to supply a higher
demand and increase his sales. He would not need any additional knowledge for operating these



machines.

D. Financial capital

Per month the total sales are 6000-7000 Rs. After deducting all costs (d ectricity, maintenance) he has
aprofit of 3000. He earns the most from the weed grinder and therice mill. Thejoint family has a
little bit of land for their own cultivation. Thisis not a source of income but provides them with their
need for food. The entrepreneur is still working at the postd department, 2-3 hours a day with which
he earns 3000 Rs. a month. The 3000 profit that they make with the enterprise they have to share with
the joint family. The entrepreneur is able to save approximately 1000 Rs. after he has paid for two
insurances. He owns a scooter, tv, telephone.

E. Social Capital

The entrepreneur meets peopl e in Sahaspur every day with his job in Sahaspur, at the postal office. He
doesn’'t go to Dehradun. He knows peoplein the surrounding villages. He pickes up mail from the
postofficein Chharba, bringsit to the centra postoffice in Sahaspur, takes back the mail from the
central postofficeto the post office in Chharba. He also knows peoplein Vikas Nagar. He only goes
there occasionally, which is monthly. He does not know peopl e outside these nei ghbouring villages
and Chharba.

F. Natural Capital
The entrepreneur does not directly rely on natural sources for his production. Indirectly, he produces
lessin periods of drought.

G. Physical capital

The entrepreneur relies on dectricity, He has access to it through the grid. The energy drops 2-3 times
aweek, sometimes for 1-2 hours. He claims that he does not use diesd or L PG becauseit is more
expensive than e ectricity and because he would have to go to Sahaspur to get it (which is 10 minutes
by bus and 10 minutes by scooter. Walking it would be 1 hour.). Due to time-congtraints he can’'t. He
has TV, telephone and a radio and he always reads the paper.

H. Influence on and access to transforming structures and processes

It takes the entrepreneur 10 minutes by bus or scooter or 1 hour to wa k to Sahaspur and half thetime
to get to the Nationa Highway road. The demand for grinded weed, oil, spices and riceis higher than
he can supply. He would be ableto sell moreif he could produce more. His customers are people from
Chharba and peopl e from neighbouring villages. The Chharba villagers come to him because they are
friends and for convenience. Peopl e from other villages come al so because they are friends. He cannot
use e ectricity from 5-9 pm because at this time enterprises are not aoud to use dectricity. They (the
people from the powerhouse in Sahaspur) come to check this regularly. In the beginning he made a
mistake once. Now he knows and he does not do it now. The entrepreneur pays money to the mundee
sanity, the union of businessman where he has two licenses. Thereis abig market in Sahaspur. The
have got a union of businessmen there (purposeis unclear). He pays 150 Rs per year per machine
(total of 600 Rs.) to district panchayat. The entrepreneur is of generd caste. He pays for the eectricity
by going to the powerhouse to pay the monthly bill. The entrepreneur does not have any loans. The
only way to influence the legislation and policiesis by voting.

|. Perceived Attributes of Innovation

Thereason he has the enterpriseis for coping. When | confront him with the fact that he earns 3000
Rs. per month through the postal office and ask him why he works in the enterprise hetelIsthat heis
free after 2 hours of work at the postal office and why should he waste his time? The enterpriseis of
his family and he needs to sustain his family. When it is required, some family members help out in
the enterprises but generally thisis just one other person. When the enterprise was bought, therice

mill and the weed grinder were aready running on e ectricity. They bought the whole enterprise as
one. If they would have changed it to diesd they would have needed to get a generator. At this point in
time e ectricity is cheaper than diesd or LPG. This energy source was already there. The entrepreneur
did not experi ment with the energy source before buying the enterprise. The entrepreneur learnt the



operation and management skills during his childhood.

J. Innovation-decision
The decision to get the enterprise and the e ectricity was made because the machine were already
running on e ectricity.

K. Communication-channels used
They learnt about the machines and how to use them, so aso about the e ectri city from the former
owner whom they bought it from

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur



Chhpotl

Village Chharba

Enterprise 1 (E-1)

Interview on 23-03-2006 with translator Dadajee
Pottery enterprise

Name entrepreneur: Sushil Kumar, name father Rehaturam Kumar

Production process:

From clay the entrepreneur makes pots on a turning, flat stone, which he turns by putting a stick in the
stone and turning the stone. He adds water to the clay to make it soft, than he makes a pot which he
than driesin the sun. Than it is painted. The entrepreneur creates an oven by digging awholein which
he puts cow dung and the pots. It isthan covered with earth. In the top of the oven he makes aholein
which he puts burning coal. The wholething is than again cover-up completely. The oven hasto
remain for 1,5 day. After thisthey are taken out. The closing of the ovenisreally important dse dl the
pots will break.

The market for potsis only during summertime because it is than that peopl e need pots for storing
things and water to keep them cold. In winter people hardly buy pots. The selling and making of the
pots he does for 5 months a year. During the other months the entrepreneur a so has an enterprisein
which he sdlls stones and sand. This can only be done during the off-rainy season because than the
river is dry and he can collect stones. So the rest of the year, during approximatey 9 months heisin
this business. During the time that the pots are not made he also works as a daily labourers.

A Adoption, reection, no knowledge

The entrepreneur uses manual labour for his enterprise. He could use e ectricity for making pots but he
does not have the money to get the dectricity. In his household he has e ectricity for lighting only. He
has aways used this manua energy source. (When the stone isturning it remainsturning for a very
long time, say 5 minutes.

B. Vulnerability context
Thereis always clay in the forest for which he has to walk 1 kilometer from his house. The main road
in Chharbais 10 minutes walking.

C. Human capital

The entrepreneur attended school until class three. At the age of eight he had to start working because
his family was really poor. He can read and write a few things, like his hame, but not more than that
(info from Dadajee). The profession of pottery isafamily tradition of the Kumar family. He learnt the
skills from his father at the age of eight, also the management skills. His father isliving next to him
and he used to work in that enterprise since he was eight, at that time they were ajoint-family. Three
years ago he built a mud house and started his own enterpri se because he could increase production in
that way. His brothers still work in the enterprise of his father. His wife helps himin his enterprise.
ADOPT has helped his father to get alensin one of the eyes so he could remain working.

D. Financial capital

With the pottery he can earn 2500 Rs. ayear. The rest of the year he works as daily labourer for 15 Rs.
aday and combined with the stones and sand enterprise he earns 60-70 Rs. aday. The entrepreneur
treis to save money but heis hardly ableto. His stocks are three oxes, one horse and a small piece of
land of 5 by 10 meters.

When he went on pilgrimage to Punjab he saw a pottery which used eectricity. He would like to use
eectricity aswell because he thinks he could increase his income from pottery to 7500 Rs. But to get



the dectricity he would have to make a one time investment of 8000 Rs. which he cannot do.

E. Social capital

The enterprise does not receive any help from the government. For his pottery enterprise he receives
people who come as customers to his house/enterprise to buy the pots. For the sand and stones
enterprise he goes to the village of Chharba. He does meet peoplein the village. Heis from scheduled
caste(l think these people are very insecure, shy and reluctant to talk to others, | think they have the
feeling they are usd ess). They have no acquai ntances outside the village. No friends and no relatives
live outside.

If he could get the 8000 Rs he needs for eectricity than he has a contact in upper chharba where he
can sel higher amounts up to a yearly salary of 7500.

F. Natural capital

The natural capital they useis clay, which is readily available on a distance of |ess than 1 kilometer.
They get stones and sand from the river during the off-rainy season. They use small amounts of water
for the pottery. They have three oxes and a horse and hardly any land. Just a piece from 5 by 10
meters. Therfore they cannot supply themselves with their entire need of food and they have to buy
weed. They also use small amounts of cod for the oven and cow dung which they get from their oxes.

G. physical capital

Helivesin amud house but is connected to the grid for lighting. For the sand and stone enterprise he
has the horse with a wagon with which he transports the stones and the sand to his customersin
Chharba. They have no tv, no radio and they do not read the paper. (First of all he can probably not
read it and Dadajee states that they also don't care because they have enough on their mind already)
He has no land, only afew metres.

H. accessto and influence on structures and processes

The customers of the pottery cometo his enterprise. He transports they sand and stones to his
customersin Chharba. Thiswill take him a maximum time of half an hour.

The demand is larger than he can supply because he has contacts to which he could sell additional
pots.

Thereis no loan or any other financial support.

The entrepreneur is not confronted with policies and licenses accept for the 100 Rs. per cubic feet that
he has to pay to the forest department. He does not pay income-tax, simply because nobody has come
to ask for it yet.

His customers are only people in Chharba.

He pays for the e ectricity he uses by paying e ectricity bill. This eectricity bill comes every other
month (according to Dadajee this happensin a honest way)

Heis of scheduled caste but heis connected to the grid

I

He has the enterprises for coping (I can tell because he has absolutely no luxuries, no TV and pottery
is not a status industry to be in and they require all the money for their daily needs like food, school of
his two children)

He knows that other energy sources, like e ectricity would make it possible to increase production but
he does not have the financial capital to get a machine which runs on dectricity and he cannot pay for
the dectricity. The advantage of using manual labour isthat it is cheaper. He learnt the production
process from his father so he had the possibility to experiment with manual |abour and the turning
stone. He did not have to learn any new things. When he started the enterprise for himself he did not
have to learn the production process and he | earnt the management from his father.

J
The entrepreneur decided to start his enterprise as an individual decision (which isinfluenced by his
parents who live next to him, also in a mud house)



K
He learnt about the production process and how to use manual labour from his father.

L
There has never been anybody at the enterprise trying to promote a modern source of energy

(Entrepreneur is scheduled caste, he seems very insecure, hardly has contacts, is located far from the
road. He works really hard.)



Chhprathan

Interview with the prathan of Chharba

Name MunnaKhan

At around the age of 22 helearnt to read and write. At that time (20 years back) there was a schemein
Indiawhich aimed for teaching illiterate people reading and writing. Heis currently 44. He has three
sons and two daughters. One son has a chicken farm and the other isin cement building.

generd

Chharba has a population of 10500 people, 800 families. The total land is 54.000 biga, 1500 biga's of
land are owned by villagers which is forest land. Most of theland is used for cultivation. There are
five ponds in Chharba with atotal size of 50 biga.

Chharba panchayat has 13 wards and one prathan, and a deputy prathan which is sel ected by the
panchayat members. They are all sd ected by the genera public for a period of five years. Thedivision
between upper and lower Chharba is not a government recognized division, this has been there
traditionally. There are some political orientation present but this does not lead to any problems. There
are members of the Congress, the BJP, few CPM and SP. The areais very peaceful.

When asking what is specid about Chharba the prathan explainsthat it is known as a full form village,
Adas gram because there are many biogas plants used for cooking and thereis areserved forrest.
Apart from ADOPT there is another NGO whi ch sometimes does activities in the villages, named
Chakriti, their officeisin Rampur.

Vulnerability context

The main problem is Chharbais theirrigation problem. 30% of cultivated land can be supplied by
deep well and 70% is irrigation land which requires water. This gives very big problems during
drought. The 70% of land only depends on nature for its supply in water

Liveihood assets

The main sources of income in the village are cultivation, labouring ether in Chharbaor in

nei ghbouring villages, enterprise. Approximately 200 people serve for the nation in the military
department (whichisin Dehradun) and approximately 150 peopl e are working in institutions like
schools, offices and government agencies)

In Chharba about 59% is literate only on the mother language. Women which are older than 35 are
basicaly illiterate, except for the Hindu women. Women younger than 35, 65 % areliterate.
Educational institutions: There are four government owned primary schools up to class five. Oneinter-
college (class 6-12) and four English-medium kindergartens (the parents think that their children will
learn to speak English, this are private schools).

Of thetotal population, 65% is Hindu and 35% is Muslim. Of the Hindu populati on, 20% is scheduled
caste, 40% is generd caste and 40% is backward caste. Of the 800 families in Chharba, 10% have a
telephone.

Any infrastructural programmes are just done by the government of Uttaranchal.



Industries

10 weed grinders of which 4 use diesel and 6 use e ectricity

8-10 tail ors which use human labour

10 general stores which use human labour

2 potteries which use human labour

7 blacksmiths which use charcoa

1 shoe palisher using human labour

5 barbers which use human labour

7 telephone shops which use dectricity

6 knitting shops which use human labour and e ectricity

8 carpenters which use manual labour

4 cycle-repair shops which use manual 1abour

1 photography shop which uses dectricity

2 dectricity shops which use e ectricity

15 restaurants which use gas and firewood

3 sugar cane mills which use éectricity and firewood (medium-sized enterprise)
1 brickmaking factory (large enterprise)

2 government ration shops

Total: 94

Only the grinders pay taxes to the district panchayat. Therest of the villageis not

95% of the households is € ectrified

There are 2 non-educated docters which used to work at a doktersoffice for two years and now call
themselves doctor.



Chhwell

Chharba

Enterprise 8, enterprise which uses iron wel ding for making doors, grills, fences, gates. They use one
wel ding machine, one drilling machine and one pressing machine on d ectricity and manual |abour.
One entrepreneur and four workers..

Entrepreneurs name: Javed K han, the entrepreneur lives in Horawal a, where heis deputy prathan.

Interview with Dadajee and Karlijn on 25-03-2006. During the interview, approximately 8 people are
surrounding the site where we are interviewing.

Production process:

Iron is bought from one suppliersin Vikas Nagar and one supplier in Sahaspur. Theiron istransported
to the enterprise by a hired car. With aweding machine, adrilling machine and a pressing machine
they make doors, grills, gates and fences. The customers pick up the products at the enterprise. The
enterprise consists of one entrepreneur, one skilled labourer and three learners.

L ocation:
The enterpriseislocated at 400 meters from the National Highway, on the main road of Chharba.

A. Adoption, rejection or no knowledge

Entrepreneur has always been using dectricity in his enterprise. Other modern energy sources like
diesd and LPG are more expensive. He uses the e ectricity eight hours a day. 2-3 days aweek the
eectricity is off for 1-2 hours. If this happens the workers and the entrepreneur do manual work. If
work cannot be finished in the eight hours than they work after ten at night because they are not
allowed to use dectricity from 5-9 pm. He has this enterprise for the last 10 years and he uses
electricity since the beginning. His eectricity bill is 600-700 Rs. amonth, he does not require
eectricity constantly.

B. Vulnerability context

The prices of iron do constantly fluctuate, no seasonal fluctuations but atrend of increasing iron
prices. The demand for his finished products decreases from june to august, during the rainy season.
People do not built at these times. During this time, the demand decreases by 30%.

C. Human capital

The entrepreneur finished primary, secondary and inter-college. He does not have any education in
weding. He finished inter-college by the age of 24. After that he worked as alabourer in a similar
enterprise for five years, where he learnt all the operations heis doing in the enterprise. They
management skills helearnt from his brother, who has a similar enterprisein Dehradun. The
entrepreneur taught the workersin his enterprise how to do this work. He has one skilled labourer who
he taught all the jobs, he than examined him. The other three workers are till learning. The
entrepreneur would liketo learn other skills regarding iron appliances or work with other materials.
Due to poverty he cannot (poverty can be questioned with this man!). Hewould liketo get one late
machine and another pressing machine.

D. Financial capital

The entrepreneurs total sales are 1 lakh Rs. per month. His profit is 13000-15000 Rs. per month (I
think more, as Neeraj explains afterwards that people do not like to show off their earnings, especially
in poor areas, because they are scared that they might get into problems because otherstell
government on them. For example, when they are not paying income tax there have been occasions
that othersin villages informed the government. Especially since a lot of other people are surrounding



the interview). The costs he deducts are dectricity, material costs, transportation costs and labour costs
(which is 4000 per month for the skilled labourer and 500 Rs per month for the learners). He does not
save money in the bank, he only has one account with approximately 40.000-50.000 Rs which he uses
when he has to pays for materials (As Neerg explains, people who are not paying taxes or licenses,
like this person, do not save in the bank because the bank may present alist to the income tax
government department, so it is possible that this person is saving money but only cash money). In
Horawala he has a house, a motorcycle. He has no land and no cattle

E. Social Capital

The entrepreneur is award-member and the deputy prathan in Horawa a. The ward-members and the
prathan are directly chosen by the public through an e ection for a period of five years. The
panchayatmembers than sel ect the deputy-prathan from the other ward members. At theingta lation
they have a meeting with al panchayat members. They prepare a project for the village which they
send to the Block Devel opment Office. If the BDO allows the work they send money to the prathan.
The ward members have to take care that the division of the money is done according to the criteria.
The wardmembers go around in their ward to inform the people about the project and check if the
activities are being performed. The entrepreneur meets people in groups when they have problemsin
the wards. First ameeting is arranged with the panchayat members and after that a meeting is called
with the peoplein the ward where the problems are. The entrepreneur has acquai ntances in Horawal a,
Chharba and the neighbouring villages. When thereis a problemin the block there will be a meeting
with all the prathans and deputy prathans in the block, which is the Sahaspur block. He has friends and
relatives in other states, in Himacha, Uttar Pradesh and De hi. He speaks to them a few times a year,
2-3.

F. Natural Capital
[ron.

G. Physical capital

For transporting the iron from the suppliers to his enterprise he uses a hired car. He has a motor cyde
for going from Horawa ato Chharba and back. Electricity used is supplied by the grid and the drops 2-
3 times aweek, sometimes an hour. He has a mobile phone, atv and he reads the paper every day.

H. Influence on and access to transforming structures and processes

The market for his suppliers are on a distance of ten kilomentres for Vikas Nagar and three kilometres
for Sahaspur. For getting the materia s he hires atruck. The skilled labourers he has had for five years
and the learners for about six months. He hired them for them to | earn the busi ness and because they
could help in increasing production. He states that the demand in the market is bigger than he can
supply but he does not hire more workers because he is faced with financid problems concerning the
investment in raw materials. His customers come from Chharba and neighbouring villages up to 15
kilometres from the enterprise. All customers cometo the enterpriseto get their goods. Theironis
obtai ned from two contracts with suppliersin Vikas Nagar and Sahaspur. One of them provides goods
on aloan, that is why he has two. The entrepreneur does not have aloan. Heis not registred. He does
not have any licenses. He pays tax to the district panchayat and he pays no income tax because he
(says) heis under the tax income levd.(The income tax level isaround 1 lakh Rs earnings a year. If
the entrepreneur earns 13000-15000 Rs per month he can never be under the tax income level, when |
check thisis not surprising. First of all the government does not implement the policy properly
because they do not have the assets. They do hardly check people. Second, if you want to apply to
income tax you have to go to several ingtitutionsto fill out forms. The only way the government does
checks is by checking all people who buy a house and checking people who are told on by others.)

|. Perceived Attributes of Innovation

The entrepreneur has his enterprise for profit because heis having a mobile phone, atv and he earns
13000-15000 a month. In an area with so many people BPL (check later with data from BDO) thisisa
high earning. Heis also a panchayat member for which he requires time.

The entrepreneur knew that this energy source would be beneficia becauseit is cheaper than diesd,



LPG or kersosene. He had the possibility to experiment with the energy source because he worked for
five yearsin asimilar company, also do engineering.

J. Innovation-decision
The entrepreneur decided about the use of the energy source

K. Communication-channels used
The entrepreneur |earnt about the energy source through interpersona channels. Heleanrt about the
application of it through the job he used to work in where he learnt the operations heis performing.

L. Extent of change-agents promotion efforts
Nobody ever promoted the energy sourceto him

What it looks like now he panchayat members have a lot of advantages. The entrepreneur has a
recently good income compared to all the other entrepreneurs | have been talking to. Neeraj explains
that the advantages of the panchayat members are that can get proper coordination and contacts and
assistance, you are able to built a large network. Friends of the prathan are also involved in this.



Chhobser

Chharba

- Mudhouses are an important indicator for wealth. People mention very often that they used to
have a mud house and since X years they have a concrete house. The poorer peoplein the
village, for examplethe 2 pottery families still livein a mudhouse

- Another important indicator in these villages is that the Muslim community is generdly living
in mud houses. There is agroup of Muslims living together in the village. All the houses are
mud houses. (Thisis similar in Sahaspur. Most people who have an enterprise have a concrete
house on the road. When going into the Muslim community you will generally find mud
houses.)

- Dadgee, ADOPT: Chharbais avillage which very large amounts of land, more than 50.000
biga's. 30% of theland isirrigated but most of the people are able to eat all year from their
own crops. The average amount of land is 10.000-15.000 biga's.

- Most people have a concrete house with more than 2 rooms. TV is not an indicator for wealth,
DVD-players and fridges are. Most of these houses have stone floors with aroom for
recei ving guests or a sitting room. The other rooms are than sl eeping rooms for the family
members.



1.1.3 Village Kotra
Kotward

Kotra
Interview with wardmember Mr. Santram

Interviewed by Neerg) and Karlijn on 27-03-2006. During the interview there are afew children, his
wife and a neighbour woman present.

1. Introduction to village

Kotra panchayat consists of four villages: Jakatpur, Bilseni, Nahar and K otra Kd yanpur. Kotra
panchayat has atotal population of approximately 2500 (from now on when referring to Kotra, the
entire panchayat of Kotra is meant). Kotra Kalyanpur is abig village and the other villages are small.
In Kotrathere are 150 families. Of the 2500 citizens approximately 1200 live in Kotra Kalyanpur. All
the villages in Kotra can be found within aradius of 2,5 kilometer from the central point. (The total
area will than be 20 kilometres when calculation, pi * 2,5 * 2,5). The nine wards are a most evenly
spread over the four villages. The prathan lives in Kotra Ka yanpur, approximately 500 metres from
their house. (I have heard fromlocals that the prathanis a really bad prathan, | haven’t been able to
find out yet through talking to them, when asking:). Politicians are not good, they first wear a necklace
of flowers, than they wear a neckl ace of shoes and than they wear a necklace of bullets. (When stating
that the interview is confidential and nobody will get to read the interviews that are fromthe area,
they grap their chair and come closer). The prathan has cut many eucal yptus and popul ar trees.
Nobody has taken any action. Prathan has divided the money from the government in awrong way
and one night, when the peoplein Kotrawoke up, he had suddenly built a big house. He has arranged
amarriage within his family-members and that is considered a shame in Hinduism and he does not
have theright information to really do the things that are needed in the village and he also does not
care. He does not have the psychol ogy to take action against any illegal activitiesin the village. When
| ask who do all the work they say that the ward members do all the work (Neeraj knows the man and
he claims that it istrue that Mr. Santram does a lot of good work. When ADOPT isworking on a toilet
or isrequiring any help in the village he is always available to hel p out). Other effectsis that basic
needs are not fulfilled, for exampl e educati on and there is a high unempl oyment rate of 95% of people
(I question this because later | asked if people work as labourers they claim that in the off-farming
season 45% of the total population, almost all men, go to work). People are also not interested in
education any more because thereis so much corruption that education is not i mportant to fulfil life
needs in Kotra. When asked for the literacy rate they claim that it is 95%, only people of the younger
and the coming generation are literate.

2. Vulnerability context

Corruption is a problem, drought is a problem. Especially that there are no proper irrigation facilities.
In 1978 there was an enormous landslide which covered alarge part of the village. Thereis awater
problem and they really want to buy a water tank. Thereis aso no gathering place in the village for
any socia events. To stop flooding they used to use a grade-wire. The government of UA always used
to do that but t doesn’t happen anymore.

3. Livelihood assets

Only the younger generation is literate. Most peopl e of the ol der generation cannot read.

The main source of incomeis farming and there are afew enterprises in Kotra. There are only afew
months in farming, April and May, and November and December. The other months most men work
as labourers. Approximatey 90% of men. Only three peopl e in the village earn more than 4000 Rs. per
month, the prathan and two others. There is arequirement of 30.000 units of grain but they are only
getting 15.000 units of grain from the government ration shop. Thetota population of Kotrais Hindu,



of which 55% is general caste and 45% is scheduled caste. There are not any problemsin Kotra based
on the caste system. The zamindars during the British rule caused the differences between the castes.
At that time you could not just go to the zamindar to pay for something.

4/5 Enterprises and Energy sources
Most househol ds in Kotra have been e ectrified.
- 4tailors of which only the one at the bus stop uses € ectricity, the others use manual labour
- 1 bakery which uses coals and wood
- 4 generd/retail stores
- 4 grinderson diesd and depending on the amount of water
- 2or 4 grinders which use the watermill as energy source.
- 1 blanket factory, which also uses diesd
- 1 shoe maker using manual labour
- 2 blacksmiths using wood and charcoa
- 2teashops
- 1 chemist
- 2 carpenters using manual 1abour
- 1 decorator of marriages
Total: 25 enterprises

ADOPT is activein the village. They have been building toilets and addressing socid problems. The
water istoo deep for getting wells. They realy want atank to store water in. They can get it from
down and carry it to the water tank. Dueto financial problems they can not invest in atank and the
infrastructure for the water. They a so have a problem with not having a bank. They haveto keep al
the money in their house. Thereis a system where streaming water comes down from the mountains
into the village. Thiswater flows through a stone, built gutter. In the gutter there are walls so people
can let the water stream to their house. If alot of people are using this than thereis only water for 1-2
hours aday in the house.



Kotbl1

Kotra
Enterprise 12: Blacksmith using charcoa and iron
Entrepreneur’s name: Babu Lal, 58 years old

Interview by Neerg) and Karlijn on 27-03-2006. Surrounding his oven there are alot of ready-made
products. hammers, sickles. (In comparison to the Enterprise number 11, also a blacksmith, who had
no finished products in his enterprise).

(When we walked over to the enterprise and Neergj asked for an interview the man was very reluctant.
He did not want a photograph and he did not want to do an interview. He claimed that he had some
problems concerning the division of land and that was why he did not. | did want to interview this
enterpreneur because his enterprise was really remote and he seemed quite poor. Thisis the second
enterprise on along distance from a ‘begaanbar€ road where the customers come to the enterprise to
get their products. Therefore we went back to wardmember Mr. Santram who was laughinh and said
he was probably scared. When Mr. Santram arrived with us the entrepreneur was very willing to help
out)

Production process

The entrepreneur goes to Sahaspur and Vikas Nagar to get iron. He has an enterprise outside of his
house where he has a little stone-built oven and a blower. There hefirst burns the wood and after it has
become coal helets the coals smother to heat up theiron. He than hitstheiron in the required form.
The entrepreneur works on order.

The entrepreneur has always been living in Kotra and has been a blacksmith for 16 years.

Location
The enterpriseislocated in Kotra, 30 minutes by bus from Chharba. When getting of the busin Kotra
you have to walk half an hour to reach the enterprise.

A. Adoption, rejection or no knowledge

The entrepreneur has the enterprise for 15 years. Before that he used to be a carpenter but it became
prohibited to cut wood from the forest. This meant that he could only buy it and that was too
expensive for him. Therefore he chose to become a blacksmith. The entrepreneur uses wood which he
burns to get charcoal. Heis not allowed to burn large quantities of wood for creating charcoa because
the government does not allow the storage of charcoal. The entrepreneur can only burn wood whichis
required for the heating up of theiron heis going to work on. The entrepreneur explains that heis too
poor to buy charcoal. He has never bought charcoal from the market before.

B. Vulnerability context

The demand of his products increases during the farming season in April-May and from September-
December. The demand is twice as high compared to the demand in the off-farming season. Currently
he has no work. Theiron pri ces fluctuate and he goes to Sahaspur or Vikas Nagar to get theiron.
There he searches for the lowest price of theiron. The entrepreneur has 3 bigd' s of land which they
use for their own nutrition. Hetells that a problem is that the monkey’ s eat their crops.

C. Human capita

The entrepreneur isiilliterate, he can only sign asignature, that isit. He only compl eted the second and
the third class. He started at 9 years old and stopped 12 years old. He stopped because his father was
not able to provide expenses such as clothes and books and he had to work for meeting the family's
expenses. He had to take the cattle out, took them grazing. The entrepreneur says he learnt himse f



how to do be a blacksmith by looking at other blacksmith’sin Kotra. He daimsit isa God' s gift and it
took himalong timeto learn it. Theten years before he became a blacksmith he was a carpenter. He
learnt carpenting from his father. When his wife died he had to stop carpenting for the sake of his
children because he could not go out anymore, he had to stay at home. Now he can't start it anymore
because heis to old to get thewood and the job is too heavy. The entrepreneur would liketo ingtdl a
machine to sharpen materials. These machines run on electricity. He has dectricity in his house for
lighting but he does not have a meter from the dectricity company to cal cul ate the units.

D. Financia capita

It takes 30 minutes to one hour to make a plough. It takes 3 hours to make a hammer and it takes ha f a
day to make a sickle Per week he produces and sdls 14 products. He works on order and gets
approximately 1-2 orders a day. With high demand he hires workers which he pays a daily wage. For a
hammer he asks 300 Rs. For a big sickle he asks 50 Rs. For asmall sickle he asks 25 Rs. For a plough
he asks 40 Rs. His total sales are 15 products per week of approximately 50 Rs. per piece. Monthly he
sdlls 15-20 new products of 50 Rs. (Amounting to 750-1000 Rs. per month) in additi on he earns 400-
500 Rs. per month out of repairing. Out of 50 Rs. he earns 50% are costs. This work is the only source
of income for the entrepreneur. The has 3 biga's of land. He does not have any transportation. He does
not have any stocks. He owns a cow, one goat and a dog.

E. Social Capital

Entrepreneur knows people in neighbouring villages, he has no relatives living d sewhere. The
entrepreneur knows afew peoplein Vikas Nagar and Sahaspur which he meets when he goes there.
He meets them once per week or per two weeks. He does not go to weddings and festivals. His
children do go to weddings and festivals. He has two boys and 2 girls. His ddest son has married.
They dl lifeat his house. His sons don't work, they are studying in the school. He does not know
peoplein other districts and other states. The entrepreneur is Hindu and scheduled caste.

F. Natural Capita

The entrepreneur has 3 biga's of land which they use for their own nutrition. Hetells that a problemis
that the monkey's eat their crops. The entrepreneur gets the wood he needs from the forest. According
to forest law heis not alowed to take wood from the forest. Therefore he takes wood which is down
and floating in the river. Occasionally he finds trees which have fallen down of which he cuts what is
required.(It is possible that he does cut wood from the forest but he does not want to say so because he
is scared of getting caught).

G. Physical capital

He has dectricity in his house for lighting but he does not have a meter from the e ectricity company
to calculate the units. The entrepreneur does not have any transportation possibilities. The e ectricity
he has he uses for the lighting in the night. He does not havea TV, atelephone, aradio. He can't read
so he doesn’'t read the paper. His eldest son does read the paper when he goes down to the village to
get something.

H. Influence on and access to transforming structures and processes

It takes the entrepreneur 30 minutes walking and 30 minutes by local bus to reach either Sahaspur or
Vikas Nagar. When | ask if he could get a higher profit from carpenting he says that he could but that
heistoo old and heis not working for profit but for sustaining his children. He does not pay any
money to district panchayat, village panchayat or income tax. He has no licenses. Heis not confronted
with any regulations. He gets 1-2 orders a day and he cannot work according to demand, he sometimes
has to say no to his customers. When demand increases he hires workers. They get daily wages. His
customers are from K otra and surrounding villages. He has about 25 families who are his customers.
The entrepreneur has applied for an e ectricity line for the poor (subsidised) at the provider but hedid
not get it yet. He applied 4-5 years ago. He applied with the name of his brother and that is why he did
not get it yet. Heiswilling to apply for a Janta connection but he has not doneit yet because he has to
work in his enterprise and is not able to go there. The entrepreneur knows the wardmembersin his
ward (when we went to the wardmember to ask if he could talk with the entrepreneur, the started



laughing and explained that the man is a bit crazy)

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise not for profit but for coping as he stated that he is not working for
profit. The entrepreneur knew that this source would have the most beneficial outcomes according to
his living conditions because this energy source is the cheapest energy source the entrepreneur has
access to. The benefit was for the entrepreneur and hisjoint family. The entrepreneur could
experiment because wood is readily available to experiment with.

When the entrepreneur changed from carpenting to blacksmith he had to change his production
methods. He had to change his materials, get a blower, change his input and give up his father's
tradition. When asked about his experience with having to give up the tradition he responds that he
just had to provide food to take care of his children.

J. Innovation-decision
The entrepreneur decided on his own about this innovation.

K. Communi cati on-channels used

The entrepreneur learnt about the possibility of becoming a blacksmith from another blacksmith in
Kotra whom he observed. This person used charcoal. The entrepreneur knew that he could also use
wood for making charcoal so he did this.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur



Kotfocusl

Interview with brother of ward member
Interview done by Dadgjee and Karlijn, 23-03-2006

Name Dani Ram
Heis aso E4, the entrepreneur which grinds weed by awatermill

Thetotal population of Kotrais 2500 with 150 families. Kotrais a panchayat in the Sahaspur block,
with three villages of which the tota population is 2500:

Kotra Kaanpur

Birseni

Nahad
Thetotal size of panchayat Kotrais 25 square kilometres. There are seven wards and one prathan. The
wardmembers and the prathan are dected by the e ectorate population of Kotra.

Vulnerability contaxt

Dani Ramisworried about the drugs which the youth uses. They mainly drink loca wine which
causes degradation of the youth. In the rainy season they are confronted with landslides and a
vulnerability before the rainy season is the possibility of drought.

Industries:

- 1 barbershop which uses manual |abour

- 6 generd stores

- 1 decorator of marriages

- 1 bakery which uses charcod

- 2tailors which use manual 1abour

- 1 blacksmith which uses charcoal

- 4 weed grinders by watermill

- 1 weed grinder which uses adiesdl generator

- lretailer of fabrics

- 2 telephone shops which use e ectricity
Total: 20 enterprises

The main source of incomeis agriculture. A few people have an enterprise and work as daily labourer
or permanent labourer. There are only a few people which get remittances.

In Kotrathere are three primary schools and two junior high schools up to class e ght (the age of 12-
13). For secondary school they go to Horawala whichis five kilometres from Horawal a.

Literacy rateis 30% in general. Of the women less than 15 % is educated.
The entire population of Kotrais Hindu, 45% is scheduled caste, 45% is generd caste, therestis
Brahmin. Enterprise-ownership is by people from all castes, there are no problems arising from the

caste-system. Even Brahmins buy products from the scheduled caste.

Thereisno LPG, diesd or kerosene used in enterprises in Kotra except for one weed grinding
enterprise at the main road in Kotra. Househol ds do use these for exampl e for cooking.



Kotmill

Kotra

Enterprise 4 (E4) Flourgrinding with watermill. In Hindi the watergrinder is called ‘garad'.
Name entrepreneur: Dani Ram

Interview done by Dadgj ee and Karlijn on 23-03-2006

Production process:

Customers bring weed, corn and herbs to the entrepreneur’s house or to the enterprise. The
entrepreneur lets the water stream to the watermill. It goes down a gutter, into the mill to makeit turn.
Inside the mill thereis aredly big stone grinder which turns to grind the weed. After grinding it fals
down and they callect it. They than take it by horse up to the entrepreneurs house or to the main road
in Kotra. In eight hours he can grind 2 quintile (which is 400 kg). At the location of the enterprise
there are four garads of which two are the entrepreneurs. With he can, on aeight hour day, produce
minimum two quintile and maximum 4-5 quintile, depending on the waterforce.

L ocation

Kotra can be reached from Sahaspur and Chharba by bus. The bus goes every few hours. From
Chharba it takes 30-45 minutes to reach Kotra, on its main road where a few other enterprises are
located. From the busstop it is a 20 minutes walk to the entrepreneurs house and another 30 minutes
walk to his enterprise.

A. Adoption, rejection or no knowledge

The watermill is the energy source of the weed grinding machine. Electricity is costly, every month he
has to pay for the dectricity he uses while the watermill offers free energy. (When comparing the
production of the weed grinding machinein Chharba with this one the efficiency is higher in this one.
The weed grinder on diesel can produce 50 kg per hour. In four hours this would be 200 kg. In the
watermill weed grinder the entrepreneur can produce 400 kg, if the waterflow is small. In this case he
closes down one enterprise but he can still produce 400 kg of flour on an eight hour day. Thiswould
mean 200 kg. in 4 hours. Taking into account that thisis his production with one enterprise on a small
water flow, the garad is more efficient.)

Another advantage of the garad is that the weed does not heat up while with dectricity grinders or
generator grinders it does heat up. The flour isalot healthier when it is not heated up, it does not loose
nutri ents that way.

B. Vulnerability context

Every summer, before the rainy season, the waterflow is less. Two of the four enterprises close down
because the waterflow is insufficient. At days like that he produces 400 kg because all the waterflow is
used for just one enterprise.

C. Human capital

The entrepreneur finished primary school, secondary school and higher secondary education (inter-
college). He finished school at the age of 22, now heis 48. Heis aso working as alaboratory-assi stant
inainter college near by. When he was studying there he was really interested in this work. He works
there 48 hours a week. When heis working his wife and two sons do the grinding. The children go to
schooal first and in the afternoon they do the grinding work. Therefore the enterprise produces only 4
hours aday. Only on Sundays they produce from the morning until the evening. The entrepreneur built
the whol e system himsdf, including the watermill and the weed grinder. He has been working in the
enterprise since he was a kid and since 1988 he has the two watermills, with both aweed grinder. The
knowledge has been in his family for centuries, aso the knowledge concerning management skills. He



has got the two enterprises for eighteen years. He taught his children how to do the work. He has two
sons. Oneis doing a masters degree, the other son isin secondary school.

D. Financial capital

Entrepreneur earns out of grinding approximatdy 3000 Rs. per month. At the coll ege he earns 7000
Rs. amonth. Therefore heis able to save 1500 Rs. a month. He has two cows for milk, one horse and
two buffalo’s and a matorcycle which he uses to go to the inter-college.

E. Social Capital

He meets groups of peopleat hisjob at theinter-college. His customers cometo his house or to the
main road in Kotra, by that way he supplies them their flour. Because his customers come from his
village, villages in the area and also from Dehradun, he knows peopl e there. He does not know any
people outside the district. Entrepreneur is from scheduled caste

F. Natural Capital

Entrepreneur strongly relies on the water flow and the differencein height. Kotraislocated at the
border region between the hills and the plain and has alittle difference in height. He a so grows some
weed for themselves.

G. Physical capital

The flour is transported from the mill, by horse, to the road. The flour is transported in bags. The
entrepreneur gets dectricity in his house which he uses for his telephone and lighting. He pays an
eectricity bill of 300 Rs. a month. Everybody, close or far from Sahaspur(where the powerhouse is for
Sahaspur block) pays the same rate. In Kotra all houses have been e ectrified. He has a motorcycle
with which he goes from Kotra to the intercoll ege where he works. He hasno TV but he does have a
telephone and aradio. They read the newspaper.

H. Influence on and access to transforming structures and processes

Most of the Kotra villagers cometo his enterprise to get their weed grinded. There is one other weed
grinder with adiesd generator in Kotra. Most of the villagers do not know that the fl our which has
been grinded up without heating is hedlthier. Also the people from the surrounding villages use his
watermill for grinding their weed. Some people from these villages come especially to him because he
produces the flour in this way. From histotal customers, 75 % comes from other villages and 25%
come from Kotra. Thisis dueto the fact that the populationin Kotrais small. Thetotal populationis
2500, with 150 families. He also supplies peopl e in Dehradun who come to him because he grinds
without heating the weed. He has no customers outside the district. He does supply to Dehradunand
than from Dehradun his flour is transported el sewhere.

If he would be able to produce more he could transport it himself to a bigger market. But he cannot
produce more (In my opinion because heis working at the intercollege and his sons go to school).
Thereis abigger demand in the market for the product.

He uses the bank in Sahaspur for depositing funds. He does not have aloan. Thereis no license he
requires for his enterprise. He does not pay tax because heis below the tax level (Dadajee thinks that
people who produce more than 150.000 Rs. a year have to pay tax.). He requested a check-up from the
government for his grinder and enterprise but nobody came. His enterpriseis unofficial.

His brother is awardmember and therefore he has influence on the way things are organized in Kotra.

|. Perceived Attributes of Innovation

He has the enterprise in addition to hiswork at the inter-coll ege because he wants to think of the future
of his children. (He gets a newspaper in which an article is published) This article states that al the
watermills in Uttaranchal can produce one lakh KW éectricity. The tota amount of watermillsin
Uttaranchal are 15.000 and one garad can produce 500 W of dectricity per second. The government of
Uttaranchal is thinking about supporting them so that the entrepreneurs can supply other peoplein

rurd areas with dectricity. The entrepreneur claims that if the government would provide him with the
necessary infrastrucuture he could produce dectricity and keep grinding the weed.

He knew that this source would have beneficial outcomes because he knew that for the energy usein



his enterprise he would not have to pay for any energy source and because his family tradition had
learnt him that by using a garad, or watergrinding the flour does not heat up and that this sustains the
nutrients in the flour.

The entrepreneur had the possibility to experiment with the energy source because he had been
working in this industry since he was a child. There he learnt how to built the watermill, how to
arrange the production, maintenance and operation. Entrepreneur did not have to change anything
except for building his own enterprise.

J. Innovation-decision
The entrepreneur decided about using this energy source and this enterprise.

K. Communication-channels used
The entrepreneur learnt about this type of enterprise and this type of energy creation from his father as
afamily tradition.

L. Extent of change-agents promotion efforts
Nobody ever promoted any other energy source to the entrepreneur



Kotmil2

Kotra

Enterprise 13 Two/three enterprises which are al from the entrepreneur. One enterprise with a oil-
grinder, weed-grinder, spices-grinder and rice grinder. This enterpriseis also used for grinding
materials (partly cotton) for making blankets and pillows. All the machines are running on diesel. This
is done outside. The other enterpriseis aretailshop of clothes and fabrics for clothes.

Name entrepreneur: Laksmi Belwal. She lives together with her husband, her mother in law and one
daughter and one son.

Production process

Theinput of weed, rice, spices and plants for oil are mainly from the customers. They just bring the
input over and pay for the grinding. The entrepreneur also has some input from her own land for
grinding. When the grinding is completed the products are retrieved by the customersin the enterprise.
Some off the grinded material is sold. The entrepreneur has two workers who he p in any of the three
enterprises, where required.

Location:
Thelocation of the enterpriseis directly at the only busstop in Kotra.

A. Adoption, rejection or no knowledge

They use diesdl because e ectricity has alower cost compared to diesel (All the other entrepreneur’s
explained that diesel is more expensive so | confront her with the fact that other entrepreneurs have
told me e ectricity was cheaper, she explained the following:) It depends on your use and your status
as an dectricity-user. First of al, diese can be purchased for exactly the amount which is required,
also for small amounts. With dectricity you aways have to pay a minimum bill for the service.
Second, diesdl you can buy when you require and pay accordingly. With eectricity you haveto pay a
monthly bill a afixed. Third, entrepreneurs who are BPL get other rates and might have alower
minimum they have to pay. This she does not know but she clarifies that this might be. The grinding
enterprise they have for 10-12 years now. The retailshop and blanket making shop for 5 years. (She
does nat explain but it might bethat at the time they got the enterprise diesd was cheaper than
eectricity.

When asked why they do not use awatermill (like the other person in Kotra using awatermill for
grinding weeds and herbs) to create the required energy they explains that their family needs alot and
that they need the three enterprises to sustain and the oil grinding wouldn’t work with awatermill.
Thereis no availability of water at the place where she lives, and exactly at the spot wherethey live
thereis no difference in height. In the enterprise where they are now they are at the road and they have
their own land here and there they have not.

B. Vulnerability context

They grind their own crops the whol e year through. Demand is high in oktober, November and
December. That isthe season of farming. Therest of the year it islow. The demand for the blankets
increases in the winter months. In summer it isamost nil.

C. Human capita

Both she and her husband have done 12" grade, which is senior secondary. Which means that they
have both finished primary and secondary school. She stopped because she got married and both her
and her husband had to work in the enterprise. Sheis now 28. Her father-in-law used to bein the forest
department. Her husband started the enterprise and bought al the machines. Her husband had taken
some money from his parents home and they also had some money coming from outside, meaning that
they had aloan. Her husband learnt himself how to do this job by looking at other enterprises. He



learnt the management skills himself as well. They would liketo get abig rice-mill which is running
from eectricity. The demand was never there, that is why they did not get it before. Now they are
trying to get it but dueto financia problems they have not got it yet (later | found out that they took a
loan only two months ago for 50.000 Rs with which they are planning to get other machines and do
business investments for their enterprise. She claims that she would be willing to learn alot of things
but she would not know what at the moment because she is busy with her enterprise.

D. Financia capita

With the grinding enterprise they have sales of approximately 5000 Rs. per month. The investment
they have to makeis 3500 Rs. in the labourers (they pay both of them 1800 Rs. per month) diesd,

mai ntenance of machines. With theretail enterprise she has approximately 1000-1200 Rs. sale per
day. When she sells for 1500 Rs. she has 250 Rs. of profit. That means she has a profit between 165-
200 Rs. per day. That amounts to 4125-5000 Rs. profit per month. Her costs for this enterprise are the
cost of the products and transportation cost. The blanket enterprise only sells from Oktober to March.
During these months they sell 400-500 Rs. aday. They make 60 Rs. profit on it. The costs are
materials, input, diesel, maintenance. Thetotal profit per month will amount to approximately 1350
Rs. They save money in the bank, 200-300 Rs. per month. They have no big amount of money in the
bank. They pay income tax but she doesn’t know how much. They have 12 biga of land. They recnelty
have taken aloan, one month ago, of 50.000 Rs. They are going to invest in machines and the
upgrading of their businesses.

E. Social Capital

She used to be attached to a group of women who save money from their income. When anybody from
the group required a loan they woul d provide them with it. Sheis not in this group anymore. She
meets groups of peoplein ther enterprises (during thetime | am doing the interview there arealot of
people dropping buy, and also afew customers who come to buy things in the retailenterprise. A
policeman is a friend of the family, her mother is there, and occasionally some others stop by). They
meet groups on marriages and festivals. They products which they sdll in their retailshop they get from
awholesaler in Dehradun. The materia's they require for the making the blankets and pillows they get
from Vikas Nagar. They haven't got any other friends or relativesin other states. She has onere ative
in Haryana, whom she meets at weddings and at festivals.

F. Natura Capita
The enterprise requires water for cooling the machine. When asked she does not know how much it
requires but there are never problems during the drought.

G. Physical capital

They get diesd when they go to Vikas Nagar and Sahaspur. Only occasiondly they go especialy for
the diesd to Sahaspur. They do not have a car. If they require transportation they either take the loca
bus or they go with their scooter. They havea TV, atdephone, a mobile phone, a CD-player. They
read the paper daily.

H. Influence on and access to transforming structures and processes

They go to Dehradun, Vikas Nagar and Sahaspur. By scooter this takes respectively 45, 20 and 20
minutes. By loca bus this takes respectively 1,5 hour, 30 minutes and 30 minutes. The customers are
coming to the enterprise to bring the input for grinding and after the grinding has been done they also
cometo pick it up. Ther rates for flour are 1,25 Rs./kg. For corn 2 Rs./kg. For spices 5 Rs/kg and for
oil 2,50 Rs/kg. If they could produce more they would be able to get more customers. Also for the
blanket enterprise thisis true. When | ask why they do not she explains that if you want to produce
more you haveto invest in materials and machines. They do not do any publicity. They do not face
any competition here. The customers from all enterprises are from Kotra and neighbouring vill ages.
There are no customersin villages further away. They have alicense for two enterprises, sheis not
sure but she thinks that they pay 500 Rs. per year for them to the district panchayat. Sheis not
confronted with any regulations concerning her workers, health regulations, environmental
regulations. A government official of the government of UA comes once a year to check the grinding



machines for aspecia label which they have. They know the prathan and the wardmembers.
Sometimes they have work with the prathan, than they go to his house. In other instances they just say
hello. Work at the prathan’s house is work for retailing materias, fabrics and clothes from the
retailenterprise

|. Perceived Attributes of Innovation

The have their enterprises for making a profit which | conclude because they areinvesting, the want to
expand. They have three enterprises with which they make a monthly profit of approximatdy 7000 Rs.
per month. They havea TV, a CD-player, atel gphone, a mobile phone.

They new that diesel would be more beneficial because they can useit according to demand, with
eectricity they always have to pay a minimum bill. And they have to pay regularly and with diesel
they can pay when they require. The advantageisin the costs for the entrepreneur and her family.
They did not experiment with the energy source because they saw it at other enterprises and than
implemented it immediately.

When they implemented the energy source they bought the enterprise, bought the machinesin it, they
learnt the new way of working.

J. Innovation-decision
The decision was made with her husbands parents and with her husband and her. The decision was
made qui ckly because the decision involved only the conclusion that diesel would be cheaper.

K. Communi cati on-channels used
The saw the use of diesd in agrinding enterprise at another enterprise using a grinder. That is how
they learnt. Thisis interpersonal

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to them



Kottll

Kotra

Enterprise 16; tailoring enterprise using 3 sewing machines using manual labour, a piko-machine
using eectricity and aniron working on e ectricity.

Interview done by Neergj and Karlijn on 31-03-2006. During the interview one of his workers was
present and other peopl e stopped by the enterprise during the interview.

Production process

With 3 sewing machines, one piko-machine and the iron the entrepreneur sews shirts, pants and suits.
The entrepreneur has four workers exd uding himself. One of the workers is awoman. One of the
sewing machines is standing at another location. The entrepreneur also has another enterprise, aretail
shop for milk. The entrepreneur collects the milk from the peoplein the village and than sdlIsit to
othersin the village. The entrepreneur has had the tail oring enterprise for 20 years. People come with
fabrics to the enterprise, the are being stitched and afterwards the people come to pick up their finished
goods from the enterprise. The entrepreneur goes to Vikas Nagar twice a month to get the thread.

A. Adoption, rejection or no knowledge

The entrepreneur has one machi ne running on € ectricity, the piko-machine. This machine only works
on eectricity. The entrepreneur does not change the other sewing machi nes into machines running on
electricity because they can be damaged by using dectricity and these machine were made for manua
labour. If he would want them running on e ectricity he would have to invest and the entrepreneur
does nat have the money for this. Initially the entrepreneur had one machine and he used to rent the
shop. He collected money for buying the other machines and for buying the shop. At thelocation there
was no tailoring enterprise before, he started the enterprise. He has the € ectricity-machine for two
years. Before that he only used dectricity for ironing. The entrepreneur’ s e ectricity bill is 300 Rs. per
two months. After acquiring the e ectricity-machine his e ectricity bill increased with 50 Rs.

B. Vulnerability context

There are fluctuations in demand. Thereis alow demand in March but the rest of the year the demand
is high. According to Hindu religion thereis not supposed to be awedding in March. People stitch
clothes for marriage parties and festivals. In the month of March the entrepreneur does work which
has been waiting for him or he does repairing work. The demand in March is 10% of the normal
demand. There are no fluctuations in the price of thread. The entrepreneur has afixed supplier. Since
fiveOten years the demand for garments has increased because the popul ation has increased. He has no
competition from ready-made garments because the people who wear ready-made garments don't live
in Kotra. There are 15 tailors in Kotra panchayat. There is competition in quality, not in work.

C. Human capital

The entrepreneur passed eight class. Which is primary school. He was 13 when he passed. Heis
currently 30. The location of the enterprise used to belong to another person. He used to pay arent of
100 Rs per month. He started to learn tailoring from another tailor who was from Nepd but was living
in Dehradun. At that time the entrepreneur was 12 or 13 years old. He was still going to schoal at that
time. At the age of seven or eight he started to rent the shop from the owner (This seems very strange.
After checking he confirms that this shop never bel onged to his father or other family members. They
were all doing farming. Heredlly started renting the shop on his own at the age of seven or eight.) The
entrerpreneur learnt his management skills, like accounting and marketing, himsdf. All the four
workers work 8 hours aday, every day of the week. When they equire a holiday or they want to leave
for other purposes they do. The workers were skilled labourers when they started working in the
enterprise. He would not like to get other or additional machi nes because he does not have the
financial capital to invest in them. If he could purchase them he would be able to work quicker and



more sophisticated. He would aso like to learn about the workings of these machines. He would also
like to get knowledge on doing more types of appliances but eh does not have thetimeto learn all
these things because he has to work in his two enterprises. Next to this he would have to pay feesto
learn this and he does not have the finandid capital to pay for these fees.

The four workers are working in the enterprise. The entrepreneur himself is working in the milk-retail-
enterprise.

D. Financial capital

Thetotal profit of the tailoring enterprise is 3000 Rs. This depends on the amount of products that he
sdls. Histotal sales are 10.000 Rs. Costs are thread, labour (210 * 30), eectricity and maintenance.
The workers are paid according to the amount and type of products they stitch. Approximately they
get 70-80 Rs. for one item. The approximate pay-check per day for al of the workersis 210-240 Rs.
His brother works in farming at their land. This cultivation is for the use of the family. They do not
sdl any farming products. Both brothers support the family.

With sdling the milk the entrepreneur does hardly earn any money. He thinks about 200 Rs. per
month. He does not do this work for profit but for assuring the distribution of milk to al the people
that require the milk. He does not save money, also no cash money at his home. He cannot dueto the
requirements of his family. He has 10 biga's of land and he has 2 buffalo’s, 7 goats, one dog, one cat
and a cow.

E. Social Capital

The entrepreneur lives with hisjoint family. His wife, his parents, his brother, his s ster-in-law. Both
the brothers have 2 girls and one boy. Helives at the only busstop in Kotra and he distributes the milk
in thevillage. In the village he knows almost everybody. He meets groups of people at Holi, festiva's
and marriages. He goes to Vikas Nagar twice a month to do business. He goes to Vikas Nagar,
Dehradun, neighbouring villages and Sahaspur to meet friends. He talks to them approxi matel y once a
month. Heis not involved in any organization. His children go to school. Oneisin thefifth class and
the other in the fourth class of kindergarten. He knows peoplein Himacha Pradesh and Uttar Pradesh.
He speaks to them occasionally, at marriage parties, afew times ayear. Or at any Hindu function. The
entrepreneur is Hindu and is from the schedul ed caste. His enterpriseis located opposite to a school so
they children, with parents always visit his enterprise

F. Natural Capital
Does not apply.

G. Physical capital

The entrepreneur is connected to the grid. The eectricity drops only when thereisastorm. This
happens approximatey 5-7 times per month. He has a scooter and when he goes to Vikas Nagar he
either takes his scooter or the bus. It takes the entrepreneur 1,5 hour to reach Vikas Nagar. The
entrepreneur hasa TV, radio, CD player. He has no DV D, no mobile phone and no landline. He does
not read the paper because he does not have the time for reading it. Heis ableto read and write

H. Influence on and access to transforming structures and processes

It takes the entrepreneur 1,5 hour to reach Vikas Nagar. The customers cometo his enterpriseto bring
raw materials and pick up the finished goods. The entrepreneur goes either by local bus or by scooter
to Vikas Nagar. If the entrepreneur would get machines on dectricity he would be able to sdl more. If
he had more knowledge about differing appliances, for example embroidering, he would aso be able
to sell more. The entrepreneur does not have aloan becauseit is easy to take aloan but the monthly
payment is really high (monthly). The entrepreneur is not confronted with worker regulations, health
regulations or any other kind of regulation. He pays 50 Rs to the district panchayat every year for his
shop. Thisisthe only time a government official come to the enterprise, for collecting this yearly fee.
His enterpriseis not registered. Electricity is always available, there are no restricitions.

He knows the prathan and wardmemebers. The exchange an hi or hallo. He knows them al but he has
not friends with wardmembers or prathan.

He has only customers from K otra panchayat. He has fixed and new customers. Approximately 50% is



fixed and 50% are newcomers. Delivering quality to customersis his means of marketing.

The entrepreneur would like to expand his enterprise but he does not have the financia capital to make
investments.

He learnt about the machine which is running on d ectricity, the piko-machine, from thetailor in
Dehradun where he used to work. It isamachine for piko. Before that he didn’t do piko so when he
got the machine he differentiated the appliances of his enterprise. Because of this machine, he
estimates that demand has increased with approximately 10%.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping. The reason why he has the enterpriseis for sustaining
his family. He would like to invest to increase his sales and profit but he does not have the financial
capita to do this. The entrepreneur had been using d ectricity for ironing from the beginning that he
obtai ned the enterprise. He knew about using dectricity for piko from the enterprise where he had
been working. He dso knows about the possibility for sewing machines running on e ectricity but he
does nat have the financial capital to invest. According the entrepreneur piko machines can only work
on eectricity. The advantage of this new source was for the customers and also for the entrepreneur.
The demand for piko was their amongst his customers so he wanted to deliver a better quality by aso
doing this appliance. This has increased the demand for garments. The entrepreneur experimented
with the dectricity in the enterprise where he was taught.

He did not have to change anything because he had aready been using eectricity for ironing. His
eectricity bill increased with 50 Rs. per month from 250 to 300.

J. Innovation-decision
The entrepreneur decided about the innovation in energy source by using this machine

K. Communication-channels used

The entrepreneur heard about the possibility for this innovation from his former employer. He used to
work in the enterprise and there he learnt how to use e ectricity for ironing and d ectricity for the piko
machine

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.



1.1.4 Village Langhaf
Lanchl

Village Langha, Langha Panchayat

Enterprise 18; The entrepreneur uses either wood for his oven or kerosene for his kerosene gas heater
to produce chai and some simple dishes

Name entrepreneur: Babu Ram

Interview done by Neergj and Karlijn. At arrival in the enterprise the entrepreneur was sleeping.
Somebody else was aso lying outside slegping. Dipak woke up the entrepreneur. During the interview
there was only an entrepreneur of aretailshop present who is a good friend and next-door ne ghbour.

Production process

The entrepreneur buys milk, tea, sugar and food in the local market in village Langha. Kerosene he
also buys at the government shop in Langha village. For chai making he boils water, milk, sugar and
tea and for the food he bails or fries the foods.

Location
The entrepreneur is located at the bus stop in the main market in Langha.

A. Adoption, rejection or no knowledge

For his stove he uses kerasene and for the furnace he uses wood. He can only make small investments
and he only has a small demand that is why he does not use LPG or dectricity. If the demand would
be higher he would be using LPG. At home he has an L PG furnace with oven for cooking. He uses
kerosene because the demand is low. LPG is costlier compared to kerosene. It has the advantage of
being more efficient but this would only apply if demand was high. Than he could produce qui cker so
he could meet the high demand. Than he could make more money and earn more money after paying
for the cylinder and the stove. The efficiency of LPG is higher when burning it. LPG costs 20 Rs per
liter. Kerosene 10 Rs. per liter. LPG is not easily available. Y ou haveto travel 30 km. After that you
haveto get into a queue of haf an hour. Kerosene is available in the government fare-price shop in the
village. Kerosene cannot be sold in general, private stores. He has always been using both the energy
sources. He normally uses wood but when it is not available he uses kerosene.

Itisredlly hard to burn wood, it takes along time. Dry wood is not always available in the wood. If he
cuts green wood from trees people from the forest department will punish him. In 60% of his
production he uses wood, in 40% he uses kerosene.

Keraseneis not easily avail able either because bus drivers use kerosene in stead off diesd for the
energy sources of their buses. So the subsidised rate of kerosene goes into the buses. The drivers have
contacts in the marketsin astorein Vikas Nagar. From there they can take the kerosene. In
Uttaranchal the buses are run by private sector people, agroup of people have made a union. They are
running the buses. It is completdy upto the drivers to decide either to use kerosene or diesd.

In his shop he uses dectricity for lighting. When he got the connection he shared it with his brothers.
At the moment he still sharesit. Thetotal amount is 300 Rs. per 2 months.

B. Vulnerability context

Supply is low, demand for kerosene is high. Raw materials for the chai are tea, water, milk, tea,
ginger, sugar. The entrepreneur buys the things from local shops in the market of Langha. Water he
gets from the pipdine. Price of milk is always high. There are small fluctuations, thereis always an
increasein price, never adecrease. In winter demand for chai is higher than in summer. In winter
demand is twice as high. The entrepreneur has been running the enterprise since 1982. Over al these
years demand has been gradudly decreasi ng because the price of raw materias have increased and he
had to increase the price of tea and med s to reflect this increase. The entrepreneur never experiences



problems with getting water during the drought.

C. Human capita

The entrepreneur has passed the eight dass, he finished primary. He stopped because he was not
concentrated enough. His parents d so thought it woul d be better if he would start working. When
finishing the eight class he was 14 years old. Now heis 41. He started the enterprise a 17 after he had
worked for adoctor. He cooked food for him. He did thiswork for 3 years. Initially he got the
enterprise from his parents. If used to be a mud house. When he started earning some money he made
aconcrete building. He learnt how to run an enterprise by himself. He deci ded to get a chai-shop
because at that time they were building the road at which his enterpriseislocated. There werealot of
workers at that time. That is why he thought it would be a good business. At that time he dso had an
accident and he can only work when he can sit. He would like to buy a fridge for cooling his products
but he does not have the financial assets to buy one. He would liketo learn driving so he could be a
driver. Therearealot of people who have acar but no driver. If he had a drivers-license he would be
able to earn more money.

D. Financia capita

The entrepreneur’ s total sales are approximately 2000-2500 Rs. per month. During the summer season
it isless, gpproximately 1500 Rs whilein the winter it is more, approximate y 3500 Rs. His costs are
50% of histotal saes. His costs are for kerosene, ginger, sugar, milk, tea and products for the dishes.
He makes pochorie and he uses potatoe’s, spices and oil. The entrepreneur also works at the post
office, 6 days aweek from 10.00-15.00. With this job he earns 3000 Rs. per month. The entrepreneur
is ableto save 500 Rs. per month at an account at the post office. His nuclear family has 2 bigd s of
land. Heisthe only person in the nuclear family supporting the family. The entrepreneur has given the
land to somebody ese for cultivation. He receives 50% of the profit. He has been saving money for
the last four years. In total thereis 3000 Rs. in that account. He has taken out some money a few
times. He does not have aloan because he fears that he will get into troubleif he gets aloan.

E. Social Capital

The entrepreneur used to be part of ajoint family together with two brothers. The brothers al live with
their nuclear families now. The entrepreneur is member of a band which plays at marriage and
religious parties for free. He performs with his band approxi mately 1-2 times a month but he practices
every week. He meets groups of people at marriages and festivals. Also when he performs there He
practi ces once aweek in the night hours in the temple. He made some statues for this temple. For his
job a the post office he goes to Dakpathat every day on his bicycle, thisis 14 km away. He brings the
letters to the post officein Langha. The entrepreneur knows peoplein the neighbouring villages of
Dokri, Chandpur, Chharba, Vikas Nagar, Herbertpur and Sahaspur. M ost of these are between 10-15
kilometres away. He only talks to them at marriage parties or of heisin need of them. Sometimes this
is twice a month, sometimes thisis twice ayear. They are relatives and friends. He a'so knows people
in Saharanpur in Uttar Pradesh, Hardiwar in UA, in Himachal Pradesh and in Haryana. These people
arereatives and he only sees them at marriages and functions (the man seems very social, alot of
people sneak in his enterprise even though we are sitting inside and they cannot see us from outside.
After we had finished the interviews with him we did another 2 interviews in Langha. Afterwards we
went to the e ectronics shop, we interviewed, and after that we wanted to interviews a shoemaker. This
person was hot there so we waked up again and came across his enterprise again. He invited usin for
another glass of lemonade. We did and we were td king for 20 minutes. After that we wa ked down
and 20 minutes later he showed up at another interview, he sat down, to listen.)

F. Natural Capita

The entrepreneur relies on water which is always readily available through the water line. Dry wood is
not dways availablein the forest. If he cuts green wood from trees, people from the forest department
will punish him.

G. Physical capital
The entrepreneur uses kerosene. Keroseneis available in the government fare-price shop in the village.



Kerasene cannot be sold in general, private stores. Keroseneis not easily avail able because bus drivers
use kerosenein stead off diesd for the energy sources of their buses. So the subsidised rate of
kerosene goes into the buses. The drivers have contacts in the markets in astorein Vikas Nagar. From
there they can take the kerosene. In Uttaranchal the buses are run by private sector people, a group of
people have made a union. They are running the buses. It is completdy upto the drivers to decide
either to use kerosene or diesd. Therefore the demand for keroseneis high but the supply islow. LPG
is not easily available either. Y ou have to travel 30 km. After that you have to get into a queue of half
an hour.

The entrepreneur has not got atv, aradio or aphone. He has a bicyle. He reads the paper daily, mostly
in the evening hours.

H. Influence on and access to transforming structures and processes

The entrepreneur is located at the main market in Langha. For Vikas Nagar he has to go by bus which
takes him one hour.

The demand is not higher than what he can supply. The entrepreneur could be making more tea but the
demand is not there.

The entrepreneur saves money at the post offi ce because he goes there every day and thereforeit is
easi er to submit money there. By this way he does not have to move to the bank. In recent years he has
someti mes paid tax to the district panchayat. It depends of them because they have to cometo the
village. If they come, whichis at least not more than once a year they compel him to pay the tax. He
explains that the financia year has just ended so they will probably be coming soon (L ater that day
when we were i nterviewing enterprises a man of the district panchayat arrives who cameto collect the
tax.) The entrepreneur is not confronted with any regulations or policies. The entrepreneur knows the
ward members and the prathan. He says: “Y ou could say that thisis the prathan’s office, thisisa

socia gathering place for the villagers. The prathan comes every day for a cup of tea. They talk about
superficia things and also about the deve opment of the village. The entrepreneur is aware that the
village Passoli has no water. Most of the entrepreneur’ s customers are from nei ghbouring villages.
They cometo the State Bank of India at the busstop in Langha. His enterpriseis across the street so
they come and drink teain his enterprise.

|. Perceived Attributes of Innovation

The entrepreneur is having the enterprise for coping. If he can earn his meal with his business heis
satisfied. He doesn’t think there is a more profitable business in Langha. The entrepreneur knew that
kerosene would be more beneficial becauseit is easier to makeit burn. When thereis an immediate
requirement for his product he can supply it. The advantage is mainly for the customers because
buring woaod to a high temperatureis difficult. If customers haveto wait for this they might not have
thetea.

The entrepreneur did not experiment with the kerosene. At the time he got the enterprisein Langha
there was nothing there. He also did not have e ectricity at that time. Kerosene and wood were the only
two energy sources avail able which he could use for cooking. A kerosene stove costs 250 Rs. At the
time he got the enterprise it was 100 Rs. which was a big amount of money. The entrepreneur thought
it would be the best possible business.

The entrepreneur did not have to learn any new skills concerning the production process. He had learnt
at his job with the doctor how to make chai and cook food. He did have to learn how to manage an
enterprise.

J. Innovation-decision
The entrepreneur himself decided about the innovation. His parents supported him at that time because
he had to get alocation for the shop.

K. Communi cati on-channels used
He had learnt about using kerosene for making tea by seeing other enterprises useit.

L. Extent of change-agents promotion efforts
Nobody ever promoted the energy source to the entrepreneur



Lanell

Langha villagein Langha panchayat

Enterprise 19, € ectronics shop using d ectricity
Name entrepreneur: Pavin Kumar

Interview done by Neerg and Karlijn on 7-4-06

Production process:

The entrepreneur repairs Tv's, CD’d, DVD's, radio’s, music system's, DTH (specia kind of TV) and
irons. The appliances he uses are screwdrivers, multi-meters on batteries and a solding iron on
eectricity.

Location:
The enterpriseislocated at the main market in Langhavillage.

A. Adoption, rejection or no knowledge

In the shop they have afan and lighting. The use d ectricity for the solding iron becauseit requires a
big heat to melt the solding wire. For that dectricity is the best energy source which can be used.
Batteries can also be used but dectricity is much cheaper compared to batteries. When asked why his
multi-meters than work on e ectricity he replies that the multi-meters are just 3V. This can only be
used on batteri es because dectricity is 220 V. The entrepreneur rents his shop with dectricity for 300
Rs. per month. He has had the enterprise for five years and since the start of the shop he has been
using eectricity.

B. Vulnerability context

The entrepreneur gets his raw materids from Vikas Nagar or Dehradun. He goes there once aweek or
once every two weeks. He goes by bus. He has a few fixed shops where he gets his products. He
always buys there. He does not only buy from one shop. He compares the prices in several shops.
Where the price are the lowest he buys. There are fluctuations in the prices. There are some raw
materials which cost 35 Rs onetime and 45 Rs. another time. These price fluctuations are caused by
fluctuations in demand. In summer the demand for his productsis high while in winter the demand is
lower. The entrepreneur explains that this is because the days are longer in summer and peopl e use
therefore more e ectrical appliancesin their home,

Since the entrepreneur has started his enterprise demand has increased. People had less e ectrica
appliances at the time when he started his enterprise. During the rainy season the demand for repairs
for the DTH is high during the rainy season because they cannot get a clear signal from the satellite's.
April isthe month with the highest demand. It is 1,5 times as high as in winter.

C. Human capita

The entrepreneur finished the 12" class, which is primary, secondary and inter-college. After that he
did ITI. Thisisthe Industrial Training Institute which is a college. In 1992 he finished the 12" class
and in 1994 hefinished ITI. He finished it with an exam for which hereceived a diploma. Heis
currently 32 (so he had finished by the age of 20). After theinstitute he did one year of apprentice to
get experiencein afactory. After this he started working with other € ectronic shops until he had
collected sufficient money to start his own enterprise. He received the money for opening the
enterprise from his father. He invested 25.000 Rs. in audi o-cassetes, furniture, appliances and other
basic requirements in the enterprise.

He learnt about running an enterprise while he was working in other enterprise. He learnt by seeing
them do the work. He has one worker of whom it is the second day of working in the enterprise. Heis
alearner and the entrepreneur is going to teach him the job.



The entrepreneur would like to get a computer and the knowledge of how to useit. He would like to
expand his business by getting in the photography business and by doing mobile repair work. This
would increase hisincome. He has the worker not for meeting a high demand but to teach him.

D. Financia capita

Thetotal sales of the enterpriseis 8000 Rs. per month. This is the sales when thereis high demand, in
summer. Thetotal costs are 3500 Rs. These costs are invested is his monthly rent and combined
monthly dectricity bill of 300 Rs. Heinvests in integrated circuits, wires, motors etc. His worker is
just new but he pays him 300 Rs. per month. He pays the district panchayat 300 Rs. per year. He
makes a profit of 4500 Rs. He has 7 biga's of land of which he sometimes sdls. The annual profit he
makes from it is approxi matey 20.000-30.000 Rs. if thereis a good crop. The entrepreneur also owns
one cow and one buffalo. Heis the only person supporting his family of his mother, wife and three
children.

The entrepreneur is able to save 500-1000 Rs. per month in a saving account in the bank. He now has
approximately 40.000 Rsin the bank. When confronted with this amount he is explaining that heis
really thinking about investing it in buying a computer.

E. Social Capital

The entrepreneur lives with his wife, mother, one boy and 2 girls. The entrepreneur meets groups of
people at marriages, festivals and reigious parties. He has these occasionally. He meets these people
someti mes twice aweek, sometimes only once a year. April is the season of the marriages so currently
he has to go twice a week.

When he goes to Vikas Nagar and Dehradun for getting raw materias he only talks about business. He
talks to other dectronic entrepreneurs as well. He has learnt alot from them. For example he learnt
from one of them how to repair the DTH TV's.

He knows people in neighbouring villages. Peopl e from all the neighbouring villages, within the
panchayat and outside cometo Langha for e ectronic-repairs. Thereis another eectronic repair shop in
Langha.

The entrepreneur a'so has friends and rd atives in Dehradun and Vikas Nagar. He speaks to them once
every six months.

(During the interview a person from the District Panchayat comes to the enterprise to collect the taxes.
The entrepreneur and him have a short talk. The entrepreneur’ suncleis in the district panchayat thet is
why he did not pay when the man arrived (I doubt if the entrepreneur pays at al)). He only knows
people in Himachal Pradesh, he speaks to them oncein half a year to once a year.

F. Natural Capita
The entrepreneur has no natural capital on which herelies for his business.

G. Physical capital

Electricity is gone sometimes. When there is no rain and storm it does not create any problems but
during the rainy season and during storms it creates does. He cannot work than. He has taken a
connection to the generator from the state bank. If the electricity is gone he uses that. He does not pay
for that when he uses that. He also repairs e ectronics at the bank, therefore he does not have to pay for
it. He can only use the generator when the bank is opened. When it is closed and the d ectricity is off
he cannot work. If thereis a storm trees can break the wire. It takes two days for repairing. Thereis
nothing he can do a these moments. He can only make a phone call to report the problem.

For transport he only uses the bus. He owns amobile, TV, radio, DV D-player, CD-player, stereo. The
entrepreneur works eight hours a day. He reads the paper daily.

H. Influence on and access to transforming structures and processes

The entrepreneur livesin Tikri, when he goes to his enterprise he walks. If he goesto Vikas Nagar it
takes him one hour by bus. If he goes to Dehradun it takes him two hours. If the entrepreneur could
repair more he could produce more. The higher production does not depend on the possibility for
increasing the amount of repairs but on afinancia problem. The entrepreneur does not have the
money to invest in buying new raw materials. He has not learned how to repair mobiles because heis



located in arural area and not many peopl e have a mobile phone. When the market for mobile repairs
increases heis planning to learn how to repair them. Thereis aninstitute in Vikas Nagar which
provides a three month training in mobile repairing. He would haveto leave his job and invest money
in this but heis planning to do so. Since he cannot invest in raw materials because of alack of money
he redlly has the worker for teaching him the e ectronic profession.

He pays the district panchayat 300 Rs per year but his uncleisin the district panchayat. When the
district panchayat accidentaly stopped by when we were interviewing he did not pay and the
entrepreneur said something vaguely about the fact that he didn’t pay now because his undeisin the
district panchayat.

The entrepreneur is not faced with any health regul ations, safey regulations, worker regul aions or
electricity regulations.

The entrepreneur knows the prathan and the wardmembers. They meet once aweek or oncein every
two weeks. Hetalks to the prathan if he neds a credit card. The prathan is required fro this because he
is the only one who can confirm if peoplelive in the village and if the have land.

His customers are 60% fixed and 40% new. Approximately three times a week he goesto peopl€e's
houses to repair things. He goes by motorcycle which he than hires.

|. Perceived Attributes of Innovation.

The entrepreneur has the enterprise for the surviva of his family. He wants to expand his business
though. He has 40.000 Rsin the bank and he has atv, amobile, TV, radio, DVD-player, CD-player
and a stereo. Heis thinking about investing in a computer so he can expand his business. Heis
considering to learn mobile repairing when the market requires this, also for expanding his business.

J. Innovation-decision
The decision about the innovation was made by the entrepreneur.

K. Communi cati on-channels used
The communi cation channd s through which he learnt about € ectroni cs are through the ITI and
through his experience with working in other dectronics shops. These are al interpersonal channels.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur



Lanmill

Passoli, Langha panchayat
Entrepreneur: Bau Singh

Interview done by Neergj, Karlijn and Dipak. Dipak was driver and local from Langha. He coul s speak
the local language and was a familiar face making it easier to get contact in the village with the locals.

| chosethis enterprise despite the fact that it was not in use. | choseit because | had heard that there
were waterproblems in the area and | saw the enterprise and | was very surprised that it was not
running. | figured this would probably have to do with factors related to the energy source. A decision
to adopt but impossibility to apply seemed very interesting to me. Next to this there were 20 villagers
of Passoli present at the enterprise so | thought it would be a good opportunity to find out more about
the problems in the village, the amount and type of enterprises in Passoli and the energy sources.

Enterprise 17, grinding enterprise with adiese generator. This enterpriseis currently not in use
because thereis a problem with the water infrastructure. Thereis currently a water problem. Currently
thereis no water running and for running adiesd generator water is required for cooling. The
entrepreneur has bought the grinder a year ago. He could get the water from theriver but it istoo
heavy to get the required amount. The government has dug awell with a hand pump but it is not
working. In thetotal Langha panchayat thereis a single water canal. The population is high and the
water is used in the other villages. For Passoli there is no water canal. The prathan bel ongs to BJP and
right now thereis a Congress government in Uttaranchal . Therefore the water department is not
responding to the request of the prathan. (A woman explains that it isreally difficult to put water on
your head and transport it from the river. Thereis awatercanal but the government is not providing
any connections of households to the water canal. The prathan aso lives in Passoli but heis connected
to another water cana so he has got water. The panchayat approached the Minister of the L egaslative
Assembly, heis from Congress and he is the only one who an settl e this dispute. He was approached
but heis not doing anything. The panchayat does not have the money to solve this problem. Last time
they received money they built aroad. This prathan has been assigned four years ago. The prathan
used to have a mud house, before he became prathan he got his current house (Thisisavery big
concrete house). The entrepreneur still has hope that he will get a wateconnection. The dections are
comingm he hopesthat thiswill help him. That is why the entrepreneur hasn’t sold the grinder yet.
Thereis also a problem with water irrigation. If thereis no water they can’'t take water to the land.

Location
The enterpriseislocated on the main road running through Passoli, it is in the centre of the village.
Passoli is 2 kilometres from Langha village.

Production process

The entrepreneur had made plans to go to Vikas Nagar for diesd by local bus and than walk to the
petrol pump. Going by bus to Vikas Nagar would have taken him one hour. At once he would have
been ableto take 20-30 | of diesd. He would have to go back every 2-3 days.

A. Adoption, rejection or no knowledge

The machine cannot work on eectricity because it is made for running on a diesel generator.
Electricity isto costly. People who used to have a grinder running from d ectricity do currently change
it into grinders running from diesel. He has dectricity at home for household use. If he would use
eectricity for the grinder it would be for commercia use and he would have to pay a separate bill for
commercial use. At the time he got the grinder he thought that he would get a connection from the
water canal going to Rudrapur. He dedided to start a grinding enterprise because the Passoli villagers
used to go for grinding to the garad which is 3 kilometers from his current grinding enterprise. He
thought that he would get into busi ness that way. Especially because the garad gets dry during the



summer and at that time people would go to Rudrapur. Rudrapur is on a distance of 5 kilometres
whichistoo far for adaily requirement which grinding is. He was planning to start the enterprise
because he was thinking of the future of his children.

B. Vulnerability context
Peopl e in Passoli are faced with

C. Human capita

The entrepreneur did not go to school. Heis illiterate. He did not go to school because there were no
schools at that timein hilly area’s. All his children go to school, only one has left. The e dest son has
left school after the fifth class. He learnt about the possibility of starting a grinding enterprise because
he has seen it in other villages. He also has ardative who has a grinder. They discussed the
possibilities for grinding within the entrepreneur’ s village. The concluded that it would be working.
The entrepreneur is not in good health, he has some kind of disease which has caused him to loose his
fingers. He has gone to Dehradun hospital to get medical help. The entrepreneur bought the grinder a
year ago. The enterprise has not been running since then.

D. Financia capita

The entrepreneur invested 50.000 Rs in the grinder. He has taken aloan from people in neighbouring
villages. He feard that if he would have taken it from the bank he would have been thrown in prison.
This year he hasn’t paid back any of the loan which he has taken. He has taken the loan on interest so
the amount is growing. The entrepreneur was hoping to earn a profit of 500 Rs. a month with grinding.
He had planned that customers would cometo his enterprise to bring the weed, he would grind it and
than they would pick it up at the enterprise. The only costs which he would have to make were diesd
and maintenance of the generator and the grinder. He didn’t think of selling grinded weed coming
from his own land. The family uses al the cultivated land for their own use.

The entrepreneur works in the fields and a so as alabourer. Currently thereis a school under
construction. Heis currently working there. With that he earns 80 Rs. aday. M ost peoplein the
village, also the entrepreneur are unemployed. He just works for 5-12 days at ajob and when it
finishes he goes looking for another job. He works approaximately 2-3 days aweek. In tota he earns
approximately 800 Rs. per month. His brother also does farming and labour. His e der brother is weak
because of his age. The two incomes of the two brothers serve the entire family. His sons and his
brother’s sons do not work because they go to school. They do work on the land. They only work as
labourers during holidays.

The family has one buffalo, two oxes, 12 goats, one cat and one dog.

The entrepreneur is BPL so he received the instal ment of the d ectri city-connection for free. He does
pay the normal dectricity bill.

E. Social Capital

The family consists of two brothers and their wifes. His brother has 5 boys and 3 girls and he has 4
boys and 2 girls. The entrepreneur has started the enterprise for the sake of his children.

The entrepreneur has only gone outside his village when he went to Dehradun to go to the hospital. He
explains that he has not been going on any other occasions because for going outside you need money.
The entrepreneur does have relatives in Rudrapur, Tikri, Langha and other neighbouring villages. He
speaks to them occasionally. On weddings and if he requires them for something. Thisis afew times
per half year. The entrepreneur has been living in Passoli for the last 40 years.

F. Natural Capita

Thereisawater problem in Passoli. The water cana running through the village was damaged. It has
not been repaired and peopl e have no connections to it. If they require water they haveto wak 1,5-2
kilometres to the river and carry it back. Dueto thelack of water thereis also afood problem. Thereis
no irrigation possible causing problems with crops. Dueto thelack of water the entrepreneur can not
make his grinder operating because it requires water for cooling.

G. Physical capital



The entrepreneur and his family own one bike but the entrepreneur has never learnt to ride a bicycle.
Only his sons useit. The entrepreneur has an dectricity connection at his house which he received on
aBPL subsidy. He only uses the dectricity for lighting. He pays 120-130 Rs per two months. Thereis
aregular eectricity drop at eight in the evening. Sometimes it only takes 5-10 minutes. Someti mes it
takes a few hours. When the villagers are asked for the reason the say that it cannot beto save
electricity becausein 5 minutes you cannot save dectricity. They think that at that point of timethe
eectricity for household use and the e ectricity used for industria use are both required. They think it
is aproblem in the powerhouse

The entrepreneur owns a bicycle but he does not ride it because he never learnt. His sons useit.

The entrepreneur used to have a phone. It had been closed for the last ten years because he had a
telephone bill of 2200 Rs. He never paid for it until he recently submitted his bill. He hasn’t received a
bill since than.

He has aradio but heis not interested in it. He cannot read the paper but his children do daily in the
evening.

H. Influence on and access to transforming structures and processes

The main market within aradius of 5 kilometersis Langha village. That is about 2 kilometres away
from Passoli. The entrepreneur generally reaches the market by bus because thereis aroad through
Passoli to Langhavillage. Langha villageis the main bus station in the region. The road has been built
from the money that was given to the panchayat the last period. The entrepreneur explains that the
demand for his grinded goods would be there because the garad is 3 kilometres away and in the
summers the operation of the garad i s insecure because the water may not be sufficient. The financial
investment for the grinder have been provided by peopl e from neighbouring villages because the
entrepreneur thought he would be thrown in prison if he would get aloan. He took the | oan on interest
and he has not started payi ng back because his enterprise has not been running since he bought the
grinder. The entrepreneur has not paid the district panchayat tax because his enterprise has not been
working since the beginning. The entrepreneur knows the prathan and the wardmembers. There his
people so he ta ks to them about problems in the village. The prathan always listens and says yes to
everything but nothing ever happens. Therest of the villagers ad so explain that thereis alot of
corruption. The central government is paying but the paliticians are corrupted. They eat the money.

|. Perceived Attributes of Innovation

The entrepreneur had decided to invest in the enterprise because he was thinking of the future of his
children. The entrepreneur is copi ng because he does not have any financia capital. He has a mud
house He knew that this source would have beneficial outcomes because for e ectricity he would have
to pay commercia rates and pay for the instal ment and a minimum bill has to be paid every two
months. Entrepreneur also claims that d ectricity is more expensive than diesel and people are
therefore changing there grinders from running on eectricity to running on diesel. The entrepreneur
did not have the possibility to experiment with the energy source because he had heard from his
relatives and seen at other enterprises about the diesel generator. He had realized that water would be
required but at that time they had told him that they would be connected to the water canal running to
Rudraput. The entrepreneur had to learn the production method of grinding weeds. He also had to
learn how to run an enterprise because he had never done that before.

J. Innovation-decision
The entrepreneur himself decided about the innovation, together with his family but there were no
plans for his brother to work in the enterprise because his brother is weak because of his age

K. Communi cati on-channels used
The entrepreneur learnt about the possibility for using a diesel generator from areative and by
watching other grinding enterprises.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.



Lanprathan

Interview with brothers of prathan of Langha panchayat.

Interview done by Neergj and Karlijn on 06-04-2006. At theinterview the two brothers

Langha panchayat consists of four villages. The central villageis Langha. On 1 kilometer distance
from village Langhathere is Tikri. On 2 kilometers distance there is Passoli and on 1 kilometer there
is Dungakheet. Vikas Nagar is the d osed rural town on adistance of 20 km. By car it is 30 minutes
and by bus 45 minutes hour. Sahaspur is also on a distance of 20 kilometers but by car it takes 45
minutes to reach and by bus an hour. Dehradun is on alonger distance, 1 hour to 75 minutes by car
and 2 hours by bus. Langhais the central village of Langha panchayat and the surrounding villages. It
has a Indian state bank, inter-college and is the busstation.

The popul ation of Langha panchayat is 1400. 600 people arein Langha village, approxi mately 40%.
The political organization is such that there are 11 wards and one prathan. Passoli has two wards, Tikri
has two wards, Dunghakeet has two wards and Langhavillage 5. The panchayat comes under the
Vikas Nagar block. 50% of the peopleis from the BJP party and 50% is from the Congress party. The
politicians only come when there are national e ections. The geographical area of Langha panchayat is
alittle hilly. It is situated on the border between the plains and the mountains. There are differencesin
heights.

Vulnerability context

The success of the farming season depends on the success of the monsoon. If the monsoon is not good
both farming seasons are not successful. The farming season are from April-May and from September-
November. They have sources of water which could be used for irrigation but due to financia
problems of the panchayat they cannot make the infrastructure to distribute the water. They aso
depend on the mango showers. These mango showers are Western disturbances. . These aretherains
before the rainy season and they happen in June and July. If the monsoon is not good the crops during
both farming seasons are bad. During the monsoon there are threats from landslides. These are also
caused by small earthquakes, 4-5 on the scale of Richter. 3 years ago therewas alandslide. The
landslide before that was 10 years before that. The effects of these landslides are that houses get
destroyed, there are cracks in the fields and there are problems with infrastructure. Electricity lines are
destroyed, roads are destroyed. The destruction of infrastructure also takes place during monsoons and
storms. During the monsoon the prices of food and basic needs goods do not increase. People do not
leave L angha panchayat or the surrounding villages because the peopl e have large amounts of land,
generally between 5-10 biga's. The men leave the panchayat only during the seasons that thereis no
farming. After that they return to work on the land.

Liveihood assets

The main sources in the panchayat are farming during april-may and sept-nov. the other times they
work as labourers, in the neighbouring villages or in the dities or rural towns. Women do not work as
labourers. The population of Langha panchayat is 100% Hindu. Approximatey 25% is from the
scheduled tribe, 40% is from scheduled caste and 35% is from general caste Among the general castes
there are afew Brahmins. All the people have land, of dl the castes. Approximately 60% of the people
isliterate. 50% of the women isliterate and 70% of the men is literate. The literacy rateis high
because the panchayat has been having a school for 25 years. Theinter-collegeis the oldest inter-
collegein theregion. Currently there are 5 schools: two government primary schoals, 1 private
primary school, 1 secondary-school and one inter-coll ege. 3-4 kilometres away thereis a health centre
in Rudraput. In his panchayat there is a sub-centre of his health centre but it is not working properly
because there are no medicines. It is actually a herbal health centre. Thereis a qualified doctor in
Rudraputh. The most common health problem is people who fell down trees. When this happensit is
really difficult to transport them. Small kids do not get vaccinated in the panchayat because they have
to go to the centre to get it done. A lot of people do not do this.

40% of the peoplein Langha are BPL. 20% is from the schedul ed caste, 20 % are from general caste



and schedul ed tribes.

All villages have a phone and dectricity. Thereis a problem with drinking water in Passoli. In Passoli
thereis no pipeine. It used to bethere but it is damaged now. It can be repaired but the panchayat and
the government of India do not have any money currently. They transport water from the river which
is approximately 1,5 — 2 kilometres walking.

Industries:
Langha panchayat:
- 2retailshops
- 2cha shops, both using wood and kerosene
- 1 barbershop
- 1 shoemaker
- 1 blacksmith using wood
- 2tailors using manua labour and eectricity for ironing
- 2¢dectronics shops
- 1 chemist
- 1 musicshop
- 2grinders

Tikri:
- 3garad

Passoli:
- 1grinder using diesd
- 2retailshops
- 1 blacksmith using wood

Dungakheet:
- lretailshop

Energy sources

Electricity is provided by the powerhouse in Sahaspur. BPL’s get subsidies on installation. They get
the installation free of cost but they have to pay theregular dectricity bill. The villagers do not go to
Sahaspur to pay their bills. Thereis also acamp in Rudrapur for this. They get dectricity from the
same powerhouse as Chharba. Thereisadaily eectricity drop. In May and June there are problems
with braking grids due to storms. In the off-rainy season there are only problems caused by problems
in the powerhouse. Because the e ectricity line has to come from Sahaspur it takes along time before
it gets repaired, generally 3-4 days. There are no other sources such as invertors or diesel generators.
75% of the households of Langha panchayat is € ectrified. The area’ s which have not been dectrified
are mostly toks. These are habitations where a few families live, on a distance from the village.

Table 1. Langha panchayat

Village Total amount of households Househol ds und ectrified
Tikri 45 5

Dungakheet 34 2

Passoli 86 6

Langha 200 12

Total 365 25




Lanswl

Langha village, Langha panchayat
Enterprise 20, sweetshop using wood as energy source.
Name entrepreneur: Mahin Drasingh

Interview done by Neergj and Karlijn on 07-04-2006. When we arrived at the shop there were 3-4
other people, younger boys, present in the enterprise, they were friends of the entrepreneur. Later on
the entrepreneur from the Chai-shop, enterprise 18 arrived and sat down next to usin the shop.

Production process.

The enterprise produces sweets such as ludho, balu say, rastugula and jdly bean. The entrepreneur
uses wood and when there is unexpected or high demand he uses the kerosene stove. He also uses
keroseneto initiate the wood fire. The entrepreneur has had the shop for approximately 1, 5 year. He
works alone, he has no workers.

Location

The entrepreneur is located at the former busstop in Langha. Thisis afive minute walk from the
current bus stop where the chai-shop was located. The bus used to stop at the place of the sweetshop
but now it has changed. The shop of the entrepreneur is attached to the rest of his house

A. Adoption, rejection or no knowledge

The entrepreneur uses wood. He uses wood because it is cheap. If demand is high he uses LPG gas
becauseit is more efficent. He has a kerosene stove and he also has a stove on LPG gas. In
emergencies of high demand he uses LPG gas. In other instances he uses kerosene and wood. M ost of
the time he uses wood but if thereis instant production required he uses the stove. The entrepreneur
does naot use dectricity. He aready pays atwo monthly dectricity bill of 200 Rs. for his house.
Electricity is costly because than he would have to take a commercial connection. Initially he was
using wood but since there sometimes was no wood avail able he started using kerosene. He doesn’t
have alot of timeto bring the wood from the forest to his enterprise.

B. Vulnerability context

The entrepreneur depends on weed flour, sugar, oil, chemical colours and water. Thereis never a
shortage in the products and the prices do not fluctuate extremely. He buys all of the products locally.
Sometimes there are higher prices, sometimes lower prices. These fluctuations are cause by the prices
the wholesalers set. In April the price of weed is 14 Rs/kg. When it comes to the market it costs 10
Rs./kg. Another exampl e the entrepreneur gives is that prices of sugar are normally similar if the sugar
cane mills are working but if one of them breaks down the prices of sugar increase.

The demand for his finished products is higher during the festival season which isin August and
October. The differencein demand is an increase of approximatdy 200-300%. Normally he sdlls
approximately 2 kg's per day. Than he sdl 5-6 kg's per day.

Looking over thelast 1,5 year, since he started his enterprise, he has seen a decrease in demand. At the
time he opened his shop it was at the main point of the bus stop. Now the bus stop has changed to the
location up the road (where the chai-shop is located).

C. Human capita

The entrepreneur finished the 7" class. He finished primary and he did two years of secondary. He
stopped because at that time school was not important. The people who only passed the first and
second dass then are government officials now. He was 15 years old when he stopped. After this he
started doing farming at his home. At the age of 56 he started working at home. Heis now 58. He
started this enterprise because heis old now. He can not do any hard work to earn money and support



his family. The entrepreneur is literate.

The entrepreneur learnt how to make sweets in another enterprise where he worked. He worked with a
sweetshop in Punjab. He worked there for one year at the age of 22. At that time he lived with hisjoint
family so he was not required for farming. For two years he did the sweets making.

The entrepreneur would like to get a fridge but he does not have the financia capital toinvest init.
The fridge would help for cooling products and drinks. Than he could expand the amount of products
he sells and store his sweets for a longer time. The entrepreneur is not interested in learning anything
new a his age.

D. Financia capita

The entrepreneur has approximately sales of 3000 Rs. of which 2200 Rs. are costs. He pays for
kerosene, oil, weed flour and sugar. He gets kerosene at 10 Rs./ liter in the government fair price shop.
He has 20 bigd s of land. The entrepreneur has no cattle

The entrepreneur has an income of 20.000 Rs per year from farming. His sons also work and they aso
do farming. They are not labourers they just work on the land. The entrepreneur does not save any
money, he has no account. As away of speaking he says: “He digs awell every day, drinks the
water...and digs another well the following day.”

E. Social Capital

The entrepreneur lives with his wife and two sons who are not married. They all stay at home with
him. The entrepreneur meets groups of people at marriage parties and religious parties and
condolences. It depends very much how often he meets these groups. Sometimes 7 aweek, sometimes
6 amonth. When confronted that thisis very often compared to other people he states that his sons are
in the marriageabl e age and that he need a partner. He knows rdatives in the neighbouring villages
within 3 kilometres. He speaks to these once a month. The entrepreneur does not have contactsin
other states, only in Himachal Pradesh. He speaks to them once every 6 months.

F. Natural Capita

The entrepreneur uses wood as energy source. He looks around for it. Thereis no restriction on dry
wood. The entrepreneur does cut wood someti mes because dry wood is not aways available. During
drought he does not experience lack of water. It is always available within 15 metres.

G. Physical capital

The entrepreneur can only get kerosene at the government fair price shop for 10 Rs./liter. People can
get keroseneif they get a card from the prathan or the Block Devel opment Secretary. (girls at HESCO:
BPL can get ayellow card, APL can get aorange card. It isasubsidy policy from the government to
provide the poorest people with an energy source. They can get 5L amonth againgt subsidized rate
and thisis arranged trough the BDS or prathan. It is possible to get kerosene in the market agai nst
marketprices but than you would have to pay the higher price)) People can get a card for one month for
5 litres. When asked why the kerosene useis restricted they dam that they don't know and that it is
sufficient for one person to useit. The entrepreneur stated that he does not need more. They do not
know why thisis arranged thisway. (Neergj explains that he thinks it has to do with the fact that the
product is highly inflammable and it would be dangerousto get it at normal stores. Maybeif it could
be provided by petrol pumps it would be safe).

The entrepreneur sometimes uses LPG. The village has a service of gas agencies. They come to the
village weekly to refill peopl€ s gas requirements. If you require gas at any other time you would have
to go to Vikas Nagar. The entrepreneur goes to Vikas Nagar once per week or two weeks. He normal ly
goes for other commaodities, for example pol yethylene bags for packaging of his sweets. Sometimes he
goes especially for LPG. Gas providers do not always come. Normally they come weekly but

someti mes they don’'t show. Since lat October that have been restrictions on the use of L PG or the
demand in other placesis why. For this reason they did not come since then.

The entrepreneur uses his bicycle or the bus. The entrepreneur aso has a house in Langha and a house
in Barotiwala. Most of the time the entrepreneur livesin Langha. Sometimes he goes to his other
house HehasaTV, radio but no telephone. He someti mes reads the newspaper. When sometimes
visits him and takes a newspaper hereads it but he does not read it on adaily basis.



H. Influence on and access to transforming structures and processes

The entrepreneur reaches Vikas Nagar either by bus or sometimes by bicycle. It takes the entrepreneur
1 hour to go to Vikas Nagar. If the demand would be higher he could be producing more, especidly if
he was using kerosene and eventual ly with really high demand L PG because these are respectively
more efficient than wood. The entrepreneur does not have aloan. The entrepreneur pays the district
panchayat 80 Rs. per year. There are no regulations or policies heis confronted with. Inrura areas
nobody is going to check. The entrepreneur does use chemicals. (Neerg explains that officially these
chemicals are forbidden but Neergj has a backery and they also use them there for colouring. When
confronted with the fact that they are unhealthy they daim that they are both still living and have not
becomeiill.) The entrepreneur knows the prathan and the wardmembers. Prathan someti mes comes to
his enterprise when he is walking around. They exchange hi, hello. The entrepreneurs customers are
people from neighbouring villages. The entrepreneur hardly has fixed customers, he always sees new
faces. The entrepreneur has the only sweetshop in the L angha panchayat and the nei ghbouring
villages.

He does not have a higher demand so he has never thought of ways to sell more. He claims that if he
would still be at the busstopn he would sell more. When asked why he does not rents a shop there he
claims that this would be to costly and the reason why he started the enterprise is because he wanted to
earn alittle bit of extra money. That iswhy heis still located there

|. Perceived Attributes of Innovation

The entrepreneur claims that he does not want to be located somewhere e se even if he would sdll
more because heis satisfied. The entrepreneur has learnt about using wood and kerosene for making
sweetsin the enterprisein Punjab. He knew that kerosene would be easi er and quicker in use but
would be more expensive compared to wood. LPG is even more efficient compared to kerosenen but
LPG isaso more expensive and the entrepreneur stated that the demand is not such that L PG use
would be beneficia in costs. The entrepreneur had the possibility to experiment with wood and
kerosenein the enterprise in Punjab. He has an L PG stove at home so there he has experimented with
the use of LPG. The entrepreneur introduced his kerosene heater and the wood furnace together with
the introduction of wood and kerosene in the enterprise. The entrepreneur did not have to learn any
new skills except for the skill of how to run an enterprise.

J. Innovation-decision
The entrepreneur himse f decided about the innovation

K. Communi cati on-channels used
The entrepreneur |earnt about the possibility for making sweets and using kerosene and wood as
energy sources in the sweetshop in Punjab. He learnt from that entrepreneur.

L. Extent of change-agents promotion efforts
Nobody ever promoted energy sources to the entrepreneur



1.2 Village cluster Ambiwala

1.2.1 Village Ambiwala
Ambcpl

Ambiwaa
Enterprise 26, carpenter using el ectricity
Name entrepreneur: Vijay Kumar

Interview done by Riga and Karlijn on 20-04-2006. During the interview Kaa Bisht is also present
because we had asked here to show us the carpenter in theinterior of Ambiwala, instead of one on the
road. She remai ned present during have the interview. Also his wife and his mother and afew of the
children were present

Production process:

There are four people working in the enterprise. The entrepreneur and three other workers. They make
furniture, f.e. sofa’s and beds and tabl es and they also make doors and windows. They have four
machines which are running from el ectricity. They have a polisher, a cleaning machine, a cutting
machine and a machine for design.

Location:
The enterpriseis approximately 15 minutes walking from the market in Ambiwala. In settlement of
houses. The entrepreneur has the enterprise with his house.

A. Adoption, rejection or no knowledge

When they are using € ectricity the producti on takes alot less time. Without a machine one finished
product which used to take two months will now take 15 days. The eectricity supply is not good.
Sometimes it is gone for 2 hours a day, sometimes it isgone for 4 hours aday. Normally the e ectricity
is gone for a whole day only once a month. In the rainy season the e ectricity supply is even worse.
Than it can be gone for 2-3 days. In the rainy season it happens once aweek. They than haveto do
manual labour. They can make the machines run from a generator running from diesdl or LPG and
they currently do not have the money to pay for that and when the d ectricity goes they still have
manual tools so the work does not stop. He does not have an invertor ( a machine for storing
eectricity) Again he explains that heinvested in his house and they are building a new fence.

The entrepreneur started using d ectricity approxi mately 5-6 years ago. At that time they had made
some money shich they could useto invest in the machines which are running from e ectricisty. When
they took up eectricity in the enterprise they did not only have to pay for the ingtdlation of the
electricity connection, they also had to start paying the monthly e ectricity bill and the investment had
to be made for the machine. Intially they had the polisher. Than one year later they invested in the
cutter. The cleaning machine and the machine for design they only have for 1 year.

B. Vulnerability context

The customers come according to relation. Some are fixed and some are new. The customers which
are new pay when the product is finished but the fixed customers can pay whenever they want. He has
enough money to pay for the wood. Maost customers pay for the raw material and than he can get it.
The entrepreneur goes to Dehradun to get the wood and he transports is back by aloading vikram. The
price of wood is constantly increasing and they than have to increase the price of their finished
product. The demand for his productsisincreasing. Heis the eldest carpenter in the village so al the
villagers no him. It happens very often that his customers cometo his enterprise and that he has to say
no.



C. Human capita

The entrepreneur is now 48. He has passed the ninth d ass. He failed English in high school and
therefore he could not finish it. He finished school by his 19" and he started when he was 7. He tried
to finish the tenth three times but he never succeeded. His father is aso a carpenter and thejob is
inherited from generation to generation. Immediatel y when he stopped school he started working on
the field of his family. When he was 30 he started to learn carpentry. Before that he only worked on
the fields of his family. His father taught him and one of the workers has been with them for 12 years.
His father and him taught him. The other workers were a so taught by him.

The entrepreneur finds wood work really important and he can make anything.

He would like to get a big polishing machine but dueto alack of money he cannot. He has the
enterprise for the last 18 years.

D. Financia capita

Thetotal sales of the enterprise are 1 lakh Rs. per month. 75% israw materia for wood. The 25 000
he has to invest in the labour which leaves him 17 300. Another 500 Rs. go off for the d ectricity bill
per month. He used to rent his house but now it is his. He used to rent alocation but now he has
opened the shop in his house. The shop has been in the house for 1,5 years. Before it was at the main
market in Ambiwala. HE moved to his house because there is a school next to the shop so he was not
allowed to work between 8 and 12 am.. The wage of the workers depend on the experience they have.
A new person gets alow pay and an experienced person gets a higher pay. The worker which ahs been
with them earns 3500 Rs. per month. The other two started two years ago and they get 2100 Rs. per
month. His total profit is about 15 000 Rs.

They have five biga's of land. The entrepreneur works on the land for his own cultivation. He does not
sdl any of this because it would not be sufficient to sell.

E. Social Capital

The entrepreneur is Hindu and he is scheduled caste (!!!! Thisis surprising to me. He has a concrete
house quit big, he seems very forward to peopl e, heis wardmember and he has alarge network and he
makes alot of money. His profit is approxi mately 15.000 Rs). Hisfamily isjoint. He lives with his
wife, 3 children, his father and mother. The children are 16,12 and 10. They &l go to school.

He meets groups of peoplein his enterprise. He meets groups a marriages, he has approxi mately 30-
35 marriagesin ayear from peoplein Ambiwa a and from people in neighbouring villages. The
entrepreneur is awardmember. Heis a open supporter of the Congress. He knows peoplein
Ambiwaa, Chandpur, Umedpur, Parwal, ELio. These are all villages with acircle of four kilometres
away from them. He aso knows people in Dehradun, where he goes every week. He knows peoplein
Mussoorie, Haridwar, Roorkee. These people come here and he goes there. Once every 2/3 months he
goes there. He has never learnt any work from other carpenters or other people except for his father.
There are people who cometo visit him to learn from him.

F. Natural Capita

The entrepreneur uses wood as araw material. Because wood has become very expensive he deci ded
to make less furniture and more doors and windows. He used to use sanmaica for the furniture but he
always had to throw away large parts. Now he makes doors and windows he never throws away wood
because the shapes can be used much more efficiently.

G. Physical capital

The dectricity supply is not good. Sometimesiit is gone for 2 hours a day, sometimesit is gone for 4
hours aday. Normally the d ectricity is gone for awhole day only once a month. In the rainy season
the dectricity supply is even worse. Than it can be gone for 2-3 days. In the rainy season it happens
once aweek. They than have to do manual labour.

The entrepreneur has a scooter, a cycle and abicycle. They do not havea TV but they do have aradio,
a CD-player and a stero-installation. He reads the newspaper everyday in the shop.

H. Influence on and access to transforming structures and processes
The entrepreneur goes to Dehradun twice a week. It takes him half an hour but with the cycle or



scooter it only takes 15-20 minutes. He usually takes aloading vikram when he is buying the raw
materials for his enterprise, on his way back.

He used to pay alicense to the district panchayat. He used to pay 250 Rs. per year. Now heis not
paying anything because since he closed it nobody has been in his enterprise. It happens very often
that his customers cometo his enterprise and that he has to say no. The demand is larger than the
supply and when | ask why he does not produce more he explains that he can not get more workers
because when they are working he has to be present and he also has to do work on the field and he has
had glassin hisfoot.

He does not want to take a loan because busi ness has been going very well for him and he thinks that
when he takes aloan that: “When happiness comes, also sadness comes’. He would like to expand his
enterprise and he would liketo get afactory but he does not want to take aloan for it. With which he
has now they will do. He will not take any help from others.

The entrepreneur is awardmember. He has to built the roads and the canals. He explains that being a
wardmember doesn’'t mean anything. It isjust aname. He pays the devel opment of these kinds of
infrastructure from the money from the government. The wardmembers meet with the entire panchayat
once a month.

Most of the entrepreneur’ s customers are fixed. Some of them are enterprises and constructors. About
50% is company and 50% are private customers.(l think he has been able to use the fact that heisa
wardmember for this, especially when we ask him later to explain about the village of Ambiwaawe
find out that hisinformation is not really correct. To methis gives afeding of un-interest)

He does not have alot of competition because heis the oldest carpenter in the village, he has dectrical
machines which the others in the village do not. He can produce alot faster.

|. Perceived Attributes of Innovation

It isdifficult to say if the entrepreneur has the enterprise for profit or coping. He wants to grow and he
has hired 3 workers to increase his production but he does not want to take aloan to do more
investments. He wants to do with what he has. It is also difficult because he explains that the demand
for his products is higher than what he can supply. If he would get more workers than he would sl
more but he cannot work more. | think heis quite satisfied....but heis also making a profit of 15 000
Rs. per month.

The entrepreneur knew that the machines running from e ectricity would have beneficia outcomes
because he had seen it in another enterprise in Dehradun. He knew through observation that it would
shorten the time for finishing a product. The entrepreneur explains that this is more beneficia for him
because he can make more products and earn more but aso for the customer because the customer
gets his/her product faster.

The entrepreneur did not have the possibility to experiment because he had to pay for the installation
of eectricity before it was supplied. He aso had to buy the machi nes without getting the chanceto
experiment with it.

The entrepreneur had to change a family old tradition of doing carpentry manually. He did not have a
problem with it because he knew that it would i ncrease production.

J. Innovation-decision
The entrepreneur decided on the innovation towards € ectricity together with his father. The decision
was immediately made.

K. Communi cation-channels used
The entrepreneur knew about the possibility for this innovation from the time he saw it in another
enterprise in Dehradun.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.



Ambfocusl

Ambiwaa
Tak with locals
Interview done by Riga and Karlijn on 20-04-2006

At the group of locals there were 2 women in the age group of 30-40, one man in the age of 50 and
one woman in the age of 70 present.

The older woman has been living in the village of Ambiwala since she was 17 and she has seen a
major changein thelast five years. Ambiwala used to be very remote. There was no road going to the
village and there were no local means of transport. Ambiwalais avery mixed village. There are some
areas where the people are really rich and some areas where the people are really poor. Thereisa
concentration of people according to their wealth. Some BPL peopl e are living together in one area
and some wed thy people areliving together. In comparison to other villagesin theregion thereare a
lot of wedlthy peoplein Ambiwala. Thevillage has alot of land and there are many enterprise in the
village compared to the amount of peopleliving in the village. Since the formation of Uttaranchal as a
separate state there has been a qui ck increase in devel opment.

There are 766 voters and atotal of 1400 peoplein the village of Ambiwala. The amount of familiesis
approximately a hundred. There are no problems due to drought in Ambiwala because there are tube
wdlls for almost everybody. Most of the land isirrigated (When viewing thisland it is obvious that the
productivity is high. The density of grain ontheland is very high. In comparison to Bauthathisis
extremely noticeable. Thereis alarge differencein the quality of the crops).

Thetotal land of the village is 9000 biga's. The people who have land have approximately 10-15
biga's of land. Some have 2-3 biga's of land. Most of the people have sold their land because the rate
is high and the want to earn money. Therate has rosen especialy since Dehradun became to be the
capita of Dehradun. Most people have sold the land to outsiders.

Some peoplein the village have cattle which is a source of income because of the milk the produce.
Some people havejobsin the army. Theliteracy rateis very highin the village. Almost everybody can
read and write, there are only 1 or 2 people who can't.

25 familiesin Ambiwala are BPL. There are no Muslims in the village.

Off the total amount of families approximately 12% is scheduled caste, 12-14% is Brahmin and the
rest is Rgjput or genera caste

Industries in Ambiwala
- 3weding shops which are all using eectricity
- 4tailorswhich are using manual |abour and dectricity for ironing
- 10 PCO stands which are using e ectricity
- 5carpenters of which 3 or 3 are using d ectricity
- 1 sweetshop which uses kerosene and LPG
- 1fruit-processing shop
- 5generd stores
- 3cha shops
- 1restaurant/cha shop using wood, kerosene or LPG
- 2cyclerepair shops which are using dectricity
- 1 wedding point using e ectricity
- 1 hardware shop

Ambiwaais not atypicd village becauseit is rich is comparison to other villages in the region. There



is no fear for stealing, there are alot of entrepreneurs and most people are educated.

Most people are connected to the grid. The dectricity supply is not very good. The e ectricity is gone
everyday. Sometimes for 2 hours, sometimes for four hours. In the rainy season and when thereis
storm the dectricity can be gone for 2-3 days. During the off-rainy season the d ectricity is gone for a
whole day, approximatdy once in a month. In the rainy season it is gone once a week



Ambfrl

Ambiwaa

Enterprise 24, fruitprocessing unit which is supported by HESCO. The enterprise sells lemon-,
orange-, rodondendron-, and bala-squash, nine kinds of honey, dahl, green chilly, pickles, bamboo
products. The enterpriseis built in front of their house and on their land they are growing, medicinal
plants, fruits, appletrees, mangotrees, strawberry’s, peachtrees, onions. They have a nursery where
they are sprouting plants. They do worm composting. They have 30 beehives on top of their roofs.
They cultivate mushrooms.

Next to the entrepreneur there are four workers in the enterprise. Two of them are staying permanently
with the family. Two others are staying in their own houses and they arrive in the enterprise in the
morning. All the four workers start a 9.00 in the morning and they finish by 17.30 in the evening.

Interview done by Riga and Karlijn on the 20-04-2006. During the interview there are two workers
present. Mor Singh Tariyal and Mamta.

Name entrepreneur: Kala Bisht

Before the interview with the entrepreneur started | had a chance to shortly talk to the two workers
without the entrepreneur being there because the entrepreneur was getting prepared for the interview.
One of the workers, Mor Singh Tariyal, stays in the enterprise 24 hours. He gets 1000 Rs. a month,
just like the other three workers. He is not satisfied with this because he is staying in the enterprise 24
hours a day. He does not have to pay for his accommodation and his food though. Mor Singh explains
that if he would work as a labourer he would get paid more than what he is getting for this work. Mor
Sngh explains that the Kala Bisht isin charge of the organization. All the products which are sold in
the enterprise are made in the enterprise. Mor Sngh learnt everything from an organization which
teaches processing of food, named KEYAR. A friend of him send him there.

Another worker is Mamta (She is more reluctant to talk, realizing that we might have contact with
HESCO. It seemed that she was scared to tdl information). Her husband passed away and she learnt
all the skills from Kala Bisht

Production process

For every product the production process is different. Depending on the harvesting period of different
fruits and vegetabl es the products are taken out of the garden. They use grinders, juicers, sealing
machine, pul per and they also use a computer. The products are processed and contained in large
buckets. When the supply of the products is shrinking bottles and pots are filled with a supply of the
product.

The harvesting work is only seasonal. The enterprise is dways open. The harvesting period for apples
isin October and November, therest of the fruits are harvested in June and July. Therest of the year
they do the processing. Sometimes, during harvesti ng periods they hire additional labourers but most
of thetime there are only five workers in the enterprise.

Location:

The enterpriseis located on the main road going through Ambiwaa. Ambiwala does not have ared
market but when coming from the direction of Dehradun there is a concentration of enterprise on this
main road. This enterpriseis not located in this ‘market’. Her enterpriseis about 1 kilometre away
from this * market’

A. Adoption, rejection or no knowledge

Electricity is used in the enterprise for grinding, juicdng, sealing, pulping and for the computer, the fan
and the lighting. They use the computer for officid work. Together with HESCO they have started

bi ofarming for which they will use the computer. HESCO has given them this project.



LPG gasis used for cooking jams, squash drinks. They don’t use dectricity for this because LPG is
cheaper. She would like to use a boiler because this wood not making the utensils and the product
burn. Now they are using aluminium which is not as healthy and also tastes less good. With the boiler
the utensils would not get dirty and this would be better for the product. Next to this advantage a boil er
is faster compared to using a LPG-run appliance. This applianceis called abhati running from LPG
gas. This produces alarge amount of flames. They are not getting a boiler because they do not have
the money to buy it. Buying the boiler would cost 30 000 Rs. Thisis ahigh investment. The
investment is not the only problem. They would a so have to get the supporting infrastructure and they
would haveto buy LPG gas. In comparison to the bhati the boil er uses more gas which makes it even
more expensive.

The entrepreneur has never seen a grinder, juicer or pulper running from gas or diesdl, only on
eectricity.

Their monthly eectricity bill is 2000-3000 Rs.

KalaBisht opened the enterprise five years ago. The sealing machine is always used. The pulping
machine and the juicer are only seasonally used. They have always been using LPG and e ectricity in
the enterprise

B. Vulnerability context

July and August is the period with low demand. In rainy season people don’t eat pickle because and
don't drink squash. April, May and Juneis the season of selling their products. During the rainy
season the sale is 50% of what it normally is. People | eavetheir picklein the sun because they believe
it will get fungusif it iskept in awet place. Thisis not true according to the entrepreneur. Another
factor causing the low demand is the fact that June is the picking season for mango’s and alot of
people buy make mango pickle in their home. Since they have started the enterprise there has only
been an increasein the demand for their finished products. Theland isirrigated through a tube well.
Thereis agood supply of water. They decided that the villagers all get assigned a day on which they
can get water. She has the water on Thursday.

She has never had a problem with getting workers during the harvesting period.

C. Human capita

She has completed inter-college. She has a bachel or degree of arts. After this she got married. Shewas
26 when she got married. Now sheis 35. She started working after her child was born. In the mean
time she worked as a housewife.

When she started working she first when to a horticulture institution. She thought it was very dirty so
she stopped there. Her neighbour told her about HESCO. She doesn’t know how they knew about
HESCO. She than went to the HESCO office. HESCO send her to Tunwala where she got training for
15 days of preserving fruit and vegetables. She than got aloan through the Women's Initiative for Self
Employment (WISE). After this she got aloan from the government of 4 lakh. The than completed the
building in which sheislocated now. First she was sdling from the back of her house but HESCO
advised her to get an enterprise at the road. Now she is thinking about a 10 lakh loan for building a
factory.

The entrepreneur wants to increase the product quality and she wants to use superior technol ogy.
When she gets the loan and the factory she wants to get a good trainer. Shethinks that all the women
in Ambiwala should collect money and pay for atrainer.

Dr. A.P. Joshi has send her to afruit processing unit in Maisoor and L ucknow to get trained. To
Maisoor she went for 15 days and her husband went to Lucknow for 12 days.

D. Financia capita

When she started she had aloan of 10.000 Rs. After one year she got aloan from the government of 4
lakh Rs., with HESCO as an intermediate. Now she wants to get aloan of ten lakh Rs. for building a
factory. Profit has been increasing and the work is becoming more and more.

During the season she gets 15 000 Rs sale, In July and August the total saleis gpproximately 8000 Rs.
(I think it is more but because her workers are there she might not be telling the real amount. When
we get the chance to ask her workers when she is out of the room, getting us a drink, they also claimit
isabout 15 000 Rs. Because they say exactly the same amount | think they say this because their boss



has said it.). The entrepreneur says that her monthly profit is 3000-4000 Rs. Her husband also earns
4000 Rs. amonth with his government job. They do not have any other sources of income.

The have atotal of four biga's of land. One biga'sis located e sewhere. Thethree biga's at the back of
her house are used for growing the fruits and vegetabl es. The other biga they use for growing corn.
They don’'t save money. If they can increase their producti on by getting the loan and building a factory
she thinks that she can start saving. The costs go into maintenance and investments. For exampl e, they
used to have 12 beehives but they have recently purchased another 20 beehives for which the needed
to invest. (So the profit isindeed higher but sheis putting new investments for her enterprise under the
heading of costs.) When both her workers are outside | ask her again about her total sales and she
admitsthat it isindeed about 2000 Rs. more than she mentioned before. This would make the sales
15000 in the season and 10 000 Rsin the rainy season. Her profit also increases with 2000 she claims.

E. Social Capital

Sheisamember of Women's Initiative for Sef Employment (WISE) through which shealsoisa
member of HESCO. Once a month they have a meeting with the Uttaranchal fruit processing
association. Thisisfor the entire Uttaranchal state. They import and export products together. Last
timeit was arranged it was in Uttarkashi. The entrepreneur bought apples because they are not
availablein Dehradun district. She sdlls her strawberry’ s there. This scheme was HESCO' s idea and
they have arranged for it. The presidents are two peopl e from HESCO. The entrepreneur knows people
in Ambiwala, Premnagar, Shayanpur, Thakirpur. To her rdaives in Dehradun she speaks once a day.
She knows people in Delhi to whom she speaks once or twice a month and she a so speaks to people
she knows in Bombay once or twice a month. When asked if she has ever learnt from them she
explains that they do take honey and squash from her but through the phoneit is difficult to learn
things about fruit processing.

F. Natural Capita

She uses water, fruits and vegetabl es as a natural resource in her enterprise. Sheis never faced with
problems of drought because she has good irrigation. They have agreed that once a week one person
from the village gets the water. This amount of water is sufficient for a good harvest.

G. Physical capital

The dectricity supply is not really good. Sometimes it is gone duri ng the day, sometimesit is gone
during the night. In one day it is gone for about 4-5 times. Sometimes for four hours, sometimes for
twel ve hours and sometimes just for a few minutes. She gets losses because of this but there is no way
that these are going to be repaid. She gets power from the Sahaspur powerhouse. She thinks that there
must be a central lighting problem. In the rainy season there are more problems because the grid
breaks. Most of the rainy season the light is gone. She gets LPG from one or two petrol stations on the
way to Premnagar. Sometimes there is the problem of shortage in gas. Nowadays thereis to much
supply and insufficient demand. The use the bus or the vikram for transporting goods but they aso
have a scooter and a car. The car they aso useregularly. They aso have a cycle, telephone, TV,
computer and a CD-player. They read the newspaper every day.

H. Influence on and access to transforming structures and processes

When she got the loan the loan provider used to have stalls at fairs and the enterprise also made a stall
at this place. HESCO is a customer and her husband is working for the government so the government
isaso her customer. She doesn’t go to markets, she sdlsin stalls.

Most customers come to the enterprise for the finished products. When somebody wants a larger
guantity of the goods than the enterprise will deliver this by car. They aso transport honey and squash.
About 10% of her products she sells through the Uttaranchal Fruit processing association. During one
of the meetings she told the other people attending that she had three types of honey. These peopl e had
never heard of it so they sold it there.

The government department of her husband and to bankers they mostly supply in their home whichis
in Dehradun. When they bring products to the home it is mostly alarger quantity. When people pick
up alarger quantity in the enterprise they get adiscount but when they deliver the goods the people do
not get a discount.



They do not pay money to the district panchayat. They use a HESCO license which they have
received. They do pay income tax and this enterpriseis aformal enterprise, it is registered.

They know the prathan. Heis the prathan of 14 villages so they don’'t now him by name, only by face.
He only comes to Ambiwaain e ection time.

Thereis no restriction on the use of energy.

It takes 30 minutes to reach Premnagar from Ambiwala by Vikram or bus. By car it is 10-15 minutes.
Dehradun takes approximately one hour. Generdly deliveries are done by car but the entrepreneur also
uses vikram or loca busto get to Dehradun.

HESCO has provided financia capital and now the has aloan from the bank and sheis trying to get
another loan from the bank.

The entrepreneur has alot of fixed customers through the Uttaranchal Fruit processing Assodiation
and through the government connection through her husband. The largest part of her incomeis
through these fixed customers.

The can influence policies through her contact with HESCO.

|. Perceived Attributes of Innovation

The entrepreneur has her enterprise for profit. They havea TV, CD-player, a car and a computer. She
isaiming for a 10 lakh loan to built alarge factory. She new that using d ectricity and the machines
would help her create the enterprise through HESCO. She did get the possibility to experiment with it
because she was given training by HESCO on how to make al the products.

Before she could start this enterprise she had to get the knowledge on how to make all these products.
HESCO hedped her to get this knowledge and skills.

J. Innovation-decision

The decision to start the enterprise was made by her and her husband together. She decision to take
eectricity for the pulping, grinding and juicing was because they don’t know about other possibilities
of using these machines.

K. Communi cati on-channels used
The heard about it from HESCO, because their neighbour put them in contact with HESCO.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy to the entrepreneur.



AmMbHESCO

Ambiwaa

Interview with Manmohan Singh and Manoosh. Manmohan Singh is alocal from Mehuwala who has
been living in Mehuwal a for the last ten years. Heis working in the projects with the villagers. He has
been directly realizing the watermills with the peopl e in the villages and he has been deve oping
enterprise in the different villages. He has also hd ped to devel oped the fruit-processing enterprise in
Ambiwaa Manoosh has been living his wholelivein Dokwala which is very closeto Ambiwala.
Ambiwaais the basic needs market for Dokwala.

Interview done by Riga and Karlijn on 20-04-2006

Ambiwa a panchayat consists of 6 villages: Shuklapur, Shaynpur, Sanjay Colony, Raj Vihar, Umedpur
and Ambiwala.

Ambiwala | Shulkapur | Shayampur | Sanjay Colony | Ra Vihar | Umedpur
Nr. of 60+ 40-45 80+ 35 13 100+
families
Electrified | yes Yes Yes Yes no yes
No. of 20 5 25 - 1 50
enterprises

In Rg Vihar there is one shop which serves both tea and Chinese food. All the other persons are
mason’s and labourers. Most of the people are BPL and bel ong to the scheduled caste.

In Ambiwad athere are approximately 50 shops.

Among these villages thereis not a central place where the other villagers go for their basic needs.
Most villages have a basic needs market except for Sanjay Colony. All the villagers go to Budhi on
Sundays for their basic need products. Thereis a market there. For their basic needs they go to this
market because this market has low prices. For differentiated needs they go to Prem Nagar or
Dehradun.

Now it isthe crop harvesting. In many placesin Dehradun district there are problems with the
irrigation of fields. Food is not avail able because the crop cannot be watered properly. Many people
have to go to markets to supply themselves with sufficient amounts of food. Dehradun is now the
centre of the district. Most people who were living close to Dehradun have sold of their land. Because
of this some people are very rich. The cost of land is very high. In Ambiwala some people have a lot of
land. Some people don’t have jobs but they are landholders.

Light is available everywhere in digtrict of Dehradun. There are some villages of 20 families of which
10 have light and 10 don’'t have light. In these partly electrified villages there are no enterprises.
Ambiwala istypical for the plains of Dehradun, especially for the areas which are close to Dehradun.
Bhauta is a typical village of the foothills. Bhauta is not a very big village. Most villages in the
foothills are bigger than Bhauta. The typical amount of families would be 100-150 families. According
to district of Dehradun, Chharbais not a typical village according to Manmohan Snghs definition. He
would call avillage a smaller unit. Mot villages in Dehradun district do have a road going to them or
through like Chharba has.

Typical characterigtics of villagesin the district of Dehradun are that they don’t have much land. They
don’t go to the market everyday because their location is such that there is no easy access to markets.
They don’'t have many facilities. They don’t have a phone and typical enterprises are milk production
and blacksmithy work.



Peopl e from Ambiwala go to Premnagar or Dehradun for differentiated needs, for basic needs they go
to Ambiwala or Budhi. The prathan of Ambiwala panchayat livesin Ambiwalavillage. The village
has approximately 2-3 wardmembers. There is no evident political orientation in the village. Some
people are supporters of the BJP and some people of the Congress and this has caused some friction
between peoplein the village but no direct effect on the services and fadilities in the village.

60% of the peoplein Ambiwala have land and 40% of the people don’t have land. If they have land it
is mostly a small amount.

The entire village of Ambiwaais Hindu while the entire village of Bhuti is Mudim. In the villages of
Tiparpur, Sahaspur and M ehuwalathere are alot of Muslims. 15% of the peoplein Ambiwala are
scheduled caste, 10% is Brahmin and therest is general caste. There are some problems between the
casté s. Brahmins don't eat food from the scheduled caste people whil e the schedul ed caste do est
from the Brahmins.

Theamount of BPL families is 15%. Thevillage used to have alot of land the people who haven't
sold it still do. Quite afew peoplein Ambiwala have a good job. Ambiwalais also avillage on the
road whichis also an explaining factor.

Maldipvtais poor compared to Ambiwala and Maldivptais quit asmall village. In the Ambiwalathere
isalarge variety of people whilein Maldipvta the people are very much the same.

Ambiwal a has one primary school which is a government schodl. It has one English-medium public
school and one secondary school with an intercollege.

- 4 wedding shops which are all using eectricity
- 8tailorswhich are using manual |abour and dectricity for ironing
- 10 PCO stands which are using e ectricity
- 7 carpenters of which 3 or 3 are using d ectricity
- 1 sweetshop which uses kerosene and LPG
- 1fruit-processing shop
- 8 generd stores
- 3cha shops
- 1restaurant/cha shop using wood, kerosene or L PG
- 2cyclerepair shops which are using eectricity
- 3 édectronics shops which are using dectricity of which oneis planning to close
- 1 wedding point using e ectricity
- 1 hardware shop
Total: 49 enterprises

In Ambiwd athereis no dectricity 3-4 hours a day



Ambwell

Ambiwaa
Enterprise 25: Welding enterprise making cupboards, fences, tables, rags, chairs and bookshelfs.
Name: Karam Chand

Interview done by Rigaand Karlijn on 20-04-2006. During the interview 2-3 customers were present
and two of his workers.

Production process:

The entrepreneur uses a drill, awelding machine, iron-scissors, a oxygen-gas welding machine, a
pressing machine and as raw materia he uses only iron. He has two workers plus himsdf working in
the enterprise. The workers are approximatdy 12 and 16 years old and they work in the enterprise as
learners. Theraw material is bought from Dehradun, the finished goods are made in his enterprise and
than the customers come to pick them up.

Location

Through Ambiwala thereis a main road which going. On this road, in the beginning of Ambiwala
when coming through the bypass road from Mehuwala there is a concentration of enterprises. Thereis
also a concentrati on of enterprises on the side of Ambiwalawhere the road to Premnagar goes. On the
side of Mehuwala, at the concentration of enterprises this enterpriseis located, across the street of the
Chinese restaurarnt.

A. Adoption, rejection or no knowledge

Oxygen-gas and carbite are used for the welding. Only the drilling machine is running from e ectricity.
The oxygen-gas the entrepreneur gets from Dehradun. For a 1,5 metre high bottle (1,75 is quantity) it
costs 300 Rs. Depending on his demand he has to get a new one once a month. He pays the owner of
the location 500 Rs a month and he pays 300 Rs. for dectricity. Wdding is not possible with
eectricity. A thin layer of iron can only be we ded with oxygen-gas. The day we aretherethereis no
el ectricity and there are approxi mately 2-3 days a month that thereis no dectricity. Most of thetime
the dectricity supply is bad. Sometimesit is gone for 4-5 hours a day. He works only during day
hours. When the dectricity is not there he uses manual labour to drill holes. It takes alittle bit more
time. With eectricity it takes 1-2 minutes while without d ectricity it takes double time.

B. Vulnerability context

The entrepreneur gets theiron from Dehradun. He goes twice per 2 weeks. He takes theiron from
Dehradun with aloathing vikram. Thisis avikram especiadly for transporting materials. If the rates of
theiron fluctuate he will go to another shop. Price fluctuations are 40 +/- 9 Rs. per kg. The
entrepreneur has the enterprise since six months so it isdifficult for him to say anything on seasonal
fluctuations. Iron priceis dways increasing.

C. Human capita

He has passed the eighth class. He went to school until he was 16. He can read and write. He stopped
going to school because he was not interested. At the age of 16 he started working. He started working
in awelding enterprise in Dehradun. He worked there for seventeen or eighteen years. Heis now 38.
Helearnt all the thingsin Bandari Bagh in Dehradun, which is neighbourhood. He started his
enterprise by getting aloan from the bank of 30 000 Rs. This he hasinvested in the enterprise. He
started the enterprisein Ambiwala because thisis where he lives. He had to buy all the machines
himsdf. Heis a so teaching two other workers, they both came 1,5 month ago. He can’t do all the
work done, especially with welding it is more effective to work together.

The demand is equal, with the two boys working in the enterprise or without. If he gets more demand



he will make more. Since the two boys arein the enterprise the speed is faster but he does not make
more products because there is no more demand. The demand is not higher than the supply.
Therefore he wants to learn new items of different varieties. He does not have sufficient materials and
toolsto do this.

He does not want to learn more because he thinks that he can aready do everything. If he gets more
and different work his creativity will increase. There is a machine which can be used for support-
welding. He would very much like to get this but he first wants to repay hisloan.

D. Financia capita

The workers he pays 500 Rs. each per month. He started his enterprise by getting aloan from the bank
of 30 000 Rs.

The main product which he makes are cupboards. He sdls about 5-7 a month. The total amount of
money for his salesis approximately 15 000 Rs. His costs, which are only for the raw materials are
10.000 Rs. This would mean a profit of 5000. Out of this he also has to pay 1000 Rs. for his workers,
and he also pays a 1000 Rs. for hisloan per month. In addition he needs to pay 800 Rs. for his shop
and for the dectricity. Leaving him a profit of 2200 Rs. hiswife aso has a genera shop. With this she
earns approximately 400 Rs. a month.

They don’'t have land and no cattle. They do have a house They would like to save but the money is
hardly sufficient for sustaining the family needs.

E. Social Capital

HeisHindu and heis general caste. His family exists of a single family of him, hiswife and four
children. Two girls which are going to school. He a so has two boys which aretoo smadl to go to
schoal.

On Sundays he meets peopl e i n the shopping centre where they go. He a so goes to marriages and
festivals, 10-12 times a year. When he goes to Dehradun he also meets with other wel ders. Sincethe
time he has is enterprise he has never learnt something from other welders. He has worked with
different welders in Dehradun.

The entrepreneur has friends and rdatives in Dehradun, when heis therethey meet and talk. Thisis
approximatel y once a month. He also knows some peoplein Cal cutta but the hardly speak.

F. Natural Capita

G. Physical capital

The day we are visiting the enterprise there is no d ectricity and there are approximate y 2-3 days a
month that thereis no dectricity. Most of the timethe electricity supply is bad. Sometimesit is gone
for 4-5 hours a day. He works only during day hours. The oxygen gas and the carbite are aways
readily available but they are expensive.

He has a scooter but when he goes to Dehradun to get materials he uses a loading vikram.

HE sometimes goesto Delhi just for visiting the city or for getting materials or appliances which he
can not get in Dehradun. He did find it in Delhi.

The entrepreneur has a TV, amobile phone and a CD-player. He reads the newspaper when he gets
some time during the day. He than crosses the street to the chai-shop and there he gets five minutes
timeto read it. This happens every day.

H. Influence on and access to transforming structures and processes

It takes the entrepreneur one hour to get to Dehradun. Either by local bus or by vikram.

The entrepreneur does not pay any li cense fees and he does not pay the district panchayat yet because
he has his enterprise for only 6 months.

The entrepreneur is always allowed to use dectricity but in the total day he uses it for maybe 15
minutes.

The demand is equal, with the two boys working in the enterprise or without. If he gets more demand
he will make more. Since the two boys arein the enterprise the speed is faster but he does not make
more products because there is no more demand. The demand is not higher than the supply.

If afinished good costs 3000 Rs. the customers pays him dready 200 Rs. in advance. From this money



and a contribution of himsef he can buy the raw materials. After completion the customers pay the
rest of the amount.

Peopl e from the neighbouring villages are his customers. Most of them are new because he has only
been there for 6 months and he makes cupboards and they don’t need replacement very often. Only
occasionally he goes to a person’s house. The customers generally come to his enterprise.

Thereis no cupboard-competition in Ambiwala but the competition isin Premnagar. Because
Premnagar is acity they are cheaper. But he delivers better quality

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping. He has taken aloan and his profit is so low that he has
difficulties of sustaining the basic needs of his family. Hehasa TV but not acycle or acar.

The entrepreneur had learnt to use oxygen-gas, carbite and d ectricity for the different appliances from
other entrepreneurs doing welding in Dehradun. For welding only oxygen-gas can be used. So he had
to usethat for the work he does. Electricity can only be used for a drilling machine because el se the
amount of rotations are not high enough.

The entrepreneur had the chance to experiment with this energy source in the other welding-
enterprises in Dehradun.

J. Innovation-decision
The decision to start the enterprise was taken by the entrepreneur after he had taken aloan from the
bank. This he wanted to invest in his own enterprise.

K. Communi cati on-channels used
The entrepreneur learnt through interpersona channels from the other welders.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.



1.2.2 Village Donkwala
Donfocusl

Dokwala

Interview with three residents of Dokwala. One of them is working for HESCO. Their names are
Manoosh Kumar Kashyap (male), Mrs. Santoosh (female) and Bovindar Kumar Kashyap (male).

Interview done by Riga on 12-04-2006. At the interview only the five people were present.
Location of theinterview: At the HESCO office when Manoosh mother and brother came to visit.

1. Genera information

There are approximately 80 peopleliving in Dokwala, there are 11 families. Dokwalais one of the
three villages part of Nathuwala Peliu gram panchayat. The other villages are Kesuwa a and Pdliu.
Peliu has a population of 200 people while K esuwd a has a population of 150 people. The total
diameter of Dokwalais about one kilometre. Nathuwal a Peliu gram panchayat comes under Sahaspur
block.

The prathan of the panchayat livesin Peliu. Pdiu consiss of three wards. K esuwal a consists of two
wards. Dokwalais not a separate ward and has not got a wardmember living there. The prathan of
Dokwalais a member of Congress.

Dokwalais avillage which has been e ectrified through water-energy four years ago. Three Gharat are
producing sufficient eectricity for the dectrification of the whole village.

2. Vulnerability context

The people explain that they have a good family because everybody in their family works but atrend
inalot of familiesisthat some familymembers do not work. If thereis only one familymember
working for the provision of basic needs for the family members they have problems with providing
these basic needs. Especialy in the cold season the prices of vegetabl es increase which becomes
problematic for some families.

Some peoplein the village have land. The main farming season starts after the 15™ of November. They
than spread the seeds and in April the wheats are harvested. From April onward the field will be open
for two months and after that the entrepreneurs grow rice. Sometimes they grow mustard.

There are never problems with water. Some districts, like Poorie, have no water, but in the area of
Dokwalathereis sufficient water.

Thearea of Dokwalaisintheplains.

There are some al coholic problems.

Over the last years the population of Dokwala has increased.

3. Livelihood assets

Dokwalais 15 kilometres from Dehradun. It is possible to go by bus. The busstop is 2 kilometres
walking from Dokwal g, to aroad where the bus stops. Than they have to travel ancther 13 kilometres
to Dehradun.

The main sources of income in Dokwala are labour. Some people work inside the village, for example
on the land of the landowners in Dokwala. Some other people go to work outside the village. 3-4
familiesin the village have land. The three families which have the gharat have land and thereis aso
another family in the village which has land. The amount of land of these familiesis approximately 2-
3 biga's. Therest of the families in the village don't have land. The other peopl e in the village work as
[abourers.

They buy wheet outside the village and get it grinded with the gharats which arein the village. Some
people have their cattle as a source of income. They sell the milk.

Generally speaking the elderly peoplein Dokwala areilliterate and the children are literate. The



villagers state that out of the 80 people in Dokwala 50 people are literate. Women are less literate than
men. Out of the 50 peoplethat are literate, 60 % is men and 40 % is women. 15 women are literate and
35 men.

Most people are educated up to class 4, 5 or 6, ahigh level of education isthe tenth level. People have
to work and can therefore not finish their education.

All peoplein the village are Hindu. One family is Brahmin, they are not very rich, they have 1,5 biga
of land. They do act superior to the other villagers but according to these three loca s they are not.
They do take food from the other peoplein the village The other people are Rgjput, thisisaclan
(When checking later | find out that they are general caste but quit high.

Thereis no PCO/STD phone boot in the village. Some young peopl e have a mobile but very often the
cards are not recharged.

A hedth ingtitution is located 2-3 kilometres from Dokwala, in Premnagar or Ambiwala. All people
from Dokwala go there for health services.

A problemin Dokwalais the lack of transportation. Thereis no main road in Dokwaa. The
government says that the road will be devel oped. Currently the transportation is a big problem. They
have to walk 2 kilometres to reach the road

For providing their basic needs the people go to Premnagar. Premnagar is situated 2-3 kilometres from
Dokwala. They go by cycle or they go walking. They go there for vegetabl es, clothes, spices, basic
needs, bank, small general shopping.

Most peoplein DokwalahaveaTV.

The villagers go to Dehradun when they want to buy something special, for exampl e things for
weddings or functions such as a sari.

4. Enterprises

Thethree Gharat are a community-based but private organization. All thefamilies pay 1 Rs. aday to
the three Gharat-family which provide them the d ectricity.

Gharat 1 has three connections so they earn 90 Rs. a month

Gharat 2 has three connections so they earn 90 Rs. a month

Gharat 3 has two connections so they earn 60 Rs. a month.

The Gharats a so grind wheat . The customers come to the enterprise of the Gharat-family and they
pay 0,75 Rs. for having one kg. of wheat grinded. They also sell dome flour from wheat which derives
from their own land.

Thethree gharat using water for producing e ectricity and for grinding wheats are the only enterprises
in Dokwala.

5. Energy

Dokwalavillage is avery remote village in the forest. It has not been e ectrified by the Uttaranchal
government becauseit islocated in the forest and the Forest Department does not dlow the pillars and
the grid lines which arerequired for  ectrification to run through the forest. So even though Dokwala
isredly closeto Dehradun it is not € ectrified through the central government grid.

Before Dokwal a became to be e ectrified through gharat there was aready a gharat in the village
which used to grind flour. People from the neighbouring villages would come to Dokwalato have
their wheat grinded but it would take two weeks before it could be returned because the demand fro
grinding was so high and tha gharat was not really working efficiently. Dokwa ais a village which has
been e ectrified through water-energy four years ago by upgrading the gharat which used to be used
for grinding whest. The gharat grinds much faster than before so there are no problems with long
waiting times for the peopl e frokm nei ghbouring villages and they still come to Dokwala. Three
Gharat are producing sufficient eectricity for the e ectrifi cati on of the whole village. All households
are connected to the grid which is connected to the turbines of the gharats. All families have been
eectrified within 2 months after the gharats had been upgraded four years ago. The three Gharat are a
community-based organization. All the families pay 1 Rs. a day to the Gharat-family whichis
providing them the dectricity.

Gharat 1 has three connections so they earn 90 Rs. a month

Gharat 2 has three connections so they earn 90 Rs. a month

Gharat 3 has two connections so they earn 60 Rs. a month.



The dectricity which is produced by the gharat is not dways available Sometimes the watersupply is
disturbed. During the rainy season there is too much water, the infrastructure whi ch transports the
water to the gharat is not sufficient for directing the water in the right way. Another problem s that the
big amount of water destroys the pillars which support the infrastructure. There are no peoplein other
villages more uphill which change the water infrastructure.

In the rainy season there are sometimes 4-5 days that thereis no eectricity. This happens only afew
times during the rainy season. When confronted with the fact that the e ectricity provided by the
government they daim that they still want eectricity from the government because during day time
the gharats are not produci ng e ectricity when wheat is grinded. Therefore they want e ectricity from
the government during dayti me and they want e ectri city from the gharat in the evening because the
eectricity from the government is unstabl e in the evenings.

When confronted with the fact that for e ectricity provided by the government they would have to pay
instalment costs and a minimum € ectricity bill they explain that the entire villageis BPL. They woul d
get theinstallation for free and of the minimum dectricity bill they are not aware.

Most people use wood for cooking. Some peopl e have a kerosene stove and some people have LPG
stove. When wood is not available they use kerosene, when keroseneis not available they use L PG.
The villagers collect wood and than they storeit under a cover because when it rainsit gets wet and
than they can not useit. If they want to make a quick teain the morning they use kerosene. 7 families
have a stove and four families have an LPG stove.



Donfocus2

Dokwala
Talk with local who does naot receive electricity from the gharat

Interview done by Tulika, Anshu and Karlijn on 13-04-2006. During the i nterview the NGO-member
ddiberately did not come in because he knows that there are some problems between the gharat-owner
who is producing the e ectricity and the villager. | did not select this family on the base of this
information. When | told that | wanted to talk to alocal family the HESCO-member took meto a big,
weathy house. | refused and we went to a small mud-house, located behind all the other, bigger
houses. The head of the family was not reluctant to talk to us.

Name Ram Singh

During the stay in Dokwala | proposed to talk to another villager to find out from somebody e se about
the dectricity provision.

He explains that e ectricity used to cometo his enterprise but that the production of dectricity is not
sufficient to provide the entire village with dectricity. Sometimes it comes but mostly it doesn’'t. Even
in the evenings, after they stop grinding, it doesn’t come. The villager explains that the reason is that
the entrepreneurs consume so much that thereis nothing left for the other villagers.

The villager would like to get a government connection. When asked why they do not haveit yet the
villager responds that they (the panchayat) has tried but they didn’t get it yet. Thisis causing problems
for the villager and his children because the children cannot study in the evening.

The gharat owner has not been to the villager’s house to ask for money. The villager explains that only
the gharat-owner’ s house and the house of the other gharat-owners plus an additional 1,2 families get
regular eectricity supply.

The villager goes to one of the entrepreneurs to have his wheat grinded. The payment is done by a
system in which for every 20 kilo’s of production the gharat-owner gets akilo and a half. The ones
who own the gharat do have 3-4 biga's of land. The other villagers lend land from the zamindar who
has approximately 20 bigd' s of land. They cultivate the zamindar’s land. They people lending thislend
do not wok on theland. The hire labourers. The villager adso works as alabourer. He works for the big
landowner’s.

The villager’s family uses firewood and kerosene for cooking. They get the kerosene from the ration
card. The family is BPL. They show metheir BPL card. The kerosene they get from Premnagar.

The entrepreneur does not receive dectricity from the gharat-owners. Occasionally he used to get
some e ectricity but for the last year this has been very rare. The entrepreneur claims that the gharat-
owners do not produce sufficient e ectricity to provide the whole village. There own consumption is so
large tha they can only providetheir dectricity-need.

There have never been problems dueto lack of payments by the villager. The gharat-owner has never
cometo his house for payment for the dectricity.

The villager explains that only the three gharat-owners and another 1-2 families are provided with a
stable dectricity supply. The other families do not receive dectricity on aregular basis.

It causes problems for the children of the entrepreneur because they cannot study in the evenings.

The villager explains that generally peoplein the village do not have land. Only the three gharat-
owners have land of approximately 2-3 biga's. There is a zamindar who owns 20 bigd s of land. These
twenty bigd s he lends to the villagers. They usetheland for cultivation and than pay him the share.
The villagers who rent the land from the zamindar do not work on the land themselves, they hiredaily
[abourers.

The villager works as a daily labourer on the 20 biga' s of land whi ch are surrounding the village.

The villager aso has his wheat grinded with the gharat-owner. Of every 20 kilograms of grinded flour
the gharat-owner takes 1,5 kilograms.



Thevillager is BPL. He shows methe BPL card. This villager only has a small room with 3 beds. He
does not havea TV, tdephone and he does not get eectricity. He has alamp but thisis not working.
He uses candles for lighting.

If the villager could get dectricity from the government he would like to. They (the panchayat) have
asked for it but it has not come yet.

Talk with NGO-memberswho lives in Dokwala

Interview done by Tulika, Anshu and Karlijn on 14-04-2006

Dokwalaislocated very closeto Dehradun but thereis no connection to the central grid in Dokwala.
Thisis because the villageis in the forest and the forest department did not alow the grid to go
through the forest, even though they are very close to Dehradun.

Others say that the village has not been e ectrified because it has only 12 families and the

el ectrification would be very costly, the government cannot pay for all of this.

In Dokwalathere are three gharat. There is one gharat-family which buys raw materias and packaging
material from the market. The grind this wheat into flour, packageit and sell it on the market again.
They sdl it in Premnagar and Dehradun. The price of the marketed good is 7 Rs./kg. Out of this the
total cost of transportation Is 0,50 Rs. In the off-harvest season they do this but in the harvest season
they get it from their own land.

Villagers from the surrounding eight villages get their wheat grinded with the gharat’s. In these other
villages there are some enterprises which grind wheat by using diesd or dectricity but most people
want flour whichis grinded by a ghara because the other flour doesn’t smell as nice becauseit has
been heated up and also because the nutritional value of flour grinded with a gharat, without heating
up, is higher.

Only one family does selling on the market. The other families don't havetimeto do this. Initially
they had bought raw materia s from the market and they grinded it and sold again on the market but
than the villagers would become upset because there would not be sufficient timeto grind their flour.
That is why they stopped doing this.

Thereis aproblem in the villagers of family-members who do not work. The rich family(Manoosh his
family) arethe first who started to sdll flour on the market because they have three boys which are all
working. Some of them are mason’s. Manoosh works with HESCO.

The drains for the waterinfrastrucuture used to be bags and cloths. Resistance and friction caused the
efficiency of the water to bealot lower thanit is now. Now canals have been built from stones. Earlier
the water supply wasn't high enough to make all the three gharat run. Now thereislessfrictionitis
possible. All the gharat are made of steel now because using wood is not allowed anymore. The steel
is a'so more efficient because of its shape.

The villagers rent land from alarge zamindar who does not use the land. This zamindar says %4 of the
total production is mine, ¥2is yours.

In the past women used to be involved in all the activities in the village, working on the land, taking
care of the children, cooking. Now men go out for service outside of the village and most of thetime
women go with them. They than take their children to give them better education. A large part of the
households are only women because the men work outside of the house, in the army. Dowries are not
aproblem. If jewellery is not availabl e furniture or something elseis given to the family of the man. It
is not a problem to the extent that they are given. It goes without saying that they should be given
though. Openly nobody will ask for dowries but it goes without saying that they should be given.
Women beating does happen in the village. Alcoholismis part of the social problems in the village.
Compared to the plains the hills have a better culture.

Talk with NGO-members who have been building the gharat in Dokwala
Interview done by Riga and Karlijn on 18-04-2006

Manmohan Singh (Bourkee) has up gradated the gharats in Dokwala. He has been working with the
villagers and he has been @ so trying to solve some socia problems which the peoplein Dokwal a have
been experiencing after the up gradation. Based on the talk with the villager who did not get € ectricity
| decided it was important to find out the problems in the village after the up gradation.



2 familiesin Dokwaladon’'t have light according to Bourkee. The main problem is that only three
families have a watermill. They supply themsel ves and another 6 families with dectricity through a
grid. At ingtdlation of the grid the people were told that they can only have 2 bulbs per family but now
there are families which have three rooms so they will burn three bulbs. Because of this the voltageis
to high and the distribution of thelight is not constant. HESCO has provided one of the gharat families
with an improved alternator which produces 3 kW instead of 1 kW. He he ped the family of Manoosh,
who is a'so amember of HESCO, and later on he will also provide such an aternator to the other two
gharat families.

The 2 families which do not get eectricity don't get this due to poor management. Thereis afight
between the families and at least one of the heads of the two familiesis an dcoholic. He getsinto
fights with the other villagers when heis drunk so the gharat-families said that he was not going to get
more light.

To solvethis problem HESCO arranged a meeting with the villagers, Dr. Joshi and Dr. Rakesh. They
told the gharat families that they have to provide the other two families with eectricity. They claimed
that they don’t pay for the light. The payment is done by the users providing the maintenance costs.
The 2 families told them that they don’t want to because they only get some d ectricity in the evening
and they only want to pay if they get light the whol e day.

Thereis no road construction possible to Dokwala because the only way would be through a tea estate
which the owners don’t allow. The villagers only get electricity in the evening because the gharats are
running during the day, continuously. When | confront them with the fact that in Rudraprayag the
gharat is running and producing the grinding and the e ectricity at the same time he explains that the
difference in height is morein Rudraprayag and the amount of water is larger. Therefore the water
produces sufficient energy for both running on the same time.

There are two reasons why the government did not provide e ectricity in the village yet. First, the have
to make 50 poles to reach the village through the grid and they would have to run through the tea
estate which the owners do not allow. The other possibility is to makeit run through the forest which
the forest department not allow.

The prathan told the people in Dokwala that he will try to get a government connection through
another path but so far nothing has happened there.

The up gradation of the gharats has | ed to the foll owing advantages for the villagers of Dokwala:

- Next to the three gharat families there are now 6 other families which are provided with

eectricity.

- Thelr children can study i n the evenings.

- Villagers don't have to buy kerasene anymore.

- Thereisincome generation for the three families with the gharat. First they had a small house,

no they have a big house.

- They dso have TV and radio.

- They used to provide small amounts of grinding but now they can produce alot more.
Bourkee explains that all the families used to be at the same level, before the gharats were up graded.
When | confront him with the fact that they were the only three families in the village with an
enterprise and al the other families are labourers. Next to this the other villagers depend on these
families for their wheat. They must have had alittle bit more power and money. He confirms that they
did have alittle advantage.

For example one of the families now has e big house, a TV and a cdl-phone.
The socia problemsin the village are present but HESCO does not try to get to involved. Oneis abad
drinker and a ways makes problem. He wants dectricity if the provision will be increased.
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Donmill

Dokwala
Enterprise 21, Enterprise producing dectricity and grinding wheat.
Name entrepreneur: HiralLa

Interview done by Tulika, Anshu and Karlijn on 13-04-2006. During the i nterview a member from the
NGO HESCO and the mother of the entrepreneur were present. During the interview there was a
neighboring villager who walked into the house where the interview was done.

Production Process:

The entrepreneur has a gharat, which has been upgraded four years ago by HESCO. Hisfamily used to
have a gharat for centuries. Before that the enterprise was only producing wheat through a home-made
gharat. Four years ago the man heard of HESCO and the possibility HESCO offers for upgrading
gharats and connecting them to turbines so they can produce dectridcity. Since four years the
entrepreneur produces e ectricity and grinds wheat. Customers come to his enterprise with the flour
they want to be grinded and than during daytime the entrepreneur grinds it and the customers pick it
up the same day or next morning.

Location:
Dokwalais located two kilometers from the road. Behind atea-estate thereis aforest which alittle
differencein height. In this forest Dokwalais located.

A. Adoption, rejection or no knowledge

They started producing € ectricity with the ghara 3-4 years ago. The prathan, who livesin another
village of the panchayat didn’t care much about providing eectricity to the village The entrepreneur’s
mother was married into the family and when she arrived (sheis now old). it had already been running
for more than three hundred years. The total amount of familiesin the villageis 12. Of these 12 only
two don't get dectricity. The entrepreneur dams that the main reason for these houses not to get
eectricity is because thereis nobody living there.

The entrepreneur uses water as energy source. The entrepreneur uses this energy source because his
family isin this business for 200 years. Before the efficiency of the energy source was lower but due
to up gradation of the gharat by HESCO the efficiency was increased.

The entrepreneur explains that he could be using another energy source but that using diesd or
eectricity heats up the wheat, which decreases the nutritional value of the wheat. The most i mportant
reason isthat the water isfor free.

B. Vulnerability context

In April they earn less money because they grind corn. The price they charge customers for cornis
lower than the price they ask for wheat.

There are no landslides, not even during the rainy season.

In November they plant the wheat and in April-May they harvest it. In June they grow corn which they
harvest after three months. Sometimes during the rainy season they grow ricelong with the corn. Rice
only takes 1,5 month. Not everybody does this. In the summer season they grow the corn and in the
rainy season they grow the rice. Drought causes problems for agriculture because there is insufficient
water. The amount of water is aways large enough for produci ng dectricity.

Sometimes during the monsoon the large amounts of water affect the channe-infrastructure which
transports the water. The entrepreneurs and other villages have been taught how to repair this and do
thisimmediatey after they get damaged.

The population of the villageis increasing over thelast 5-10 years because children have increased the
populaion. Thereis no migration. No families have | eft the village and no families have entered the



village

Only afew familiesin the village have land. In addition to the wheat they get from inside the village
they go outside of the village to buy raw material, grind it and sdll it again on the market. The people
only own the land where houses are, they don’'t have land for cultivation so the wheat which they
require for their nutrition they buy from outside. A large zamindar has 20 biga's of land. The villagers
rent the land from him and cultivate it and pay him back the rent. The ancestor’ s of the village used to
have land but dueto financial problems some part of the land was sold of and due to fragmentation of
land among the brothers of the family the total amount became | ess and | ess because they would sell it.

C. Human capita

The entrepreneur has finished the fifth class so he has finished primary school, he can read and write.
He did this from the age of six until the age of 12. He stopped because he had to work for the family.
He went into daily waged labour as a harvester in the village of Dokwala. He has learnt how to run the
gharat from his father since he was very young. This has happened in the same way that the
entrepreneur has taught his sons. He also learnt how to run the business from his father. The
entrepreneur explains that they can go to Himachal and built it there. The entrepreneur is currently 40.
He and his family have been running this gharat for generati ons. When the entrepreneur was
approximately 20 years old his father passed away so & that time he became to be the head of the
family and in charge of the gharat. He has been working with the gharat al his life but for the last
twenty years he has been running it as the head of the family.

The entrepreneur would like to learn other things like carpentry and heis aso considering other
things. He currently has a beehive of which heis considering to make honey and market it. He would
liketo do other things but he does not have the financial capital to invest init. He a so does not have
the timeto [ earn something new because all the time goes into his gharat. He would like to get
knowledge on other things he can do.

D. Financia capita

From grinding the entrepreneur gets 1500 Rs a month. His total costs out of this are 200 Rs. Next to
this he does daily labour. Out of this labour he gets 80 Rs. a day. Per month he works between 5 days
and 10 days. His monthly income is between 400 and 800 Rs. He gets in contact with the people
needing labour because they come from surrounding villages and they now that they can get labourers
from Dokwala. Sometimes the villagers go looking for ajob, in the agricultural season the contractors
come to them. The 200 Rs. of the costs he callects from the peopl e that he supplies with dectricity.
The entrepreneur gives dectricity to two houses. Everybody is freeto take dectricity from him. The
entrepreneur has just started bee hiving through which he hopes to earn alivelihood. Currently heis
not getting an income from this yet. 6-7 months a year he also earns some money from distributing
milk. Per day he earns approximately 50 Rs. with this. On a monthly basis this would be 1500 Rs. The
other months the cows don’t give milk. Labouring is not always possible, for example when the
harvesting period has started. The up gradation was paid by HESCO but the mai ntenance he pays for
himsdf. The entrepreneur was told that the other village members aso had to get benefits out of the up
gradation. The entrepreneur does not have land and does not have cattle.

E. Social Capital

The entrepreneur supports his wife, his mother and his three sons. The entrepreneur knows peoplein
his village and in neighbouring villages. People from eight different villages come and have their
wheat grinded in the gharats. The entrepreneur meets peopl e at festivals and marriages.

The entrepreneur knows people in Premnagar and Dehradun. He goes there 4-5 times a month. He
talks to these peopl e about the gharat, about the higher nutritional val ue of wheat grinded with a gharat
and about the fact that heis thinking about other activities. The entrepreneur knows other gharat-
owners in Dehradun and he haas gone to Rudraprayag and Roorkee for training on the i nstall ation of
the gharat. Two people in Fathpur and Herbertpur have taken the idea from the entrepreneur. He had
goneto his sister in one of these villages. He knew that the had a gharat in that village so he went there
to inform them about the possibility for up gradation of the village. They then contacted HESCO.

F. Natural Capita



The entrepreneur relies on water as an energy source. Sufficient e ectricity can be produced from the
water and there are never problems with the producti on of dectricity dueto lack of water. During the
rainy season too much water sometimes lead to a break in the water infrastructure. They haveto repair
this. At those times thereis no dectricity.

G. Physical capital

During daytime thereis no e ectricity because the energy produced from the water is used for
grinding. In the evening the e ectricity is produced from the gharat. Only during weddings and
functions the e ectricity is working during daytime. During the rainy seasons there are sometimes
problems because the high amount of rains cause damage to the water infrastructure. A problem with
the dectricity provision is that the peopl e to whom they provide e ectricity want € ectricity provision
al day. If dectricity would be provided through the central grid he would not want it because the
entrepreneur can provideit’'s own but the others would. He would like that to happen because than he
can get another machine which runs on his own-produced d ectricity.

Sometimes there are grid problems but if this happens the entrepreneur knows how to fix this. When
asked why other peopledon’t repair the grid if it is broken he answers that the central grid is
government property and they can’t touch this.

The entrepreneur has a bicycle of his own. He hardly ever takes the bus only when his son has taken
the bike and disagppeared. The bus stand is two kilometres from the village.

The entrepreneur’s son has a cell phone. He has taken it from somebody.

The entrepreneur hasa TV and a music system. The entrepreneur does not read the paper. Nobody in
Dokwala does according to the entrepreneur.

H. Influence on and access to transforming structures and processes

It takes the entrepreneur one hour to cycleto Premnagar and by bus it dso takes him one hour. He
always goes to Dehradun by bus. This takes him 1,5 hour. The entrepreneur would be able to sell more
if he could produce more. If he cannot sell more in the neighbouring villages he will sell on the
market.

Thereis no institution providing financial capital.

Nobody has ever come to ask for tax, also not the district panchayat. Only in the case that he would
have a gharat, which uses canals, provided and mai ntained by the government than he would haveto
pay. The entrepreneur knows the prathan and the ward members. Once a month or once every two
months thereis a meeting in the village Dokwala or the go to the other villages in the panchayat. He
only taksto the prathan if he has wok there. These are formal talks.

The entrepreneurs customers are the people from the neighbouring villages. Currently he does not buy
raw materials in the market to sell wheat in the market again because heis to busy. Most of his
custmers are fixed and come regularly to his enterprise.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping. Heis struggling to meet the basi ¢ needs of his family
through the gharat, the e ectricity production and through the milk sdlling. Heis even trying to expand
his activities through bee keeping.

The villagers had heard from L atchiwala village that it had been d ectrified through gharats. They went
to the village to see and inquire about the gharats and understood it was done with the help of HESCO.
They than approached HESCO. The entrepreneur has already seen the benefits in the other village.
The entrepreneur did not experiment with producing e ectricity for other village-members but he did
have experience with grinding. When asked if he wasn’t scared that producing € ectricity would
threaten his grinding activities the entrepreneur replies that he did not fear this because he had seen
and had been taught through the other up graded gharat he had visited.

J. Innovation-decision

The decision about the up gradation of the gharat was made with the entire village. They decided to do
this as a community. From the time they saw the gharat in the other village until the time they made
the decision was 2-4 weeks.



K. Communi cation-channels used

The entrepreneur |earnt about the possibility for up gradation by seeing it in another enterprisein
Latchiwalavillage. Therethey talked about it. Than they contacted HESCO whom advised them,
provided the raw materia, helped them built it and taught them mai ntenance.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.

Primary : first to fifth class

Secondary: sixth to twelfth " and 12"
Bachdor of arts:

Bacheor of science:

Bachelor of Business administration

Bachelor of commerce:

Professional courses: |1 T, B-tech,

Masters



1.3 Village cluster Fatehpur

1.3.1 Village Fatehgram
Fatmill

Fatepur

Enterprise 27, gharat enterprise which is aso producing € ectricity through a turbine when it is not
grinding. The waterflow is insufficient for the gharat to both run the grinding and run the e ectricity
production. The dectricity is produced in the evening while the grinding is done during daytime.

Interview done by Tullika, Anshu and Karlijn on 26-04-2006. During theinterview only hiswife and
his two daughters are present. Only in the end of theinterview do a old man and an old woman come
to sit with us.

Name entrepreneur: Rangi Lal

Production process

The entrepreneur has a gharat with which he grinds corn and wheat. Now, on the 26™ of April 2006
the corn season is over and the wheat grinding starts. The whesat has been harvested in The last two
weeks of April. The entrepreneur dso produces e ectricity for two houses and his own house. Before
they had e ectricity through the gharat they were using oil lamps for their lighting. The villagers from
the village come to the gharat-owner to have their corn and whest grinded. People from the entire area
come to the enterprise for getting their wheats grinded.

Location

This part of the village Fatepur considers itsdlf to be separate from therest of the village. Therest of
thevillageis e ectrified through the centra government grid. The part of Fatepur which | am visiting
is eectrified partly through the two gharats which HESCO has upgraded there. The village also used
to be separate because there was no road going there. Since one year thereis aroad going there.
Before there was a road nobody used to come in the village. Now sometimes peopl e are coming. Now
theroad is there they are 10 minutes away from the rest of Fatepur.

The entire village is Fatepur but the part where they live is Fatepur-poori e because they have a spring
here.

Fatepur starts from alittle bit after the road where the bus stops. Thisis atwo lane big road. It looks
like anational highway.

Dehradun is 1,5 hour away by local bus. To go to Sahaspur, where most of the work is it takes him 2
hours by Vikram. Herbertpur is where the general market is and thisis only 15 minutes walking.

A. Adoption, rejection or no knowledge

The family of the entrepreneur has had the gharat for more than 80 years. For a year the villagers have
been working on creating the up graded gharat for it also to supply them with dectricity, but only
since 4-5 months they are receiving e ectricity from the gharat. Usually he grinds the wheat and the
corn during day time and the gharat is running for eectricity during the evening and the night. If he
has alot of materials to grind he aso hasto let it run in the evenings. The people of the village do not
get any eectricity than. The villagers don’'t pay money for the e ectricity. They help out when the
water infrastructure breaks. The villagers are providing the labour. They currently use bulbs for
lighting but now they have asked HESCO for tube lights because tube lights require less e ectricity.
Since the gharat has been up graded the production of the grinding has doubled because the water
infrastructure and the wheel are much more efficient. Another problem which has been solved is that
the wooden wheel used to break down. Since the new whed it doesn’'t break any more so often. Now



the production is continuous.

Before he used to go to his work and his family would grind the wheat. When he used to come back
and it was nat finished yet. Sometimes he had to sent peopl e home empty-handed. Now he doesn’t
have to because the efficiency has increased. Because his product is aways ready the amount of
customers have increased.

Before the gharat was up graded he sometimes used to grind but the whedl would break very often.

B. Vulnerability context

The corn season stops by April. Than the wheat grinding starts because the wheat is harvested in the
last two weeks of April. Thereis no problem of drought in the village. Fatepur-poorieis called that
way because it has a spring. Thereis sufficient water. In April and May there are some problems for
the grinding because the water pressureis really low than. The grinding goes slower than. The biggest
problems arise during the rainy season. The water infrastructure tends to get broken because of to
large amounts of water. There are some problems during May and June, just before the rainy season.
There are sand storms than which cause diffi culty for working.

C. Human capita

The entrepreneur was born in the village. His family has had the gharat for approximatey 80 years, for
several generations.

The entrepreneur has finished fifth class. He can sign his name and more. He started school when he
was seven and he stopped when he was 12. Heis forty now. His father had learnt him how to make
and use the gharat just like he has taught his sons. He stopped school because his father passed away.
There were his eder brothers but they were working outside. He stopped because he had to provide his
family with their basic needs. The family situation at that time was that he only had one shirt which he
had to share with his brother. He started doing daily waged labour. The entrepreneur has taught his
wife how to operate the gharat so she can operate it when heis out working.

D. Financia capita

The money that the entrepreneur gets from grinding is very different. During the season he will get 40
Rs. aday. The season for maiseis from August to December. From January onwards thereis whest. It
varies, some days there is nothing, some days thereis 20 Rs. and some days there is 40 Rs. On average
thereis 20 Rs. This makes a monthly sales of 600 Rs. He does not have any costs because the wheat is
supplied by the customers and the maintenance which needs to be doneis paid by HESCO. When a
bearing needs to get repaired it will cost 200 Rs. A belt will cost 650 Rs.

Heis currently working for HESCO as amason. The entrepreneur approximatdy 15-17 days per
month. For one day of work he gets approximatdy 90-100 Rs. Thiswill make a total of 1350 Rs. per
month. He than works 8-9 hours. In this areathereis ahigh need of workers. Thereisalot of labour
work available. He managed by labouring. Thereis always work in Sahaspur. Although the
productivity has increased since the up gradation heis still not ableto provide his family with their
basic needs.

The entrepreneur does not save.

Thelast 3-4 months have been a bit difficult. There are windy storms and they cause alot of sand and
the workers can’t work much. Also the coming two months are rainy season. They will not be ableto
do alot of work during those months either. The grinding is quit good because it isthe season. He
earns approximately 40 Rs. a month now.

The entrepreneur has alittle bit of land, just for his house to stand on and for his kitchen garden. This
is 1,5 biga. He has two cows.

E. Social Capital

The entrepreneur is Hindu and of genera caste, the name of their casteis Kashab. The entrepreneur
lives with his wife, two daughters and two sons. Their parents have passed away. His brother also lives
in this part of the village but they live separate.

The villagers got to now HESCO in 2002. One of the gharat-owners met Dr. Joshi in Dokwala. He
attended a meeting which HESCO had called for all the watermillers in the district of Dehradun. A
message was given to all the villages that there was going to be a meeting. HESCO had done a survey



to find out how many villagers had gharats. There was aform in every village which they had to fill
out. Sincethan he started working for HESCO. Dr. Joshi also started visiting him. After a year
HESCO started the work in Fatepur.

The entrepreneur is a member of HESCO. He works people with his work as a mason. HESCO comes
in thevillageregularly. HESCO is his platform for exchanging information about the gharat or about
grinding.

He hardly ever goed to marriages and festivas. They only go for Rishikesh sometimes, to the family
of hiswife. Thelast two years they only went twice. She cals her relatives oncein a month. They only
have acquaintances in Uttaranchal. He has contact with people he worked with in Himachal. He
visited these people for HESCO. He helped them built something. He has visited them because he still
had work that remained there. He did built a re aionship with these people.

F. Natural Capita
The entrepreneur relies on water for energy source. Thereis never drought so he can always produce
but in April May there are sometimes problems of alow water pressure. He produces | ess than.

G. Physical capital

The entrepreneur goes by thelocal bus to Dehradun, to the Shimlaroad, closeto the ISBT, and to the
places where he works. He goes to Dehradun approximately 2 times a week. It takes him 1,5 hours.
When he goes to Sahaspur he uses avikram. This a most takes him two hours. Herbertpur is where the
general market is and thisis only 15 minutes walking. Their basi ¢ need products they get from
Herbertpur. Thereis a doctor there who they can reach even at 12.00 o’ clock. He also goes there for
masala and shampoo.

Thereis aweekly market on the paontaroad in Herbertpur where they get their vegetabl es and masala.
The entrepreneur has aradio and since he has dectricity healsohasaTV. If the waterpressureis not
high enough they cannot watch TV. They don't watch TV very often because the TV F requires 200 W
and he only produces 150 W. When the gharat is running he produces just as much e ectricity that
every family can use one bulb (Three families in total).

The want the light at night because there are alot of snakes. They aso comein the house. To see the
snakes at night he wants the light. There are water snakes which are not poisonous and there are other
snakes which are poisonous. It has happened afew times that somebody was bitten and that they had
to run to the hospital. They have a vehicleto transport them. Thisis abig investment but it hardly ever
happens.

Generally he goes for a strall in the evening and than he sometimes reads the paper.

H. Influence on and access to transforming structures and processes

Together with HESCO he has devel oped a plan in which HESCO gives him grains which he than
grind and than HESCO will market it. Currently he has blades which are not redlly efficient yet. When
he gets blades with abowl shape the efficiency will be even higher and he hopes to start this program
by than. Currently the water gurgles around the blades.

Before they used to have atax system and they had to pay the government for running the gharat. This
has been removed.

He knows the prathan on a friendship levd. They are from the same economic background so the sit
down and ta k. They have conversations.

Thereisalot of competition from gharats running from e ectricity and from diesd. Therefore heis not
able to increase that much. Because of this heislooking into the possibility for getting into a scheme
with HESCO where HESCO provides the grains and he grindsit.

The entrepreneur explains that grains grinded by a gharat are much healthier. Some ol d people know
this and they come especialy to him for this. Some people don’'t cometo his enterprise becauseit is
too time consuming and there are also people who don’t know this. When | confront him with the
possibility of ‘advertising’ for this he claims that he is thinking about this and he can maybe use the
elders to spread this news.

|. Perceived Attributes of Innovation
The entrepreneur has the enterprise for coping. They can hardly provide their basic needs and their



monthly income is about 2000 Rs. They do havea TV but they only watch oncein aweek. They do
not get a e ectricity connection from the government because they are too afraid that the dectricity bill
will be so high that they cannot pay for it.

The entrepreneur is not really using a new source for his grinding but his source has been up graded.
From atraditional gharat his enterprise was running from an up graded gharat with improved and more
efficient water canals. A more efficient whed etc. He knew that this had a beneficial outcome because
all gharat owners were called by HESCO for a meeting in Dokwalafor gharat owners. There HESCO
showed the possibilities of an up graded gharat. The advantage was for the entrepreneur because he
would be abl e to sell more because the efficiency could increase and it was for the customers because
before they had to wait for the grinded grains really long and sometimes he coulsn't finish so the
customers had to leave empty handed.

He only had the chance to experiment with it in Dokwala, where he cameto view the up graded
gharat.

The entrepreneur did not haveto change alot. His infrastructure was improved so he had to learn how
to repair the infrastructure but because HESCO had taught him how to build it he also new. He also
had to | earn the new skills concerning the turbine for creating d ectricity and for the wires of the
connection.

J. Innovation-decision

Everybody in the village immediatd y agreed because he had seen it in Dokwala. He decided to get it
by himsdlf.

K. Communi cati on-channels used

The entrepreneur heard about the possibility for up grading the gharat because HESCO had sent a
formto all villages. The gharat owners had to fill out the form so HESCO could identify the amount of
villages with gharats. Than HESCO called a meeting for al gharat owners in Dokwala. There they
were informed about the possibilities. The entrepreneur got to now Dr. Joshi and he started working
for him. After ayear Dr. Joshi started visiting the village and one year ago the building for the gharat
had started.

L. Extent of change-agents promotion efforts
HESCO promoted the energy source water to the entrepreneur by approaching them in their village
and by inviting them to Dokwala



Fatfocusl

Fatepur

Focusgroup with people from Fatepur. There are 11 people present. Two men, two children, two
adolescent girls and 5 women. These are women from 4 different families. One of the women is
approximately 70 years old. The others arein their forties.

Interview done by Tullika, Anshu and Karlijn on 26-04-2006.

Population size, density and location

There are none families in Fatepur, gpproximatdy 50-60 people. Thetota area of this part of Fatepur
isfour biga's. Thereis only the land on which the houses are built. Thereis no land for cultivation.
There are just some kitchen gardens.

Village boundaries

This part of the village Fatepur considers itsdf to be separate from therest of the village. Therest of
thevillageis e ectrified through the centra government grid. The part of Fatepur which | am visiting
is eectrified partly through the two gharats which HESCO has upgraded there. The village also used
to be separate because there was no road going there. Since one year there is aroad going there.
Before there was a road nobody used to come in the village. Now sometimes peopl e are coming. Now
theroad is there they are 10 minutes away from the rest of Fatepur.

The entire village is Fatepur but the part where they live is Fatepur-poori e because they have a spring
here.

Fatepur starts from alittle bit after the road where the bus stops. Thisis atwo lane big road. It looks
like anational highway.

Mai n sources of income

No one has cultivatable land. All of them are daily wage earners. They work for whatever work is
available. In the harvesting season they work in other peopl€'s fields. Currently the work is less
because there are sandstorms and there is the heat which makes working difficult. They do go out for
work but it isredly difficult. In afew months the rainy season starts. During the drought and the
sandstorms the roofs fly off due to the wind. This also happens in the rainy season. During the
sandstorms the women go out early in the morning at 6 am to collect firewood. The rest of the day
they stay inside, at least until 3-4 pm.

The peoplein this village are definitely BPL but they say that they have never been qualified as BPL.
The panchayat of Fatepur should have given their status and this should have | ed to the villagers
receiving aBPL card. This has never happened. The villagers explain that this is because there have
been some issues between this part of the village and some people from Fatepur. With most people the
villagers have a good relationship. They mostly think that the fact that HESCO is helping themis a
good thing. Thereis a person from the government distribution of oil and granes who asto speak: “Is
putting the oil in his own car and is not bringing it over to them.” This person is a distribution person
and he has some i nfluence because he knows some people from the government. Because of this they
also have not been given BPL cards but with

HESCO is looking into the devel opment of some non farm income producing activities for the village.
Nothing has happened yet but there are plans for afishery.

Physica capitd

All the houses except for two are mudhouses. If it rains too much they sometimes get destroyed. Every
house has one or two cattles. Most families have one or two cows for their own household use. The
cattleis kept in sheds. If they collapse.....they arejust fixed again.

Social capita



Whenever thereis something wrong with the infrastructure of the water canas al the villagers help
out to repair for these. HESCO has supplied them with the up graded gharats and therefore the
villagers do not pay for the maintenance. When the gharat needs maintenance HESCO pays for this.
The belt sometimes breaks, which costs 60 Rs.

The peoplein this village are definitely BPL but they say that they have never been qualified as BPL.
The panchayat of Fatepur should have given their status and this should have | ed to the villagers
receiving a BPL card. This has never happened. The villagers explain that this is because there have
been some issues between this part of the village and some people from Fatepur. With most people the
villagers have a good relationship. They mostly think that the fact that HESCO is helping themis a
good thing. Thereis a person from the government distribution of oil and granes who asto speak: “Is
putting the oil in his own car and is not bringing it over to them.” This person is a distribution person
and he has some i nfluence because he knows some people from the government. Because of this they
also have not been given BPL cards.

From Fatepur-pooriethereis atemple. They explain that work in Fatepur is done upto the temple.
After that only HESCO is doing work.

The villagers got to now HESCO in 2002. One of the gharat-owners met Dr. Joshi in Dokwala. He
attended a meeting which HESCO had called for all the watermillers in the district of Dehradun. A
message was given to all the villages that there was going to be a meeting. HESCO had done a survey
to find out how many villagers had gharats. There was aform in every village which they had to fill
out. Sincethan he started working for HESCO. Dr. Joshi also started visiting him. After a year
HESCO started the work in Fatepur.

Markets

The main close market is Herbertpur. Thereis a generad store there In the rest of the village Fatepur
there are two carpenters, three lohar and there are a few women working at home doing tailoring.
There are no chai-shops, no genera stores, no restaurants, no PCO’s etc.

Thereis aweekly market in Fatepur where vegetables and fruits are sold. Thisis where they get their
weekly supply of fruits and vegetables. If they have unsuspected guests they go to Herbertpur to buy
vegetables. Therest of their daily needs, like wheat and rice they get from the village.

Human capital

The adult women are all illilerate. Most men have received education. Currently the situation is that
the girls go to school until class five because thereis a primary school in Fatepur where they can go.
The boys continue studying. When the girls stop going to school they help out in the house. The
women say that the girls have to stop because the expenses are to high Tullikatells them that most of
the school s have special programs for BPL families or poor families. When Tullika tells them they say
it istrue. They than explains that because this village is a village which will be upgraded by HESCO
and is adopted by Doon school they are going to get a school. After the monsoom the building of the
school will start. Thisvillageis going to be amode village and if this program works they want to do
another 999 villages for up gradation

In the monsoon there are alot of watersnakes but they are not poisonous. There are some poisonous
snakes but it has been years since anybody got bitten by one and had to be rushed to a doctor.

Child deliveries are most of the time donein the village, when there are no complications. Thereis a
Muslim woman in the village who knows how to deliver babies.

Ethnicity

All the families are Hindu and they are all Kashab caste. Thisis not addit caste or atribal caste. The
village has been there since anybody of the villagers can remember and the gharats have both been
there for more than a hundred years. (When comparing this village to Dokwala it becomes very
evident that there are no caste issues here and therefore al the people live in harmony. Everybody
interacts with everybody and it thereis areally nice athmosphere in the village. In Dokwala there were
problems between some of the villagers. Of course they did not admit that this was caste rel ated but
the peopl e who had the gharats were general caste and the two families who did not get the e ectricity
from the gharats were scheduled caste.)



Political organisation

In their village the wardmembers and the prathan are e ected by the e ectorate in the village but each
timethere is somebody from a different castein this position. This person only works for the people
from his caste. Earlier there was the problem of theroad. The children used to have difficulty getting
across to the other side of the village. During the monsoons the children never used to go to schooal.

Electricity

In the village there are two gharats. Both gharats give electricity to two houses. There are afew
families who steal the light from the government central grid through a self made connection. Before
the gharat was there they used to use an oil lamp for their lighting. For a year the villagers have been
working on creating the up graded gharat but only since 4-5 months they are receiving dectricity from
the gharat.

The main reason why the peoplein thislocality of Fatepur did not get el ectricity was becauseit was
never supplied by the government and they don’t have the money to pay for it. There are two families
in thislocality which are stealing light. They have made their one connection line from the other side
of Fatepur and the other family has connected from their house. They aretoo scared to get the light
because they have heard many times that the bill was very large. They aretoo scared to get the light
because they are afraid that they will not be ableto pay the bill.

Another villager explains that there was no e ectricity because there never used to bearoad. The
villagers have worked to increase the quality of the road. Government has never come here.
Government only comes during dection time. The government has never got it done. Before the
village was d ectrified through the gharat they have asked the government. They had managed to get it
pole closeto the village but the panchayat took it back.

The political people areteling himit is not their time yet. They say that next time they will get it.

The villagers are happy with the connection through the gharat. They don’'t haveto pay for it and they
get eectricity which they never used to get before.

They dso like this way of getting e ectricity becauseit isin their hands. During daytime they used the
light which has been stolen from the central government connection. During the evenings they get the
eectricity from the gharat. Tullika and Anshu explain that thisis also away for the government to
manage the problem. They do not want to invest in making connections for these small settlements.
They tdl these peopleto dectrify themselves by stealing the light. These people do not have large
appliances and don't use alot of dectricity because they do not own machines which uselarge
amounts of eectricity thisis also beneficial for the government. In case the pole doesn’t work they get
it from the gharat.

One villager explains that he is satisfied with this way of dectricity supply. With HESCO they are
currently looking into solar tube lights so they also have some light in the nights. In the monsoon the
eectricity lines will get broken redlly often. Theissuesisthat evenif the are ableto get an dectricity
connection they will not be ableto pay for it. Other people he knows who get a connection are not able
to save any money. They are ableto survive like this so they don’t want to get dectricity during
daytime.

Whenever thereis something wrong with the infrastructure of the water canas al the villagers help
out to repair for these. HESCO has supplied them with the up graded gharats and therefore the
villagers do not pay for the mai ntenance.

The villagers have never paid anything to the gharat owner for the eectricity they receive. Sometimes
abdt gets broken which is 60 Rs.



1.4 Village cluster Maldivpta

1.4.1 Village Bautha
Baubll

Bautha
Enterprise 23, blacksmith making agricultural equipment.
Name entrepreneur: Surendar Suriram

Interview done by Riga and Karlijn on 18-04-2006. At the interview Annan from HESCO and a loca
from Maldivpta were present and the blacksmith’s children. During theinterview his brother and wife
arrived and also joined the interview.

Production process
The entrepreneur purchases iron from ajunk ded er in Dehradun. The customers come to his houseto
order the product, he than makes it and they cometo pick it up inthe enterprise.

Location:

The enterpriseislocated in Bautha, which is 5-6 kilometres from the road uphill. It takes
approximatel y one and a half hour to reach the place from the road. Theroad is connected to
Maldivpta and the distance is 2 kilometres. In Madivptathereis a bus going to Raipur and Dehradun.
His enterpriseis located just outside of theinner circle of Bhauta. In the center there are 17 families
which do get light. On the outside of the village there are another 25 familei's which are spread over a
large area. These families do not get light.

A. Adoption, rejection or no knowledge

The family has had an e ectricity connection. They took a connection two to three months ago and
since than they did not get abill. At the moment the connection is not working anymore. The
entrepreneur does not no why and there is nobody from the government who came to check. They
were planning to try the connection and see how much they would have to pay because he only wanted
eectricity if he could pay alow bill. Without the d ectricity they used to livein the dark. They thought
the dectricity would give them light and now they again live in the dark. The decided to take the
electricity connection because they aways had to get kerosene cil. A few months ago kerosene oil was
not available. They used to buy kerosene oil from the government fair price shop. When they asked
why there was no kerosene the shop claimed that there was no kerosene | eft.

The entrepreneur uses wood as energy source for his black smithy work. He gets the wood from the
forest. Thereis no lack of wood in the mountains, there is a sufficient amount available. The Forest
Department does not reach Bautha to check. In the rainy season thereis also no problem with wet
wood. He letsis dry. In the mountains thereis alot more grass and wood. He doesn’t get charcoal
because charcoal would be too expensive.

The entrepreneur would like to have machines running on dectricity or he would like to use charcoal.
Wood takes alot of time, charcoal goes much faster than wood. Before 5 or 6 months ago he used to
use charcoal. The army would come to his village and they used to give him charcoal. The soldiers
used to come there for training. Now they don’t come anymore because a commander fell down the
mountain.

B. Vulnerability context
The entrepreneur purchases iron from ajunk dealer in Dehradun. He goes there 2-3 a month. He goes
walking to Maldivpta and takes thelocal busin Madivpta Heleaves at seven in the morning and he



returns from Dehradun at four in the afternoon. The total time hetakesis 12 hours. The price of iron
increases during the rainy season because just before the rainy season there is an increase in demand
for iron. Just before the rainy season, in May and June, thereis alot more construction work so the
price of iron will increase shortly after this. The entrepreneur makes agricultura equipment, small
pans and door posts. During the harvesting season the demand for agricultural productsis higher,
while when thereis are no crops to be harvested and during the rainy season the demand is low. A
doorpost costs 50-60 Rs., asickle costs 22 Rs. In harvesting season he increases his prices, the sickle
than costs 22, whilein the off-season it will cost 14-15 Rs. Normally he sells 35 sicklesin a month
while in the harvesting season he sdls 60-70. He sells 35 door posts in a month. The demand for pans
and door posts doesn’t fluctuate that much. The demand for his products has been increasing but the
competition has aso been increasing. The demand is also increasing, there are many shopsin
Maldivpta, Raipur and Dehradun who also do other gppliances with iron. The price of iron dways
increases. The demand for agricultura products is high during April and May and in October and
September because this are the harvesting periods.

C. Human capita

The entrepreneur went to school for two or three classes of primary school. He started looking for his
certificatein the house. He brought out some papers which he had received from his school. He started
school when he was ten and he finished when he was 15. The entrepreneur isilliterate, he can only
sign asignature. He stopped school because his parents were very old and nobody in the family could
work so he started working. His father was also a blacksmith and he started working with his father.
His older brother is also a blacksmith. He learnt a so the skills relating to selling and accounting from
his father. He would like to expand but he does not have any money to invest in raw materid. He
could sell moreif he would invest in raw material. If somebody wants to teach him new things he
would liketo learn these he does not have the time to go somewhere to learn these things.

D. Financia capita

Two of his brothers are living with their family in the other part of the house. The entrepreneur lives
with one brother and his family in this part of the house. The brother living with himis a mason. They
are both supporting the family. The two separate houses are not sharing money. He does share money
with the brother heisliving with. The two families do share the land. They have approximatdy 2
biga's of land.

The entrepreneur has sales of approxi mately 1200-1300 Rs. per month. The profit is about 500-600
Rs. amonth. The costs are for raw materials. The entrepreneur only pays for raw material whichis
iron. The entrepreneur doesn’t have enough tools. He does not have a hammer but they don't have the
money to invest. His brother whom is living with him earns approxi mately 200 Rs. per month. He
works as a daily labourer, as a mason.

The have one buffalo, 2 cows and 1 goat. They do not have any other sources of income.

E. Social Capital

The entrepreneur is scheduled caste. Heis approximately 53 years old. The houseis a house consisting
of two parts. In the one part him, hiswife, one of his brothers and three boys and two girls areliving.
In the other part thereis his brother, his sister-in-law, his other brother and wife girls and one boy
living.

The meet groups of peopl e during functions in the village. They someti mes go to hiswife s mother
home in Chamrali in the district of Dehradun. When his mother-in-law invites him they go there. This
is approximately twicein ayear. His sister livesin Mussoorie. They talk oncein a year when they go
there. Shelivesin a village so they can not go there and they cannot call there.

The entrepreneur knows haircutting, he learnt from his sister’s husband who is a haircutter. The
blacksmiths generally learn from each other. He has taught other how to do the work. A rdative came
to his enterprise to learn the work. He does not go to other blacksmiths because he does not have the
timeto do this.

F. Natural Capita
The entrepreneur uses wood as energy source for his black smithy work. He gets the wood from the



forest. Thereis no lack of wood in the mountains, there is a sufficient amount available. The Forest
Department does not reach Bautha to check. In the rainy season thereis also no problem with wet
wood. He letsis dry. In the mountains thereis alot more grass and wood. He doesn’t get charcoal
because charcoal would be too expensive.

G. Physical capital

The family has had an e ectricity connection. They took a connection two to three months ago and
since than they did not get abill. At the moment the connection is not working anymore. The
entrepreneur does not no why and there is nobody from the government who came to check. They
were planning to try the connection and see how much they would have to pay because he only wanted
eectricity if he could pay alow bill. Without the d ectricity they used to livein the dark. They thought
the dectricity would give them light and now they again live in the dark. The decided to take the
electricity connection because they aways had to get kerosene cil. A few months ago kerosene oil was
not available. They used to buy kerosene oil from the government fair price shop. When they asked
why there was no kerosene the shop claimed that there was no kerosene | eft.

The family used to use e ectricity only for lighting. The government didn’t provide an d ectricity pole
to him. Now they don’'t get the e ectricity anymore. When they had it most of the time there was no
light. Other peoplein the village have dectricity but he doesn't.

The other villagers do have € ectricity because they have poles. The other villagers do have e ectricity
because they have poles. Light connection is not good there.

The family has aradio, they do have atelephone, TV and they dso don't have a means of
transportation. The radio was brought by his brother for the whole family. It runs from cell-batteries.

H. Influence on and access to transforming structures and processes

The entrepreneur has to walk downhill for 5-6 kilometres and he also has to walk an additional 2
kilometres to get to Madivpta. In Madivpta he can take aloca bus which goed to Dehradun. In
Maldivptathereis a bus going to Raipur and Dehradun. Raipur takes about half an hour and Dehradun
takes about 1,5 hour.

The prathan has told the man that he was going to fix the pole but he didn’t do anything. The prathan
took all the villagers to the dectricity office. Electricity office still doesn’t do anything. Prathanisa
middle man. When the prathan got his position 2-3 years ago one of the brothers of the entrepreneur
told the prathan that he needed a CT-scan because he was having a headache. The prathan doesn’t do
anything: How can he say the prathan is good or bad.

They have never paid any fees or have never been confronted with any | egislation.

The demand is not larger than the entrepreneur can supply, he has not got the time. If he would have
more time he would be able to sdl more.

Most of the villagers cometo his enterprise to buy. These are fixed customers and they pay with food,
wheat and rice. Some of them pay. The 500-600 Rs. which he gets is not taking into account the food,
wheat and rice. There are also customers from another three villages. They also have other
blacksmiths there but he makes very good things. He has alot of competition from other blacksmiths.
In his villages there are another 12 blacksmiths. Sometimes he al so gets new customers but he mainly
gets fixed customers.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping (There was no need to ask, he does not havea TV and
by looking at the children you can seethat they have a swollen stomach and very skinny arms, legs
and faces. Definitdy malnutrition.)

The entrepreneur knew that charcoa would have a better outcome becauseit burns faster so he can
increase his production. Because he used to get this from the army and the army was not coming
anymore he had to stop using charcoa because it is too expensive for him to buy.

He new that it would have beneficial outcomes because he had learn from his father.

He did not have to change anything in his production process when implementing either charcoal or
wood.

J. Innovation-decision



The decision to innovate to charcoal was made by the entrepreneur.

K. Communi cation-channels used
The entrepreneur learnt from his father how to do black smithy work.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.



Bauprathan

Interview with prathan of Maldivpta and Bautha

| decided to go to Madivpta because | had heard from HESCO members that e ectricity supply was
not very good there and half of the village was dectrified and half of the village wasn't e ectrified.
Upon arrival in Maldivptawe (Riga, Annan and me) started ta king to some locals and we cameto the
conclusion that the whole village was d ectrified. Maldivptais avillagewhichislocated at the foot of
the mountains and is about 10 minutes driving by car from Raipur. Raipur is about 15 minutes driving
from Dehradun. The village is a basic needs market for surrounding villages which areavit up in the
mountains. Mal divpta had the same characteristics as Langha. It has a sweetshop, vegetable shop,
lantana furniture shop, chai shop, restaurant, PCO, wel ding shop, etc. The surrounding villages which
areabit up in the mountains go to Maldivpta for their basic needs. Because | already have Langhait
would be a shame to take a village with exactly the same function. We started looking for the prathan
of Maldivptato get some moreinformation.

Maldivpta has an e ectorate of 1000 people and the total population is 2000. Maldivpta panchayat
contains of one village and everybody has light except for two families. The prathan of Maldivpta, Sri
Pancham Singh Rawat is also the prathan of another panchayat in which there are three villages:

- Sirgi

- Bautha

- Jholnala
Jholnalais avillage where some people don't havelight. 11 families don’t have light and 70 families
do have light. (When referring to light hereis meant that these people do have e ectricity. Thisis
referred to in this way because if people get e ectricity the first thing they useit for isfor dectricity).
In Jholnalathere are:

- 3 chaishops of which oneis combined with arestaurant

- 2tailors

- 1 carpenter

- 4 blacksmiths

- 2grinderson diesd

- 2generd stores
Bauthais avillage which does have enterprises. The prathan tells that there are

- 3families who are doing blacksmithy

- 3familiesin which one of the family-members does tailoring

- 5familiesin which one familymember is a carpenter.
Jholnalaand Sirgi share 4 wards, Bautha has 3 wards.

Bautha has 42 families, approximately 250 people. The people are spread over alarge area. Most
families have a couple of biga s land. Every family has land. The average amount of land is about 10
biga's for every family.

In Bautha thereis no apparent political organization. Only in € ection time parties come into the
village and palitical orientation plays arole. The prathan is not a supporter of a specific party.

In rainy season thereis alot of rain in the village and because the only way to reach the village is by
climbing uphill for 5-6 kilometres this causes problems. Landslides cause problems of roadbl ocks
which causes difficulties for transportation. In case of landslides all village work to dean up the road.
If this happens it is difficult to shift things from one place to another. Sometimes it takes 2-10 days to
clean up theroad. Than they do can not supply themselves with goods and raw materials. Thereisa
primary school in the village so this can always be reached but in case of landslides the roads are
blocked and the children can not go to secondary school or inter-college.

The biggest problemin the village is alack of water. During the drought the villagers have to wak 4-5
kilometres to get the water. This happens only in May and June. Therest of the year thereis sufficient



water. They have aspring in the village

Most of the peoplein afamily migrate outside the village or work outside the village because there are
no facilities and possibilities for earning an income. Thereis alack of transportation, alack of medical

facilities and alack of transportation. Most men go to towns and cities to work as alabourer. To het to
Maldivpta you have to walk downhill for six kilometres to the road. The road needs to be followed for

2 kilometres. Than you reach Maldivpta.

The main sources of income in the village are agri culture. Every family has approximatdy 10 biga's
of land. (When we arrives in the village it became clear that there are problems with irrigation. The
current quantity of wheats on thelandsis very low) Next to this the people have cattle of which they
sell milk or which they sell as awhole. There are no peopl e who send home remittances. They work
outside and than they return to the village once in awhile.

Thereis one primary school from class 1 to 5 and there is one secondary school from dass 6to 8. The
teachers sometimes come and someti mes they don't come. Theteacherslivein the city and it takesa
very long time for them to reach Bauhta.

Out of the 250 peoplein the village approximatey 50% isliterate. The prathan estimates that 70% of
the men areliterate and only 10% of the women can read. The younger women who have been going
to school or are going to school are able to read. The women from el der generations can not read or
write.

Thetota villageis Hindu. There are one or two Brahmin families, 8 scheduled caste families and the
rest of the families is general caste. Thisis about 30 families. Out of al families 9 families are BPL. &
of these families are schedul ed caste and 2 families are of general caste. There are no problems
between the castes. The Brahmins take products from the scheduled caste.
There are three telephones in the village which everybody uses. Thereis no PCO. They don’'t want a
PCO. All villagers use these three phones. Thereis no pay for these phones. They don’t pay because
they have a good relaionship in the village (This was confirmed when Annan, Riga and me spoke to
one of the villagers and he walked with us to a poor general caste family with which he communicated
inafriendly way and he adso informed us about the schedul ed caste blacksmith. Another thing which
seemed like the villagers supported eachother was that they were all aware that this woman is
‘stealing’ dectricity through a home-made e ectricity-line. They didn’t report this.
In the first house in the village there was a woman living who’ s husband had died. She did not seemto
be very involved in the village and she a so looked very scared. Wetried to get information from her
through sitting down and asking about enterprise, tailoring, blacksmith. She didn’t know exactly
where they were and what we meant in the beginning. After explanation she confirmed the foll owing
enterprises:

- 2 blacksmiths

- 1 carpenter

- 4/5girlswhowork as atailor in their house)

It takes one and a ha f hour to reach Maldivta from Bautha. From Maldivtathereisaloca bus going
through Raipur to Dehradun. Raipur is about 20 minutes by bus and Dehradun is approximately one
hour.

25 familiesin the village have no dectricity. Most of the houses are situated in different places.
Government has done a survey there. Nothing has happened until now. 17 families which do have
eectricity livein the centre of the village. These families are dectrified. The 25 families living outside
this ‘central circle’ do not have dectricity. The supply of dectricity is hot good. In the rainy season the
grid gets destroyed. Sometimes istakes 3,4,5 days to repair this. If there has been a storm yesterday
than thereis no light today. Enterprises are spread over the ‘central cird€ and the ‘outer circle with
the 25 und ectrified families.



Bautll

Bautha

Enterprise 22. Woman who has four sons. One of her sonsis a carpenter. One of her sonsisatailor.
One of her sonsis a cattle-keeper and one of her sons goes to schoal. In the beginning of the interview
it was assumed that there were two enterprisesinvolved here. A tail oring enterprise and a carpentry
enterprise. After getting more information it becomes clear that the carpenter is not paid according to
the finished products he delivers but that heis paid based on an hourly wage. The carpenter therefore
does not qualify as an enterprise because increasing productivity will not increase his total income. It
will decrease. Thetailor can be considered as a enterprise because heis paid according to the finished
product. Thetail oring enterprise is than a home-based enterprise. The machineisinside the home.

Interview is done by Rigaand Karlijn, with the support of Annan on 18-4-06. During the interview the
next door neighbour, another villager, alocal from Maldivtawho is guiding us because he knows the
village and a few young boys and girls are surrounding the interview. Riga and me are sitting on the
staird with the woman so not everybody can hear us.

The woman’'s name is Chandra Dewi and her sons have the following names:
- Thetailor is Sanju and heis 22 years old
- The carpenter is Govind and heis 20 years old
- Thecattle-keeper is Jagdish and is 18 years old
- Theson who goes to school is 16 years old

Production process

The carpenter buys wood from Maldivta. He takes the wood on his head and walks up 5/6 kilometres
up the hill. He produces the finished goods in his home with a cutter, grinder etc. He makes beds,
sofa's and fences. The tailor sometimes works for his rd atives shop. Sometimes the peopl e of the
village bring him fabric with which he produces garmentsin his home. He buys the thread from
Maldivta, Raipur or Dehradun.

Location

Bauthais located 5-6 hours walking up a mountain. From Mal divpta, the main market for the
surrounding villages it is another 2 kilometres. From Maldivpta, which is alarger villages on the
foothills there goes alocal bus to Raipur and Dehradun. Raipur is approximatdy half an hour away
and Dehradun 1,5 hour.

A. Adoption, rejection or no knowledge

Thetailor has a sewing machine which works from manua 1abour, by hand. The tailor does not have a
sewing machine on foot labour or eectricity because he has a rd ative in Sahas Dhara who has a
tailoring enterprise. He also goes there sometimes to do work. They do not have a sewing machine on
electricity because they can not pay for the dectricity bill. They currently don’'t have an dectricity
connecti on because they cannot pay for it but they ‘steal’ light from the central grid through a home-
made connection. They area BPL family which means that they could get a Janta connection. This
means that theinstallation of eectricity is paid by the government. The took this but because they still
had to pay the monthly bills and they did not have the money they had to stop it because they could
not pay. When they sted the light they useit for watching TV and for having light in the evening.
They do this once or twice a week (When sheisteling about steeling the light sheis whispering. To
methisimplies that sheis very willing to tell the truth even though the other villagers are very close
by and could overhesr. | get the feeling that they now and that the woman knows that they know but
that sheis ashamed that she has to do this.). Government employees do not come in the village so they
have never checked this but it is punishable so sheis scared. Therest of the village shows unity so
they don't complain about it but support it.



The carpenter uses only manual hand labour. She shows all the tools and there are about 8-10 manual
tools which he uses.

B. Vulnerability context

Her family has problems with drought. They have some biga's of land but they haveto wak 1-2
kilometres to get the water from a spring in the village for irrigation. For the cattlethisis not a
problem because they bring ther cattle to the water. The houseis not in agood position becauseit gets
flooded in the rainy season.

Thetailor and the carpenter buy raw material in Maldivta. During the rainy season this causes
problems because the path is blocked. Someti mes her sons stay at home but someti mes they haveto
climb over the landslide to go down and up again anyway. Both the carpenter and the tailor make less
finished goods in the rainy season. The carpenter purchases wood from Maldivpta, he puts the wood
on his head and than walks 6 kilometres up the mountai n with thiswood. The wood is really expensive
so in advance the carpenter takes money from the customers for buying the wood. Wood prices are
increasing and the demand for the finished wood products is therefore also increasing. In therainy
season the demand for wooden finished productsis also lower but their family gets work from the land
aswel during this times. During the rainy season there is no transportation of wood from the market
because the transportation isimpossible. Over the last years the demand for the tail ors products has
been increasing but during the rainy season and the winter season the demand is low.

C. Human capita

The carpenter finished eighth class. He started school when he was nine and he finished when he was
nineteen. Thetailor went to school until the tenth class. He finished secondary school. Thetailor isthe
eldest brother, he went to school from the age of five until the age of eighteen. Both boys stopped their
education because they have two sister’s who used to do the field work but because they got married
the boys had to start working on the field. They also used to have their parents-in-law of which they
had to take care, they have now passed away. Carpenter used to go to a carpenter shop in Maldivpta
where he learnt how to do carpentry. Sometimes he just went there to watch and learn, sometimes he
used to go there for work. Currently, when thereis no demand for his finished products and thereis no
work on the fields he goes there to do work. The tailor was sent to learn tailoring in ashop in
Kesuwala. They sent there son thereto learn in atail oring-enterprise. He has worked there for one
year. Now he works for himsef and for his relatives' tailoring shop. When asked about new machines
they would like to get them but they do not have the money to invest. The carpenter has had his
enterprise for one hour. He gets paid on the basis of an hourly wage. Thetailor has his shop for about
four years. He gets paid according to the finished product.

D. Financia capita

The profit of the carpenter is about 2000 Rs. in a month while the profit of thetailor is only about 200-
400 Rs. in amonth. Her husband used to do mason work but he does not work anymore because heis
to old. Heleft hisjob 2-3 years ago. They don’t get any money from their work on the fid d. They
purchase grains in Maldipvta o supply themsd ves with their need for food. They have cattle. $ cows, 1
bull and 60 goats. They sell the smaller goats for which they get 2000-3000 Rs. a month when there
aresmdl goats. This differs alot but during the spring and summer, approximately six months a year
they get an income from it. The woman a so sdlls cigarettes and matches. Sheisthe only person
sdling these in the village and approximately 5 customers come to her enterprise every day. She gets
100 Rs. per month from doing this. During the rainy season and the winter season the demand for the
tailor’'s products is low. He than works on the land for their own cultivation. During the rainy season
the demand for the carpenter’s products is low. He than works on the land. The family has 15 biga's of
land. Thereis not much wheat on the land because thereis alack of water. Although the cultivate the
field they haveto good to the market to supply themsel ves with sufficient food.

E. Social Capital

The family is general caste. (The woman is very slow in picking up the questions and alot of times
she doesn’t understand. She does not seem to be educated.). Her husband and her and her four sons are
living there. One of her sonsis married so she aso has a daughter-in-law living there. During marriage



parties they meet groups of people. She goes approxi mately 1,2 or 3 times a year but her sons are
invited to approximately 4-5 marriages a month. The sons also go to festivalsin other places. The
know people, friends and rel atives in neighbouring villages. Her sons go to Maldivpta every day. Her
sons go to Raipur and Dehradun once in a month. The family does not go in other districts and other
states. The have some relatives outside of Dehradun but they don’'t go there, the woman says sheis
scared. They do have rdativesin Dehradun and Paurie district. Her sons go there once a year.

F. Natural Capita
Not appropriate

G. Physical capital

Thereis eectricity availablein the village. They currently don't have an d ectricity connection because
they cannot pay for it but they ‘steal’ light from the central grid through a home-made connection.
They are aBPL family which means that they could get a Janta connection. This means that the
installation of eectricity is paid by the government. The took this but because they still had to pay the
monthly bills and they did not have the money they had to stop it because they could not pay. When
they sted thelight they useit for watching TV and for having light in the evening. They do this once
or twice aweek (When sheisteling about steding the light sheis whispering. To me thisimplies that
sheisvery willing to tell the truth even though the other villagers are very d ose by and could
overhear. | get the feding that they now and that the woman knows that they know but that sheis
ashamed that she has to do this.). Government employees do not come in the village so they have
never checked this but it is punishable so sheis scared. Therest of the village shows unity so they
don’'t complain about it but support it.

During the rainy season or during storms there are problems with e ectricity. Sometimesit is gone for
2-3 days and this happens quit a few times a month. During the off-rai ny season the dectricity is there
They don't use d ectricity for the machines for carpentry and tailoring because they do not have the
money to invest in these type of machines and they a'so don’t have the money to have an € ectricity
connection.

The family has one bicycle standing on the foot of the mountain where the road goes to M divpta.
The carpenter uses it to go to Ma divpta. The other son walks to Maldivta. The have no tel ephone, no
radio but the do have a TV which they watch occasionally when they sted thelight.

H. Influence on and access to transforming structures and processes

It takes the carpenter and tailor approximatey 1,5 hour wal king down the mountain and another 2
kilometres, either by foot or by bicycle to reach Maldivpta. Thisistheir main market for buying raw
materials. The customers come to the enterprise in Ma divpta for thetailor’s finished products. The
carpenter has some customers in Bautha, his village and he also has customers in the neighbouring
villages, until approximately 10 kilometres from Bautha. He goes to his customers house to collect
money for the wood. He gets the wood and makes the products either in his own home or in the home
of the customers. Thetailor only works for villagers. The carpenter goes everywhere where he can get
ajob. Sometimes he visits villagesin a circle of 10 kilometres around him.

If the could produce more the would be ableto sdl more but they don’'t have sufficient time.

The family does not have aloan and they don’t pay any licenses or fees. They are not confronted with
any policies or legislation. The only thing related to dectricity is that they can get an dectricity
connecti on with free instal ment because the are a BPL family but they don’t have it because they
cannot pay for the e ectricity hill.

The family knows the prathan but heis the prathan of a few other villages and he does not go to the
village very often so they only say hi, hello.

The carpenter gets new customers as well as has a few fixed customers. The tailor has a fixed set of
customers.

Both the carpenter and thetailor fed competition from inside the village and from the enterprisesin
Maldipvta. There are a couple of other tailors in Bautha and there are also other carpenters in Bautha.

|. Perceived Attributes of Innovation
The family does this work for coping. They cannot pay the dectricity bill and they do not have the



timeto work more. Thetry to get little amounts of money from sdling the goats, selling cigarettes and
from tailoring and carpentry.

Using manual, hand labour is the only possibility for them because they don’t have an d ectricity
connecti on because they do not have sufficient money for it and they don’t have the money to invest in
other machines.

J. Innovation-decision
Does not apply
K. Communi cati on-channds used

Does not apply

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur



Baufocusl

Talk with locals about Bautha
Interview done by Riga, Karlijn and Annan from Hesco on 18-04-2006.

There was agroup of locals present so | decided to do afocus group at that point in time. There were
to adult men, two adult women and 5 adol escent boys present

In Bautha there are 42 families. The total population is approximately 300 people. The density is very
high. All the families own bigd's of land. It is difficult to give an approxi mate number because some
families have 20 bigd s and some families have two biga' s but it would be approximately 10 biga's.

Thevillageis atypical village in the region except for the fact that it is a small village in comparison
to other villages. Most villages in the Raipur block on that side of the mountains are a bit bigger and
consist of 100 families, approximatdy. The access to roads differs, depending on the he ght of the
village but there afew other villages which are located on such a big difference from theroad. When |
ask if most villages have better access to roads they reply that the distance is most of thetime larger.
Theare very far from the road.

The prathan has taken the villagers to the dectricity department once because alarge part of the
villageis unéectrified. Other villagesin the region of this size are mostly e ectrified. When | as why
all the other families in the village are not e ectrified one man explains that the villageis very far and
the villagers live apart from eachother. A lot of poles would haveto be put there to reach everybody.
Approximatey 50% of the villagers has dectricity and 50% doesn’t have d ectricity. The people who
do have dectricity are the people who are living quite central in the village. The other families, who
areliving outside of this group of families do not have e ectricity.

Thereis abig problem with water in the village. During the drought thereis difficulty with getting
water. This causes problems for the wheat. The problems with the water already start from February
onward. Thereis aspring in the village but from than on it does not supply water. For the cattle this
normally doesn’t cause problems because they are taken to another spring where thereis water but this
ismore than 5 kilometres away. To bring the water to the land for irrigation would be really difficult.

Most man go outside of the village to work. Some return at night but thereis aso alarge part of the
man who leave the village for some timeto work and return only after along time. There are a few
young men who are with the army. Agricultureis an important source of income but because the water
supply is very bad the efficiency of theland is not very high. Mogt of the land is not very productive.
Most men work as labourers.

In the rainy season there are alot of problems with landdides. Transportation is already difficult
because you have to go down the mountai n for 5-6 kilometres to reach aroad. In the rainy season the
small road down the mountain gets covered by landslides and than it is really difficult to get down the
mountain.

Thereis also no hedlth facility in the village and education is bad because teachers don’t come very
often.

Two boys don't have dectricity and one of the women doesn’t have e ectricity. The other peopletell
that the e ectricity supply in the off-rainy season is quite good. Sometimes it is gone for sometime
every day but only for a short time. Sometimes thisis afew minutes, sometimes thisis 2 hours. During
the rainy season and during storms there are alot more problems. Someti mes the e ectricity is gone for
3-4 days. Thelandslides make it even more difficult, especially when thereis a problemin the village
with the grid.



The villagers supply themsel ves with their basic needs such as vegetabl es, wheat etc. Thereis no
grinder in thevillage so they have to go to Maldivptato supply their basi ¢ need of flour. Therearea
few phones in the villages but there are no medical facilities. They go to Madipvtaif they need some
specific products, , medicines, cloths, furniture, batteries, washing powder or any products required
from a general store.

For more specific needs, if they need things for awedding or for a function they go to Dehradun.

The entirevillage is Hindu. There are 2 Brahmin families and 8 scheduled caste families. Therest is
general caste. When | confirm that this must be 32 families they confirm as well. When | ask if thisis
atypical village they say that these things differ very much. There are some villages where most
families are scheduled caste, some families where there are only general caste people.



2. District Almora

Block Tarikhet

Livelihoods in Almora district

A. Adoption, rejection or no knowledge

(P.C.Joshi, HOPE:) There are no villages in the area whi ch have not been dectrified. In villages there
are some habitations which live a bit outside the village and there is no e ectricity there but there are
no whole villages which are not € ectrified.

(Mr. Kelesh, HOPE:) There are not villages in the region of Pilkhali that have no e ectricity.

(family members of Tara Bisht, local, driver:) They don't know avillage in the area which has not
been dectrified.)

B. Vulnerability context

(Suresh, HOPE:) There are many water problems in Pilkholi area. In Pilkholi the problemis even
smadler than it isin the surrounding villages because Pilkhali is on the road and the other villages are
off road.

(P.C. Joshi, HOPE:) There are many water problems. In the summer, during the drought most villagers
haveto walk 1,5 kilometre to go to a hand pump to get water.

(Focusgroup of localsin Pilkholi:) There are many water problems

(Sunjee, member grassroots, has been with Grassroots for four months:) There is a seri ous water
problem, specially in the off road villages. The most difficult period is during summer’s. Generally
women have to walk 2-3 kilometres to fetch the water for differentiated weater needs. Most of thetime
these off road villages have natural sources for their water supply and there are no hand pumps and
wells. These natural water sources do not produce water all day but only at specific times. This water
supply is sufficient for drinking water but for bathing and irrigation they have to walk this 2-3
kilometres. Agricultureis al rainfed. Only kitchen gardens get watered by the people.

(Kalyan Paul, Grassroots, manager, has beenin areafor 20 years:) Thereis awaterproblemin every
village. This causes problems for irrigation, the food security is|ow, the livestock doesn’'t get water.
Generally people can only rely on their own cultivation for food for 3-4 months. Therest of the year
they have to go to the market to buy wheat or flour. Landslides do not cause problems in Almora

(Sunita, member Umang, has been with Umang for 7 years, dso local, visits villages for job:)The main
problemsin the villages in Uttaranchal are unemployment problems. Thereis no work in the villages,
thereis no good agriculture, thereis no irrigation. The villages are so far off road thereis no use for
them sdling in the villages because outsiders do not come there and the peopl e inside the village can
get the thinks they need cheaper from the road head vill ages. The roadsi de villages are doing good
business.

C. Human capital
| had noticed that compared to Dehradun there were many families who had lost brothers or fathers.
These are people ableto earn alivelihood for the family.

(P.C. Joshi, HOPE in response to this:) Before 25 years ago there were traditional medicine men. At
that time there were no public dokters. Only private dokters who were very expensive. The traditional
medi cineman did not pass on their knowl edge but the private doctors remained very expensive. Since



25 years there are better public doctors. Another issueis that people in the mountai ns are generally
poorer than people in the plains so when they have to pay for adoctor it is comparatively more
expensive,

In the plains the peopl e dways have had good access to doctors. First of al the people have good
access to Dehradun. Dahradun has always had good doctors and transportation to these placesis
easier.

(Kalyan Paul, Grassroots, manager, has beenin areafor 20 years:) Thereis lack of access to medical
facilities. The ingtitutions are present but people have no resourcesto pay for it. There area so
government civil health centres in Ranikhet but the same problem exists there. These civil hedlth
centres started in colonia times. It has been largely increased since than. It used to be onein the whole
district. Now there areten in the whole district.

(Sunita, member Umang, has been with Umang for 7 years, aso local, visits villages for job:) 80% of
the peoplein villages are educated. They say 100% in the BDO but thereal data are lower says Sunita.
The government gives training to the women for making a signature or for some basic reading and
writing but than they have to get back to their daily activities such as agriculture and they forget.

D. Financial capital
E. Social Capital

F. Natural Capital

G. Physical capital

H. Influence on and access to transforming structures and processes

Markets:

(P.C. Joshi, HOPE:) There are hardly any villages in the area which are off road villages but do have
enterprises. These villages are mostly so close to aroad head that they get their basic needs in these
road heads. The maximum distance of an off road villageto aroad head is 5 kilometres. Mostly it is 2-
3 kilometres.

(Husband TaraBisht and Tara, locals as wel as respectivey driver and teacher in HOPE school) There
are no villages which have enterprises and are off-roads. Thisistoo closeto markets. Tara explains
that the village where sheis from, where her parents live, is 15 kilometres away and there is alohar
there. There are al'so some other small enterprises or non income generating activities.

(Prathan of Pilkhali:)
There are villages which are off road but do have markets.

- Tana Thereisagenera store, achaishop, abiscuitshop, alohar. It is 1,5 kilometre walking
from Pilkholi. Tana has 130 families. The villageis e ectrified. In thisvillage thereisthe
minister of Uttar Pradesh and a Member of the L egislative Assembly living there. It isarich
village. 30% of the people from Tana have land in Ranikhet and work in Ranikhet.

- Thereare some scheduled caste villages but they are not poor. The prathan explains that
Pilkholi is apoor village.

Many BPL families does not mean that the villageis really poor. BPL isjust apolitical thing,
it is not defined and checked by law. It isonly for pressure. Thereis a leader, mostly the
prathan who decides on the status of BPL of villagers. He can give aBPL card to everyone he
wants to giveit to.

Before five years there was a prathan he was not very literate and he didn’t understand
completely how and when he should give people a BPL card. He gavethe BPL card to
everybody that told him he was BPL.

- Chobotia: Is aChristian village. (By tdking to Suresh | found out that thereis aroad going to
Chobotia)



- Kotar, in Tarikhet block, is avillage which is not yet eectrified. Thereisonly atailor and a
lohar present there By foot it is 7 kilometres to reach, by busit is 32 kilometres because it
goes al around. Thevillageis 1 kilometre walki ng from the bus stop.

(TaraBisht, loca from Pilkholi and school teacher HOPE school:) Jaijori is the village of her parents.
It isan off road village. The villageis half an hour walking from the road. It is 15 kilometres from
Pilkholi. First you have to take ajeep to Ranikhet and than a second jegp from the Kemu station. The
jeep hasto go in the direction of Khilkeet. The villageis two parts, Malikarchuli and Tullikarchuli.
Thereisalohar in the village, there are small shopsin the village, one person has a poultry farm
(Jaman Singh Bisht) People go to Khilkeet for basic needs and to Ranikhet for differentiated needs.
From Khilkeet to Malikarcholi is one hour walking.

(Sunjee, member grassroots, has been with Grassroots for four months:) Most villages are off road
villages. A rough estimate would be 80% of villages are off road and 20% of villages are road heads.
The main non farm income generating activities are mason, daily labourers, milk-selling, lohar,
carpenters, sometimes tailoring. In every areain Almorathereis onevillage, aroad head which is the
central basic needs market for villages 4-5 kilometres away. Sunjee has not come across a closed
market. A closed market is a village where people produce for their own consumption and thereis no
linkage with main markets. The furthest distance from off road villages to markets is about 10
kilometres. Still in these villages there are no non farm income generating activities.

(Sunjee, member grassroots, has been with Grassroots for four months:) Bohrais avillage 3
kilometres off road which is 30-50 kilometres from Kalika. In this village the male population has
migrated and the women are running the houses. Another villagelikethisis Loot. In this village
Grassroots has started knitting, the villageis 1,5 kilometre from the road.

(Kalyan Paul, Grassroots, manager, has been in area for 20 years:) when Ka yan has to make an
estimate of road heads : off-road villages he thinks that maximum 30% is road head. Thereisalot of
construction on roads so within a few yearsit will increase up to 50%.
The main non-farm income generating activities are black smithy, masonry, carpentry, basketweaving
(They only sdll afew of their products in their village, most is transported to markets such as
Ranikhet, even if they haveto walk for twenty kilometres they do this), peopl e making e ectrica
fittings, repair and maintenance shops, mechanics, grinders, tyre/puncture repair shops, bakery’s, chai
shops, sweetshops, meet shops, retail shops. Of these villages the non farm income generating
activities which are found in off road villages are only |ohar, masonry, carpentry, grinders.

- Walking up from the school of HOPE thereis the road head Chobotia. Thereis awhole cluster

of villages one hour walking from the road.
- Another whole cluster of villages isin the valley between Pilkholi and Mande koot. There are
10-15 villages between these two roads.

Kalyan Paul doesn’t know any villages which produce only for their loca consumption and hardly
have contact with outside markets. Every 20-30 kilometres thereis a market in Almora. This distance
can bereached in one day by walking so dl villages will goto a market in their area. Pilkholi is one of
the characteristic marketsin Almora
There are a few loops of roadsin Almora:
Loop 1: Khana
10

Loop 2: Ranikhet
Dwarahat(BDO)

Loop 3: Kanikhet

Loop 4: Ranikhet



There is abakery further down theroad from Bumsia. Thereis an old man with a cart and every day at
4:30-5:00 am he goes down the hill on his cart to sdll his buns. He has been there since 1992.

(Sunita, member Umang, has been with Umang for 7 years, aso local, visits villages for job:) 20% of
the total villagesis roadhead and 80% of the total villages in off-road. Everywherethereis accessto a
roadhead. Someti mes off road villages are 13 kilometres away but in general the distanceis 2,3 or 4
kilometres. Out of thetotal off road villages 20% have small enterprises like lohar, carpentry

Typical industries in the villages are | ohar, carpentry, bamboo making. Knitting is not common.
Grassroots has started this but it is not done traditionally as a means of hon-farm income generation.
Other industries are masonry, flourmill, animal keeping, farming, poultry, cattle, tailors. There are not
many tail ors left in off-road villages they also move to roadsi de like other non farm income generating
activities have done the last few years.

Villages before Ranikhet and after Ranikhet are the same. Hill villages are all the same.

Bageshwar has tribals, they have good land for agriculture. There are two good rivers, the Goomti and
the Sarju.

Population
(Sunjee, member grassroots, has been with Grassroots for four months:) Most villages have a
populaion of | ess than 50 families. Most of the time this is the maximum.

(Kalyan Paul, Grassroots, manager, has been in area for 20 years:) Most off road villages have a
population of 40-50 househalds.

(Sunita, member Umang, has been with Umang for 7 years, dso local, visits villages for job:) The
average amount of familiesin villagesis 50 families while there are a so villages to be found with
180-200 families.

Ethnicity

(Sunjee, member grassroots, has been with Grassroots for four months:) Generally there are no
Muslims in the villages. During the British colonia period afew have been put in Kumaon but they
are spread over the villages. The Muslims are in worse living conditions because they have no land
and they have no stableincome supply. In the villages dl the castes are mixed. Within one village
there are different habitations where the people from different castes live together but these habitations
are combined as avillage. The SC invite the Rgjput and the Brahmins but than they have to eat
separately. There may be a few scheduled caste villages and Rajput villages but generdly they are
mixed.

(Kalyan Paul, Grassroots, manager, has beenin areafor 20 years:) There are hardly any Muslimsin
Almora. Thereis only a handful. Thereare hardly any SC villages, Rajput villages or Brahmin
villages. Most are mixed but the peopl e from different castes livein different hamlets. These are
clusters of 15-20 homes. This is possible because of the geographical area. Separate area’s can be
created here. The villages are mixed because the separation of work through the caste system required
all castesto be closeto each other because they needed each other.

(Sunita, member Umang, has been with Umang for 7 years, aso local, visits villages for job:) There
are some villages where a few Muslims life but there are not any Muslim villages with a mgjority or
totality of Muslims. Most villages are mixed caste. In every village all the work has to be done so all
the castes have to be there. In the villages there has to be alohar, a mason etc.

Energy sources

(Sunjee, member grassroots, has been with Grassroots for four months:) Has not come across villages
which are und ectrified. Generally speaking the supply is bad during day time and during the evening
it is good. During daytime the e ectricity is sometimes there, sometimesit is not. Approximately 12-15
hours aday (24) thereis eectricity. Maost hours when thereis no dectricity are during daytime. There
is hardly any difference in the energy supply that road heads have as compared to off road villages.



When the grid is broken towards off road villages it might take some more time to repair.

For daily use like cooking, heating water and making chai the people mostly use wood. In 75% of the
cases they use wood. Keroseneis only for small daily tings when thereis only an energy source
needed for making chai. When | ask about kerosene and L PG hereplies that keroseneis cheaper. (That
iswhat most people say but actually kerosene costs 12 Rs. per bottle and LPG 290 Rs. per cylinder.
When comparing efficiency LPG takes alot longer and than LPG is cheaper. Thisis not the case for
househol ds though because they require only very small amounts and they don't have money to invest
for 290 Rs. whilethey can for 12 Rs. Kerosene is distributes by the Public Distribution System an
thereis alarge black market for kerosene. Hotels and shops have made dedl s with the whol esal ers
through where the kerasene is distributed to government fair price shops. Therefore the supply of
kerosene to the people whom it is made for (The BPL (4™ category) and the even poorer category(5™
category)) do not get sufficient amounts.

(Kalyan Paul, Grassroots, manager, has beenin area for 20 years:) Almora has almaost been 100%
eectrified. Kalyan Paul does not know any villages which have been e ectrified through gharats or
solar energy. There are some villages in which some househol ds use solar energy for their energy. In
these villages there are many househol ds which are not connected to the grid because they can not pay
for it. It takes time to devel op these connections, a so for the involved families because they need to
save money.

LPG isused alot. Thereisthe LPG distribution office in Ranikhet. This office distributes the LPG to
all of thevillagesin Almora. They will now the exact number of people using LPG. (I can contact this
office and refer to Kalyan. Beena, a member of Grassroots, has been atenant of the manager of the
office. | can reach her through him 9412162306)

Keroseneis used extensivdy for lighting and cooking. It is made availabl e through the government’s
Public Distribution System. The demand for keroseneis too high for supplying everybody who
requiresit. Keroseneis only directed to the poor. The government identifies five kinds of economic
classes. Thelast two dassesthe BPL, and even alower class get a card. With this card they can get
kerosene through the subsidized rate. When | ask for difficulties with other peopl e using kerosene who
do not have a card Kalyan Paul replies that thereis definitely a black market in kerosene

(Sunita, member Umang, has been with Umang for 7 years, dso local, visits villages for job:)
There are villages without eectricity, Sunita knows two. Chamni is a village on the road without
eectricity. It is gpproximately 15 kilometres away from Ranikhet.

Bhenali isavillagewhich is 10 km to a roadhead on one side and 20 km to another roadhead on the
other side. Sunita explains that even in these villages there are some i ncome generating activities.
Keroseneis used in every village All the villages have access to aroadhead, generally within 4
kilometres from the village. 1n these roadheads they can get ration, sugar, kerosene

Indicatorsfor rich and poor

(Sunjee, member grassroots, has been with Grassroots for four months:) If thereis an off road village
with approximately 20 families the mae members of the family are working in the cities. This may be
2-3 families. These peopl e send remittances home to their wifes who run the house. These families
will haveaTV. A TV isan example of wealth in most off road villages. Mud houses are not a
guestion of off road or road heads. When people live in an off road village and aroad is being built to
their village they will remain living in the mud house. The road head will give them better
opportunities though and over a period of a couple of years, when they get money, they will start
building a concrete house.

(Sunita, member Umang, has been with Umang for 7 years, dso local, visits villages for job:)

Rich people have everything for enjoyment. They have a TV, good facilities, LPG, good cloths, good
food, jewellery. The house of rich people can be recognized because they arein s good styl e, they are
cemented, big, they have alatring, they have awater tank, they have light, they have a CD-player.
Poor people do labour, they have no good system. They have a small house which mostly has two
rooms, one for the cattle and one for the people. They don’t have good food.

Mud houseis not a sign of poorness. Some people like a mud house becauseit is cool in summers and



warmin winters. It is moreimportant to look if the houseisin good or in bad condition, if the houseis
small or big.

A good condition house is a house which is clean, where the animals live separately. The have a
kitchengarden.

Poor people have very little land. Rich people have alot of land. Normally, the rich people can eat
from their land for 6 months. The poor people can only eat of their land for 15 days to 2 months.

Main sour ces of income

The main sources of income in Almora are farming because peopl e can supply some of their need for
food through this. People sl fruits and vegetables (horticulture). A lot of people do servicelike
carpentry, masonry, black smithy. Army is just a main source of incomein the Ranikhet area.

(Sunita, member Umang, has been with Umang for 7 years, dso local, visits villages for job:) When
considering income in the villages 8000-12.000 Rs. per year is alow income, a medium incomeis
20.000 Rs. per year and a high income is 50.000 Rs. These are people with government jobs. When
considering the family income the average is 30.000 Rs. Sunita thinks.

(Prema’ s sister (16) did asmall research for her highschool on income generating activitiesin
villages.) Shetells me that another income generating activity which is not farming is the processing
of ghee out of milk.

|. Perceived Attributes of Innovation

J. Innovation-decision

K. Communication-channelsused

L. Extent of change-agents promotion efforts



2.1 Village cluster Pilkholi

2.1.1 Village Pilkholi
Pilch1

Pilkholi

Enterprise 28, chaishop combined with a general shop. In the general shop the entrepreneur sells some
cookies, biscuits, breadrolls, chips and nuts.

Name entrepreneur: Digam Ber Singh

Interview done by Suresh and Karlijn on 29-04-2006. During the interview there are 5-6 of his friends
present in the age of 18 and 24. The entrepreneur himself is 22 years ol d.

Production process:

The entrepreneur prepares approximately 60 chai’s on aday. As raw materias he uses chai, milk,
sugar and water. He also sdlls cookies, biscuits, breadrolls, chips and nuts.

The entrepreneur has the enterprise for 1,5 years. He opened it after he had finished the 12" class. He
got the enterprise from his father. The land where the enterpriseislocated is theirs. When he started he
had 5000 Rs. Beforethat his father rented off the enterprise. His father used to have a chai shop in the
enterprise approximatey 10-12 years ago. The entrepreneur uses LPG and a gas-stove. The gas-stove
was already there because the former entrepreneur who rented the shop had it. They bought it from
him.

Location:

Pilkholi islocated 10 kilometres before Ranikhet, when coming from Haldwani or Kathgodam. The
main road to Ranikhet runs through Pilkholi. All the enterprises arelocated in arow on the main road.
So is this chai-shop. The chai-shop is located in the middie of the village.

A. Adoption, rejection or no knowledge

The entrepreneur uses LPG. He cannot get enough wood in the area becauseit is restricted to cut the
wood. Peopleareonly alowed to pick up wood whichislying around. He doesn’t use kerosene
because keroseneis not there. Local buses are owned by private owners. Government fair price shops
are supposed to sell kerosene but the bus drivers use kerosenein stead of petrol because it is cheaper.
They have made deals with whol esal ers of the kerosene to provideit to them. The subsidized kerosene
is used for the busses and the people who are supposed to get it do not get it. Keroseneis also more
expensive. When demand is very low kerosene is cheapier but this entrepreneur has to use 2-3 bottles
of keroseneif he would useit. Now he uses LPG. LPG costs 290 Rsfor a cylinder but he only needs
one a month. The kerosene costs 12 Rs but he needs 2-3 a day. L PG ismore efficient.

Another advantage of LPG isthat LPG is transported by atruck who drives to and from Ranikhet
every two weeks. They pick up the empty cylinders and they bring new ones. The keroseneis very
often not availabl e at the government fair price shop.

The entrepreneur does not use e ectricity because he does not have a connection. He could get a
connection but thiswork istemporary. Heis aso studying. Heis doing his bache or of commercein
Ranikhet and after this he doesn’'t want to continue this enterprise. Electricity is abig investment
because they are not BPL and they haveto invest first for the pole and for getting the connection and
than they have to pay the monthly bill. When he goes to schoal his brother is in the enterprise. He has
to go to school for 3-4 days aweek.

The entrepreneur has always been using LPG.

His father had this enterprise before 10-12 years. At that time he used kerosene because L PG was not
available. Kerosene was availabl e and the sale was not that high for LPG to be efficient for use



B. Vulnerability context

Theraw materia of the entrepreneur aretea, milk, snacks and biscuits. He buys dl of themin the
market of Ranikhet. There are not many fluctuation in the prices of the genera products which he
sdlls. Water is also always availabl e so that never causes problems. There are fluctuations in the prices
of LPG. After every financial year the prices of LPG increase. Before d ection the price goes down
and after e ections the prices go up again.

The demand for his products is higher in winter compared to his demand in summer. In winter the
demand istwice as high.

C. Human capita

The entrepreneur finished the 12" grade so he finished primary, secondary and inter-college. He did
his secondary and inter in Ganoli, which is 2 kilometres from Pilkholi. Heis now in his second year of
his Bachelor of Commerce in the university in Ranikhet. He has never worked before, not as daily
labourer and not in any shop. His father had a chai shop before 10-12 years ago. He than rented the
shop to somebody dse. 1,5 year ago the entrepreneur started the enterprise with the help of his father.
He has never worked in the chai shop because he was too small 10-12 years ago. Him and his brother
learnt the work from their father. They learnt from him how to make chai and how to make
arrangements with the supplier and how to sell. So they learnt also the management skills from ther
father.

He would like to get a new and efficient cooker but he cannot get one because of money problems.
Another issueis that there alot of chai-shops and the competition is big. The demand for chai is not so
high that it would be beneficid to get the new cooker. Thereis nothing which he could learn which
could increase his production. If he could make other products, so diversify, for exampleif he would
make and sell bread pachora, he could sell more but because this is just temporarily it is not worth
investing.

D. Financia capita

3000-4000 Rs. is his profit during the winter season, which is the season of high demand. Thetotal
costs are for LPG, 290 Rs. per year and for paying the price to the wholesal er of the chips, cookies,
biscuits, nuts, eggs and the raw materials for chai. He invests 5000 Rs. per two months for these.
Which means 2500 Rs. per month. During the summer season his profit would be 1500-2000 Rs.
His father is the only other income source for the family. His father works as alabourer and he earns
2000-3000 Rs. profit per month. They save money in the local bank in Pilkholi. They save 2000 Rs.
per month, collectively with the whol e family.

The family has a house and they have approximatdy one hectare of land. They have one buffalo and
two bulls.

E. Social Capital

The entrepreneur lives with his father, mother, 2 brothers and 1 sister. In the enterprise he meets
groups of people His friends hang around there constantly and it is also kind of a meeting place for
the younger people, because the entrepreneur is also one of them.

The entrepreneur goes to marriages in the wedding season. The wedding season is from January to
April and from April to June In this period he goes once a month. He doesn’t go to many festivals and
functions. Only afew in ayear. When asked afew is 2-3.

The entrepreneur knows peopl e in Ranikhet, his college friends and al so some retail ers where he picks
up the products which he sellsin his genera store. Hisrelatives arein Dehi and in Lucknow. He
speaks to them once in every six months.

He started the enterprise because his friends from Pilkholi encouraged him to get the enterprise.

The entrepreneur is Hindu from the Rajput caste. Heis not BPL.

F. Natural Capita

The entrepreneur doesn’t use wood becauseit id difficult to get sufficient wood for his enterprise.
Especidly since he sdlls 60 chai’ s aday he would need a lot of wood.

He uses water as raw material. Even though there are problems of water shortagein the village he
never experiences probl ems because he is on the road and thereis a hand pump for water really close



to his enterprise.

G. Physical capital

LPG he gets from atruck which passes by on the road from and to Ranikhet. This truck come every
two weeks. He gives them their empty cylinder of L PG and he pays for anew cylinder of LPG. This
costs 290 Rs. Sometimes there is a shortage of LPG. This happens when demand increases, for
example during € ection times. When there is a shortage he someti mes buys kerosene from the
government fair price shop in Pikholi. There the kerosene costs 12 Rs. per litre but he has to use 2-3
bottles a day to provide him sufficient energy. One cylinder of LPG is more costly but it provides him
with energy for a month. Kerasene lasts only less than one day.

Electricity is provided by the central government grid. He doesn’t get it because he hasto invest alot
of money for the connection and after that he has to pay the monthly bill. Because he will not remain
in business after he finishes his bacheor hethinksit isabad ideato invest.

The entrepreneur has no transport. He takes the products for his general store by loca bus.

The entrepreneur hasa TV but no telephone. He reads the paper daily in the morning.

H. Influence on and access to transforming structures and processes

Ranikhet takes 30-45 minutes to reach by local bus. He has no other way of transportation. He can
take a shared jeep but this costs 10 Rs. whilethe bus costs 30 Rs.

On Sundays and on holidays the entrepreneur has a good sa e but thereis alot of competition from the
other 9 chaishops in Pilkholi. He cannot increase his production of chai because he would not sell it.
The demand in the market is not larger. He can sell more if he would start making bread pachora or
something elseto sdl but he does not want to invest and he does not have the time because heis aso
studying.

Another issueis that there alot of chai-shops and the competition is big. The demand for chai is not so
high that it would be beneficid to get the new cooker.

The entrepreneur does not have a loan because the interest rate from the bank is really high and he
does not want to continuein this business. They don't pay income tax because they are bel ow the
income tax level.

He does pay money to the district panchayat. He pays them 100 Rs. per year.

This enterpriseis an informal enterprise because as the entrepreneur says, nobody with an enterpriseis
registered. (When | asked the question of registration he doesn’t even now what is meant by this and
with which institution he can register.) He claims that registering is too much of an effort. Especially
since hewill not remain in this type of business after he finish his university.

He knows the prathan and the wardmembers. They have good contact and his aunt isalso a
wardmember. The prathan comes to his shop to drink tea and they have superficial contact. They just
say hi and hello. The prathan also goes to drink teain other chai shops.

His customers are partly fixed and partly new. 67% of his customers are fixed customers. These
customers mainly go to his enterprise to drink chai. The other 33% are new customers. These people
go to Ranikhet and stop at his enterpriseto drink tea. There are aso |ladies from the nearby villages
among these new customers. They come from their village to get water and they sop to drink atea.

He sets his prices by the market competition. Everybody in the village asks 2 Rs. for atea. The other
products he sellsin his general store are partly set prices. On the packets of chips and nuts the prices
are written. On these products he only makes a profit of 10%. On the bakery products and the eggs the
profit is higher, about 40%. Thisisaso according to pricesin the market. If he would increase the
price nobody would buy it.

|. Perceived Attributes of Innovation

The entrepreneur has this enterprise because thereis alot of unemployment. His father earns 2000-
3000 Rs. per month which is not sufficient to support the entire family. He has this enterprise for
coping because heis planning to stop the enterprise when he finishes his bache or of commerce or
when he finishes his master. Thisisjust temporarily and he does not want to invest any money in it.
The entrepreneur knew that this energy source would be beneficia becauseit is cheaper than kerosene
and other chai shops used it. By observing them and talking to them he found out that kerosene would
be cheaper per unit but would be much less efficient.



The outcome was more beneficid for him and the customers. LPG isalittle bit quicker so the
customers get their chal alittle bit quicker. The main advantageis for the entrepreneur becauseit is
cheaper.

The entrepreneur did not experiment but the stove was already there and because LPG needs no
investment before use the only investment is the cylinder. He could have used one cylinder and bought
kerosene after that if the LPG would not be good for his requirements.

The entrepreneur had to learnt the whole production process of making chai and of having an
enterprise.

J. Innovation-decision

The decision about the entrepreneur getting the enterprise was made by his father. He used to rent the
shop to somebody dse and now he decided to giveit to his son. It was the sons idea but his father
immediatdy thought it was a good idea.

K. Communi cati on-channels used

The entrepreneur learnt about having a chai shop from his father but he used to use kerosene so the
entrepreneur heard about using LPG from the other chai-shops in Pilkholi. He observed and ta ked to
them.

L. Extent of change-agents promotion efforts

Thereis no direct promotion effort but indirectly thereis. The truck which sells the LPG drives from
and to Ranikhet every two weeks. It stops at every house to convince peopleto buy the LPG. They
also pick up the empty cylinders as a service to promote the sale of LPG. (On one of the days | wasin
Pilkholi and the LPG truck came buy in Pilkhali in the enterprise where we were doing the interview,
the grinding enterprise. That was at approximately 16.00 o' clock. When we finished theinterview |
had to go for some groceries and after that we went back. At that timeit was six 0’ clock. In the
timespan of two hours the truck had only moved 3 kilometres. The houses are not reall y dense because
thisis asteep mountains area. This indicated methat the use of LPG is very extensive because on the
way down to HOPE | saw alot of people exchanging their LPG)



Pilfocus1

Pilkholi
Focusgroup with 3 men, one aged 58, one aged 70, one aged 48, and 1 woman, aged 65.

Interview done by Suresh and Karlijn on 29-04-2006. During the interview there were also afew
children present, approximately five. They also joint in to the extend that they did no about € ectricity
and problemsinthe village

Population and d ectrification

The village was dectrified in 1964 by the central government grid. Only a few peoplereceived
eectricity at that time. In 1964 there were approxi matd'y 100 families in Pilkholi. Now there are about
200 families. In 1964 there were 8-10 families who received e ectricity out of the hundred families
there. After 6-7 years al the families had eectricity. The 8-10 families who received dectricity in the
beginning were the rich families of the village. They were not only Brahmins, they were also Hindu
Rajput, which is general caste. The current total population is about 1000 people.

Mai n sources of income

In 1964 nobody needed to do jobs. A few generations ago there was sufficient land because they
populaion was alot smaller. Everybody could cultivate their land and live from this. When the
populaion grows thereis not enough production for all the children to have ajob. Than the children
start looking for other jobs such as jobs in enterprises or daily waged labour in other places. In 1964
everybody could get ajob in the army. The labour work started because there was an engineer (of who
all the eders now the name) who came to the village and started sel ecting labourers. He checked
everybody' s hands. If the hands were rough and hard he sdl ected the peopl e as labourers. When the
hands were soft he did not select them as labourers.

Vulnerability context

The people in the village are confronted with alot of drought. Especialy during the months of May
and June there are problems of water because people have to walk for afew kilometres to get the
water. Therefore emigration out of the village started. In places where the families don’t have
sufficient water for irrigation they migrate. In the places where there is enough water they stay. They
need sufficient water for irrigation to cultivate vegetables.

Another problem is the nutritional value of food. People don't have sufficient vegetabl es to grow on
there on land because thereis not sufficient water.

There is no employment in the village. There are a few contractors but there is not enough for al the
villagers.

Another thing that the villagers really want is a playground for the children.

Ethnicity
Thetota population of the villageis Hindu. 70% is Rgjput, 20% is Brahmin and 10% is scheduled
caste

Typical/Specid

Pilkholi isthe a main spot for tourists to stay when they are coming from Haldwani or Kathgodam to
Ranikhet. Hal dwani is about 90 kilometres away and Ranikhet is about 10 kil ometres away.

Pilkholi issimilar to other roadheads. There are many enterprises because the peoplein Pilkholi are
rich. Most of the rich peoplein Pilkholi were living in the plains before independence. They sold their
property in the plains and moved into the mountains. In the plains there was thunder and lightning
which killed their cattle. They sold their property and this made alot of money in comparison to the
money peopl e had in the mountains. Another reason why they arerich is because they work very hard.
The village of Pilkholi was already there. There were peopleliving in the village but the rich people



moved into the village.

Education

The education in the village has always been high because the people are rich. They have been able to
send their children to the army schools in Ranikhet and there always have been schools in Pilkhali.
There were jeeps to bring the children to the schools. The poorer people went to schools in Pilkhali.

Physica capitd
90% of the people havea TV. 50% has a tel ephone and 20% of the people have a car, bus or truck.



PiIlIHOPE

Pilkholi

Interview with P.C. Joshi and Suresh from Himalayan Organization for the Protection of Environment
(HOPE). Bath Mr. Joshi and Suresh are living in Pilkhali. P.C. Joshi for most of his life while Suresh
isoriginaly from Pilkholi, he has lived for some years in ancther nearby village but since nine years
he has been living in Pilkholi again.

Interview done by Karlijn Morsink on 29-04-2006

Location of interview
At the HOPE officein P.C. Joshi’ s room

General info

Pilkholi is agram panchayat and Pilkholi isthe only village. HOPE's activities in Pilkholi have been
directed to a poultry farm for the SC community. This was the second activity of Hopein the village
The poultry farm started in 2005. Since 1995 there has also been awareness programs for getting
women empowered. HOPE has tried to educate them their rights as villagers. In this light HOPE has
arranged meetings and training programs for gender. They provide them with the poultry chicks,
medicinal facilities and food and they give the keepers training and they supervise the project.

Next to the poultry farm HOPE organi zed trai ning for women empowerment in the village Thereare
11 Sef Help Groups which save some money collectively so that thereis a person who can, for
example not pay for the school of the children, than they can support her.

Industries and their e ectricity use
- 2 grinders, one using e ectricity and one using diesel
- 8 genera/retail shops
- 1barber
- 4 sweetshop which use LPG
- 10-12 chai-shops using LPG
- 1 weding shop using € ectricity
- 1 backery using wood
- 1 poultry farm
- 3tailorsusing wood
- 2 PCOJ/STD stands
Thereis no blacksmith in the village. There are carpenters but they work as daily labourers.

Population size, density and location

There are approximately 250 families in Pilkholi. There are more than a thousand people. Thetotal
area of the village including agriculturd land is 500 ha's. The agriculturd land is approxi mately 150
ha's. Land land is suitable for agriculture. In comparison with other villages in the region the
production is normal or even alittle bit on the better side. Many villages in the region have | ess water.
Thereisawater problem in Pilkholi but because they are on the road the problem isless. They have
springs and wdlls. Village of the road have even less water.

Political situation and organization
There is one prathan and there are four wardmembers. There are no struggles between the villagers
and the prathan and thereis no evident ori entation among the panchayat members.

Vulnerability context
Thereis aproblem of water in the village, especially in May and June. The villagers who live a bit
outside or are less wealthy have to walk for 2 kilometres to get water. In the village thereis one spring



and a waterpump. They get water from the water pump. Peopl e far way from the roadside really get
into problems. Also for their cultivation. The production of cropsis normal. In the rainy season there
are some landslides but they don’t cause troubl e because the peopl e can remain going to Ranikhet.
There is emigration out of the village because there is insufficient work in the village. Therefore
people moveto Dehi and other bigger cities.

Markets.

Ranikhet is the main big town in the area. There are no other markets for satisfying differentiated
needs. Basic needs, general store, masala, shampoo, dahl’s, books, are all available in Pilkholi. They
go to Ranikhet for clothes and fuel for vehicles.

Mai n sources of income

The main sources of income in the village are agri culture. Every family has small amounts of land.
Theland sizeis very small. The forefathers used to heave large amounts of land but to to family
fragmentation the amounts of land have become smaller and smaller. Outside of the villageis
community land so the area of the village cannot be expanded. Community land means that thisisland
for forestation and for animal grazing. 100% of the families do agriculture.

Almost every family has one driver. These drivers work in the tourist side and outside off the tourist
season to transport people from and to Ranikhet. Some peopl e arein the army. Of every 2-3 families
thereis one family member in the army. Nobody has sufficient land to sell from their land. They just
useit for their own cultivation. Women also work, they work on the land which is only for the
provision of food.

25 % of the peoplein Pilkhali are contractors. They either do building or they are contractors on
vegetables and fruits.

Education and literacy

The educational leve isvery high in the village. 100% of the men are literate and 70-80% of the
women. Thereis one government primary school. Thereis a secondary school 1,5 km away in Gamoli.
This secondary school aso has inter-college.

Typical/special

Of dl thevillages in the region 10-12% are roadhead villages. The characteristic of aroadhead village
isthat thereis no problem of anything. Everything is available in the village. All road heads provide
their villages with basi ¢ needs. Both NGO members claim that in the villages which areredly of f
road, there are not many enterprises. Mostly a blacksmith, a carpenter and atailor but nothing ese.
Pilkholi isarich village. First of al becauseit is close to Ranikhet and it is the last village with a
market before Ranikhet. 25% of the peopl e in the village are contractors. 70% has a government job.
Thereis the army and the horticulture department of Uttaranchal in Ranikhet which are both providing
government jobs.

Most of off road villages use road side markets. Up the hill from Pilkholi is Bhargaum and
Kunelakheet. There are some genera stores and some barbers there. It is difficult to go there by care
because the road to the village is really bad. It is asandy road. In the monsoon season you can't go
there

In Mandd kheet HOPE also has a school. Thisis also a on the road village where you can’'t go by car
during the monsoon.

According to P.C. Joshi and Suresh thereis not a village which is not e ectrified which has enterprises.
In Pilkholi there has been alot of influence from the English. There are 7 villages surrounding Pilkhali
which depend on Pilkholi for their basic needs. They are not morethan 5 kilometres away.

Ethnicity

All the people in the village are Hindu' s. There are no Muslims. Most are Hindu rajput.
Approximatey 70%. 15% is Brahmin and 15% is scheduled caste. The scheduled caste people
generally do black smithy work or carpentry. The Brahmins go for the products of SC’sto their
enterprise but they will not eat food from the SC people. Maximum 20% of the peopleis BPL.



Energy sources

According to the NGO members the e ectrifi cation of the village was done before independence,
before 1947. Occasionally thereis no dectricity. The dectricity is gone due to seasona problems.
When there are rains and during the monsoon there are problems. In those times thereis no eectricity
for 2-3 times aweek for 2-4 hours. In the monsoon period, when aline breaks, the d ectricity can be
gone for awhole day. Also when branches fall on thelines. This doesn’t happen everyday but more
than 2-3 times a week. More than 90% of the families are connected to the central government grid.



Pilmill

Pilkholi
Enterprise 29, grinding enterprise using d ectricity
Name entrepreneur: Bhagwat Singh

Interview done by Suresh and Karlijn on 29-04-2006. During the interview alot of people are present.
His father, who is used to bein charge of the enterprise. A few men and afew boys. Intotal 10 people
are present.

Production process

The entrepreneur has two grinders. They both run on one motor, which running on eectricity. One of
the grinders is for wheat grinding and one of the grindersis for rice grinding. His customers come to
the enterprise to bring their wheat or rice. He grinds it for them and they pick it up in the enterprise
again. The entrepreneur also buys wheat in the market which he grinds and sd s again. From the
customers coming to his enterprise for having their own wheat grinded he pays the e ectricity bill.
From the flour which he sdlsin the market heis able to earn a profit. Hisdectricity bill is 2500 Rs.

Location

Pilkholi islocated 10 kilometres before Ranikhet, when coming from Haldwani or Kathgodam. The
main road to Ranikhet runs through Pilkholi. All the enterprises arelocated in arow on the main road.
The grinding shop is located in on the side of the market of the village which is closer to Ranikhet.

A. Adoption, rejection or no knowledge

He uses d ectri city because the diesdl engineisreally heavy and it has many problems. The engine he
usesisvery small. Thediesd engine gets into problems when thereis too much dust. The diesel
engine also pollutes the air and the whegt. The price of his motor isonly 15 000 Rs while the price of
the diesd engineis 50 000 Rs. The éectricity engineis aways running and it needs lesser timeto
grind the grains than the diesel engine. When | confront him with the fact that the e ectricity is gone
very often and that with diesd they can let it run al the time he explains that when it is necessary he
will make the engine run during the night. It doesn’t matter for him. (I get the feding that they just
bought this machine because it was cheaper and that they don’'t care much becauseit is running and it
is providing them their income.

He doesn’'t use a gharat because thereis no water or no spring in the area. They don’t even have
enough drinking water.

B. Vulnerability context

During the time of festivals and during the marriage season, from January to April and from April to
June the demand for grinded whest is high. The wheat which he sellsin the market is pure wheat and
is not mixed with maida, like alot of other grinders do. Without maida the taste of the flour is sweeter
and this makes it better. His customers know that he doesn’t mix it with maida and also therefore they
cometo his enterprise. During the festival and marriage season the demand is higher than in the other
season. In the season it is approximately 5000 Rs. During the of f season the profit is 2000 less, 3000
Rs. Demand is less during the drought, the demand increases but there is unsufficent supply do the
prices increase.

C. Human capita

The entrepreneur finished primary and finished secondary until the nineth class. Hetried to do the
tenth class but he never finished it. He started school when he was five, in 1980, and he finished
school in 1989. His current ageis 31. He never got good marks in the tenth grade and that is why he
stopped. He entered the enterprise of his father. His father had the enterprise, also running from



eectricity. The location of the shop is their ownership. The entrepreneur inherited the enterprise from
his father, with dl the machinesin it. He started working in the enterprise when he was 14. At that
time his father did not work in the enterprise. His father is a contractor. He had opened the shop and
the entrepreneur’ s cousins were working in it. The enterprise has been the property of the
entrepreneurs father for 20 years. The enterpriseis the entrepreneurs property since 10 years. The
entrepreneur learnt from his cousi ns how to do the work. Only when the entrepreneur started working
in the enterprise he started buying wheat and selling grinded flour in the market. The marketing skills
and the knowl edge about how to approach suppliers helearnt from his father.

The entrepreneur would like to get more efficient grinders but the main problem is that he would need
more space if he starts producing more. He has nowhere to put all the grains and flour. Another
problem is the lack of money for investing in these machines.

D. Financia capita

The profit during the off-season is 3000 Rs. During the season it is 5000 Rs. The sales are respectively
5000 and 7500 Rs. The cost of the dectricity bill has to be paid and for every two to three months he
has to pay approxi mately 1000 Rs for mai ntenance of the machines, for grinding stones and oil.
Hisfamily isafamily of six and thisistheir only income source. They do agriculture for their own
cultivation. They own approximately one biga. They also have to buy additiona wheat from the
market for their food. In Pilkhadli they have a house and the enterprise. In Chamoli they also have a
house The one biga of land is there. In CHamoli they also have one buffalo, 2 bulls and 2 goats.

The entrepreneur buys his wheat for 9 Rs/kg and he sells the flour for 12 Rs/kg. The grinding he does
for 1,25 Rekg

E. Social Capital

His family is him, hiswife, his father, his mother and 2 children. They meet groups of peoplein
marriages. In the marriage season they go to 1-2 marriages a month. During the other season they
don’'t go to marriages. They aso meet groups during festivals and functions. This only happens once
in every 3-4 months.

The family has rdatives in Nainital and Dehi. They speak oncein aweek but they visit eachother
once a year. The people from Delhi come over to Uttaranchal during the summer season.

The entrepreneur meets with the other grinders. They discuss grinding and he has learnt from them
about the machinery, about the most efficient way to work. How long machines can run. He has never
taught others. Hetdls them: “Don’t do grinding”, because he doesn’t want to get competition.

F. Natural Capita

The entrepreneur does rely on wheat and rice for his profit. During the drought the supply of the wheat
decreases and therefore the prices increase. The total profit is less because there i s insufficient grains
to be grinded.

G. Physical capital

Electricity is continuous. Sometimes thereis abig problemin thelines. The entrepreneur claims that
once every two weeks the ectricity is gone. When thereis a problem the dectricity can be gone for
2-3 whole days in the month (I doubt if this information is correct. When we aretherethe dectricity is
gone, the day before the e ectricity was gone for ashort period and on the 30" of April the dectricity
was gone for 4 hours) Therest of the time the e ectricity is continuous. From March onward thereis an
eectricity problem. From April-June the e ectricity is gone for 2 hours a day. During the monsoon the
problems areless (11111111227?777). Only for 2-3 hours a week. Sometimes with heavy rainsit is gone.
They have a scooter. The entrepreneur has a TV and alandline phone, aradio and a CD-player. The
entrepreneur reads the newspaper twice to three times a week.

H. Influence on and access to transforming structures and processes

The main market for basic needs for the entrepreneur is Pilkholi. For dothes and € ectronic products
he goes to Ranikhet. By scooter it takes him 20 minutes to get there.

When asked if demand is larger than supply the entrepreneur responds that this depends on the season.
During the season of marriages he has alot of work. He sometimes has to sell his customers no



because thereis no eectricity and he cannot produce. Generaly, demand is not that large that he can
sl moreif he produces more.

The entrepreneur does not have aloan. When | confront him with the fact that it would than be
possible for him to get a bigger place and more effi ci ent machine he responds that thereis no land on
the road where he could get another, bigger shop or where he could expand his own.

The entrepreneur pays the district panchayat 250 Rs. per year.

Heis not registered and when asked he does not seem to no what is meant by formal or registered. He
says heis only registered with the district panchayat.

There arerestricitions for usinf eectricity. In the summer season he can't grind from 6-9 pm and in the
winter season he cannot grind from 5-8 pm. There are never checks by the government but if he would
want to grind it would be difficult because the voltageis very low at that time. He has never done this
though.

The entrepreneur knows the prathan and the wardmembers. The prathan and the wardmembers are his
customers. They just say hi and hello.

Thereisalot of competition. Thereis another grinder in Pilkholi. One which grinds with diesd and
thereis another onein Ganoli, which is 2 kilometres away.

The entrepreneur buys wheet and grinds for the peoplein the neighbouring villages. There are no
peoplein the villages that can supply themselves with their own cultivation. Every family has to buy
additional flour from the market. He therefore sells to people from neighbouring villages. Directly,
without selling to a shop first. He doesn’t supply to Ranikhet because than he would have to sdll larger
guantities. He hasn’'t got the money to invest in sufficient wheat for grinding larger quantities. They
would also need labour and transportation.

The entrepreneur does not go to wholesalers for selling the flour. He only sdls to villagers. Some
customers are permanent customers.

He does customer binding by doing a good job and by customer satisfaction. The flour should not be
dusty and the people should get their product on time.

The entrepreneur buys wheat from contractors in Haldwani. He buys from different companies. These
big retailers bring the whest to his enterprise. He never goes there. He has a phone with which he can
reach them. Than he grinds it and sélls it to the people from Pilkholi and surrounding villages.

The entrepreneur sets prices with the other grinders in the area. They have group meetings on the
occasions when eectricity or diesd pricesincrease. Thisisyearly. Individually he adjust his prices
when he does not have enough customers. The onein Ganoli charges 1,50 Rgkg. The oneon diesd in
Pilkholi 1,00 Re/kg and he 1,25 Rg/kg.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping/profit. He wants to invest but he cannot because of
money and spatial problems. Hehasa TV, CD-player. He has taken up the sdlling to the market which
makes him the profit. When looking at his profit which is between 3000-5000 he would have the
enterprise for coping because he has to sustain a family of 6, but he also has a house in Ganoli. When
asked he daims tha he has the enterprise for sustaining his family.

The entrepreneur came into the enterprise when it was a ready running and the machines were aready
there. He did not have to make a decision and the energy source was never changed.

J. Innovation-decision

The father of the entrepreneur took € ectricity when he got the enterprise because the motor running
from eectricity and the e ectricity were chegper and easier to get when he started the enterprise 30
years ago.

K. Communi cati on-channds used

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur



Pilobser

Pilkholi

- Thehouses on theroad are mainly concrete. There are a few mudhouses. Thisis not aways
associated with poor people. Some older people livein a mudhouse because of comfort. Most
young peoplelive in concrete houses.

- 90% of the people havea TV. 50% has a tel ephone and 20% of the people have a car, bus or
truck. When people have a car, bus or jeep they are generally richer but for most of themitis
also their source of income. There are many driversin the village.

- TV'saregeneraly not an indicator of wealth, CD-players are not eathier. The families which
are wedthier have a DV D-player.

- Most people have afew hectares of land. Approximately 1,45 biga's. None of the people has
sufficient production of their land to eat the whole year. Only for half a year they can eat from
this. Therest of the year they have to buy from the market. This year the crops have been very
bad because there was no rain and no snow in the winter. Now they can't even eat for six
months.



Pilprathan

Pilkholi

Interview with prathan of Pilkholi, he has been the prathan for the last 3 years. The prathanis a
businessman and he ploughs his fidlds. He has a shop for ready-made garments and woollensin
Pilkholi. For the village the prathan is currently working on increasing the water availability. With the
district panchayat heis working on soil conservation.

Interview done by Suresh and Karlijn on 1-5-06 in the house of a friend of the prathan. The prathan
was attending a wedding but when Suresh contacted him to ask for an interview hetold us that he was
waiting for us.

Prathan’s name: Mr. Kirpa Singh Jeena

Population size, density and location

There are 185 families in Pilkholi. The tota amount of peopleis 1000. Thetota area of the villageis
245 ha. Out of this 80 hais agricultural land and the other land is used for houses and shops. The road
through Pilkhali is the National Highway. Within the 245 ha thereis no community land included. The
average family has 1,45 ha of land. The length of the villageis 2 km and the width of the villageis 200
metres on the right side of the road and 200 metres on theleft of the road.

Political situation and organization

Pilkholi is part of Tarikhet block. Thereis one prathan and there are seven wardmembers. Both the
prathan and the wardmembers are e ected by the people. The government sets no standards for the
selection of the prathan except for the fact that sometimes the prathan has to be awoman.

There are BJP and Congress supportersin the village. The prathan is not a member of either one of the
two.

Seasonality’s, shocks and trends

There is an unemployment problem. Y oung people are going to Delhi, Gujarat and Bangal ore for
employment. 10% of the men in the village are contractors. When | ask why they not employ the
villagers the prathan explains that they employ Nepali’ s because they are cheaper.

There are dso water problems in the village. In the summer season everybody in the village (really
meaning everybody, also the rich and the Brahmins) haveto walk for 1,5 kilometre to get water from a

spring.

Mai n sources of income

The main sources of income in the village are government service for the army. Most families depend
on peopl e working outside of the village sending remittances home. Approximately 50% of the people
have government jobs. Another 30-45% of the people work as labourers. Either in Ranikhet or
Haldwani or outside of the state. Women mainly work as housewife' s and they work in the field or
herd the cattle, for the families cultivation.

Education and literacy

100 % of the men isliterate and 100% of women is literate. When | confront them with the fact that
thisis extremely high they explain that an NGO has made an education plan so everybody can sign a
signature. When | tell them that | would also like to know how many peopl e can read and write they
tell me 100% of men and 70% of women can read and write. In this village the educational level is
really high. The village is surrounded by primary, secondary and inter-colleges and there are good
educational facilitiesin Ranikhet (1 think the high educational levd is aso a heritage from the English
period, with the Ranikhet army school and a convent school).



Ethnicity

5% of the villageis Muslim. They come from other villagesin the area. In Pilkhadli there are 3 families
which are Muslim. All of them have an enterprise. They do welding, shoemaking and barbering. Of
the total population 15% is scheduled caste, 40% is Brahmin, 5% is Muslim and 40% is Rajpui.

18 families are currently BPL. Another 18 families are on the waiting list for BPL classification. The
families which are BPL don’t have enterprises. They are mostly widows and poor people. Not al
scheduled caste people are BPL but of the BPL families most are BPL, four families are Brahmin.

Markets

Pilkholi is abasic needs market. Everything is available in the village For differentiated needs the
people go to Ranikhet which is 10 km away or to Haldwani which is 95 km away. For clothing or for
marriages people go to Ranikhet or Hal dwani.

Energy sources

In Pilkholi many peopl e use L PG compared to villages in Dehradun or in Almora. The prathan
explains that this is because Pilkholi is aroad side village. The roadside village don’t have problems
because thereis atruck passing by every 15 days which coll ects the empty cylinders and supplies
them with new cylinders. The off road villages have difficulty transporting the cylinders to and from
the road so they don’t have L PG that much. The truck comes here because Pilkholi is a centre for
tourists. On one kilometre distance there are the Chabotia gardens and thereis the Jula Devi temple.
The people in the village don't use kerosene because they have LPG. They have difficulties with using
kerosene becauseit is more difficult to operate the stove on kerosene. They have to pump. Many
people also don't know how to useit.

The ectricity supply causes problems in the winter because of snowfall. Most of the time the
snowfall lasts for 3-4 days and during that time thereis no éectricity. In one month thereis no
eectricity for 3-4 days during winter months.

From March to June the electricity is gone a most every day. Thelast few days the e ectricity has been
gone for more than 2 hours a day, sometimes four hours. When | ask the prathan if thisis normal he
replies that thisis not normal for this season. Normal iswhen the d ectricity is gone for 2 hours a day.
In the rainy season the e ectricity is gone when thereis heavy rainfall. There are more problemsin the
rainy season compared to the period from March to June. There are many days when thereis no
eectricity at dl.

From September to December the e ectricity supply is the best. It is better than March to June. Itis
only gone very occasionally.

About ten families in the village don't have dectricity. When there are eight families living outside the
village but with each other they get e ectricity supply from the government because the government
installs a pole. When the people are not living cloase they have to pay for the pole themsdves. Out of
the ten families 3 families are BPL. Even though BPL families get the connection for free, they ill
haveto invest in buying the pole. Thisistoo expensive for them.

Typical/special

Pilkholi is famous becauseit is the centre with the basic needs market of at |east seven villages. It has
the Chabotia gardens on 1 kilometre distance and the Jula Devi temple. Thisis atypical Tarikhet
roadhead village. Thereis another village exactly like this named Machkali. Manchillais afamous
villages in Tarikhet because of of its vegetables. The total amount of road heads is about 50. Of all
villages 35-40% is aroadhead village.

There are villages which are off road but do have markets.

- Tana Thereisagenera store, achaishop, abiscuitshop, alohar. It is 1,5 kilometre walking
from Pilkholi. Tana has 130 families. The villageis eectrified. In thisvillage thereis the
minister of Uttar Pradesh and a Member of the L egislative Assembly living there. It isarich
village. 30% of the people from Tana have land in Ranikhet and work in Ranikhet.

- Thereare some scheduled caste villages but they are not poor. The prathan explains that
Pilkholi is apoor village.

Many BPL families does not mean that the villageis really poor. BPL isjust apolitical thing,
it is not defined and checked by law. It isonly for pressure. Thereis a leader, mostly the



prathan who decides on the status of BPL of villagers. He can give aBPL card to everyone he
wants to giveit to.

Before five years there was a prathan he was not very literate and he didn’'t understand
completely how and when he should give people a BPL card. He gavethe BPL card to
everybody that told him he was BPL.

Chobotia: Is a Christian village

Kotar, in Tarikhet block, isavillage which is not yet eectrified. Thereisonly atailor and a
lohar present there By foot it is 7 kilometres to reach, by busit is 32 kilometres because it
goes al around. Thevillageis 1 kilometre walking from the busstop.



There are many people who use LPG. Most of the enterprises which are cooking (chai-shops,
sweetshops) are using LPG and people a so use LPG in their homes. The LPG is provided by a
truck which drives from Ranikhet and stopsin al the villages to sdl LPG and to pick up the
empty tanks. The tanks are 40 cm's long and are heavy to carry. Thetruck stops everywhere at
all the houses. The LPG is more efficient. One of the chai-shops buys one tank for 290 Rs. and
this remains for a month. If he uses kerosene he needs 2-3 bottles a day. The bottles cost 12
Rs. The keroseneis hardly ever available because the local buses use the kerosene. The
keroseneis provided by the government fair price shops and BPL families can even get it
cheaper. Thelocd bus drivers are private owners and they have made deals with the
wholesalers of the keroseneto buy it up. The kerosenethey use in stead of petrol. Y ou can
smell it but nobody does anything about it. The truck which brings the LPG comes once every
two weeks.



Pilobser

Survey of enterprises
done by Suresh and Karlijn on 29-04-2006
- 1 primary government schoal
- 2 primary public schools
- 1 postoffice
- 1 government fair price shop
Enterprises
- 1 carpenter
- 6 sweetshops using LPG
- 13 generd/retailshops
- 1 shoemaker using manual labour
- 1 backery using wood
- 2 grinders, one using e ectricity and one using diesel
- 10 chai-shops, using kerosene and LPG
- 2weding shops using dectricity
- 1barber
- 2PCOI/STD
- 1servicestation using eectricity
- lédectronics shop
- 2tailors
- 1 beauty parlour using eectricity for curling
- 1 poultry farm
- 1 chemist
Total 47 enterprises
The bakery is the only enterprise which is not directly on theroad but is down a stairs. Therest of the
enterprises are all located at the road.

Electricity gone

27-04-2006: For five hours during daytime
28-04-2006: For 1 hour during daytime
29-04-2006: For 1 hour during daytime
30-04-2006: For 4 hours during daytime

LPG use and distribution

On one of the days | was in Pilkholi and the LPG truck came buy in Pilkhadli in the enterprise where
we were doing the interview, the grinding enterprise. That was at approximately 16.00 o’ clock. When
we finished theinterview | had to go for some groceries and after that we went back. At that timeit
was six 0’ clock. In the timespan of two hours the truck had only moved 3 kilometres. The houses are
not really dense because this is asteep mountains area. This indicated methat the use of LPG is very
extensive because on the way down to HOPE | saw alot of people exchanging their LPG

English influence

The English influence in Ranikhet areais very apparent. Most entrepreneurs do not give the size of
their land in biga' s but they giveit in hectares. There are many houses, even in the smaller villages,
which have been built by the British.

Road from and to Ranikhet is National Highway.
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Pilkholi
Enterprise 30, sweetshop using LPG for production and a genera store
Name entrepreneur: Laxman Singh

Interview done by Suresh and Karlijn on 1-5-06. During the interview his 2 year old daughter and his
worker were present. Occasi onally a few customers stopped by his enterprise and there were two
people who camein and attended the interview for awhile

Production process

The entrepreneur sells sweets from his genera store. He has one worker who makes the sweetsin
another room which is the entrepreneur’ s property. He rents the location of his general store. He has
had the enterprise for 1,5 year. He first opened the general store and after 6 months he opened the
sweetshop.

Location

The enterpriseis located at the end of Pilkholi on the side of Ranikhet. Thereis atoll stop where every
bus and jeep which are not local have to stop to pay tax. When asked why the entrepreneur does not
have his enterprise in the room which he owns alittle bit back toward Hal dwani he replies that all the
people have to stop at the toll post and that he gets many customers from these people

A. Adoption, rejection or no knowledge

The entrepreneur uses LPG gas for making sweets. He has a gas stove and he only uses L PG, not
kerosene. He doesn't use kerosene because it is costlier. When | confront him with the fact that
kerosene costs just 12 Rs per litre he replies that he would need to buy much more kerosene to supply
himsd f with the same amount of energy that he would get from one cylinder of LPG. LPG is much
more efficient. Another thing is that to keep up production they would need extremely large quantities
of kerosene. 1 cylinder of LPG gas lasts him for one week.

He doesn't use dectricity becauseit is costlier than LPG. He has always been using LPG. Before he
had this enterprise he used to be unempl oyed.

B. Vulnerability context

The entrepreneur uses milk, sugar and coconut powder for making the sweets. There are fluctuations
in the prices of theraw materials. In summer the prices of milk are high while in winter they are low.
They are high in summer because there is the drought and the animals have less to drink and it is hot
so theanimalsloose alot of liquid too. Thisis also related to the water problems.

There are a so fluctuations in the prices of sugar. These fluctuations depend on the availability of
sugarcane but they fluctuate randomly. The prices of both sugar and milk are dways increasi ng.

In October or November thereis athree day festiva whichis called Degpawdi. During thistime the
demand is 50% higher. In summer season and in the marriage season, from March to July the demand
is aso 50% higher than normal. Thereis always an increase in the demand.

C. Human capita

The entrepreneur has finished inter-college. He started at the age of six and he finished at the age of
21. Heisnow 38. He didn't get an exam because in graduation he detained. He didn’t pass the exam.
He does not have a graduation diploma. He didn’t try again because his heart didn’t tell him to do this.
After stopping school he got goods from De hi and he started selling them in Pilkholi and the
surrounding villages. He walked around with a cart and was standing with this cart on markets of
surrounding and this village. He continued doing this until he got this enterprise. With this former job
he used to earn a profit of 2000-3000 Rs. per month.



He decided to get this enterprise because he had alot of competition and he wanted a place to sit
down.

The entrepreneur has never learnt how to make sweets. He has employed his worker who knows how
to do this. He can make every sweets he wants. The entrepreneur does not know how and where the
worker has learnt how to make the swests.

The entrepreneur stotters.

The entrepreneur saw that al the vehicles were stopping at thetoll place so he wanted to have a
sweetshop there becauseit is Indian culture to bring sweets when you visit people. Especially many
people who go to Ranikhet visit people.(I don't think it was his idea. Within 20 metres from his shop
there are another four sweetshops).

The entrepreneur |earnt about management skills, selling to market, buying from suppliers, accounting
from talking to other people.

When asked if thereis a machine which he would like to get which could help him produce more he
replies that everybody would want that but that he doesn’t know a machine which he would like to get
now. He would like to learn how to make sweets but when | ask him why he doesn’t learn this from
his worker he replies that he has no timeto learn.

D. Financia capita

General store: The entrepreneur gets sales of 4000 Rs. per month. From this he gets 1000 Rs. profit.
3000 Rs. arethe costs. The dectricity bill of 120 Rs. and the 400 Rs. per month for renting the shop
areincluded in these costs.

Sweet shop: He sdlls approximatdy 20 kg per day in the off-season. The average price of akgis 80
Rs. His profit for one day is 1600 Rs. Heis dways open so his monthly profit will be 48 000 Rs. The
costs are 1160 Rs. per month on gas, 1500 Rs. for the worker, 20.000 for raw materials, 5000 for
packaging, 1400 for packaging. This leaves him a profit of 18940 Rs. per month.

During the season his average saleis 40 kg. The profit will be double than. 37.880 Rs.

The entrepreneur has no other income source.

The entrepreneur has to pay 1400 Rs. per month as a payback for his loan. The entrepreneur pays his
worker 1500 Rs. per month. He is the only person supporting a family of seven.

The entrepreneur doesn’t save any money. From the money he earns he is increasing the amount of
goods in his shop. He aso has an STD boot but his profit for thisisincluded in the profit of the
genera store. He aso has the STD boot to attract customers for the sweetshop.

He also doesn’t save any money in his house.

The entrepreneur has his house in Pilkholi, he has no land and he has cattle, he has two cows.

E. Social Capital

The entrepreneur lives with his joint family which is himself, hiswife, 2 girls, his mother and his
sister-in-law and her daughter. In tota seven people.

The entrepreneur is amember of SAHAR- India. This is an institution which provides insurance. He
pays 12 000 Rs. per year for insurance. Heisthe only onein hisfamily whoisinsured. He meets with
this group of people once a month, on the sixteenth. They meet for the formation of their policies.

1-2 amonth he goesto marriages. To festivals he goes only oncein every 2-3 months.

He knows only local people. He has friends in Ranikhet whom he meets oncein every 8-10 days. In
Haldwani he has rel atives to whom he speaks once or twice a month. He sees them when they cometo
Haldwani. Every six months they meet, most of the time they come here because since he has his
enterprise he cannot leave. He has a close friend in Ddhi. They talk once or twice a week. His friend
comes to meet him every two or three months but he does not go there because he has his enterprise.
He has never leant anything about producing sweets from other peopl e because people don't talk about
their recipes for sweets. With the other sweetshop entrepreneurs he also doesn't talk, only hi, hdlo.
He has learnt about management skills and marketing, especialy with hisfriend from Del hi he takes
about these things very often.

F. Natural Capita



G. Physical capital

Thereis always L PG, he has never had the occasion that it was not there. The truck comes twicea
month. Thisis sufficient. The entrepreneur has no transportation possibilities. He only goes by jeep
and local bus.

The entrepreneur has atelephonein his shop and in his house. Hehas a TV and aradio. Hereceves
the newspaper in his shop so hereads it daily.

H. Influence on and access to transforming structures and processes

It takes the entrepreneur 30 minutes to get to Ranikhet by a shared jeep.

Demand increases only when he makes a new kind of sweet. His worker is only producing afew hours
per day. The demand is not as high that he could be producing the entire day. The demand is fulfilled
in 3-4 hours working per day.

The entrepreneur does not pay income tax because he doesn’t earn enough (I think that he earns
enough)

Before the entrepreneur had this enterprise he used to be unemployed.

The entrepreneur took aloan of 40.000 Rs for starting this enterprise. He got the oan from the local
bank. He has invested the whol e amount in getting the products for his general store and for buying
the stove and getting the raw material s for his production of sweets. Per month he has to payback 1400
Rs.

After stopping school he got goods from De hi and he started selling them in Pilkholi and the
surrounding villages. He walked around with a cart and was standing with this cart on markets of
surrounding and this village. He continued doing this until he got this enterprise. With this former job
he used to earn a profit of 2000-3000 Rs. per month.

He decided to get this enterprise because he had alot of competition and he wanted a place to sit
down.

The entrepreneur has the general store because the other general store is 2 km down in the beginning
of Pilkhali. He started it because he thought that it would also attract more people for the sweet shop.
The enterpriseis registered with the district and block panchayat. He is registered as a generd store.
They come yearly in April and he has to pay 300 Rs per year.

The products for his general store he gets from Ranikhet.

The salesmen come to his enterpriseto sl him the products for his general store. The raw materials
for sweet making are also brought to the enterprise by suppliers from Haldwani or Barrilli. He phones
them and they come to bring the materias. He has a fixed supplier because this man has reasonabl e
prices. He also has good quality.

The entrepreneur knows the wardmembers and the prathan. The prathan is his friend. They visit each
other daily (When Suresh called the prathan to ask if he had time for an interview the prathan wasin
the sweetshop)

The entrepreneur’ s customers are mainly bypassers who stop to pay toll tax on their way to Ranikhet.
50% of his customers are people who pass by and 50% are local fixed customers. He has a deal with
bus drivers: He gives them free pan masa a (some kind of tobacco) and therefore they stop in front of
his enterprise and advise the peopleto get their sweetsin his shop. There are a so other sweetshops
which have this deal with busdrivers.

The entrepreneur does meet with the other owners of sweetshops to set the price of sweets. This
happens when there is a change in the prices of sugar or LPG.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for profit. He has taken aloan of 40 000 for investment in the
enterprise. He has also made deals with bus driversto stop in front of their enterprise and heistrying
to attract other people through his general store and phone boot. It seems like he has an eye for
business. According to his profit during the season and during the of f season you would conclude that
he is making agood profit but he does not have any means of transportation, large amounts of land or
any other capitals. By talking to the entrepreneur | tried to find out where this gap between profit and
lifestyle was created. The entrepreneur just replied he has alot of expenses. (When talking to Suresh



later he explains that the man has two problems where most of his money is invested. First of dl he
has to take care of hiswife, his mother, his 2 children and dso his sister-in-law and her daughter
because his brother has passed away. Second of al Suresh explains that the man has a serious drinking
problem where alot of his money is invested.)

The entrepreneur did not have the possibility to experiment with the energy source before it was
implemented but his worker worked in a sweetshop which used L PG in Almora. His worker did have
the chance to experiment. The stove they had bought but if the L PG would not have been sufficient
they could have bought kerosene.

J. Innovation-decision
The decision was made by the entrepreneur, based on the experience of the worker and based on the
fact that al the other sweetshops used L PG.

K. Communi cati on-channels used
The entrepreneur learnt about the use of this energy source through seeing that al the other
sweetshops a so used LPG. Helearnt this through interpersonal channels.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.
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Pilkholi

Enterprise 32, tailoring enterprise using 2 sewing machine on manual foot labour, 1 interlock machine
from eectricity and one manual hand labour piko machine

Entrepreneur’ s name: Mohammed Papu

Production process:

The customers come to his enterprise with fabrics. He stitches them and than the customers come to
pick up the finished products in the enterprise. He stitches shirts, trousers, sari’s, suits, jeans. The
entrepreneur is 22 years old and working alone in the enterprise. The entrepreneur has had the
enterprisefor 2 years.

Location
The enterpriseis located on the National Highway towards Ranikhet when coming from Hal dwani and
Kathgodam. The enterpriseis located at the far most end towards Hal dwani.

A. Adoption, rejection or no knowledge

The entrepreneur is connected to the centra government grid. He pays 100 Rs. per month. His sewing
machine are not running from e ectricity but from manual foot labour. He has a piko-machine whichis
running from manual hand labour and he has an interlock machine running from e ectricity. He
doesn’t have the sewing machines running from e ectricity because than the e ectricity bill would be
too high for him to pay. It is not possible to make the interlock mahine run from manual 1abour. The
entrepreneur interlocks the rims of products (what in Holland we will call ‘omzoomen’. In Dehradun
district | have not seen atailor doing this which surprised me because quality remains much |onger
when this is done.). He does this because his demand increases. The piko-machine he uses for sari’s
and dupatta’s. When he started his enterprise he bought the inter-lock machine, the piko machine and
one sewing machine from the former owner. After 2 years he got another sewing machine.

B. Vulnerability context

The customers come with their cloths. He only buys thread and oil for the machines. He does thisin
Pilkholi. The prices of these products always fluctuate. He can get the thread and the oil cheaper in
Ranikhet. When he goes there he picks up these but when he has an emergency he buysit in Pilkholi.
He has fixed suppliers where he goes to in Ranikhet. He doesn’t ook for the cheapest price.

In the rainy season the demand is really low. They have afestival in March and April whichis called
Chetow. During this festival everybody has to wear new clothes. In these two months the demand is
50% higher than normal. During the marriage season from March to June the demand is 30% higher
than normal . In the rainy season the demand is low, sometimes only 2-3 aweek.

Since the entrepreneur started the demand has aways been increasing. The price of thread and oil has
not increased since he started.

C. Human capita

The entrepreneur never went to school. He learnt Urda, the Mudim language in a musk. He does not
know and writing and reading of Hindi. In the musk he passed the sixth class. He stopped going to this
school because his parents took him out because he needed to work. He was than approxi mately 10-
12. Heimmediately started working in another tailoring enterprise in Uttar Pradesh. He worked there
for 8 years. Than he opened an enterprise in Kathima, Uttaranchal. He had the enterprise for one year.
He stopped there and started in Pilkholi because his brothers friend had the enterprise before him. This
person wanted to stop. The entrepreneur worked for this man for 15 days and his parents helped him to
make an investment. With this money he paid the former shopowner. This man aso sold him the
interlock machine, the sewing machine and the piko machine.



The entrepreneur was trained in Biheri, UP, which is his village. Than he had the enterprisein
Kathima. In Kathima his brothers were working with him. His brothers went back to Biherso he was
alone there and he wanted to leave. Now heis in Pilkholit because he has to earn money. His brothers
work now as carpenters in Ranikhet.

He knows simple maintenance but when it is something big he goes to Ranikhet.

The entrepreneur knows already alot, suits, sari’s, jeans, trousers and shirts but he would liketo learn
more about tailoring. He would like to learn how to make coats. He knows embroidery but he doesn’t
have demand in Pilkholi for embroidery. He doesn’t want to get an embroi dery machi ne because there
is no demand.

D. Financia capita

In the off season the entrepreneur has sale of 2000-3000 Rs. per month. In the season he has sal e of
10.000-12.000 Rs. Hisnormd saleis approximately 7000-8000 Rs. Herents his place for 800 Rs,
whichis both the shop and the room where he slegps. He pays 100 Rs. for dectricity. When his sales
are 2000 his profit is 800. When his saleis 10.000-12.000 his saeis 5000 Rs. During this season there
areworkers, he pays two workers 1500 Rs. each. From March to June when the sal eis allittle bit
higher than normal he sells 7000 and has a profit of 2000 Rs. Every month he sends money hometo
his family, depending on his profit thisis 1000-1500 Rs. There are six brothers in the family. Of these
four are working and they send back money to the family. The entrepreneur has an account with
SAHAR India where he saves 20 Rs. per day. In total 600 Rs. per month and he has been doing this
for eight months. In total he has 4000 Rs. on the bank. After 3 years and 4 months he will get back the
money with an interest of 4%.

E. Social Capital

There are six brothers off which four live outside of the house to work somewhere dse. The family
consists of six brothers, one sister-in-law and his father. He has to sisters but they got married.

The entrepreneur is amember of SAHAR India. There he saves. He met these peopl e because they
were coming in the village to meet entrepreneurs and ask if they wanted to open an account
(remember the sweetshop in Pilkholi. This manis a member of SAHAR and heis also insured there
and he has monthly meetings to set policies).

The entrepreneur is not amember of any other groups. He goes to the musk on Fridays but he never
meets friends. As he says. “I never make friends’. The entrepreneur meets groups of peoplein
festivals and in marriages. He also goes to Hindu marriages. In the village he goes only to marriagesin
the marriage season from March to June. He goes 1-2 a month. He someti mes goes to Biheri for
marriages. This happens only 1-2 a year.

The entrepreneur knows peoplein Pilkholi, Ranikhet, Kathima, Biheri, Chaubotia and Delhi. He meets
his brothers in Ranikhet 1-2 a week. He never goes to Kathima anymore, the enterprise where he used
to work, they never talk. To his relatives in Biheri he speaks 1-2 aweek and he goes there oncein
every 2-2.5 months. He has cousins in Delhi. They talk only on the phone, once in every 1-2 months
but he never goes there and they never come here. He never learnt anything concerning his enterprise
from these people. Not about tail ori ng techniques, he never got contacts through them.

F. Natural Capita

G. Physical capital

The entrepreneur uses the inter-lock machine daily for about 30 minutes to one hour. He can't useit
when the dectricity is gone. This causes problems because than he has to leave the cloth on the
machine and he cannot continue other work. Someti mes he cannot finish the product on time. The
eectricity is mostly gone when he has high demand and when the demand is low he has good
electricity supply.

He doesn’'t know how often the d ectricity is gone during the rai ny season because his demand is very
low than. From March to June the e ectricity is gone daily. In the past it never used to go so often but
now it does because the e ectricity department is replacing old € ectricity metres with new ones. When
they do this work the e ectricity is shut down. After five 0’ clock in the evening the e ectricity is good

again.



The entrepreneur does not have a means of transportation. He no bike, no phone, he has a CD-player
and helistens to Hindu music.

The entrepreneur is not ableto read or write Hindi and there are no magazines or books hereadsin
Urdu.

H. Influence on and access to transforming structures and processes

The entrepreneur only goes to Ranikhet to buy oil and thread. When he goes there he takes the jeep or
the local bus. Ranikhet by jeep is 20 minutes, by busis 30 minutes. The entrepreneur goes to Ranikhet
1-2 aweek, mainly when he visits his brothers.

When asking him if he would work harder he would sd | more he replies that he would sell more.
When | ask him why he does not get workers he says that he used to have them but that he taught them
the work. They worked for a while and when they got the cheque they didn’'t come back. When | ask
him why he doesn’t get alocal he says that everybody knows him and they don’t want to work for him
(Very vague story. Thereis unemployment in the village so peopl e would be willing to work for him.)
When | ask him if he ever has to say no to one of his customers he says that this doesn’t happen. Only
when the customers demand from him that he does it immediately he sometimes has to refuse.

During the off season the entrepreneur works for seven hours, during the season he works 12-13 hours.
The entrepreneur pays alicense to the district panchayat of 75 Rs.

He knows the prathan and the wardmembers. They just say hi, hello.

Most of his customers are fixed. He has 60-70 customers out of which 50 are his fixed customers.
They aways go to him.

The entrepreneur has alot of competition. Not very much from ready made garments because the
people here don't wear that very much but he does have competition from other tailors. He has the
advantage that he can make everything. He makes clothes for ladies and for gents, varying from sari’s
to jeans. Other tailors do either men's clothes or women's clothes. The other tailor in Pilkholi gives
competition but some of his customers came to this enterprise because the other one didn’t finish the
clothes on time (This can just as wdl be true the other way around)

The entrepreneur sets the prices himself. He doesn’t not have a discussion with other tailors. When he
started in the village everybody just used to come and they would give him some money. In the village
of hisfamily there was never a fixed price so he was not used to that. Here he made it fixed after
people gave him money. Some people pay him alittle bit less and than he just takes but most people
pay afixed price. If heincreases the price the customers will not come to his enterprise because he has
competition (So the prices are set by market demand)

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping. He does not have any luxuries or transportation. He
sends money home as remittance. He does not have the money to invest in machines which run from
eectricity and the eectricity bill would be too high. He is saving some money.

He knew that manual labour would be beneficial because he had been working in another tailoring
enterprise where he had learnt that using d ectricity all day for sewing is really expensive.

The advantage of this energy sourceis that there are no costs for e ectricity and thereis no investment
machines running from d ectricity.

The entrepreneur did have the advantage to experi ment with the energy source in his former enterprise
and the enterprise where he had learnt tailoring.

J. Innovation-decision

The entrepreneur decided to get the enterprise together with his father since he also invested some
money in the enterprise. He did not implement a new energy source because he had the enterprisein
Kathari where he was also working with manud labour sewing machines. The decision to get them
again was related to the price of dectricity.

K. Communi cati on-channels used
The entrepreneur learnt about using this energy source in the enterprise where he has learnt tailoring.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.
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Pilkholi

Enterprise 31, service station replacing auto parts of 4 wheder cars and of 2 wheeler cars. He has an
electrical machine for car washing. No other machines which heis using. His raw materials are spare
parts, ail, filter cartridges, grease, wax and filters.

Interview done by Suresh and Karlijn on 2-5-06. During the interview alot of villagers were present.
Approximatey 10. The entrepreneur was absol utely not cooperative and absolutdy unfriendly. It
seemed like he was not taking the interview serious at all. When coming to the financial capital the
answers were so ridiculous and also not correct because costs were higher than profit etc. When |
confronted him hejust started laughing with some other people. Than | decided to stop the interview
because the rest of the informati on woul d probably also not be correct.

Production process
The entrepreneur does small replacements on cars, like spare parts, ail, filter cartridges, grease and
wax and he cleans cars. He does the work himsdlf.

Location

Pilkholi islocated 10 kilometres before Ranikhet, when coming from Haldwani or Kathgodam. The
main road to Ranikhet runs through Pilkholi. All the enterprises arelocated in arow on the main road.
The service station is located ¥ of the village when going to Ranikhet from Kathgodam or Hal dwani.

A. Adoption, rejection or no knowledge

He uses dectricity for his machine because he cannot get a profit if he would be working with diesd.
Diesdl would be more expensive. He would have to get adiesd generator if he would be working with
diesd and the minimum cost of this would be 50.000 Rs. Even if he had invested money in a generator
he would have to pay more a month for running on diesdl than for running on e ectricity.

The monthly cost of dectricity is 1000 Rs. per month. HE has the enterprise for 3-4 years. He has
always been using the machine. The machineis a pressure machine for water.

B. Vulnerability context

When government has any prolicies or programmes the prices of his replacement products fluctuate.
There is always sufficient water. In the summer season he has problems. The water is not there. If
thereis no water he can't do any work. At those times he cl oses the shop and he has no income than.
This happens only in the month of June for 5-6 days a month.

There are fluctuations in the demand for his service. Sometimes thereis no vehicle for 2-3 weeks,
someti mes there are vehicles coming continuously. It depends on the season. In April and June the
demand is high. In these months people don't have water for washing cars so they cometo his
enterprise. In the rainy season the demand is low. In the winter there are only 1-2 vehicles coming per
month (Heistalking only about month of December). Since the entrepreneur has opened the enterprise
the demand has increased. The prices of spare parts dways increase

C. Human capita

The entrepreneur has finished the nineth class. He has a diplomafor class nine and he detained in class
ten. He didn't have any interest in finishing. He tried to finish tenth but he detained a few times. He
stopped when he was 21. He doesn’'t know when he went to school (Suresh points out that the
entrepreneur also detained in earlier dasses). When he stopped he started helping his father whoisa
contractor of roads. The entrepreneur is now 26. He helped his father for four years. The entrepreneur
works himself in the enterprise, he has no workers. He used to help his father by visiting sitesto see



the jobs that labourers were doing. He stopped doing this because these sites are very far away from
Pilkhali.

Helearnt how to do management skills himsedf. His father taught him how to buy products and how to
clean cars.

The entrepreneur has a problem with one of his eyes. He can’t see properly and the colour is a most
white,

D. Financia capita
The entrepreneur starts telling us that from September to November his monthly sales are 500 Rs.
(From than on: see below) The entrepreneur pays 2000 Rs. payback and interest for the loan.

E. Social Capital
F. Natural Capita

G. Physical capital
Before there was somebody dse working in the shop. The shop is the families property.

H. Influence on and access to transforming structures and processes
The entrepreneur has aloan from the local Pilkholi bank of 1 lakh Rs. to invest in his enterprise. He
has invested the money in construction and products and in goods from the market.

|. Perceived Attributes of Innovation

J. Innovation-decision

K. Communi cati on-channels used

L. Extent of change-agents promotion efforts

Entrepreneur isa very annoying ‘boy’. Heis not seriously trying to answer the questions. He is
constantly laughing to the people which are surrounding the interview. Than he picks the paper up
and startsreading during the interview. When | ask him friendly if it is possible to pay some attention
he putsit away. Heis not willing to tell anything. His answers are really short. When getting to the
sales he claims that during the normal season he has a sale of 500 Rs while he has to pay the spare
parts from that and the electricity bill and the payback for theloan. He islaughing about it and it
seems to me that heisjust making up some answers. It seems like he triesto be cool to hisfriends by
not cooperating with a foreigner.

Suresh explains that the boy has a serious drinking and drugs problem. He is always like this. His
father isa contractor and that iswhy he didn’t get into trouble yet. His father has sufficient money and
contacts.



2.1.2 Village Chamoli
Chafocusl

Chamoli

Interview with Kailash Singh Phartiyal (works as daily waged labourer and supports five peoplein his
family; hisfather, mother, himself, hiswife and his girl) who is approxmatdy 40 years old and Mr.
N.S. Phartiyal who was born in 1929 so who is 77 years old now. They are both Rgjput caste.

Interview done by Suresh and Karlijn on 8-5-06. During the interview the wife of N.S. Phartiyal is
also present and the three year old daughter of Mr. Kailash Singh Phartiyal.

Location
Theinterview is donein Chamoli, which is 20 minutes walking down a paved road from Pilkholi.

Population size, density and location
There are 65 families in Chamoli and approximate y 1200 people. Thetotal area of the village is 500-
600 bigd s of which 300 biga'sis cultivatable land.

Villagewise information
Chamoli is the gram panchayat and the prathanisliving in the village. There are 9 wards in Chamoli

Political situation
Thereisno political orientation of either the villagers or the panchayat members for as far as both
persons know.

Vulnerability context

Thereis alargewater problem in the village. They have tanks in the village but they have dried up.
There are no handpumps and no wells. The government has made lines to the village but they don't
work because there is no water availabl e to run through the lines. The people (and from my own
observation | conclude that these are the women) have to walk down 2 kilometres to get the water.
Thereisanatura spring there but the water pressureis very low. In 15-30 minutes only one gdlon
fillsup. Intotal there are 2-3 places where there is a spring but also here the water pressureis redly
low.

Many people migrate from the village. Not only the men migrate but the whole family migrates. The
populaion of the village remains equal because so many people migrate from the village and the
populaion growth through births keeps it equd.

The prathan is doing good for 50% (I ask what this means and by the impression on his face | can tell
that this prathanisjust like every other prathan. Doing a few things but not sufficient.) The man
explains that thereis not much the prathan can do because thereis no water. When | ask if he makes
the BPL cards properly he confirmsthis.

There are no problems with landslides in the village.

Sources of income

Every family has a minimum of 1 biga of land. Most people have land between 2-5 biga's. K.S.
Phartiyal has 5 biga's. He can't eat much from it because heis going to keep the seeds for the
cultivation for the next year. Normally, when thereis rain, he can eat for 3-4 months by cultivating his
land.

Everybody from the village is doing labour. There are some people which have enterprises in Pilkholi
but the rest is labourer. The labourers earn approximately 50-60 Rs. per day (When | ask K.S.
Phartiyal what he does he replies that he mainly does agriculture on hisown land. Heasoisa
labourer. He claims that the dail y waged labour is done for 50-60 Rs. per day. | think he either isnot a
daily waged labourer or that he does not know the exact rate of daily labour. The norma wageinthis



areafor daily waged labour is 80 Rs. Thisis at |east what most labourers answer.) The main labour
activities that men are doing in the area are road building and construction.

Human capital, Education and literacy

Thereis a primary government school in the village since 18-20 years, since 1983. The secondary
school where the villagers go isin Ganoli. In Chamoli only the ederly women can’t read and write.
Most of the old people areilliterate, also the men. 50 % of the women can’t read and write and 15-
20% of men can't read and write.

Thereis only a doctor in Ranikhet, not in Pilkholi or Chamoli.

Ethnicity

Thevillageistotal Hindu. There are no Brahminsin the village. 10% of the population is Scheduled
caste and 90% of the population is Rajput. The scheduled caste peopl e arein a good condition because
they live next to the stream where the water is. The SC’ s aso drink the water so they have sufficient
water for drinking, cattle, washing and agriculture. The Rajput don’t drink the water because the SC's
drink it and K.S. Phartiyal explainsthat it is polluted on the way when it is coming from Pilkholi.

BPL

15 familiesin the village are BPL. There are SC’'s and Rajpur among these people. There are 10-12
habitations in the village. Thereis one Phartiyal habitation and there are Taragi’s, Negi’s, they all are
Rajput. Thereis only one SC habitation

Infrastructure

There are 15 landlines in the village and 7 or 8 mobile connections. The people who don't have a
phone use the other peopl € s phones without paying.

There are no plans for roads to the village. They have given an application but no survey has been
done (In Malikarchuli a survey has been done as a follow-up to the gpplication. In Mdikharchuli a
road is going to be constructed. The survey has not been donein Chamli so | don’t think that there are
any plans for aroad like K.S. Phartiyal explains.)

Markets
Peopl e go to Pilkholi for their basi ¢ needs like masala, dahl, products for washing, tailoring. For
clothes and other differentiated needs they go to Ranikhet.

Energy sources

Most families have e ectricity. 2-3 families don’t have dectricity. They are very poor so they can't pay
for eectricity. There are poles everywhere in the village so there are no families which don’'t have
electricity because they don't have poles. The e ectricity has been introduced in the village in the year
1971/1972. N.S. Phartiyal explains that he was the one who introduced e ectricity in the village
because he had a friend who was concerned with the distribution of eectricity. Mr. Phartiyal requested
his friend to bring e ectricity in the village and this happened consequently.

The dectricity is gone only when there is work in the poles or the transmitters. Normally thisis 3-4
times a week. During the summer thereis alot of wind so it happens more often, everyday for 1-2
hours.

Keroseneis used by 100% of the villagers. The use it when thereis no light for kerosene lamps. It
happened only a few times that kerosene was not available says Mr. N.S. Phartiyal.

Most people aso use LPG for cooking. Wood is not available in the village so peopl e use LPG for
cooking. When the LPG cylinder is empty they bring it to a shop in Pilkholi. When the LPG truck
comes the people from the shop make sure that the cylinder is refilled. The shopkeeper pays the
amount for the villagers and they pay him 5 Rs. for handling the matter. Either the women or the men
take the cylinder on their head and carry it to the village.

Typica
The families which have éectricity, which isamost 100% do also haveaTV. 2 familiesin the village
have a fridge. 25% has a CD/VCD/DVD player.



Chamill

Chamoli
Enterprise 36, grinding enterprise using diesdl as an energy source

Interview done by Suresh and Karlijn on 7-5-06. During the interview there was nobody constantly
present. There were customers coming. In the total time we werethere, 1-1,5 hour there were 3-4
customers. The customers were young ladies and women.

Name entrepreneur:
Vinod Singh Phartiyal

Production Process:

The entrepreneur has arice grinder and awheat grinder for norma wheat or madua. They run from
one diesel generator. The customers cometo his enterprise with their wheat or rice, he grinds it and
they cometo pick it up and pay money for the grinding.

Location

The enterpriseis located in the beginning of CHamoli, when coming from Taswad and Tana. From
Taswad and Tana peopl e have to climb upward to reach Pilkhali, their basic needs market. The
entrepreneur is located on the main paved road going up. From Tanait is approxi mately 30-45 minutes
walking and from Taswas approximately 15-30 minutes.

A. Adoption, rejection or no knowledge

The entrepreneur uses diesd because thereis no heavy dectricity connection to the village on which
the grinders for wheat and rice can grind. In Pilkholi thereis a big transformer which can make these
grinders run. The entrepreneur can not use a gharat for grinding because there is no water in the
village. Not even within 30 minutes walking from the village would there be a stream with sufficient
water pressure.

B. Vulnerability context

Thediesd is aways available. The demand for the grinded flour is higher during festivals which is
approximatel y once a month. In the marriage season the demand is high. The marriage season is from
January-March and than from 15 April-June. During this season and during festivals the demand is
twice as high. Since he started the enterprise a year ago the demand has increased.

C. Human capita

The entrepreneur has gone to school. Hewas born in 1976. Heis now 30. He was born on 15-6-1976.
He went to school at the age of 5, in the year 81 and he has finished school in 1993, then he was 17.
He finished and passed inter-coll ege. He stopped because his heart didn't tell him to continue
studying. He started looking for jobs after he had finished but he didn’t find a good job anywhere. He
had been searching for seven years. He has done driving. His father isin the Central Industrial
Security Forcein Madhya Pradesh. He stayed with his father all thetime. After that he cameto
Chamoli where helearnt driving. He went to Chamoli becausethisis his village. His father used to
live here before. He has done driving for five years as atruck driver. He stopped because the owners
of these truck drivers are not good. The entrepreneur got the idea to start the enterprise himself. He
learnt from the owner of the diese grinder in Pilkholi (name= Khushel). He came to his enterprise and
taught the entrepreneur how to do it. He gave money to him.

Currently his knowledge is sufficient and there is nothing he would like to learn or machines he would
liketo get.

The entrepreneur has had the enterprise for one year and he has aways used diesel



D. Financia capita

The entrepreneur has a profit of 100 Rs. per day when it is the season. During the off-season he has a
profit of 70-80 Rs. per day. He is running the grinding machines everyday when it is the season.
During that time every day he gets 100 Rs. During these months he than gets 2800 Rs. per month
profit. During the off-season he sometimes gets days where he doesn’t make the machines run or when
he gets only alittle profit. Therefore thetotal profit during the off-season monthsis 1400 Rs. per
month. Per kg his priceis 1,25 Rs. Everyday, when he has a profit of 100 Rs. heuses 5 | diesdl. The
price of diesd is 33,10 Rs. per litre. Thetota per day cost isthan 5 * 33,10 Rs. The entrepreneur has
not had any mai ntenance costs yet. The entrepreneur supports himself, hiswife, his brother and his
sister, no children, he just got married. His brother aso supports his family. His brother is a school
coach for children. His brother earns 5000 Rs. per month. They do not support their parents. The
entrepreneur took aloan 57.000 Rsto invest in the enterprise. He has to pay a montly payback of 1200
Rs. for hisloan. He has a house which is just behind the house which is next to the grinding enterprise
(His houseisawell kept house, rich, nicdy painted, At least four rooms). He has 72 Nahli’ s of land.
Normally they can eat 5-6 months from this land but this year only one month. He also has cattle, 1
cow and two calves.

E. Social Capital

The entrepreneur supports himself, hiswife, his brother and his sister, no children, he just got married.
These people life herein Chamoli. His entire family consists of 3 brothers, 1 sister and his father and
mother (his father and mother arein Madhya Pradesh).

The entrepreneur is not amember of any groups. He meets groups of peoplein marriages and
festivals. In the marriage season he goes 1-2 a month. He meets groups of people in Ranikhet. His
friends and his relatives are there. He meets them once or twicein aweek.

The entrepreneur knows peoplein Pilkholi and Ranikhet whom he meets once or twi ce a week. He
knows people in Del hi to whom he speaks once or twice a month. To his father and mother in Madya
Pradesh he speaks every week or every month. He has no other friends outside the area.

He has gotten ideas on marketing from his father. He has gotten customers through his friends who
send customers over to his enterprise. He does not deliberatel y go out to talk to peopleto convice them
to cometo his enterprise.

F. Natural Capita
Thereis no problem with water. He needs a large amount of water but it does not need to be refreshed
very often. He gets water from the stream nearby, which is one kilometre away.

G. Physical capital

The entrepreneur gets the diesel from Ranikhet. Sometimes the entrepreneur goes there to take the
diesd, sometimes his brother takes the diesdl. Each timethey go they take ajerry can of ten litres. He
has to go every third day. When the entrepreneur has to go the market he has to close the shop. He
goes early in the morning and it only takes two hours so it is not a problem. The entrepreneur goes to
Ranikhet by jeep. The cost of thediesd is 33,10 Rs. per litre. He gets it from the petrol station.

The entrepreneur gets light in his house. Sometimes the e ectricity is gone for 2-3 hours a day.
Sometimes it doesn't go for the whole day. The dectricity is gone 4-5 times a week.

The entrepreneur doesn’t have any means of transportation.

The entrepreneur hasa TV, fridge, VCR, no DV D, he has alandline phone. The entrepreneur reads the
paper in Pilkholi when he has time. Thisis not daily.

H. Influence on and access to transforming structures and processes

When the entrepreneur has to go the market he has to d ose the shop. He goes early in the morning and
it only takes two hours so it is not a problem. The entrepreneur goes to Ranikhet by jeep

The entrepreneurs customers are | ocals from the nei ghbouring villages of Tana, Taswad, Chamoli.
There is competition for the entrepreneur from the grinders in Pilkholi but he does not have alot of
competition from the grinder in Tana. This grinder runs only for 2-3 hours aday, in the morning or in
the evening. During daytime the entrepreneur in Taswad works as alabourer in other places.

The entrepreneur’ s grinder grinds according to demand. This is approximately 6-7 hours a day.



The entrerpreneur has taken aloan of 57.000 Rsto invest in the enterprise. He has taken the loan from
the State Bank of Indiain Ranikhet. He invested this money to buy the diesel generator and the
grinding machines.

For his basic needs like dahl and chawal the entrepreneur goes to Pilkhali. He goes to Ranikhet for
marriages, dothing, also he sometimes goes to Haldwani for this. From Chamoli to Pilkhali is ten
minutesand from Pilkholi to Ranikhet is 30 minutes. From Pilkholi to Haldwani is 2-3 hours by taxi
and 3,5 hours by bus.

The entrepreneur is producing at demand. If he would produce more hours a day he would not sdll
enough because the demand is not larger than supply.

The entrepreneur pays to the district panchayat 500 Rs. per year.

The entrepreneur knows the prathan and the wardmembers. He speaks to them daily. The say hi and
hello and someti mes they talk about business.

All the customers of the entrepreneur are fixed.

The entrepreneur sets prices by discussing with the grinders in Pilkholi. They meet when he goes to
Pilkholi. When thereis anincreasein the prices of diesd than they increase the kilo price for the
product. Together they agree on the new price.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping but when taking into account the money that t=his
brother makes they are quite well off (The have a house which isin good condition, they have a fridge,
aphone, aTV, aVCD. Their house has four rooms which is quite big compared to other housesin
Chamoli. They have a garden and aterrace where they can sit outside, they have a large amount of
land. According to thisit seems more like profit).

The entrepreneur knew that this source would have beneficial outcome because he knew that a grinder
on dectricity would not be possible from Chamoli because the e ectricity lines are not made for this. A
gharat would also not be possible because thereis no water to make the gharat run. The beneficial
outcome would bethat eseit would not run, not for the customers and not for him.

The entrepreneur did not have the possibility to experiment with the new energy source because he
first took the loan and invested in the machines. Than he asked Kushel to come over to his enterprise
to teach him. He did not try in the enterprise of Kushd.

The entrepreneur had to learn from Kushel how the whole grinding busi ness works.

J. Innovation-decision
The entrepreneur decided to set up this enterprise on his own.

K. Communi cati on-channels used
The entrepreneur heard about using diesd for grinding by seeing peoplein road heads use diese for
grinding.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.



2.1.3 Village Tarswad
Tarfocus1

Tarswad

Focusgroup with fivelocals from Taswad. Oneis the former sarpanch, Kondan Singh, who is about 40
years old, Bhatam Singh (50 years old), Puran Singh (70 years old), Gopa Singh (40 years old) and
Batesh Dem Ki (afifty year old lady).

Interview is done by Suresh Phartiyal and Karlijn on 7-5-06. During the interview almost all the
village children are present, gpproximately 20. Thereis also another woman sitting next to the place
wherewe arewho is listening. Shedidn’'t say anything.

Location

Theinterview is doneinthe house Batesh Dem Ki. (The are arich family in thevillage. The have a
TV, aconcrete house. They are dl quit fat. They have a water tank. They have a nicdy painted house))
When wal king down from Chamoli to Taswad it immediately appears that Taswad has a ot of houses
on avery small area.

Population size, density and location

There are 82-85 families in Taswad. Thereis a problem of land and that is why the families are all
living so d osetogether. Thetotal e ectorate of Taswad is 609 and the total population is about 1000-
1200 people.

The former Sarpanch goes to his house to get an appli cation form on whi ch the exact measures of the
village are noted when | ask him about the tota size of the village On the application formit is
written that the total size of the villageis 114,66 ha and that out of this 43,815 hais cultivatable land.

Ethnicity

Thevillageis a mixture of Rajput and SCST. In tota 22 families are SCST. The SCST live a bit
outside from the rest of the people. The Rgjput families are Phartiyal and Bisht. The SCST families are
Chandra and Ram.

Villagewise information
Taswad is the gram panchayat. There are five wards in the village.

Political orientation

Thereis no apparent politica orientation in the village. Also not amongst the panchayat members. The
man jokes: “Mast people are Congress and that is why the road is not coming” (I aks him to explain
this because currently Congressis in charge. Y ou would think that the road would be coming if the
political orientation in the village was Congress. The man explains that the road would only be coming
if the village was an optional new e ectorate. If they would have been BJP it was possible to gain new
voters by bringing aroad to the village in exchange for the peopl € s change of vote.)

Vulnerability context

The main problem in thevillageis that thereis no road and there is awater problem. They have a
stream by the side of the village where they get water. It is enough for the whol e village to drink from.
In the summer it dries up but the villagers do not have to go outside the village to get water. Thereis
till sufficient drinking water for al the villagers.

Mai n sources of income

20-25% of the members of a family move out to work outside. Some people move to cities with their
whole family. Others remain living in the village and they send money home to their wife's. The
families which have moved out with their wife and children generally don’'t send money home. Lifein



the citiesis also hard and if families live in the city they don’t have enough to send home. It is aready
difficult to pay eectricity or other bills from that money.

The average amount of land per family is 0,45 ha— 1 ha (Thisis avery small amount in comparison to
the amount of land the people in other villages approxi matdy have. Out of this amount families can
not even eat for one month. It depends on therain. If thereisalot of rain it might be sufficient for 2-3
months.

The main sources of income are labour and agriculture. There are no carpenters in the village and there
aretwo masons. There are no other skilled workers. The masons get 150 Rs. per day. Labourers get
80-90 Rs. They go wherever they can get work, in Pilkholi, surrounding villages, Ranikhet.

10-15% of the families in the village are women’ s families where the women stay home in the house
and take care of the family and the men go out for work and they come back occasionaly.

Industries

There are no industries, enterprises or any non-farm income generating activities or women or men
making an additiona income by producing or selling some products. Nobody is selling generd
products, nobody is doing tailoring, nobody is doing grinding.

Education and literacy

There is agovernment primary school in the village. In 2001-2002 it has opened. Before they went to
Chamoli for primary school and to Ganoli for secondary school. All the children can currently read
and write. Off the men 50% can read and write. Of the women 25% can read and write. The girls al
go to schoal. Everybody wants to teach their girls. This has been happening for thelast 15 years.

To find out the function of the sarpanch and the prathan | ask for their activities: The prathanis only
concerned with the village, the sarpanch is concerned with the forest. The sarpanch is also elected by
the peopl e from the village to look after the forest.

BPL
10-12 familiesin the village have a BPL card in the village.

Infrastructure

There are five families with alandline in the village. 2-3 peopl e have a mobile phone. When people
from the village need a phone the use the phones of the neighbourhood. The people pay for this. They
have no meter. They just measure thetime. Mostly for one cdl they pay three Rs.

Markets

The people go to Pilkhali for their basic needs like masala, dahl and washing products. It takes 45
minutes to get to Pilkholi. Taswad is 2,5 kilometre away from Pilkholi. For differentiated needs they
go to Ranikhet. They walk to Pilkholi and from Pilkholi they take a jeep.

Energy sources.

Thereis dectricity in the village but 15-20 families do not have a connection. Some are Rajput, some
are SCST. Nobody steals thelight by attaching a wire to the central grid. The people who don't have
eectricity don’t have it because they are poor and it is too expensive. Everybody has access to poles
so the distance from polesis not a determining factor.

The dectricity is gone due to problems in the transferers and if thereis work on the central grid. 1-2
hours a day the e ectricity is gone. In the night it is gone for 2-4 times aweek.

Kerasene is sometimes used for cooking but mainly for lamps when thereis no dectricity. They get
kerosene from the government fair price shop in Pilkholi. They always get the kerosene. There are
never problems with supply. They pay 11,50 Rs. per litre. BPL people pay less. They get 5 litresa
month. Thisis sufficient.

They adso use LPG. Approximately 15-20 people use LPG for cooking. They get the LPG from
Pilkholi. Thereis a shopkeeper where they deliver their empty cylinders. He makes sure the empty
cylinders get refilled when the LPG truck from Ranikhet comes. He warns the people that their
cylinder has arrived and they than pick it up from Pilkholi. They pay the shopkeeper 5 Rs. for it.



They aso use wood. Wood is available only in Chobotiawhich is 5 kilometres away. They can’'t go to
the forest which is close to the village because this is community forest and the people are not allowed
to take wood from there. When | ask them if they really never do that they reply that the sarpanch is
there to protect the forest.

Typica

Out of the 60 people who have dectricity, 40 haveaTV.

There are two families which have afridge

There are 10-12 families which have a CD/VCD/DVD

People who are wealthy generally have atank for water.

Peopl e who arerich have a business and vehicles. In the early morning they go to the market and late
in the evening they come back from their business.

There are no people with a mud house in Taswad. The soil isnot good in the area. When it starts
raining the soil flows down with the water.



2.1.4 Village Tana
Tanbll

Tana

Enterprise 37, black smith using the bark of pine trees as energy source
Interview done by Suresh and Karlijn on 9-5-06.

Name entrepreneur: Prakash Kumar

Production process:

The entrepreneur makes new products from iron and he repairs products. He uses iron as raw material.
For making compl ete new tools the entrepreneur receives money. For repairing he gets wheat and rice.
The entrepreneur gets his raw materias from Ranikhet. The customers who want new materials do not
pay in advance. He buys the raw material from his own money.

Location

The entrepreneur is located 0,5 kilometre from Panjali. From the roadhead you have to walk down to
the SCST habitation of Tana. This habitation is another 45 minutes waking from the rest of the village
Tana The entrepreneur lives in agroup of 5-10 houses with other SCST people

A. Adoption, rejection or no knowledge

The entrepreneur uses bark as energy source. Wood is not available because there is no wood lying
around and it is not allowed to cut the trees. The forest department come to check. Charcoal is
expensive, it costs 3 Rs. per kilo. They aso can’t work properly with charcoa becauseit burns really
fast. They have never used wood and they have never used charcoal. (I don't think thereal reasonis
that the entrepreneur does not have sufficient money, He does this work next to masonry, which he
does 20-25 days a month. They would be able to use charcoa and pay for it but it seems that they have
always been doing it like this and it works sufficiently for the activities they have to perform. He
therefore does not fedl aneed to changeit.)

B. Vulnerability context

There are fluctutations in the prices of iron. The fluctuations happen according to the supply in the
market. The price of iron has always been increasing.

The demand for his repairing and finished products are high during the months when the crops are
ready for harvesting. The demand is doubl e during these months. These months are April-May and
Oktober-January.

C. Human capita

The entrepreneur has learnt how to do black smithy work from his father. The entrepreneur is now 31.
He has been doing this work for thelast 16/17 years. He used to work together with his father but his
father has stopped one year ago.

The entrepreneur has gone to school. He started at the age of 5. He compl eted and passed the exam of
primary school, the fifth class. He stopped because he didn’t want to continue & that time. He didn’t
go to school for the 6™ and the 7" class. He filled some forms and did an examination for entering the
eighth class. He passed these and did the eighth class. He passed eighth class but after that he stopped
because he wanted to help his family. He was than 22.

When he was 22 he was aready working as alohar. He would like to learn how to make other things
but than he would need new machines but he doesn’'t have the money to buy these, for example
welding machines.

When | ask him why he hasn’'t taken aloan he replies that he has a document which is an application
for aloan but he didn't get it. Whenever his father is alive he can’'t do this because he doesn’t have the



property of theland, itisstill in hisfather's name. If the bank doesn’t seetheland in his name they
will not give him the [oan.

D. Financia capita

When he makes new tools he gets money for this and for repairing tools and finishing he gets wheat
and rice. From January until March he sells 100-150 tools for the tota three months. Per 5 tools he
gets aprofit of 100 Rs. So he gets 2000-3000 Rs. profit for thetotal period. Thisis 677 Rs. per month.
In April and May he makes 20 new products for the total 2 months, so he gets 400 Rs. profit, per
month 200 Rs. From May to September he also sells 10 articles per month which is also 200 Rs. per
month profit. From Oktober to January he sells 33-50 artid es per month which is 600-1000 Rs. per
month.

I confront him with the fact that he had said that the demand was twice as high in April-May and
Oktober-January and that this is not the same as the above figures. Than he explains that the demand
for repairing and finishing is redly high in April and May. For this he doesn’t get money though.

In the whole year he sdls 200-250 artides. Thisis 4000-5000 Rs. per year profit in money.

The entrepreneur also works as a mason. He earns 150 Rs. per day and he sometimes works 20-25
days a month. Sometimes thereis no work. Approximatey he works 10-15 days a month.

The family also has horses and the entrepreneur’s brother supports the family with this. They do this
for 10-15 days. The monthly profit is approxi matel y 3000-4500 Rs. The horses transport load and his
brother earns 300 Rs. per day with this. His father has taken aloan of 50.000 Rs. to buy the horses. Per
month they have to pay back 650 Rs.

The don’t save money. They have 22 Nahli’s. Normally they can eat for 3 months from this but this
year they can't eat fromthisat all.

E. Social Capital

The entrepreneur meets groups of peoplein the marriage season. HE goes to marriages 1-2 a month.
The marriage season is from January-March and than from April 15" to June. He knows peoplein
Ranikhet. These are the people he works with in his masonry job. He visits there when he doesn’t have
work, approximately once aweek. His sister isliving in Dehi. They phone 2-3 times a month. He also
has cousins in Haldwani, he ta ks to them aso 2-3 times a month

The entrepreneur lives with himsd f, his wife, their three small daughters, his brother, hiswife and
their three daughters and his father and his mother.

F. Natural Capita

G. Physical capital

They have dectricity from the central government grid. Thelast bill they had was 1300 Rs. for 2
months. Normally it is 60-65 Rs, sometimes 200-250 Rs. The bill fluctuates very much, between 60
and 1300 Rs. The government just makes up something. Now e ectronic meters are being installed,
this might change everything. The fluctuating bills are the reason why peopl e are scared to take
eectricity.

Sometimes the e ectricity is gone for one whole week when thereis abreak in thelines. In summer
season it happens more often. It can last sometime before problems are solved because nobody comes
to this habitation to see

Sometimes during the summer season thelight is gone for the whole week (April-June). This happens
once or twicein the summer season. The other seasons it happens 1-2 times a day, sometimes for 15
minutes, sometimes for 1,2 or 3 hours.

They use kerosene for lamps. They can aways get the kerosene. His father and him have a different
ration card. His father is BPL but the entrepreneur is not. For the kerosene they pay 12 Rs. per litre.
They don’'t use LPG.

They havea TV, no telephone, no fridge.

They read the paper but not daily, only sometimes when he goes to Panjai. He goes to Panjali a most
every day when he goes out working.

H. Influence on and access to transforming structures and processes
The entrepreneur gets raw material from Ranikhet. He goes to Ranikhet by jeep.



They get their basic needs like masala, chawal and dahl from Panjali. For grinding he goes to Pilkhali.
They go to Pilkhali in stead of Tana because theroad to Tanais very difficult and they haveto climb
and the road to Pilkholi isflat. They also go to Pilkholi for kerosene and ration.

For tailoring they go to Ranikhet.

They have no means of transportation.

The demand is not larger than the supply.

The entrepreneur does not pay the district panchayat, he doesn’t have alicense

He has the [oan from the bank in Pilkholi.

The entrepreneur knows the prathan and the wardmembers. He knows them as another villager. They
talk to each other 1-2 amonth.

His customers are mostly from Tana, the customers for the repairing are al fixed. Someti mes he gets
new customers for compl ete finished products. He doesn't get alot of competition because he has his
fixed customers (Like before here also | get the feeling that there might be competition but the
entrepreneur doesn’'t consider it to be this because heis not depending on this job, he would not want
more customers because he would not have the time to make more because heis a so doing the
masonry job.

The entrepreneur sets the prices by hearing if the other lohar has increased his prices. He than also
increases his prices. His customers don’'t go to the other lohar because he has the same prices.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise mainly for coping. He could live out of his salary of his brother
and him without doing the masonry work but he explains that they do not have alarge amount of land
to provide the entire family with their food. The black smithy work causes them to be able to have
reliable food supply. (The do have dectricity and they havea TV so they are not in the poorest
condition. | think it isjust away of coping. They could do without it but than it would be difficult to
get sufficient food for the whol e family.)

The entrepreneur has always been using this energy source because it is cheaper than charcoal and
wood is not available His father has also always been using this energy source.

The entrepreneur had the chance to experiment with the energy source because he had | earnt from his
father. Thereis aso no problem with making an investment without having the chanceto reverse. The
bark is free.

J. Innovation-decision

K. Communi cati on-channels used
The entrepreneur |earnt through interpersonal channels. Helearnt in a young age from his father.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.



Tanfocusl

Tana

Focusgroup with three men, Anand Singh Rhana (61), Bhadur Singh Mehra (36) and Hukum Singh
Mehra (74). When | arrive the men are sitting down on their doorstep talking. (This gives metheidea
that there is hardly a separation between the Rajput Mehra' s and the Rhana's.

Population size, density and | ocation, ethnicity

There are 66 families in the village 51 are Mehra, 4 are Rhanaand 11 are Kumar or Ram. The total
amount of land is 2000 Nhali and out of this 1500 Nhali is agricultural land. Out of the cultivation that
the families do they can normally eat 2,3,4 months. This year it is not even sufficient for food, only the
seeds are kept for the next years cultivation. All the Rhana slifein the layer habitations. In the
habitation where we currently take theinterview there are four Mehra families living. The SCST
habitation is 30 minutes to 45 minutes walking from the village. In total the village has approximately
10 habitations.

Vulnerability context

Thereis a problem of water in the village, thereis no infrastructure to bring the water to the village
while thereis a stream close by. The government does not work for the village. They don't bring
pipeinesinto the village. If the stream dries up they have to go to the temple which is 0,5 kilometres
away. From the place where we are this is approximately 5 minutes walking.

Another problemin the villageis that there are no toiletsin the village. Out of the 65 families only 15-
20 families have atoil &t.

There is money-problem in the village. Although the minister has lived here thereis no path to the
village

There are some problems with the panchayat activities. The prathan is doing work, for example he got
apipdine from the temple to the village but the problem is that the villagers are not active. It is not
only the fault of the prathan, the publicis aso responsible.

Mai n sources of income

The main source of incomein thevillageis agriculture. Agricultureis only done for the people' s own
cultivation. There are people doing government service and army labour. In total approximatey 15%.
The other people do labour.

Education and literacy
25% of the old people can read and write. Of the total mal e population 90% can read and write. Of the
total women population 50-60% can read and write.

Industries

In the village there are 2 Iohars using wood in the SCST tok in the upper village. There are no tailors
in the village and there are no general stores (in contradiction to what the other focus group has
menti oned).

BPL
10 families are BPL in the village

Infrastructure
When the people in Tana need to make a phonecall they go to Pilkholi. For emergencies they use the
mobile phone of villagers.

Markets
The villagers go to Pilkholi and Ranikhet for respectively their basic and their differentiated needs. To



Pilkholi they go for food items. For clothing and medication they go to Ranikhet. From Tanato
Pilkholi is one hour walking. If they go to Ranikhet they first haveto go to Pilkholi and from Pilkholi
they take a shared jeep. The people who don’t have any money go by foot to Ranikhet.

Energy sources

Out of the 66 families 35 have an dectricity connection. The dectricity bills fluctuate very much.
Anand Singh Rhana has a BPL dectricity connection for one bulb and he got a e ectricity bill of 865
Rs. for two months and another time he got an dectricity bill for 150 Rs. The amount is sometimes
really high. They think this is because the have a meter but nobody from the government comesto
check the metre. The government just makes up an amount. When | ask Anand what he does when this
happens hereplies that he doesn’t pay the whole amount and that the dectricity department counts it
to the next month.

14 people use LPG. They get the LPG from Pilkholi or Panjali. Theleavetheir empty cylinders at the
shopkeeper in either one of the villages and when it is empty the shopkeeper fills them when the L PG
truck comes. They pay the entrepreneur of the shop 10Rs. for it. The cylinder costs 300 Rs. The people
go oncein 1-1,5 month.

Keroseneis used for lamps and stoves. Everyone uses kerosene.



Tanfocus2

Tana

Focusgroup with seven locals from Tana. In the focusgroup there are 6 men, Bisan Singh Mehra (Is 81
years old and has always been living in the village), Pradeep Singh Mehra, Narender Singh Mehra,
Bheem Singh M ehra, Shoba Singh M ehra and Mohan Singh Mehra and one woman, Deepa Devi
Mehra. Thewoman is 40, the rest of the men are between 40-50 except for two local adol escent bys,
one eighteen and one twenty.

Theinterview is done by Suresha and Karlijn on 7-5-06.

Location

Thevillageis divided in different layers which are the separate habitations. There people all live on
the lowest leve which is closest to the stream down in the village. When coming from Pilkholi,
Taswad or Chamoli you enter thevillage at this side. Tanais located approximately one hour wal king
from Pilkholi very steep downhill. Thereis not a paved road going down. Thereis only a path which
has been created because people were wa king on it. The SCST families used to live ins de the village
of Tana The others have given them land more up so now they areliving in atok outside.

Population size, density and location

There are approximately 60 familiesin the village. There are 120 houses in the village but ha f of the
families have moved out to other places. Ther cousins or brothers are than living in the house. The
villageis divided into severa layers on ahill. Every layer is a habitation. The layers are located above
each other and the peopleliving on the lowest layer are closest to the stream which runs in the bottom
of the village. Despite the fact that many people leave the village, either with their whole familiy or
only the man for labour the population isincreasing in the village.

Villageinformation

Thevillage Tanais a gram panchayat. The prathan is living in the village. For the coming few days he
is not present because he has gone for amarriagein Delhi. There are five wards in the village.
Peopl e from Pilkholi, Tanaand CHamali have been telling methat Tanais arich village. When |
confront the villagers with this they explain that everybody thinks so and indeed 25% of the villagers
are quit rich. There used to be a minister in the village Mister Govind Singh Mehra. He used to be a
cabinet member when Mr. Margji Dehai was the prime minister. Everybody still recdls this and
therefore everybody thinks the villageis rich. They say thereisanormal distribution of richnessin the
village. (It doesn’'t seem to me that the villageis rich. Two out of the people | have been talking to
have no d ectricity and quite a few more don’t have dectricity. Thereis no income creation in the
village. Thereis the advantage that the villagers are close to a stream so they canirrigate their land
easily and get water for their cattle easily. Thereis anatura spring at the temple, 1 minute walking
from the lowest leve of the village The people are abl e to provide themsel ves with a proper
cultivation of the land. There are approximate y 20 families who do not have light and thereis no
extreme richness in the houses or large use of water tanks. Only a few houses look rich. Judging by the
mai n sources of income the amount of people involved with government and army isvery largein
comparison to the rest of thevillages. Thereis also large avail ability of vegetables which isimportant
for their own food supply and is aso a source of income.)

The village of Tana has three times as much land as Taswad. In Tanathe villager count in Nahli’s. In
one Nahli they can seed 2 kg of seed. Families' land varies between 3-100 Nahli’s. Thetota village
sizeis approximately 1000-1200 Nahli’s or even more. When thereis a good rain the people can eat
from it for approximately 6-8 months. This year they can only eat for fifteen days or save the amount
as seeds for the next year.

Political orientation



One third of the villagersis Congress and approximately 2/3 is BJP. The prathan is in favour of the
Congress. Thereis no effect of the political orientation on the activitiesin the village.

Ethnicity

Thewholevillageis Mehra family. There are 2 Rhana families in the village which are a'so Rajput. 9-
10 families are SCST. Thelivein atok quit far from the rest of the village (The day after | walked
down from this tok to Tana and it takes approxi mately 20 minutes to half an hour.)

Small industries, enterprises, non-farm income generating activities
- 2smdl genera stores (selling goods from inside their house)
- 2lohar who use wood
roadhead Panjali
- ltailor using manua labour through a hand machine (part-time from her house)
- 4 masons working as labourers
- 1grinder using diesd

Vulnerability context

Thereis awater problem and aroad problem in the village. In the summer season they have a problem
for drinking water. In the summer the stream dries up and they haveto go walking to atempleon 0,5
kilometre distance (which is actualy only 1-2 minutes). They aways get drinking water from the
temple and they get water for bathing and for the cattle and for washing from the stream. They do not
drink from the stream because most of the upper villages like Chamoli and Pilkholi have pipelines and
sewer running down from the village into this stream

Market

The basic needs market is Pilkholi. Thisis about 2 kilometres away and it takes them 45 minutes to
one hour walking by foot. If they haveto go to Ranikhet they either go to Panjai or Pilkholi. Panjali is
also 45 minutes to one hour away.

Mai n sources of income

For jobs most young peopl e go into cities. 15-20% families are women families of which the manis
out working and returns only sometimes to see his family.

Most people migrate to Ramnagar, Ranikhet and Hal dwani. Out of thetotal 120 families there are
approximately 60 in the village.

Because thereis alot of water in the village there are many peopl e growing vegetabl es which they
sdl. At thetime of the English the village was known for having alot of vegetables. Especially in the
rainy season they have a good crop.

There used to be 7 gharats decades ago but over time the water pressure in the streams has become
less and the gharats didn’t work anymore.

The most important sources of income are labour, government service and army. Out of total families
20% has one or more persons working in the army or the government. Another 15% of the families
has retired members who used to bein the army or in the government.

Education and literacy

Thereisone junior high school from the government in the village up to dass e ght. This has been
there since 1981. From 1964 there is a government primary school. Govind Singh’s father was a
contractor in the time of the British and he contacts which caused the primary school to come to the
villagein 1964. At that time he had children himself so he wanted the school for his children.

Only 5% of the e derly women areliterate. The people younger than 40 years old are all literate, aso
the SCST. Amongst the women abovethis age 5% are literate and the men above this age 50% is
literate.

BPL
14 familiesin the village have a BPL card. Both Rajput and SCST people haveit. Everybody in the
village gets a number according to which it is determined if you are BPL. A higher number means that



you get a higher chance to get the card. Out of the BPL families 6-7 people do not have dectricity.

Energy sources

Thereis dectricity in the village but out of the total of 60 families only 40 have dectricity and 20
families do not have eectricity. They do not have light because they are poor. There are no families
which have no light because they are too far away from apole. (During al the questions the people
take aredly long time to answer the questions compared to other focus groups, they are really
counting, piece by piece, and assisting each other in this.)

Keroseneis used for kerosene lamps when there is no electricity or for the people who do not have
eectricity. It is rardy used for cooking. They get the kerosene (in Hindi Mithited) from the
government fair price shop in Pilkholi. There are some problems with the supply of kerosene because
thereis ablack market. Some truck come with army members and they use kerosenein stead of petral.
That is why thereis not enough supply. The kerosene costs 11,50 per litre. Keroseneis only available
in the government fair price shop.

LPG isused by 20 families. They get it from Panjali and Pilkholi. They bring their empty cylinder to a
shop and this man fills up the cylinders when the L PG truck comes. He alarms the villagers and they
cometo pick it up. Both women and men carry the cylinders back to the village.

Typica
- Thefamilies which havelight also havea TV
- One person has afridge. They have cold water because the temple has a natural spring with
cold water.
- 90% of the people with dectricity have a CD-player
- None of the people hasa DV D player
- Thereare no mud houses in the village.
You can’'t recognize wed th by seeing people. Everybody in the village is well-dressed. Wedthy
people have well painted houses, big houses and well maintained houses. When people do not have
eectricity they are poor.

Infrastructure

There is one landline phonein the village Six people have maobile phones. If peoplein the village
need a phone they use the maobile phones and they check before and after their balance enquiry. The
difference between these two amounts the peopl e have to pay. This only happens in the case of
emergencies. When people need a phone for other purposes they go to the PCO’sand STD’sin
Pilkholi or Ranikhet.



Tanmill

Tana

Enterprise 39, grinding enterprise using diesd
Interview done by Suresh and Karlijn on 9-5-06.
Name entrepreneur: Purn Singh Mehra

Production process

The entrepreneur has one wheat grinder and onerrice grinder. The customers come to his enterprise, he
grinds the wheat and the ri ce and than the customers come to pick it up again in the enterprise. The
entrepreneur only grinds one hour aday. Heis thinking about closing the enterprise. The entrepreneur
does nat sdl to the market by buying wheat from the market, grinding it and than selling it on the
market.

Location

The entrepreneur is located in a habitation outside the village, a M ehra habitation with 4 houses. The
entrepreneur has the enterprise underneath a plastic zell next to his house. Pilkholi is one hour walking
and Ranikhet is aso one hour wal king, according to the entrepreneur.

A. Adoption, rejection or no knowledge

He doesn't use d ectricity because he can’t pay that amount of money. If he takes e ectricity he has to
pay a commercia bill and for the one hour aone that he grinds on a day that would not be beneficial.
The demand is not larger that e ectricity would be beneficial. He gets diesel from the petrol pump in
Ranikhet. He goes there once a week and he than takes 10 litrein ajerry can. The cost per litre diesd
is33,75 Rs.

B. Vulnerability context

When people cut their crops the demand is higher. In May the demand is high. It goes to 30/40/50 kg's
more than normal, this is dmost double his norma demand. Since he has started the demand has
decreased. He is thinking about d osing. He says that people don't like this flour which come from his
mill. They want flour from the market. They don’'t have their own wheat grinded, they want to get the
wheat from the market. (I don’t bievethisisthe case. First of all this year peopl€ s crops failed.
Thereis hardly any wheat so thereis also no demand for grinding the wheat. Second of al, people
don’'t have the money to buy wheat from the market. Another strange thing is that the grinder in
Chamoli is grinding 6-7 hours a day, even this year. This entrepreneur also gets customers from Tana
It is strange that the people from Tana go to Chamoli if they have grinder in their village.)

The entrepreneur doesn’t buy wheat from the market becauseit istoo expensive.

C. Human capita

The entrepreneur has gone to school. He started at the age of 5 and he has finished the nineth class. He
passed | n the tenth dass he detained. He stopped school because there was one bad mark for
mathematics. Hedidn't fed like continuing, even though his parents told him to finish. He was 15
when he stopped. From his fifteenth to his eighteenth he went to Khanpur. In Khanpur he worked at
the Goldi Masala Factory as a peon. His job was to bring water to the office etc. After that he

someti mes helped his father in cultivation. In 2000 he started the enterprise, his brother helped him to
get the two grinders and the diesel generator. Helearnt about getting customers and setting prices from
the period he was working in Khanpur.

When he started the enterprise he hired a mason who new about grinding. This person taught him
everything. He stayed for 3-4 days and the entrepreneur had to pay 5000 Rs. for it.

The entrepreneur has had the enterprise for the last 4-5 years.



There is no knowledge and there are no machines which could help the entrepreneur increase his
production (I think heis right, it isnot of any useif thereis no demand. The entrepreneur comes
across a bit strange, heis not answering the questions but heistdling alot of other, also interesting
things but not the things we ask. It seems like he doesn’t understand completely. Either thereis redly
no demand or the entrepreneur doesn’t get customers for another reason)

D. Financia capita

The grinding is the entrepreneur’ s only income source.

Per day he grinds 50-70 Rs sale. Of this money he has to deduct the price of diesd whichis 33,75
Rg/litre. He uses approximatdy 1 litre a day. His profit varies between 16-36 Rs. per day. Thisis his
income when demand is high. During the month of May. The profit is twice as small 8-16 Rs per day
in the off-season. His rateis 1,25 Rs per kg. He grinds one hour every day so he gets 240- 480 Rs. per
month when it is off-season and he gets 480-960 Rs. in the month of May.

His costs are for engine ail. In one week he uses half alitre, his monthly costs are 70 Rs. In 3-4 years
he has to get a new bdt which is 1000 Rs. He has to get a bearing once a year for 300 Rs. A
grindingstone which costs 800 Rs. per year. These costs have to be deducted from the yearly profit.
The entrepreneur has to support himsef, his wife, 2 sons, one daughter and 1 nephew.

The entrepreneur doesn’t save any money.

Thetotal family has inherited 50-60 Nahli’s from his father. Everybody has gotten 10 Nahli’s. The
entrepreneur also has other land which he cultivates and he than pays the landowners. In tota he
cultivates 20-25 Nahli’s. 10 is hisand 10-15 he pays for. Per 5 Nahli’s he pays 300 Rs.

They eet dl the crops from the land. Normally they can eat for 5-6 months from this, this year only for
2-3 months.

The entrepreneur has 2 oxes, 2 buffalo’s, 1 cow and 2 goats. Thisis both his and his brother’s

property.

E. Social Capital

The entrepreneur has three brother. Two are doing government service, two look after the fiel ds of
themselves and their two brothers. They are not ajoint family, the houseis the property of them four
but only two of them areliving init currently.

The entrepreneur is not a member of any groups. He meets groups of peoplein village marriages. If it
is outside of hisvillage he doesn’'t go. Only in the marriage season he goes to marriages. He goes 1-2
times a month. He knows peopl e in the neighbouring villages.

He has ardativein Rudrapur, he speaks this person once a year. He has relatives in Ddhi, to them he
speaks once or twice a month.

One of hisbrothersisin Rudrapur. The other isin Rampur. He speaks to them 2-3 times a month.
They have never given him anidea for his enterpriseto increase sa es, get new customers. One of his
brothers did help him with making the investment for the machines.

F. Natural Capita
He never gets problems with water, he always gets water from the stream which is alittle bit down.

G. Physical capital

He gets diesd from the petrol pump in Ranikhet. He goes there once a week and he than takes 10 litre
inajerry can. The cost per litrediesd is 33,75 Rs.

He has dectricity in his house. Normally he gets an dectricity bill of 150-200 Rs. per 2 months. Once
he had an dectricity bill of a1000 Rs. He didn’t use more € ectricity than normal in that period. He
has a meter but there is nobody who comes to read from the meter.

Sometimes the e ectricity is gone for four hours, sometimes it doesn’'t go at all. It doesn’t happen
everyday but afew times aweek. During the summer season and the rainy season it is gone everyday.
The entrepreneur says that thisis caused by the windstorms during the summers and the storms during
winters.

The entrepreneur uses kerosene. He gets it from Pilkholi. He pays 11,50 Rs. per litre. He sometimes
usesit for grinding. When the amount of money he has is less he uses kerosene. K erosene on the black
market is 15 Rg/litre. He uses it 2-3 times a month (he says with a laughing face, my interpretation is



that he uses it more often than this.)

The entrepreneur uses LPG for making tea. He uses wood for cooking. Every 5-6 months he has to get
anew cylinder. He pays 287 Rs. + 40 Rs. for the cost of transportation.

He has a black and white TV, CD-player, VCD-player. No radio, no phone, no fridge. (The houseis
big. It is concrete and in good condition. It is nicey painted. It must have &t least 4 rooms. On the
ground floor the cattle stay. They have aterrace for sitting.)

He has no means of transportation.

He doesn't read the newspaper. He hears the news on the TV. (He says because it gives a short
summary)

H. Influence on and access to transforming structures and processes

It takes the entrepreneur one hour to go from Tanato Pilkholi and than another 30 minutes to go from
Pilkholi to Ranikhet.

The entrepreneur goes for his basic needs, masala and dahl to Pilkhali. He goes to Ranikkhet for
clothing. Normally he goes to Ranikhet by foot. Only if heis getting a cylinder and if he gets diesd he
goes by jeep. Walking to Ranikhet aso takes him an hour by shortcui.

The entrepreneur pays alicense fee of 500 Rs. per year to the district panchayat.

He knows the prathan and the wardmembers. They say hi, hello, nothing more. They don’t visit.

He has competition. This competition is the reason heis not having more customers. The customers
which cometo him are fixed. They al pay in money.

He doesn’'t grind more because he does not have more demand. He thinks the reason for him not
having more demand is that heis not on the road side.

The entrepreneur’ s customers are from Tana and from nearby villages, not from Taswad and Chamoli
He sets the prices for grinding together with the other grinders in Chamoli and Pilkholi. When the
prices of diesel or dectricity increase they have a meeting to set the prices.

|. Perceived Attributes of Innovation

According to the entrepreneur’ sincome it seems that he is doing this for coping but the house looks
really big and good. | think that the brothers of the entrepreneur send money home and he lives from
that. If thisis true he does not have a mativati on for increasing production...and it realy seems like he
doesn’'t havethis. Heis not trying to increase his demand while the entrepreneur in CHamali is
grinding 6-7 hours a day.

The entrepreneur knew that this source would have beneficial outcomes because he had seen the diesel
grindersin Pilkholi. He decided to get one of those too.

The entrepreneur did not have the possibility to experiment because he first purchased the generator
and the grinder and than he got somebody to train him how to do the work.

J. Innovation-decision
The decision was made with his brother who supported him with the investment.

K. Communi cati on-channds used

L. Extent of change-agents promotion efforts

| find the whole story of this entrepreneur very strange. He has only the grinding as income source but
he will never be able to sustain his whole family from this money. Although he does agriculture he
pays for the land. Either heis doing ajob and heis not telling or his brothers give him financial
support.

Later | talk to some locals. Nobody goes to him because he doesn’t satisfy the customers. He does not
finish the flour on time and he has strange behaviour. He is not permanently in his shop. They say he
doesn’'t drink and doesn’'t use drugs.



Tanobser

- Theentrepreneur from enterprise 37 has afather who has always been living in the village. He
is about 60. When he was born he was already in this house in this habitation. The year before
this the SCST people were moved to this location. The father of Govind Singh Mehra used to
be azamindar. He had put all the SCST people d oseto the land he had, on the other side of
Tana After that he had a good communication with the English and he was able to put the
SCST peopl e in the habitation where they are living now.

- Thefather of entrepreneur E37 does not think that the villageis arich village. There are many
people in government jobs. There people arerich. There are no fights between the SCST and
the Rajput but the Rajput don't eat food of their hands and they never drink water from them.

- Everytime when talking to the Rajput peoplein Tanathey seem to need areminder that the
SCST habitation also belongs to ther village

- When waking into the village of Tanafor thefirst timeit is noticeable that it isvery humid at
the stream. There are many plants growing and also vegetabl es crops at the side of the streg,
are doing good. The peopleliving in the layers live quit close. Closer to the stream they have
their kitchen gardens.



Tantll

Tana

Enterprise 38, tailoring with manual handlabour and teaching tailoring
Interview done by Suresh and Karlijn on 9-5-06.

Name entrepreneur: Deepa Devi Mehra

Production process

The entrepreneur does tailoring for the villagers of Tana. They come to her enterprise and she makes
clothes for them. She makes blouses, soots, petti coats. She also teaches sewing to people from the
village in the winter season. They take their own sewing machine. She does this only in the winter
season because in the other seasons she and the other women in the village are too busy with their
crops. She does this as a part time job, only when she has time she makes clothes.

Location
The entrepreneur does the tailoring in her housein Tana. This houseislocated at the lowest level of
the Tana habitations. Tanais one hour walking from Pilkhali.

(These people are poor. The have three rooms on the first level. One sitting area, the kitchen and on
eroom for sleeping. Downstairs is the roomfor the cattle. They do not have electricity, therefore no
electrical appliances. They cook with wood. The roomis nicely decorated with wall papers. The don’t
have a water tank. Inside of the house is mud. In comparison to other houses in Tana the house is
quite small.)

A. Adoption, rejection or no knowledge

She has never practi ced on a foot machine and there is no space for afoot machine. It could be
beneficia for her if she was working regularly but she doesn’t have the timeto work regularly (One
thing | wonder about is that her husband is doing some work on the land. We walked by the enterprise
3-4 times and half of the times he was working, the other half he was sitting. If he would do more
cultivation than Deepa could do more tailoring and they could earn some livelihood. Thetailoring is
their only income source.) She has heard about a sewing machine on dectricity but she has never seen
it. She has not got eectricity in her house soit could never run.

She had gotten the sewing machine from her parentsin her marriage.

B. Vulnerability context

She sometimes makes 15-20 blouses in a month, sometimes only 2-4. There is no particular season
where the demand is higher or lower. The entrepreneur herself has moretimein the winter so she
makes some more. The amount of work is not related to the marriage season.

8-10 years ago the demand for her clothes was high. At that time nobody wanted ready made clothes.
Now they do want this. She gets the main competition from the market wherethey are doing tailoring
and from the ready made clothes.

She teaches tailoring during the winter because than the agricultureis less. She does this in the months
of November, December, January and February. Sometimes 2,3,5,6 peoplein a year.

C. Human capita

She come from avillage named Khilkoot. She has been in this village for 25 years.

She has had education for six years. She started at the age of six with her primary education. She did
thisfor five years. In the fifth class she detained so she didn’t pass her exam. She stopped for ine year.
Than she did an exam to get in to the sixth class and she passed. Than she did the sixth and the seventh
class. In the year after she had passed seventh she got marries. She was than 16.



She learnt tail oring from a book she had bought in Ranikhet. 1t was her idea to buy this book. She took
the book home and she started |earning. She had started after she had passed seventh class. She has
always done tail oring next to her normal activities.

She also teaches tail oring to the other villagers.

Shewould like to learn how to make pants but she doesn’t have the time for learning. She could do
that with this machine.

D. Financia capita

The price of ablouseis 25 Rs. The price of asoor for childrenis 40 Rs. The price for a soot for adults
is50 Rs. A petticoat is 20 Rs.

For teaching she gets a 100 Rs. per month. She than teaches one hour a day for the whole month. She
only teaches villagers from Tana.

In one year she gets 1000 Rs. profit by sewing clothes and 400 Rs. a year with training. A few years
ago she bought a box of thread for 150 Rs. Sheis still using that. If she doesn’'t have matching thread
she has to go to the market.

Thisistheir only income. They have ajoint family and his brothers help him.

They have two bulls, one calve, one buffalo and two goats. The buffalo and the cow are young so they
don't get milk.

Normally they can eet for six months from their land. This year they only use their production for
seeds for the next year.

E. Social Capital

Shelives with her husband, three children, 2 daughters and 1 son. Her son has passed inter and he is
not going to study. Heis also not working. Her husband does agri culture. Her husband has a husband
in Khanpur, onein Berilli, onein Gaziabad. They live with their nuclear family there. They have a
joint family and his brothers help him. Sheis a member of an APL and BPL group. They have women
wefare groupsin thevillage. The members give 20 Rs. a month. 2 members have one pass book in the
bank and they coll ectively saved in 2 years 2400 Rs. They don’t have any plans for the money, thereis
no NGO helping.

Mr. Prathimbad is from an NGO and he camein the village to tell about these SHG groups. At that
timethey did not start the group.

She knows peaple in Khanpur, Birilli and Gaziabad. They haverdativesin Pilkholi and Ganoli. They
go thereonly on festivals. They speak to her husbands's brothers sometimes 10 times a month,

someti mes 2-3 times in six months. They also have rdativesin Nainital and Hal dwani. They speak
once or twice a year.

The brather from Khanpur is asking if he should pick up cloths from Khanpur and bring them to her so
she can make them. She has a money problem so she can’t invest in these cloths.

F. Natural Capita

G. Physical capital

She reads the paper sometimes, when her children buy it.

They get kerosene for 11,50 Rs, 5 litres a month. Sometimes they get it, sometimes they don’t get it.
The supply of the kerosene is sometimes limited because it is sold on the black market. There are
trucks from the army who use the kerosene.

They don't have dectricity because it is too expensive therefore they do not have any dectrical
appliances. They don't have a phone.

They use wood for cooking.

They have no means of transportation.

H. Influence on and access to transforming structures and processes

She gets the main competition from the market where they are doing tailoring and from the ready
made clothes. Sheis the only person doing tailoring in the village.

Sheisamember of an APL and BPL group. They have women wel fare groups in the village. The
members give 20 Rs. a month. 2 members have one pass book in the bank and they collectively saved
in 2 years 2400 Rs. They don’'t have any plans for the money, thereis no NGO helping.



They do not have a BPL card. They have an oppasition to the prathan, he only gives things to people
he favours. In the village of Tanathey people having a BPL card also havea TV and afridge. These
people also have sons who are earning money from ather cities. They have an income of 25.000 Rs.
per year and they have aBPL card.

Deepa explains that she doesn’t want the BPL card but that she wants the families which are poor and
have small childrento get it.

From the government they are supposed to get good food through the ration cards. The prathanis
responsibl e for the ration distribution. The prathan than takes the food and sells it in the market (name
prathan = Jagdish Singh Mehra, helivesin Tana).

It takes them 30-45 minutes to get to Pilkholi. To Pilkholi they go for their basi ¢ needs. They go once
aweek to Pilkhali. For differentiated needs they go to Ranikhet, they go 2-3 times a month.

Some of the customers are fixed, some of the customers are new.

She sets her prices by getting information from Pilkholi. When thetailors in Pilkholi increase their
prices she also increases her prices.

She only makes as many products as she has time. During the agricultural season she doesn’'t have
time and she has to say no sometimes.

|. Perceived Attributes of Innovation
She does this for coping. | ask what she uses the money for and she explains that without the money
she would not be ableto get food.

J. Innovation-decision

K. Communi cati on-channels used
The entrepreneur learnt how to do tailoring from the book she bought in Ranikhet. She had seen a
sewing machine before in her village.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the family.



2.2 Village cluster Mandel K ote

2.2.1 Village Mandel Kote
Livelihoods in village cluster Mandel Kote

Markets:

(Siam Singh Bisht, Watchman in HOPE school in Mandd koot, living in Mande koot for 1,5 year:)
Market in Mandel koot

- 3 generd stores

- 2 chaishopsincluded in 2 genera stores

- 1lohar

-1 woman doing tailoring in her house’

- 1grinder using diesd
Market in Nagar

- Samesizeand style of market asin Mandd koot
Market in Seema

- PCO

- Colddrink shop
Market in Navalli

- sweeshop

- shoes

- 5cha shops

For basic needs peopl e go to the above mentioned villages because in every village there are some
needs fulfilled. For other basic needs like a bank they go to Tarikhet. For differentiated needs like
cloths, dectric appliances and utensils they go to Ranikhet. Tarikhet and Ranikhet are on one side of
the villages. Kairana is on the other side of the villages. Kairanais also a main market. When they
have marriages they also go to Hal dwani.

(Survey done by Mumta, Suresh and Karlijn on 14 May 2006:)

Survey is done by observation by walking through the villages. Redlizing that some shops might be
closed we also inquired with locals if they could give us information on the amount and type of
enterprises.

Mande koot (0,5 km)
Nagar: Total families: 23 families
- 2genera storesand 1 small general store
- 3 chaishops using kerosene
- 1lohar whichislocated up in the village, not on the road
- ldiesdgrinder
- 2talorsintheir house, 1 man and 1 woman
- Off summer season thereis sometimes dairy
- Inrainy season there are fruits and vegetables
- Thereisone carpenter which is alabourer

Seema: Total families: 20 families
- 1 government hospital
- 3 genera shops
- 1PCO/STD
- ltailorin house
- 2 chaishopsusing LPG



- lédectronic shop

Navalli:

- 6 generd stores

- Of which 2 are also sweetshop using wood for sweetsmaking

- And of which 3 are aso chaishop using wood, kerosene and LPG

- ltailor using manual labour in a shop on the road

- 1dairyshop

- 1 carpenter whoisalabourer.
The LPG truck doesn’t come To Mande koot and the region so if people use L PG they have gotten it
from Ranikhet where they generally go by jeep and than bring the cylinder back by jeep.
There are a few off-road villages which depend on Navalli: Chishua(12-13 families), Uni (45 families)
which has agharat, Tee gaun (0-15 families).

Village Mandel Kote



Manfocusl

Focusgroup with three peopl e from one family who are among the richest peoplein the village. They
have a concrete house. Four rooms upstairs, 2 rooms downstairs for the cattle. They have 100 Nhali's
of land whilethe averageis about 5 Nhai’s. They are also the owners of the grinder. They have
eectricity, aTV, VCD-player, carpets on the floor, coaches, chairs, wall decoration in the form of
paintings and posters.

Names: Diwan Singh Bisht (68), Ranjeed Singh Bisht (23) and Bhagwati Bisht (51)

Population, density and location, ethnicity

Thetotal amount of familiesin Mandd koot is 23-25. There are 10 SCST families, the rest are Rgjput.
The Rgjput families are Bisht and Mehra, the SCST families are Bharti. The SCST people have a
different habitation. They are located downward from the village

Village wise information
Thetota area of thevillageis 300-350 Nhali’s. Out of this 50% is agricultura land.



Manmill

E44, flourmill using diesel, he has one diesd -engine and one wheat-mill in his shop

Name entrepreneur
Ranjeed Singh Bisht (23)

District
Almora

Village
Mande koot

Industry
Flourmill

Enterprise category

OAE. The Enterpriseis not always operating. Only when the demand requires. He does not run the
mill on demand but only when sufficient flour has been collected to make the mill run for awhile. The
production is not continuous, when he has sufficient demand it runs from 15:00-18:00. He runs
approximately 12 hours per week. Heis not present in the enterprise all the time but his houseison a
distance of only 50 metres from the house and most of the time heis sitting outside playing a game
with friends.

Enterprise location
The enterpriseis located on the main market in Mandel koot, across two general stores. Thereisajeep
stop in front of the shop.

Enterprise ownership
The enterpriseis owned by the entrepreneur's father and they have had the enterprise for the last 5
years.

Enterprise sector
The enterpriseis aflourmill.

Enterprise staffing

The enterpriseis owned by the entrepreneur's father but he does not receive a wage for the work. With
his wife he lives with his parents and they share their profit among the whole family. So the staffing is
family informal.

Product costs
Four: 1,50 RgKg
Diesd: 33,50 Rd/litre

A. Adoption, rejection or no knowledge

He uses diesdl because they have to pay 2800 Rs. Per month to get a commercia e ectricity connection
from the e ectricity department. His demand is not high enough for this investment to be beneficial for
him.

They decided to start aflourmill because there never used to be a grinder in the village. The father of
the worker decided to buy one because the other villagers requested him to buy one. They have aso
been thinking about installing an oilgrinder but they haven't done this yet because they do not have the
space to place the oilgrinder. Money is not the problem.



B. Vulnerability context

The demand is always comparabl e because everybody always needs food. During the marriage season,
when additional flour is required people go to the market, they do not have sufficient flour for grinding
their own weeds.

Theprice of diesd fluctuatesalat, it isaways increasing. There has been an increase of 20 Rs. Per
litre since five years ago. The father of the boy rememberd that the prices increased really fast at the
time of the New Orleans flooding. (Remembering and noticing this comes across to me asthe are
informed peopl €).

C. Human capita

The entrepreneur has finished inter-college and the first year of his BA. He stopped because he had
work to do in the house. He is now 24. He finished inter when he was 21. He started to work
immediatdy with flourmill and in the fields.

He learnt the grinding from the mason who came to his shop to install the engine and the grinder. He
had to do this because he does not know much about machines. He paid the mason 4000 Rs. For
installment and training. He never had any knowledge in how to with customers or with accounting
issues.

D. Financia capita

Thetotal sales per month is approximately 2000-2500 Rs. Per month. Out of this thetotal profit is 500
Rs. The costs are diesd, oil and the belts he has to replace. Thisis included in the costs. Every 1-1,5
month he has to replace the bets running from the engine to the mill. The cost of the bet is 35 Rs. Per
feet. It isabout 3 metres. The money from the flourmill is his only income but from this he has to
support hid mother, father and wife. He has a brother working outside, they areajoint family and do
not receive money from him. The entrepreneur does not know how much money thisis. They do not
save any money in th ehouse or in the bank.

He has 100 Nhali's of land. When | ask why he doesn't grind his own weed and sdll it on the market he
states that he has never thought about the possibility of doing this and that it would be possible for
him. The have 2 oxes, 3 cows, 5 goats and 2 buffalo's.

E. Social Capital

The entrepreneur is not a member of any groups. He meets groups of people every day in Mandd koot
(I have spent one week in Mandd koot and | find the entrepreneur is always sitting with his friendsin
front of an old building playing the pool game with fiches. He seems to have alarge group of friends).
Oncein ayear he goes to Katima for areunion and in the marriage season he goes to marriages,
approximately 2 per week, these marriages are in the nearby villages. Outside of this area he goes only
once every six months, for example to Katima, Hal dwani, Ranikhet, Nainital. His father has friends in
Kathmandu, Nepal. To the acquintances in Katima and Haldwani and Nainital he speaks once a
month, the friends in Ranikhet he speaks to once aweek. He hasrelativesin De hi. He never goes
there but he speaks to them once a month.

He has never gotten an ideafor his enterpise from outside but his father has lived in Katimafor 40
years and used to have an enterprise there.

F. Natural Capita
Water never causes a problem for him. The water used for grinding is recycled. Outside there house
they have a storage tank where the store the rainwater.

G. Physical capital

The have atruck in Katima. Katimais 200 km from Mande koot. It takes them 6 hours per busto go
there. They have a scooter here which they sometimes use for getting diesd because sometimes the
jeepdrivers forget. They also use the scooter for getting daily needs from the local market from
Khairana. It shows that in comparison to the other peoplein the village they have sufficient money
because their interior islargely decorated with carpets, tables, couches, chairs, TV, VCD, paintings.
They have 2 rooms daownstairs, a kitchen and 3 rooms upstairs.

The entrepreneur reads the paper daily.



H. Influence on and access to transforming structures and processes

He gets the diesd from Khairana and Ranikhet from the petrolpump. He pays 33,50 per liter. Per week
he needs 15 litres. He gives ajerrycan of 5 litres to the jeepdrivers and they bring back afilled up
jerrycan. If heruns the diesel engine for three hours a day he needs new diesd after three days. SO he
can run for 9 hours. If he grinds 12 hours aweek he produces 300-400 kg of flour.

His father used to be a contractor and from that he had the money to buy the materials.

They pay alicense fee of 600 Rs. Per year for the machines they have.

They do not pay any tax

The enterpriseis not formal.

They are registered with the district panchayat.

They know the prathan as a friend. They visit each other in their homes.

The customers are always the same, fixed customers.

The gharat in Uni, which is approximatey 20 minutes walking, offers no competition. Only 1% of the
people go there. The people who go there have a money problem and the gharat is cheaper. There they
can give an amount of flour in stead of money. The entrepreneur claims that the flour of the gharat is
not healthier at al because both is done with the same movement.

When thereis an increasein prices of the diesdl heta ks to 2-3 other grinders in the region to set the
new prices. They do not have a meeting, they just talk about it when they meet.

|. Perceived Attributes of Innovation
J. Innovation-decision
K. Communi cati on-channds used

L. Extent of change-agents promotion efforts



Mantll

E43 Tailoring using manual |abour

Name
Hema Neghi

District:
Almora

Village:
Mande koot

Industry:
Tailoring of blouse, petticoat, sari, soot

Enterprise category:.
casual labour. She only does tailoring when she has time. She makes approximately 10-15 pieces of
cloth per month

Enterprise location:

On the main road running through Mandd koot. The main market of Mande koot exists of a small
amount of enterprise, less than 10, next to eachother. The enterpriseis not a shop but she works at
home. Her homeislocated 1 minute walk from the main market and above a genera store.

Enterprise ownership:
Sole proprietor. She works as the only onein the family as atailor and sheisthe only worker doing
the tailoring work

Enterprise sector:
Tailoring.

Enterprise staffing:
Only entrepreneur is the worker

Product costs
A blouse costs 20 Rs. A soot 60 Rs. A petticoat 20 Rs. A sari 15 Rs.

A. Adoption, rejection or no knowledge

The entrepreneur has been sewing since 4-5 years and has been doing well for the last 2-3 years. She
got the handmachi ne when she got married and has since been using the machine on manual 1abour.
Sheis aware that the machine can be changed into a footmachine but she does not know how to do
that. She says that she has never thought about the fact that it would work faster if she does this
(Clearly it is not so important for her to increase her productivity. She only works on the machine
when she has time and it seems like the money is not very important for her). She has heart about
sewing machines on dectricity but she has never seen one.

B. Vulnerability context

She buys the buttons, hooks and thread and there are fl uctuati ons in the prices for these. These

fluctuations depend on the availability of the material. Shetells that there are no seasonal fluctuations.
There are fluctuations in the demand for the finished goods. She has good demand in the marriage
season. Thisisin November, December and February and from 15 April to July. During these months
the demand is twice as high as normal. Since she started working the demand for her finished goods



had increased. She says the reason for thisis that sheis getting better and the people know this and
therefore cometo her. She aso attracts peopl e because she finishes the products on time and she
refuses when she knows that shewill not make it on time.

C. Human capita

She has a problem with her eyes and therefore she gets a headache when she sews to long. When she
is free she sews from 7:30-10.30. Sheis a member of a Self Help Group supported by HOPE.

She started school at the age of five and She continued until she passed intercollege. She got married
at the age of 19, when she finished school. When her children were small she didn't have timeto sew
but when they started to go to school she did get time. She started this because in this manner she
could get some money.

Shelearnt tailoring hersdf by trying. She cut up old clothes and started to learn from this. If there was
something she didn't know she used to talk to the other girls and the ladies to find out what to do.

D. Financia capita

IN the season her profit is 300-400 Rs. The costs are then 100 Rs. Off season the profit and costs are
than half. So 200 Rs. Profit and 50 Rs. Cost.

Her family consists of her, three children and her husband. Her husband is a government teacher.
(Later | find out through Sonu that the government teachers earn 10.000 Rs. Or even more, thisisa
large income in comparison to most peoplein thevillages in this area). (Sheis alittle bit hesistant to
speak about the income of her husband probably because he earns so much and she does not fully trust
the situation and the questions | ask her)

One of her sonsis handicapped.

Her family does not have any land except for the land where ther homeis located on. They don't have
any cattle. Only one hen.

She says the family does not have any other sources of income. She only tells that she saves money
through the SHG. She saves 10 Rs. Per month and with the group they have atotal of 13.000 Rs. The
can usethis for training. They have received atraining for making pickle through HOPE. The money
is aso used for members of the group who need it for schoolbooks for the children or for food.

E. Social Capital

Sheis amember of the SHG. Not of any other groups.

She knows peapl e in the neighbouring villages. She knows peoplein Almora, Bageshwar and
Pithoragarh. These are all relatives and they meet in marriages but they don't talk on the phone (There
is no phone in Mandd koot, the onein Sema hardly works). She goesto 1-2 marriagesin a year.

She has a brother in Haldwani. They meets him 1-2 a month. When he has time to cometo
Mandelkoot. She also has family in Delhi. They don't speak to eachother. She doesn't have any other
people she knows. She has never gotten an idea from the above-mentioned people.

F. Natural Capita

G. Physical capital

They have dectricity, the dectricity bill is gpproximately 400-500 Rs. When it isvery cold they go
inside and the lights are on and then they get higher bills.

Thelight is gone more in summer time, it depends on the weather. Sometimes once a week. (I notice
that people here have more probl ems with saying how often thelight is gone than in the Pilkholi area.
It seems to methat this has to do with the fact that people life more from day-to-day here than in
Pilkholi and therfore life day by day and know less when the e ectricity is gone.

She says in summer timethe light is gone 1 hour a day and than she comments again that it is not that
different in other seasons in the year. (obviously she does not exactly know)

The family uses gas for cooking. They get the gas from Ranikhet. The costs for going to Ranikhet and
coming back are 70 Rs. But she gives money to the jeep-drivers. The jeep drivers take back the
gascylinders for them. They pay the jeepdrivers 330 Rsfor the transportation and the cylinders. The
gas useis 1 cylinder per month. The gasis always available and they useit for making tea or cooking
the food.



The family does not use kerosene.
They have no transportation, no TV, no maobile phones, no CD-players, no fridge, no DVD. The
entrepreneur reads the paper daily.

H. Influence on and access to transforming structures and processes

She has competition from the ready-made garments. Because people buy their fabrics in Ranikhet they
also bring their dothes to thetailors in Ranikhet. There aretailors in Sema, Nagar and Vishankoot but
she hardly has competition from these tail ors because the peopl e from Mande koot know her and come
to her when they need stitching.

The customers come to her home to bring their own clothes. She never goes to the homes of the
customers. She buys the required thread buttons and hooks.

The family goes for their basi ce needs to the general storein Mande koot. She goes to Mande koot
once every two months. The cost for thisis 70 Rs and it takes 2-2,5 hours one way. She does not go to
any other bigger cities, towns.

She has to say no to customers sometimes because she doesn't have time but the demand for her
productsin not that high that she wants to increase the production.

She knows the prathan and the wardmembers (she immediatdy says the name of the prathan). She
says that she knows him as a villager but they do not visit eachother.

Mostly she has fixed customers. It happens very often that they do not pay immediately but only after
sometime. Shetells that that sometime very often doesn't come.

She sets the prices for her products according to the market. The women in the village talk about the
prices and accordingly she sets them.

|. Perceived Attributes of Innovation

She does not experience a heed to increase or improve her production because this money is her
pocketmoney. She usesis for guests, to buy them biscuits or to take guests out. She usesit for her
children, to buy them pencils, chocalate or rubbers.

J. Innovation-decision

K. Communi cati on-channels used

L. Extent of change-agents promotion efforts

The houseis very big in comparison to the other houses in thevillage. It is atwo story, large, concrete

building, nicdy painted and well-kept. It shows that rich peoplelife her. When verified with my
translator he agrees.



2.2.2 Village Navalli
Navbl1l

Navalli
Enterprise 42, black smith using bark of trees for repairing agricultural tolls like sickles.

Interview done by Suresh and Karlijn on 15 May 2006. During the interview the entrepreneur’s
brothers and their families are also present.

Name entrepreneur: Shambu Ram

Production process

The entrepreneur does repairing work only. He uses bark of trees for heating. This isthe entrepreneur
only work. Heis currently 64. Approximatdy he gets 3-4 Rs. for repairing, for knifes he gets 3-4 Rs.
For axes he gets 10 Rs. Some peopl e pay in food, some people pay in money.

Location

The entire habitation is Ram. Four our of the 5 families which are SCST are living here. The other
SCST family is not from the same family. The people living in this habitation are four families which
are four brothers and their families.

The habitation is quit far outside the village. I T is approximately 10 minutes wal king from the central
market placein Navalli and than it takes another 5-10 minutes to climb up a hill. There the habitation
is located.

A. Adoption, rejection or no knowledge

He uses bark of trees. He doesn’t use wood because it is forbidden to use wood and the forest
department and the sarpanches in the villages check this. Thereis not enough dry wood available. He
doesn’t use charcoal becauseit is really expensive. He has no idea about the price of the charcoal.
When | ask if it is5 Rs. per kg or 100 Rs. per kg he has no idea (Here it is obvious that the
entrepreneur has never tried to work with charcoal. It think he feels no need to use another energy
source because his demand is so low that he can manage with tree bark.). Most of the time he uses
bark but sometimes it is not available because it istoo wet, than he uses wood. When they use wood
they don't cut trees. The prices of the trees are according to size. Approximately they are 500 Rs. They
generally only use trees which are dried up or destroyed by fire

B. Vulnerability context

The demand is highest when the crops are standing in the field and at the season when the peopl e cut
grass for their animals. In September and Oktober the demand is high. In March the demand is low
and in April and May the demand is high. The entrepreneur explains that the lohar who builds new
tools is getting a high demand. When | ask the entrepreneur why heis not doing this he replies that
these people have to do really hard work. They will need at least four men and the amount of money
which would be earned would not be sufficient for the input of work.

There are too many lohars in the neighbouring villages. People don’t have so much land that they need
to do so much farming that they need so much tools.

Demand has aways been decreasing. Thelast five years the demand has been very low because there
was not enough rain so people don’'t have so much need for the products. (To meit seems likethisis
part of the problem. | have seen lohars making compl ete finished product but this was in district
Dehradun where the people are richer and there is more water available. The entrepreneur seems to be
not very motivated though to try to increase his production.)

C. Human capita
The entrepreneur went to school. He has finished private education up to the fifth class. He passed the



fifth class at the age of 11-12. At that time he had a big family with four brothers and four sisters.
Only his father was earning money and heis the el dest brother so he had to start earning money as
wdll. He started working with the cattle in the forest and after that he started doing agriculture. He did
this until the age of 40. Than he started doing lohar work. He started by doing it for his own family.
He didn’'t want to go to somebody d se for the work, he thought he could do it himself. He learnt how
todoit by tria and error. The entrepreneur has been doing this work for thelast 20-25 years. Heis
now 64. His father was not alohar. After 1-2 years he started doing it for others.(The reason that he
doesn’t make finished products might be that he has no knowl edge of how to make these.) He started
doing it for others because they would come to him to ask himto do it for him. He never goes out to
get customers. Whoever comes, comes. He says there is nothing he wants to change. Heis already 64
so what should he change.

D. Financia capita

This year the entrepreneur has hardly made any money because there are not many cropsin the field.
Normally he earns 500 Rs. for the total period of April and May and also 500 Rs. for the period of
Oktober and September. When he started doing the lohar work he had aloan of 10.000 Rs at the block
officein Tarikhet. The total amount has been paid back.

All the families living in this family are brothers but they are not joint. The entrepreneur is joint with
his sons. His sons are not working, they are all in school.

His other income source is agriculture. He, his wife and their children have 8-10 Nhdi’s of land. In
years of normd rain they can eat from this for 2-3 months. The entrepreneur has a stone house, inside
from mud. It isawell kept house with in tota four rooms, 2 upstairs and 2 downstairs of which oneis
for the cattle. The rims are painted and the door and the windows are also nicely painted. The
interview is donein his brothers house which is a concrete house with couches, table, nice wall
decoration, eectricity. When asked why the interview is donein his brothers house he replies that this
is becauseit looks nice for people from outside. (It is indeed true that his brothers house |ooks richer
becauseit is concrete and the entrepreneur does not have couches etc.)

The entrepreneur, his wife and their sons have 2 oxes, 4 goats and 2 cows.

E. Social Capital

The entrepreneur is not a member of any groups. He meets groups of peoplein marriages or functions
in the family. In the marriage season, which is May and June, he goes 1-2 a month to a wedding.

The entrepreneur knows people in Uttaranchal, al his relations are in Kumaon region. He has family
members in Ranikhet. He only speaks to them in marriages. He doesn’'t phone them.

The entrepreneur has never gotten an idea through these family members.

(The entrepreneur does not have any contacts which give him access to markets. His family is not
helping him in the activitiesin his enterprise. Thisis someone who has avery smal network. Only
within the habitation and he goes sometimes outside of the habitation to get his basic needs. He does
not strike me as a person who can make contacts for his enterprise and who gets customers because he
is working on his network)

F. Natural Capita
The bark of the trees he uses as energy source. They are dways available. He only uses wood on rare
occasions, if he has somein the home and he can't go out to get bark.

G. Physical capital

There are four houses in the habitation and only the rich one with the concrete, nicely painted house
has e ectricity. The entrepreneur’ s family does not have dectricity.

The entrepreneur reads the paper someti mes but not daily.

He uses kerosene from the government fair price shop for making tea or for the kerosene lamps. They
use wood for cooking. The pay 11,50 Rs. for the kerosene. The keroseneis always available. It has
happened only a few times that it was not there because there was aroad block. His family uses 3-4
litres per month. One of his cousins | also ask and she replies that whenever she went for kerosene she
always got it.

They go to Seema or Lachina for phoning.



The entrepreneur does not have dectricity so he doesn’'t havea TV, aradio, a CD-player, afridge, a
VCD or aDVD.

H. Influence on and access to transforming structures and processes

For their basic needs, like dahl, masala and chawal they go to local markets. He only goes to Tarikhet
when he has work there, for exampleif he has to go to the BDO or when he has to buy clothing. When
he goes to Tarikhet he goes on foot. It takes him 2 hours. His main markets are Ranikhet and Tari khet.
Sometimes he goes oncein three months and sometimes he goes 3 times in one month.

The entrepreneur does not pay to the district panchayat. Heis not a registered enterprise. (Heis of the
road, in the village. | think the district panchayat has no idea of the existence of the [ohar)

The entrepreneur works according to demand. One some days he works some hours. Thereis not more
demand to work more.

When he started doing the lohar work he had aloan of 10.000 Rs at the block officein Tarikhet. The
total amount has been paid back.

The entrepreneur knows the prathan and the wardmembers. He knows the prathan as a villager. He
only goes to the prathan if he has panchayat work. For example a stamp on an application. The prathan
always does these things ( The other family members confirm). All the four families who areliving
hereare BPL. (This means he cannot reach markets through the prathan because he is not a friend).
The entrepreneur has given an application for the e ectricity but they haven’t got it yet.

He doesn't have fixed customers. He doesn’t see their faces again and agai n. They someti mes cometo
his enterprise and they sometimes go to the other lohars. (The entrepreneur doesn’t come across as a
socia person who can do customer binding.)

The entrepreneur has alot of competition. All thelocal lohars have the same price. They don’'t have
meetings. They listen to what they local people say and than they adjust their price.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping. He has no other sources of income and he has no
luxuries. Heis not willing to learn new things or try to increase his production by making finished
products or by doing some mouth-to-mouth advertisement. Thisis coping and not aiming for profit.
The entrepreneur knew that this energy source would have beneficial outcomes because herolled into
the job not because it was a deiberate decision but because he started doing it because he did not want
to pay othersto do it. Because he did not pay others to do it he used bark of trees because it was for
free. After the entrepreneur had been doing the work for 1-2 years other people came to him to ask
him if he wanted to do the black smithy work for them. Gradua ly the amount of people increased. The
entrepreneur explains that there was never such high demand that it was necessary or required to use a
more efficient energy source.

The entrepreneur did have the chance to experiment with the energy source because he first did the
work for his own family. After 1-2 years the black smithy work came to be commercia, meaning that
he started earning money with it.

When the entrepreneur started using the energy source he also started doing black smithy work.
Therefore at the time of introduction he had to start all the new skills.

J. Innovation-decision
The entrepreneur decided himse f to start doing the black smithy work for his family.

K. Communi cation-channels used\

Nobody ever taught the entrepreneur how to do the work. The entrepreneur started doing the work first
for his own family. Later he started doing for commercia purpose. He saw other people do the work in
other black smiths where he used to go before.

L. Extent of change-agents promotion efforts
Nobody ever promoted the energy source to the entrepreneur.



Navfocusl

Navalli

Focusgroup with 4 local men in the beginning and 10 local men in the and. When we started there
were 4 men: Anoop Singh Mehrawho is 55 years old and has always been in Navalli. A few times he
went out to work in Ranikhet for another sweetshop. Gopal Singh Nhegi (55) who has always been
living in the village. Shiv Singh Bisht (27) and Navdeep Singh Nhegi (19) have dways beenin the
village. During the interview many other men arrive. Two of them arereally helpful. Oneisredly old
and has the attitude that they don’t want any help, no road, no phone, no dectricity. Another men who
arrived seems to be quite rich. He has a big stomach and he has a mobile phone. Only 4 peoplein the
village have a mobile phone. He does know alot about the village but heis not the prathan.

Interview done by Mumta, Suresh and Karlijn on 14 May 2006 a one of the sweetshops in Navalli.

Population size, density, location and ethnicity

There are 40-45 families in the village. 40 are Rgjput and 5 are SCST. The scheduled caste families
are Ram and Devi. The Rajput families are Nhegi, Mehra, Bisht, Gorddla. There are no habitationsin
thevillage All the people are mixed in the village. There are no groups of housesin the village. Four
SCST families live on the outside of the village. Thereis one family which is SCST which livesinside
thevillage They do not have an idea about thetotal size of the village. They do know that the
minimum amount of land that families have is about 5 Nahli’s.

Villagewise information

Lachinaisthe gram panchayat. There are three villages in the gram panchayat. Thereis Navalli,
Lachinaand Karadura. The prathan livesin Navalli. Thetotal amount of wardsin the villageis five of
which Navalli has two.

When | ask about the prathan they claim he has a very big stomach (which means that he has alot of
food and heis very wealthy. Thisrdationship | aso identify in the other man who arrived later. He
has as the only one of the people a big stomach and heis also the only one with a mobile phone.). The
do say that the prathan performs every task that he gets from the Block Deve opmetn Office.

Vulnarabilities

Seema has a lot of rain and thereforeit isvery green. The villagers of Navalli claim that they don’t
have alot of water (I have to mention herethat the villageis greener compared to Ganoli, Pilkhali,
Tana, Taswad and Chamoli. There are also many fruit trees when we walk from Mande koot to
Navalli.). In summers they have a problem with get sufficient drinking water. They have to walk to
kilometres in the summer to a natural spring. After the rainy season they rey on streams for their
drinking water. In summer it takes one hour to fill an entire bucket and after the rainy season it takes
only 5 minutes. There are no hand pumps and no wells in the village but there are sufficient taps.
There are problems with landslides in the rainy season. At the places where the mountain is cut for
making a road the water is so much that it cause landslides. This is someti mes dangerous for the
houses but the last time that this happened was 12 years ago.

Market

The main market is Ranikhet which is 12 kilometres away. It takes 2-3 hours to walk to Ranikhet from
Navalli. When there are no landslides thereis no problem for getting to Ranikhet, They than go by
jeep or somu. During the rainy season when there are landslides they have to go by foot because the
road is covered with mud, they can't drive at that time. They go to Ranikhet oncein aweek or oncein
15 days. From Navalli

Devel opment Office and basi c needs and State Bank of India. Ranikhet is their whol esal e market.

The main sources of income.



The main sources of income in the village are agri culture and labour. This year people can only eat for
1 month from their land but normally they can eat for 6 months. The labour people do is mainly the
construction of roads and buildings. Daily wageis 80 Rs. There are no skilled labourers in the village.
If people need labour they go to nearby villages, not to Ranikhet and Tarikhet because than they would
have to rent aroom. 50% of the families are women families. Their husband has gone out working and
they run the household. The men have left for Haldwani and Delhi for labour.

Education

Thereis ajunior government school in Lachina. Thereis no primary or secondary school in Navalli.
The closest secondary school isin Tarikhet. In Mandd koot there is a pprimary public school until the
fifth class.

Non farm income generation
- 2 sweetshops, one using wood and one using gas
- 3 genera shops
- 3 chaishopsall using wood
- ltailor using manual labour on the road

Energy sources

Thereis no LPG truck coming to Navalli. If the peoplewant to get L PG they need to go to Ranikhet.
The costs of going to Ranikhet and coming back by jeep are 70 Rs. The cylinder costs 290 Rs. There
are never problems with the supply. The cylinders are always available.

Kerasene they get from the government fair price shop in Navalli. Onelitre costs 11,50 Rs. Itis
always available. They claim that thereis no selling of kerosene on the black market.

The éectricity cameto the villagein 1990. A member of the parliament and a member of the
legdislative assembly came to the village. They asked the villagers for support and in exchange
promised e ectricity if they would get eected. They got to be € ected and so the e ectricity came. In the
beginning only 2-4 people got dectricity. Now 24 families have dectricity. The other people do not
haveit yet. A few of them gave an application but it still hasn't been introduced for these peaple.

The ectricity bills of the peoplein the village who have dectricity fluctuate very much, sometimes it
is500 Rs, sometimesit is 1000 Rs. When it was really high they went to the office with their reading.
The dectricity department checked it and than the bill was corrected. They do have an dectronic meter
but they say that the computer makes mistakes. (In Pilkholi the € ectronic meters have just been
introduced.)

BPL

In the gram panchayat Lachina 95% of the population is BPL. Most of the SCST people have a BPL
card. Thereisone BPL family who doesn’t have it whilethay need it. The man in the family is
physically disabled. This family doesn’t have anyone who can go into the Block Devel opment Office
for them.

Infrastructure

Four people in Navalli have a mobile phone and there is one landline. For phoninh they haveto go to
Ranikhet. ThereisaPCO/STD in Seema but that phone often doesn’t work. If they need to phone they
normally wait until it is working. If they need to make an emergency phonecall they go to Ranikhet.
They do not use the phone from the family which has the landline because they are BPL. One man
claims that the people don’t want a phone because they are busy.

The Public Work Department has plans to do construction on the road. The gram prathan filled out an
application and they came to do a survey. They were not informed about any planned activities for the
road since.

Typica
- b6familieshaveaTV
- 1family has afridge
- 5 familieshaveaCD/VCD



Nobody hasaDVD

1landline

4 mabile phones

2 families have a car (1 sumo, 1 Marshal)

Most people have a house built from stones. The people who are rich have a concrete house.
Nobody has their own water tanks in the village.



Navfocus2

Navalli

Focusgroup starting with three locals. One woman named Bhagwati Devi (40), Kisan Singh Mehra
(25) and Digar Singh Nhegi (28). During the interview more and more peopl e gathered together and
helped in explaining the problems and characteristics of the village. The interview started because |
was told that there was one scheduled caste family who had not gotten a BPL card and who had a
handicap. The people | had been talking to said the prathan was very good. | thought it would be smart
to talk to some people in worse conditions.

Interview done by Mumta (Ngo-member of HOPE in Mandel koot), Suresh and Karlijn on 14-05-06.
Theinterview was done at the house of the SCST family inside the village. There are another four
SCST families living on the outside of the village. | was told that they were quiterich.

Population size, density and location

There are 40-45 families in Navalli. Out of these five are SCST and therest is Rgjput. Thetotal village
is somewhere in the range of 200-300-400 Nhali’s. Out of this approximately half is agricultural land.
Every family has at least 10 Nhali’s. Every family does different agriculture so it depends how long
the can eat from their land. This year people can eat for maximum one month. Normally maxi mum 2-3
months.

BPL

Bhagwati Devi has a BPL card. One of her sons is handicapped and he has never gotten his pension
for handicapped people. He doesn’t get it because the family does not do enough paperwork to arrange
the pension. Another problemis that they have to go to Almora and fill an application and they don’t
have enough money to go.

One of the men who arrives later is saying that he has the BPL card for three years and that he never
got the ration. The government shop has never given it to them. (Probably it is sold on the market for
higher price.

New BPL card owners do not get their ration.

Energy sources

Some have an dectricity connection. (Mr. Devi has arrived): Mr. Devi says that he doesn’'t have a
connection. He gave an application 2-3 times but there has not been any action by the Energy
Department yet. He went to the d ectricity department 2-3 times but he still didn’t get it and he does
not have the money to go again.

A member of the Legalslative Assembly cameto visit the village Some people gave an application to
him in exchange for them casting a vote to him. Mr. Devi was not at home that night so he didn’'t get
the dectricity connection.

22-24 families in the village have an e ectricity connection. There are peopl e in the village who have
applied for a connection but they didn’t get the connection yet and there are aso peopl e who can’t pay
for it. For example awidow who has children and has no income at all. She can't pay for it.

Thebills do naot fluctuate very much. The charges are always in the same range.

Kerosene is always available in the government fair price shop in Lachina Therateis 11,50 Rs per
litre

4-5 familiesin the family use LPG.

Markets

For basic needs they go to Navalli, for masaa, dahl and vegetabl es. They sometimes go to Ranikhet
and Tarikhet. It takes 2 hours to go to Ranikhet by foot and 1 hour to go to Tarikhet by foot. When
they go to Tarikhet or Ranikhet they only go for clothing.



Typica

The people who arerichin the village have a concrete house, well painted, 2 storey. The haveaTV.
The houseis big and the cattleis living separate from the people. The poor people have a stone house.
Theroof is aso constructed by stones. The generally have a one storey or two storey house but the
houseit much smdler. Theinside walls are generally not painted but covered with mud. The door
generally does not have a doorpost. There are not always doors and window post. People generally
have a cloth to sit on the ground while the richer people have couches and chairsto sit on.



Talk to SCST peoplefrom the village (Enterprise 42, 15 May 2006):

The dectricity is gone very often in the summer season. Sometimes 4 hoursin a day and
sometimes 7 hours a day. In this season, the summer, the light is gone every day. In normal
season the light is good. If they have a connection they have light the whol e month.

When there are landslides on the roads going to Navalli they have problems with getting
sufficient food. If the removal of the landslides takes a few days it might be that they do not
have flour and rice.

If thereis rain they do not go to work because they mainly work in construction which is not
possiblein therain.

Everybody in their habitation has afood problem. If they have a good crop they have enough
for 2-3 months. This year they haveto buy al the wheat from the market. For the unempl oyed
people this problemisreally big.

There are some problems between the Rg put people and the SCST. They don't drink, eat and
have tea here (Luckily they offer usateaand | am very happy to be able to say yes. You can
tel they likeit very much.)

One of the people we are talking to has a sister who is awidow. She doesn’t have anyone and
she has an APL card, which is higher than an BPL card which does not give her right to
cheaper ration. The former gram prathan made these cards and he is not good.

When | ask to tel me how | can seeif somebody has money they can’t explain but they have
taken us to the house of the brother who istherichest. Thisis very visible. He has a concrete
house, no cattlein the house, eectricity, aTV, aradio, nicely painted house, photographs on
the wall etc. The other houses are stone houses, inside is covered with mud. When | ask why
they have taken usto this house they reply that it |ooks good when outsiders come to take
them to this place



Navsw1

Navalli
Enterprise 40. Sweetshop, chaishop and general store using kerosene and LPG as energy source
Name entrepreneur: Shiv Singh Bisht

Production process

The entrepreneur uses LPG for making sweets in the room next to the general store. He sdlls the
sweetsin the general store. He uses kerosene for making samosa and chai. Outside of his shop thereis
a bench which is protected from rain. There people can sit and have tea.

In the general storethe entrepreneur sells cookies, biscuits, pens, cosmetics, stationary, soap. The
entrepreneur is the owner of the enterprise but he rented the shop for 500 Rs. per month. His brother is
19 and he dso works in the enterprise but they are ajoint family so the money from the shop is shared.
The entrepreneur livesin Uni.

Interview is done by Suresh and Karlijn on 15-05-2006. During the interview afew local customers
are sitting on the bench outside. His brother is cooking the sweets and the samosa. He serves the
clients who cometo the genera store. During theinterview thereis a group of 4-5 ladies who go into
the shop.

Location.
The enterpriseislocated at the beginning of Navalli when coming from Karaina. It islocated on the
corner so it isvery visiblefor the peopl e in jeeps passing by the enterprise

A. Adoption, rejection or no knowledge

The entrepreneur uses LPG for sweets making. When he doesn’t have L PG he uses kerosene. Thereis
no L PG when the road is blocked or when thereis astrike. Theroad is blocked during the rainy season
when thereis heavy rainfall. In the rainy season, July and August, this happens 3-4 times a month. The
rest of the year this doesn’'t happen. Thereis a strike when thereis anincreasein LPG prices. This
happens afew times in a year, approxi mately two times. The entrepreneur has enough money for
buying LPG. He doesn’'t use kerosene because kerosene has alot of pollution.

The entrepreneur uses one cylinder of LPG oncein every 10-15 days.

The entrepreneur uses kerosene for kerosene lamps when thereis no eectricity. Onelitre kerosene
costs 11,50 Rs. He uses the kerosene for making tea and samosa. He uses 15-20 litres of kerosene per
month which he gets in the government fair price shop. Some people don't use kerosene so he can
always get the required amount from the government fair price shop.

The entrepreneur doesn’t use d ectricity because than he would need a commercial connection. He
doesn’t use a commercia connection because than the cost would be higher than using kerosene and
LPG.

He doesn’'t use wood because there is not sufficient dry wood available. The entrepreneur doesn’'t want
to cut thetrees. He says that if one man cuts 4-5 trees in a year than in one year the whole forest will
be gone.

B. Vulnerability context

Kerosene and LPG are always available. In Ranikhet thereis no problem of getting LPG.

Theraw materias he uses are maida, baisin, sugar, suji. He gets the raw materials from Ramnagar
there are many very big wholesalers in Ramnagar and the priceis cheaper there. It is possibleto get it
in Haldwani and Ranikhet but it is more expensive there. He always goes to the same wholesd er. He
goes to Ramnagar 1-2 times a month. In Ramnagar al the whol esal ers have the same rate. His
wholesaler has good and bad qudity. He checks it before he takesiit.

There are fluctuations in the prices of the raw material. He goes there every 15 days and than the



prices have increased or decreased.

IN the marriage season the demand for the sweets is higher, in the months of April, May and June. He
sells more sweets than. He has a 50% increase in the demand for sweets. Every jeep passing by stops
in front of his enterprise to take samosa and tea. He daimsthat heis famous for it. In winter the
demand for samosa and chai is higher. Theincreasein winter is approximatey 30-40%.

The entrepreneur has had the enterprise since three years. Demand increased since he started the
enterprise. In before there were 2 marriages out of which none would come for his sweets, now one of
them will cometo his enterprise.

C. Human capita

The entrepreneur has gone to school from the age of 5. He went to school and finished intercollegein
1996. He was bornin 1976 so he passed when he was 20. He went to primary school in the
government school in Uni . To secondary and intercollege he went in Ranikhet. He did one year of
Bachelor of Artsin Ranikhet but he stopped because he needed employment. After that he went to
Dehi for five years. Heleft in 2001, when he was 25. From 1996-2001 he learnt computers and
typing. In Delhi he started his education as a flight operator but the education was redlly bad so he
stopped. After that he went working for Mr. Cook, a catering and restaurant. There he learnt about
ddivering good quality.

He learnt making sweets from his brother in Dehi. His e der brother had opened a sweetshop in Ddhi
and had learnt how to make all the sweets. The eder brother taught the two younger brothers. The
entrepreneur has had the enterprise for three years. After having worked at Mr. Cook the entrepreneur
had a sweetshop himself but it didn’t work in Delhi. He returned from Delhi after having lost alot of
money there.

The entrepreneur wants to learn whatever thereisto learn. Every product in his shop should be
excellent. HE would like to learn sweets from dried fruits and normal fruits but he has never learnt. He
would also liketo learn how to make cookies. He hasn’t learnt these things yet because he can learn
thisat PHUSA. Thisisan institute for hotel management. When | reply that he could be going to
another sweetshop who do knows how to make these things he replies that there is no sweetshop in the
area which knows.

The entrepreneur would like to have a grinder and a mixer because that could increase his production
but he didn’'t get it yet because he doesn’t have the money for it. When | confront him that he can get a
loan he claims that after getting aloan he would not have sufficient money for paying theinstallemtn
plus the interest. Herepliesthat aloan is only beneficial for rich people.

D. Financia capita

The entrepreneur explains that normally he has 500 Rs. sale and out of this 400-425 Rs. is cost. His
daily profit is 75 Rs. In the high season he has a sale of 1000 Rs and the costs are 700 Rs. The monthly
cost of LPG is 600 Rs and the monthly cost of keroseneis 15 * 11,50 = 165 Rs. He hasto pay a
monthly rent of 500 Rs. 75-100 Rs per day * 30 = 2250-3000 Rs. is profit. The entrepreneur has ten
peoplein his family out od which three are earning. His elder brother in Delhi and him and his
younger brother in this enterprise. His elder brother in Delhi gas a privat job and he sends home 2000
Rs. per month to his family herein Navalli. His younger brother works with him so they share the
profit.

They don't save any money.

They have total land of 20 Nhali’s with the joint family. His elder brother is not profiting from this.
The family can eat from this land, normally, for 3-4 months but it depends on therain. The
entrepreneur has 3-4 calves but they don’t give milk yet.

E. Social Capital

The entrepreneur is not a member of any groups. He meets groups of people when thereis amarriage
or afestival. He meets groups in festivals twice ayear in Holi and Dhivali. He also meets groups of
people when they have ajagar. That happens afew times a year, 3-4 times. HE also meets groups of
people in marriages. This happens in the marriage season in April, May and June and from November
to January. On average he goes to marriages 3-4 times a month but sometimes he goes 10 times.

His brother isin Ddhi, he takes to him 1-2 in a month. He still has friends in Delhi from thetime



when he stayed there and he speaks to them oncein a month. He goes to De hi twicein ayear. His
brother comes back to the village when there is a marriage.

The entrepreneur is not marri ed.

The entrepreneur has relatives in Bangal ore. He speaks to them oncein 2-3 months. In Ramnagar he
has rd atives. He speaks to them when he has time | eft when he goes to Ramnagar. He has rlativesin
Haldwani to them he speaks oncein every 2-3 months.

The entrepreneur got the idea for the shop himsdf. Hetried at Delhi but thereit didn’t work. At that
time he had the money for it and had bought the enterprise with the materials from rel atives who used
to have an enterprise like that. His brother in Delhi supports him only in monetary terms. He gets ideas
from his brother whenever his brother |earns new things. This doesn’'t happen very often after he has
learnt to make sweets from his brother.

F. Natural Capita

The entrepreneur has no problems for getting water. During the summer it is more difficult to get the
water because than the taps don't run. Thereis anatural spring in Seema on the road and thereis one
natural spring in Navalli. This spring is up in the village so the entrepreneur mostly goes to Seema
because the road to Seemaisflat.

G. Physical capital

Some people don’t use kerasene so he can a ways get the required amount from the government fair
price shop. The allowed amount is 51 but he can get the amount he needs in his shop which is 10-151.
The entrepreneur gets the kerosene from the government fair price shop in Navalli.

Thereis no LPG when theroad is blocked or when thereis astrike Theroad is blocked during the
rainy season when there is heavy rainfall. In the rainy season, July and August, this happens 3-4 times
amonth. Therest of the year this doesn’t happen. Thereis a strike when thereisanincreasein LPG
prices. This happens afew timesin a year, approxi mately two times.

In his shop thereis no eectricity. The entrepreneur doesn’t use e ectri city because than he would need
acommercial connection. He doesn’t use a commercial connection because than the cost would be
higher than using kerosene and LPG.

For getting LPG the entrepreneur goes by jeep to Ranikhet. This costs him 55 Rs. to go and get back.
The cost of the cylinder is 280 Rs.

The entrepreneur has no means of transportation.

The entrepreneur livesin Uni and there hehasa TV and aradio. He does not have a phone, CD and a
fridge

The entrepreneur reads the newspaper daily.

H. Influence on and access to transforming structures and processes

Ranikhet is 36 kilometres from Navalli. It takes the entrepreneur 1,5 hour to go there by jeep ad when
he goes walking it takes him 2 hours. Usually he goes walking to Ranikhet. To Ramnagar the
entrepreneur goes by bus. It costs him 75 Rs. and it takes him 2,5 hours. He goes to Ramnagar 1-2
times a month for going to the wholesaler.

The demand is not larger than the entrepreneur can supply. The entrepreneur is not constantly
producing sweets. The entrepreneur explains that he thinks he would be ableto sell moreif hewould
be able to make different things like also sweets with dried fruits, normal fruits and cookies. He does
not have the money to learn this.

The entrepreneur pays the jed a panchayat 300 Rs. per year.

There are no restrictions on the entrepreneur having his shop opened.

The entrepreneur knows the prathan and the wardmembers. He someti mes visits the prathan and the
wardmembers when there is a problem with water. They are not friends.

His customers are both passers-by and locas. Thelocal s are fixed. About 80% of his customersis
loca and 20% are passing by.

He does not have alot of competition. Both of the enterprises (there is one other sweetshop in Navalli)
have specific customers which are different. The entrepreneur is located at the corner and his shop is
more visible and he has written on his shop: BISHT SWEETSHOP.

The prices of the sweets are 60 Rs/kg. The price of one chai is 2 Rs. The price of asamosais 2,50 Rs.



The entrepreneur sets prices by talking to other sweetshop owners. They al have the same price. They
hear when the other shopkeepers change their price so he also changes his price when he hearsthis.
The next sweetshop from Navalli isin Jalikani, which is 8 km away.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping. Heonly hasa TV, no other luxuries. The income of the
entrepreneur is not really high considering the fact that they have to share the profit between the two
brothers. The entrepreneur would like to learn more to increase his production but he does not have the
money to invest in training.

The entrepreneur knew that LPG would be more beneficia than wood because wood is difficult to get
in the area and he doesn’t want to destroy the forest. Using L PG is more efficient because the price of
the cylinder might be higher than kerosene but of LPG there is much less needed in comparison. The
advantage is for the entrepreneur because the priceis lower. The entrepreneur aso explains that
kerosene causes more pollution compared to LPG. Thisis an advantage for the customers and the
entrepreneur.

The entrepreneur had the possibility to experiment with the energy source in the sweetshop which he
had in Delhi.

J. Innovation-decision
The entrepreneur himse f decided about starting the sweetshop and using this energy source.

K. Communi cation-channels used
The entrepreneur |earnt about making sweets from his brother in Delhi. His brother has a sweetshop in
Dehi and he new how to make al the swests.

L. Extent of change-agents promotion efforts
Nobody ever promoted the energy source to the entrepreneur.



Navsw?2

Navalli

Enterprise 41, sweetshop, chaishop and general store. For chai he uses kerosene and for making sweets
he uses wood. The entrepreneur sells cookies, batteries, bulbs, cosmetics (but thereisless
differentiation and less quantity of his products compared to the genera store of the other sweetshop

in Navalli.)

Name entrepreneur: Anoop Singh Mehra

Interview done by Suresh and Karlijn on 15 May 2006. During the interview there was only one man
constantly present, the priest of the village. He only added a view comments during the interview.
There were some other peopl e stopping by. The sat down for a short time. Some of them started to
intervene but when told that the interview was to be done with the entrepreneur they stayed for alittle
while and than left.

Production process

The entrepreneur uses sugar, milk, maida, suji etc to make the sweets. He has a small fire place outside
his shop, which is covered by aroof. Here he uses wood for making sweets. Under this roof therearea
few benches where people can sit down for achai. Inside his shop thereis agenera store and there he
also has the kerosene stove for making chai.

Location.

The enterpriseislocated at the beginning of Navalli when coming from Khairna. It islocated 20
meters away from E40, which is located on the corner so it isvery visible for the peoplein jeeps
passing by the enterprise. This enterpriseis less visible and the entrepreneur has not done any
advertisement on the outside of the shop like E40 has done

A. Adoption, rejection or no knowledge

The entrepreneur uses wood because he doesn’t have the money to use LPG. He gets wood from his
own field. Thisis not causing any problems with the forest department because he grows trees on the
field, takes care of them and than cuts them. In the forest it is forbi dden to get wood so he never does.
Thereis also charcoal lying in the shop. This he gets from burning the wood. He aways has enough
wood in the field and the charcoal is expensive so he doesn’t get charcoa for this reason.

The kerosene he gets from the government fair price shop. He uses 10-15 litres per month for making
the chai. With his ration card he can get 5 litres in the shop. Therest he gets from the black market and
than it costs him 12,50 Rs. When | ask where this black market is hereplies that thisisalso in the
government fair price shop.

The shop is his and he has no dectricity in the shop. He does have dectricity in his house.

B. Vulnerability context

The entrepreneur gets the raw materials from a whol esaler in Haldwani. This person comesin the
village with his truck and the entrepreneur buys it from him. When | ask why he doesn’t go to
Haldwani himself because than the pri ces might be cheaper he replies that his demand is not so high
that he needs to go to Haldwani or Ramnagar. That would not be worth the cost for travelling there.
He only buys raw material of approxi mately 20 kgs a month. His total saleis 100 Kg in amonth. The
sdling price of onekgis 60 Rs.

There are fluctuations in the prices of raw material. When it is the marriage season the prices of the
raw material increase with 10%. The price of sugar increases with 2%. The marriage seasonisin
April, May, June, Nov, Dec and Jan. During these months the demand for sweets also increases by
20% (in comparison to other sweetshops thisis alow increase).

The entrepreneur has had the enterprise for only one year. Since than the sal e has increased.



C. Human capita

The entrepreneur has passed the seventh class. First he explains that his heart didn’t say he should
continue after that he explains that it was due to family problems. He father passed away when he was
11 years so he couldn’t continue going to school. After stopping school at the age of 11 he started
working in a sweetshop from 1967-1980. The entrepreneur was born in 1957. After that he went to
Ganjadali, avillage nearby Ranikhet (3 km). He worked there in a sweetshop for five years until 1985.
After this he worked in a sweetshop in Tarikhet for 10 years. After that he came to Navalli in 1995. He
opened the shop one year ago.

He learnt to make the sweets in the other sweetshops where he worked. The management skills like
sdling from awhol esaler and marketing he learnt from the sweetshop where he worked in Ranikhet.
When | ask him if there is something specific that he would like to learn he replies that he wants to
learn and that everybody wants to learn. When | ask him for something in specific he replies that there
is not anything in specific. Heisn't learning anything right now because he doesn’t have the power to
work more and he has less interest.

There are no speci fic machines that he would like to get which could help him increase production.

D. Financia capita

He only buys raw material of approximatey 20 kgs a month. His total saleis 100 Kg in amonth. The
sdling price of onekgis 60 Rs.

The entrepreneur has a profit of 3000 Rs. per month. The entrepreneur sdls 6000 Rs. per month in
sweets (60 * 100 kg). Out of histotal sales he gets 20-25% from selling chai. He hets 10% from his
general shop and he gets 65% from his sweets. The sales of 6000 Rs. are for the season whichisin
total 5 months a year. Out of 6000 Rs. in sales he gets 4500 Rs. in costs. Per month he gets 1500 Rs.
profit from the sweets. Per month the profit from the general shop is 200 Rs. For the chaishop his sales

that thisis the case. It could beright because the percentages above are from his total sales).

Off season he has a sd e of 60 kg of sweets. The sale of chai remains the same.

The entrepreneur has to support him, his wife and their four children. All his four children arein
schoal.

For the family thisis the only income source

The family has 10-12 Nhali’s. They can egt for 4-5 months from this. The entrepreneur has 2 oxes, one
buffalo. He has a house but thisis up in the village of Navalli.

E. Social Capital

The entrepreneur is not a member of any groups. He meets peoplein marriages. I n the marriage season
he goes 2-3 times a month. Thisis approximatedy 5-6 monthsin a year. He also goes to festivals where
he meets groups of people. He goes to such a festival oncein every 1,2,3 months.

The entrepreneur has relatives in Ramnagar, Kitcha, Haldwani and Del hi. The peoplein Ramnagar

and Haldwani he sometimes talks once in every ten days, sometimes once a month. The peoplein
Kitcha he speaks to 2-3 timesin ayear. To the peoplein Delhi he speaks every month. In marriages he
goes to Ddhi and they come here. This happens 3-4 times a year. He has never gotten an idea from
them for his enterprise.

F. Natural Capita

Thereis not a problem of water. His children get the water from the natural springs, they are
approximately 1 km away. On 100-200 m away thereis atap. Thetap doesn’'t work during summer.
Therest of the months he gets the water from the tap which is on the road, 50 m away from the
enterprise at the shop of E40.

G. Physical capital

The entrepreneur has eectricity in his house. For 2 months he pays 150-200 Rs. He got the e ectricity
through a BPL connection so he got the connection for free and he only has to pay the hills.

The kerosene he gets from the government fair price shop. He uses 10-15 litres per month for making
the chai. With his ration card he can get 5 litres in the shop. Therest he gets from the black market and



than it costs him 12,50 Rs. When | ask where this black market is hereplies that thisisalso in the
government fair price shop.

The entrepreneur does not use LPG because he can't afford it.

The entrepreneur does not have a TV, no radio, no fridge, CD-player, no phone, no mobile.

The entrepreneur reads the paper daily

H. Influence on and access to transforming structures and processes

The entrepreneur goes to Ramnagar once in every 5-6 months. He goes to Ranikhet twice a month and
he goes to Tarikhet 2-3 times in a month. He goes to Tarikhet because the Block Devel opment Office
is there and he goes there because there are schemes in the block in which he is taking part. He also
goesto Tarikhet if the whol esaler from whom he gets his raw materia does not show up. He normaly
comes every Saturday but sometimes theroad is blocked so he cannot come. This happens only
someti mes in the rainy season. Approximately 1-2 in the rainy season. To Ranikhet or Ramnagar he
goes to get shopping for marriages.

He goes to Tarikhet by jeep, this costs 25 Rs. for one way. To Ranikhet by jeep it costs 35 Rs. and to
Haldwani or Ramnagar it costs 80-85 Rs.

To Tarikhet it takes the entrepreneur one hour. When he used to work in Tarikhet he would go

wal king which used to take him 1 hour. If he goes walking now it takes him 1,5 hour. By jeep to
Halwani and Ramnagar it takes him 3 hours. To Ranikhet it is three hours walking and 1,5 hour when
going by jeep.

The entrepreneur has aloan from the cooperative bank in Tarikhet for 15.000 Rs. He got it when he
opened his shop and he invested al the money in his shop. Every two to three months he makes a
payment but thereis no fixed instalment. Than he pays approximatel y 2000-3000 Rs. The loan he has
isan agricultural loan. This means that you can pay back the money when you get it and that after six
months it is possible to get a new loan.

The demand is nat higher than what the entrepreneur is currently supplying.

Y early he pays 235 to the district panchayat for his wei ghing machines and he pays another yearly
payment of 50 Rs.

Somebody (the entrepreneur does not know who) came to check the quality of the sweets. The
entrepreneur had to pay 300 Rs. for a quality license which he now has.

The entrepreneur knows the prathan as a villager. If he has work they speak but they are not friends.
The customers are fixed customers from the surrounding villages and a so peopl e who stop when they
areinthejeep. Thelargest part of his customersis people who pass by but the entrepreneur can’'t say
thisin percentages.

The entrepreneur does not have alot of competition he says. Heis on the road so peopl e see his shop.
He says the other entrepreneur (E40) has more sale than him. The entrepreneur says heis aso new, he
has been here for a year so his saleis not so high. When | ask the entrepreneur is he does anything to
attract customers he explains that he doesn’t. When | confront him with the fact that nobody can see
that he has a sweetshop because the sweets are in the dark inside his shop and that the other man (E40)
has written on his shop that it is a sweetshop. | ask him why he has never done this and he replies that
he has never thought of it and that heis going to do it now(If thisisthrough | don’'t know but the fact
that he says he has never thought of it might be true).

The entrepreneur is BPL.

The sweets cost 60 Rs. per kg and the chai cost 2 Rs. When | aks why he doesn’t increase his prices he
replies that the people who come in his shop have a money problem. If the other sweetshop increases
his prices this entrepreneur will aso increase his prices. He says that the entrepreneurs of the
sweetshops don’'t have meetings.

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise for coping. It is obviousthat heis not actively trying to increase
his sales and he does not have any luxuries, no TV, no radio, no fridge His demand is not very high
but heis not doing anything for marketing. When asked if he wants to learn anything or why he hasn’t
done advertisement on the shop he replies that he has never thought of it.

The entrepreneur knew that using wood would be beneficial becauseit is cheaper than using LPG. The
entrepreneur cannot pay for this.



The advantageis for the entrepreneur because € se he would not be able to make a profit at all.

The entrepreneur had the possibility to experiment with wood and LPG in the sweetshops where he
worked from 1967 until 1995.

The entrepreneur did not have to change anything but in his last job he was working with LPG. LPG is
more efficient and is easier to use. The entrepreneur had to give this up for working with wood.

J. Innovation-decision
The entrepreneur decided about the use of wood in his shop.

K. Communi cation-channels used
The entrepreneur learnt about using wood in his shop in the other enterprises where he used to work.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.



Navtl1l

Navalli
Enterprise 45, tailor using manua labour as energy source
Name entrepreneur: Ramesh Ram

Interview done by Suresh and Karlijn on 16-5-06. During the interview Mamta of HOPE is present
and the entrepreneur who owns the genera shop is present and there are 4-5 men sitting in the shop in
the benches which arethere

Production process:

The entrepreneur makes shirts, pants, blouses, soots, petticoats. A blouse costs 20 Rs. A shirt costs 40
Rs. A pant costs 80 Rs. A soot costs 60 Rs. The entrepreneur works sometimes three hours a day,
someti mes 2 hours a day. The customers come to his enterprise with their cloths and the entrepreneur
than sews them for them.

Location:

Thetailor doesn’'t own or rent the shop in which heis located. The shop is the ownership of somebody
else who owns a general store. In the general storethe other entrepreneur sells biscuits, namkeen,
bulbs, matches and cigarettes. The general storeis located on the main road through Navalli. After a
few minutes walking in the direction of Tarikhet from the two sweetshops this general storeis located.

A. Adoption, rejection or no knowledge

The entrepreneur uses a machine on hand labour. He doesn’t have a machine on foot labour because
these machines are much more expensive. The entrepreneur’s main job is cultivation of his own land
so the sewing job isjust part time. He says that he doesn’t have time to increase his production but it
also never happens that he has to say no to customers because he has no time for stitching. The
entrepreneur is working up to demand. His demand is not such that it is worthwhile to invest in afoot
machine.

The entrepreneur has seen a foot machi ne before but he has never seen a sewing machine one
eectricity but he knows that they exist because he has heard other people talk about it.

B. Vulnerability context

The entrepreneur buys threat, hooks and buttons in the local market. There are no fluctuations in the
prices for thread, hooks and buttons. The demand for his finished products does have fluctuations. In
summer he has more demand than in winter. In March/April to August the demand is higher. The
increaseis only 10% though. The entrepreneur has been doing this work for 20 years. Heis now 42
years old. The demand has not increased or decreased since the entrepreneur started doing this work.
When | ask him if he faces competition from ready made garments he replies that this hardly happens
in this area because peopl e have no money for ready made garments.

C. Human capita

The entrepreneur has gone to school. He started going to school when he was five. He has finished the
first and the second class. He had to stop because of family reasons. When he was ten his father died
and he started working on the land. The entrepreneur did not go to school before his father died
because his father was very old and wasn't ableto work. At that time his father did not have sufficient
money to sent the children to school.

The entrepreneur got training in tailoring for two years within the village at another tailor. He worked
for the person and had saved some money from that work. At that time he bought a second hand
machine from the money he had saved.

In 2004 the entrepreneur took a loan of 20.000 Rs. and invested it into a new machine and some



cloths. For theloan he pays an ingta ment of 300 Rs. per month. He took the | oan in the Punjab
National Bank in Galikan.
The entrepreneur knows nothing in specific which he would liketo learn.

D. Financia capita

The entrepreneur does not pay for using asmall part of the shop of the other entrepreneur for his
sewing activities.

In the season, from March/April to August, the entrepreneur has a sal e of approximately 400 Rs. Inthe
off season his saleis 300 Rs. The costs out of the 400 Rs. are 50 Rs. and the cost out of 300 Rs. is 30
Rs.

Next to this hisisworking on his own land. The entrepreneur has 10-12 Nhali’s. Normally he can eat
1-1,5 months from this. His total family exists of him, hiswife and their 4 children. Out of these 3 are
going to school. Oneis doing work in Dd hi. He doesn’t send money home. The entrepreneur has 2
oxes, one young buffal o and one cow.

E. Social Capital

The entrepreneur livesin an off road village Manari.

The entrepreneur is not a member of any groups. (In the shop there are benches, when we comein 4-5
men are sitting on these benches so the entrepreneur definitey meets groups of peoplein his shop
which can hdp him in getting customers.)

He meets groups of peoplein marriages of friends and rel atives. He goes to a marriage only 1-2 times
inayear.

His son in Delhi he speaks to once a week. The entrepreneur calls his son from the PCO/STD in
Seema. The entrepreneur does not visit his son. His son visits him. The entrepreneur went to Ddhi
once, eight months ago.

He never learnt anything from his son. He never learnt anything after he had worked in the tailoring
enterprise. The entrepreneur has never taught anybody about tailoring. Heis scared to get competition.
The entrepreneur knows peopl e in the neighbouring vill ages

F. Natural Capita

G. Physical capital

The entrepreneur has a BPL card. He does not have an e ectricity connection because he doesn not
have the money for it. Even though he can get a free connection he does not have the money to pay the
two monthly bill. (The entrepreneur has only the tail oring enterprise as income source and he earns
300-400 Rs per month. Thereis nobody esein the family earning any money. | really think the
entrepreneur cannot pay for an e ectricity connection)

The entrepreneur uses kerosene, 5 litres a month. He can always get the kerosene from the government
fair price shop in Lachina. The costs are 11,50 Rs.

Through his BPL card he gets ration. For wheat he pays 5,50 Rs./kg and for rice he pays 7 Rs./kg.

The entrepreneur does not have dectricity so he does not havea TV, radio, fridge, CD-player.

The entrepreneur can’t read and write but he can sign his name.

H. Influence on and access to transforming structures and processes

The entrepreneur goes once a month to Ranikhet. HE goes to Ranikhet when he has a problem with his
sewing machine and he goes for cloths, medicines and when he has to see the doctor. The entrepreneur
knows a few things about the main tenancy of the machines but he still has to go to Ranikhet for

mai ntenance. HE goes twice a year and the costs are 300-400 Rs. each time. If the entrepreneur has to
go to Ranikhet with his machine he goes by jeep. Therest of the time he goes someti mes walking and
someti mes by jeep.

The entrepreneur knows the prathan as a villager. They say hi and hell o and the entrepreneur

someti mes goes to him because he does not have a good house. The prathan does not do anything
about this.

In 2004 the entrepreneur took a loan of 20.000 Rs. and invested it into a new machine and some
cloths. For theloan he pays an ingta ment of 300 Rs. per month. He took the | oan in the Punjab



National Bank in Galikan. The entrepreneur still has 10.000 Rs. from the loan left.

The entrepreneur has a BPL card.

The entrepreneur’s customers are mainly fixed. He gets paid in wheat and rice. 50% of the times he
gets paid in food and 50% of the times in money. He explains now that he faces competition from
ready made garments. This competition has increased. His sale has decreased dueto this. The
entrepreneur explains that he does not have alot of competition. The other tailors arein Lachina. (It
seems to me that the entrepreneur thinks that competition is a bad thing. When asked before he also
replied he had no competition). His customers sometimes go to Lachina and sometimes cometo him
so thereis alot of competition.

The entrepreneur sets the prices himsef. He hears in the market if other tailors increase their prices but
most of thetailors make different kind of products. He sets the prices himself he claims but the prices
are set by the market.

|. Perceived Attributes of Innovation

The entrepreneur explains that if he would not do this tailoring in addition to the cultivation of hisland
he would nat be able to do other work and will affect the possibility for getting sufficient food for his
family. The entrepreneur definitdy does this work for coping. He does not have any luxuries. The
entrepreneur did take loan which he has invested in buying a new machine but the demand is not such
that the entrepreneur could work for a profit.

The beneficial outcomeis mainly for the entrepreneur because he can't pay for a foot machine or an
electrical machine. The advantage is not for the customers because the demand is not higher than he
provides. Therefore he would not be able to do more work.

The entrepreneur did have the possibility to experiment with the sewing machine which works by
hand because he had worked in atailoring enterprise before which used a manual hand sewing
machine.

J. Innovation-decision
The entrepreneur himself decided about starting the enterprise and therefore a so decided to usethe
manual hand sewing machine.

K. Communi cati on-channels used

The entrepreneur learnt about the use of a manual hand sewing machine from the tailoring enterprise
where he used to work before he started his own enterprise. The entrepreneur has seen afoot machine
before but he has never seen a sewing machine one e ectricity but he knows that they exist because he
has heard other peopletak about it.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.



2.2.3 Village Uni
Unimill

Village UniE46, Flourmill using watermill as energy source

Name entrepreneur
Kundan Singh Bisht

District
Almora

Village
Uni

Industry
Flourmill

Enterprise category
OAE. Own account manufacturing. The entrepreneur

Enterprise location
Off-road, 30 minutes walking down the mountain to astreamin thevalley. Thereis afoot path but the
last 5 minutes are unpaved and we have to wak over stones across the water.

Enterprise ownership
The owner is the main man working but the children are present in the house, they dso help out soitis
the family owning the enterprise.

Enterprise sector
Flour mill

Enterprise staffing
Only owner working

Product costs

A. Adoption, rejection or no knowledge

He has had agharat for his entire life. He built this one in 1989 after big floods destroyed all the
gharatsin the area. They do not use diesd or dectricity because of monetary problems. They do not
haveaBPL card

B. Vulnerability context

He has his current gharat since 1989. At that time all the gharat's were destroyed by aflood. There
used to be 18 of them, now there are only two | eft. The change from 18 to 2 gharats has not increased
the demand for the entrepreneur and ever since the cluster of gharats has disappeared the demand has
been decreasing and decreasing

C. Human capita

He has had a gharat for his entire life and his family has been having gharats for generations.

He has never goneto school. He is now 62. He learnt to run the gharat at a young age. (He stotters).
He started doing the gharat work in 86. Before this he was doing contracting work for the forest
department. He had a contract and trees in Bhutan. He had labourers working for him but they ran
away after he had paid them money in advance.



After he had lost his money he started doing this work. He learnt from his father and his elder brother.

D. Financia capita

The entrepreneur admits that the gharats at the road or in the villages are more viabl e but he does not
have the money to buy land or get an enterprise near the roadside. His ancestors have always been
living at this place and therefore he does not want to leave(l get the feding thisis an excuse and he
does not want to admit that he really does not have sufficient money for moving).

In the rainy season he grinds 50-100 kg's per day. In one quintel he gets 5-10 kg of flour. He does not
get paid in money but in flour as a percentage of the total amount a customer gets grinded. In the
summer season he does not grind a all because there is no water. When the crop is harvested he has
high demand, this is donein August-Oktober. From Nov-February they have normal demand, which is
about 50 kg per day, from July until October the demand is 100 kg per day. They haveto grind for
approx 10 hours to grind 100 kg.

If they would have to buy the flour for their own consumption they would haveto pay 15 Rs/kg.

His family consists of him, his wife, two sons with his daughtersin law and another son with his
family livesin Delhi. His sons living with him don't work and his son in Delhi does not send money
home. One of the sons is present and explains that he has not a contract based job but he works when
thereis ajob somewhere. He works approximately 25 days a month and he gets 100 Rs. Per day. This
means that his monthly incomeis approx 2500 Rs. Per month. In total he only works 6 monthsin a
year.

They don't save money, they have aloan with the Cooperative Bank in Tarikhet. They have used it for
building a house. Thetotal loan is 50.000. He has paid back 30.000 Rs. They pay back when they have
money

The have cattle, a buffalo and his baby.

E. Social Capital

The entrepreneur's wifeis member of an SHG. They have aloan of 4000 Rs. From the SHG and they
have paid back 1000 Rs. When he went to pay them money than the SHG did not except the money
because there were some problems in the SHG, now they have made a compromise (strange story,
very und ear, seems to methat heis afraid that | have something to do with the NGO and heis scared
to tdl that he has aloan from the SHG)

He meets groups of people when he goes to Tarikhet or Ranikhet. In Tarikhet he meets the peoplein
the market and he knows the peopl e there. Once or twice a year he goes to Tarikhet and once or twice
ayear he goes to Ranikhet.

He does not go to marriages buthealthier he meets peoplein festivals once or twice a year.

He has ardationship to someone in Dwarahat to whom he speaks oncein every 2-4 years.

At Navalli, Mandd koot and Pilkoli everybody knows him. He knows Mr. Joshi . Mr. Joshi came in the
nearby villages and from there he met him.

F. Natural Capita
The main reason for the decreasein demand is that there is insufficient water. In the rainy season they
have alot of demand. They grind 50-100 kg per day.

G. Physical capital

The entrepreneur has e ectricity. He has atwo monthly bill of 90 Rs. They only useit for the light
bulb. They havea TV but no channds, he has a CD player but never usesit. They don't have a phone.
They use kerasene. They get it in the government control shop in Navalli. They get it for 11,50
Rs./litre. They don't use more than 4-5 litres a month and they can always get it.

The ectricity is sometimes gone but the only know when it is gone during the night because they
only useit then. Sometimesit isonly 30 minutes or one hour, sometimesit is the whole night. In every
season it islikethis, there are no fluctuations due to seasonal changes.

H. Influence on and access to transforming structures and processes
The change from 18 to 2 gharats has not increased the demand for the entrepreneur and ever since the
cluster of gharats has disappeared the demand has been decreasing and decreasing. Thereis



insufficient water for the gharat to aways grind. In the rainy season the demand is high. But normally
the customers go to the grinder in Nagar or Lachina. When thereis water they cometo him. He says
the conclusion is that they like the flour from the gharat more. The flour coming from the gharat is
healthier because the vitamins are not burnt.

The other gharat-owners did not rebuilt their gharat here because their ancestors did not. The
entrepreneur admits that the gharats at the road or in the villages are more viable but he does not have
the money to buy land or get an enterprise near the roadside. His ancestors have also had their
enterprise here and he also does not want to leave the place (I get the feeling thisis an excuse and he
does not want to admit that he really does not have sufficient money for moving).

They do not haveaBPL card

They have 25 Nhali's of land of which they can eat for 2-4 months per year.

For their basic needs they go to Navalli or Tarikhet. In Navalli they get sugar, teaand riceand in
Tarikhet clothes and utensils. Tarikhet is 4 km's wal king and a healthy person ccan go in one hour. It
caosts the entrepreneur 30-45 minutes to reach Navalli. He does in one hour and thirty minutes to
Tarikhet. He always goes walking.

He used to pay atax for the gharat, this was approxi mately 20-30 years ago.

The know the prathan and the wardmembers as villagers but they do not have conversations with
them.

He always has the same customers.

He does not have moreto grind so he has alot of competition. If he would tel the customersto give
him more share of the flour they would not come back the next time.

|. Perceived Attributes of Innovation

J. Innovation-decision

K. Communi cation-channels used/L. Extent of change-agents promoation efforts

Mr. P.C. Joshi, the director of NGO HOPE came down to Uni to tell the gharat-owner that up

gradation would happen but it never happened until now. | ask if it has something to do with
insufficient water he replies that the waterflow is sufficient, even for eectricity production.



2.3 Village cluster Khilkeet

2.3.1 Village Karchuli
Karbll

Malikarchuli
Enterprise 33. Blacksmith using bark of pinetrees as an energy source
Name entrepreneur: Devi Ram

Interview done by Tara Bisht and Karlijn on 5-5-06. During theinterview Tara s brother was present
who has always been living in the village. He is now about 40. He knows the blacksmith. Tara's
husband was present and a few children from the village.

Production Process:

The entrepreneur works three hours aday. Therest of the day he works as a mason. He has been a
lohar for fifty years. He has alittle stone hut where he has always been doing the black smithy work.
There is awheel which, through manual labour is turned to make the blower blow. Thereis apile of
bark and alittle oven. The entrepreneur mostly repairs peopl € s tools. He hardly ever makes a finished
product.

Location

Malikarchuli starts on a distance of 30 minutes walking down hill from the basic market of Khilkest.
The entrepreneur is located another ten minutes downhill from where Malikarchuli starts. The
enterpriseislocates in a stone house next to his house made from stones and mud house. He has
always been doing the black smithy work from there.

A. Adoption, rejection or no knowledge

The entrepreneur uses tree bark as an energy source. He has learnt to use this from his father, who also
used to be alohar. He has been using tree bark since he started black smithy work. He doesn’t use
charcoa because he claimsit is too expensive and it isnot supplied from Khilkeet and it would be too
far to get it from Ranikhet. (It seems indeed that the entrepreneur would have difficulty with paying
for the raw material. He has no e ectricity, no other income except for 110 Rs. per day for 10 days a
month. He hasto take care of his daughter and hiswife. On the other hand | think that there is no need
to use charcoal because the entrepreneur earns only 1000-1200 Rs. per year from black smithy work.
The masonry is his main income source. It seems that there is no need for him to be more productive.
Another thing is that the entrepreneur is the only lohar in the village and the demand is not higher than
what he does now). He doesn’t use wood because the wood which grows in the areais soft wood and
when it is burnt for making charcoal it doesn’t heat up sufficiently to heat theiron.

B. Vulnerability context

Theiron he uses comes from Ranikhet but he hardly buys iron. He does not have the money to invest
in theraw material and heistoo old (He indeed is somewhere between 60/70 and he seems to have
some physical problems). Sometimes customers come and bring raw material of which he hasto
fabricate a finished product but this happens only once or twice a year. The customers buy ready made
tools from the market in Ranikhet and he does finishing (making the product sharp) or repairing. The
entrepreneur never goes to the market for raw material.

The entrepreneur has only demand during the time when farmers need materials and shortly after this
when they give them for repairing. During September and September the Kariff crops need to be
harvested. In April-May thereis the harvesting of the Rafi crops which are wheat and mustard seed. In
May the women seed the land. For thisthey usea‘cuto’. In June he does finishing again.



He has aways only been doing finishing. When he was young there used to be alot of demand and
people did alot more cultivation. Many men and boys have | eft the villages and the demand
decreased.

The weather has changed, thereis not enough rain and therefore there are not enough crops. People's
interests have also changed.

The market for ready made tools never used to be there but this market is not a threat for him because
people only need to buy atool once. Therest of the time he does the finishing or the repairing.

C. Human capita

The entrepreneur has never goneto school. Heisilliterate. He has learnt in his childhood how to do
this from his father. He started working after he had learnt al the work. When he was somewhere
between 15 and 20. At that time his family had 7 members, he had no brothers. His father and him
were the only people who were earning a livelihood. One of the entrepreneur’ s sons he has taught the
work but he went outside the village, to another city, to do another type of job.

The entrepreneur would like to learn how to make a chain for chaining the animals. When | ask him
why he does not try to learn this he replies that village lohars do not know how to make these things
and that he would not know where to go to learn this (I think he really woul d not have an idea because
he hardly ever | eaves the village)

D. Financia capita

In April and May the entrepreneur finishes/repairs 100 tools per month. For onetall he gets 5to 10 Rs.
depending on the weight of thetool. In June, September and Oktober he finishes/repairs 200 tools for
5 Rs. per tool. He doesn't get paid for dl the tools. Some people give him crops, dahls, masala,
whatever he requires. The people who don’t have money give him crops. Somerich peoplein the
village aso alow him and his family to come to their house to eat the vegetables from their garden
(The nicething isthat | am staying with Tara’s family and that her father used to bein thearmy. Heis
one of therichest peoplein the village but that afternoon when | walked out of the house | found the
entrepreneur together with Tara' s father and mother pick up some saag from the garden for the
entrepreneur and his wife and daughter to eat.)

The entrepreneur only gets 1000-1200 Rs. per year from the black smithy work, therest ispaisin
crops.

The entrepreneur works as a mason. He gets paid 110 Rs. per day for this. He than works the whole
day and he works approximatey 10 days a month. In the summer and the rainy season thereis hardly
any construction because in the summer thereis no water and in the rainy season there is too much
water.

Peopl e come to him to ask if he wants to work. He sometimes works in the village and sometimes he
works outside the village but only redlly close by. He doesn’t go to Ranikhet to work. Later he
explains that heis old now and that he can't go outside of the village anymore. When he could he used
to go out only by foot.

The entrepreneur has 5 ha of land but thisis only sufficient for providing the food for his family for
2,3,4 months.

The houseis atwo storey house like most houses in the village. He has two rooms upstairs and two
rooms downstairs. Oneisfor cooking, oneis for the cattle.

E. Social Capital

The entrepreneur never goes outside the village. He has relatives outside and they come to his house
only when there is a specials ceremony or a sad thing like a cremation. There arein villages
respectively 20 and 32 kilometres away. He sees these people only once a year.

The entrepreneur goes to marriages in this village and surrounding villages. These are only during the
marriage season in April, May and June and November, December and January. In every marriage
season of three months he goes to 3/4/5 marriages.

The entrepreneur is scheduled caste.

F. Natural Capita
The entrepreneur uses bark as energy source and the areais covered with pine trees of which he gets



the bark. He is the only blacksmith in the area so there i s no problem with avail ability.

G. Physical capital

The entrepreneur does not got dectricity because heis poor. Heis BPL, hehasa BPL card. When |
confront him with the fact that if heis BPL he can get afree eectricity connection and the only thing
he would have to pay would be the monthly e ectricity bill. The entrepreneur replies that the
government has not given a connection to everybody yet. Some peopl e have gotten a connection, some
people haven't. When | than ask if he would want a connection he replies that he would want it. (1
strongly get the feding that thereis no strong need for the connection. His daughter is not studying so
she does not need the light in the evening and the entrepreneur has never really tried.). When |
confront the entrepreneur with the possibility of stealing the light he immediatel y responds:. “no, no,
no, | amto scared. The other villagers would not want him to get free eectricity if he would haveto
pay for it (Remember Bautha village in Dehradun. There were people who new about the family
stealing the light but they were ok with it. Later | also talk to therich family, the family where | am
staying and they also say: “Why should they get the light for free while we are paying for it?")

The entrepreneur uses wood for cooking.

H. Influence on and access to transforming structures and processes

The entrepreneur goes for his basic needs to Khilkeet. It takes him one and a half hours to get there by
foot (Heisold, he goes dow). For doths, for example sari’s, he goes to the market of Ranikhet. This
takes him 1,5 hour to walk to Kilkheet and than another 12 kilometres by jeep which takes him
another 30 minutes (plus the waiting time for a shared jeep to get full).

The entrepreneur’ s daughter is unmarried.

The entrepreneur does not do more black smithy work because he can’t do so much work. Heisold
and his eyes are weak. He doesn’t have much energy. Thereis not so much demand either. All the
villagers who need black smithy work go to him for having finishing/repairs done. There are not more
people who request it.

The customers come only from this village. He has 20% customers which pay and 80% customers
which give him crops and products. (If the entrepreneur earns 1000-1200 Rs. per year and he sells 100
productsin April and May of 5-10 Rs and 200 products of 5 Rs. in June, September and October than
he earns total approximately 4500 Rs. Approx Y4 is paying, therest is fixed customers which pay in
crops and goods.)

The entrepreneur knows the prathan and the wardmembers. He talks to them about € ectricity
problems, problems related to the lack of water and about the BPL card and the facilities given to him
through the BPL card. When | ask why the prathan hasn’'t helped him yet hereplies that there are
many peoplelike him. Heis registered through a number and when his number is there the prathan
will help him. According to his application he gets a number and according to the number he gets

hel ped.

The prices he has always had. He has tried a few times to increase them but than the customers would
boycott him and they would not give him any products to finiah/repair. Than he would have no food.’

|. Perceived Attributes of Innovation

The entrepreneur has the enterprise because it helps him with get the food that his family requires. He
doesn’t want to improve his production because heis old and he can’t work much more. He also does
masonry work.

The entrepreneur knew that this energy source would have beneficial outcomes because his father had
taught him how to work with it. His father had taught him to use bark in stead of wood because this
would heat theiron better. The entrepreneur knew that bark would be more beneficid than charcoal
because the price needs to be as low as possible and the entrepreneur cannot get the charcoal anywhere
close (the dosest is Ranikhet).

The entrepreneur had the possibility to experiment with the energy source because he had learnt as a
child from his father and he knew how to useit. Only after that he started producing himself.

J. Innovation-decision
The entrepreneur decided to use bark (Was not really a decision as much as it was a conditional factor.



At that time the black smithy work was also the only income of his family, 50 years ago, and they did
not have the money to get the charcoal.

K. Communi cation-channels used
The entrepreneur was brought up with his father using bark as an energy source.

L. Extent of change-agents promotion efforts
Nobody ever promoted an energy source to the entrepreneur.

The entrepreneur really seems poor. Heis very skinny, like his daughter and his wife. They have a
simple, small two storey house which almost everybody hasin the village. When | |ater visit other
houses of scheduled caste people, a similar settinf can be found. Some have electricity, some don't.
The houses of the families which don’t have electricity look a bi better since thereis more furniture
and room inside and there is more decoration on the wall.

Tara, alocal, later explainsthat thisfamily is one of the poorest in the village. Her mother always
gives him vegetabl es because he can’t pay for them. He lives with hiswife and daughter. He also has
sons but they work outside the village and they don’t send money home.



Karfocusl

Malikharchuli

Focus group with seven women respectivey in the age of approximately 50,30,40,20,50 and 50. All
the women are from the Ram habitation and are therefore schedul ed caste.

Theinterview is done by Taraand Karlijn on 5-6-06. During the interview the men are asked to move
away and so Tard s brother, Tara' s husband and two local men from the Ram habitation are sitting
separately but on a distance of five metres. On the other side dl the children are sitting. Approx 15
children.

The women explain that there are approximately 15 families in this habitation. In total thereare 110
families living in Kharchuli.

The eectricity camein the village 17/18 years ago. Only in the upper part of Mdikharchuli the
families got eectricity (With upper is meant thericher: see observations). At the time when the
electricity came there were only 10 families who got it. Now there are only 10/12 families which don't
have e ectricity. The 20 year old woman has goneto school. At the time the primary school in
Malikharchuli was there. The other women have never gone to school. They can not read and write.

The prablems in the village are that there is no road and there is no water. Thereis atap in the Ram
habitation and al families go there. The water coming from this tap isonly running shortly on aday so
it isrealy difficult to get water for cooking and bathing. Currently there has not been any rain so there
is also no work on the field.

The gram prathan doesn’t do anything where the villagers go for. One of the women should get widow
pension but she doesn’t get it.

None of the women do any activities to get extraincome. They want to learn but thereis no facility to
learn them such knowledge. When | explain that there are several NGO's in the region which they can
approach for such training they say the NGO doesn’'t comein the village. When | explain that they can
go to the NGO, callectivey, and ask the NGO to come and help them they reply that some of the
women want it and some don't. If they can not go as a group than how should they do it?



Karfocus2

Malikharchuli

Focusgroup with three men from the Ram family. They are scheduled caste. | speak to them when we
go to a construction sitein the village. All the village men and women are out working. The women
areon the fields or fetching water and the men are out working. At the construction site we can get
half an hour to talk to some labourers.

Interview done by Taraand Karlijn on 6-5-06. During the interview the people who gave the
assignment for the construction are present, a family, and the constructor. We get the chanceto talk to
the three men separately. On the stairs of the house. The others are at least 6 metres away and can’t
hear anything. Tara s husband is sitting closer and her brother is aso present but heis further away.

Names: Jagdish Ram, Mohan Ram and Reb Ram

The main problems in the village are the water problem, the unemployment problem, bad housing and
eectricity.

Thethree men are currently working for a contractor. Oneis mason and earns 110 Rs. per day and the
other two are labourers and they earn 80 Rs. per day. The work aweek or ten days a month. They
don’'t work outside the village. Nobody asks them. When | ask why they don’'t go lookinf for work
outside the village they daim that there are also suffid ent labourers in other villages so they will not
be employed. They are not asked to work. Bihari people are asked to work because they are trai ned.
They know how to make houses from bricks. These people don't know how to do this.

They al have only one hectare of land and they can only eat from this for 15 days.

For vegetables and masala they go to Khilkeet. Khilkeet is half an hour walking. For differentiated
needs like cloths they go to Ranikhet. Ranikhet is another 2 hours walking from Kilkheet.

One of the man has two children above eighteen. They work in Delhi and sent money home. The other
two have young children which al go to school.

The following non-farm income generating activities arein the village:
- 1lohar
- 4-5masons

Labour is the mai n source of income. Some do labour, some work on the fields. Most |abourers work
in thevillage. The labourers which are staying in the village mainly work in the village

According to them 35% of thetotal population is SC and 65% is Rajput.

When they need a phone they go to Khilkeet. They have used the phone of people from the village
only once or twice.

During therainy season they get water in the village but during the summer season they haveto go 2-3
kilometres outside the village.

All three don't have dectricity. One has a BPL card, the other two have not got aBPL card. They are
registered in the Block Devd opment Office as beng BPL. They say that they don’t have aBPL card
because the prathan does not give them one. They don’t go to the prathan because he will not listen.
They don’'t do anything to get dectricity. When | ask them why they don't steal the light they explain



that they would not do that because the other villagers would not accept that. When | ask why they say
that they are paying for it.

Thethree use kerosene. They can get 5 litersin amonth and they useit for a kerosene lamp. They
never have problems with getting the kerosene. Thereis a government fair price shop in Khilkeet
wherethey go. They dways get it. It has never happened that the kerosene was fi nished.



Karfocus3

Malikharchuli
Tak with Umed Ram, an 84-years old villager who has been living in the village since his birth.

Interview done by Taraand Karlijn on 6-5-06. During the interview Tara's husband and Tara's brother
are present.

Location

The house of the entrepreneur is located separatdy from the rest of the habitations. It is one house of
which part has been rebuilt and part is very old and not used anymore. There are some women present
but they stay away. They don't attend the interview.

The entrepreneur was born in 1923. He remembers the period when the Britishwerein India. They
didn’t stay in the village and they did not do anything in the village.

At independence there were about 15 families in the village from the Bisht family (Rajput), the Ram
family (SC), Ariafamily (SC), La family (SC) and Chandrafamily (SC). They are till in the village.
The popul ation gradually increased

Theroad to Khilkeet was made in 1972. Thisincreased livelihood possibilities because the transport
from products from Ranikhet to The village was only possiblein small amounts because everything
needed to be done on foot. Heavy things were difficult to transport such as cloths, shoes. Things which
they cannot make in the house. Also the acquirement of wheats and grains was alot easier. People' s
wedth increased after the road was built.

The walkable road from Kharchuli to Khilkeet was made 10-12 years ago. People went more easily to
Khilkeet and Ranikhet

The man explains that in 1936 wheat flour cost 1 Rs. for 11 kgs. Now it cost 13 Rs. for one kg.

Electricity camein the villagein 1983. He still doesn't have e ectricity but the othersin the village
who got it at first got it then. He doesn’t have e ectricity. He had never heard about it and he has never
asked anybody about it. His family would like to have d ectricity. He hasaBPL card. When | ask him
why he has not gotten a connection he explains that thereis no pole there. They would have to pay for
the pole themsel ves and this woul d be too expensive. The man has applied for apole and the poleis
sanctioned. The sanctioning was 2 months ago so he hopes to get it.

He has three sons. They are al three labourers. They do alot of work



Karfocus4

Kharchuli

Interview with 2 locals who are rich in comparison to the other peoplein the village, done by Taraand
Karlijn. They have afridge, TV, DV D-player, one storey house with several rooms, alot of
decoration. One family is building an additional house in the back of their garden where they grow
many vegetables. They have two watertanks. They are aso building a mandir. The other family has
quite afew cattle. Theinterview is done on 6-5-06.

Villageinformation:

The village name is Kharchuli and consists of two parts. One part is Tullikharchuli and the other part
is Malikharchuli. 30 years ago there was a fight between some villagers. There was a fight between the
Rajput families and the SC families. This has not led to the creation of a SC-village and a Rajput
village. In both the villages the distribution is equal because some peopl e chose sides for the Rajput
and some for the SC’s. Kharchuli is the gram panchayat and the populaion size is equally distributed
over thetwo villages. The prathan livesin Tullikharchuli and his nameis Hukm Singh Bisht. All of
the Rajput families are Bisht and al of the SC-families are La and Ram.

There are seven wards and there is one prathan. Thereis no political orientation gpparent in the
village, not among the villagers and no among the panchayat-members. Kharchuli bel ongs to the
Tarikhet block.

Population

Thetota population of Kharchuli is 1200. In total there are 109 families of which 50% livesin
Tullikharchuli and 50% lives in Malikharchuli.

Thetota size of thevillageis like a square, 6 km2. Most families livein separate habitations. These
groups consist of a maximum of 15 and a minimum of three families. Out of the 6 km2 approximately
3 km2 is cultivatable land and the other 3km2 is for the peopl€ s houses. Thereis abig variation in the
amount of land that people own. Most people own somewhere between 5-10 hd s. There are no
families which cultivate for selling the crops. They al cultivate for ther own food. Most families
cannot eat for longer than 2-3 months from their own crop. It depends on therain. This year it isreally
bad, there has been no snow and rai n during the winter.

Vulnerabilities

Thereisawater problem in the village. There are no wells and no hand pumps. Thereis a natural
spring. There are some government pipeines. Thereisone going into Tullikharchuli and oneinto
Malikharchuli. There are several taps outside in the village. There taps supply 5-12 houses. The taps
someti mes work 30 minutes, sometimes even less. 2 kilometres away thereis anaturd spring. In
summer this natural spring gets dry because everybody takes water there. They useit for bathing, for
washing and for the cattle.

Landslides damage the mud houses in the rainy season. During the rainy season it happens 10 times a
month. The road is than cut off. This causes no problems for the peopl e to reach the road in Khilkeet.
Most men work outside the village. In Dehradun, Dehi. Therefore most househol ds are women
households. The men sent remittances home. Over the last 5-10 years the population has increased
despite the fact that many people leavethe village. The amount of children which are born is higher
than the amount of people leaving the village.

Mai n sources of income

Women don’'t work as labourers. They only work on the fid ds. People do mostly farming. Thisisal
rain-fed. The farming is part-time for the men. The do labour. Most work outside the village, 95%.
Only 5% gets ajob inside the village. One of the persons whom isinterviewed explainsthat heis
building a small housein the back of his garden. He hires labourers from the village. Some of the men
come back in the evening but thisis only 10%. The other 85% send remittances home and return only



onceinawhile. Most men work in other big cities like Lucknow, Dehradun, Khanpur.

Human capital

There is one primary school from the government in the village. This was established in approximately
1982. The secondary and inter-college where children go isin Khilkeet. Thisis aso a government
school. Khilkeet is the roadside village from where you walk down to reach Kharchuli. 25% of men
can read and write and 10% of men can read and write. All the children go to school now so they can
all read and write but they do not al go to secondary and inter-college.

Thereis no doctor in the village and aso not in Khilkeet. They haveto go to Ranikhet if there are
health problems.

Ethnicity
Thewholevillageis Hindu. Approximately 80% is Rajput and 20% is schedul ed caste. There are no
Brahminsin the village. They livein another village.

BPL

60% of the families have aBPL card. 40% doesn’'t have aBPL card. Out of the 109 families in the
village 65 families have a BPL card. The prathan gives the cards to the families who requireit. Eight
years ago a survey was done for BPL registration. All these peopl e were registered as BPL. The new
prathan saw the list and gave them the BPL card. (Not al families which were registered at the survey
have a BPL card now. One of the entrepreneurs | interviewed does not have a BPL card while heis
registered. Later on | find out that he it supposed to get it but he lives in the house of his brother and
he drinks and Tara explains that therefore the prathan does not want to give him the BPL card.)

Telephone

15-20 peopl e have a phone, including both mobile phones and landlines. The people who do not have
aphone go to the families which do have a phone to make a phonecall (when | speak later to some
scheduled caste people who do not have a phone | find out that they go to Khilkeet when they need a
phone, thereis a PCO/STD there. It has happened only once or twice that they have used the phone of
the villagers)

Infrastructure
A survey has been done a year ago by the Public Work Department for making aroad to the village.
This department has sent the survey and the application form to the government.

Energy sources

The ectricity has come in the villagein 1984. At that time 5-10 families were connected to the
central government grid. These families got the € ectricity because they had the money. It had nothing
to do with the distribution of the polesin thevillage (likein Bautha). Poles were put everywherein the
village. Not everybody was able to pay for it.

60% of the families has dectricity now and 40% hasn’t. The people who don’t haveit yet can't pay for
it. The people who don't haveit are both scheduled caste and Rgjput.

For cooking approximately 25% use L PG, 10% use kerosene and 65% uses wood but the people who
use LPG and kerosene do not always useit. They also use wood for cooking. The only use LPG and
kerosene occasionaly.

Thereisavehide for LPG which comes to Khilkeet. The truck comes approximate y once a week.
The villagers take their empty cylinders to a shopkeeper in Khilkeet. He changes the cylinders and
tells the people from Kharchuli that their LPG has arrived. The take it from the shopkeeper and the
women carry the LPG cylinder on their head down to Kharchuli.

The government is not sending out sufficient kerosene. Only 51 per family. Everybody can get
kerosene. If they want to buy kerosenethey can get it for 13 Rs. per liter. The government sends out
the kerosene but thereis only one government fair price shop which supplies the people. How can this
shop supply al the villagers, 109 families, from Khilkeet and also supply the people from other
villages.

When | ask if keroseneis also a blackmarket product Tara's husband, who is a private taxi driver,



replies that there are buses in Ramnagar which are using kerosenein stead of petrol. The bus drivers
have made dedls with the wholesa ers of kerosene. He replies that it does not happen in Ranikhet.

Non-farm i ncome generation
- 1lohar who uses the bark of pinetrees as energy source
- 5 masons, but they are daily labourers
- Thereare no carpenters.
- Sometimes Tara' s mother stitches cloths for the villagers but she doesn’t get anything for it.
Sometimes somebody gives her a present for it.

Typical in Kharchuli

Most people which have dectricity havea TV, which is about 60%. Lack of eectricity isthereforea
indicator for poornessin the village.

There are five peopl e in the village which have a fridge, thisis an indicator of wedth.

75% have a house made of stones and mud. Concrete houses are a sign of prosperity.

2-3 families have a DV D-player, thisis also asign of wealth.

There are no peoplein the village which have large amounts of land compared to others. Having land
is not asign of wealth because what do you do with the land if thereis hardly any rain.

People who arerich in the village have done or mostly do government jobs. Like serving for the army.



Kargenl

Malikharchuli
Enterprise 34, generd store selling goods from a box whichis 1 by 0,5 by 0,5 metres.

Interview done by Taraand Karlijn on 6-5-06. During the interview Tara s brother and Tara's
husband. The entrepreneur’s children. The blacksmith and alot of children from the village are
present.

Production process
The entrepreneur sells prachaat, cigarettes, matches and toffee’ s from a box. He gets the products from
the market in Ranikhet.

Location
The entrepreneur lives amongst a habitation of scheduled caste people from the Ram family. From the
road in Khilkheet it takes approximately 45 minutes to reach from the orad to his house.

A. Adoption, rejection or no knowledge
Entrepreneur does not use energy source. Heis retailing products from his house and he buys the
products in Ranikihet. He puts in some manual [abour to transport the products to his house.

B. Vulnerability context

C. Human capita

The entrepreneur used to go to school. Hefailed in the tenth class. He tries once. He was twenty years
when he finished. In between he has a so failed many classes. He started going to school when he was
five. Helearnt how to run an enterprise when he was in De hi. He used to work in the University
Library in Delhi where he sold books. He is now 50 but he went to Delhi when he was 30. He stayed
in Delhi for 14 years. He sent money home to his wife.

He got theideato do this from the market in Ranikhet. He was the first onein the village who was
sdling products from a generd store. He has been doing this for five years.

D. Financia capita

Entrepreneur is also alabourer. He dips stones in the village. He says: “| am avery poor man, | have
five children and a big money problem. He works 5-10 days a month and for this he gets 80 Rs. per
day. The montly profit out of selling the products from his shop is only 50 Rs.

The entrepreneur has 3 ha of land and he can eat for approxi mately 2 months from this when it rains.
This year he got less because it has not been raining.

The entrepreneur has one buffalo and he works on the land of his brother and him which is shared, 3
ha Helivesin his brothers house, thereis also no light in his brothers house.

E. Social Capital

The entrepreneur does not have any contact with the people who he used to have as friendsin Dehi.
He never talks to them anymore.

The entrepreneur’ s brother isin Kasepur where he does service for the government. Heis alabour
inspector. (Later on | ask if | can see his house and he shows me a small stone house with four rooms.
The house has two floors. Thereis nothing in the upper room and there is a room for the cattle and the
kitchen in the two lower rooms. The entrepreneur explains than that he lives in the other house, the
house of his brother. There he has alot more luxuries. It isbigger, thereis furniture. | get the feeling
that this man is trying to pretend to be very poor and hisis not redly serious about the things he says. |
think al the money heis explaining is morein reality).

The entrepreneur knows peoplein other villages. They are reatives. He knows peopl e on distances of



20-50 kilometres from his village. He only meets them in specia ceremonies and when sad things
happen. Thisis mostly once a year.
The entrepreneur’s family are him, hiswife, 3 boys and two girls.

F. Natural Capita

G. Physical capital

| ask if | can see his house and he shows me a small stone house with four rooms. The house has two
floors. Thereis nothing in the upper room and there is aroom for the cattle and the kitchen in the two
lower rooms. The entrepreneur explains than that he lives in the other house, the house of his brother.
There he has alot more luxuries. It is bigger, thereis furniture. (I get the feeling that this manistrying
to pretend to be very poor and hisis not really serious about the things he says. | think all the money
heis explainingis morein reality)

The entrepreneur has no d ectricity. Out of the 15 families in his habitation there are four families
which have dectricity. All peoplein the habitation are BPL but some do not have a BPL card. They
aredl registered at the Block Devel opment Office. When | ask him why he has no card he replies that
the prathan has not madeit. He has no idea why only 5 peoplein his habitation have a BPL card and
the others have not. These people who have the card have a similar economic status (I find thisa
strange story....When | ask Taralaer she explains that the man drinks alot and that heisliving in the
house of his brother and that his conditions are not as bad as the conditions of the entrepreneur from
E33. Tara: “Why should the prathan give him a BPL card if he has a house from stones, all his
children go to school and if he has a drinking problem?")

The entrepreneur says that he wants to have e ectricity and that he has applied for it at the Block
Devel opment Office through his BPL registration but he hasn't got it yet. He doesn't steal the light
because he is scared for the other villagers. The people arejealousif they have to pay and others don’t
haveto pay.

For cooking the entrepreneur uses wood.

The entrepreneur reads the newspaper when he goes to Ranikhet, approximately 10 times a month.

H. Influence on and access to transforming structures and processes

The entrepreneur goes to Ranikhet by foot, approxi mately 10 times a month. It takes approximately 2-
3 hours to go to Ranikhet by foot. He also buys his basic needs and his differentiated needs productsin
Ranikhet likerice, flour, masala, dahl and clothes.

The entrepreneurs customers are from this villages and from villages more down from Malikarchuli.
The entrepreneur explains that he has no fixed customers. There is competition from four other general
shops. They sdl the same kinds of products. He says he has no fixed customers, he always sees new
faces. No people who regularly cometo his enterprise.

The entrepreneur doesn’t have more differentiation in his products because he cannot invest in the raw
materials. When | ask himif he has aloan he replies that he doesn’t like loans. If he has to pay for
interest, how would he do it? When | explain that if he wouls invest asmal amount he might be able
to increase his profit. (Later | understand from Tara and her brother that the man has loans from the
bank but that he hasn't repaid any of them)

|. Perceived Attributes of Innovation

J. Innovation-decision

K. Communi cati on-channels used

L. Extent of change-agents promotion efforts

Man has loans but he didn’t say so. One of the other villagers confirms that he hasloans but he hasn’t
paid them. He has a stone house i.s.0. a mudhouse. A mud house is a sign of poorness. He also livesin

the house of his brother. BPL cards are only for people earning less than 700 Rs per month. Tara:
Why sould the prathan give him a BPL card if he has a concrete house? The prathan also hasto live.



The government gives him money but he al so has a house to take care of. The entrepreneur’s children
also go to school (I think Tara's view is not completely fair. Her brother in law isthe prathan of the
village where her husband’ s family lives. | think that she thinks that | think that all prathan’s are bad
and therefore explains that thisis not true and she defends the prathan’s. | will not take thistoo
serious!)
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Malikarchuli

Enterprise 35, generd store sdling nam kee, masala, biscuits, incense sticks, toffee’s, noodles, soap,
washing products, cigarettes, matches from cupboard and shelf’s in the back of her house.

Name entrepreneur: Nhima Bisht, 30 years old

Interview done by Taraand Karlijn on 6-5-06. During the interview Tara's brother and Tara' s husband
are present. The entrepreneur’s mother-in-law and a sister-in-law are a so present. Her three children
are also there. Her husband is not there

Production process

The entrepreneur sells nam kee, masala, biscuits, incense sticks, toffee’ s, noodles, soap, washing
products and cigarettes from cupboard and shelf’s in the back of her house. She gets the products from
Ranikhet.

Location

The entrepreneur lives amongst a habitation of Rajput caste people from the Bisht family. This
habitation contai ns 20-25 families among which the richest families from the village belong. (| can
see because they havea TV, fridge, DV D, watertanks, large kitchengarden, concrete, one story house,
large outside sitting area. The houseiswell kept.) From the road in Khilkheet it takes approximately
4-5 minutes to reach from the road to his house.

| have a strong feeling that the woman has not done any of the business activities. It seems like her
husband brings the material s, arranges the shop, does the financing. 1t seems to me that her husband
just left her the house and the cupboard and the shelves and when she is home she has to sell these for
the prices her husband has given her.

A. Adoption, rejection or no knowledge
B. Vulnerability context

C. Human capita

The entrepreneur has gone to school. She has passed the fifth class in the primary schoadl in the village
She stopped because there was alot of work in her house. She can read and write but she hardly ever
reads. She doesn't read the paper and she rarely reads Hindi books. She has no time for this. Her
husband has opened the shop and told her how to run it. She has been doing this general shop for the
last 2 months.

D. Financia capita

Thelast 2 months she has been getting a profit of 15-20 Rs. per month. The money for the investment
in the product is given by her husband and it is the money her husband earns. Her husband is a small
constructor like Tard s brother. She doesn’t know how much money her husband makes. Her husband
comes home every evening.

They have land. The joint family had 8 ha but now the four brothers each have 2 ha. Normally they
can't eat from this for longer than 2 months but this year it is even | ess.

They have one cow and two oxes.

E. Social Capital
The family consists of 7 people. Her, her husband, 3 girls, one boy and the mother-in-law. They know
people outsideif the village. She knows that her husband knows people 20 km from the village but she



doesn’t talk to them, only her husband does. They also have family in Delhi. They have visited them
once and they speak to them 2-3 times in a month.
Theideafor starting the generas shop came from her husband. He got the idea from himself.

F. Natural Capita

G. Physical capital

The house has dectricity from the central government grid and they have a meter. They pay an
eectrcicity bill of 400 Rs. for two months. They have a TV and a fan but no fridge and no radio. They
also have atape-recorder and an iron.

For cooking they use wood, sometimes LPG. They get the LPG from Ranikhet. Her husband brings it
from Ranikhet to Khilkeet and she takes it from Kilheet on her head down to the village.

They have a scooter and her husband brings the cylinder with the scooter to Kilkheet.

They don’'t have aloan.

They don't save any money.

She says she knows who the prathan is (by the look on her face it indeed seems that she knows who
the prathan is but that isit. She doesn’t seem to interact with him.). She doesn’t know the
wardmembers.

Her customers are fixed. They always come to her shop. They are mostly small kids. She doesn’t have
alot of competition

H. Influence on and access to transforming structures and processes

The entrepreneur gets her products for the general store from Ranihet. She goes there approximately 1-
2 times a month. She goes by jeep or by local bus but always with avehicle.

Her basic needs she gets from Kilheet. She goes there by foot 3-4 times in a month. She goes by foot
whichis one hour wa king. For her differentiated needs like clothes, utensils and jewe lery she goesto
Ranikhet.

Her husband has opened the shop and told her how to run it. He tells her how much money she has to
ask for the products.

|. Perceived Attributes of Innovation

She has the enterprise because she hopes to get asmall profit fromit in the future. She says she aso
does it for the customers (in my opinion it is not for the customers but for the money and her husband
wanted it that way. She doesn’t seemto be very social. She hardly speaks to others and also not to
Tarawho used to be a member from the village)

J. Innovation-decision

K. Communi cati on-channels used

L. Extent of change-agents promotion efforts

When talking later to another village hetellsthat her husband is a government contractor. His salary

isirregular but he sometimes gets a job of 10.000 Rs. on which he works 4 months. Sometimes he gets
nothing for a couple of months (2-3 months)
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Observations Karlijn

Khilkeet is the closest market to Maikarchuli. Khilkeet is aroad head village. From there a
stone path goes down by which people can reach Malikarchuli and Tullikarchuli and also
some other villages. It isimpossibleto drive on this path. Khilkeet has all the basic needs
which people from the off road villages require such as a vegetabl e shop, masala shop, general
shop, tailor, grinder. Thereis no local bus going to Khilkeet, there are shared jegps but
generally people have to wait red ly long before the jeeps are full. It takes 15 minutesto reach
Ranikhet by shares jeep and it costs 10 Rs.

When Tard s grandfather was young he used to walk from Karchuli to Almorain 2 hours by
short cut. Now is takes 30-40 kilometres to go there by car.

It seems that there are some problems between the villagers. Especialy between the SC's and
the Rajput population. The SC’s who don't have e ectricity don’'t want to ‘steal’ thelight
because they are afraid that the other villagers will cause problems, E33, E34 and the men
from the focusgroup said it. The people who do have light indeed say: Why do they not have
to pay for the dectricity if we do have to pay? There was also the fight, 30 years ago, between
the SC population and the Rajput population which resulted in the formation of Tullikharchuli
and Malikharchuli.

Poor in thevillageis not having e ectricity, not being able to pay for the children which should
be going to school. Being rich means that people have a DV D-player, afridge. Medium in the
villageis having a TV, concrete house and a fan.

Description of arich house: Nice wall paint, curtains, sofaand chairs for sitting, carpets, TV,
video player, CD player, fan, five rooms, kitchen from 4 by 3, fridge, 2 tanks for storing
water, a gas stove photo’'s on the wall, paintings for decoration

Description of poor house: 1-2 rooms, room for cattle, no chairs, only abed to sit on.

Within Malikharchuli there is a separation between the upper habitations and the | ower
habitations. When peopl e refer to up they mean the richer (generally speaking the Rg put
families) families and when referred to down they mean the poorer families (generaly
speaking the schedul ed caste families).

Peopl e hardly seem to use LPG. Even the richer families cook outside with wood. These
richer families could easily afford to cook with LPG everyday. | don't think the price isthe
problem for these peopl e but the transportation of LPG cylinders to the village is. Another
thing is that they are used to it and in the village there is not much to do so maybe cooking
with wood takes a bit longer but why would they want to do it quicker. Thereis nothing el se
to do anyway.
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Appendix 1: Operationalization, questionnaire

Table 1: Questionnaire

Questions

A. Did the entrepreneur adopt, reject or
have no knowledge of modern energy
sources?

What energy source does the enterprise use?

Why does the entrepreneur use this energy source? Why not
another?

What energy source did the entrepreneur use before?

What other energy sources does the entrepreneur know?

B. Social participation

What formal/informal groups is the entrepreneur a member of ?
In which cases does the entrepreneur meet groups of people?
Is the entrepreneur a member of any organizations?

Where does the entrepreneur travel to?

How often does the entrepreneur travel ?

C. Demand for the enterprise's products

Is the demand larger than the entrepreneur can supply?

Does the entrepreneur sometimes say no to his customers?
Why?

Isthere anincrease or decrease in demand?

If you would produce more than would you be ableto sdll it?
ingtitutions provide financial capital?

Which policies and licenses exist for running an enterprise?
Which policies affect energy access?

How can the entrepreneur influence legislation and policies?
Who arethe entrepreneurs  customers?

How does the entrepreneur pay for modern energy sources?
How do peopl€' s castes influence the use of energy sources?
How do gender issues impact energy access?

I. What is the value of the perceived
attributes of innovationsin energy sources
for the entrepreneur?

0o Whatistherdative
advantage for the
entrepreneur?

0 Howistheinnovation
compatible to the norms,
values and beliefs of the
entrepreneur?

0 How complex isthe
innovation for the
entrepreneur?

o Howdidthe
entrepreneur try the
innovation?

0 How wastheinnovation
observed by the
entrepreneur?

Why does the entrepreneur have an enterprise?
Profit?
Tradition?
Coping?
Status?
How did the entrepreneur know that this new source would have
beneficial outcomes?
What was the advantage of thisnew energy source compared to
the former energy source?
Did the entrepreneur have the possibility to experiment with the
new energy source before it was implemented?
What did entrepreneur have to change when he implemented the
new energy source?

0 production methods

o0 knowledge

(0]
(0]
(0]
(0]

o traditions
o skills
0 norms

What new skills and knowledge did the entrepreneur have to
learn?

J. How was the innovation-decision made?

Who decided about the innovation in the energy source?

K. Through which communication channel
did the entrepreneur get knowledge of the
innovation?

How did the entrepreneur hear about this innovation?
From whom did entrepreneur hear about the innovation?

L. Towhat extent did change agents
promote the innovation to the
entrepreneur?

Did somebody ever promote energy sources to the entrepreneur?
Either collectively in the community or personally?

33



Appendix 2: Overzicht dorpen

Table 2: Village wise information

Village |Total |Total |On Neare | Geogr | Travel Type of electr |LPG |Area | Tota | Culti
house | popul |road/off | st aphy. [timeto | market ificati | truck |G, ha|l vatabl
holds |ation| |road, type [town |( nearest on irrig |e
H of road DF teep/n | town, ated |area,

(dista |on- | means of area |irrigat
nceto|cultiv |trave EH |ed+
neare |atable non-
st or irrigat
town, | mediu ed
km |m
DG) | steep/

cultiv

atable

/plain

)

District Almora

Block Tarikhet

Village cluster Pilkholi

Pilkholi |209 |1038 |Onroad; |Ranik|Medi |30 Basicheeds |+/- |On 138,3|0 99,33

national |het |um |minutes |marketfor |10 the |9
highway |(10) |steep/ byjeepto|Tana, famili | road
to cultiv | Ranikhet. | Tarswar, es the
Ranikhet, atable |3 Chamoli. don't |truck
paved 2 Bus and jeep | have |drive
road" very stop. eectr |s
dry Toll stop for |icity® |throu

entering gh

Ranikhet

cantonment

area’

Chamol |58 284 |Offroad, |Ranik Medi |To Only one 2/3 |Pick /87,89|0

[ paved het |um |Pilkholi |flourmill, famili |up

foot path® | (10) |steep/ |15 basic es |for
Pilkh |cultiv | minutes | needsw don't |gasin
oli (1)|atable|walking® |market is have |Pilkh

! Pilkholi® electr |oli

1 Observation Karlijn Morsink

2 Observation Karlijn Morsink

3 Observation Karlijn Morsink

4 Interview with prathan of Pilkholi, 01-05-2006 and Observations Karlijn Morsink

5 Interview with prathan of Pilkholi, 01-05-2006

6 Observation Karlijn Morsink

7 Interview with 2 locals from Chamoli, 08-05-2006

8 Observation Karlijn Morsink

9 Interview with 2 locals from Chamoli, 08-05-2006
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very icity
dry 10
Tana |75 343 | Off road, |Ranik |Medi |To Fewbasic |+/- |Pick [209,2|3,79 |140,9
mud/ston [het |um |Pilkholi |needs 20 up 9 1
efoot (12) |steep/ |30 available but | famili | for
path Pilkh |cultiv |minutes |mainbasic |es gasin
oli (2) | atable|walking® | needs don't | Pilkh
n marketis | have |oli
very Pilkhali electr
dry icity
13
Tarswar |69 355 |Off road, |Ranik Medi |To No 15-20 |Pick (1146 0 |43:8"
mud/ston [het |um | Pilkholi it |enterprises | famili up
efoot (12) |steep/ |takes45 |atall, basic |es for
path cultiv \minutes | needs don't |gasin
atable [ towalk™ |marketis  |have |Pilkh
" Pilkholi electr | oli
very icity
dry 16
Village cluster Mandel Kote
Uni 57 281 | Off road, |Ranik [Medi |To One 90,65 |0 0
mud/ston [het |um |Navali |flourmill.
efootpath | (9) stegp/ |30 min. | For basic
Tarik |cultiv |walking. |needs
het |atable| To Navalli or
O Tarikhet | Tarikhet
very |1 hour.?®
dry
Mandal |49 263 |Onroad, |Ranik | Medi |To Jeep stop 109 |0 45,73
kote mud het |um |Khairana |between
road/pave | (14) |steep/ |1 hour by |Khairana
d road. cultiv |jeep and
Road atable tarikhet/Rani
going A khet. Basic
from very needs
Khairana, dry market. For
main jeep differentiate
stationin d needs they
Almorato goto

10 Interview with 2 locals from Chamoli, 08-05-2006
11 Observation Karlijn Morsink
12 Observation Karlijn Morsink
13 Focusgroup with locals from Tana, 07-05-2006
14 Observation Karlijn Morsink
15 Focusgroup with locals from lowest habitation in Tarswar, 07-05-06
16 Focusgroup with locals from lowest habitation in Tarswar, 07-05-06
17 Focusgroup with locals from lowest habitation in Tarswar, 07-05-06
18 Interview with flourmill using gharat from Uni
19 Observation Karlijn Morsink
20 Interview with flourmill using gharat from Uni
21 Observation Karlijn Morsink

55



Tarikhet Khairana or
(BDO Tarikhet
block

Tarikhet)

Nawali |43 212 |Onroad, |Ranik |Medi |2/3 hours |A jeep stop. |24 No |66 49
mud het |um |walking |A basic famili | gas
road/pave | (14) |steep/ |to needs es truck
d road. cultiv | Ranikhet. | market but | have |going
Road atable differentiate | electr |to the
going = dneedsis | icity, |villag
from very Ranikhet. To|s0 19 |es.
Khairana, dry BDO and don't
main jeep SBl in have
station in Tarikhet electr
Almorato icity
Tarikhet =
(BDO
block
Tarikhet)

Village cluster Khilkeet

Karchul 1105 578 |Off road |Ranik 235 80

[ het

(15)

District Dehradun

Block Raipur

Village cluster Maldivpta

Bautha |42** | 250°° |Off road, In From Only black | Out
no moun | Maldivpt |smithy, of 42
footpath tains, |a2kmon tailoring and | famili

agricu| mud road, | carpenting. | es, 17
lture |5km Maldipvta as | have

possi | uphill. basic needs | been

blein |Walking |market® electr
pastur | 2 hrs.”’ ified..
eSZ6 29

Maldip 2000 |Onroad, In 25 Basic needs | Almo

vta % paved plains| minutes |market and | st
road, jeep onthe by jeepto |jegp and bus | every
and bus edge | Dehradun |stop for famil
stand with villagesup |y

22 Observation Karlijn Morsink
23 Focusgroup with locals from Nawalli, on theroad in chai and sweetshop, 14-05-2006

24 Interview with prathan of Bautha, 18-4-2006
25 Interview with prathan of Bautha, 18-4-2006

26 Observation Karlijn Morsink, 18-4-2006

27 Interview with prathan of Bautha, 18-4-2006

28 Interview with prathan of Bautha and Observation Karlijn Morsink, 18-4-2006
29 Interview with prathan of Bautha and Observation Karlijn Morsink, 18-4-2006

30 Interview with prathan of Bautha, 18-4-2006
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the |10 in mountain. | electr
hills® | minutes | <25 shops. | ified
by jeep to | Sweetshop, |excep
Raipur® |restaurant, | tfor
lantana shop, | 2
welding, famili
PCO, €s.
vegetable
shop, chai
shop
Block Sahaspur
Village cluster Ambiwala
Ambiw |185 |926 |Onroad |Dehr 62 38,7 |51,46
aa adun 4
()
Donkw |13 84 Off road | Dehr 47 35,6 | 36,6
aa adun
(10)
Village cluster
Chharb |1023 |5609 |Onroad, |Herbe 2763, | 600, | 1646,
a closeto |rtpur 1 6 6
national | (6)
highway,
<1lkm
Kotra |108 |584 |Onroad |Vikas 175 |48 |80
Kalyan Naga
pur r (14)
Sahas 1134 |6568 Onroad, |Herbe 425 |111, |172,9
Pur national | rt pur 6 1
highway |(8)
from
Dehradun
to
Herbertpu
r
Langha [256 |1466 |Onroad |Vikas 312 |34 |183
f (part Naga
of r
Vikas (10)
Nagar
block)
Village cluster Fatehpur
Fatehpu | 389 2052 |Onroad, |Herbe 402 |20 |27
r closeto |rtpur
national | (1)

31 Observation Karlijn Morsink, 18-4-2006
32 Interview with prathan of Bautha, 18-4-2006
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highway,

< 1km

Table 3: District wise population

characteristics
District Dehradun Almora
No. of villages 746 2267
No. of villages electrified | 734 1855
Total population 1.282.143 632.866
% of population livingin |47 91
rural areas
Population density/sq km | 406 171
laborers engaged in 36
agriculture %
Total agricultural landin | 52.667 Hills 13.559 86.378
ha Plains 39.108
% of irrigated agricultural |46 Hills 12,9 8
land :

Plains 57,5

Maldivpta, Bautha
Villageis spread. 17 familiesin centre of village have electricity. People living outside don't have dectricity
<25 shops. Sweetshop, restaurant, lantana shop, welding, PCO, vegetable shop, chai shop®

Pilkholi cluster, Tana, Pilkholi, Tarswad, Chamoli

Pilkhali cluster, big fluctuationsin eectricity bills because there are no metres. They think this is because the
havea rr;4eter but nobody from the government comes to check the metre. The government just makes up an
amount.

The main sources of income in the village are government service for the army. Maost families depend on people
working outside of the village sending remittances home. Approximately 50% of the people have government
jobs. Another 30-45% of the people work as labourers. Either in Ranikhet or Haldwani or outside of the state. In
Pilkholi many people use LPG compared to villages in Dehradun or in Almora. The prathan explains that thisis
because Pilkholi is aroad side village. The roadside village don't have problems because thereis a truck passing
by every 15 days which collects the empty cylinders and supplies them with new cylinders. The off road villages
have difficulty transporting the cylinders to and from the road so they don’t have L PG that much.® There are
many people who use LPG. Most of the enterprises which are cooking (chai-shops, sweetshops) areusing LPG
and people also use LPG in their homes. The LPG is provided by a truck which drives from Ranikhet and stops
in all the villages to sell LPG and to pick up the empty tanks. The tanks are 40 cm’s long and are heavy to carry.
Thetruck stops everywhere at all the houses. The LPG is more efficient. One of the chai-shops buys one tank for
290 Rs. and this remains for a month. If he uses kerosene he needs 2-3 bottles a day. The bottles cost 12 Rs. The
keroseneis hardly ever available because the local buses use the kerosene. The kerosene is provided by the
government fair price shops and BPL families can even get it cheaper. The local bus drivers are private owners
and they have made deals with the wholesal ers of the kerosene to buy it up. The kerosene they use in stead of

33 Interview with prathan of Bautha, 18-04-2006
34 Focusgroup with locals from Tanaliving in outside habitation, 07-05-2006
35 Interview with prathan of Pilkholi, 01-05-2006
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petrol. Y ou can smell it but nobody does anything about it. The truck which brings the LPG comes once every
two weeks.

1
Total 47 enterprises
The bakery isthe only enterprise which is not directly on the road but is down a gairs. Therest of the enterprises
areall located at the road.
L PG use and distribution
On one of the days | was in Pilkholi and the LPG truck came buy in Pilkhaoli in the enterprise where we were
doing the interview, the grinding enterprise. That was at approximately 16.00 o’ clock. When we finished the
interview | had to go for some groceries and after that we went back. At that time it was six o’ clock. In the
timespan of two hours the truck had only moved 3 kilometres. The houses are not really dense because thisis a
steep mountains area. Thisindicated methat the use of LPG is very extensive because on the way down to
HOPE | saw alot of people exchanging their LPG

1. 2 small general stores (selling goods from inside their house)

2. 2lohar who use wood

3. 1ltailor using manual labour through a hand machine (part-time from her house)
4. 4 masonsworking as labourers

5. 1 grinder using diesel

Table 4: Distribution of sectors per village

bak |chai/ car- |elec- flour |Genera|Fruit |[Meta |pot- shoe |sweet- |tailo | Tire |weaving
ey |dhab |penter |trician |-mill || store/ | proce |- tery \/make [shop |r repair
a other |ssing |works r
shops
Pilkho/1 |10 |1 1 2 13 - 2 - |1 6 2 1 -
li buildi
ng
Cham |- - - - 1 - - - - - - - - -
oli
Tana |- - - - 1 2 - 2 - - - 1 - -
blacks
mith
Tarwa | - - - - - - - - - - - - - -
r
Uni |- - - - 1 - - - - - - - - -
Mand |- X X - 1 X - X - X X 1 - -
a
Kote
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uli
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a
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99



vpta

Ambi
wala

Donk
wala

Chhar
ba

Kotra
Kalya
npur

Sahas
pur

Fateh
pur

Langh

10




Appendix 3: Country study India

Chapter 1: Introduction

Indiais acountry in South-Asia and shares borders with Pakistan, Afganistan, China, Tibet, Nepal, Bangladesh,
Myanmar and Bhutan. In 2001 India’s estimated total population is 1,027 billion of which 52% is male and 48 %
isfemale. The average population density is 274 persons per square kilometer but the unequal distribution is
reflected in the following figures: 2 persons per square kilometrein the districts of Lahul and Spiti to 23 783
persons per square kilometer in Calcutta 489 349. Of thetotal population 74% livein rural areas and 26% in
urban areas. In India the average literacy rate is 52% consisting of 45% of rural people and 73% of urban people
being literate. Of the total male population 64% is literate and of the total female population 39% is literate. 37%
of Indians are workers to which 52% of the male popul ation and 22% of the femal e population contribute. Of
Indian workers 68% are working in the primary sector, 12% are working in the secondary sector and 21% in the
tertiary sector.

Of thetotal population 82% are Hindu, 12% are Muslim, 2% are Christian. Other religions are Sikhism,
Buddism and Jainism. 24% of the Indian population are members of scheduled castes or schedul ed tribes36.

Figure 1: Map of India

Click on State Name for Details
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36 http://www.censusindia.net/ on 08-01-2006
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bron: India Abridged37

Chapter 2: General information
2.1 General information on I ndia

Important to keep in mind, in describing the history of India, its demography and its political, economic and
social development, isin relation to what characteristic of the country a description is going to be made. Stern
explains that this characteristic can never be viewed as fixed but is always under the influence of a certain
pattern of change. Stern offers a possible way of viewing the current pattern of change in relation to political and
economic development in India. Stern describes this pattern as ‘bourgeois revolution’ by which he means both
the devel opment of capitalism as the development of parliamentary democracy. The devel opment of these two
factors have mainly brought political, economic and social change for the growing middle classes. These classes
are not incorporating all Indian citizens but there number is very large and they are the ones directing the pattern
of change in India38. Important historical developments, in relation to the view of bourgeois revolution, start
with the British imperialism because the British empowered the Indian middle class. Important follow-up

devel opments were the period of Indian nationalism and Muslim separatism. To describe these it isimportant to
first address characteristics of Indian society that Stern considers to be important for the bourgeois revolution:
the Hindu caste system, the class divisions and the Islamic influence. Everett also adresses these issues as
important pillars of Indian society39.

2.1.1 TheHindu caste system

The Hindu caste system consists of a hierarchical order of castes in which different rituals and norms guide the
lives of their members. Membership of a casteisinherited. According to the Hindu ideology the higher castes
are morerdigiously pure than the lower castes40. Varna Dharma ideology is the ideology underlying the Hindu
caste system. Varna Dharma consists of Varna which divides peopleinto four categories and Dharma which
prescribes proper and rewarding behaviour for the members of every category. After death, people can become
members of a higher caste or be released from reincarnation if they livetheir life according to the prescriptions
of their caste. Thefour castes derive from Purusha which the Hindus consider as the Cosmic Spirit41. The
Brahmin, who maintain the order of VVarna Dharma through functioning as a priest. Varna Dharma derives from
Brahmanical ideology and therefore the Brahmins are at the top of the caste system. The Kshatriya, who
maintain the order through his warrior/ruler function. The Vaishiya, who generate wesalth for the priests and
rulers and the Shudra who serve the other categories. Next to these four castes there is the category of the
untouchables, Dalits. The people belonging to this caste have no relationship to Purusha and the people from the
four, above-mentioned, categories regard them not pure because, in theory, the Dalits have unclean living habits.
In practice the Dalits mainly do agricultural work and live their lifes separated from the touchables42.
Theimplications of these castes are that they are the most important institutions for India’ srura life. Indian
society is a segragated society where activities are directed by caste associations. Certain professions belong to
membership of certain castes. In state politics caste-activity is present within political parties, welfareinstitutions
and in formal and informal interest groups43.

2.1.2 Theclassdivisons

Stern describes that class, inrural India, can be considered as a collection of households which are similarly
situated economically or in other words as sharing a ‘ market situation’ 44. In India classes derive from two basic
differencesin society. Thefirst differenceis the castes or religious communities people belong to. The second

37 www.|bassociates.com/.../ page/abridge india.htm on 08-01-2006
38 Stern, 2003

39 Everett, 1979

40 Everett, 1979

41 Stern, 2003, p. 59
42 Stern, 2003

43 Stern, 2003

44 Stern, 2003, p. 89
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differenceis caused by ownership of land and capital which leads people to respond in certain ways45. In
addition Stern names some specific relationships which have led to classes, for example employer-employee
relations or patron-client relations46. Although caste and class are very often intertwined thereis considerable
economic difference between people of a caste. Stern describes that they are both part of villagers' identities and
that class becomes more important and caste becomes less important in people’ s reationships47. A consequence
of the growing importance of class in comparison to caste is that people have relationships according to class
status with people from different castes. Formerly, people of different castes did not become interrelated. These
new kind of relationships based on class have led to discrimination of people of lower castes although they are
members of similar class. For example, women who marry men of similar class but higher caste get
discriminated against by the members of the men’s caste.

2.1.3 Thelslamic influence

Big parts of India, especially the Northern part, has been under Muslim rule, roughly from 900 A.C. to 1700
A.C. This caused many peoplein Indiato convert to Islamic religion. Although Hindu religion remained very
prominent, the Islamic traditions have also been incorporated into Hindu religion and are still present. This
interrelation between Hinduism and Islam can be found in the development of people believing in Sufi saints.
Some of them consider themselves Hindu, some Muslim and others neither of both48.

The existence of both religionsin India have led to conflict and muslim separatism in the twentieth century. This
will be further explained in section 2.1.6.

2.1.4 British imperialism

The aim of the British colonial rule over India was to use Indian resources to serve the British economic and
political interests. The British government in India, Raj, was characterized by the pursuit of a dual purpose
therefore lacking legitimacy. On the one hand there were people in the Raj who were serving British interests
and on the other hand there were people serving Indian national interests. Under the Raj India industrialized and
modernized. According to Stern thisled to British systems of law and administration, an illegitimate government
using coercion and repression, nascent capitalism and services like tertiary education, modern transportation and
communication. In general the Raj led to bad living conditions for the Indians. The British approached middle
class Indians from the educated castes because they needed collaborators with knowledge of the country to
operate the British regime. The Indian middle class founded the Indian National Congress in 1885 as an interest
group demanding their representation at higher political positions. In 1935 the British the India Act to satisfy the
Indian middle class. The content of the act was responsible parliamentary self-governance. The act led to the
1937 dections which the Congress won. The representation of educated middle-class Indians in the Congress
advanced the bourgeois revolution in India49.

During British rule the educated middle class was able to enhance their skills through education. To control land
ownership, the British started to divide land and assign responsibility over land to middle-class families
experienced in cultivation. This caused the devel opment of capitalism in agriculture50.

In part because of Britain's free trade policy, the Indian business class was able to flourish because of their
commercial skills. They aided the British through arranging services like money changing, labor contracting and
arranging the supply and distribution of Indian resources and British manufactured goods. Indian entrepreneurs
started the Indian cotton textile, jute, munition and cement industry. After the First World War Britain restricted
the free trade policy. The Indian entrepreneurs could benefit less from the market situation making them turn to
Congress51.

2.1.5Indian Nationalism

45 Stern, 2003, pp. 94-95
46 Stern, 2003, pp 100-105
47 Stern, 2003, p. 90

48 Stern, 2003

49 Stern, 2003

50 Stern. 2003

51 Stern, 2003
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From 1920 onwards Ghandi was the leader of the Indian National Congress. According to Stern he fostered the
bourgeois revolution in India because he used a strategy of conflict and conflict resolution towards the Raj. His
coalition alliancein the Congress fostered capitalism and parliamentary democracy and the Congress was able to
use the British institutions in India to let this devel opment continue. To achieve this Gandhi used an ideology of
satyagraha. This was a non-violent strategy of conflict, conflict resolution and reassurance to the middle classes.
Stern describes that the Congress used this strategy to ensure that the congress could inherit a bureaucratically
structured India on which they could built a bourgeois democracy52.

2.1.6 Mudlim separatism

The Muslim rule and its subsequent Muslim governments were taken over by the British East India Company.
The Company brought their Christian beliefs and institutions to India. The British were mostly collaborating
with the Hindu's. Mainly the lower Muslim classes reacted with hostilities while the higher Muslim classes
managed to use their position to gain benefits. The British Raj discovered a way to use the backward position of
the Muslims to rule the Muslim and Hindu community in India. The started stressing the backward position of
the Muslim community in relation to the Hindu community. As a consequence the British were ableto reserve
special places for the Muslims on political positions. Stern explains that this devel opment led to the development
of two nations within India: the Hindu and Muslim nation. In provinces where Hindus were outnumbered by
Muslims the Muslims became a dectoral majority. During the period that the British secured political
representation of the Muslim community the Muslim League devel oped as an organization in which the Muslim
community was organized. According to Stern only from the 1930’ s onward this organization was a disciplined
party. In the elections of 1937 the Muslim L eague received only small amounts of the votes. From the 1940's
onward the support for the Muslim League grew. Stern explains that an important cause of this development was
the claim that the Muslim L eague made for ‘ Pakistan’ 53. While the Muslim L eague had mainly been an
organization for Muslim elite and businessmen until the 1940’s. The idea of a separate Muslim country, that
arose during 1940’ s, also attrackted Muslim peasants and labourers. As a consegquence of the growing political
support for the devel opment of ‘ Pakistan’, both from Muslims and from the British, Pakistan was declared a
separate state in 1947. This separated India, divided Punjab and Bengal and led to enormuous conflict, death and
displacement of Muslims and Hindus54. The tensions between Hindus and Muslims in India remained and were
stirred up at several occasions. Dietrich describes an example of conflict that was stirred up during the the
eighties. Administration of justice, undermining Muslim law, caused muslims to strive for Muslim bdliefs. A
development, that should be seen in th dight of thisis the process of communalismin India. Peoplein
communities hanging on to more fundamentalist religious ideas causing these communities to turn either Hindu
or Muslim55.

2.1.7. Thelndian Union

The Indian National Congress was the governing party from India’ s independence onward. After the assasination
of Mahatma Gandhi in 1949 Nehru became the leader of the Congressin 1950. The Congress remained in power
of the government until 1977. In 1977 the Janata government ruled India for a period of only three years.
According to Stern India was able to remain a parliamentary democracy because of three assumptions. First, it
was acceptabl e to the people with power, wealth and status. Second, the people without power, wealth and status
were not ableto develop an alternative. Third, there was alarge political fragmentation in India existing of
mainly minoritiy groups who where unable to cease power56. The people with power, wealth and status, mainly
landowners and industrialists had to serve the Congress to remain their position while the peasants understood
that they were able to accumulate power, wealth and status through forming alliances which guided local
elections. From 1989 the fragmentation in politics caused coalition governments to succeed each other quickly
and in 1998 The Bharatiya Janata Party(BJP)-led National Demacratic Alliance gained power57.

52 Stern, 2003

53 Stern, 2003, p. 144

54 Stern, 2003, pp. 158-170

55 Dierichin: Bhasin, Menon and Khan, 1994
56 Stern, 2003

57 Stern, 2003
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When India gained independence in 1947, the British left behind a badly devel oped economy. In 1950 only 10%
of the people was working in manufacturing in cottage and small-scale industries. The British did leave behind
an industrial base and a powerful bourgeoisie. In combination with India’ s large and various territory and the big
and growing population this did offer possibilitis for India to develop their economy58.

From Independence until the 1990’ s India was a government controlled country characterized by central
planning, controls of the activities of privately owned industries and competing private and public enterprises.
From 1950 onward economic development was arranged by five-year plans. The governement controlled export
and import, restructuring, innovation and investment with the aim of making India self-sufficient59. To reach
this the Indian government started investing on a large scale and they allowed foreign capital to be imported into
the country The legacy of Ghandi also played arolein thesefive-year plans. Ghandi’ s philosophy was that
industrialization on small, local scale would be desirable. The policy-makers incorporated into the five-year
plans the plan for production of consumer goods in rural areas, where cottage and small-scal e industries had
been producing uptil then60.

Until 1977, when the Janata government gained power over India, the manufacturing economy was characterized
by big business houses. In these big business houses permits and licenses were easier to acquire because of their
established name. They had an advantage because access to resources was easier acquired and they also offered
the possibility to get in contact with decision-makers, other politicians and businessmen because of the network
the served. From 1977 onward small-scale modern industries devel oped, in part as a reaction to the stimulation
of governement policies. These small-scale enterprises produced anything from food and clothing to electronic
goods. Because these small enterprises were mainly capital-intensive this growing economy was not able to offer
a solution to the growing unemployment.

The Congress re-entered the government in 1980. The 1979-1980 ail shock had its effect on the Indian balance
of payments causing the Congress to change its policy. Small enterprises were linked to large industries, excess
production was allowed, India became more present in international trade and the government invested in the
industrial development of backward areas. In practice, Indian districts started investing in promising enterprises,
not in enterprises in underdevel oped areas6l. A consequence of international trade was the growing demand for
technically and scientifically trained people. Indian industrial markets became more diversified62.

During the eighties export grew but import grew even more making India a large debtor63. In 1989 the World
Bank reported that the Indian economy needed restructuring, liberalization and globalization64. In 1991 India
faced a fiscal crisis following the oil shock of the Gulf War. The large debt and the threat of an economic
downfall caused Indian politicians and businessmen to stress the need for economic liberalization. They were
frightened to loose their own economic position and the accompanying power. From this realization onward,
gradual reforms were introduced to assist this liberalization. Until 1997 India’s economy grew with an average
annual rate of 7.5 percent. The bank sector was opened to private and foreign banks, big business were allowed
to take part in international competition and Indian economy was opened to foreign competition65. 1n 1995 the
WTO agreements changed Indian industry through the GATT, GATS and TRIPs agreement. These agreements
were supposed to affect only those involved in international trade but in practice they affected all enterprisesin
India®. In 1997 its economy stopped growing due to declining exports, low industrial investment and
declining consumer demand. The Indian government took some measures to stimulate the economy
mainly benefiting the middle-class while undermining the importance of the contribution that rural
consumer demand can make to the growth of consumer demand of India as awhole®’.

58 Chadha, 2003
59 Stern, 2003
60 Chadha, 2003
61 Chadha, 2003
62 Stern, 2003
63 Stern, 2003
64 Chadha, 2003
65 Stern, 2003
66 Chadha, 2003
67 Stern, 2003
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2.1.8 Thepalitical organisation of India

Since independence in 1947 India has been a democracy. The power is divided into the executive power, to
which the president of India, Manmohan Singh, the prime minister, the ministries, the independent departments
of atomic energy and space and a series of independent offices belong.

The legislative body in Indiais made up by the Indian parliament which consists of the Rajya Sabha, the Council
of States, and the Lok Sabha, the House of the Peopl e®,

The Rajya Sabha is the upper house of the Parliament of India. Thereis a maximum of 250 members. The
majority of them is elected by the state and territorial legislatures. On the 18th of March 2006 the Rajya Sabha,
the council of states has 185 members representing 19 political parties of which the Indian National Congress
with 73 members and The Bharatiya Janata Party with 47 members are the biggest®.

The Lok Sabhais the lower house in the Parliament. Its members have been directly eected by the Indians. The
maximum size of the Lok Sabha is 552 members. Each Lok Sabhais formed for a period of five years, after
which the elections will determine the members of the new Lok Sabha”.

Thejudicial body consists of the State Courts, the High Courts and finally the Supreme Court of India, to which
the Indian population can appeal respectively™.

Something on the relationship between the National government and states

2.2 General information on Uttaranchal

Uttaranchal is a state in the North of India and was formerly a part of Uttar Pradesh. Uttaranchal became the
27th state of the Republic of India on the ninth of november 2000. The main reason for this separation was that it
required other government-palicies for its economic devel opment becauseit is a mountain area, in contrast to the
current areas of Uttar Pradesh™. Uttaranchal shares borders with Tibet and Nepal and the states Uttar Pradesh
and Himachal Pradesh. Uttaranchal has thirteen districts of which 6 arein the Kumaoni region and 7 arein the
Gharwal region of Uttaranchal ™. The Kumaoni and Garwhal region have always been in conflict. The Kumaoni
region is represented by a large percentage of Brahmin Indians who were able to travel and import and exported
products. The large variety in fauna has caused the fruit-processing industry and handloom industry of the
Kumaoni region to prosper. The Garwhal region is represented by descendants from tribal people who traded
more amongst themselves and exported less. The consequent difference in wealth of the two regions was
stressed even more by the British rule because they invested largely in the Kumaoni region. The conflict became
even more pronounced during the formation of Uttaranchal and the decision to appoint Dehradun as the capital.
The Kumaoni objected despite the fact that Dehradun is closest to Delhi (250 kilometers) and has the best
accessibility of all townsin Uttaranchal .

Theregion istraditionally refered to as Uttarakhand in old literature and scriptures. Tourism is an important
industry in Uttaranchal and the most important vesicatories are the Corbett National Park and the Tiger Reserve.
The government of Uttaranchal is largely investing in this industry75.

At the 2001 census Uttaranchal’ s total population is 8 489 349, of which 26% livein urban areas. The male-
female distribution is equal. In Uttaranchal 5105782 are literate and 3383567 areilliterate. Of theilliterate
people 81% liveinrural areasand approximately 61% of illiterate people are women. The total amount of
workersis 36,9 % of thetotal population of which 80% are rural workers. 46,1% of men work and 27,3% of
women work. Of thetotal population 58,4% are workers in the agricultural sector. Of all working women 83,9%
work in the agricultural sector and of all working men 43,8% work in the agricultural sector76.

68 http://goidirectory.nic.in/ on 17-03-2006

69 http://en.wikipedia.org/wiki/Rajya Sabha on 18-03-2006

70 http://en.wikipedia.org/wiki/Lok Sabha on 18-03-2006

71 http://goidirectory.nic.in/ on 17-03-2006

72 http://www.laghu-udyog.com/policies/ state/uttran/utran.htm on 25-01-2006

73 http://www.uanic.in/ on 18-03-2006

74 Interview met mevrouw Banerjee on 17-03-2006, former resident of both Gharwal region and Kumaoni region
75 http://en.wikipedia.org/wiki/Uttarancha on 08-01-2006

76 http://www.censusindiamaps.net/page/India WhizMap/IndiaM ap.htm on 08-01-2006
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In 2001 there are 41216 small scale enterprises in Uttaranchal. In the small scaleindustry the reported total
investment in 2001 was 30.558 million Rs (570 million Euro’s77). In the medium and heavy industry there are
191 enterprises, of which the reported total investment in 2001 was 269.466 million Rs (5 miljard Euro’s78).

The Ministries which are part of the central Indian government have departments in Uttaranchal and most of
them are situated in Dehradun. Next to these ministeries, 19 semi-private organizations have the responsibility to
execute government policies and programmes. Together with the chief executive officer of the state, Mr.
Ramashandran they form the state government. The state of Uttaranchal is divided into 13 districts and the
government is represented at this level by the district officer. A few other institutions can also be found
on the district level, for example the district industries centre™. Every district is divided into blocks
with at the head of the block the block development officer. The block is divided into panchayats which
in some case consists of one village and in some cases of more villages. Every panchayat or village is
divided into wards. The panchayat is made up by the prathan, the head of the panchayat, and the head
of the wards. Within a village there is often a sarpanch, which isthe village |eader.

At the state level of Uttaranchal,

Figure 3: Districts of Uttaranchal

.-EL.-.L Ut ar kashi e,

bron: Wikipedia

2.2.1 Dehradun
Dehradun is a district which is mainly in the plains of the Garwhal region, in the western part of

77 http://in.finance.yahoo.com/m57a=1& sSSEUR& t=INR& c=0 on 25-01-2005
78 http://in.finance.yahoo.com/m57a=1& sSSEUR& t=INR& c=0 on 25-01-2005
79 http://www.uanic.in/ on 19-03-2006
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Uttaranchal. At the 1991 census approximately 80 percent of the population was Hindu and 10 percent
of the population Muslim. The languages which are mainly spoken are Hindi and Garwhali. Dehradun
district can be divided into two regions according to its topographical characteristics. The mountain
area covers the Chakrate tehsil and consists of mountains and comprises Jaunsar Bhabar. The plain area
is bounded by the Shivalik hills in the South and the Himalayas in the North. Dehradun is for more than
40% covered with forest, there wood processing is an important industry in Dehradun. Dehradun is
well-known for the Gangariver which is considered sacred in Hindu religion®. The district of
Dehradun is divided into 13 blocks.

2.2.2. Almora
Almora consists of eleven districts.

State (Uttaranchal), district (Almora) 11 blocks in Almora (with block development officer) in that are
panchayats (with gram panchayats) and than in those the villages with the village leaders.

80 http://dehradun.nic.in/history.htm#T OPOGRAPHY on 18-03-2006
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chapter 3: Rural non-farm sector

3.1 Rural non-farm sector in India

When urban areas started to get industrialized and were economically devel oping development economists
thought that the development of rural areas would be alogical consequence. They thought labour would transfer
from rural to industrialized areas to serve theindustrial industry. The devel opment turned out to be different
because the amount of labour needed in urban areas was insufficient to employ all people needing jabs. In
addition to this, the contribution that agriculture delivers to devel oping economies is declining. Therefore non-
farm income generation, improvement of employment, poverty reduction and increasing productivity became
important issues in rural development81.

Thetiny and small industry and therural industry are inseperably linked and can therefore not be described as
separate concepts. Rural industry is characterized by tiny and small enterprises but the tiny and small industry
can also be found in urban aress.

To define the classification of tiny and small rural industry according to measurable variables Chadha refers to
industrial surveys that have already been performed. These classify enterprises according to their status as
organized or unorganized. For this classification the definition for establishment is used. An establishment isan
enterprise run with the assistance of at least one hired worker, employed on afairly regular basis. Organized
industry consists of registered establishments (Chadha, 2003: 61). Because of the requirement for registration
organized industry can be considered formal. Unorganized industry consists of establishments which are not
registered, these can be considered informal.

Establishments which employ ten or more workers and use power and establishments which employ twenty or
more workers, without using power, arerequired by law to register. Unorganized industry consists of three
classifications. Thefirst classification is the own-account manufacturing enterprises (OAME's). These
enterprises are owned and operated without the help of any hired worker, employed on afairly regular basis.
Second, an establishment which employs a total of not more than five workers is known as non-directory
manufacturing establishment (NDME). Final, an establishment which employs a total of six to ten workersis
categorized as a directory manufacturing establishment (DME) (Chadha, 2003: 53). Chadha classifies the
OAME’s astiny rural industry and the NDME' s and DMFE'’ s as small rural industry (Chadha, 2003: 53).

The European Commission uses a definition in which it defines micro enterprises as having less than ten
employees, small enterprises as having less than 50 employees and medium-sized enterprises as having less than
250 employees82. This definition is not workable in the tiny and small industry in India. The micro-definition of
the European Commission would incorporate the tiny- and small-definition used in India. Chadha explains that
an important difference between the tiny and small industry in Indiais the use of technology, the organization,
market-coverage and production volume (Chadha, 2003: 51) It also appears from the following numbers that
thereis a significant difference between the tiny and small industry in India.

81% of total employment in the unorganized sector was accounted by the tiny rural industry (Chadha, 2003: 61).
The National Sample Survey Organization (NSSO) of the Government of India has researched non-agricultural
enterprises in the unorganized sector in India and estimates that 6% of enterprises belongs to the small rural
industry and 94% to thetiny rural industry83.

The definition of rural industry in India can be based on different variables. Thefirst variable is the
differentiation between enterprises. Chadha explains that the differentiation between enterprisesin rural areasis
similar to the differentiation in urban areas. Just like enterprises in urban areas, enterprisesin rural aress are
characterized by the same variation in size, technology and production volume (Chadha, 2003: 40).

Saith explains that the most common criterion to judge ‘rural-ness’ of an areais by location in or linkage with
rural areas (Saith, 1992: 16). Chadha explains that the problem with judging ‘rural-ness’ by location is that the
definition of rural industry is often used in India for accounting or policy reasons. Rural areas are re-named as
urban areas and urban areas are re-named as rural areas because of beneficial outcomes for the Indian
government (Chadha, 2003: 40). Judging ‘rural-ness of an enterprise by its linkage with rural areas mainly uses

81 Chadha, 2003
82 http://europa.eu.int/comm/enterprise/enterprise policy/sme _definition/sme user _quide.pdf on 06-02-2006
83 http://mospi.nic.in/rept%20 %20pubn/456 _find.pdf on 29-01-2006
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the criterion of employment of rural peoplein the enterprise. Chadha explains that judging ‘rural-ness' by
employment-linkage with rural areas undermines the importance of technology-linkage, market-linkage and
ownership linkage with rural areas (Chadha, 2003: 40). Defining all these different combinations of linkages
would result to an unworkable definition.

Ir. Kooijman-van Dijk offers a possibility for defining rural industry based on local definitions. Both Eisenhardt
(1989) and Yin (1989) stress the importance of using local definitions for concepts, sdection of cases and
indicators. Kooijman-van Dijk explains that the concept of rural areas and rural industry depends strongly in
different areas. For example in the area of Nainital, Uttaranchal, India, a district with approximately 1 500 000
inhabitants84, the definition of urban centre, roadhead and offroad village are used. These are not defined by
there size but by the function they perform in access to products and services. Urban centres are the largest
villages, roadheads are villages situated next to roads where people in offroad villages go to supply themselves
with their daily need for products and services. Inhabitants of roadhead and offroad villages only visit urban
centres for irregular need for products and services. Inhabitants of offroad villages may consider both roadheads
and urban centres as urbanized while roadhead villagers consider only urban centres as urbanized and offroad
villages as remote areas.

3.1.1 Palicies, programmes and activitiesin therural non-farm sector

In 1948, industrial policy included the development of small-scale and rural industries with the aim of using
local resouces, reaching local self-sufficiency and creating employment. In thefirst five year plan the cottage
industry was supposed to provide employment in remote rural areas because it could be operated manually.
Small-scale industries existed in more urbanized areas. In the second five year plan these industries were
protected by the government but were pushed to increase their competitive position. During the third five year
plan the Rural Industries Projects (RIP) programme was developed for balancing regional development and
reducing urbanization85. During the fourth five year plan the Backward Area Development (BAP) Programme
was supposed to support rural industry through giving financial, fiscal and other support. The government, at
district and regional level, was responsible for the distribution. In stead of investing in the most underdevel oped
areas they invested in areas with positive prognoses86.

Thefifth five year plan continued this devel opment but was ended with the arrival of the Janata government in
1977. They devel oped the SIP, focusing on employment in villages and small-scale industries. In 1980, when
Congress ceased government again, the sixth five year plan stressed attention for rural employment. District
Industry Centres were developed to promote the rural industry through the provision of products and services.
The Seventh five year plan had to improve product-quality, reduce costs, upgrade technology and modernize
rural industry87.

When the Congress ceased power again in 1991, changesin industrial policy were introduced. Seperate policies
for small, tiny and village industries developed adresing their specific needs. The banking sector was expanded
to rural areas, better infrastructure was developed and product-quality checks were introduced. In practice these
policies were only introduced when they were driven by market demand. Another part of the policy wasto end
subsidies. This caused the development of rural markets to be the responsibility of private investment and left
rural enterpreneurs very vulnerable to shocks88. The WTO-agreements and the economic liberalization policy
caused therevision of the definition of small scale enterprises. The ceiling on investment became Rs. 5 1akh89 to
Rs. 25 lakh for tiny enterprises and Rs. 60 lakh to Rs. 300 lakh for small scale enterprises with the aim of
making them more competitive. Credit, under priority sector lending, was created for small-scaleindustry. Duty
exemption for the small scale sector and for tiny units was set at the ceiling of Rs.100 lakh. Timely payment, by
larger industries to small-scale industries, was guaranteed through arranging penal interest by law if companies
exceded the 120 days period. In 2000 priority lending was extended by creating the possibility for non-banking
financial companies to lend to thetiny sector. In 1999 it was decided to set up 100 rural industrial clusters per

84 http://www.languageinindia.com/march2003/uttar pradeshurdu.htm on 07-02-2006
85 Chadha, 2003

86 Chadha, 2003

87 Chadha, 2003

88 Chadha, 2003

89 A lakhisaunitin thetraditional number system of Indiaand isequal to a hundred thousand,
http://en.wikipedia org/wiki/L akh on 08-01-2006
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year to aid the creation of rural markets because of the threat of the WTO multilateral free trade agreement90.

3.1.2. Performance of the small scaleindustry

The small scaleindustry plays an important rolein the gross industrial value added in India. In 2001 it amounted
to almost 40% of thetotal. The growth rates of small scale industry have increased until 1996 but since has been
declining (see

Figuur 4: growth of small scale industr

Y ear Targ Achieveme
et nt
1991-92 3.0 31
1992-93 5.0 5.6
1993-94 7.0 7.1
1994-95 9.1 10.1
1995-96 9.1 114
1996-97 9.1 11.3

1997-98 * 8.43
1998-99 * 7.7

1999-00 * 8.16
2000-00 * 8.90

(P)

bron: http://smallindustryindia.com/ssiindia/performance.htm on 25-01-2006

3.1.3 Problems and issuesin rural non-farm sector in India

Theinstitutional support for tiny rural enterprisesisinsufficient. Formal institutions can guide entrepreneurs by
starting and sustaining tiny enterprises through training, network building, providing financial capital, providing
market knowledge, marketing and distribution. Chadha explains that these entrepreneurs have to rely on informal
institutions or there are no institutions at all. Public institutions do not aid in supply of enterprise-input or
distribution and marketing of enterprise-output. NSSO research points out that most tiny rural enterprises have
only one supplier or customer91 which might contribute to artificially high supplier prices and artificially low
customer prices, possibly affecting their competitive position92.

Another issue, causing problems for the tiny rural industry, is the failure of separating them from other rural
industries such as village industries and small-scale industries. Their specific needs are therefore hardly met.

Many tiny rural enterprises are not registered at local government institutes making them unrecognizable. This,

90 Chadha, 2003
91 NSSreport: Non-agricultural enterprisesin theinformal sector in India, 1999-2000
92 Chadha, 2003
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in part, causes the lack of institutions for supporting the industry because thereis no registration of the scale of
the industry93.

Another prablem for tiny rural enterprisesis the difficult rdationship they have with the government. First, they
arerdluctant to expand because of corrupt field officials. Second, before starting an enterprise and during
entrepreneurship, operations are inspected by state-institutions. Third, when enterpises want to expand over Rs.
100 lakh, they are subject to a heavy increase in tax burden. Fourth, the Indian labour policy does not stimulate
employment by tiny rural enterprises. A difficult resignation-law and high standards for working conditions
makes entrepreneurs reluctant to hire labourers. The labour policy hampers expansion94.

Thelack of infrastucture is also a problem in the non-farm sector. This refers to economic infrastructure, eectric
infrastructure, communication and IT support. A lack of knowledge and skills, politics and physical
impossibilities for transportation have been fostering this95b.

Financial capital is provided to tiny and small-scale enterprises by private and public institutions but credit is not
sufficient to support many expansion plans. The need for collateral, small loans and high transactioncosts are
obstacles96.

Technological development is an important prerequisite if tiny enterprises want to remain their competitive
position. The devel opment of new production equipment, new raw materials, new products or designs and more
efiicient working methods depends both on the entrepreneur as on supporting institutions. These supporting
institutions do hardly exist and many tiny rural entrepreneurs are not aware of possihilities for technol ogical
advancements97.

Chadha describes that one of the most important problems in the tiny rural industry is the lack of human capital
in the workforce. In India, education is a state matter causing a very big difference between educational levels of
states. Women's educational levels are generally considerably lower than men's and rural peopl€ s educational
levels are considerably lower than urban people’'s educational levels. Advancements in rural educational systems
areintroduced at a very slow pace. As a consequence the quality of the workforce will not increase much the
coming 15 years98.

A number of problemsin tiny rural industry arise because the Indian government was unable to implement law
conserning these prablems. First, thereis the problem of child labour. Although child labour has been declining,
there are afew sectorsin which child labour is still evident. For examplein food processing, wool and silk
textiles, garments, jewellery and sports goods. Second, thereis the problem of occupational diseases and
injuries99.

Rural tiny and small-scale industries have been polluting the environment and decreasing the natural resource
base. This has had an adverse effect on the quality of living conditions, for example the quality of water and the
ability to produce sufficient food100.

Another prablem is the high rate of enterprise closure. The percentage of enterprises which closeincreases
substantially when the age of the enterprise increases. Chadha offers the following explanations for this
development: declining enthusiasm of the entrepreneur, increasing capital requirements after the start-up years,
technological obsolescence and increased market operations. This development is expected to increase with the
growth of the global economy because of more fierce competition, domestic and foreign101.

In general the supply and demand markets of tiny rural industry are small industries. In these small markets
demand fluctuates and people with low income are customers. The general pattern in these marketsis a

93 Chadha, 2003
94 Chadha, 2003
95 Chadha, 2003
96 Chadha, 2003
97 Chadha, 2003
98 Chadha, 2003
99 Chadha, 2003
100 Chadha, 2003
101 Chadha, 2003
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decreasing demand because rural people move to urban areas or their increasing income makes them buy on
urban markets.

A final problem for tiny rural industry is the presence of the WTO. Thetotal effect of the WTO agreements
cannot be measured yet but some the effects are starting to be noticed by Theremoval of qualitative and
quantitative restrictions, the arrival of substitute products, cheaper foreign raw material, expensive advancements
in technology, China’s dumping of products might all cause problems for tiny rural industry.

3.2 Rural non-farm sector in Uttaranchal

3.2.2 policy for the rural non-farm sector in Uttaranchal

In 2001 the government of Uttaranchal has formulated its new industrial policy. They have defined the following
issues in their strategy. The government wants to devel op infrastructure with private sector participation. They
want to identify special areas, based on raw materials and inhabitant’s skills for the creation of comparative
advantage. These areas will be supported by integrated devel opment plans. They want to attracked foreign
investment, develop better marketing facilities, develop human resources and protect the environment. To make
the implementation of this strategy possible, the government will provide the required institurional arrangements
for support102.

Specific attention will be paid to small scaleindustries in rural and backward areas by implementing The
Government of India Scheme of Integrated Infrastructural Development. This scheme has the objective of
creating employment opportunities, devel op exports, promote linkages between agriculture and industry, provide
services and create or improve infrastructure like power, water and communication103.

The government of Uttaranchal is aiming for the development of traditional industries by using a cluster
approach incorporating private sector participation. This means that facilities will be provided for quality
imporvements, technology and design, market promotion and the development of skills. They also aim for the
development of a Master Plan. This plan will focus on the development of traditional industriesin the hill areas.
This plan will focus on providing the needed resources for the production process such as raw materials,
marketing facilities and training of employees104.

The department of rural development of the government of Uttaranchal has developed a policy, named SGSY, to
aid poor families. In this statement some indications for developing the rural non-farm sector are given. These
indications are: “They want to create a sustainable level of income. They aim to reach the objective by
organising self help groups through social mobilisation, training, capacity building and provision of income
generating assets. Thiswill lead to strenthening their socio-economic position and increase their collective
bargaining power. Enterprise activities should be based on local resources and peopl€e’ s skills and should follow
market-demand.” 105

3.2.3 performance of rural non-farm sector in Uttaranchal

Uttaranchal has only been an independent state since 2000 so numerical facts about its rural industry are hardly
available. Therefore reference will me made to Uttar Pradesh. Over the period from 1984-2000 states’ sharesin
enterprisesin Uttar Pradesh changes from 33% in 1984, to 18% in 1994 and 15% in 2000106.

In Uttar Pradesh the growth of employment has become less negative from 1984 to 1994 it was —7,5% and from
1994 to 2000 it was -1.3%. The general pattern in India was a decline in the smallest enterprises which employed
five or less than five people but an increase in bigger rural enterprises which employed six to ten enterpises.
Total annual employment growth turned out to be positive. This devel opment also took placein Uttar
Pradesh107.

102 http://www.laghu-udyog.com/palicies/state/uttran/utran.htm on 25-01-2006
103 http://www.laghu-udyog.com/palicies/state/uttran/utran.htm on 25-01-2006
104 http://www.laghu-udyog.com/palicies/state/uttran/utran.htm on 25-01-2006
105 http://www.uard.gov.in/english/sgry.htm on 08-01-2006

106 Chadha, 2003

107 Chadha, 2003
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The growth of productivity per worker In Uttar Pradesh decreased from a growth, between 1984-1994 of 5.7% to
a growth, between 1994-2000 of 3.4%. The general patternin India of productivity per worker increased from a
growth between 1984-1994 of 2,1% to a growth from 1994-200 of 6,4%108.

108 Chadha, 2003
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Chapter 4. Rural Energy Sources

4.1 Energy sources

Energy sources refer to the adoption by an entrepreneur of an energy source on which the enterprise relies for
production. The entrepreneur has not used this particular energy source before. Barnett (2000) explains that
different classifications are used to distinguish between forms of energy. A first distinction can be made between
animate and inanimate energy. In poorer societies the main forms of energy are animate energy provided by
animals and human labour. Inanimate energy will also be used. Inanimate energy is also referred to as biomass
fuds. Examples of inanimate energy is wood fuel, crop residues and dung. These forms of energy are usually
considered traditional energy. Barnett (2000) describes that traditional energy sources can be distinguished from
modern energy sources such as electricity, coal, oil and gas. The characteristics of modern energy are that they
are in some senses more convenient. Barnett describes this convenience as more energy per unit volume, easier
storage or distribution or are more efficient at doing useful work. Traditional biomass energy sources can be
converted into more useful forms of energy and are then referred to as modern biomass fuels.

Currently energy sources are often classified according to their degree of renewability. Renewable energy
sources are compared to non-renawabl e sources such as fossil fuds. The difficulty with this definition isthat it is
difficult to make a distinction. Barnett give the example of wood and other biomass fuels. They are only
renewableif they are replaced by new planting (Barnett, 2000: 5). Thisis very difficult to assess when trying to
classify the source of energy used in an enterprise because it is difficult to check if planting occurred. Another
example of working with this definition is classifying hydraulic energy sources. On the one hand they can be
considered renewabl e but because of the environmental and human damage in building the damit is often
considered non-renewable (Barnett, 2000: 6).

In this research the classification between traditional and modern sources of energy will be used.

Karakezi, Lataand Coelho refer to traditional biomass energy sources as being immediately ready for
combustion. Examples are wood, charcoal, leaves, agricultural residue, animal waste and human waste. The use
of these sources is often very inefficient (Karakezi, Lata and Coelho, 2004: 3)109. M odern biomass energy
sources have been converted from biomass sources into advanced sources as gas, liquid fuels and electricity
(Karakezi, Lata and Coelho, 2004 3).

4.1.1 Palicies, programmes and activities in the rural energy sector in India
Theresponsibility for the energy sector in India is divided between the Ministry of Power, the Ministry of Non-
conventional Energy Sources and the Ministry of Coal. The implementation of programmes and policies is done
by semi-public organizations110.
Therural energy sector has been mainly targeted by the rural eectrification programme, aiming for the
electrification of villages. A villageis said to be e ectrified if electricity is used in the inhabited locality within
the revenue boundary of the village for any purpose whatsoever. In 2004 this was complemented by the
following criteria:

- Basicinfrastructure such as a distribution transformer and distribution lines are provided in the inhabited

locality as well as the dalit/ hamlet whereit exists.
- Electricity is provided to public places like schools, panchayat offices, health centres, dispensaries,
community centres etc.

The number of households electrified should be at least 10% of the total number of households in the
villagel11.Thefirst mentioning of rural eectrification in government plans can be traced back to the fifth Five
Year Planin India, under the Minimum Needs Programme. Funds were provided to states which were partly
grants and partly loans The target areas were remote villages with difficult access. This programme has been
followed up until 2004, when it was merged with the Rajiv Gandhi Grameen Vidyutikaran Y ojana (RGGVY).
The Kutir Jyoti programme, which was launched in 1989 had the aim of providing single point light connections
to households of rural families below the poverty line, including harijans and adivasi families. This scheme has
also been merged with the RGGVY.

109 http://www.renewabl es2004.de/ pdf/tbp/TBP11-biomass.pdf on 17-02-2006
110 Annual report 2005-2006 of the Ministry of Power of India, p.1
111 Annual report 2005-2006 of the ministry of Power of India, p. 25
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Dr. Banerjee explains that rural household electrification is important in understanding the use of electricity in
the tiny and small rural industry. The general pattern of adoption of electricity in enterprisesisthat electricity is
first used in the household for simple applications. This adoption in the household is than followed-up by the
use of dectricity in the enterprisel12.

In 2004 the Accelarated Rural Electrification Programme and the Accelarated Electrification of Onelakh
villages and One crore househol ds provided 40% subsidies for rural eectrification programmes.

The Gandhi Grameen programme is part of the National Common Minimum Programme (NCMP) goal for
providing access to eectricity to al households in the country in five years. The organizations which is
responsiblefor rural eectrification and the implementation of this scheme is the Rural Electrification
Corporation.

112 Interview with Kedar Banerjee and Madulikha Banerjee on 16-03-2006
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Appendix 5: Terminology for coding

Table 4: Enterprise categories

Casuad

Casual Enterprise: Enterprises that wererun occasionaly, for at least 30
daysin thelast 365 days, were called ‘casual enterprises (NSSO'™)
Income generating activity which isirregular or only performed part of
the year (less than 100 days)

OAE

Own Account Enterprise: an enterprise which is run without any hired
worker employed on afairly regular basisis termed an own account
enterprise. If such an enterprise is engaged in manufacturing and/or
repairing activities, it istermed as Own Account Manufacturing
Enterprise (OAME)

Source NSSO™

Family staff or irregular apprentice or irregular commission.

Under OAE either only owner or owner and family informal or help only
in season or irregular, less than 100 days per year.

Establishment

An enterprise run with the assistance of at least one hired worker,
employed on afairly regular basis. Paid or unpaid apprentices, paid
household member/sevrant/resident worker in an enterpriseare
considered hired workers. Establishments have been further categorized
into 2: directory and non-directory Source NSSO™®

Non-directory
Establishment (NDE)

5 or less workers. Source NSSOM®

Direcory
Establishment (DME)

6 or more workers. Source NSSO*’

Table 5: staffing

Owner only

Owner is only worker for the largest part of the year ( so this
category includes enterprises with commission or day wage
work only in peak season, less than 100 Days).

Family informal

No formal payment

apprentice

An apprenticeis'learning on the job', receives a small pay or
none.

Commission or daywage

Paid per piece, or contract per day, or seasona work less
than 1000 days per year. Pay depends on amount of work
available, Not that this can bein OAE.

Salaried Paid per period, with assumed sushstantial duration of work
agreement( ayear or longer).
Implied isthat the staff members have a fixed contract
which gives a certain income security independent from

113 Official definition NSSO, Unorganized Manufacuting Sector in India 2000-2001, characteristics of enterprise NSS

56" round (July 2000-June 2001, NSSO, Gol, 2002
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small or temporary fluctuationsin availability of work.

Partner

Joint profit or loss

Owner not worker

Owner either does not work in enterprise at all or isinvolved
only in managemenr or sales, not in production.

Table 6: Ownership

Sole proprietor

Although ownership was oftern not explicitly asked, sole
proprietorship isassumed when an enterprise has only one
owner-worker

Family

Family members haver shared or have contributed to
investment and are involved in decisionmaking, for example
on investment and operation. If enterpriseisin-house and
sole proprietorship isnot stated assume family enterprise.

Partnership

Non-family membersin joint ownershipand decisionmaking
positions.

Table 7: Location of enterprise

Onroad

On road that functions as main access road or through road
for at least 200 households. Small roads connecting hamlets
only are coded as offroad. Center of hamlets are counted
offroad.

In center

The location that functions as cluster center for
shops/market for surrounding village. Thereisonly one
cluster center but according to local definitions several
centers can exist within avillage cluster.

Off road or outside center

Small roads connecting hamlets are coded as offroad, less
than 1 hour walking from an all-weather road.

Remote

No all-weather road within an hour walking from the village

No fixed location

Enterprises who work at customers or on the street without
own accomodation.

Industrial estate Defined by state government with special tax benefits,
infrastructure etc.
Table 8: Sector
Bakery - bk Bread and or cake which is baked in an

oven

Chai/Dhaba - ch,dh

Sdling chai, additional snacks (factory
or smple homemade such as
traditional sweets such as jalabi. Small
restaurant serving local Indian food

Carpenter - cp

Processes wood, from logs to planks.
Making furniture, windows, doorposts,
doors.

Electrician - €

Does repairing in enterprise of CD-
players, DVD players, TV's, VCR's,
radio. Sometimes mobile phones. Goes
to houses to do wiring.

Flourmill - mil

Grinding wheat and maize to flour.
Sometimes for sale in the market but
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mostly directly for customers who grind
their on crops. Sometimes il grinding
or spice-grinding

General store or other store - gen, sto

General stores offer basec needs
products as fruit, soap, biscuits,
candies, flour. In small villages m ostly
the only shop.

All other shops also without production.
Note the shops available because it
gives an indication of the type of
market. Availahility of ready-made
clothes, DVD's, computers.

Fruit processing —fr

Producing jam, squashes, pickles
usually with grinders, pulpers etc.

Metalworks

Blacksmith - bl

Producing only agricultural tools from
iron. Local termislohar.

Welding - wel

Welding iron or other metalsto produce
gates, fences, stairs, doors but also parts
of machines

Pottery - pot

Making pots, jugs, plates, earthenware
by using a turning table and heating
them.

Shoemaker - sh

Cobbler, making and or repairing shoes
and sandels

Sweetshop - sw

Sdlling packed or unpacked home made
sweets. Usually made from milk and
sugar with additional colourings, nuts,
dried fruits.

Tailor - I

Men's, women's and children's clothes.
Nearly always on order, sometimes
repair. Mostly in enterprise, sometimes
at home.

Tirerepair - pu

Puncture repair and/or recovering tires

Weaving - wv

Usually handloom weaving. For
categorization weaving of carpets/rugs
has also been included

2. Customers and markets

Table 9: Customers and markets

Local markets

including surrounding villages within upto 5 panchayats,
otherwise large arealocal market and/or nearby town

Local passersthrough

Local passers through (tourists, people on route, customers
from outside the local market who come to visit the
enterprise especially.

Distant markets

Customers are outside district. Including salesto middiemen
and traders

Large arealocal market

more than 5 panchayats, but within district

Nearby town

According to Gol definitions

competition
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Fixed customers

mainly fixed, only occasionally new passer by. Fixed can
mean that the same customers come to the enterprise again
and again, for example according to religion or caste or
network. It can aso mean that customers come according to
traditional caste system where artisans get paid a fixed
amount (in food) for servicesto higher caste farmers etc.
Nowadays till practice. Payment may be in food or money.

New customers

Both fixed and new customers

Member of traders association

Table 10: Urban and rural

Rural

Non-urban according to Col, Source census of India, 2001

urban

All places with a municipality, corporation, contonment
board or notfied town area committee,

A place satisfying the following three criteria
simultaneously:

- aminimum popul ation of 5000

- at least 75 per cent of male working population engaged in
non-agricultura pursuits

- adensity of population of at least 400 per sg. kilometre
Source; Census of India, 2001

city

Towns with population of 100.000 and above are called
cities.
Source: Census of India, 2001

town

Some villages with population <5000 officially have town
status. For this research town status should be mentioned.
Source: Census of India 2001

village

Geographic grouping of houses with village name used by
local population. The size may range from hamlet to small
town. The presence of a panchayat system is an indication
for village.

Census village or revenue village

Administrative unit used in €lections and for census data

panchayat

Administrative and political unit. Often different from
census village because the panchayat is based on the local
definitions of a clugter. Thisreflects geographical proximity
aswell as access to markets. The panchayat shiftsits
definition regularly. Comparisons between years istherefore
difficult.

ward

Section of panchayat, head of ward isward member. Wards
are not used in this research, but wardmembers have been
used as informants.

Table 11: Roads

All weather road

May be turmac or stones. Driving at 30 km/hour is possible.
If some parts are mud due to landslides this should be
commented.

Mud road

Accessible by jeep or by car in the season. Large putholes,
driving possible at 10 km/hour

Paved Footpath

Footpath made by stones, turmac or wood
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Unpaved footpath

‘ Sand footpath, developed by people walking on it.

Table 12: Geographic location

Plains

No differencesin altitude. |s possible at the south of the
Himalayas but can also be found in between the Himalayas
(for example Garud in Bageshwar)

Foothills

Location in foothills or first sopes of the hills but close to
the plains. Referred in local context as shivaliks. <500
metres.

Mid hills

The term mid hills and high hills varies and are used to
locally describe geographic position and climatic zone.
Midhills are from 500-1500 metres. Agricultureincludes
rice

High hills

The temperate climate allows agricultural products like
apples and off-season products (other harvesting times
compared to plains). High hills range from 1500 metres.

Remote village

Panchayat located in hillswhereroad locations either all-
weather or mud road are accessible over more than one hour
travel.

Offroad village Village between 15 minutes and 1 hour walking from an all-
weather road or mud road that is accessible by car
Roadhead village In the context of the study aroad head is considered a

village on an all weather road or mud road.

Offraod cluster centre village

Sometimes cluster centre villages are not on theroad, for
example because schools, government offices etc are in off-
road villages.

Livelihoods
Human capital
Table 13: Education and training
Education primary Class 1-5
secondary Class 6-10, having finished at |east
class 6
intercollege Class 11-12, having finished at least
class 11
bachelor One year of bachelor or more
master One year of master of more

Other professional

Training in professional ingtitute but
not related to current core-processes of
enterprise.

No education

No education in any institute

Training in smilar sector

Training in enterprises working in the
same sector or with similar machines

Training in professional institute

Training in professional institute and
related to current core-processes of
enterprise.

Family inhereted

Core processes areinhereted
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<25

Age where people mostly do not have
children

25-40

Age when people have children

>40

Age where children have grown up

Hiring of ingtaller

Hiring a person for teaching the
principlesrelated to the core-
technology

No training

Physical disability

Government certificate

Financial capital

Table 14: Financial capital

Financial starting position

Good from landholding

Seeland sze and cash crops: largeland

savings

previous job estimated income higher
than 7000 Rs. per month, either from
family or from entrepreneur.

Family non-farm income

side-activities producing income

External support

loan or NGO

Financial status Poor only if small land and no other source
of income
Common common unless the family was
explicitly mentioned to be poor or one
of therichest in the community
High referring to government salaries such as

teachers, army people, paying
insurance, saving. >10.000 Rs.

Land size and cash crops

Small land, no cashcrops

Small land, no cash crops, food
insufficient for supplying the family
with their nutritional needs. Less tha 6
months eating from the land

<10-12 Nhali's = 2000m2-2400 m2
<2-3 bigd's = 1600 m2-2400 m2

Medium land, no cash crops

Eating for more than 6 months from the
crops

Largeland large land including crops for cash

No Land No land for cultivation

1Biga 12,5 bigaisone hectare. 1 bigais 800
m2.

1 Biswa 20 biswvaisonebiga. 1 biswais 40 m2

1 Nhali 50 Nhali isone hecater. 1 Nhali is200

m2.

Loans

Loan for investing in enterprise

loan has been used or will be used for
investment in the enterprise

Loan for other
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Does not want loan

Wantsto take loan

Cannot get loan

Saving Savings
No savings
Table 15: Social capital
Local network only surrounding villages, lessthan 5
panchayats
State network Network with villages, towns within the

State

National network

Indian network, cities outside the sate,
Delhi, Calcutta, Bombay where they
have either worked or they have
contacts for the enterprise outside. So
relatives in Delhi with occasional visits
isnot national

(Relation to) Panchayat member

Working for/with NGO
Religion Hindu scheduled caste
Hindu Rajput
Hindu Brahmin
Muslim
Table 16: Physical capital
Basic needs goods
Luxury goods only code when they have a CD-player, DV D-player and
stereo. TV and radio too common. Using LPG for cooking.
Means of transportation (except for bicycle)
Transportation Means of transportation public transportation

Table 17: Innovation

Adoption process

Demand vs. Supply

Not enough workforce/ investment for
technology & raw material/space

Not more demand

Both

Table 18: Perceived attributes of

innovation

Relative Advantage

efficiency

Customer satisfaction

Efficiency and customer satisfactio

other




cheaper

Efficiency, cheaper, customer
satisfaction

Comfort for entrepreneur

No other option

Trialibility

Complexity

Reason for having enterprise coping

profit

unknown

compatibility

Observability

Table 19: I nnovation-decision

owner

With partners

With family

With village

Table 20: Extent of change-agents
romotion efforts

change-agent

No change-agent




Appendix 6 : Resear ch planning

Within each district, NGOs have been selected which support non-farm income generation. In Almora thisisthe
Pan Himalayan Grassroots Development Foundation (Grassroots) and Avani and in Dehradun thisis ADOPT
and HESCO. These NGOs will function as a base of operation. Thetwo NGO's in Almora have been sdlected
because they work in different area’s in the Almora district. In comparison to Grassroots, Avani is performing
activities in amore remote area. In Dehradun ADOPT and HESCO have also been selected because their area of
operation has contrasting geographical characteristics.

Thetotal period for research will be 17 weeks. Incorporating travel and illnesses the effective research time will
be 13 weeks. Based on the experience of Kooijman-van Dijk 1-2 interviews can be done per day. The maximum
amount of interviews will be 6 per week. If the averageis 3 the total amount of entrepreneurs, whom will be
interviewed, is 39. Based on the experience of K ooijman-van Dijk with the amount of enterprisesin each areg,
approximately five weeks will be needed in Ranikhet with Grassroots, 2 weeks with Avani, 3 weeks with
ADOPT and 3 weeks with HESCO.

5.2.3 Inventory of districts
Upon arrival in the districts an inventory will be made of the area in collaboration with the NGO (data source 1).
Thiswill be done by accompanying the NGO in the activities it performs in supporting rural non-farm income
generation, by interviewing NGO-members, by observation and by conversation with entrepreneurs. During this
period it isimportant to identify characteristics of the tiny and small industry, energy sources used and which
aress are, according to local definitions, rural and which urban. In both districts an appointment will be made
with the district commissioner or district deputy to give permission and support for doing research in the district.
Thedistrict statistical officer will be approached for official data about the district (data source 2).
All the state, district and village level will be analysed but the energy characteristics of villages will be used for
the sdection of cases. The percentage of dectrification in villages, the use of LPG, kerosene, alternative energy
sources will be used to understand the maximum variation in energy sources among villages.

Upon arrival in Delhi, the Office of the Registrar General will be visited for acquiring the latest census data (data
source 3) on livelihood indicators, population size, density and location and the dectrification. Preferably on
district and village level. The Teri (energy and resource) institute (data source 4), the Ministry of Power (data
source 5) and the Rural Electrification Company (data source 6) will be visited for acquiring information on

rural eectrification (use and distribution), energy sources and institutions, policies and programmes on energy.

Thetemperature in Dehradun will rise quickly from March onward. Therefore Dehradun will be visited first.
Dehradun is the capital of Uttaranchal and the central government for Uttaranchal is situated here. The chief
secretary Mr. Ramachandran is approached for a recommendation on acquiring data in the state. During the first
week appointments will be made with the Rural Devel opment Commisioner of the government of Uttaranchal
(data source 7). Hopefully specific data about Almora and Dehradun can be obtained and a comparison can be
made with other districts in Uttaranchal concerning the tiny and small rural industry and the use of energy
SOurces.

The Uttaranchal Power Corporation Ltd. (UPCL) (data source 8) will be interviewed to get information on rural
electrification (use and distribution), energy sources policies and programmes (progress). The District Industries
Office of Dehradun (data source 9) will be approached to get information on policies and programmes for
enterprises, industries and characteristics of markets and enterprises.

In thefirst week in Almora an appointment will be made for an interview with the district official in Almora.
Theaim of thisinterview isto identify the blocks in the district, to get data about rural and urban enterprises and
to identify the characteristics of energy sources in the blocks and villages in Almora.

An appointment will also be made with the director of Power Development of Uttaranchal (data source 10),
whom is located in Almora for information about energy sources. He also in charge of the implementation of the
Kutir Jyoti Programme. Thisis a national programme of the government of India for enhancing the provision
and distribution of energy.
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The District Industries Office of Almora (data source 11) will be approached to get information on policies and
programmes for enterprises, industries and characteristics of markets and enterprises.

When the locations have been sel ected appoi ntments have to be made with block devel opment officers, the gram
panchayat and the panchayat secretary to acquire data about the locations, villages and enterprises. Official data
about villagesis generally not available. To acquire information about villages locals, the sarpanch (village
leader) and other natural leaders which have lived in the village for a long time will be interviewed.

Different categories of enterprises (manufacturing, services, sales) and enterprises with different markets (local,
distant), as well as different energy services (heating, lighting, heavy mechanical work, small appliances) can
hopefully be identified on the basis of this information. Information about local vulnerabilities, livelihood assets and
structures and processes will also be acquired.

Therate of adoption is determined by people adopting, rejecting or not knowing about an innovation in energy
sources. In the selected cases this variation has to be reflected. In selecting cases it is not possible to know, in
advance, if people have adopted, reected or have no knowledge of aninnovation in energy source. Therefore
enterprises will be selected according to the energy source they usein the enterprise. Following the definition of
an innovation in energy source, enterprises which use the following modern energy sources will be selected: gas,
oil or eectricity. For explaining why entrepreneurs reject or have no knowledge of an innovation, enterprises
which use the traditional energy sources: wood, animal labour, human labour, agricultural residue, leaves,
charcoal or dung will also be selected. The selection of the enterprises have to give areflection of the variation
in energy sources used in the villages as to achieve saturation

Upon arrival in avillagethefirst day will be an observation-day. The purpose of this day is to get an overview of

the village, the enterprises in the village and the energy sources which are used. During this day | will walk
around the village, talk with locals and entrepreneurs and try to get an appointment with the village |eader.

Table 21: Information required on district

level
Elements Information Data source
1. Introduction to state and Map for geographic overview Dehradun in local
district shop
A Population size, density and location 1,2,3
B Political situation and organisation 1,2,3,7
C How are selected case districts typical or special 1,2,3,7
compared to other digtrictsin the state (but also in
India?)
2. Vulnerahility context Important seasonality’s, shocks or trends that influence | 1,2,7
livelihoods
3. Livelihood assets
A Human devel opment indicators (income, literacy, 1,2,3
education, health, skills etc)
B Main sources of income 1,237
C Distribution of wealth, literacy etc. 1,2,3,7
D Gender differences, differences between cultural or 1,27
ethnic groups
E Infrastructure: 1,2
roads
telephone: location (MAP!) and distribution
programmes on infrastructure: payment and 7
access
4. Enterprise
A Policy and legidation relevant for enterprises 1,2,3,7,9,11
B Programmes and projects and NGO’ srelevant for 1,2,3,7,9,11
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enterprises (skills, microfinance, technol ogy etc)

C Most common sectors/products of small scale enterprise | 1,2,3,9,11

D Characteristics of enterprises 1,2,3,9,11

E Characteristics of markets of enterprises 1,2,3,9,11

5. Energy

A Policy relevant for energy supply 2,45,6,810

B Programmes and projects and NGO’ s relevant for energy | 2,4,5,6,8,10
supply

C Current energy situation- el ectricity: extent of 2,34,5,6,810
electrification, eectricity use, number of connections,
commercial or household connections and distribution of
these

D Current energy situation- LPG, kerosene, oil products: 2,45,6,7,8,10
use and purposes

E Current use of woodfuel or charcoal and purposes, policy | 2,3,4,5,6,7,8,10
on use of woodfuel, distribution

Table 22: Planning

Stage Location | NGO Activities Status
Stage 1: Delhi Flight

Buy salwaar kameesh and books

Visit Energy and Resource Ingtitute for data on:

1. Rural energy use and distribution

2. Pattern of rural energy use

3. Involved indtitutions

Visit Office of the Registrar General for census
data about Uttaranchal
Visit Ministry of Power for data on:

1. Uttaranchal energy use and
distribution, preferably on district
and village level

2. Relevant policies and programmes

3. Programme: Kutir Jyoti
Programme

4.

5. Progresson Kutir Jyoti Programme

Visit Rural Electrification Company for data on:

1. Uttaranchal energy use and
distribution, preferably on district
and village level

2. Relevant policies and programmes

3. Poalicy: Rajiv Gandhi Grameen
Vidyutikaran Y ojana, rural
electricity infrastructure

4. The progress of above-mentioned
policy in Uttaranchal

arrange ticket for night train to Kathgodam
take night train to Kathgodam

Stage 2: Ranikhet, | Grass- picked up by driver from Grassrootsin

- get acquainted | Almora roots Kathgodam

- makean travel to Ranikhet

inventory of attend international women’s day conference

district about women in enterprises (organized by

- select Grassroots) on the eight of March

locations

Meet members of NGO
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Orientation in NGO

Contact HESCO

Discuss research proposal with Dr. Kalyan Paul
Adjust research proposal

Adjust plan of action

Select an NGO member who can be trand ator

Because of increasing temperature and free-transport the research will first be performed in Dehradun

Stage 3: Sahaspur | ADOPT travel to Dehradun
- get acquainted | block, Buy maps of the districts Dehradun and Almora
- make an Dehradun Arrange alocal who can be atranslator
inventory of Make a planning with the translator
district Interview Uttaranchal Power Corporation Ltd in
- select city Dehradun
locations Interview rural development commissioner of
government of Uttaranchal in city Dehradun
Interview District Industries Centre of
Uttaranchal in city Dehradun
Make appointment with and interview district
statistical officer in city ‘ Dehradun’
Travel to ADOPT
Meet members of NGO
Orientation in NGO
Interview NGO-members
Make an inventory of theregion
Selection of locations
Stage 4 Sahaspur | ADOPT Travel to locations
- makean block, Observation day
inventory of Dehradun Make appointment and interview block
location devel opment officer of location.
- selection Make appointment and interview panchayat by
of enterprises talking to prathan and ward-leaders
Talk to and interview locals, sarpanch (village
leader) and other natura leaders of location.
Organize afocus group
Selection of enterprises
Stage 5: Sahaspur | ADOPT Visit enterprise
- selection of block, Get generd information about enterprise (nr. of
respondents Dehradun workers, energy source used, type of industry,
- interview type of energy service)
respondents Review the choice to select the enterprise
according to need for representative selection of
units
Select respondents
Interview respondents
Photograph respondents
Document the interview
Stage 6: Dehradun | HESCO Travel to HESCO
- get acquainted Arrangealocal or NGO member who can be a
- makean trandlator
inventory of Make a planning with trand ator
district Travel to HESCO
- select

Meet members of NGO
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|ocations

Orientation in NGO

Interview NGO-members
Make an inventory of theregion
Selection of locations

Stage 7: Dehradun | HESCO Travel to locations
- makean Observation day
inventory of Make appointment and interview block
location devel opment officer of location.
- selection Make appointment and interview gram
of enterprises panchayat and panchayat secretary
Talk to and interview local s, sarpanch and other
natural leaders block development officer of
location.
Organize afocus group
Selection of enterprises
Stage 8: Dehradun | HESCO Visit enterprise
- selection of Get general information about enterprise (nr. of
r@pondents workers, energy source used, type of industry,
- interview type of energy service)
respondents Review the choice to select the enterprise
according to need for representative selection of
units
Select respondents
Interview respondents
Photograph respondents
Document the interview
Stage 9: Ranikhet, | Grassroo Takethe train from Dehradun to Kathgodam
- make an Almora | ts Drive to Almorawith acab
inventory of make an appointment with and interview district
location official in Almora
- selection Make appointment with and interview director
of enterprises of Power Development of Uttaranchal
Interview the District Industries Centrein
Almora
Interview NGO-members
Make an inventory of theregion
Contact Avani
Take part in activities supporting non-farm
income generation
Make a planning with trandator (also for
visiting Avani)
Selection of locations
Stage 10: Ranikhet, | Grass- Travel to locations
- selection of Almora roots Observation day
respondents Make appointment and interview block
- interview development officer of location.
respondents Make appointment and interview gram

panchayat and panchayat secretary

Talk to and interview local s, sarpanch and other
natural leaders block development officer of
location.

Organize afocus group
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Selection of enterprises

Stage 11: Ranikhat, | Grass- Visit enterprise
- make an Almora | roots Get general information about enterprise (nr. of
inventory of workers, energy source used, type of industry,
location type of energy service)
- selection Review the choice to select the enterprise
of enterprises according to need for representative selection of
units
Select respondents
Interview respondents
Photograph respondents
Document the interview
Stage 12: Almora | Avani Arrangetravel to NGO
- get acquainted Meet members of NGO
- makean Orientation in NGO
inventory of Interview NGO-members
district Make an inventory of the region
- selgct Take part in activities supporting non-farm
locations income generation
Stage 13: Almora | Avani Travel to locations
- makean Observation day
inventory of Make appointment and interview block
location devel opment officer of location.
- selection Make appointment and interview gram
of enterprises panchayat and panchayat secretary
Talk to and interview locals, sarpanch and other
natural leaders block development officer of
location.
Organize afocus group
Selection of enterprises
Stage 14: Almora | Avani Visit enterprise
- selection of Get general information about enterprise (nr. of
respondents workers, energy source used, type of industry,
- interview type of energy service)
respondents Review the choice to select the enterprise

according to need for representative selection of
units

Select respondents

Interview respondents

Photograph respondents

Document the interview

and customers and markets
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Appendix 7: Electricity tariffs

Table 23: Tariff for domestic and commercial category of electricity users of Uttaranchal

Table 6.3: Tariff for Domestic Category
Existing I Proposed | Approved
Fixed | Energy [Minimum| Fixed | Emergy [Minimum| Fixed | Energy
Category Charges |Charges| Charges | Charges | Charges | Charges | Charges | Charges |

Rs./month Rs./kWH Rs./month “’-":‘“‘“ Rs/kWh |Rs./month{Rs./month| Rs./kWh

1) Domestic Metered

1.1) Lifeline consumers

Below Poverty Line and Kutir|

Jyoti having load upto 1 kW
and consumption upto 30 NIL 1.50 30/- NIL 1.65 35/- NIL 1.50

units /month

1.2) Other  Domestid
Consumers
Upto 1 kW NIL 2.00 30/- NIL 2.20 35/- NIL 2.00
Single phase above 1 kW NIL 2.00 150/- NIL 2.20 165/- NIL 2.00
Three phase NIL 2.00 300/- NIL 2.20 330/- NIL 2.00
',dJ Domestic Unmetered 120/- NIL NIL ) ) ) 120/~ NIL
(Rural)
3) Single Point Bulk Supply Nil 1.95 30/kW Nil 2.15 35/kW Nil 1.95

Table 6.5 Tariff for Non-domestic Metered Category

Existing Proposed | Approved
Cotegeey Energy Charges |Mimimum | o Charges [Minimum| p - Charges
[ Without | With Without]| With Without
ToD ToD ToD ToD ToD With ToDy
Rs./ Rs./kKW | Rs/kKW | Rs./ Rs. /KW Rs./
month Rs.kWh /month | /month | kWh /month | month Rs./ kWh
1) Education Institutions,
Huospitals & Charitable
institutions.
Upto 4 kKW 3.00 3.00 200/ - 3.20 3.20 210/- 3.00 3.00
Above 4 & upto 25 kW[ 350 "3.00 200/- 3.75 3.20 210/- 3.50 "3.00
Above 25 KW 3.50 '3.00 200/ - BN '3.20 210/- - "3.00
2) Other Non Domestic
Commercial users
Upto 1 kW 3.50 3.50 150/- 3.75 3.75 155/~ 3.50 "3.00
Above | & upto 25 kW] 3.50 3.50 200/ - 3.75 3.75 210/- 3.50 '3.00
Above 25 KW 3.50 300 200/ - it '3.20 210/- 3.00

With ToD rebate/surcharge

Table 6.6A Tariff for Non-domestic Unmmetered (Rural) Category

Category Existing Proposed Approved
Fixed Charges Rs/Month Fixed Charges Rs/Month Fixed Charges Rs/Month
3) Non Domestic - -
Unmetered (Rural) 183/- ) 185/-

Source: Order inretail tariff for Uttaranchal Power Corporation Ltd for 2006-2007 ordered by the Uttaranchal
Electricity regulatory Commission on 12" July 2006.
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Appendix 8:
Selection of districts, villages and
enterprises

Selection of districts

The first stage of the multi-stage purposive sampling consists of the selection of two districts
within the state of Uttaranchal. This is a from of area sampling where political or
administrative geographical units are used as sampling units for a first stage (Fortuijn, 2004:
4).

Uttaranchal, the 27" state of India was seperated from Uttar Pradesh and became a seperate
state because it required other government-policies for its economic development because it
IS @ mountain area, in contrast to the current areas of Uttar Pradesh118

Uttaranchal has two main ethnical area'’s, the Kumaoni and Garwhal region. Traditionally the
Kumaoni region is represented by a large percentage of Brahmin Indians who were able to
travel and import and export products. The large variety in fauna has caused the fruit-
processing industry and handloom industry of the Kumaoni region to prosper. The Garwhal
region is represented by descendants from tribal people who traded more amongst
themselves and exported less119 .Since the nature of the social system is an causal variable
one district will be selected in the Kumaon region and one in the Gharwal region.

Uttaranchal is divided into the plains and the mountaineous area'’s. Plain areas offer an easier
access to resources and a higher degree of organization and interdependence is possible
(XXXX). As Barnes (1998) stated the importance of availability of markets and access to
finance this research will select a mountaineuous district and a district in the plains.

Almora is selected as the mountaineuous area. Almora is situated in the Kumaoni region.
Almora has access to the plains by road. There are no trainstations in the district. The closest
trainstation is in Haldwani, 2-6 hours travelling by road. According to local definitions (see
Appendix 3, 4.3 geographic location) Almora's geographical area is located as mid hills and
high hills with an altitude of 500 metres and more.

In contradiction to Almora, Dehradun is selected as the plain area situated in the Gharwal
region. Dehradun city is the capital of the district and the state and all the government
facilities are located there. This might have its effect on the rate of adoption of energy
sources. Dehradun's geographical area is characterized by the plains and the foothills with
altitudes less than 500 metres. (see Appendix 3 4.3 geographic location).

To represent Uttaranchal as a state these have been selected as a stratified purposive
sample to facilitate comparisons and illustrate characteristics of particular subgroups (Fortuijn,
2004)

An important source of information input for the selection of units has been the knowledge
and social network of Non Governmental Organizations (NGO's) specialized in non-farm
income generating activities and energy sources. In Dehradun district NGO ADOPT and NGO
HESCO have shared their local knowledge and in Almora district NGO HOPE.

Table 1: population indicators Dehradun and Almora
District Dehradun Almora

118 http://www.laghu-udyog.com/palicies/state/uttran/utran.htm on 25-01-2006
119 Interview met mevrouw Banerjee on 17-03-2006, former resident of both Gharwal region and Kumaoni region
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No. of villages 746 2267

No. of villages 734 (98%) 1855 (82%)
electrified

Total population 1.282.143 632.866

% of population 47 91

living in rural areas

Population 406 171
density/sq km

% of irrigated 46 Hills 12,9 8
agricultural land Plains 57.5

Selection of village clusters
The second stage of the multi-stage purposive sampling consists of the selection of village
clusters within both districts. Porter (1998: 78) defines clusters as geographic concentrations
of interconnected companies and institutions in a particular field. Village clusters are identified
based on the function of the markets according to local definitions. In the center of a village
cluster is a roadhead village. In Uttaranchal these are defined as a village with an all-weather
road which is accessible by car and functions as a meeting and trading point for surrounding
villages. An interdependent relationship exists between several villages and the roadhead.
The roadhead itself also has a relationship to a larger town. By mapping the
interconnectedness between the villages in the clusters and their relationship to external
markets possible explanatory variables such as access to markets, finance but also social
capital can be better understood.

For selecting the village clusters it is important that they represent the theoretical possible
variation in the phenomenon under research (Glaser and Strauss (1967)). The variables
Rogers (1995) and Barnes (1988) describe are used for the formulation of theory-based
selection criteria.

- near regional centres and remote
- difficult or easy access to markets (Kooijman-van Dijk, 2004):
§ Remote: 5 or more km from road (more than 1 hour walking)
§ Off-road: 5 or less km from road (less than 1 hour walking)
§ On-road: on all-weather road, less than 1 hour from large rural town or
city.

§ On-road, small local market: people living mainly on subsistence
level with few extra sources of income (not extreme poverty- this
has been excluded from research)

§ On-road, existing local market: people are able to spend money for
comfort, amusement or status (in Uttaranchal indicators are DVDs,
clothes, glass windows)

- include one best case for energy access (good quality access to modern energy for all)
- energy supply through central grid (good quality is best case)

- energy supply through diesel for one or more enterprises

- energy supply through LPG for one or more enterprises

- energy supply through micro-hydro energy



- energy supply mainly through traditional energy sources
Other characteristics of village clusters which may explain the rate of adoption cannot be
assessed before the data-collection.

For the selection of the village clusters several sampling methods are combined. The sources
of information for the selection are interviews and informal talks with NGO's and other locals
and observations (see Appendix 4, typical villages in Dehradun and Livelihoods in Almora
district). In addition the following electronic government data are used.
- The primary census data from the Census of India 2001, Office of the Registrar
General, India
- The additional census data on village level for Uttaranchal, Census of India 2001,
Office of the Registrar General, India
- Database of un- or de-electrified villages from the Uttaranchal Power Corporation Ltd.
The village data per village cluster and village are summarized in table one in appendix 1.

Village clusters in Dehradun

The village cluster Sahaspur is selected as a typical case sample of a rural town to illustrate
what is typical, normal or average (Patton, 1990: 182-183), (Appendix 4 Interview with
prathan of Sahaspur). Sahaspur is located on the National Highway, 20 minutes from
Dehradun city. A side road starts from the National Highway, going through village Chharba
the first 5 kilometres. 30 minutes away from Sahaspur, on the same road going through
Chharba, village Kotra starts. 1 hour away, by local bus from Sahaspur, Langhaf starts,
following a different road (Appendix 4, informal talk with ADOPT members).

Selection based on intensity sampling (Patton, 1990: 182-183) was used to select the village
cluster Ambiwala. In contradiction to Sahaspur Ambiwala is located less than 5 kilometres
away from Dehradun city but not on a National Highway. Difference in access to markets and
roads is represented in this sample. Extreme sampling is used for the selection of the village
Donkwala in the Ambiwala cluster (Patton, 1990: 182-183). Donkwala lies close to Dehradun,
does not get electricity from the central grid and has no road going to the village. Donkwala is
electrified through a watermill.

Village cluster Maldivpta was selected for its location at the border between the plains and the
foothills (Appendix 3, Terminology 4.3). The road leading to Maldivpta is not a through-road
leading to other markets. While the village cluster centres of Ambiwala and Sahaspur are
existing local markets, Maldivpta is a small local market. Even though Maldivpta is a village
cluster centre its market function can be compared to Langhaf village, within the village
cluster Sahaspur (Appendix 4, Interview with prathan of Maldivpta and Bautha. Together with
the Sahaspur and Ambiwala cluster a stratified purposive sample is taken based on
characteristics of markets (Patton, 1990: 182-183). Maldivpta cluster was also chosen
because villages in the cluster are partly electrified and partly unelectrified.

The village cluster Fatehpur was chosen as a homogenuous sample (Patton, 1990: 182-183)
in combination with Donkwala village as Fatehpur is also electrified through a watermill.
HESCO informed about the difference in performance of this way of electrification between
the villages. This sample might shed light on the influence of the social system on adoption of
energy sources by reducing variation in the energy source.
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Village clusters in Almora

Pilkholi cluster was selected as a typical case sample with close access to a large rural town.
Pilkholi is an existing local market, located 10 kilometres before Ranikhet at the border of the
cantonment area. The road through Pilkholi is a National Highway leading to the tourist
attractions and military cantonment of Ranikhet (Appendix 4, livelihoods in Almora). Within the
village cluster village Tana was chosen as an extreme case since several NGO members and
locals from other villages informed about the high financial status of the village (Appendix 4,
livelihoods in Almora).

To form an intensity sample village cluster Mandel Kote was selected as a small local market
on a mud road (Appendix 3, terminology, 4.2). Most village in the cluster are located on the
mud road and serve the basic needs of the villagers. Several small local markets can be
found in Mandel Kote cluster. To reach an existing local market they have to travel by jeep for
at least an hour. The construction of the village cluster is thus different from other clusters. In
comparison to Pilkholi and Khilkeet cluster the trucks providing villages with LPG does not go
to Mandel Kote cluster (Appendix 4, village cluster Madel Kote). These characteristics make
Mandel Kote cluster an extreme case which can shed light on characteristics of markets and
importance of energy supply (Appendix 4, livelihoods in Almora).

Village cluster Khilkeet was taken up in the sample of village clusters because Kharchuli is a
remote village on a distance of more than an hour walking to Khilkeet, which is a small local
market (Appendix 4, livelihoods in Almora district). Many villages in Almora district are remote
and therefore the sample of the three clusters can be seen as a typical case sample when
referring to distance and access to markets.
The third stage of the multi-stage purposive sampling consists of the selection of enterprises
within the village clusters. For selecting the enterprises it is important that they represent the
theoretical possible variation in the phenomenon under research (Glaser and Strauss (1967)).
The variables Rogers (1995) and Barnes (1988) describe are used for the formulation of
theory-based selection criteria. Enterprises will be selected according to the following criteria:
- Size, tiny and small, including formal and informal
Sectors at least in service and manufacture, sectors representative for rural enterprise,
sectors in which modern energy services are expected to make a large impact.
Enterprises with different access to markets (remote, off-road, on-road)
Different types of energy sources, traditional and modern
Enterprises which use different energy services (heating, lighting, heavy mechanical
work, small appliances)
Other characteristics of enterprises which may explain the rate of adoption are difficult to
assess before the data-collection.

Selection of enterprises
To serve the purpose of triangulation several methods of sampling, as stated by Patton (1990:
182-183), are used. Since the description of the selection of all enterprises would be too
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elaborate a few examples will be given here.

In the Sahaspur village cluster in the market of Sahaspur, Universal Engineering Works
(metalworks enterprise) was interviewed. An entrepreneur with an official enterprise name
and a business card. The customers of this entrepreneur reached as far as Bombay.
NGO ADOPT explained (Appendix 4: Sahwell):

“This enterprise is highly innovative. 4 years ago the man was in extreme poverty but
since he took a loan to invest in his enterprise he accumulated a lot of technology and
has grown fast. The entrepreneur even managed to get a certificate from the
government of Uttaranchal for the quality of his work.”

This is an example of both snowball sampling and extreme sampling. NGO ADOPT informed
me about the fact that this enterprise was unusual and information-rich (Patton (1990: 182-
183)).

By stratified purposive sampling a metalworks enterprise with a lower but more common level
of technology was selected In Sahaspur to make a comparison and illustrate characteristics of
welding enterprises (Patton (1990: 182-183)).

On the basis of maximum variation sampling a metalworks enterprise in Sahaspur was
selected using coal, a hammer and a blower with the purpose of documenting unique or
different adaptations to different conditions (Patton (1990: 182-183)).

All these enterprises are located at the main market in Sahaspur and were selected as a
sample to eliminate the influence of access to markets and to look at other explanatory
variables. This is a theory-based sample (Patton (1990: 182-183)).

In village cluster Pilkholi in village Pilkholi the following enterprises were selected:

- A chaishop using LPG (See appendix 4, Pilkholi, E28)

- Aflourmill using electricity (See appendix 4, Pilkholi, E29)

- A sweetshop using LPG (See appendix 4, Pilkholi, E30)

- Atailor using manual energy and electricity. (See appendix 4, Pilkholi, E32)
These enterprises were chosen as a typical case sample after a survey of enterprises was
conducted in Pilkholi (See appendix 4, Pilkholi, survey of enterprises). This method of
sampling sheds light on what is typical normal or average (Patton (1990: 182-183)).

The method of evolving sampling ( Patton (1990: 182-183)) was used when a lead from the
flourmill using electricity (See appendix 4, Pilkholi, E29) in Pilkholi was followed up. In this
interview the entrepreneur described that his main competitor as a flourmill using diesel in
Chamoli, 20 minutes walking off-road from Pilkholi. This offers an opportunity to look into
differences in market access and energy source.

Intensity sampling ( Patton (1990: 182-183)) is used in Nawali for the selection of two
sweetshops, E40 using LPG and E41 using wood. The enterprises were located next to each
other on the main road through Nawali. E40 had advertisement on the front of his shop,
making his core-process visible. E41 was completely inside the shop without any indications
of his activities. They are chosen because they represent the phenomenon of interest
because of an obvious difference in business strategy and energy use.

A stratified purposive sample ( Patton (1990: 182-183)) is done by comparing tailor E10 in
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Sahaspur with tailor E16 in Kotra. Tailor E10 uses electricity for his sewing machine while
Tailor E16 uses manual labour. was found to use electricity for a sewing machine
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Appendix 9 Scoring on indicator s of
social participation

Indicator | Frequency of Frequency of going to Membership | Membership of
marriage and bigger cities of private
religious functions, government | organization
per year organization

category |< 10 |10-20 |>20 |weekly monthly | Few

times per
year

score 0 1 2 2 1 0 lorg.=2 lorg.=2

2o0rgs. =4 2orgs. =4
etc etc

Table X shows the score which is given to every entrepreneur. The frequency of going to
marriages or religious functions is divided into less than 10 times per year, 10-20 times per
year and more than 20 times per year. These are scored, respectively 0,1,2. The frequency of
going to bigger cities is divided into: on a weekly basis, on a monthly basis and a few times
per year. These are scored respectively 0,1,2. Every government or private organization an
entrepreneur is a member of is scored as 2 because this engagement is seen as a regular
interaction with groups of people and is valued in the same manner that visiting more than 20
marriages or religious functions per year and as going to a bigger city every week.
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Enterprise

Frequency of
attending
marriages and
functions

Frequency of
going to bigger
cities

Membership of
government
organization

Membership of
private
organization

Total score
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Pilchl
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Pilmill
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Sahbk1
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Sahwvl

Tanbll
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Tanmill

Tantl1

Unimill
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