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1. INTRODUCTION

Micro-Enterprise Development Program (MEDEP) is a flagship enterprise development 
program of the Government of Nepal (GON) and United Nations Development 
Program (UNDP). The goal of the program is to alleviate poverty by incubating micro-
enterprises and helping them become self-sustainable. The program was initiated in 
July 1998 in 10 districts of Nepal. As it completes its third phase of implementation in 
2013 it has spread its work area to 38 districts and has successfully incubated more than 
55000 entrepreneurs. MEDEP’s target population consists of the poor and ultra poor 
individuals and families who are below the poverty line according to the Nepal Living 
Standard Survey (NLSS-III). Unemployed youths, women, and socially marginalized 
groups from the target population are prioritized for the program. Apart from UNDP, 
Australian Government Overseas Aid Program (AUSAID) and Canadian International 
Development Agency (CIDA) are the major supporters for this program. Its major 
implementing agency is the Ministry of Industry (MOI) and the co-implementing 
agencies are Ministry of Forest and Soil Conservation (MOFSC), Ministry of Federal 
Affairs and Local Development (MOFALD) and Ministry of Agriculture Development 
(MOAD) (MEDEP, 2010).

The provision of Common Facility Centers (CFC) is one of the interventions of MEDEP 
for nurturing entrepreneurship. A CFC is a place where entrepreneurs can get together 
and share the building space and appropriate technology available there in order to 
produce goods or provide services, which become a source of income for them. A CFC 
can also be used as a marketing venue, raw material collection center, training center, 
meeting room or as a networking platform for the entrepreneurs. The non-bankable 
ultra poor beneficiaries who cannot afford to have a space and technology to begin their 
enterprise are provided with these CFCs (MEDEP, 2010).

The Government of Nepal, under the name of Micro-Enterprise Development for 
Poverty Alleviation (MEDPA), also runs the MEDEP model of enterprise development 
in various districts in Nepal. Intervention through CFC is also a part of MEDPA 
program.
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2. OBJECTIVE OF THE STUDY

The first objective of this study is to assess the effectiveness of the MEDEP and 
MEDPA CFCs based on MEDEP’s modality of sustainable microenterprise 
development. The second objective is to make essential recommendations for improving 
the MEDEP model based on the assessment.
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3. METHODOLOGY

This study is a qualitative research and uses interviews and interactions with different 
stakeholders associated with CFC implementation as a source of primary data. The 
research has exploratory purpose and is constructed to get a better understanding of 
the context of CFC implementation. Instead of looking for casual relationship between 
different variables the study aims to identify key issues and variables of the phenomenon, 
the MEDEP model, so that it can be enhanced for the future implementation.

The interviews were recorded using an audio recorder. Pictures and notes were taken on 
the spot whenever required. After the field visits and interviews the data was transcribed 
into text and reviewed. Based on the collected information other relevant people were 
interviewed for gaining more specific information on that topic.

The qualitative data is derived from the following channels:

 The Agencies: The officials of MEDEP and MEDPA provided detailed 
information on MEDEP modality of CFC implementation. Various presentations and 
personal interactions were conducted for the purpose of this study at national, regional and 
district level by the agencies. The National Program Manager, Micro-Credit Specialist, 
Micro-Enterprise Specialists from MEDEP and the Deputy Director of the Cottage 
and Small Industry Development Board from MEDPA provided the information at 
the national and regional level. Ground level information on CFC implementation 
was derived from the Enterprise Development Facilitators (EDF) and Monitoring and 
Evaluation Officers (MEO) of MEDEP and MEDPA at the district level. 

 The Beneficiaries: The beneficiaries of CFCs, the Micro Entrepreneurs Groups 
(MEG), were interviewed as focus groups to understand their perception on efficacy of 
CFCs and its impact on their lives. Where it was not possible for the whole group to 
assemble one of the knowledgeable representatives of the MEG volunteered to speak 
for the group. Members from the National Micro Entrepreneurs Federation Nepal and 
Chairman of Saugat Micro-Promotion Private Limited (SMPPL) were also interviewed 
for the purpose of this study. 

 Relevant Businesses and Public: Businesses similar and/or relevant to the 
CFCs were visited and interviewed. In order to understand the general awareness about 
the MEDEP program in public, informal conversations were conducted with them in 
different districts during the field visits.

The beneficiaries’ interviews were semi structured and the questionnaire (Annex 1) was 
based on the spider-web framework provided by MEDEP (Annex 2). The spider-web 
framework is designed by MEDEP for evaluation and assessment of sustainability of the 
enterprises it promotes.

District Sampling: Due to limited resources and short time frame of only two and half 
months for conducting the study only 2 out of 38 MEDEP districts were selected for field 
visits and beneficiary interviews. Parvat District from Western Development Region was 
selected and Surkhet District from inner Terai of Mid Western Development Region 
was selected. The districts were chosen because they represent different social- economic 
regions and implementation phases of MEDEP. MEDEP has been working in Parvat 
district since its first phase of implementation in 1998 and in Surkhet since its third 
phase implementation in 2008. These districts also have the CFCs promoted by the 
government under MEDPA programs. 
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4. LIMITATIONS

This study covers only 2 districts out of 38 districts of MEDEP’s operation, which is a 
very small sample to generalize its work and policy. The time frame of only 2.5 months 
is also short for analyzing MEDEP’s vast coverage. Due to time limitation it was not 
always possible to contact the interviewee for a follow up interview, which left some 
relevant inquiries unanswered.  The interpretations are based on the perceptions of the 
interviewees, which might be distorted knowingly or on purpose. The beneficiaries 
often try to report less positive impacts of the program with expectation to receive more 
aid. The information gathered by interviews is very contextual therefore the knowledge 
produced might not be generalized to the greater context.
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4. MEDEP MODEL

The credit to MEDEP being one of the few successful poverty alleviation programs 
in Nepal goes to its comprehensive enterprise development model. The MEDEP 
model is very strategically implemented from the very first step of social mobilization 
for opportunity identification and creating motivation in public to making them self-
sustainable graduate entrepreneurs. Implementation of CFC is encompassed within this 
modality of MEDEP. Each step of MEDEP model is briefly described below.

Figure 1:  MEDEP Model, 
Source: Dr. Lakshman Pun, National Program Manager, MEDEP

Social Mobilization for Enterprise Development: In the MEDEP districts, communities 
with lower HDI (HDI) index are selected for the implementation of the program. 
After a community is selected MEDEP launches awareness raising programs there. 
It organizes various community meetings, orientations and networking with partner 
agencies. MEDEP assesses the resources availability of the area, market demand of the 
vicinity then assesses potential entrepreneurial competencies of the target population 
and selects the ones who can best benefit from the program (MEDEP, 2010).

Entrepreneurship Development: MEDEP uses ‘Start and Improve Your Business’ 
(SIYB), a step by step entrepreneurship development package developed by International 
Labor Organization (ILO) and UNDP for rural setting. The SIYB provides a gradual 
capability development opportunity to the entrepreneurs by acquiring knowledge and 
skills for business development.
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Technical Skill Development:  Technical skill development is the most crucial part of 
MEDEP’s capability building process. It is these skill sets with which the entrepreneurs 
can create marketable value in the form of product and services. Several kinds of training 
program are conducted for developing technical skills depending on the nature of the 
entrepreneurship MEs are involved. The trainings enforce the knowledge base of the 
MEs after they go through SIYB. These skill sets can be immediately used for product 
development or for providing service and can be source of income (MEDEP, 2010).

Access to Finance: Since the target population of MEDEP program live below the 
poverty line they are non bankable and have limited access to finance at their capacity. 
MEDEP facilitates the MEs to have easy access to small-scale loans or micro credits 
by collaborating with various micro-finance institutions such as Rural Development 
Bank, Nirdhan Utthan Bank and cooperatives. According to immediate need MEDEP 
also facilitates financing from district and local level government institutions such as 
Local Development Fund, District Development Committee and NGOs. MEDEP also 
trains and encourages establishing saving and credit groups, co-operatives from among 
MEs. It teaches them how saving from such groups can be reinvested to improve their 
enterprise (MEDEP, 2010).

Access to Appropriate Technology: The enterprises are usually based on product 
development or service providing which require appropriate simple technology. 
MEDEP facilitates the MEs in accessing to such technology at low or subsidized cost. 
Where access to finance and resources such as availability of land and building facility 
for installing the technology is unaffordable for the MEs, MEDEP helps them by 
establishing the Common Facility Centers. MEDEP facilitates by directly investing in 
such CFCs and/or by collaborating with other resources. Such technology and CFCs are 
tested and transferred for the ultra poor MEs (MEDEP, 2010).

Marketing Linkage and Business Counseling: Marketing is another crucial aspect 
of enterprise development process where MEDEP helps the MEs with its expertise. 
MEDEP operates a demand driven marketing strategy for the MEs. It prepares the 
MEs for stepwise and gradual marketing that aims to expand sales potential from local 
to district level and ultimately national and international level. Encouraging and helping 
the MEs with resources for opening outlets at local, district, regional, and national level 
is part of that strategy. As MEs mature MEDEP helps them with labeling, branding 
and copy right protection matters where necessary. MEDEP mobilizes Enterprise 
Development Facilitator (EDF) at district level to facilitate the MEs with sales side 
of the business. EDF’s task is to stay up to date with the market and counsel the MEs 
with perceived problems and opportunities in the market place. Such counseling is 
done through the Micro Enterprise Group Association (MEGA) meetings. EDFs 
also counsel them with credit and saving procedures. Whenever required new and/or 
refresher workshops and trainings are also organized for MEs (MEDEP, 2010).

MEDEP has also supported the establishment of Saugat Micro-Promotion Pvt. Ltd 
(SMPPL), or Saugat Griha which works very closely with the MEs to sale their products. 
Currently it has outlets in Kathmandu, Pokhara, Kapilvastu, Nawalparasi and Chitwan.
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6. DATA ANALYSIS

The qualitative data from the beneficiaries is used to measure the effectiveness of 
CFC implementation in meeting MEDEP’s goal of sustainable enterprise creation. 
MEDEP’s spider-web framework that it uses in evaluating and measuring its program’s 
achievements is used as a basis for setting the indicators of analysis.

Human Capital Development: Human capital development refers to the skills, 
knowledge and experience possessed by an individual or population, viewed in terms of 
their value to the society. The beneficiaries of CFCs unanimously agree that MEDEP’s 
intervention through CFC has immensely uplifted their entrepreneurial skills and 
experiences. All the CFCs have successfully met the requirement of social inclusion 
based on gender and other social differences that MEDEP prescribes. All the members 
of CFCs irrespective of gender and other demographic differences have also received 
necessary skills and trainings required to operate the enterprise in the CFC.

Running an enterprise in CFC is a secondary source of income for the MEs family.  In 
most cases men are involved in the primary source of income generation and women 
work as housewives. In illiterate and rural society of Nepal the housewives do not have 
a say at household decisions such as going out to work, family expenditure, going to 
school etc. Mostly, such housewives are the beneficiaries of CFC. Despite receiving the 
trainings and skills, when it comes to utilizing them, the women have to get permission 
from their family. Often the family restricts the women members from engaging in 
such secondary source of income. The stigma that women should not go out to work 
has forced some women members to quit being part of CFC. Also, in the beginning it 
is difficult for the beneficiaries to compare the opportunity cost of leaving the primary 
source of family income to start new enterprise. When Sirjana Micro Enterprise Group, 
in Surkhet District was started in a poor janjati community eight women were trained 
to make dalmot and a CFC with appropriate technology was constructed for them. But 
now there are only 2 women working in the CFC as some of them left the group to 
continue working in their grocery shop or farm and others were not allowed to work by 
their husbands. Harikala Sinjapati and Chandrakala Magar the two MEs who work at 
the CFC said that they make a regular income of Rs 9-10 thousand each per month and 
that they do not have enough human capacity to fulfill the demand of the market.

Similarly, some women of Milanchok Milansar Multipurpose CFC in Parvat district 
first received the sewing training earlier in 2066 BS but they could not risk giving up 
family priorities to work in the sewing machines of CFC. But when they saw that some 
of their friends are making good income using their sewing skills they are motivated 
again and have participated in refresher training and have again started using the CFC 
facilities.

Some other beneficiaries were not able to use the CFC facility because its location was 
not convenient for them. The Laganshil ME Aaran CFC in Ramghat, Surkhet was 
initially made for 7 MEs but only 3 of them could use it due to inconvenience of the 
location. However the 4 MEs have been using the skills learned at the CFC at their own 
workshop at home and often use the CFC for specialized work.



12

A story of Sabina and Sunita

Sabina Subba is a MEDEP entrepreneur from Pati Chaur, Parvat. She is a member 
of Dhaka weaving CFC in Pati Chaur. Before joining MEDEP in 2062 B.S. she 
was a housewife and took care of her husband and a child. Back then, her family 
was fully dependent on her husband’s income which was enough for fulfilling only 
the basic needs.  As a MEDEP entrepreneur she was trained with Dhaka cloth 
weaving skills. She used the CFC facility in Pati Chaur to produce Dhaka cloth 
by selling which she was able to generate a regular income. With that income she 
was able to buy her own weaving machine and now she is able to work from her 
home.  She currently makes 10-12 thousands rupees per month working on her 
machine. She is very happy that she is able to send her child to a private school 
with her income and also that she can contribute to family expenses and savings. 
Sabina has now found another housewife Sunita Magar to replace her in the 
weaving machine she used to use in Pati Chaur CFC. Sabina has been training 
Sunita with the skills she learnt from MEDEP and is confident that Sunita will 
soon be able to earn a good income using the CFC facility. Sunita, however, 
was too shy to share her thoughts with us and also refused to be photographed. 
At this point Sabina jokingly pointed out that she was exactly like Sunita, meek 
and shy, before participating in MEDEP program. Sabina concluded that apart 
from providing her livelihood MEDEP program has also empowered her with 
valuable social and interpersonal skills. Because of this program she has become 
a stronger, independent and confident woman

Physical Capital Development: Physical Capital refers to any physical asset that can 
be used in the production process. It adds value to the production process or service 
by enhancing the process or by providing convenience to the manpower. Machinery, 
buildings, vehicles and the technical knowledge to operate them are the examples of 
physical capital development. The idea of implementing CFC comes directly from the 
fact that physical capital development requires resources that are not affordable to the 
targeted beneficiaries. MEDEP facilitates the entrepreneurship process by helping the 
MEs establish appropriate CFCs and technology. Therefore CFCs’ most important and 
obvious contribution is in the physical capital development for the entrepreneurs. 
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All the 13 CFCs that were visited had the technology and building infrastructures that 
was necessary for running designated enterprises. The members of the CFC irrespective 
of gender and other demographic differences were trained with the skills required to 
operate the entrepreneurship.

According to MEDEP model enterprise creation and supporting CFC construction 
should reflect the local resource availability and demand of target market. In some cases 
physical capital development via CFC did not meet the requirement of MEDEP model. 
For example the Dhaka cloth weaving CFC of Pati Chaur, Parvat has two kinds of 
weaving machines: Palpali weaving machine and Purbeli weaving machine. Purbeli 
weaving machine is 3-4 times more efficient than the Palpali machine and the demand 
for the clothes from Purbeli machine is also higher. So the MEs in that CFC who use 
Palpali machine are naturally inclined towards avoiding them and are not happy about 
the fact that they are unable to make as much profit as the others using the Purbeli 
machine. This situation could have been avoided if comparative cost benefit analysis was 
done for different technologies.

The MEs who use the sewing machines at Milanchok Milansar Multipurpose CFC 
in Parvat have to compete with the professional tailors in the locality and have no 
competitive edge over them. Similarly, in Surkhet a CFC was established for processing 
ginger. However the machine that was bought for the CFC required more electrical 
power than that was available in the local power grid. The machine was then moved 
to the Birendranagar city and is used for private business. The machine is beyond the 
convenience of the targeted MEs and is not fulfilling its purpose. In these cases CFCs 
have not delivered expected contribution to physical capital development. The have 
also not done justice to MEDEP’s demand driven and local resource utilizing model of 
enterprise creation.  

Social Capital Development: Social Capital refers to the connections and relationships 
between individuals, institutions and groups that are socially and economically 
valued. The empowerment of individuals, institutions, and groups due to social capital 
development and vice versa is a powerful asset to create a unified and thriving society. 
Social capital development is of immense importance in context of Nepalese society 
because of its inherent socio-cultural and ethnic diversity. Development of social capital 
in our context can lead to a state in which each individual and institution will think of 
the other when something needs to be done. It is also a means to garner values such as 
tolerance, integrity, fairness and inclusiveness in the society.

All CFCs under this study have fulfilled MEDEP criteria of targeting the ultra poor and 
socio-economically marginalized ones. The requirement of including 60% women, 30 % 
poor dalits and 40% indigenous nationalities was met in all but one CFC. Laganshil MEs 
Aaran in Ramghar Surkhet, where due to the nature of the work only men entrepreneurs 
were involved. For the beneficiaries, especially for women, being able to earn some regular 
income and help their family with it has served as a major source of empowerment. Not 
having to ask for petty household and personal expenses from their family makes them 
more independent. Raise in income of an individual due to CFC directly correlates with 
their and their families’ social status. As a member of the micro entrepreneurs groups the 
beneficiaries get to participate in various meetings and social functions where they are 
able to practice and enhance their leadership skills. The MEs also get to travel around the 
country for training and sharing ideas with other MEs which has helped them to broaden 
their knowledge base and improve their perspective about business. Some MEs have even 
travelled to foreign countries to showcase their skills and achievements.            

Environmental Capital Development and Sustainability: Environmental capital 
development in MEDEP program implementation refers to the sustainable use of 
the natural resource. MEDEP model encourages the use of local natural resources 
for enterprise creation. While doing so it is necessary to make sure that the enterprise 
is not natural resource exhaustive or have negative impact on the environment. 
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Entrepreneurships such as Allo garment production, paper production, Chyuri soap 
production, herbal oil production, and other flora and fauna related enterprises have to 
consider the environmental sustainability during implementation. MEDEP prioritizes 
environmental sustainability while promoting sustainable entrepreneurship.

The scope and scale of the CFCs under this study is very small and therefore they do not 
have any negative impact on the environment. The building construction in most cases 
uses the locally available renewable raw materials such as timber and stones so it has 
minimal environmental impact. The raw material for CFCs producing Allo garment, 
paper products, Chyuri soap, and herbal oil use the vegetation available in the wild. 
Since the availability of such vegetation is abundant in the wild there is no negative 
environmental impact in using them. Mentha and Camomile were two vegetation that 
were not harvested from the wild but grown in the field for producing oil in Samjhana 
MEG, Surkhet. The herbs were cultivated by replacing traditional winter crops in the 
field by consulting bio-diversity experts and no negative impact is found in the ecosystem.

Economic Resources Development and Sustainability: Economic resources 
development and sustainability refers to the development of adequate financial services 
and networks to facilitate the production chain and supply chain of an enterprise. It also 
ensures that the enterprise is sustainable at its own stake. In order to achieve this goal 
the MEs of the CFCs should become bankable and have provision of saving and access 
to credit via different financial institutions such as the commercial and development 
banks, cooperatives and saving groups. They should also have enough resources and 
knowledge base on how the sales side of the business is taken care of. Building proper 
relationships with the retailers and customers, quality control, proper marketing and 
branding, building shopping outlet are some of the important activities for having a 
proper supply chain. Growth is also a part of economic sustainability for any enterprise. 
Entrepreneurs should be able to scale up their enterprise with time. Scaling up provides 
a competitive edge to entrepreneurs in a free market. As MEDEP’s goal is to incubate 
entrepreneurs who ultimately ‘graduate’ from the program and run their business on 
their own, economic resources development and sustainability is the most crucial 
denominator of MEDEP’s success.

Micro-Entrepreneurs of all the CFCs under this study had a provision for monthly 
saving in their groups. Their saving ranged from as less as Rs. 20/month in Majh Faat 
Cotton Bag Weaving CFC, Parvat to Rs 500/month in Surkhet Dhaka MEG CFC. The 
savings collected by the MEs in their saving groups were utilized for providing credits 
to its members. The credits were used mostly for buying the raw materials for their 
enterprise and occasionally for fulfilling unforeseen household needs.

The monthly savings from the MEs was the only source of credit for all the CFCs under 
this study except for the Chyuri soap manufacturing CFC and Samjhana Jadibuti CFC 
in Surkhet which could borrow credit from the cooperative to which they belonged. 
None of the MEs in any CFC borrowed loans from other financial resources such as the 
commercial banks, development bank, or cooperative. The operations of their enterprises 
were manageable from the enterprise income and the credit they could borrow from their 
saving group. The saving groups were trained with basic book keeping required to keep 
track of credit, saving and corresponding interest rate involved in such transactions. The 
saving groups did not have any problem of loan default or untimely payment owing to 
good relationship and closeness among the MEs.

Whether the enterprises in the CFCs produce goods or provide services they inherently 
have to be marketed. The MEs must have marketing and networking skills to be able 
to sell their products and services. The MEs of the CFCs are provided with basic 
marketing and networking skills as a part of the ‘Start and Improve Your Business’ 
(SIYB) package. MEDEP has also provided each district with an Entrepreneurship 
Development Facilitator (EFD) who facilitates the MEs with matters of marketing, 
branding, and sales.
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Most of the MEs of the CFCs under this study were found to have successfully utilized 
the available marketing facilitation to find market for their current production capacity. 
The scope of their sales was mostly the local market. Mostly they would sell their 
products in bulk to the retailers in the nearest village/town. The MEs also produced 
for occasional larger volume orders for different functions such as regional and national 
exhibitions of entrepreneurs. Such sales networking would be facilitated by the EDFs to 
begin with but later the MEs were able to work independently.

Majh Faat Cotton Bag Weaving CFC in Parvat was one CFC where serious problem 
with marketing was observed. The MEs of this CFC have produced some 300 meters 
of clothes without actually accessing the demand of the market and quality of their 
production. The clothes have now been remaining in the closets waiting for proper 
price. The MEs are stubborn about the price they are asking for their products and 
the EDFs and Saugat Griha, Kathmandu say that the price is unreasonably high for 
such a low quality product.  Proper communication about quality control and marketing 
possibilities among the MEs, EDF and Saugat would have prevented the situation.
    
None of the CFCs under this study but Salija Allo Processing CFC, Parvat, made any 
use the resources and expertise of Saugat Griha promoted by MEDEP for marketing 
and sales of their production. The MEs had reservations about working with the central 
Saugat Griha owned by NMEFEN in Kathmandu in terms of duration of payment, 
ability to keep track of sales of their production and gauging the demand of their 
products. Even the district Saugat Griha of Parvat preferred working with Ritu Saugat 
(a private sales outlet run by an MEDEP graduate ME) instead of the central Saugat 
Griha. The district Saugat Griha of Parvat itself was mostly selling the products of 
CFCs in Salija because it was a part of the cooperative run by those CFCs. The MEs 
of other CFCs in the district thought that doing business via the district Saugat was 
not profitable for them because its scope was very small and they would have to wait for 
longer period to get paid for their product. MEs want to sell their products in bulk and 
get paid right away but Saugat, both the district and national outlet, is not capable of 
doing that. The CFCs of Parvat, except the ones in Salija, did not feel any ownership and 
affinity towards the district Saugat, and Saugat had no obligation towards the CFCs. 
These CFCs in fact saw Saugat as their competitors. There was no Saugat Griha in 
Sukhet district. 

Perception about Saugat Micro-Promotion Pvt. Ltd. Or Saugat 
Griha

Jas Maya Pun, ME, Saugat Griha and Salija Allo Processing CFC, Parvat: 
“Saugat Griha, Kathmandu took Rs. 20,000 worth of Allo clothes and never 
paid back. We don’t do business with them anymore and prefer working with 
Ritu Saugat only.”

Sabina Subba, ME, Patichaur Dhaka CFC, Parvat: “We don’t want to wait for 
months to get paid after selling the clothes. We also want to sell our products 
in bulk and use the money for something meaningful. This is not possible when 
working with Saugat. That is why we prefer to work with other businessmen who 
come to our homes and pay cash for our clothes. If Saugat can do the same then 
we would love to work with them.”

Uttam Shrestha, Micro Enterprise Specialist, Surkhet: “Saugat should not 
function as a typical grocery store where you wait for customer and sell things. 
Saugat should have two functions, first as a raw material supplier and second as 
a product marketer. Saugat has done nothing for the first part, at least in case 
of 4 districts under my supervision. At the center, in Kathmandu, it is fully 
devoted towards sales aspect only. There is no proper linkage between the CFC 
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and Saugat. With strategic operation and management Saugat can develop as a 
national brand.”

Khadga Kumari Gaha, ME, 
Surkheti Dhaka MEG CFC, 
Surkhet: “We know about Saugat 
but have never done business with 
them.  Our friends from Neta, 
Surkhet told us that their Sisno 
products were taken by Saugat 
but they never paid back. Also the 
Dhaka MEs of Terhathum told us 
that it’s been more than a year that 
Saugat has not paid for the clothes 

bought from them. That is too much of risk. We prefer doing business in cash. 
Saugat should be more trust worthy before we can do business with them.”

Lalit Saru, EDF, Surkhet: “80 kg of Sisno powder from a CFC in Surkhet has 
been in Saugat, Kathmandu, for 4 months. MEs are worried because they cannot 
follow what is happening with their product.”

Saugat’s Perception about MEs

Chandra Nepali, Chairman, SMPPL, Kathmandu: “Lots of MEs try to sell 
their products on their own in the beginning and they bring the low quality 
leftover to Saugat. That is why we cannot make payment in advance for such 
products. It is also hard to make commitment to any CFC or individual to buy 
their products…..”  “….often when some products are in demand and we make 
orders of a larger scale the MEs do not respond to that….they lack professionalism”    
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Hari Kala Sijapati, ME, Sirjana MEG CFC, Surkhet: “We are only two people 
and that’s why we can only make two lots of Dalmot production every week. We 
also do our marketing ourselves by taking our product to the city. Although we 
are illiterate and are very bad at marketing we have been selling our products 
very easily. Sometimes we don’t have enough production to supply in the market. 
If someone is willing to invest on our enterprise and take care of the hassle of 
marketing we would be happy to focus in production only. We are even willing 
to work for salary.”  The EDF of Surkhet pointed out that there are no Dalmot 
factories in Surkhet and scaling up of this CFC has a great potential.

Jas Maya Pun, ME, Saugat Griha and Salija Allo Processing CFC, Parvat: “I 
think if we do proper marketing many people will know about us and then they 
will also buy from us. Our food products, clothes and other handicrafts are all 
made of local materials. They are of good quality and have no negative impact like 
other commercial products, but people don’t know about them. Unfortunately we 
are unable to advertise and market them properly to all the customers and have 
very limited scope.”    

Kalpana Nepali, ME, Pati Chaur Dhaka CFC, Parvat: “I have been a MEDEP 
Micro Entrepreneur since 2065. I stared by working at the CFC in Pati Chaur 
and now I have my own weaving machine at home. If I work regularly in my 
machine I can make up to 12-15 thousand Rupees in one month. Cloth merchants 
from Pokhara come and buy my products. I have been able to save some money 
from my earnings. With some financial help from my family I can add one or 
two machine at my home and hire people to work for me. In order to do so I will 

7. IDENTIFIED GAPS

Entrepreneurial Bottleneck: Undoubtedly, the interventions of MEDEP via CFCs 
have brought the MEs to a much better social and economical status compared to their 
past. MEs of the CFCs, given their current success in enterprising, feel that there is 
much room for scaling up their enterprises. With enough access to finance, technological 
capability building, and marketing skills MEs see the opportunity for scaling up of 
their business. However, the MEs still feel incapable of independently fulfilling these 
aspirations. Their income and saving is merely enough to run their current enterprise and 
fulfill their household needs. Their enterprises are not matured enough to receive loans 
from financial institutions such as the commercial banks, development banks and larger 
cooperatives. Their saving groups do not have enough funding for financing the scale up. 
Most of the CFCs of this study were not part of any cooperatives and those which were 
did not feel strongly towards them because of the fact that they have to share their profit 
with non CFC members of the cooperative. This made the scaling up less desirable and 
less motivating for them.

MEs of the CFCs are not capable of running any kind of mass media advertisement. 
They are totally dependent on the marketing and sales networking knowledge from the 
SIYB training and on the expertise of the EDFs. Once the MEs start to make steady 
income from their enterprise MEDEP starts to treat them as graduates and hence the 
help they receive from the EDF is in decreasing order over time. EDF have no extra 
incentive for taking further steps than the designated ones to create extra values for the 
MEs. MEs who are generally illiterate and semi literate women are thus stuck with the 
basic marketing and networking knowledge which is not enough for scaling up their 
current enterprise. And there are relatively older MEs who tend to be less motivated to 
learn skills of staying strong in business competition. The result is the entrepreneurial 
bottleneck for the MEs of CFCs. MEs know that there is potential for growth but are 
unable to exploit the opportunity.
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need more help from MEDEP to figure out new marketing solutions. I should 
find more merchants for my product, without a reliable market I cannot risk to 
invest.…”  

Sashi Saru Magar, ME, Surkheti 
Dhaka MEG CFC, Surkhet: 
“Other members of our community 
want to get trained and join the 
CFC but we don’t have money to buy 
new machine and the CFC building 
is also too small already.”

Bhakta Bahadur BK, ME, 
Laganshil ME Aaran, Ramghat 
Surkhet: “….In this Aaran we are 
three MEs who provide service with 
agricultural tool manufacturing and 
maintenance to local people. Since 
Ramghat is a meeting point of three 
VDCs there is a lot of business 
potential in this area. If we scale up 
our CFC and start manufacturing 
tools at larger scale we will have 
no problem finding a market but 
we don’t have financial resource to 
support us. The cooperative we are 

associated with provides very limited funding and other banks do not trust us 
with funding….”

Jagat Bahadur Marsangi, ME, 
Samjhana MEG CFC, Surkhet: 
“..We have replaced traditional 
crop cultivation with medical 
herbs cultivation. We cultivate 
Mentha, Chamomile, Asare etc 
and produce their oil by processing 
them in our CFC’s processing plant. 
Herb cultivation is very profitable 
compared to traditional maize 
or wheat cultivation. Our only 

challenge is that we don’t have proper access to the pharmaceutical companies 
who buy our product. We sell our products to one middleman from Nepalgunj 
who lowers the asking price every year. In the first  year of our production we sold  
Mentha for Rs. 3000/ liter, second year the price was decreased by a few hundred 
per liter and this year the merchant’s is paying only Rs. 1600/per liter. We think 
that the middleman is taking advantage of our helplessness. If MEDEP could 
help us connect with the pharmaceutical companies directly we would benefit a 
lot.”

Later it was found that the merchant from Nepalgunj who purchased oil from the 
CFC in Surkhet had filed quotation of Rs 3000/per liter for Mentha for selling 
it to a pharmaceutical company in Butwal. The middleman had a gross profit of 
Rs.1400/liter. 

Shiva Prasad Baniaya, District Officer, Department of Cottage and Small 
Industries, Parvat: “Although we train our MEs in all aspect of enterprise 
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development, it is very hard for us to make them opportunity seekers and 
opportunity creators. They know that there is more potential in their enterprise 
but somehow they don’t act on it… In my district I have had many incidents 
where I have taken steps beyond what I am required to do to create opportunities 
for them. Lately I am finalizing an agreement with a school to buy Dhaka ties 
and bags for their students which will mean a big production potential for the 
Dhaka MEs. I have started a culture of providing our MEs’ products as gifts 
and awards during various functions that happen in the district. The point is that 
there is more potential for what MEs produce at their CFCs and enterprises in 
the local and national market than we think. We just have to seek and sometimes 
create such opportunities. Some MEs can do that themselves but others cannot 
and are helplessly content with what they already have. Saugat should probably 
should take advantages of such chances where MEs’ and CFCs’ capability and 
motivation seem to stop….”

Dependency Syndrome: The MEs of the CFCs, from the very first step of their 
entrepreneurial sensitization to the point where they are able to operate independently, 
are immensely dependent on MEDEP. In a sense MEDEP spoon-feeds them with all 
the capabilities required for their entrepreneurship. Even when the enterprises have 
reached the point of being self sustainable or becoming “the graduates”, the MEs don 
not want to give up on the free service of MEDEP. This has made them extremely risk 
averse and even when there are obvious profits and scaling up opportunities the MEs 
expect financial and service aids from MEDEP or other institutions for exploring such 
opportunities. The MEs are not taught with the knack of risk taking required to succeed 
as entrepreneurs. The result is the dependency syndrome.  Since MEDEP acts as a 
guardian institution in the entrepreneurship development process it is, to some extent, 
natural for MEs to be dependent on it. However, perpetual help for MEs is not a part of 
MEDEP model therefore dependency syndrome is detrimental for MEs sustainability. 
The EDFs who have all the knowledge about CFCs’ production capability, their 
marketing network and profitability tell that the MEs in a bid to receive more aid tend 
to highlight more failures and shortcomings of their CFCs and less success.  General 
motivation of a lot of MEs in the CFCs is to attract more investment from NGOs and 
not use their investment in improving the facilities. Although technically the MEs have 
the ownership of the CFCs when it comes to strengthening their resources they want 
to put the financial burden on MEDEP. This is very natural for the MEs of initial 
stage of development. But for MEs who have been making a steady income not having 
to put anything at stake and hoping that everything will be done by the EDF or other 
MEDEP officials is not a good entrepreneurial spirit.

Lalit Saru, EDF, Surkhet: “The soap producing CFC in Surkhet produces 200 
soaps per day and everything is sold out in 3 VDCs in the vicinity. They don’t even 
have to bring their products to the district head quarter”….. “I made a very viable 
business plan for producing 700 soaps per day for them with virtually guaranteed 
profit but the CFC members are not motivated to invest on the required resources 
and ask me to help find financial aid from MEDEP”….”I know their financial 
capability, if they want they can arrange the investment but they simply don’t do 
it.”…… “Even for simple things such as the labels for their soap packages, MEs 
only used them when MEDEP was providing them for free and now MEDEP 
has stopped providing them with labels and they don’t use them anymore.” “It 
is hard to make them understand that these things are their responsibilities” 
…..“Sometimes, I think maybe I should be running the soap factory!”
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Uttam Shrestha, MES, Surkhet: “It is natural for the MEs to be dependent 
on MEDEP. The CFCs are born and grow up at the help of MEDEP. Just like 
children, no matter how grown up they are, always expect the guardianship of 
their parents MEs of the CFCs also feel MEDEP as their guardian.” ….. “….the 
dependency syndrome exists because we (MEDEP) are unable to strategically 
find the break up point with the MEs.” “…. or we (MEDEP) should have strategy 
to capitalize on people’s desire to stick with us as some sort of mutually beneficial 
business partnership.”

Weak Saugat: As an official sales and promotional wing of National Micro-Entrepreneurs 
Federation of Nepal (NMEFN) that represents more than 55 thousands MEs across the 
nation, Saugat Micro-Promotional Pvt Ltd (SMPPL) is in a sense a signature national 
brand of Nepal. Its sole mission is “to promote the sales of the MEs’ products at national 
and international level while helping them to scale up production and improve quality” 
(Saugat, 2013). However, the observations of this study show that Saugat is not able to 
do full justice to its assumed role and expectations of the MEs. Some of the reasons for 
such weakness of Saugat are:

 Lack of proper business model:  A business model provides the rationale of how 
a business creates, delivers and captures value. For business owners it is the framework 
that helps them to gauge the scope of their business and also their success. Currently, 
Saugat does not have a clear business model that is targeted to add value to the customers 
and the company itself. It is merely acting as a sales outlet for the micro-entrepreneurs 
which is an essential but not a complete attribute of a successful business model. With 
more focus on facilitating the producers, i.e. the MEs, Saugat does not have a clear value 
proposition for the customer. As mentioned by its Chairman, Chandra Nepali, Saugat 
makes sales by telling its customer that the purchase will help poor entrepreneurs. This 
is not a sustainable strategy for sales of products type Saugat offers which are mostly 
household goods. Saugat also does not have clear market segmentation and appropriate 
channels to reach out the customer other than the outlet itself. It does not use any kind of 
mass media marketing and advertisement. In the context where there are multitudes of 
national and multinational companies aggressively marketing similar products, Saugat’s 
inability to market and advertise is a great competitive disadvantage. Given the type of 
business Saugat is in, it has to be more proactive and seek customer rather than wait for 
them to come and shop. Saugat also does not have a proper branding system. Chandra 
Nepali, the chairman of SMPPL, mentioned that often Saugat’s products are bought by 
other merchants, labeled as their product and sold in the market. Honey is one of such 
products that are being sold by the central Saugat in Kathmandu to other merchants 
who use their brand and sell it to the market. Mr. Nepali also mentioned that there are 
a lot of MEs and CFCs who are members of NMEFN and associated with MEDEP 
but produce for various merchants in Kathmandu city who are competitors of Saugat. 
MEs and CFCs are key partners of Saugat and losing them to the competitors is a bad 
indicator for their economic sustainability. According to Mr. Nepali, Saugat is currently 
operating at a loss. Given that Saugat does not have to pay any rent for its sales outlet 
in Tripureshwor and is making sales of average 10 thousand Rupees/day with 25-30 % 
profit margin (Chandra Nepali, interview) without any overhead cost other than the 
salary payment for its employees, there must be some operational discrepancies in the 
business for it to be in loss. Quality control and design of the products, which is an 
important aspect of value proposition for this kind of business, is also lacking in the 
Saugat’s current operation strategy. There is no systematic grading system for products 
coming to Saugat and their designs are not always up to date and match the taste of 
the customer. Saugat does not have proper expertise and communication system with 
the producer for quality control from the beginning of production process. Customer’s 
taste are mostly done in hit and trial basis, in which first products are collected from the 
MEs and kept for sales, if customers like it then more of such products are asked to be 
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manufactured if not often the MEs have to pay the price of unsold products resulting 
in the lack of trust in Saugat for the MEs. Currently Saugat also does not have any long 
run, concrete and executable road map for its expansion and growth.

 NGO Culture: Saugat is being operated by the representatives of NMEFN, 
which is an NGO. Naturally, the representatives of the NGO have limited background 
and experience in business operation and management. They are more used to with “not-
for-profit” mindset of an NGO. As a supplier of household products in a free market with 
multiple large players, Saugat cannot expect to excel without having some competitive 
business minded manpower in their team. Lack of incentives other than the salary for 
the workers in such a sales dependent business is also a drawback.

 Location and Number: The location of Saugat at Tripureshwor is not an ideal 
location for selling the kinds of products it has to offer. That area is a hub for automobile 
and hardware sales outlets. With no mass media advertisement and marketing customers 
are very unlikely to visit Saugat in that location. MEDEP’s and MEDPA’s MEs and 
CFCs are spread all over 45 districts in Nepal, however the Saugat outlets are only in 
Kathmandu, Pokhara, Kapilvastu, Nawalparasi and Chitwan. The coverage of Saugat is 
definitely very limited.
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8. OPPORTUNITIES AND FUTURE STEPS

The objective of MEDEP is to incubate entrepreneurs and enterprises that are sustainable 
on their own. MEDEP’s strategy for achieving this goal is through comprehensive 
capability development in different aspects of enterprise development. However it is 
worth noting from the observations of this study that entrepreneurship is not just about 
capability development. Capability development has to be compensated by equal amount 
of motivation and responsibility by the MEs. The MEs should also have the ability to 
comprehend and utilize the technical and business skills provided to them. They have 
to be opportunity seekers and creators as well. This ability cannot always be taught to 
them and is something they have to nurture on themselves. Although MEDEP does 
thorough background preparation to identify potential entrepreneurs not all the selected 
ones become the ideal independent entrepreneurs. Some entrepreneurs inherently need 
perpetual support from MEDEP for sustaining. Observed dependency syndrome and 
entrepreneurial bottleneck in the entrepreneurship development process indicate toward 
such a need.

Based on the assessment of CFCs, the need for perpetual help from MEDEP is more 
evident for economic sustainability development of the CFCs. Despite their raised 
income level, CFCs are still non-bankable and hence cannot risk their current savings 
and income for scaling up. On top of that MEs of the CFCs are unable to explore 
their potentials due to lack of proper marketing resources and expertise to reach out 
to customers outside their locality. For scaling up MEs need an assurance that their 
products will be marketed. This is why they continue to be dependent on EDFs and seek 
more aid from MEDEP. It is more desirable and convenient for them to specialize in 
production and not worry about the sales side of the business. The observed room for 
MEs’ growth and their expectation and need of perpetual help from MEDEP leads 
to an opportunity for establishing a more systematic marketing and sales platform 
by MEDEP. This implies that MEDEP has to strengthen capability and scope of its 
existing sales and marketing platform, Saugat. Following are the key aspects identified 
for strengthening Saugat.

Redefining business model: Saugat should have a business model with value 
proposition for the customer. A customer might, once in a while, buy products to 
help poor entrepreneurs but in long run they go after its quality and affordability. In 
a competitive household product market Saugat should be able to assure quality and 
affordability to the customer to ensure their retention. In order to do so it should have a 
strong focus on regular and iterative market research for understanding customer need. 
The information should be channeled to the producers (MEs) in the form of quality 
control so that the producer does not run the uncertainty of sale of their products. A 
customer centric business model will also help Saugat get a better sense of quantity of 
demand which will ensure proper and coordinated production process and payment for 
the suppliers. This will make Saugat more trust worthy and MEs will be more willing for 
long relationship with Saugat. This will also foster MEDEP’s objective to create demand 
driven enterprises. 

“Creating value for the customer is the only sustainable way for creating value for the MEs”.

Strategic marketing and branding: Since both MEs and Saugat, at current stage, 
are not capable of using popular mass media to advertise and market their products 
alternative strategies should be sought. MEDEP should take advantage of its access 
in the government to push for strategies that will be crucial for indirect marketing and 
advertisement of Saugat and MEs. Patriotism is probably the most revered characteristic 
of Nepalese citizen. Starting from school curriculum to facebook discussions to election 
campaigns of various political parties matters of national identity and patriotism get 
the priority. In today’s Nepalese context of extreme brain drain and manpower leakage 
there is probably nothing more patriotic than the entrepreneurs and enterprises of 
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MEDEP. This is a great competitive advantage for Saugat which must be capitalized. 
In order to do so MEDEP should seek help from the government to incorporate its 
work in the education curriculum at all levels in school. As one of the most successful 
programs for poverty alleviation in the country, MEDEP’s work deserves to be known 
by every citizen. Doing so will also help in raising public awareness about the products 
and services of the MEs. Creative initiatives such as encouraging schools, government 
offices, political parties etc. to use only Saugat products as a gesture of patriotism can 
not only create a perpetual customer base but also a very positive and long lasting brand 
image of Saugat. This will help Saugat to be recognized as a national brand. Creating 
recognition in this way will also help Saugat omit the middlemen who not just get to 
keep most of the profit of the sales but also sometimes brand ME’s products as their own.  
The visionaries of Saugat should see strategic marketing as a process of creating national 
movement in favor of national products and services not just as a primetime footage that 
attracts people’s attention.

Better provisions for credit: In order for CFCs and MEs to exploit the opportunity of 
scaling up they should have proper access to credits. Since they are still not bankable they 
are solely dependent on their saving groups for credits which are not enough for scaling 
up their enterprises. MEDEP should partner with commercial banks, development 
banks, and other financial institutes to ensure that MEs who have potential for growth 
receive timely and adequate credits.  MEs who have proved themselves successful for 
years should have more flexibility for receiving credits. The credit could be ensured by 
tying it to MEs’ agreement to produce for Saugat and EDFs’ recommendation. This 
should go hand in hand with the redefined business model and marketing strategy.

Competitive Manpower: In order for Saugat to redefine its business model and 
innovate in its marketing strategies it should have manpower with strong background 
in competitive business development and management. Saugat’s manpower should be 
trained in both opportunity seeking and opportunity creating. Manpower at Saugat and 
the EDFs at district level should have more performance based incentives on top of their 
salaries to make them proactive in creating new avenues for business. MEDEP and 
Saugat should have a provision of hiring students from various national and international 
schools or providing them internships for getting new insights in business, product 
development and design.

More outlets in proper location: Strategic positioning of sales center is very important 
for Saugat. MEDEP should promote more outlets on top of the existing ones especially 
targeting the major cities of Nepal with high population density. The outlets should 
be located in appropriate location focusing on the convenience of customer. In case of 
Saugat in Kathmandu, it should be relocated to more customer friendly place of its kind 
such as Thamel, Kupondol or Jhamsikhel.

International Orientation: Tourism being one of the future potentials of Nepalese 
economy Saugat should recognize it as one of its customer source. In order to tap this 
market segment Saugat should learn to adapt its products to cater to this segment. Being 
internationally certified in quality control, environmental and social sustainability 
such as the Fair Trade and ISO certification are important steps in moving towards 
international orientation.    
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9. CONCLUSION

In the context of severe manpower drain from the country MEDEP, as a stand-alone micro-
enterprise development program, has made a significant contribution to employment 
creation in the country. Its contribution to the national economy and uplifting of living 
standard of poor Nepalese is also very important. Its CFCs have been very successful in 
grooming entrepreneurs from among the ultra poor and disadvantaged ones in Nepal. 
Especially, the CFCs’ contribution in empowering women and marginalized population 
of community is exemplary. Women have been able to not just earn livelihood but also 
to contribute to their family savings. Their social status has raised and they are more 
involved in household and economic decisions, which affect their lives. They are also 
more active in the matters of societal interest. Focusing on the use of local resources the 
CFCs have paved way for creating more sustainable enterprises.

MEs inability and reluctance to scale up, their over dependence on the MEDEP and 
ineffectiveness of the Saugat have been identified as the gaps in current operation process 
of MEDEP. MEs of the CFCs are still non bankable and do not have adequate access to 
credit for scaling up. The scope of their marketing skills is limited to their locality. They 
lack confidence and ability to reach out to broader market where there is more potential 
for sales. Due to the lack of confidence and their general tendency to attract free aid the 
MEs are (and often want to be) dependent on MEDEP. Saugat as a designated sole sales 
outlet of MEs is not able to strongly establish itself in the market due to its poor business 
strategies.

The identified gaps can in fact be turned into opportunities for MEDEP. By focusing on 
improving the business strategy of Saugat and with a better partnership with financial 
institutions MEDEP can turn around the entrepreneurial bottleneck and dependency 
syndrome to MEs advantage. A stronger Saugat with wider presence will be able to take 
care of the marketing and sales of the products and with proper credit access the MEs 
of the CFCs can specialize in production and scale up without worrying about the sales 
and marketing.

MEs inability and reluctance to scale up, their over dependence on the MEDEP and 
ineffectiveness of the Saugat.
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ANNEX 1

Human Resource and Human Capital Development via CFC:

Members receiving the skills

a) Have all the women received necessary skills required for their enterprise?
b) Have all the men received necessary skills required for their enterprise?
c) Have all the dalits received necessary skills required for their enterprise?
d) Have all the janjatis received necessary skills required for their enterprise?
e) Have all the marginalized groups received necessary skills required for their
 enterprise?
f) Are the marginalized groups prioritized for skill development?

Members using the skills in CFC

a) Have all the women used the acquired skills?
b) Have all the men used the acquired skills?
c) Have all the dalits used the acquired skills?
d)  Have all the janjatis used the acquired skills?
e)  Have all the marginalized groups used the acquired skills?
f)  Do the members use all their skills to run the enterprise?
g) Is the skill set according to women’s interest and necessity? 

Representation in the CFC

a) Women’s representation percentage in major executive positions?
b) Dalit’s representation percentage in major executive positions?
c) Janjati’s  representation percentage in major executive positions?
d) Marginalized group’s representation percentage in major executive positions?

Economic Resource Development via CFC: 
Access to credit due to CFC

Number of borrowers using the CFC

a) All women members have received credit to run their enterprise?
b) All men members have received credit to run their enterprise?
c) All dalits members have received credit to run their enterprise?
d) All janjatis members have received credit to run their enterprise?
e) All marginalized groups have received credit to run their enterprise?

Amount of the credit due to CFC

a) All women members have received enough credit to run their enterprise?
b) All men members have received enough credit to run their enterprise?
c) All dalits members have received enough  credit to run their enterprise?
d) All janjatis members have received enough  credit to run their enterprise?
e) All marginalized groups have received enough credit to run their enterprise?

Type of the financial institution providing credit

f) All women members have received credit from a good financial institute?
g) All men members have received credit from a good financial institute?
h) All dalits members have received credit  from a good financial institute?
i) All janjatis members have received credit  from a good financial institute?
j) All marginalized groups have received credit from a good financial institute?
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Use of the credit

a) Women members have used the credit properly?
b) Men members have used the credit properly?
c) Dalits members have used the credit properly?
d) Janjatis members have used the credit properly?
e)  Marginalized group members have used the credit properly?

Credit Payment

a) Women members have paid credit on time?
b) Men members have paid credit on time?
c) Dalits members have paid credit on time?
d) Janjatis members have paid credit on time?
e)  Marginalized group members have paid credit on time? 

Market Accessibility

Market networking and relationship

a) All women members have developed market network and relationship for their
 enterprise?
b) All men members have developed market network and relationship for their
 enterprise?
c) All Dalits members have developed market network and relationship for their
 enterprise? 
d) All Janjatis members have developed market network and relationship for their
 enterprise? 
e)  All Marginalized group members have developed market network and
 relationship for their enterprise?

Production and supply scope

a) All women members’ production and supply is according to market demand?
b)  All men members’ production and supply is according to market demand?
c)  All Dalits members’ production and supply is according to market demand? 
d) All Janjatis members’ production and supply is according to market demand? 
e)  All Marginalized group members’ production and supply is according to
 market demand?
 
Information on market place

a) All women members have received and used information and education on
 market place?
b)  All men members have received and used information and education on market
 place?
c)  All Dalits members have received and used information and education on
 market place?
d) All Janjatis members have received and used information and education on
 market place?
e) All Marginalized group members have received and used information and
 education on market place?

Market promotion and sales skills

a) All women members have pricing, advertising and sales skills?
b)  All men members have pricing, advertising and sales skills?
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c)  All Dalits members have have pricing, advertising and sales skills?
d) All Janjatis members have pricing, advertising and sales skills?
e) All Marginalized group members have pricing, advertising and sales skills?

Success in entrepreneurship 

a) Do all women members earn enough for their household from their enterprise?
b) Do all men members earn enough for their household from their enterprise?
c)  Do all Dalit members earn enough for their household from their enterprise?
d) Do all Janjati members earn enough for their household from their enterprise?
e) Do all marginalized members earn enough for their household from their
 enterprise?

Physical Resource Development via CFC

Technology and technological skill 

a) All women members have the required technology and technological knowledge
 for the enterprise
b)  All men members have the required technology and technological knowledge
 for the enterprise
c)  All Dalits members have the required technology and technological knowledge
 for the enterprise 
d) All Janjatis members the required technology and technological knowledge for
 the enterprise 
e) All Marginalized group members the required technology and technological
 knowledge for the enterprise 

Appropriateness of the technology and the technological knowledge

a) The technology and the technical knowledge is appropriate for all women
 members?
b) The technology and the technical knowledge is appropriate for all men members?
c) The technology and the technical knowledge is appropriate for all Dalits
 members?
d) The technology and the technical knowledge is appropriate for all Janjatis
 members?
e) The technology and the technical knowledge is appropriate for all Marginalized
 group members? 

Information and education on technology

a) All women members receive regular information and education on technology? 
f) All men members receive regular information and education on technology? 
g)  All Dalits members receive regular information and education on technology? 
h) All Janjatis members receive regular information and education on technology? 
i) All Marginalized group members receive regular information and education on
 technology?

Awareness and use of safety measures

a) All women members use safety measures during the use of technology? 
b) All men members use safety measures during the use of technology?
c)  All Dalits members use safety measures during the use of technology?
d)  All Janjatis members use safety measures during the use of technology?
e)  All Marginalized group members use safety measures during the use of
 technology?
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Social Capital Development via CFC
 
Economic and social status of entrepreneur 

a) All women members have raised their economic and social status by their
 enterprise?
b)  All men members have raised their economic and social status by their
 enterprise?
c)  All Dalits members have raised their economic and social status by their
 enterprise?
d)  All Janjatis members have raised their economic and social status by their
 enterprise?
e)  All Marginalized group members have raised their economic and social status
 by their enterprise? 

Gender and social inclusion

a) All women members are active entrepreneurs?
b) All Dalit members are active entrepreneurs?
c)  All Janajati members are active entrepreneurs?
d) All marginalized group members are active entrepreneurs?

Representation in the executive board

e) All executive committee has required representation of women?
f) All executive committee has required representation of Dalits?
g) All executive committee has required representation of Janjatis?
h) All executive committee has required representation of Marginalized groups? 

Representation type and level

1) Presence only
2) Follow other’s decision 
3) Can make recommendations and suggestions
4) Can make decisions
5) Can run all the aspects of program on their own

Environmental Capital Development via CFC
 
Environmental Sustainability

1) Is the enterprise natural resource exhaustive? 
2) How are the natural resources used?
3) Do the CFC and the enterprise running in it deplete the environment?
4) What are the environmental externalities and pollutants?
5) What actions are being taken to reduce the pollution?
6) Does the center take proactive means for environmental protection?
7) Are there any training related to environmental awareness? 

Ownership of the CFC and Enterprises

a) Do women members own the CFC or the enterprise?
b) Do men members own the CFC or the enterprise?
c) Do Dalits own the CFC or the enterprise?
d) Do Janjati own the CFC or the enterprise?
e) Do Marginalized group own the CFC or the enterprise?
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Legal Transfer of the CFC

a) How many enterprises have gotten the legal status from the CFC?
b) What has been done to promote individuals and groups to create cooperative
 and/or private companies?

Governance, accountability, transparency

1) How much do you trust the governance of the CFC (i.e. the decision makers)
2) How is the accounting and book keeping done? 
3) Does every member get to question or give opinion about book keeping?
4) Does everyone feel comfortable about how the money has been used for CFC?
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ANNEX 2

Spider web frame work of MEDEP
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