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"It took months to get women, train them and win their trust. Many were indebted
to moneylenders, as co‐opera^ve banks did not encourage such poor people. With
agriculture yield falling dras^cally, there was li_le means for sustenance. We
realized that we needed to help them save money and oﬀer ﬁnancial guidance aber
we grant them loans."1
Manu A., Mann Deshi Bank
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In 2010, Nadini Lohar, a young Indian woman and long‐time customer of the Mann Deshi
Mahila Sahakari Bank, was declared as finalist of the CII‐Bharti Woman Exemplar Award in India for
her entrepreneurialism. Nandini was born into the backward caste living hand‐to‐mouth barely
making more than one rupee a day. She and her husband ran a small deity poster making business,
but there was very little margin on the profit and lack of additional financial capital severely limited
her business growth. But approaching commercial banks terrified her, since no one in her family had
ever done it. Nadini had no means to improve her life until she learnt of the Mann Deshi Bank.
When Nandini started taking out small loans from the Mann Deshi Bank, her life changed
completely. Suddenly she could not only buy necessary raw materials, tools, and machines for her
small family shop, but also make investments for longer‐term business expansion. She built a
roadside stall to directly sell her products without losing margins with intermediaries and also
obtained a copyright on her own poster designs that allowed her a monopoly in the local market. Six
years after her initial loan, Nandini has successfully repaid four loans of INR 12,000 in total. Today,
she is beaming with hope in achieving her long‐term vision of building her business’ capacity. She
proudly says, "My life is not like other blacksmiths who earn daily and eat daily."2
Mann Deshi Group’s impact on improving the livelihoods of poor Indian women transcends
anecdotal stories like that of Nandini. Serving exclusively rural women with daily incomes not
exceeding US$1.50, Mann Deshi Group has expanded its reach throughout the state of Maharashtra
and northwestern Karnataka while increasing its client base twelve times since 2003 with its six bank
branches and four rural business schools for women.3 Based on this outstanding success, Mann
Deshi now is ambitious about expanding their impact on empowering rural women by further scaling
up to other regions in India.
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Mann Deshi History4
For the impoverished goat farmers, shepherds, and
daily wage earners of dusty Mann Taluk in Satara District,
Maharashtra, high temperatures and frequent droughts were
not an uncommon feature in their life. An average annual
rainfall of only 5 inches in this agrarian and rain‐dependent
economy had diminished local agriculture and lack of farming
left daily wage earners no employment avenues. For the Mann
Taluk area, composed mostly of schedules, backward and
other backward castes (OBC) of which 75% are below the
poverty line, the consequences of drought were multi‐fold and
sometimes fatal. It caused heavy migration into urban areas in search of work and affected children
since they also migrated. Nearly 50% of the students left school before the 10th standard in search of
service sector jobs in the already struggling economy where annual GDP growth was less than 4%.
Women were the most severely impacted by the crises. They became primary caregivers early in life
being forced out of schooling. Illiteracy rates rose to as high as 65%, and limited access to funds led
http://maps.google.ch/maps?client=safari&q=Mhaswad,+Satara,+Maha…a,+India&ll=18.271086,77.475586&spn=22.323479,55.063477&z=5&pw=2

to increased indebtedness with moneylenders charging high interest rates causing extreme
vulnerability and poverty amongst the women.

In 1992, Chetna Gala Sinha launched Mann Vikas Samajik Sanstha (also known as the Mann
Deshi Foundation), a general credit cooperative society that provided a weekly savings scheme for
marginalized groups5. Initially, it provided a savings and credit project with a revolving fund for
women from the shepherd community who had the most available cash and the largest deposits in
local banks.6 Then in 1997, Chetna established the Mann Deshi Mahila Group of which the Mann
Deshi Mahila Sahakari Bank was the showcase piece. Set up with 550 women promoters
contributing on average INR 500 and six individuals who contributed INR 50,000 each, Chetna
mobilized approximately INR 6.5 lakhs thereby earning recognition as the first rural financial
institution to receive a cooperative license from the Reserve Bank of India (RBI). It took three years
to make the bank a fully sustainable and profit making institution. Till date since inception, the bank
has not paid out dividends to its members but instead profits are reinvested into the organization.
[See Annex 1 for details about Chetna and Annex 2 for the Mann Deshi Group Mission Statement]
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Three Pillars of the Mann Deshi Group
Today, the Mann Deshi Mahila Group consists of three distinct, yet highly inter‐dependent
organizations. The main body is the Mann Deshi Mahila Sahakari Bank (Mann Deshi Bank) is the
cooperative bank run by majority of women, for women, and regulated by the Reserve Bank of India.
Its services and products include customized individual and group loans with an average loan of 375
USD, savings, insurance and pension plans. 7 While 100% of the clients are women, 80% are from the
underprivileged classes, marginalized due to gender, caste, and class in occupations such as small
producers, vegetable vendors, cottage industry entrepreneurs, casual laborers, shepherds, etc.8 It
receives funding from the deposits made by its clients, the Mann Deshi SGH Federation, and
insurance products it sells.

It then uses these funds to issue loans to the women clients.

Headquartered in Mhaswad, a village in Satara district, the bank currently operates its 6 branches in
Mhaswad, Vaduj, Gondavale, Dahiwadi, Satara, and Lonand with over 19,800 active borrowers, half
of whom are micro‐enterprises and the other half, street vendors and day labourers. The average
age of their clients is 36 living in households with at least two children and both in‐laws, and
averaging monthly savings around US$ 1.88.9
Apart from financial services, the Mann Deshi Foundation runs all other capacity building
programs and services. It provides a variety of non‐financial services to Mann Deshi Bank clients,
such as financial and business management training, a community radio that broadcasts market
conditions and other relevant information, as well as women’s health and farming workshops.10 The
Foundation is integral to the group’s theory of change that financial services must be accompanied
with support and training on how to manage the loans and grow one’s businesses effectively. All
Mann Deshi’s clients attend a mandatory basic financial literacy course for free. The Foundation
receives philanthropic grants from various donors and partners, as well as the Indian Government.11
The third pillar is the Mann Deshi Mahila Bachat Gat Federation (Self‐Help Group
Federation), which aims to help rural women entrepreneurs. The Federation currently consists of
more than 2,462 self‐help groups (SHGs) that existed before the establishment of the Mann Deshi
Group and represent its main source of clientele. The SHGs provide a network of knowledge about
the clients’ difficulties and needs and helps spread the distribution of work at a grassroots level.
[See Annex 3 for a diagram illustrating the model and Annex 5 for Programs run by the Foundation]
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Mann Deshi Plans to Scale
The Mann Deshi Group seeks to build its operations across Maharashtra and Karnataka over
the next five years catering to a population viewed as un‐bankable and historically provided with
limited exposure to organized financial services, and in geographical areas deemed too expensive for
the delivery of services by regular financial institutions due to lack of infrastructure. The short‐term
scale up plan is to be operational across ten Mann Deshi Bank braches and nine Mann Deshi
Udyogini branches, the rural business school for women, by 2013/2014. The bank will focus on
expanding its services to Panvel, Solapur, New Bombay, Pune, Kolhapur, Sangli, Thane, Ratnagiri,
Pimpri‐Chinchwad, Karad and Dapoli in Maharashtra and Hubli, Dharwad, Belgaum, Gadag, Haveri in
Karnataka. Over the next three years, the Udyogini business school will expand in Gujarat and
Jharkhand, aiming for an enrolment of 40,000 additional clients and expanding its financial literacy
and Deshi MBA courses, which it also intends to professionalize.
This scale‐up plan is backed by a number of success factors in their current operations.
Firstly, Mann Deshi’s success is endorsed by a strong theory of change and the unique mission of
improved livelihoods by empowering women. Focusing on this unique mission enabled Mann Deshi
not only to differentiate their position in the market but also to make significant impacts on
marginalised rural women’s life in Maharashtra, which consequently brought high visibility and
strong support. In addition to their dedication to their mission, other factors such as increasing
profits, establishment of renowned partnerships, influence on national policies, and cutting‐edge
technology used in delivering their services have also contributed to the considerable impact that
they delivered in the population of Maharashtra. Additionally, a highly influential, skilled and
recognized leader/activist in Chetna has brought significant visibility to the program through
recognition from Harvard and Yale and President Obama. There will also be an increased need for
their services as severe weather calamities lead to increased rural population migration to the urban
areas.
Sustainable institutional growth Mann Deshi Group began with a share capital worth of only US$
15,000 in 1997 and has since demonstrated outstanding growth with net assets at US$ 6,846,667 in
2009 – 2010. The number of clients soared to 127,000 in 2010 and over 300,000 direct and indirect
beneficiaries have improved their livelihoods since its commencement. Additionally, 2,400 SHGs
have access to financial products and loans and it has launched 23,000 women entrepreneurs in 7
districts of Maharashtra all of whom have reported more than a 100% increase in their income
levels.12 Additionally, Mann Deshi Group boasts a repayment rate of 98% amongst its clients.13 While
12
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the number of new clients has decreased in the areas where it currently operates, Mann Deshi
Banks overall financial performance has steadily increased since 1999 demonstrating its ability to
remain a sustainable and profitable operation during it scales up operations.
[See Annex 4 for the Financial Position]
Improved livelihoods by empowered women Studies have shown that women from poor
communities with financial means reinvest into their families, resulting in better health, education
and stronger local economies. An impact study conducted in 2006 reported that 100% of Mann
Deshi Group’s clients and shareholders reported on average an 80% increase in daily income with
50% reporting 100‐200% increases in family income and 61% reported a substantial increase in meal
quality. More than 16,000 women are now owners of household property and 60% reported
substantial increase in their confidence levels for being able to navigate through the commercial
banking sector. A combination of these factors has led to a 40% drop in migration in Mahaswad and
a proportionate decrease in the dropout rates of girls going to school14.
The Mann Deshi Foundation has also expanded its programs that have demonstrated
significant impact on empowering women, especially through financial management training and
girls’ education. “Since 1997, more than 600,000 women have benefited from MDF’s advocacy for
women’s ownership of household property,” says Vanita Shinde, Chief Administrative Officer of the
group. An impact assessment conducted from June to August 2009 proved that clients with financial
literacy training improved their weekly savings, take out more and bigger loans for more productive
purposes, and repay more consistently and 68% of the women interviewed said their position in the
family had improved following the rural business school classes.15 There are currently 16 programs
and services mainly in business and financial education, educational support, and health for
marginalised poor rural women.
Accessibility and visibility through SHGs and corporations The bank leverages the SHGs and field
agent networks to reach its target populations. The SHG and agents have extensive contacts in their
areas, are well tuned to the social environments, hold leadership roles, and also serve as recruiters.
Furthermore, they have successfully revived SHGs that were dormant after the Indian government
failed to follow through with its SHG promotion program in Maharashtra. Re‐activating these groups
will help to speed up the process of expansion. A partnership with the government to establish a
program to provide the grants for income generation activity and housing for extremely poor
families (those earning below $1 per day) is increasing accessibility.
13
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Other notable partnerships have also contributed to Mann Deshi Group’s increased visibility.
It partners with the corporate sector like insurance companies to design their micro insurance
products. For example, the UTI Mutual Fund has created the first pension scheme for rural micro‐
entrepreneurs. A partnership with ACCION is being established for more professional assistance in
improving course content and training provided by the Deshi MBA program as well as restructuring
the financial literacy program. It also maintains partnerships with charitable hospitals, which provide
reliable health services that are unavailable in rural areas.
Investment in innovative technology In 2004, all banking processes were standardized and
automated through a commonly used MIS, increasing efficiency levels by 50‐60%. Also, unlike its
competitors, Mann Deshi Group is geared to handle large volumes of very small transactions
through the use of innovative technology such as simputers and e‐cards. Daily transactions are
mostly scattered across large distances, beyond the physical proximity of a bank branch or an
extension counter yet a team of 50 bank staff and 110 field agents are able to log 4500 daily
transactions, mobilizing collections of up to INR 100,000 daily using the simputer and a new e‐card
system to facilitate collections. They bring simputers to clients’ homes to save transaction data and
print out transaction receipts for client records eliminating the need to manually track data, thereby
simplifying transactions and improving accuracy in managing accounts. The e‐cards utilise microchip
technology to store the women’s names, photograph, and financial information, and on which the
field agents and clients can instantly view savings account balance, loan account status, and
repayment history. This increased efficiency has enhanced security and service. Mann Deshi is the
first microfinance institution to use both of these technologies together thereby facilitating its
growth process and increasing its client and deposit base.

Is Successful Expansion Guaranteed?
Research has shown that geographic expansion is almost akin to establishing a start‐up. And
as a general principle, the greater the number of elements that can be standardized, the more likely
it is that replication will succeed16. For Mann Deshi Group, its growth plans, though founded on
strong success factors, are also impeded by significant challenges. It has to contend with stringent
regulatory mechanisms, unsustainable funding sources, shortage of trained staff, and a lack of
infrastructure while replicating a highly intensive banking model built on customised loan packages
for its clients.
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Stringent regulatory mechanisms As a regulated urban cooperative bank, Mann Deshi bank is
required to meet the stringent requirements of both the Reserve Bank of India and the Registrar of
Cooperative Societies. Mann Deshi bank requires permission to open a new branch, which is difficult
to obtain and time consuming, and is limited to one new branch per year requiring a substantial net
worth for each new branch.
Dependence on donors Mann Deshi Foundation’s expansion of the costly Udyogini business schools
depends on grants from philanthropic organizations and individual donors. The key funders
supporting the Foundation are HSBC, British Asia Trust, Bonita Trust, Godfrey Philips,
Commonwealth of Learning and Association for India’s Development. The bank relies heavily on
technology for its day‐to‐day operations but this also comes at a steep cost, which is not sustainable
despite the financial and technical support from partners such as HSBC, SIDBI and Dell.
Recruiting trained staff Mann Deshi operates on the policy of recruiting staff from the local
community. 100% of employees are local women from the region as it helps develops a network of
trust‐based relationships. Finding, attracting and retaining qualified staff and field agents pose a
significant threat to Mann Deshi’s growth strategy. Despite continued efforts, Mann Deshi struggles
with convincing potential employees from outside the area to move to its new areas of operation.
One employee faced family problems for being around so many people from the backward caste and
living under harsh conditions while another mentioned she was unable to deal with the uneducated
rural women. Hence the bank relies heavily on local staff but that requires extensive training and
capacity building investments. Currently, it uses the services of retired RBI staff, who do not speak all
the languages needed to train the locals. Imparting training in the local Indian languages is crucial if
the bank is to succeed in expanding its beneficiaries and personnel, and Chetna says that finding
qualified trainers is one of their greatest hurdles. Additionally, software in the local languages has to
be developed to allow both beneficiaries and staff to use the simputers and e‐cards with more ease.
Shortfalls in infrastructure Although the new locations are all connected by rail and road linkages, other
infrastructure challenges include water and power outages in these remote areas, which increases
costs for a foundation that depends heavily on philanthropic and individual donors.

The Mobile

Business School Program was set up to bring training to those who were unable to travel to attend
courses and is one of the main cost drivers of the Group’s activities because field agents have to
travel up to 20kms to offer advice and collect loan repayment from customers and make several
trips because poor clients cannot afford to repay in one lump sum.
Intensive banking model and language barriers Although the new states selected for scaling up
operations have similar ethnicities, a substantial amount of innovative and flexible products and
services tailored to the local demand and environmental context will need to be created. This
7

creates an intensive operating model requiring increased training, which must also be imparted in
the local Indian languages if the bank is to succeed in expanding its beneficiaries and personnel. For
Chetna, this is the most daunting challenge of all.

Conclusion
Past and current success can be a good parameter for a growth plan, and Mann Deshi seemed to
have demonstrated its ability for successful scale‐up of their operation and impact. However,
expansion is costly in terms of financial and human resources in order to achieve sustainable mission
impact. Are Mann Deshi’s expansion plans realistic and sustainable? Can the Mann Deshi Group
manage its capacity shortfall risks? Is it strategically poised to overcome the challenges of scaling
operations? How can it optimally maximise its impact while remaining aligned with its mission if it
does scale operations?
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Annex 1] Chetna Gala Sinha
When Chetna Gala Sinha moved from a hectic middle‐class life
in Mumbai to pursue a career in farming in Mann Taluk in the
1990s, she quickly became exposed first hand to the difficulties
facing women such as lack of financial inclusion and debt. She
recounts during an interview in 2007, “During my early work I
have realized that unless women are given full freedom and
assess to property and asset there can't be any empowerment in the true sense.” 17 Her post‐
graduate degree in Commerce and Economics from Mumbai University18 and her experience in the
1980s in Mhaswad as a social activist tackling water shortage and wage‐related issues had
strengthened her belief in the “urgent need for a sustained effort to help the local people develop
19

assets and to check migration to cities”

Consequently, Chetna began establishing various elements

necessary to develop a culture of microenterprise amongst women by allowing access to cattle and
land, honing entrepreneurial skills, increasing earnings, and developing local markets.20 Amongst her
numerous awards for her work in women’s empowerment is 2002 Yale University World Fellow and
2003 Harvard University Bridge Builder and 1996 Ashoka Fellow.

Annex 2] Mission of Mann Deshi Group
Mann Deshi Foundation
Our mission is to provide women in impoverished areas with skilled vocational training, financial
literacy and farming assistance that will give them the ability to thrive in today's market. We aim to
better their lives by providing health awareness and encouraging joint ownership of their property;
the Mann Deshi Foundation works to develop the intangible assets that will move our women in the
right direction towards rural economic empowerment.
Mann Deshi Mahila Bank
Our mission is to provide women in impoverished areas with an innovative combination of financial
and non‐financial services that will help improve their standard of living. We aim to increase their
quality of life by providing capital and financial training services which will lead to rural economic
empowerment and financial inclusion.
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Annex 3] The Mann Deshi Group, Business Model
Government of India
Reserve Bank of India

Mann Deshi Mahila
Sahakari Bank

Fodder
Insurance
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Mann Deshi Mahila Bachat
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(SHG Federation)
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SHG Savings and Credit

10

Annex 4] Financial Performance of Mann Deshi Bank
(Rupees in lakhs INR)
1999‐2000

2004‐05

2007‐08

2008‐09

2009‐10

2010‐11

Branches

1

4

5

5

6

6

Members

1626

3058

7630

9392

11366

13354

Clients

3800

11020

81214

96120

127025

140360

Share Capital

13.69

42.86

148.20

183.54

223.42

256.51

Net Owned Funds

14.05

51.92

159.10

200.76

245.05

290.29

Deposits

106.67

630.74

1326.46

1782.30

2721.56

3342.86

Advances

81.92

433.53

859.35

990.58

1442.14

2239.68

Net NPAs

0.00%

2.99%

2.63%

2.97%

3.26%

3.41%

Net Profit

0.27

1.48

3.06

4.61

15.74

18.97

15.66%

13.04%

17.76%

20.15%

18.95%

17.27%

CRAR
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Annex 5] Programs and Services of Mann Deshi Foundation
Mann Deshi Udyogini Established in 2006 in partnership with HSBC, Mann Deshi business school has
been offering free business and financial training to poor rural women. The B‐school consists of the
flagship Deshi Entrepreneurs MBA program (management of working capital, inventory, marketing,
etc.), vocational training (personality development, computer literacy for young girls and fashion
designing, beauty parlour and other traditional income generating crafts courses), Financial literacy
(basic and advanced levels), and customized workshops for sector specific business requirements. In
January 2010, a new initiative called “1000 Deshi Entrepreneurs” within the business school
program. It aims to create 1000 Deshi Udyojika over the next 5 years. In 2007, mobile business
school called ‘B‐School on Wheels’ was launched for women in the remotest areas reaching more
than 10,200 businesswomen. It provides the same courses as the regular business school.
Savitribal Phule Freedom Ride Program and Career Counselling Poor transport facilities in rural India
force girls to drop out from school after 7th grade. Mann Deshi foundation provides free bicycles to
those schoolgirls in order to help them to continue study to higher education. Mann Deshi also
organises career workshops for young rural girls to provide vision and motivate them for pursuing
higher education.
Mann Deshi Tarang Community Radio Launched in November 2008, Mann Deshi community radio
station broadcasts programs in order to meet educational, development, and cultural needs of the
community around Mhaswad.
Umbrella Program Many women open market vendors work without any protection from the sun. It
causes dehydration, and even hit stroke. In order to protect women from the extreme heat, Mann
Deshi Foundation and the SHGs federation started distributing umbrellas as free interest loans to
market vendors.
Women’s Property Rights Projects Women rarely own their properties, and they are very vulnerable
in keeping their property rights. Mann Deshi Foundation and the Mann Deshi bank work together to
enhance women’s property rights and protection of them, by lobbying the government and having
names of female borrowers in banks’ documents.
Agricultural programs As more than 30% of total clients are in agriculture, Mann Deshi provides
trainings and workshops for those women to improve skills and income in extensive partnership
with states and the central government. Programs include production of silk cocoons, training
workshop for Vermicomposting, SHG assistant, and soil quality improvement project.
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