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DIRECTORS REPORT
The Members,
Your Directors are pleased to present the Fourth Annual Report of your Company together with the Audited
Statement of Accounts and the Auditors’ Report of your Company for the financial year ending 31st March
2014. The summarized financial results for the year ended 31st March 2014 are as under.
Financial Highlights

Amount in Rs.

Year Ended 31st March
2014
2013
Operating Income
10,26,63,695
5,48,09,461
Other Income
58,40,172
28,86,009
Total Income
10,85,03,866
5,74,95,470
Less Expenditure
Finance Cost
4,63,07,973
1,73,66,199
Personnel Cost
2,87,31,543
2,05,45,205
Administrative Cost
1,61,52,045
1,05,44,829
Depreciation
18,28,937
12,83,062
Bad Debts
70,751
48,659
Provision for Loan Assets as Per RBI Guidelines
40,14,216
3,97,605
Profit/(Loss) Before Tax
1,13,98,402
73,09,911
Less Income Tax
46,91,283
23,09,986
Less Deferred Tax
(12,50,348)
(1,30,090)
Profit/(Loss) After Tax
79,57,467
51,30,015
st
 The Company’s total income for the year ended 31 March 2014 has increased to Rs. 10.85 Crores
from Rs. 5.74 Crores in the previous year.


The Company has had a profitable year of operations and returned a profit after tax of Rs. 79.57 lakhs.

Operational Highlights

Year Ended 31st March
Number of Branches
Number of Borrowers
Number of Employees
Portfolio Outstanding (in Rs. Crores)

2014
29
46,329
237
56.48

2013
24
28,062
156
31.80

During the year, the Company delivered a Profit After Tax(PAT) of Rs. 79.57 lakhs, higher than last year’s PAT
of 51.30 lakhs, an increase of 55% for the year. The increase was after providing for 1% provision on loan
assets as against 0.25% provision till last year. The provisions increased from Rs. 3.97 lakhs to Rs. 40.14 lakhs
during the year. The portfolio quality has been good with good repayment rate during the year and overall
portfolio at risk of 0.02% of portfolio.
Deposits
As on 31st March 2014 the Company does not have any public deposits.
Dividends
The Company has not made any provision for payment of dividend for the year under consideration.
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Code of Conduct, Transparency & Client Protection
The Company has fully implemented the Reserve Bank of India’s Fair Practice Code and adopted the
Microfinance Institutions Network’s (MFIN) Code of Conduct.
Details of Gold Auction Conducted
The Company conducted two gold auctions during the year. The auction was conducted as per the Company’s
board approved policy on auction of gold jewellery. Further, the auction procedure and process was
conducted as per the Reserve Bank of India’s guidelines issues in September 16th, 2013.
One auction was conducted on 2nd November 2013 at Jagalur town and the second auction was conducted
on 6th November 2013 at Kanahosalli town. No sister concern of the Company participated in the auction
process. Details of the outstanding amount and the value fetched of all loan accounts auctioned during the
year is given below
Amount in Rs.

Loan Account
1
2
3
4
5
6

Outstanding Amount
Value Fetched
50,622
65,000
70,616
55,600
35,902
38,500
25,390
20,800
25,102
29,500
12,300
12,300

Personnel
Information required to be furnished u/s 217 (2A) of the Companies Act, 1956 read with the Companies
(Particulars of Employees) rules 1975 is not applicable as there are no employees drawing remuneration
beyond the amounts prescribed under this section.
Energy, Technology & Foreign Exchange
Since the Company does not own any manufacturing facility, the other particulars prescribed under section
217 (1) (c) read with the Companies (Disclosure of Particulars in the Report of Board of Directors) Rules, 1988
are NIL.
The Foreign Exchange Inflow for the Company during the year was NIL.
The Foreign Exchange outflow during the year towards revenue expenses was NIL.
Directors Responsibility Statement
Pursuant to the requirement under Section 217(2AA) of the Companies Act, 1956, Board of Directors
confirms that:
1. In the preparation of the annual accounts, the applicable accounting standards have been followed.
2. The Directors have selected such accounting policies and applied them consistently and made
judgments and estimates that are reasonable and prudent so as to give a true and fair view of the
state of affairs of the Company at the end of the financial year and of the profit or loss of the
Company for that period.
3. The Directors have taken proper and sufficient care for the maintenance of adequate accounting
records in accordance with the provisions of the Act for safeguarding the assets of the Company and
for preventing and detecting fraud and other irregularities.
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4. The Directors have prepared the annual accounts of the Company on a ‘going concern’ basis.
Statutory Auditors
M/s. Ramesh Ashwin & Karanth, Chartered Accountants, Bangalore retire as Auditors of the Company at the
forthcoming AGM and have expressed their willingness to continue as Auditors, if re-appointed. The
shareholders will be required to appoint the Auditors and fix their remuneration.
Acknowledgment
Your Directors take this opportunity to offer their sincere thanks to Bankers, Investors and Independent
Directors for their unstinted support and assistance received from them during the year. The Directors would
also like to place on record their appreciation of the dedicated efforts put in by the employees of the
Company.
By order of the Board
Bangalore, 14.05.2014
Sd/Sd/Samit S. Shetty
Anand Rao
Director
Managing Director
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MANAGEMENT DISCUSSION AND ANALYSIS
Overview of Performance
Client Outreach: The number of active clients the Company serves increased from 28,000 to 46,000, an
increase of 64% for the year and our loan book grew to 56.5 crores from 32 crores, an increase of 77% for the
year. The JLG(Joint liability Group) loan book grew by 68% from 31 crores to 52 crores, whereas the gold loan
book increased from 75 lakhs to 181 lakhs and the 2 wheeler loan book increased from 21 lakhs to 244 lakhs.
The non JLG lending which comprises gold and 2 wheeler now comprise 8% of the Company’s total loan book.
The number of branches in the Company increased from 24 to 29. Operationally, a group of branches are
clustered as a region with a region having 5 to 7 branches. We added only one new region during the year
with the Belgaum region split into Dharwad and Belgaum. All regions have grown in borrower numbers
including the older regions from higher rural penetration.
Repayment Rate and Overdue: We continue to have a very good repayment rate, with the repayment rate
being 99.9% during the year. The number of overdue accounts in the Company was 26 in FY 13-14 and the
total portfolio at risk for the Company from these 26 loan accounts was Rs. 99,000. In FY 12-13 the number of
overdue accounts was 22 and the total portfolio at risk was Rs. 1,21,000.
Operational Efficiency: On various efficiency parameters, the Company’s performance has shown
improvement during the year. The Operating Cost Ratio (OCR) which is the ratio of operating cost to average
outstanding portfolio decreased from 15.6% to 11.7% during the year. For the preceding year, the decrease
was from 17.6% to 15.6%. The number of borrowers per loan officer increased from 362 to 394 and the
portfolio per loan officer increased from 40 lakhs to 46 lakhs during the year. The number of borrowers per
branch increased from 1200 to 1500 and the loan book per branch increased from 1.34 crores to 1.79 crores.
Profitability: The Company closed the year with a profit before tax (PBT) of Rs. 1.13 crores. This was a 56%
increase over a year before when the PBT was 73 lakhs. The higher profit came in spite of the higher
provisioning that the Company had to provide for (1% from 2013-14 against 0.25% of outstanding loan
portfolio till 2012-13).

Risk Management
Credit Risk: We avoid geographical areas where there is a higher concentration of MFIs. All our branches are
at locations with a population less than twenty five thousand. We focus on high rural penetration from every
branch location. We do a compulsory credit bureau check for every borrower to ensure that borrowers do
not have loans from more than one MFI. We go one step further than just going by the results of the credit
bureau check. Since the results of the credit bureau are not always accurate, we use the results of the credit
bureau check as an information source and further investigate and probe borrowers for more than one MFI
loan.
Ever-greening of loans, where new loans are given before earlier loans are closed is a potential problem area
in the sector. To prevent it, we give new loans only once the earlier loans are completely paid back by the
borrowers. Ensuring right loan utilization by borrowers is very important from a credit risk angle. We ensure
that every loan’s utilization is checked, recorded and the results of the utilization is used for subsequent loan
sanction of borrowers.
We have a robust system of ensuring quick upward information flow about potential borrower repayment
problems from the loan officers much before a problem arises. Loan officers are penalized for not passing on
any borrower risk related information. Once such information moves up, the branch manager and/or the
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regional manager meets with the borrower and takes necessary action to address the issue. This has helped
us to proactively address potential repayment problems resulting in a high repayment rate and low number
of borrower defaults.
Operational Risk: The Company has put several processes in place to minimize operational risks. Every region
has a dedicated audit officer who ensures periodic branch process audits. Every field process needs to be
planned one day before and this information is made available to the audit team. This allows the audit team
to plan surprise audits of any field process. To ensure proper cash management, all loan sanctions need to be
planned 48 hours in advance. Disbursals are generally synchronized with borrower repayment so that cash
handling is reduced. There are clearly defined limits for maximum overnight cash we carry in our office,
maximum withdrawal from bank, maximum cash transfer permitted and maximum disbursal in a day from a
branch. Similarly we have defined individual and joint maximum cheque signing limits for each of the signing
authorities. Bank limits in all branch accounts are strictly adhered to and fidelity coverage for all cash
transactions is taken for all signatories up to the limits. All loans are disbursed only in the branch and in the
presence of senior staff who is not involved in the customer acquisition process. There has been no instance
of fraud in the Company in FY 13-14.
Sector Risk: The microfinance regulatory landscape has settled down during the year with few major
regulatory changes. Of the two significant changes, one was regarding the maximum interest rate which can
be charged by NBFC-MFI’s which should be lower of either: the cost of funds plus margin (12% for MFI with
loan portfolio less than 100 crores and 10% for MFIs with loan portfolio greater than 100 crores) or the
average base rate of the five largest commercial banks by assets multiplied by 2.75. The second policy
guideline was regarding Self Regulatory Organization (SRO) guidelines for MFI industry body. RBI has
indicated that the SRO should ensure regulatory compliance of all its NBFC-MFI members. Self regulation will
be a significant challenge for the industry. The consequence of unsatisfactory self regulation would mean a
loss of credibility for the sector and as a consequence a difficult working environment for the sector.

Audit and Internal Controls
The internal audit is done to ensure strict adherence to operational processes in the field and also to ensure that
early warning is obtained about poor practices by staff and managers. To focus on two critical but completely
different areas the scope of the audit is divided into two broad aspects. Field Level Audit and Branch Level Audit.
The Field Level Auditing is headed by an audit manager and a team of audit officers. Between them, the team
audits all the branches of the Company. The branch level auditing is conducted by an external team under
supervision of a chartered accountant. The branch level auditing team handles compliance to accounting and
documentation processes in all branches and human resources processes.

Human Resources
The Company built the HR department during the year. The HR department now has a HR manager and a HR
officer. With our industry being people intensive, we believe that the main responsibility of building the
operational team should be with operations with the HR department providing support to operations. The HR
department’s main focus is providing targeted training to all employees, recruitment of senior level &
support staff and support the operational team in operational recruitment. This approach should help us
have a lean HR team.
We recruit our field officers locally. Being a deep rural player, with branches in small towns and villages, local
recruitment has helped us to address the field officer recruitment challenge. We have seen that attrition
levels for field officers are high in the initial months, but as people settle down, they build loyalty towards the
Company and attrition levels fall with time spent in the Company. We have also seen people grow in their
roles. The Company today has a solid base of employees with a significant portion of them having grown in
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their roles. Twenty of our branch managers have risen from the level of loan officers. Two of our regional
managers have risen from branch managers.

BEYOND JOINT LIABILITY GROUP LENDING
From 2000 till 2009, the commercial microcredit industry grew exponentially as the industry scaled up the
Joint Liability Group (JLG) lending model. Today for most players in the industry, the risk of reliance on only
the JLG lending model especially when being geographically focused is evident. Companies have taken either
one or a combination of the two approaches to address this risk. One is to be geographically spread out in
multiple states so that a mass default in one state does not lead to the collapse of the institution and two is
to move beyond the JLG product. This could be by diversifying into secutarized lending or providing financial
services beyond credit such as savings, insurance, pension etc. through tie ups with other financial service
providers. This is today largely work in progress with a dynamic regulatory environment, institutions building
their internal capabilities and proving the business viability of providing these services.
At Chaitanya our approach from the beginning has been to focus on deeper engagement with our customers.
This puts higher priority on product and service diversity than on geographic expansion into multiple states.
In our four and a half years of existence, the last two years has been spent in piloting and testing three non
JLG products. One is lending against gold, two is 2 wheeler lending and three is livestock insurance. In all the
three products, we have followed the approach of seeking profits first and growth later with no product
taking a significant amount of investment to adversely affect our profitability. In all the three products we
have focused on proving the business viability case, building the organizational capability and integrating the
product into the existing microcredit operational structure.
Gold Loans: The business model of lending against gold by NBFCs and banks is well established. The
opportunity we see here is to establish gold lending in the small towns and villages we operate in, where
currently gold loan NBFCs and banks are not significantly present and competition is largely from local
goldsmiths. Our business model is based on a lower cost structure through our existing microcredit presence
and our ability to attract demand coming from our well established presence and credibility gained in villages
where we operate. At the two branches where we have piloted gold lending, the business case has been
proven. Over the past two years we have build the operational capability in terms of safe keeping of gold,
gold testing, assessment of customers, sales promotion and auctioning of gold.
Two Wheeler Loans: In the rural locations we cover, we see a significant demand for 2 wheeler loans. The
presence of established players is limited in our area of operations. We believe that we are in a very good
position to tap the demand for loans due to our reach, knowledge of the market and credibility in the
operational area. 2 wheeler loans need some level of loanee assessment which we can do cost effectively
through our presence and by extending our assessment capabilities built doing JLG lending. In FY 2013-14, we
have proven the business case and built competencies in customer assessment and ensuring timely
repayment by borrowers.
In the last one year, the non JLG loan book has grown to around 8% of our total loan book and is well
positioned to be scaled up across various branches in the Company. Since the NBFC-MFI regulations restricts
the non secutarized lending as a percentage of overall portfolio, scaling the secutarized business would
require us to explore options such as secutarizing this loan book, tying up with partners or do this business
through another NBFC. Similar to gold and 2 wheeler, we see opportunities in providing housing loans, SME
loans and educational loans. In the long term, we see our non JLG loan book to have the potential to grow to
50% of overall loan book.
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OUR COMMUNITY INITIATIVES
We believe that our community initiatives should involve our borrowers and their families, complement our
core activity of providing microcredit and scale across most of our branches. Our community services during
the year has been limited and focused on activities around Livestock, specifically milk yielding cows and
buffalo’s. Focus has been on three activities. One is providing our borrowers with livestock insurance, two is
conducting livestock health camps in partnership with the government veterinary department and three is
providing livestock related awareness and education in the communities we work.
Investment in milk livestock is an important source of asset building and income source for rural families. We
have seen that our borrowers make one of two choices when it comes to milk livestock investment. One is to
invest in local breeds and the other is to invest in non local breeds (cross breeds and special breeds). Local
breed animals are cheaper, sturdy but yield less milk and hence lesser income. Non local breeds are
expensive, need to be well taken care of, yield more milk and hence higher income. The default choice for
most borrowers is to invest in local breeds. The investment required is less and the risk of death of animal is
also less. But it is also a lost opportunity to increase their income. Higher loans can be given for addressing
the investment requirement. To address the risk of animal death is more difficult. This is linked to the
capability of borrowers to select the right non local breeds and in taking care of the non local breeds; good
veterinary services; and insurance cover to take care of financial risk from unexpected animal death.
Providing livestock insurance in deep rural areas requires a structure to be put in place to make it operational
and effective. The structure requires: one, every animal is to be physically checked and tagged. Two, when
there is a livestock death; the death case needs to be investigated speedily to ensure that the death is not
done intentionally to claim insurance. Since, there was no structure in place in the areas we operate; we had
to develop a structure in partnership with Royal Sundaram, the insurance provider.
The structure we have worked out is that our employee will do the initial inspection and tagging of the animal
and also do the investigation and documentation required when there is an animal death. Royal Sundaram
limits the maximum sum insured and puts a waiting period criteria (the minimum number of days after
tagging before insurance can be considered) to take care of their risk.
It has taken us two years to come up with a structure and capability to physically check and tag an animal and
to investigate and process speedily every animal death. At a region, which covers five to seven branches, we
have a dedicated livestock officer. The livestock officer is the livestock expert for the region. He/she identifies
after discussion with every branch those villages where larger livestock loans can be given. Larger livestock
loans are given to cross breed animals and not to special breed animals which have even higher risk. Only
villages, where there is some history of taking care of cross breed animals, where there is sufficient green
fodder availability, where there is opportunity for selling milk commercially and there is an acceptable level
of veterinary service is selected for large livestock loans. In such villages, borrowers are encouraged to come
together as a group if they are interested in taking livestock loans. When they come in as a group, the whole
process of training borrowers and tagging of livestock becomes more efficient. At every branch one loan
officer is trained by the regional livestock officer in checking animals and in tagging them. When there is an
animal death, the regional livestock officer does the necessary process. Last year, we have executed this
process in our Holelkere region and just started in Dharwad and Belgaum regions. Last year the Company has
insured 1375 number of animals and settled 45 livestock insurance claims. This year, we expect the number
of animals to be insured to touch 5000 as we expand the activities across all the Company’s regions.
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The livestock officer in each region is also responsible for two other activities. One is to organize livestock
health camps and two in improving the awareness among villagers in purchasing and taking care of livestock
to reduce the risk of death and in increasing the productivity of animals.
Livestock Health Camps: Many villagers do not take their animals for routine vaccinations and health
checkups due to the remoteness of the villages. Veterinary doctors from the government department do not
have the time to visit every village regularly to provide this service. Organizing health camps help in getting a
large number of animals vaccinated, de-wormed, health checked and some essential medicines distributed.
In 2013-14 we have conducted 3 livestock health camps. The details of the health camps conducted during
the year are provided below

Photos of Livestock Camp done at Nilagallu village
Location of Camp
D. Mallapura village
Nilagallu village
Kotabagi village

Branch
Santebennur
Sasvehalli
Kittur

Date
Nov 2013
Dec 2013
Feb 2014

No. of cattle treated
240
140
150

Livestock Educational Video: We have seen that the awareness of villagers about livestock related diseases
and livestock productivity issues is limited. We came up with a local livestock educational video which
addressed locally prevalent health and productivity issues. The videos where shown in the following villages
during the year.
Livestock Video Shown Village
Branch
Date
Attendance
Bommanakatte
Holalkere
Dec 2013
45
Channapura
Ajjampura
Dec 2013
35
H Kogalur
Santebennur
Dec 2013
35
Yaraguddi
Bailhongala
Jan 2014
80
Anigol
Bailhongala
Jan 2014
120
Ramapura
Kittur
Jan 2014
60
Udikeri
Kittur
Jan 2014
30
Shalawadi
Navalgund
Feb 2014
40
Hanumanahalli
Sasvehalli
Feb 2014
40
D Hosahalli
Holelkere
March 2014 70
Total
555
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Borrowers Geeta and Manjula with their Cross breed Cows

A Case of Livestock Center: Hanumanahalli is a village 2 km from our Sasvehalli branch. The village has 280
households. Sugarcane and paddy are the main crops grown twice a year in the village, which has good
irrigation facilities. The average land holding among low income families is around 2 acres. The village has 80
milk yielding livestock with 60 of them being cross breed, 10 being local breed and 10 being high breed
livestock. The village generates 300 litres of milk a day which is collected by two diaries. In the month of
November 2013, we gave livestock loans to a 8 member group in the village. The 8 members were selected
after assessing their ability to take care of cross breed cows. Each of the borrowers was given a 25,000 loan.
Three of the borrowers bought buffalo’s with an average price of Rs. 17,000 and 5 of them have bought cross
breed cows with an average price of Rs. 25000. In addition to the cost of the animal, borrowers spend an
addition 1000 to 2000 for transport and broker charges(charges for the person who identified the seller). All
the borrowers bought their cows from close by villages. The cross breed cows bought were yielding 8 litres of
milk a day from November to March. In April and May the yield has dropped to 6 litres a day due to summer
season. The borrowers spend Rs. 1500 a month on special feeds for the cows. At a price per litre of Rs. 23, the
borrowers were earning between Rs. 2000 to Rs. 1000 a month after paying for the loan installments and
animal feed. Once the loan is repaid in 1.5 to 2 years, the income from each cow will go up by another Rs.
1500 a month. In addition to this, most borrowers get their cows artificially inseminated. The calf that is born
is of value if it is a female. Either it can be sold or can be tended to until it grows to yield milk. One of the
cross breed cows died 3 months after purchase. The death happened 12 days after the cow delivered a calf.
Both cow and calf died. The borrower Pushpa got Rs. 20,000 as insurance claim. The borrower did lose
around Rs. 6000 to Rs. 7000. The borrower has accepted this loss as normal business risk. If the loss was the
entire loan amount, it would have been a huge financial burden. Due to insurance cover, Pushpa is still keen
on investing in another animal to increase her income.
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OUR BORROWERS
We are working in the area of microcredit as we sincerely believe that through our intervention we can bring
about a positive difference in the lives of low income families. We are also aware that low income families
require a suite of quality financial services to meet their needs and aspirations and protect them from
unexpected crisis. There are several constraints for a single entity to provide a multitude of financial services
to customers, including limited organizational capabilities, regulatory constraints and capital constraints. It is
our constant endeavor to work on improving our organizational capabilities and build partnerships with
service providers to address the regulatory and capital constraints. We would like to be seen as a trusted and
reliable service provider in the communities we work in.
In the area of microcredit we are aware that people use credit for smoothing their cash flows, working capital
requirements and in asset building. We are also aware that excessive credit can get low income families into
trouble and it is also our responsibility to ensure that we keep our eyes and ears open to proactively identify
such borrowers if and when they arise. To ensure that not even a single borrower of ours suffers due to over
indebtedness is very important for us. We strictly follow the RBI’s fair practices code and the industry’s code
of conduct. Building the right culture among employees so that following the Company’s fair practices code is
normal routine for us is our continuous endeavor.

Handling Stressed Borrowers
The company has a standard customer grievance procedure which borrowers can use for any grievance which
they have against any employee or the Company. However, handling stressed borrowers requires more than
this. Our system of handling customer distress cases rests on, one quick identification and transmission of
information from the field to the decision makers(regional managers) and two, decision makers going to the
ground and proactively addressing the situation. In the last year we have had three cases of stressed
customers.
In the first case in our Belgaum region, a customer had taken a loan of 15,000 from us to purchase a goat. She
and her husband were agricultural labourers. All of a sudden, our borrower suffered a health condition where
she could not walk and so she could not go to work. Unfortunately, at around the same time her husband
also met with an accident and was not able to work. The Company’s loan officer identified the situation and
immediately informed his higher ups. The regional manager visited the borrower, investigated the borrower’s
condition and felt best to not take any more repayments from the borrower even though the borrower did
not request for this.
In another case, borrower was given loan for livestock and insurance taken for the livestock in our Holelkere
region. Unfortunately, the cow died in the insurance waiting period. Inspite of the fact that the terms and
conditions of the insurance were clearly explained to the borrower, the borrower insisted that they would
not be able to repay the loan. The regional manager met with the borrower, husband and group members.
After understanding the situation it was agreed to give the borrower a partial concession on the loan
repayment. In both the above cases, intervention of the regional manager was necessary to understand the
situation of the borrower and family and take appropriate decision so that borrower and family did not fall
into distress. We have not revealed the names of the borrowers mentioned above to maintain their privacy.
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Snapshot of Some Successful Women Entrepreneurs
In the course of our borrowing, we come across many successful borrowers. Their success inspires us and we
are happy to be part of their success as providing microcredit at the right time is only one small but important
reason of their success.
Prabhavati is a resident of Madan Bhavi village which is 8 km from
our Kittur branch in Dharwad district. The village has 500 houses
and about eighty percent of the households work as daily wage
labourers at Kittur town and Dharwad city. Prabhavati’s is a five
member family with husband and three children. The eldest son
Omprakash is 18 years, he has completed his industrial training and
has just got employment since Nov 2013 in a local industry and
earns Rs. 5000 a month. He stays with his family and gives his
earnings to his mother. Jyothi, daughter is studying in 12 th grade
and Deepa the youngest daughter is in 10th grade. Husband,
Yesarappa is a daily wage earner who works in a local diary and
earns around Rs. 3500 a month. The family does not own any land.
Prabhavati’s story shows us how, it takes perseverance to succeed at a microenterprise and how borrowers
have to skillfully manage their finances to succeed. Earlier to 2011, the only source of income for the family
was the husband’s and Prabhavati’s daily wage income which was around Rs. 5500 a month in total.
Prabhavati was part of the government’s Self help Group (SHG) Stree Shakti Sangha program(this is part of
the State Government’s Department of Women and Child Development) and the SHG group members were
given exposure and training on starting a home based food industry. After getting the training, Prabhavati’s
decided to invest in a chilli grinder machine. Around October 2011, she got a Rs. 15,000 subsidy from the
government and a Rs. 15,000 loan through the SHG. She invested the money in the chilli grinding machine
and commercial electricity connection. After starting the business, she realized that it was a seasonal
business and her income was limited. After about a year and a half (around Feb 2013), she approached
Chaitanya for a 15,000 loan to invest in a rice noodles making machine (popularly called Savige in Kannada).
However, due to electricity problems, she had to invest in a diesel generator borrowing an additional Rs.
10,000 from her SHG. Her business improved from then. In Jan 2014, she again approached Chaitanya for
further investment in her business, building some civil structure for her existing business, investing in a flour
mill and items for a petty shop and borrowed Rs. 25,000. Although the number of machines and businesses
look more, she did this to ensure that she would be fully occupied. Now she is fully occupied running her chilli
grinding machine, rice noodles machine and flour mill based on seasonal demand as well as attending to her
petty shop. She today earns Rs. 6000 a month after paying all her loan installments.
Kasuri is a resident of Hirevankalkunte village, Koppal District
where we have a branch. The village has 800 houses. Kasuri’s is a
four member family with husband and two children. The eldest
Chetan is 15 years and Ravikumar is 9 years old. Earlier to 2012,
husband Virupakshi was working at a local eatery on daily wages.
Kasuri was working as an agricultural labourer. In early 2011,
Virupakshi left his job at the local eatery and opened a small road
side tea stall due to irregular payments at the local eatery. When
the couple heard about Chaitanya, they applied for a loan to
expand their tea stall into a small eatery. They got a loan of Rs.
12,000 which they used to rent a place and make the initial
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investment in their eatery business. Business did well, but the owner of place asked them to vacate after 6
months. In a year’s time, Kasuri took another loan of 25,000 from Chaitanya in July 2012. This time the couple
took up land from the Panchayat on lease near the government bus stand and invested in setting up their
eatery. At the new place, the business did very well. They employ 2 helpers on a daily wage basis in addition
to both husband and wife working in the eatery. In early 2014, Kasuri has again taken a 25,000 loan from
Chaitanya for further expanding their eatery business. Their family income has gone up from Rs. 3500 a
month before they had their own business to Rs. 10,000 a month now after paying all their business
expenses.
Rudramma is also a resident of Hirevankalkunte village. There are
5 members in her family, her husband and 3 children. Daugther,
Rekha(22 years) and Gururaj(21 years) are both working in
Bangalore after completing their Industrial Training course. Third
son Manjunath(19 years) is doing his industrial training course.
Husband, Devappa was employed as a driver until he met with an
accident a few years back. As a driver Devappa was earning a
monthly income of Rs. 5000. With the wage earnings of her
husband affected, Rudramma had to look for employment to run
their family. She took a 10,000 Rs. loan from Chaitanya in Nov 2010
and invested in a petty shop. Rudramma was also selling
vegetables in the weekly village market. Once Rudramma knew that she would be eligible for another loan
she planned to invest in a permanent vegetable selling business and in Dec 2011, she borrowed Rs. 20,000
from Chaitanya for this purpose. In the next year, 2012 she borrowed a further Rs. 25,000 and invested in a
tyre repair shop at the same location which her husband would run. Since starting their business, their
income has gradually risen from Rs. 5000 a month to around Rs. 10,000 today.
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