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Abstract

The present study was conducted on Business performance of Self Help Groups Those Supply Products
to C-Mart of Mahasamund District of Chhattisgarh. SHGs bring people together to pool resources, create
social capital, and participate in group decision-making. Because of these organizations' potential to
reduce poverty, advance women's emancipation, and promote community development, politicians,
development practitioners, and scholars have given them a great deal of attention. C-Mart was founded to
offer a market for regional goods produced in Chhattisgarh by female members of self-help
organizations. The shop not only offers a venue for the sale of goods created by members of self-help
organizations, but it also raises awareness of regional goods from Chhattisgarh.

The present study aims to examine the business performance of selected self-help groups those supply
products to C-mart of Mahasamund district of Chhattisgarh. Sharda SHG have top three best-selling
products included a variety of goods such Agar batti Banana Chips, and Floor Cleaner. The cost
estimation of 3 different products is shown, including Agar batti Banana Chips, and Floor Cleaner. For
these 3 products, the minimum Variable Cost (V:C) ratio was 82 and the minimum Input-Output ratio
was 1.82. For Agar batti, the minimum Input-Output ratio was 1.22 and the maximum VC ratio was
0.817. Overall annual income produce different products sale by the Sharda SHG produce was Rs.21,
329. Major constraints were found in selected Women SHGs were Fluctuation in price of raw materials
in market, Shortage of manpower for selling the products, Fluctuation in the demand of products, lack of
advertisement, lack of market expertise and e-commerce

Study suggested that the products of SHG’s should be popularize through social media platforms and
F.M. Radio and make an exhibition for displaying of SHG products at different places and organize
training programmes to develop entrepreneurial capabilities for SHG members.

Keywords: C-mart, Self Help Group, products

Introduction

Self Help groups, or SHGs for short, are tiny, economically homogeneous affinity groups of
rural poor people who voluntarily meet to socialize and save modest amounts of money on a
regular basis. Whether they are registered or not, it is a group of individuals who have a shared
goal, work together, reside in the same neighborhood, and engage in a comparable occupation.
They are intimate, economically homogeneous affinity groups of rural poor people who meet
voluntarily on a regular basis to socialize and save small sums of money. SHGs are said to aid
in a country's economic development. The majority of SHG participants are female. Women
are consequently contributing more to the nation's economic development. SHGs bring people
together to pool resources, create social capital, and participate in group decision-making.
Because of these organizations' potential to reduce poverty, advance women's emancipation,
and promote community development, politicians, development practitioners, and scholars
have given them a great deal of attention. In order to assist women SHGs, artisans, farmer
producer organizations, and other beneficiaries in producing a range of goods related to
agriculture, horticulture, FMCG, beauty products, health products, MFPs, handloom,
handicraft, wooden sculptures, bell metal, Khadi village industries, etc., various government
programs are being implemented by various Departments. However, due to a lack of
infrastructure facilities, marketing opportunities, a unified state network, and the presence of
middlemen who steal the lion's share of the profit, these items that are either created or
processed by these beneficiaries do not attract market competitive sale rates.
(https://www.iasexpress.net/self-help-groups-shgs).
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Objective

1. To work out the cost and returns of different products
supplied by selected SHG to C-Mart.

2. To analyze the business performance of selected SHG.

Materials and Methods

Sampling Framework

There are 33 districts in Chhattisgarh state, out of which 16
district are covered by Chhattisgarh plains, 5 district are in
northern hills and 7 districts in Bastar plateau. District
namely, Mahasamund, belongs to Chhattisgarh plains, was
selected purposively for the present study.

Collection of Data

The primary data were collected from respondents through
personal interview method and recorded the information on
pre-tested questionnaire and schedule from selected SHGs on
various aspects to fulfil the different objectives of the study.
The primary data comprised of demographic, income, and
marketing pattern of various products of selected SGH.
Secondary data was collected from Reference report, from

https://www.thepharmajournal.com

journals and internet also were the source of secondary data.

Analytical tools

The major tools for data collection were interview schedule,
designed questionnaire. The Data were analyzed by using
simple tabular analysis, average, percentage and ratios were
calculated wherever necessary

Results and Discussions
1. To work out the cost and returns of different products
supplied by selected SHGs to C-Mart.

Cost and returns of various products of Sharda SHG

The Sharda SHG were producing various products like
Agarbatti, Banana Chips and Floor clearner. The cost
determination of 3 different products is presented in table

4.4 In these 3 products the maximum Input-Output ratio was
1.82 for Potato Chips and Floor cleaner minimum Input-
Output ratio was 1.22 for Agarbatti. The maximum Variable
Cost (V:C) ratio was 0.81 for Agarbatti and minimum VC
ratio was 0.54 for Banana Chips and floor cleaner.

Table 1.1: Cost and returns of various products of Sharda SHG (Rs./Kg)

S. No Particular Agar batti Banana chips Floor Cleaner
1 Raw material Cost % 66 30
(58.13) (63.26) (37.5)
49 16.33 22
2 Other cost (29.98) (15.65) 275)
. . 11.4 10 7
3 Packaging+ Labelling Cost (6.97) (9.56) (8.75)
8 12 23
4 Labour cost (4.89) (11.50) (28.75)
. 163.4 104.33 82
5 Total variable Cost (100) (100) (100)
6 200 190 150
7 MRP Gross Returns 200 190 150
8 Net Returns (GR-TC) 36.6 85.67 68
9 Input -Output Ratio 1.22 1.82 1.82
10 Variable Cost Ratio (VC) Ratio 0.817 0.54 0.54
11 VC Ratio (%) 17 54 54

To analyze the business performance of selected SHG.

Business performance of Sharda SHG

The business performance of various products like-Agar batti,
Banana chips & Floor clearner of Sharda SHG is presented in
table 4.5. The total sale of Banana chips was 95 kg, net return
85.67 Rs/kg and total return was 8567 Rs. / yr. This was the

maximum among all three products. The total sale of Agar
batti was 70 kg, net return 36.6 Rs/kg and total return was
2562 Rs /yr. Whereas the total sale of Floor clearner was 150
Kg, net return 68 Rs/kg and total return was 10200 Rs./yr.
This was the minimum among all three products.

Table 1.2: Business performance of various products of Sharda SHG (in Rs.)

Product Quantity Sale Kg /Year Net Return Per Kg in Rs Total Net Return in Rs Percentage to Total Net Return
Agar batti 70 36.6 2562 12.01%
Banana chips 100 85.67 8567 40.16%
Floor cleaner 150 68 10200 47.82%
Total 320 190.27 21329 100%

Marketing Channel

Channel I:- SHGs— Consumer

Channel Il:- SHGs — Other SHG’S

Channel IlI:- SHGs — Store

Channel IV:- SHGs — C Mart

Channel-l i.e., SHGs - Consumer was the most popular
channel for marketing of different products produced by
selected SHGs.

References

1. Anita HS, Revenkar AD. Micro Credit through SHG for
Rural Development. Southern Economist. 2007;46(8):31-
34.

2. Chandrakar Pathak H, Gauraha AK. Constraints in
production and marketing of vermicompost product of
Kamdhenu self-help group (SHG) of Mahasamund
district of Chhattisgarh. The Pharma Innovation Journal.
2021;10(8):640-643.

3. Dewangan Payal, Vinayagam SS, Shrivastava KK.

~ 25277



https://www.thepharmajournal.com/

The Pharma Innovation Journal

10.

11.

12.

13.

14,

15.

16.

17.

Constraiants Faced by Women Entrepreneurs towards
Entrepreneurial Development, Learned Expreinces. From
Women’s Groups. Asian Journal of Extension Education;
c2019. p. 23-24.

Jaiswal Chandraka MR. An economic analysis of
production, processing and marketing to turmeric: A case
study of Sambhav farmer producer organization, Raigarh
district of Chhattisgarh. The Pharma Innovation Journal.
2021;10(8):865-869.

Kumar K, Joshi SK, Sahu S, Chandrakar M. Business
performance of women self-help groups under Godhan
Nyay Yojna in model Gothan Bancharoda, Raipur district
of Chhattisgarh. South Asian Journal of Agricultural
Sciences. 2022;2(2):29-35.

Kumawat P, Bansal V. A Study on Problems Faced by
SHG Members in carryout the SHG Activities.
International Journal of Current Microbiology and
Applied Sciences. 2018;7(1):420-3.

Kurrey P, Koshta AK, Gauraha AK, Sahu Y. To work out
the business performance of various organic pesticides
manufactured by Gayatri self-help group (SHG). The
Pharma Innovation Journal. 2021;SP-10(10):1298-1300.
Mohapatra N, Moharana TR, Pattanaik S. Self Help
Group: A Strategic Approach to Eradicate Poverty. The
Pharma Innovation Journal; c2010. p. 34-35.

Mula G, Sarkar SC. Impact of Microfinance on Women
Empowerment: An Economic Analysis from Eastern
India. African Journal of Agricultural Research.
2013;8(45):5673-5684.

Patil NC, Patel JK, Gattupalli NK, Bellagi RD,
Manunayaka G. Constraints Faced and Suggestions
Offered by Women Self-Help Groups of Ahmedabad
District, Gujarat in Carryout the SHG Activities. Int. J
Curr. Microbiol. App. Sci. 2020;9(5):3399-3402.

Sahu S, Pathak H. To work out the business performance
of various products of jai AMBE self-help group of
Bemetara District. The Pharma Innovation Journal. 2021,
p.1214-1217.

Savitha V, Rajashekar H. Evaluation of major problems
faced by the members of Self Help Groups: A study of
mysore district. International Journal of Research in
Applied, Natural and Social Sciences; c2014. p. 2321-
8851; 2347-4580.

Shweta S, Gauraha AK. Business Performance of
Vandana Self Help Group (SHG): A case study of Koriya
District of Chhattisgarh. International Journal of Current
Microbiology and Applied Sciences. 2020;9(11):1-5.
Singh D, Chandrakar MR, Gauraha AK, Choudhary VK,
Kumar S. An economic analysis of lac: A case study of
Radha self-help group of Kanker district. The Pharma
Innovation Journal. 2021;SP-10(7):363-366.

Shivangini DA, Choudhary VK. Business performance of
Navjagriti self-help group (SHG): A case study of
Kanker district of Chhattisgarh. The Pharma Innovation
Journal. 2021;SP-10(8):210-212.

Thakur A. Assessment of status of the fishery
cooperatives, SHGs and fishermen groups in Baster
district of Chhattisgarh. A review. Journal of
Pharmacognosy and Phytochemistry. 2018;7(3):1748-
1754.

Varde Gaya. Business Performance of Vijayalaxmi self-
help group: A case study of Raipur district of
Chhattisgarh.  The  Pharma Innovation  Journal.
2021;SP10(9):801-803.

~2528"7

https://www.thepharmajournal.com

18. Vishwakarm VK, Gupta JK, Banafar KNS. Comparative

economics of fish self-help groups of production and
marketing of exotic and local breeds of fish in Kabirdham
district of Chhattisgarh. Advances in Agriculture for
Doubling of Farmer’s Income; ¢2015. p. 116-117.


https://www.thepharmajournal.com/

