Entrepreneurship and Marketing among Tharu Tribe in India
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The Schedule tribe population which constitutes 8.2 percent of the total population
in India is lacking entrepreneurial capabilities, knowledge, leadership qualities,
technical skills and organizational abilities, which are in fact necessary for the
economic development. Development of human resources in the tribal areas is the
most important element in the rapid industrialisation and is an adjunct of the much
needed occupational diversification so as to relieve pressure on land in tribal areas.

Tribal development programmes are bringing to every tribal village with new
ideas, new techniques and new contacts. Roads are opening up the tribal territory.
Schools, hospitals and co-operative societies - the great liberating forces are being set-
up in these tribal villages. All these developments have to be in a properly organised
shape so as to have the maximum impact, and in such a way that they reinforce the
economic and social relationships of tribal settlements and ultimately help along lines
determined by their own traditions and genius.

Review of literature:

In the study of the tribal entrepreneurs of Ranchi, Bogaert (1975) and others
observed “unlike the non-tribal entrepreneurs, the tribals are motivated by the spirit of
profit making and desire to strengthen social relations with their kinsmen by assisting
them in apparently disinterested tasks”. Trivedi (1991) in his study on
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‘Entrepreneurship Among Tribals’ tried to analyse the occupational entrepreneurship
of the tribes and attempts to find out its impact on their social structure. Mishra and
Prusty (2003) viewed the entrepreneurship development as the way of not only solving
the problems of un-employment but also of overall economic and social advancement
of the people.

Mittal (2003) observed that the family background of the entrepreneurs influences
their occupational choice. The author pointed out that the financial inadequacy was the
most important factor leading to sickness of small scale units in the study area.
Macchiwalla (2003) has observed that the small enterprises have been treated as the
means of poverty alleviation. The author argued that the traditional skills which have
been redundant in the face of mechanisation because of changes in the tastes and also
for creation of demand for newer verities of goods and services. Radha Krishna S. and
T. Barath, (1998) made an empirical study of 128 rural women entrepreneurs who
were involved in running small/tiny business under the DWCRA scheme from 30
mandals of Karimnagar district of Andhra Pradesh. They found that the young women
entrepreneurs were more energetic and enthusiastic with high adaptability to new
techniques.

Tribal areas are generally backward due to the factors like topography and terrain
as well as illiteracy and innocence of the people. Against this background an attempt
has been made to study some of the aspects of entrepreneurship in tribal areas by
purposively selecting the largest tribal concentration of Kheri district in Uttar Pradesh.

Objectives of the study

The present study highlights the socio-economic background of the respondents,
marketing problems faced by tribal peoples with the following objectives.

1. To study the socio-economic background of the Tharu tribe.

2. To study the type of different activities carried out by the Tharu tribe.

3. To study the marketing of goods and services and problems faced by Tharu tribe.
Data and Methodology

The study area lies in the Nighasan Tahsil of Kheri district in Tarai belt of Himalayan
ranges adjoining the borders of India and Nepal. Its major area is situated in the forest
area of north Kheri. Towards the north of the project area lies in the kingdom of Nepal
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separated by the river Mohana, on its South and South-east fall Palia and Nighasan
development blocks of the district. It is bounded by Pilibhit district on the west and
Nighasan on the east. The study area comprises of 41 villages, out of which two
villages, viz. Surma and Maurpurwa fall within the boundary of National Park.

For this study, Kheri district was selected purposively based on the highest tribal
concentration in the plain area of Tarai region. Only 144 respondents were covered/
available in the entire field area which includes all the 41 Tharu tribal villages for the
data collection. This paper is a part of UGC sponsored Major Research Project entitled
“Economic Reforms and Entrepreneurship among Tharu Tribal Group in Kheri
District of Uttar Pradesh”. Simple statistical tools such as percentage have been taken
for result interpretation.

Socio - Economic Background of the Respondents in the Study Area

The Tharu tribe extending in the sub - Himalayan region of Dunghati to Darjeeling of
West Bengal was declared as Scheduled Tribe in 1967, along with other tribes namely
Bhotia, Buksa, Jaunsari, and Raji by the Indian constitution. Tharu tribe inhabits in a
large number in the forests and neighboring areas of Dudhawa National Park and
Katerniyaghat Wild Life Sanctuary of Dudhawa Tiger Reserve. The Tharu and Buxa
are the only tribes who could survive in the malaria-affected areas of the Tarai region.
In fact, they have been struggling hard to survive against the natural forces for
centuries and have led a secluded life.

Internal Organisation

Tharu people are generally simple, affable and honest, true to their word; they have a
strong respect for their caste. They solve their internal disputes themselves in the
Panchayats. For having no jealousy for others and for their hard working nature they
live in joint families. They have strong faith for the head of the family (Gaar- Dhurya)
and of village (Mahatava). They do the works together on the advice of the head of
the family and the head of the village. They obey the crucial decisions of their heads
on the matters like - cultivation, constructing of canals for irrigation or repairing,
cutting grass, constructing houses, thatching, setting the marriages etc. Tharu families
are patriarchal, but the position of women is strong in the family. Generally Rana
Tharu women enjoy more authority in the family.

Food Habits

The Tharu community collects food items through hunting the wild animals, fishing,
collecting fruits and vegetables from forests and through cultivated crops by them. Out
of the wild animals, they generally hunt the wild species of pigs, deer and rabbits.
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When they have extra store of meat they chop into small pieces and preserve after
drying in the sun light. Likewise they store small fish by drying. They take large
quantity of salt and red chilly. Besides Rana Tharu, other Tharu people generally use
rice beer (Jad) prepared by them. Eating of meat and drinking of rice-beer are
considered as good habits.

Marriages

The usual age of marriage for men and women is about seventeen or eighteen. The
fathers of either side arrange the marriage contracts and the couple for whom the
negotiation is made has to accept. Both the parties faithfully keep the contracts once
made. Divorce is easy and widow marriage is permissible. In some regions, the Tharu
people practice both infant and adult marriages.

Occupation

Agriculture is the mainstay of the Tharu people. Now, they are doing the agricultural
activities in a modern way and grow rice maize, wheat, barley, pulses, lentil, pea,
potato, sugarcane and mustard as the main crops, and also grow vegetables, tobacco
and bananas in their backyards. They keep cows, buffaloes, sheep, goats, fowl and
pigeons and other livestock.

Socio - Economic Background of the Respondents (Based on the Field
work)

Table 1 shows the general characteristics of respondents. Out of the 144 respondents,
92.4% respondents were male and 7.6% were female. Out of 124 Rana Tharu
respondents, 91.1 % respondents were male and 8.9 % respondents were female. All
the 20 Katharia Tharu respondents were male. Out of 144 respondents, majority of the
respondents (nearly 39.0%) belonged to 20 -30 years of age group and 33.3%
respondents were from 30 - 40 years of age group. 16.7% respondents were under 40 -
50 years of age group. Among Rana Tharu majority of the respondents 40.3%
belonged to 20 - 30 years of age group and 31.5% respondents belonged to 30 - 40
years of age group. Majority (45.0%) of the Katharia Tharu respondents were in 30 -
40 years of age group. In our society particularly in tribal areas, marriage at an early
age is still considered an ideal. This is reflected in the study as indicated by the low
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percentage of unmarried respondents. Table reveals the distribution of respondents by
the marital status. Out of 144 respondents only 4.9% were unmarried. Majority of the
Rana Tharu respondents were married (94.4%). All the 20 Katharia Tharu respondents

were married.

Table 1: Distribution of respondents by general characteristics

Gender

Katharia

Rana Tharu Tharu Total
Male 113 (91.1 %) | 20(100.0 %) | 133 (92.4 %)
Female 11 (8.9 %) - 11 (7.6 %)
Age (in years)
Less than 20 11 (8.9%) - 11 (7.6%)
20-30 50 (40.3%) 6 (30.0%) 56 (38.9%)
30-40 39 (31.5 %) 9 (45 .0%) 48 (33.3%)
40 -50 19 (15.3 %) 5(25.0 %) 24 (16.7%)
50 or + 5 (4.0 %) - 5(3.5%)
Marital Status
Married 117 (94.4 %) | 20 (100.0 %) | 137 (95.1 %)
Unmarried 7 (5.6 %) - 7 (4.9 %)
Educational Status
Tliterate 27 (21.8%) 2 (10.0%) 29 (20.1%)
Literate 16 (12.9%) 3 (15.0%) 19 (13.2%)
Primary 36 (29.0%) 8 (40.0%) 44 (30.6%)
Upper Primary 33 (26.6%) 4 (20.0%) 37 (25.7)
Secondary 10 (8.1%) 1 (5.0%) 11 (7.6%)
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College Education & Professional 2 (1.6%) 2 (10.0%) 4 (2.8%)

Main Occupation of the respondents

Agriculture 119 (96.0%) 19 (95.0%) | 138(95.8%)
Agriculture cum Service 1 (0.8%) - 1 (0.7%)
General store & Tea Stall 2 (1.6%) - 2 (1.4%)
Tailoring cum General Store - 1(5.0%) 1 (0.7%)
C.D/Cassettes shop 1 (0.8%) - 1 (0.7%)
Service 1 (0.8%) - 1 (0.7%)
Type of Family

Nuclear 40 (32.3%) 13 (65.0%) 53 (36.8%)
Joint 84 (67.7%) 7 (35.0%) 91 (63.2%)
Total 124 20 144

Source: Field Study

It is worth mentioning that the Tharu people are showing a lot of interest in education.
Through the Government Tribal Education Policy, bicycles and school uniforms were
distributed to all the tribal girl students who got above the 45 percentage of marks in
VI and X classes to encourage the girl education. Every year school uniforms are
distributed to all the students. Some voluntary organizations, particularly the Utrar
Pradesh Vanvasi Sewa Sansthan located in Palia kalan, is dedicated to educate the
tribal children in the project area. Tharu people are highly influenced by the modern
society. They realized the fact that only through education, their development is
possible and striving for that.
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The distribution of respondents by the educational status represents that out of 144
respondents around 80.0% were literate and 20.0% respondents were illiterate.

Out of 124 Rana Tharu respondents only 21.8% were illiterate. Out of the 20 Katharia
Tharu respondents 10.0% respondents were illiterate.

The distribution of respondents by the main occupational category (based on the main
source of income of the respondents) shows that there is a predominance of agriculture
in the study area, it was the main occupation of majority (95.8%) of the respondents.

Among Rana Tharu respondents 96.0% respondents’ main occupation was agriculture.
Among Katharia Tharu respondents 95.0% respondents’ main occupation was
agriculture.

Table 2 illustrates the distribution of respondents by the sub-occupational category
(based on the income source). Out of 144 respondents, majority of the respondents
nearly 45.0% run general stores as a secondary occupation. 10.7% respondents were
doing tailoring. 2.8% respondents were maintaining the fish ponds. 2.1% respondents
run tea stalls. Each one of the 14 respondents’ secondary occupation was either
running/maintaining of poultry farm; betel shop; flour mill; general stores cum private
service; rice mill; small tea and snacks shop; general store, cycle repairing and tea
stall; tiles making; small fancy shop (bangles, bindi etc.); general stores, selling of the
fish and tea stall; tea stall and cycle/bike, dunlop cart etc. repairing; general store,
selling of the fish cum spare parts shop; flour mill and carpentry respectively. 3.5%
respondents’ secondary occupation was carpet weaving (handloom); 1.4% respondents
run flour, rice cum oil mills; 1.4% respondents run cycle, bikes, dunlop carts etc.
repairing shop; 2 (1.4%) respondents run spare parts shop. 5.6% respondents run
general stores and tailoring shop. 16 (11.1%) respondents run general store and tea
stall together. 1.4% respondents perform Rajgiri (related to construction works). 1.4%
respondents run flour mill and cycle repairing shop. 1.4% respondents run general
stores and cycle repairing shop. 1.4% respondents had CD/cassettes and repairing
shop and 1.4% respondents were involved in goat rearing.

Out of the 124 Rana Tharu respondents, majority of the respondents 40.3% were
engaged in running general stores. 10.5% respondents were involved in tailoring;
12.9% respondents running general stores cum tea stalls; 5.6% respondents were
running general stores and tailoring shops; 4.0% respondents were engaged in carpet
weaving (handlooms) after training; 2.4% had fish ponds; 2.4% respondents were
running tea stalls; 1.6% respondents were maintaining flour, rice cum oil mills; 1.6%
respondents run the cycle/bike, dunlop carts etc. repairing shops; 1.6% respondents
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run the spare parts shop; 1.6% respondents were performing Rajgiri; 1.6%
respondents run general stores cum cycle repairing shop; 1.8% respondents run
C.D/cassettes and repairing shop and 1.6% respondents were involved in goat rearing.

Out of the 20 Katharia Tharu respondents, majority 70.0% was involved in running
general stores and rest of the 30% respondents were engaged in tailoring shops; fish
pond; flour mill; general store cum tailoring shop and flour mill cum cycle repairing
shop.

Table 2: Distribution of Respondents by Subsidiary Occupational
Category (Based on the income source)

sidiary Occupation Rana Tharu Katharia Total
Tharu
General Store 50 (40.3%) 14 (70.0%) 64 (44.4%)
Tailoring 13 (10.5%) 2 (10.0%) 15 (10.4%)
Fish Pond 3(2.4%) 1 (5.0%) 4 (2.8%)
Tea Stall 3 (2.4%) - 3 (2.1%)
Poultry Farm 1 (0.8%) - 1 (0.7%)
Betel Shop 1 (0.8%) - 1 (0.7%)
Handloom 5 (4.0%) - 5(3.5%)
Flour Mill - 15.0%) 1 (0.7%)
Flour, Rice and oil Mill 2 (1.6%) - 2 (1.4)%
Cycle/Bike, Dunlop etc. Repairing 2 (1.6%) i 2 (1.4%)
shop
Spare Part Shop 2 (1.6%) - 2 (1.4%)
General Store cum Tailoring shop 7 (5.6%) 15.0%) 8 (5.6%)
General Store cum Tea Stall 16 (12.9%) - 16 (11.1%)
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General Store cum Private School

Teacher 1 (0.8%) - 1 (0.7%)
Rajgiri (Construction Works) 2 (1.6%) - 2 (1.4%)
Rice Mill 1 (0.8%) - 1 (0.7%)
General Store, Cycle repairing cum

Tea Stall 1(0.8%) - 1 (0.7%)
Tiles Making 1 (0.8%) - 1(0.7%)
Flour Mill cum Cycle repairing 1 (0.8%) 1 (5.0%) 2 (1.4%)
General Store & cycle repairing 2 (1.6%) - 2 (1.4%)
Fancy shop (Bangles, Bindi and

others etc.) 1(0.8%) ) 1(0.7%)
CD/Cassettes repairing Shop 2 (1.6%) - 2 (1.7%)
General Store, Fish selling & Tea 1(0.8%) ) 1(0.7%)
Stall

Tea Stall & Cygle/Blke, Dunlop 2 (1.6%) i 2 (1.4%)
carts etc. repairing

Goat rearing 2 (1.6%) - 2 (1.4%)
General Store, Fish selling cum

Spare Parts Shop 10.8%) i 10.7%)
Carpentry 1 (0.8%) - 1 (0.7%)
Total 124 20 144

Source: Field Study.

Table 3 gives an idea about the type of house. Out of 144 respondents, 6.3 percent
respondents reported that they were living in huts. Majority of the respondents 63.2
percent were living in Kachcha houses. Nearly 10 percent respondents had mixed type
of houses. Nearly seven percent respondents had Pucca houses. Thirteen percent
respondents had the Kachcha cum Pucca type of houses.
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Out of the 124 Rana Tharu respondents, majority of the respondents 61.3 percent
reported that they had Kachcha houses. Out of 20 Katharia Tharu respondents 75.0
percent respondents had Kachcha houses.
The distribution of respondents by the ownership of the house reveals that out of 144
respondents, maximum number of respondents 98.6 percent respondents had their own
houses. All Katharia respondents had their own houses.

Table 3 Distribution of respondents by the Housing Facilities

Type of House Rana Tharu Katharia Tharu Total
Hut 8 (6.5%) 1(5.0%) 9 (6.3%)
Kachcha 76 (61.3%) 15 (75.0%) 91 (63.2%)
Mixed 12 (9.7%) 2 (10.0%) 14 (9.7%)
Pucca 10 (8.1%) - 10 (6.9%)
Kachcha & Pucca 18 (14.5%) 2 (10.0%) 20 (13.9%)
Ownership of house
Own house 122 (98.4%) 20 (100.0%) 142 (98.6%)
Given by the Government 1 (0.8%) - 1 (0.7%)
gf)vv“eri‘;?eiitve“ by the 1(0.8%) . 1(0.7%)
Size of house (number of rooms)
1 4 (3.2%) 2 (10.0%) 6 (4.2%)
2 40 (32.3%) 4 (20.0%) 44 (30.6%)
3 24 (19.4%) 8 (40.0%) 32 (22.2%)
4 or + 56 (45.2%) 6 (30.0%) 62 (43.1%)
Electricity connection in the house
Yes 72 (58.1%) 18 (90.0%) 90 (62.5%)
No 52 (41.9%) 2 (10.0%) 54 (37.5%)
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Total 124 20 144

Source: Field Study.

Out of 144 respondents majority of respondents 43.1% had more than 3 room
houses. 30.6% had double room-houses, 22.2% had 3 room houses and 4.2
percent respondents had only single room houses.

Out of 124 Rana Tharu respondents majority of the respondents (45.2%) had
more than 3 rooms-houses. 32.3% respondents had double room — houses,
19.4% respondents had 3 rooms-houses. Only 3.2% respondents had single
room houses. Out of 20 Katharia Tharu respondents, 40.0% respondents had 3
rooms houses and 6 30.0% respondents had more than three rooms - houses. 2
10% respondents had single room houses. 20.0% respondents had double-room
houses,

The distribution of respondents by the electricity connections in the houses
reveals the fact that out of the 144 respondents, 62.5% had electricity
connections in their houses and 37.5% respondents did not take electricity
connections, (in some cases there was no electricity line in the entire village
and some respondents had not taken deliberately) due to frequent power cuts as
one of the reasons. Out of 124 Rana Tharu 58.1% respondents and 90.0% out
of the 20 Katharia Tharu respondents had electricity connections in their
houses.

Table 4 represents the distribution of respondents by the objectives of
business/entrepreneurial activities. Out of 144 respondents, 79.2 percent
respondents reported that their main objective to start the
business/entrepreneurial activities was to earn more money. 3.5% respondents
said that their objective to start business was to utilise the available
opportunities. 1.4% respondents started their business to change their present
occupation. 4.9% respondents started their business to earn more and more
money and to utilise the available opportunities. 6.3% respondents started
business to earn more money and to improve the social status. 2.8%
respondents reported that they started their business to change their present
occupation and to earn money. 1 (.7%) respondent said that he started the
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business as he wanted to achieve something new and 1.6% respondents said
that they started business as main source of income for livelihood.

Out of 124 Rana Tharu respondents nearly 80 percent reported that they started
their entrepreneurial activities to earn more money. 1.6% respondents said that
they started the business to change their present occupation. 4.0% respondents
said that they started the business to utilise the available opportunities. 7
(5.6%) respondents said that they started the entrepreneurial activities to earn
more money and to utilise available opportunities. 7 (5.6%) respondents
reported that they started entrepreneurial activities to earn more money and to
improve social status. 2 (1.6%) respondents said that they started the business
for their livelihood and 1 (0.8%) respondent said that, he started
entrepreneurial activities to change present occupation and to earn money.

Out of 20 Katharia Tharu respondents, 75% respondents reported that they
started the entrepreneurial activities to earn more money; 10% respondents
stated that they started the entrepreneurial activities to earn more money and to
improve social status and 15.0% respondents started the entrepreneurial
activities to change their present occupation and to earn more money.

The current status of respondents has been presented in table 5. Out of 144
respondents, nearly 80.0% reported that they were self-employed already
without any formal training and 20.0% respondents were self-employed after
getting the training.

Out of 124 Rana Tharu respondents, 78.0% were self-employed without any
formal training and 22.6% respondents became self- employed after getting
training. Out of 20 Katharia Tharu respondents, 95.0% were self-employed
without any training.

Table 4: Distribution of Respondents by the Objectives of Business/
Entrepreneurial Activities

Objectives of Business Rana Tharu | Katharia Tharu Total

To change present occupation 2 (1.6%) - 2 (1.4%)
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To earn more money 99 (79.8%) 15 (75.0%) 114 (79.2%)

To utilise available opportunities 5 (4.0%) - 5 (3.5%)
Desire to achieve something 1 (0.8%) - 1 (0.7%)
ggpeozﬁﬁ rﬁg)é: money and to utilise available 7 (5.6%) i 7 (4.9%)
To earn more money and to improve social status 7 (5.6%) 2 (10.0%) 9 (6.3%)
Source of livelihood 2 (1.6%) 2 (1.4%)
To change present occupation and to earn money 1 (0.8%) 3 (15.0%) 4 (2.8%)
Total 124 20 144

Source: Field Study.

Table 5 depicts the distribution of respondents by the location of enterprises. Out of
144  respondents, 32.0% respondents reported that they run their
business/entrepreneurial activities at their homes. 52.0% respondents run business
activities in their own premises. 4.2% respondents run their enterprises in rented
premises. 9.0% respondents run their shops on the PWD roadside land. 1 (.7%)
respondent had a fish pond jointly under the eco-development programme. In case of
2.1% respondents, it is not applicable as they were Rajgirs.

Out of 124 Rana Tharu respondents, 29.0% respondents reported that they run their
business/ shops at homes. Majority of the respondents 52.4% reported that they run
their shops at their own premises. 4.8% respondents run their businesses in rented
premises, 10.5% respondents run their business activities on the PWD (roadside) land
and 0.8% respondent run on the joint land for maintaining fish pond. Out of 20
Katharia Tharu respondents, 50.0% respondents run their enterprises at home and
50.0% respondents run at their own premises.

Table 5: Distribution of Respondents by the Current Status, Location,
Initiation of Business/enterprise and Consultation with financial
Institution

Current status of employment Rana Tharu Katharia Tharu Total
Self employed 96 (77.4%) 19 (95.0%) 115 (79.9%)
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Employed after training 28 (22.6%) 1(5.0%) 29 (20.1%)
Location of Business/Enterprise

At home 36 (29.0%) 10 (50.0%) 46 (31.9%)
Own premises 65 (52.4%) 10 (50.0%) 75 (52.1%)
Rented/leased premises 6 (4.8%) - 6 (4.2%)
PWD (roadside) land 13 (10.5%) - 13 (9.0%)
Jointly (fish pond) 1 (0.8%) - 1(0.7%)
Not applicable 3(2.4%) - 3(2.1%)
Initiation to start the business/enterprise

Sole ownership 109 (87.9%) 18 (90.0%) 127 (88.2%)
Jointly with family members 8 (6.5%) 2 (10.0%) 10 (6.9%)
Jointly with villagers 4 3.2%) - 4 (2.8%)
Not applicable 3(2.4%) - 3(2.1%)

Consultation of Financial Institu
Response

tions before starting the Business/Entrepreneurial activities

Yes 19 (15.3%) 14 (70.0%) 33 (22.9%)
No 99 (79.8%) 6 (30.0%) 105 (72.9%)
Not applicable 6 (4.8%) - 6 (4.2%)
Total 124 20 144

Source: Field Study.

Table 5 also reveals the distribution of respondents by the ownership of the
business/enterprise. Out of 144 respondents, majority of respondents (87.5%) reported
that they had sole ownership on their businesses/enterprises. Around 7.0% respondents
had joint ownership with their family members and 2.0% respondents had joint
ownership with the villagers.
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Out of 124 Rana Tharu respondents, majority (87.9%) had sole ownership. 6.5%
respondents had joint ownership with family members and 3.2% respondents had joint
ownership with the villagers. Out of 20 Katharia Tharu respondents 90.0%
respondents had sole ownership and only 10.0% had joint ownership with their family
members.

The distribution of respondents by the initiation to start the business/enterprises
presented in table 5 shows that Out of 144 respondents, 84% respondents reported that
they started the business/enterprise with an aim to do something in their life (self).
10.4% respondents said that the present business occupation was suggested by their
fathers. 6 4.2% respondents reported that they were doing the present activities
because of their friend’s suggestions 0.7% respondent reported that his
business/enterprise was advised by his brother and 0.7% respondent was advised by
his mother to do so.

Out of 124 Rana respondents, majority of the respondents (83.1%) reported that they
started their business/enterprises by their own. 10.5% respondents were carrying out
their activities by the advice of their fathers, 4.8% respondents chose their activities by
the advice of their friends, 0.8% respondent started the business because of his brother
and 0.8% respondent started the business on his mother’s advice. Out of 20 Katharia
Tharu respondents, 90.0% respondents started their business activities by their own
and 10.0% respondents were continuing the same business activities on the advice of
their father.

The distribution of respondents, by the consultation of financial institutions before
starting the business/entrepreneurial activities shown in the table 5 depicts that Out of
144 respondents, 22.9% respondents reported that they consulted the financial
institutions for loans before starting the business, while the majority of the
respondents 72.9% did not approach the financial institutions for starting their
business. In case of 4.2% Rana Tharu respondents, it is not applicable as they
inherited their business.

Table 6: Distribution of Respondents by source of getting the Financial
Assistance for establishing the business/entrepreneurial activities

Received Financial Assistance Rana Tharu Katharia Tharu Total

Yes 72 (58.1%) 17 (85.0%) 89 (61.8%)

No 52 (41.9%) 3 (15.0%) 55 (38.2%)
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Source of getting the Financial Assistance for establishing the business/enterprise

Parents 43 (35.0%) 4 (20.0%) 47 (33.0%)
Relatives and friends 4 (3.2%) 1 (5.0%) 5 (3.5%)
Money lenders 3(2.4%) - 3(2.1%)
Commercial banks 13 (10.5%) 10 (50.0%) 23 (16.0%)
Co-operative societies 4 (3.2%) 2 (10.0%) 6 (4.2%)
Under eco-development Programme 2 (1.6%) - 2 (1.4%)
KVIC 1 (0.8%) - 1 (0.7%)
ITDP 2 (1.6%) - 2 (1.4%)
No source/own money 52 (41.9%) 3 (15.0%) 55 (38.2%)
Total 124 20 144

Source: Field Study

Out of 124 Rana Tharu respondents only 15.3% respondents and 70.0% respondents
out of 20 Katharia Tharu, reported that they approached the financial institutions for
loans before starting their business.

Table 6 represents the distribution of respondents by the getting of financial assistance
for establishing the business/entrepreneurial activities. Out of 144 respondents,
majority of the respondents 61.8% reported that they got financial assistance for
starting their enterprises/shops, while 38.2% respondents told that they did not get any
financial assistance. Majority of the respondents from Rana Tharu (58.1%) and
Katharia Tharu (85.0%) reported that they got financial assistance for establishing the
business.

The distribution of respondents by the source of financial assistance for establishing
the business/enterprise (table 6) shows that out of 144 respondents, 33.0% respondents
informed that they got financial assistance from their parents for establishing the
business/enterprise. 3.5% respondents received financial assistance from
relatives/friends. 2.1% respondents got help from money lenders. 16.0% respondents
got financial assistance from the commercial banks. 4.2% respondents got help from
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the Co-operative Societies. 1.4% respondents got financial assistance under the Eco-
development programme. Less than 1 percent (0.7%) respondent received assistance
with the help of the KVIC, Kheri. 1.4% respondents received assistance with the help
of ITDP Chandan Chowki and 38.2% respondents did not take any financial assistance
but they started business/enterprises with their own money.

Out of 124 Rana Tharu respondents, 33.9% respondents informed that they received
financial assistance from their parents, 2.4% respondents received financial help from
relatives and friends, 2.4% respondents received financial help from money lenders,
10.5% respondents from commercial banks (SBI), 3.2% respondents from co-
operatives, 1.6% respondents under the Eco- development Programme, 1.6%
respondent received assistance with the help of KVIC, 1.6% respondents received
financial assistance with the help of ITDP and around 42.0% respondents did not take
any financial assistance, but they started the business with their own money.

Out of 20 Katharia Tharu respondents, 20.0% respondents received help from their
parents, 50.0% respondents received help from commercial banks (SBI), 5.0% from
their relatives and friends, 10.0% from the co-operative societies and 15.0%
respondents did not receive any assistance as they invested their own money for
starting the business/enterprises.

Table 7: Distribution of Respondents by the selling of the goods/services,
Place of Marketing, Methods of Sales Promotion

Selling of the goods/services Rana Tharu Katharia Tharu Total
Middleman 6 (4.8%) 1 (5.0%) 7 (4.9%)
Own 115 (92.7%) 19 (95.0%) 134 (93.1%)
Not applicable 3(2.4%) - 3(2.1%)
Place of Marketing
Local markets 114 91.9%) 18 (90.0%) 132 (91.7%)
Neighbouring villages 2 (1.6%) 1(5.0%) 3(2.1%)
Within the district 2 (1.6%) - 2 (1.4%)
Within the state 2 (1.6%) - 2(1.4%)
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Local markets and nearby villages 1 (.8%) 1 (5.0%) 2 (1.4%)
Not applicable 3(2.4%) - 3(2.1%)
Methods of sales promotion

Personal contacts 116 (93.5%) 20 (100.0%) 136 (94.4%)
Through agents/middleman 5(4.0%) - 5(3.5%)
Not applicable 3(2.4%) - 3(2.1%)
Total 124 20 144

Source: Field Study

Table 7 shows the distribution of respondents by the selling of the goods/services. Out
of 144 respondents, majority of respondents nearly 93.0 % respondents reported that
they were selling their products/services without any mediators, while 50.0%
respondents told that they sold their products through the middleman. Out of 124 Rana
Tharu respondents 92.7% respondents reported that they sold their products by their
own and only 4.8% respondents sold their products through middlemen. Except one
respondent, all the Katharia Tharu respondents 95.0% respondents sold their products
by their own.

As far as the place of marketing of their products/services concerned table 7 reveals
that Out of 144 respondents, majority of the respondents 91.7% reported that they sold
their products in the local markets. 2.1% respondents sold their products in the
neighboring villages. 1.4% respondents sold within district. 1.4% respondents sold
their products within the state. 1.4% respondents reported that they sold their
products/services in local as well as in neighboring villages. Out of 124 Rana Tharu
respondents, majority of the respondents 91.9% stated that they sold their
products/services in the local markets. 1.6% respondents sold their products/services
in the neighboring villages. 1.6% respondents sold their products within the district.
1.6% respondents sold their products within the state. 0.8% respondent sold his
products in the local as well as in neighboring villages. Out of 20 Katharia Tharu
respondents majority of the respondents 90.0% sold their products in the local
markets. 5.0% respondent sold his products in the neighboring villages and 5.0%
respondent sold in the local markets as well as in the neighboring villages.
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The distribution of respondents by the methods of sales promotion reveals that out of
144 respondents, majority of the respondents nearly 95.0% reported that they have
good personal contacts for promoting the sales. 3.5% respondents reported that they
depended on agents/middleman for promoting the sales. Out of 124 Rana Tharu
respondents, 93.5% respondents informed that only through personal contacts, the
sales promotion was possible and 3.5% respondents reported that through the
agents/middleman sales could be promoted. All the 20 Katharia Tharu respondents
reported that through personal contacts they were promoting sales.

The respondents were also asked about their problems in running their
business/entrepreneurial activities in the study area. The distribution of respondents by
the basic problems they faced in running the business/entrepreneurial activities (table
8) reveals that out of 144 respondents, majority of the respondents 40.3% reported
that they faced the shortage of funds in running their business/entrepreneurial
activities. 15.3% respondents faced the problems of low demand of their products.
9.7% respondents (tailors) reported that the work was not available regularly. 8.3%
respondents reported that the lack of electricity supply was the main problem in
running their business. 3.5% respondents reported that they faced the marketing
problems. 3.5% respondents faced the problems of marketing and irregular supply of
raw materials. 1.4% respondents said that their goats died suddenly due to diseases.
1.4% respondents said that the electricity connection was not sanctioned by the
authorities. Each one of the 3.5% of respondents reported that they were facing the
problems of lack of proper guidance; non availability of skilled labor; lack of
transportation; lack of electricity connection; lack of funds and proper guidance
respectively.

Table 8: Distribution of Respondents by the Basic Problems faced in
running the business/entrepreneurial activities

Basic Problems Rana Tharu | Katharia Tharu Total

Lack of funds 49 (39.5%) 9 (45.0%) 58 (40.3%)

Lack of proper guidance 1 (.8%) - 1 (.7%)

Marketing 2 (1.6%) 3 (15.0%) 5(3.5%)

Irregular supply of raw material 1 (.8%) - 1 (.7%)

Non availability of skilled labour 1 (.8%) - 1 (.7%)
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Lack of power supply 11 (8.9%) 1 (5.0%) 12 (8.3%)
Lack of transportation 1 (.8%) - 1 (0.7%)
Low demand 21 (16.9%) 2 (10.0%) 23 (16.0%)
Not much work available 11 (8.9%) 3 (15.0%) 14 (9.7%)
Marketing and irregular supply of raw material 5 (4.0%) - 5 (3.5%)
Not given electricity facility 2 (1.6%) - 2 (1.4%)
Lack of funds and proper guidance 1 (.8%) - 1 (.7%)
Sudden death of Goats 2 (1.6%) - 2 (1.4%)
No problem 16 (12.9%) 2 (10.0%) 18 (12.5%)
Total 124 20 144

Source: Field Study

Out of 124 Rana Tharu respondents, 39.5% respondents reported that they faced the
problems of lack of funds in running their business activities. 16.1% respondents faced
the problems of low demand. 8.9% respondents reported that they were not having
much work during all seasons. 8.9% respondents reported that lack of power supply
was the main problem in running their business. 4.0% respondents faced the problems
of marketing and irregular supply of raw materials. 1.4% respondents reported that
their goats died suddenly because of diseases. 1.4% respondents said that electricity
was not given.

Out of 20 Katharia Tharu respondents, 45.0% respondents reported that they faced the
problems of lack of funds in running their enterprises. 15.0% respondents faced the
marketing problems. 5.0% respondent faced the problem of lack of power supply. 2
9.1% respondents faced the problems of low demand. 15.0% respondents (tailors)
reported that adequate work was not available during the year.

Table 9 shows the distribution of respondents by the marketing problems in selling
their products. Out of 144 respondents, 84.0% respondents reported that they faced the
problems in selling their products, while 16.0% respondents mentioned that they did
not face any problems in selling their products.
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Table 9: Distribution of Respondents by the Marketing Problems and

types of problems in selling the products

Marketing Problems Rana Tharu Katharia Tharu Total
Yes 105 (84.7%) 16 (80.0%) 121(84.0%)
No 19 (15.3%) 4 (20.0%) 23 (16.0%)
Types of problems in selling the products
Transport 2 (1.6%) - 2 (1.4%)
Only seasonal demand/work 89 (71.8%) 14 (70.0%) 103 (71.5%)
Inadequate local demand 13 (10.5%) 1(5.0%) 14 (9.7%)
Not much work available 1 (0.8%) 1(5.0%) 2 (1.4%)
Not applicable 19 (15.3%) 4 (20.0%) 23 (16.0%)
Total 124 20 144

Source: Field Study

Out of 124 Rana Tharu respondents, majority of the respondents nearly (85.0%)
mentioned that they faced some problems in selling their products, while 15.0%
respondents reported that they did not face any problems in selling their products. Out
of 20 Katharia Tharu respondents, 80.0% respondents told that they faced some
problems in selling their products.

Due to more competition in the market, tribal entrepreneurs generally face lot of
problems, which might be a potential cause of high indebtedness among the
entrepreneurs. Table 6 shows the distribution of respondents by the types of problems
faced in selling their products. Out of 144 respondents, majority of the respondents
71.5% reported that there was only seasonal demand/work of their products/services.
They further mentioned that during festivals and harvesting period they generally have
adequate demand for their products/services. 9.7% respondents reported that there was
no adequate local demand of their products/services (e.g. fish, goats, carpets etc.).
1.4% respondents reported that not much work was available (in case of the business
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activities like construction works, flour, rice and oil mill etc.) and 1.4% respondents
said that they faced the transport problems in selling their products.

Out of 124 Rana respondents, 1.6% respondents reported that they faced the transport
problems in selling their products/services. A large number of respondents 71.8% told
that there was only seasonal demand for their products/services. 10.5% respondents
said that there was inadequate local demand for their products/services. 0.8%
respondent said that not much work was available.

Out of 20 Katharia Tharu respondents 20.0% respondents mentioned that they did not
face any problem in selling their products. 70.0% respondents said that there was only
seasonal demand for their products/services. 5.0% respondent said that there was
inadequate local demand for their products/services and 5.0% respondent reported that
there was not much work available related to the business/entrepreneurial activities.

Conclusion and Policy Suggestions:

The present study is based on Tharu tribe of the Tarai belt of eastern Uttar Pradesh.
The primary data was collected (by covering sub tribe groups i.e. Rana Tharu and
Katharia Tharu) from 144 respondents in the study area.

The findings of the study reveal that there must be some institutional arrangements to
solve the problems in the areas of education, training, finance, marketing and others
etc. It is suggested that the financial institutions should provide loans liberally with
low interest, create awareness among people about the bank schemes and help them in
official formalities, so that the role of dealers/middlemen (who are active in those
areas) could be curbed and the villagers could approach the banks without any
hesitation or fear.

It is suggested that the training should be linked with bank loans, soon after
completing the training, trainees should be provided bank loans if they are interested
to start their own business. Then only the training could be fruitful. The regular
monitoring is necessary for promoting the entrepreneurial activities at various stages.

The frequent official visits in the villages and avoidance of the bias while dealing with
the beneficiaries at various stages will help the tribal people to avail the benefits from
the developmental programmes.

To promote entrepreneurial activities in the study area, the connectivity of villages
with proper roads, transportation facilities, creation of higher education institutions
nearby places and regular power supply etc. are necessary.

138

Journal of Global Economy,
Volume 6 No 2, MARCH-APRIL, 2010



It is noticed that majority of the respondents around 64.0% were satisfied with their
present business/entrepreneurial activities, even though the villages in the study area
need above all the infrastructure facilities to promote efficient entrepreneurship in the
tribal areas of the selected region.

The most important aspect is to motivate the tribal people about the various
opportunities of entrepreneurial activities by the Government/NGOs by conducting the
awareness camps of various developmental programmes within the short intervals at
village, Panchayat and Block levels. Some arrangements shoud be made by the Govt.
to market their goods.
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