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Prepared by DIC Nadia

1. Cluster Product, Place and Geographical Map

Brass and bell metal cluster of Dharmada-Murogachha-Sadhanpara is situated at Sadar-subdivision of Nadia District. This cluster spread over three gram panchyat area. Dharmada and Murogachha come under Nakasahipara block and Sadhanpara is within the Krishnagar-II block. The distance from Krishnagar (district head quarter) to this cluster is twenty five km and it is well connected by road and rail. This cluster mainly manufactures the brass and bell metal utensils that are required for domestic purpose and also for other certain occasions like marriage, puja, festival etc.  Around 80% of the produce is of brass (composition of alloy: copper 60% and zinc40%) while 20% are of bell metal (copper: 70% and tin 30%).  Following is the list of some of the items of this cluster.

Table 1: Product and Status

	Description of Product
	Weight in gram
	Whether

Winner/Looser

	Plate (Thala)
	500-1200
	Winner

	Glass
	70-900
	Winner

	Bowl (Bati)
	100-700
	Winner

	Limpet
	30
	Looser

	Spoon
	50-60
	Looser

	Kartal (Musical Instrument)
	300-400
	Looser


Geographical Map of the concerned area along with distribution of firms is given below:
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2. History of The Cluster & Its Turning Point

No written document that may provide some information relating to the historical background towards formation of this cluster was found available during field survey.  Nonetheless, some interviews had at the time of visit with some knowledgeable old persons residing in the cluster pointed out that this cluster started forming in the middle half of 18th century.  Following some historical cause not known to the present local inhabitants a group of people living at Ballavpur (now situated in Bangladesh) migrated during that period and settled at Bahirgachhi area.  Similarly, there was another group who came from Burdwan for same cause and settled down at Sadhanpara area.  These departed people, by caste all Kangshabaniks were artisans of metal products and they basically worked on various brass bell metal artic raft that were generally adorned in various furniture & fixture of king’s court.  

After settling at Sadhanpara and Bahirgachhi, they also started production of aforesaid items since they were reluctant to take farming as their profession.  A canal locally called Gurgure, passed by this cluster was used as way of freight shipment from Kolkata to Murshidabad.  Bell metal utensils of Khagra, came under notice to such artisans owing to this movement and they started production sporadically of such utensils in the cluster.

With the passage of time, after interacting with the counter part of Khagra based artisans, this activity got a momentum and gradually spread throughout this cluster area.

Up to the end of 19th century this trade was mostly unorganized and confined within the group of departed artisans. The take off stage of the cluster started from first half to middle of 20th century. Reputed metal traders of Kolkata. Khagra, Nabadwip opened their shops within the cluster and it led to tremendous enthusiasm of the artisans as well as the original inhabitants of this area. Being encouraged more and more people took this activity for livelihood and strength of conglomeration amongst manufacturing firm was on the rise.  During Second World War, the rejected bullet available at Dhubulia Military Camp just adjacent to the cluster had been used as raw-material.  Besides, the bell scrap this raw-material was available at very low price.  

The cluster experienced a golden time during the first three decades in the post independence period. During the 50s, 60s and 70s, a steady growth of this trade was envisaged and almost all manufacturing enterprises of this cluster, earned huge profit.  The wealth, whatever possessed by the artisans at present accumulated at that time.  Products of this cluster got reputation and snatched a considerable local and regional market at that time.  Economic Upliftment to the cluster stakeholder, had also been observed to a great extent during that period 

This cluster faced recession since the eighties.  The phenomenon, which harmed most to the cluster, was the stiff rise in price of raw-material and coal.  Cheaper substitute like aluminium and competing products from outside the cluster (more due to improved transportation system) market have adversely affected the growth of brass utensils. This apart, stiff competition with technologically upgraded product, modern design also caused the loosing of market of the cluster.  For all these reasons, large exodus of work force from this trade has presently been observed.  People earlier involved with this trade had to venture even outside the state at present to look for their livelihood.  Steep fall of number of firms from nearly 350 to 150 at present is a testimony to this truth. 

3. National / International Industry and Benchmark cluster scenarios and Major Learning

3.1 National Scenario

From 1990-91 onwards, the Indian economy is witnessing a commendable performance in the export of handicraft items.  The major destinations of such export are USA, UK, and Germany.  Following diagram depicts a picture in this regard.
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Source: Commerce & Industries, GOI

Like other items, Brass & Bell Metal handicrafts and household wares find an important place in the EXIM map of handicraft in India.  The Import-Export trend of certain articles of this group envisages appreciable performance in the last two years, in exports. Imports, on the other hand, show an appreciable decline.

Table 2: Exports of Brass & Bell Metal Handicrafts

	HS Code
	2004-05
	% Share
	2005-06
	% Share
	% Growth

	7403
	429.26
	0.51
	724.58
	0.7
	68.8

	7407
	7.5
	0.009
	16.81
	0.17
	124.13

	7408
	237.07
	0.28
	419.41
	0.41
	76.91

	7409
	47.66
	0.06
	62.08
	0.6
	30.26

	7412
	3.47
	0.004
	7.15
	0.007
	105.84

	7418
	48.47
	0.058
	39.92
	0.034
	-27.64

	7419
	110.95
	0.13
	157.22
	0.15
	41.7

	8302
	95.08
	0.114
	116.69
	0.113
	22.73

	8442
	15.19
	0.018
	18.2
	0.017
	19.81

	9205
	0.21
	0
	1.2
	0.001
	458.78

	8208
	5.1
	0.006
	11.13
	0.01
	118.39


Source: Commerce & Industries, GOI

Table 3: Imports of Brass & Bell Metal Handicrafts

	HS Code
	2004-05
	% Share
	2005-06
	% Share
	% Growth

	7403
	181.25
	0.12
	23.77
	0.05
	-86.89

	7407
	146.17
	0.1
	34.88
	0.08
	-76.27

	7408
	87.15
	0.06
	28.15
	0.07
	-67.70

	7409
	37.79
	0.03
	11.54
	0.03
	-69.46

	7412
	5.56
	0.004
	2.69
	0.006
	-51.62

	7418
	6.7
	0.004
	1.17
	0.002
	-82.54

	7419
	9.28
	0.006
	3.37
	0.008
	-63.69

	8302
	39.32
	0.03
	12.62
	0.003
	-67.90

	8442
	27.39
	0.02
	6.94
	0.02
	-74.65

	9205
	0.28
	0
	0.03
	0
	-89.26

	8208
	19.37
	0.013
	5.47
	0.013
	-71.76


Source: Commerce & Industries, GOI

          The prominent clusters of Brass & Bell Metal industry in India are as follows

1.  Gujrat - Amrali, Tamnagar, Mutch, Porbandar,     Surendranagar, Dhrangadra.

2. Bihar - Patna

3. Chhatrishgarh - Bastu, Raigarh

4. Haryana - Faridabad, Rewari, Sonepat, Yamunanagar

5. Uttar Pradesh - Aligarh, Moradabad
6. Andhra Pradesh - Warrangal, Chittoan

7. Delhi

3.2 International Scenario of Art Metal ware

India occupies an important position in art metal ware industries in international sphere. Among the top ten exporting countries, India’s position is second followed by China. International Market Measurement of art metal ware is summarized below.

Table 4: International Market Measurement of Art Metal ware

	Market Measurement
	Details

	World Market Size in 2003
	US $ 1.94bn

	CAGR(1999-2003)
	5.2%

	Growth Rate (2002-2003)
	3.4%

	Market share of Top Three Importing Countries
	61.6%

	Market share of Top Three Exporting Countries
	71.4%


Source: Frost & Sulivan

(a) The product category includes decorative products like statuettes and other ornaments of base metal plated and non-plated with precious metal as well as metal frames or photographs, mirrors covered under HS Code 8306 including gongs and other non-electric bells of base metal.  In addition it also includes utility articles like table, kitchen or other household articles of copper, brass, and alloys covered under HS Code 7418 and buttons of base metal not covered with textile material covered under HS Code 960622.

(b) The most important sub-product category is statuettes and other ornaments of base metal not plated with precious metal followed by metal frames and then by buttons of base metal and table and kitchen and other household articles of copper and lastly gongs and other non-electric bells of base metal.

(c) Among the statuettes there has been an increasing demand for large ones

that are used for outdoor decorations especially in the European union              countries.

(d) The world imports of Art meta ware as a product category was growing at a relatively high rate till 2002 mainly due to the large and increasing imports of art metal ware by USA which is the largest importer.  However since 2003 both USA and Canada have been showing decreasing imports which has adversely affected overall growth rate of the category.

(e) However the European Union countries are importing increasing volumes of art metal ware there by at least partly compensating for the decreased imports by large importers like US and Canada.

(f) Though the imports of art metal ware account for a relatively lower import value as compared to other product categories it is still a important category for Asian exporting nations because they are the most dominant exporters in the category and their craftsmanship and product quality is well accepted by the western importing nations.

            Major Importing Nations

Table 5: Art Metal ware - Top Ten Importing Nations

	Importing 

Country
	Import Value ($ Billion)

(2003)
	Growth Rate (%)

(2003-04)
	CAGR(%)

(1999-2003)

	USA
	0.75
	0.6
	5.1

	Hong Kong
	0.33
	-9.6
	6.8

	Germany
	0.11
	28.3
	7.1

	United Kingdom
	0.09
	7.4
	3.1

	France
	0.05
	8.8
	-2.3

	Netherlands
	0.05
	26.8
	8.7

	Spain
	0.05
	9.4
	6.9

	Canada
	0.04
	7.8
	7.5

	China
	0.03
	22.2
	8.5

	Japan
	0.03
	7.5
	6.0


Source: Frost & Sulivan

· The top ten countries listed above on the basis of their five year import totals from 1999-2003 continue to be the 10 largest importing nations accounting for 80.9% of the total imports in 2003.

· The other importing nations who are showing increase in imports since 2003 are European Union countries like Italy(US$ 31 Million) with a growth rate 

of 21.5% in 2003, Belgium (US$ 27 Million) with a growth rate of 9.1% in 2003, Austria (US$ 24Million) with a growth rate of 38% in 2003, Denmark (US $ 27 Million) with a growth rate of 11.3% in 2003 and other countries like Australia (US$19Million) with a growth rate of 9.6% in 2003 and Switzerland (US $ 27 Million) with a growth rate of 16.6% in 2003.  

· The European Union countries listed above currently account for relatively low volumes of imports but are important because they are growing markets.

ATTRACTIVENESS OF DIFFERENT MARKETS

                      ART METAL – TOP IMPORTERS




Source: Frost & Sulivan


Significant – Countries having relatively large market share but relatively lower rates 

Prominent - Countries having high growth rate as well as substantial market shares

Attractive - Countries having high growth rate

Least Attractive - Countries having relatively low and fluctuating growth rates and relatively lower market share

· The US still remains the largest importer, however presently the demand of decorative metal articles is experiencing a slump.

· However all the European Union countries are showing increasing imports of art metal ware since 2002 and are expected to continue to be important target markets for the product category especially the large statuettes of brass.

· China is major importer of statuettes from Japan, Hong Kong, Korea and Taiwan as well as an exporter of other decorative articles of metal to mostly US.

· From the perspective of Asian exporting nations the European Union countries are currently most attractive followed by US and Japan which are important for long term trade relations.

Major Exporting Nations

Table 6: Art Metal ware - Top Ten Exporting Nations

	Exporting

Country
	Export Value($ Billion)

(2003)
	Growth Rate (%)

(2002-03)
	CAGR

(1999-2003)

	China
	1.13
	4.3
	13.7

	India
	0.16
	6.0
	-2.5

	Italy
	0.08
	5.5
	-2.0

	Taiwan
	0.05
	0.9
	-16.2

	Hong Kong
	0.05
	-25.5
	-7.3

	Germany
	0.06
	22.5
	2.5

	USA
	0.04
	-9.2
	-5.4

	Thailand
	0.04
	11.1
	-0.4

	Mexico
	0.02
	-19.6
	5.9

	France
	0.03
	9.9
	-5.2


Source: Frost & Sulivan

· The top ten countries listed above are on the basis of their five year import totals from 1999-2003.  However the shifting of Taiwanese firms to mainland China to reap cost benefits has resulted in the continuous decline of direct exports by Taiwan, causing Taiwan to slip to the 7th position in 2003.

· Another significant change has been with respect to Mexico who ;in the face of increased price competition from Asian countries especially China has

been rapidly losing market share and is currently the 12th largest exporter as per 2003 rankings.

· The only other noteworthy exporter in terms of increasing competitiveness and market share is Vietnam who has been making sustained efforts and showing double digit growth rates since 2001.

RELATIVE COMPETITIVENESS OF EXPORTING NATIONS




Source: Frost & Sulivan
Aspirants – Countries having relatively large market share but relatively lower growth rates.

Leaders – Countries having high growth rates as well as substantial market share.

Climbers – Countries having high growth rates.

Not Well Off  - Countries having relatively low & fluctuating growth rate and relatively lower market share.
· Considering the lower and middle end market segments, china is the single largest exporter and the fiercest competitor.  India is the second largest exporter and is expected to continue to increase its market share due to its traditional expertise and high degree of craftsmanship.

· Though Italy is the third largest exporter its exports are mostly in the high-end category were in it has reputed manufacturers like Alessi who are specialized in high quality and design.

· The only other exporting nations who are competitive are Vietnam and Malaysian in the case of decorative articles made of Pewter.

3.3    Bench mark Indian Cluster and Major Lessons thereof

Moradabad is a city in north central India in Uttar Pradesh state.  The brassware industry of Moradabad is centuries old and it is believed that the brassware industry originated from Moradabad and spread to the rest of the country.  The brass work of Moradabad has carved a niche in India and abroad for its intricately itched metal ware products. 

The industry provides significant employment and generates valuable foreign exchange by exporting these products to European countries and USA.  A study by ILO reveals that was on export worth Rs.  2000 Crores in 1997-98 by the brassware industry of Moradabad.  Although there is no data available on the exact number of people engaged in the industry, based on rough estimate it provides employment to more that 1.5 Lakh person.  The following table indicates the significance of the industry

Table 7: Employment and Export of the Industry

	Indicator


	Number

	Employment(persons)

Value of export*

(Rs. Crores)


(US dollar, millions)


	                     >1.5 Lakhs

                            2,000

                              420


*in 1997-1998, US dollar= Rs 48                  Source: ILO Study

3.3.1 Size of the Industry in Moradabad

There is no data available with the government and related institutions like District Industries Centre (DIC) on the exact number of household units undertaking various production activities in the brassware industry.  There are about 3,000-4,000 units registered with the DIC.  However, based on the information made available by exporters and other stakeholders in the industry, there appear to be more that 25,000 units including household units and small manufactures (karkhanedars).  There are about 1,000 exporters based in Moradabad.  In addition to them, there are buying agents based in metropolitan cities like Delhi, Bombay, Chennai, Calcutta and Bangalore who interact with importers in foreign countries and places orders with Moradabad based exporters.  In a large number of cases, exporters have direct links with importers in foreign countries and do not deal through buying agents.

Table 8: Size of the Industry

	Type


	Number

	Household and small manufacturing units.

Exporters
	>25,000

>1,000


Source: ILO Study

3.3.2 Products

There is a large number of brassware products being made by the industry.  The number of these products amounts to hundreds as reported by exporters and manufacture.  All the exporters trade in different kinds of products with a variety of designs according to the requirements of importers.  Some of the products being made include.

.
Candle stands

.
Cutlery items

.
Fruit and vegetable containers of different sizes and designs

.
Bowls of different sizes and designs

.
Decorative items

3.3.3 Production processes

The brassware industry constitutes a large number of production units that undertake different production processes.  These units undertake production processes up to a certain stage and pass the intermediate products to other units in the supply chain to undertake further processing and value addition depending upon the buyers’ requirements. There are two methods of making brassware and related products in the industry.  Usually  such products use raw materials as

.
Brass sheet

.
Brass scrap

Production of brassware from sheet is simple and involves operations like hammering and folding to provide the sheet the desired  shape and welding, polishing and engraving depending upon the types of products to be made.  Production of brassware with the use of brass scrap is elaborate and involves a number of production processes including

· Ingot making of brass (locally known as silly making )

· Melting and casting

· Scraping(with the help of chisels on jobs rotated by motors)

· Welding (with the help of gas welding and stove)

· Polishing (by buffing and grinding)

· Electro-plating, engraving and colouring

Other advanced processes like lacquering, blasting and powder coating are also undertaken depending upon the requirements of such value addition in products.

3.3.4 Structure of the industry in Moradabad

Household units undertake some production processes and export units that have in-house facilities for the purpose undertake others.  Processes like silly making and melting and casting are undertaken exclusively at the household level by artisans whereas scraping, welding, polishing, plating and coloring 

are undertaken at household level as well as in the export units.  There are two categories of exporters.

· Merchant exporters – undertake only packaging and export operations.

· Manufacturer exporters -   undertake operations like welding, polishing, plating, packaging in addition to export activity.

A majority of exporters have in-house facilities in a limited way for polishing and plating operations in addition to undertaking packaging operations for finished products.  A significant proportion of exporters also depend on outside units for completing these operations in case the requirements for such activities exceed their in house capacity.  A limited number of exporters also have productions facilities for blasting and powder coating.  A government institute, Metal Handicrafts Service Centre in Moradabad offers services for plating, blasting, coating and lacquering to the industry on a fee basis.

3.3.5 Interlinks among various production units and extent of 

subcontract

All the enterprises in the brassware industry of Moradabad can be said to be operating at three levels.  At the bottom level are the household units that work for small manufacturers (locally known as karkhanedars) who in turn obtain orders from exporters.  Therefore, these household units are subcontracted by karkhanedars.  Karkhanedars, are at the second level and at the top level are exporters.  Karkhanedars normally have their own units that undertake operations like scraping, welding and polishing in-house whereas they subcontract the work of casting to household units that undertake the melting and casting operations.  In many cases karkhanedars also subcontract the work of scraping, welding and polishing to household units that exist for this purpose.  These linkages among various enterprises are presented below.

There is a give and take process of input outflow from exporters to output inflow from household units.







In addition to the above links, there are contractors for undertaking jobs like polishing, plating and packaging.  They supply workers mainly to exporters to undertake these works on contract.  The exporters normally provide machines and infrastructure housed on their own premises.

3.3.6 Business relationship among these units

There are two systems prevailing in the industry as to who makes investment in the main raw material (brass ingot).  In some cases, exporters while placing an order with karkhanedars provide raw materials in the forrm of brass ingot (silly) or provide part cash advance to buy brass ingots.  In a good number of cases, arranging raw material (ingot) is the responsibility of karkhanedars and they invest their own funds for this purpose.  Karkhanedars provide these brass ingots along with the dyes to be used in casting to household units for undertaking the casting operation.  Household casting units undertake the process and are paid on a piece rate basis by karkhanedars.  These castings are then scraped either in the units of karkhanedars by workers employed for the purpose or are subcontracted to other household scraping units on a piece rate basis.  In a similar way, operations like welding, polishing and colouring are undertaken by karkhanedars.  Thus, investment in the raw material (brass ingot) is made either by exporters or by karkhanedars depending upon the terms of the deal.

3.3.7 Accessibility to Credit

The accessibility of house hold and small manufacturing units to bank finance is almost nil. Formal source of credit are accessible only for exports units. No house hold units and small manufacturing units reported having taken any loans from commercial banks to meet their credit requirement, 

3.3.8 Working Environment
Working environment of units at Moradabad undertaking processing like ingot-making, melting and casting, scraping , polishing, and welding are of great significance as these operation are being undertaking in abysmally poor condition.  The following point summarizes  the status of the working environment in small and micro enterprises of the brass ware industry of Moradabad : (1)lot of smoke and metal fumes inhaled by workers because very few units have chimneys and exhaust fans and workers do not use masks for the nose and mouth, (2) hands and eyes of workers are exposed to a very high temperature because they do not use any protective covers, (3) wrong working postures of workers, (4) fine and sharp metal scrap and particles enter into the fingers and palms causing frequent injuries and cuts to the workers and (5) in buffing operations a lot of black dust and metal particles are spread and are inhaled by workers because they do not use masks for nose and mouth.

3.3.9 Major Learning from Moradabad Cluster

· Most of the unit in Moradabad makes brass ingots by mixing virgin metal of copper (60%) and zinc ( 40%).  By this process unit concerned can maintain the quality and same is completely impossible if brass scrap being used as raw materials. So brass ingot instead of scrap should be used as raw material for quality product.

· The cluster of Moradabad has been able to produce different kinds of products with variety of designs.  This makes easier to exporters and manufacturers to capture large market share of the art metal ware in India and abroad. Product diversification, as it happens in Moradabad, should be followed here and that can give a new lease of life of a potential cluster like ours.  

· Interlinking among various specialized production units and extent of subcontracting is the most important learning from Moradabad cluster.  This phenomena leads specialization in production which ultimately enhances the productivity and competitiveness to a great extent.

· Advanced processes like lacquering ,blasting and powder coating are also undertaken at Moradabad depending upon the requirement of such value addition in products.  These advance processes are very much important for export.  So installation of such processes in a cluster like ours can go a long way towards exporting the product abroad.

· Occupational hazards may be a fall out of development and this needs to be taken care of.

 

4. Cluster Macro Data & Stakeholders
4.1 Principal Firms and its installed capacity  

At present there are approximately 150 manufacturing enterprises operating in the cluster. Out of that 140 units are household based artisans’ firms and remaining 10 units are micro SSI firms. Production process of household based artisans’ firms includes melting, casting and scraping by chisel on jobs with hand operated motor while 10 micro manufacturing firms, apart from these, have machining and finishing section. More and more manufacturing enterprises are reportedly being closed due to the reason of low surplus generation. Although there is no data available on the exact number of enterprises closing production in the cluster, based on field level experience it reveals that the closure rate is around 10% per year. 

Here household based artisans’ firms have the productive capacity of 12 kg per day while that of Micro SSI firms is 22 kg per day. It is pertinent to mention here that size of furnace for melting the metal is being considered the production capacity. Generally household based artisans’ Firms have low sized furnace and micro SSI firms have the high sized furnace. Let us assume that there be 25 working days in a month. If all firms are supposed to continue their production throughout the month, the installed capacity of the cluster as a whole can be worked out as follows.

Table 9: Productive Capacity of the Firms

	Category of Firm
	Number
	Capacity

Per day Basis

In kg
	Capacity

Yearly Basis

In kg
	Total

In MT

	(1)
	(2)
	(3)
	(4)

(3) X 300
	(5)

(4) X (2)

	Artisans firms 
	140
	12
	3600
	504

	Micro SSI firms 
	10
	22
	6600
	66

	Total
	150
	34
	10200
	570


4.2 Turnover and Capacity Utilization of Principal Firms

It is observed from field survey that owing to several factors as discussed in AOBO section, household based artisans’ firms on an average can continue their production 7 days per month and on the other hand Micro SSI firms can do same for 20 days in a month. It is also reported that the current selling price of brass metal is Rs. 250 per kg. Based on the observations  turnover of the cluster as a whole is estimated at Rs 4.5 crores.

Table 10: Turnover and Capacity Utilization

	Category

Of Firm
	Number
	Per day

Production in Kg


	Average

Day of

Prod/Month
	Yearly

Production

In Kg

per Firm
	Production of

Cluster

In MT
	Turn

Over

In Crores

	(1)
	(2)
	(3)
	(4)
	(5)

(3)X(4)X12
	(6)

(5)X(2)
	(7)

(6)X 250/-

	AF 
	140
	12
	7
	1008
	141
	3.53

	 MF
	10
	22
	20
	5280
	53
	1.32

	Total
	150
	
	
	
	194
	4.85


AF – Artisan Firm   MF – Micro SSI Firm

From the above two table it is evident that the cluster at present  are utilizing 194 MT (i.e. 34%) of 570 MT installed capacity. Under utilization capacity to that extent brings about very meager earnings to almost all the stakeholders. It is found from the field visit that on an average production of each kilogram of brass metal ware gives the enterprise Rs. 20/- as profit margin. On the basis of this, earnings of principal stake-holders can be stated as follows.

Table 11: Earnings of Stakeholders

	Category
	Monthly Production

(in kg)
	Profit earned per month

(in Rupees)



	AF
	84
	1680/-

	 MF
	440
	8800/-


This very low income of the AF badly affects the cluster actors as this is their sole livelihood.

4.3 Investment

AFs are working like melting casting and scrapping.  The fixed capital involved in their production process are factory shed, fixed furnace made of earth with hand blower, some tools and implements and hand operated motor.  Working capital are scarcely found in such firms in the form of goods-in-process, stock-in-trade, sundry debtors if any and stock of raw-materials.  The investment to its nearest approximation in small firms as has been worked out during survey is Rs.25,000/-.  On the other hand,  MFs besides possession of  aforesaid assets, are  having with welding, grinding, buffing machine etc. The investment in large firms is around Rs.1,00,000/-. Therefore the investment of the cluster is stated as follows.

Table 12: Investments

	Category
	Number
	Investment

(in Rupees)
	Total

(in Rupees)

	AF
	140
	25000/-
	35,00,000/-

	MF
	10
	1,00,000/-
	10,00,000/-

	Total
	150
	
	45,00,000/-


4.4 Employment Generation 

It is understood well from the above analysis that the  labour intensive technology is followed here and consequently the scope of employment generation is high.  As melting, casting, scrapping, welding, grinding  and buffing is being carried on by labour, so, every artisan firm needs 4/5 labour while micro firm requires on an 

average 7/8 labour for their operation.  Altogether cluster, as a whole, generates 600 employment directly.  In addition to this, there are also indirect employment.  

Raw-material supplier, machine supplier, traders, marketing  agents, are the few example of such.  A rough estimation in this regard, has been worked out as 200.  

4.5 Marketing & Export

There are 140 no of marketing agents and 10 no. of traders in this cluster.  On an average marketing agents sell worth Rs.50,000/- per month and traders himself, beside being acted as stockiest, sell on an average Rs1,00,000/- per month.  The amount of total sell, undertaken by the cluster stakeholder, comes to Rs.9.6 crores  per annum.  It is very relevant to note here that the marketing agents are selling product worth Rs.9.6 crores while the value of production of principal firms of this cluster, stands at Rs.4.85 crores.  So, bulk amounts of product worth Rs.4.75 crores, although marketed by cluster stakeholder, come from outside due to several reasons discussed in AOBO.  This is a very positive point of development of this cluster and it will be analyzed in SWOT.  No export is reported in the cluster.

4.6 Typologies of other Stake holder- Number & Growth rate thereof

Typologies and number of each stakeholder and their growth rate are summarized in the adjoining table.

Table 13: Different Stakeholders and their Growth

	Description of Stake holder
	Number
	Growth rate

	Raw Material Supplier
	15
	 Stagnant

	Machine Supplier
	1
	 Stagnant

	Trader
	10
	 Stagnant

	Marketing Agent
	140
	 10%

	Financial Institution
	6
	Positive

	Support Institution *
	6
	NA

	Technical Institution #
	5
	NA

	Self-help Group & NGO
	15
	Positive

	Association
	1
	Stagnant


It is evident from the above table that the number of Marketing Agent is increasing by 10% per year which reflects a de-industrialization in the sense that artisans involved earlier in production process give up this job for low profit and takes marketing as profession for higher earnings. This tendency needs to be arrested in future.

Practically speaking, this cluster does have no network at present. Mahajan, inreality control majority of the activity of the cluster. In the backward linkage section, these Mahajan are the raw material supplier and in the forwarding linkage section they procure all products from manufacturing firm and sell these products to different marketing agent for marketing the same to various retail outlet. There is no network within the cluster for marketing. Interrelation between Association, NGO, SGSY group and other support institutions are very weak. However following Institutions may act as catalyst to the cluster development.

(1) District Industries Center (DIC) : DIC under the Directorate of Cottage & Small Scale Industries, Govt of West Bengal, can play an important role in the cluster development. More than 100 manufacturing firm are registered with the DIC, Nadia and they were provided with coal at govt determined price in the past. But this system is not prevalent at present. Equipped with well experienced expertise, DIC, Nadia can render various logistics support like finance, raw material, coal to the artisans. This center also provides marketing assistance arranging fair participation, buyers/sellers meet etc. With the assistance of other agencies DIC, Nadia can also organize awareness programme, EDP, exposure visit for trust building of the cluster.

(2) Small Industries Service Institute (SISI): SISI Kolkata may play important role in the development process of cluster. At present the activity undertaken by this Institute is nil. They can take part in the EDP to be taken up in the cluster for enhancing entrepreneurship’ capability of cluster stakeholder.

(3) BPC Institute of Technology, Krishnagar: This is a state govt controlled Polytechnic. Though there is no metallurgy dept in this institute, however its mechanical dept is well equipped and they can render help for developing the present casting & melting process of the cluster. This institute is now no way related with this cluster, but the community cell of this Polytechnic is very much keen to take part in the ensuing cluster development programme.

(4) Industrial Training Center, Krishnagar: This is also a state govt controlled training center. Here the course on welding, fitter is on the progress. For skill development purpose particularly in welding, grinding, buffing, we may get some service from this institute.

(5) Jadavpur University, Kolkata: This is an institute of national repute and they are developing several technologies in the field of metallurgy. For upgradation of technology, implementation of quality control measures, the metallurgy dept of this university can do lot. This cluster has no relation with such  University at present. However they may be the appropriate BDS providers in the sphere of transfer of technology when cluster development to be implemented in full swing.

(6) Metal Handicraft Service Center (MHSC): This center works under the Ministry of Textiles, GOI for providing various services to brass ware industry at Moradabad. In addition to providing services like electro-plating, polishing, power coating and lacquering on a commercial basis, it also has a fully equipped laboratory for testing and research purpose. Exporters use the testing facilities to ensure that brassware product meet international standard of quality. This center also has dye-making unit with CAD facilities. This apart MHSC conduct training programme of various kinds to upgrade the skill of artisans and technicians working in the industry. So various services we may have from this center in our programme. On being communicated with this center, they have evinced interest to take part in our cluster development. Since the majority of export of metal ware being undertaken from Moradabad this center may help to a great extent to our cluster for  setting up linkage with various exporters.

(7) NABARD: Nadia office of NABARD is very much interested to be an important player of this cluster development. Following their initiatives, a group of 19 artisans has taken part an exposure visits at Moradabad in recent past. NABARD is also very keen to part with their fund for undertaking various development activities in this cluster. In addition NABARD has been giving number of logistics support to Nadia Gramin Bank (RRB) towards group financing. They have also expressed interest to finance Joint Liability Group to be formed under cluster development.

(8) National Small Industries Corporation (NSIC): NSIC at present is no way related with the cluster. However in course of cluster development a number issues like raw material support, machinery purchase through its hire purchase scheme, single point registration for marketing assistance may be taken up for implementation. Close linkage of cluster with this corporation paves the way to avail various opportunities in the days to come.

(9) Bank and other financial institutions: In connection with the easy accessibility of institutional credit to the cluster stakeholder, three bank branches of two PSU bank can do lot. At present the performance of credit flow to this sector undertaken by such bank is very poor. This can be made satisfactory if the process of cluster development makes the activity surplus generating. Other support financial institutions like West Bengal Schedule Caste & Schedule Tribe Financial Corporation, West Bengal Minority Financial Development Corporation, Khadi & Village Industries Board, different Micro Financial Institution, Co-operative Banks, RRB have an important role in this regard, Although they are all present working, but coverage and quantum of assistance being provided without proper screening resulting wastage of public money. 

(10) There is only one association namely Dharmada-Murogachha-Sadhanpara-Anchalik Kansa-Pital-Khudra-Kutir-Silpa-Unanyan Samity.  This Samity has been registered in the year 2000 and working in the interest of the people who are involved with the brass/bell metal trade.  At present, 83 number of manufacturing enterprise and 97 number of marketing agents are bonafide  members of this society.  Up-to-date audit report of this society shows  Rs.22,033.35 as assets.  Main functioning of the society is to facilitate the process of marketing.  Since the whole trade of the cluster runs without cash memo or money receipt, cluster stake-holders often envisage police harassment.  This society looks after this issue with the help of administration, customs dept. etc.  System of providing coal by this society to manufacturing enterprise at reasonable rate was in vogue at past. But, at present, this society has nothing to do for its member involved in manufacturing activity.  This creates a frustration and consequently more and move manufacturers are leaving the society.  The manufacturers who were previously dominating the society has now come to minority.

5. Value Chain Analysis and Major learning
The production process of artisan firms includes Melting, Casting & Scraping while those of micro firm are in addition doing the job of polishing by Grinding and Buffing. The value addition at each stage of the production process is different and essentially depends upon the kind and size of products to be made. For example, value addition at the casting stage depends on the size and weight of individual products. For example smaller sized product having less weight value addition at the casting stage is more compared to large sized products having more weight. Value addition also depends upon the kind of finishing to be made on the product. The table (following page) indicates the amount of value addition based on the unit weight of raw material.

Table 14: Value Addition

	Process – stage of

production
	Value Addition

	
	Rs/Kg of brass
	Cost after Value Addition Rs/ Kg of brass
	% of Final value ex - Cluster

	Production Process

	Brass Scrap
	200/-
	
	75

	Casting & Melting
	25/-
	225/-
	10

	Scraping
	5/-
	230/-
	2

	Finishing Operation

	Grinding
	6/-
	236/-
	2

	Buffing
	6/-
	242/-
	2

	Sub-Total                                                         242/-                         91

	Marketing

	Forwarding by Trader
	3/-
	245/-
	1

	Forwarding by Marketing Agent
	5/-
	250
	2

	Retail
	15/-
	265/-
	6

	Total
	
	
	100


Major Learning from the Value Chain Analysis

· It is evident from the above table that value addition of about 87% of the value ex-cluster is undertaken by artisan firms involved in different production process and 4% of value addition is undertaken only by the micro firm. 9% value addition at the time of selling is here observed.

· Value addition of about 12% takes place at the production stage and at about 4% at the finishing stage. It is also observed that substantial proportion (75%) of the value addition takes place during raw material procurement and this implies that old and traditional method of production process is followed by the principal firms. Instead of 25 % value addition to the level of 40% on raw material will be ideal situation and this should be our goal.

6. ANALYSIS OF BUSINESS OPERATION

6.1 Raw Material

All enterprises of this cluster are using old brass scrap as raw materials.  The traders (locally called Mahajans) working within the cluster generally place order to manufacturing units.  These units during executing such orders, are provided with brass scrap by the Mahajans.  These scraps are almost of poor quality and availability of the same to the artisans’ units are totally controlled by the Mahajan. As the AFs have no working capital to purchase raw material directly from market,the production in reality of such firms depends upon the whims of Mahajans.  Brass ingot made of virgin metal is not being used as raw materials in this cluster, because  the process of making ingot from virgin metal is unknown to all enterprises.  Even if it is made known the dearth of working capital for purchasing the virgin metal compel the unit owner to approach the Mahajans. Moreover the coke that is used in coal fired furnaces in all the units,   is now sold at the market @ Rs. 4 per kg .  Based on rough estimate , it reveals that the expenditure incurred for melting and casting of 1 kg brass metal by coke is Rs 8 /- .  Regular supply of coke in the local market is also a problem of this cluster. 

On the basis of above observations, problems suffered by the cluster in respect of raw materials are summarized below:

· Poor quality of brass scrap is being used as raw materials in all unit which often causes cracking and spillage during casting. These wastages make the cost of production of higher.

· Availability & price of raw material is controlled by traders resulting the production of artisan firms depends upon the whims the traders. 

· Cost of energy seems to be high which affects the competitiveness of products to a great extent.

Steps recommended to sort out such problems are stated here under.

· Setting up a raw material bank with the assistant form NSIC, DIC or any other agency for the supplying the brass ingot / good quality brass scrap to the enterprises on reasonable rate.  

· Arrangement to be made within the cluster in such a way that AFs get access to raw materials at reasonable price.

· Easy availability of the raw material to be ensured for better capacity utilization particularly to Artisans’ firms.  

· As the coal cost is high it may be if possible substituted by oil by way of changing of the type of furnace to get a competitive edge of the product.             

6.2 Production and Technology

The production process of small firms consisting of melting, casting, scraping and that of large firm, in addition to that includes polishing by grinding and buffing. The machine involve in the production process are all in a depreciated condition. The production process along with the technology the almost all the units are followed in the cluster are traditional and obsolete.  Particularly the casting process followed here is too old  The die made of alluvium soil is being used here and once the casting is completed, such die becomes fully gutted and it is not possible to utilize this for second time.  This wastage makes the  per unit  cost of production higher by an amount of Rs. 4/- . The process of principal produce of the cluster namely glass , bowl and circular plate is shown by following the flow chart.  
Manufacturing of Brass Glass 







    





It is evident from Value Chain Analysis that to ensure 40% value addition on raw material higher quality of polishing, colouring, electroplating needs to be taken. 

Manufacturing of Bowl







    





Manufacturing of Circular Plate (Thala)







    





There is no rolling mill in this cluster.  Brass sheet is supplied by the rolling mill of Matiary.  This sheet is of poor quality because it is produced by hot process.  Mechanization of process particularly in finishing stage is hardly 

seen in this cluster.  Even scraping and grinding are carried on by the chisel on job with hand operated motor. Moreover coal fired furnace being used in cluster are indigenous type so there is immense heat loss. To arrest such wastage and to lessen the burden of cost of coal, oil fired furnace of improved design with temperature controller needs to be introduced. As the age-old technology adversely affect the productivity and competitiveness of the product of the cluster following steps may now be recommended:

· To stop the wastage reportedly occurred during casting, fixed die made of any hard metal instead earth is to be introduced soon.

· The process of sand casting as it in vogue at Moradabad needs to be implemented here.

· For getting improved quality of good, sheet should be procured from such rolling mill where cold process is followed.

· Besides modernizing the existing machines that are used in the cluster, new technology like lacquering. Electroplating. Powder coating as adopted at Moradabad needs to be taken up for installation at the proposed CFC of this cluster with a view to undertake further processing and value addition in line with the lessons of Value Chain.

· Die of different kind and size depending upon the buyer’s requirement is very much needed. For this purpose a CAD center to be installed at the proposed CFC.

6.3 Marketing and Diversification of Product

Present market system of this cluster may be characterized as traditional and unorganized.  There is no dealers’ network functioning in the cluster.  Ten numbers of Traders (locally called Mahajan) are within the cluster who in practice, have full control over the marketing process of products of the cluster. Under such Mahajans, there are approximate 140 number of marketing agents and they are in reality, undertaking the process of marketing.  

Process of marketing at present:

Mahajans procure new utensils from the manufacturing unit exchanging brass scrap and nominal labour charges.  After obtaining it, Mahajan sells out such goods to different marketing agent (MA) as per their order.  Then, MA sends such goods by their individual arrangement to their respective retail outlet spreading through out West Bengal and small parts of Assam and Tripura.  Out of 150, three to four manufacturing units have their own marketing network.  These units collect order form retailer and supply to them directly.

Continuous loss incurred by the manufacturing enterprise within this cluster is a matter of great concern and it leads to robust erosion of assets. The enterprises earlier involved in manufacturing now starts trading brass utensils because later gives more earnings than former.  This process of the de-industrialization leads to complete destruction of cluster. 

Following observations are found out during field survey:

· As all the units of this cluster are producing same range of  product (brass utensils) for years and these products are becoming obsolete because cheaper substitutes like aluminium and stainless steel have come into the market, the demand for such product in the market, has been diminishing day by day.  Particularly, the customer is now, using these products only on special occasion.

· Due to old, traditional and technologically backward process, the weight of product of this cluster seems to be high.  The weight of same design product for example glass, is 200 grams in this cluster, while that of Moradabad is 80 grams.  So, Moradabad glass is quite cheaper than this cluster. Besides this price competition the cluster also faces stiff competition with Moradabad based design.  For such reason, the market share of this cluster has noticeably been falling at present.  

· Almost all the firms are producing same range of products for years.  But, in market, the demand for diversified product such as decorative items, novelty items and other household used utility items such as Flower vases, Candle stands, Wall hangers, Christmas decorative, Curtain rods, Tea & Coffee sets, Cutlery are  increasing resulting the marketing agents have to purchase such products from other manufacturing units located at Moradabad (UP) and Nabadwip, Matiary, Chakdah, Bally (all in West Bengal) and supply to it to the market.  Roughly, it is estimated that the product worth Rs.4.75 Crores being transacted every year in such way.

· No network is also found for transportation the product to market resulting high cost of sales.

· Lack of credit for marketing, deficient market intelligent/information are also being observed that causes a stumbling block towards introducing a modern marketing system in this cluster.

· Export from the cluster is reported to be nil at present.

Consequent upon such observations, following course of action may now be recommended towards establishing organised system of marketing at this cluster :

· For understanding the market of existing product of this cluster, scope of sub-contracting and on which range of the product, the diversification is proposed to be made, a market survey by a reputed organization needs to be taken up.

· Marketing networks within the cluster, are to be formed.  Present system of goods dispatch since it involves higher cost of sales, needs to be changed to joint transportation.

· On the basis of market survey report, diversification of product range is to be made with a view to explore new domestic market and export.

· Setting up a cyber café at the proposed CFC where small firms can have free access to Internet facility for relevant information regarding marketing and export.

· The coordination among several Govt organization like DIC, DC(Handicraft), NABARD is indeed essential for participation in various fairs, Buyers/sellers meet in India and abroad.

· Linkage with new markets and exporters. Mahajans may be encouraged in such a fashion that they will be exporter in future.

                     6.4 Finance

All most all the manufacturing enterprises of this cluster are doing job work.  The traders are coming along with Brass/Bell metal scrap and exchange new products from such scrap.  For day to day operation,  they do not have required working capital.  These enterprises purchase the coal needed for furnace out of their service charge.  Only on eight to ten comparatively large units, presence of working capital has been found out there.  The quantum of working capital in such units are also inadequate resulting under utilization of capacity. The accessibility of such units to bank finance is very poor. The reasons are that such units are not having with adequate and acceptable security and collateral, which is generally insisted on by banks during sanctioning and disbursing loans. To make the adequate working capital available in such units and to recover the artisans’ units under the clutches of Mahajans, credit flow needs to be enhanced in this cluster.  Present status of working of different bank and other financial institutions is summarized below

	Name of the

Bank/FI
	Credit  Flow
	Problems
	Remarks

	
	Direct
	Govt Sponsored
	
	

	UBI, Dharmada
	Comparing to previous year this year until now Rs 1.38 credit being extended in non-farm sector as against the target.  Break up as follows

Ind &

Service-0.56

Business-0.82

Poor position is reported in brass sector.
	PMRY under

05-06 & 06-07

-  Nil

SESRU under

05-06 & 06-07

-  Nil

REGP under

05-06 & 06-07

-  Nil


	Recovery (30%) at

present is the foremost problem.

Some times diversification of fund is observed.

Presence of willful defaulter is also cause of concern
	If the brass metal industry, backbone of local economy, can’t be made surplus generating, utilization of credit will be lower.

Interested in financing if anyone come with viable project.



	UBI, Sadhanpara
	Credit flow to Non-farm sector in previous year is reported Rs 2 crores.

Main sector:

Brass Metal

Handloom

Readymade Trading

Trading accorded high priority
	PMRY under

05-06 & 06-07

-  Nil

SESRU under

05-06 & 06-07

-  Nil

REGP under

05-06 & 06-07

-  Nil


	Very poor recovery is reported particularly in old loan and 50% recovery is in case of new advance
	In addition to the above remarks this bank is interested in group financing.

	Allahabad Bank, Murogachha
	Not Available during field visit
	PMRY under

05-06 & 06-07

-  Nil

SESRU under

05-06 & 06-07

-  Nil

REGP under

05-06 & 06-07

-  Nil


	Acute shortage of staff is reported.

Very few people are coming with the proposal of getting loan for different purpose.


	Interested in group financing.


WBSC & ST Finance Development Corp, WB Minority Finance Dev. Corp. has been playing important role towards extending credit to different productive sector. A good numbers of artisans unit took loan earlier from these two corporations.   NABARD also extend several logistic support to the RRB.  With the help of NABARD sponsored refinance scheme RRB has been achieving praiseworthy performance in group financing.

Apart from above, two NGOs founded by SIDBI, ICICI, UTI, PSU Banks are working within the cluster on micro financing.  Their target group is the women SHG.  A rough estimate reveals that near about 162 groups comprising 3000 women working on Handloom, Bidi manufacturing, Brass & Bell metal got loan on an average Rs.3000/- to Rs.4000/- during last six months. Though 100% recovery has been reported economic upliftment of the women in question has remained questionable since these MFI are charging exorbitant interest rates.

Based on the aforesaid present status of working of bank/financial institutions on the various activities of cluster, following actions may now  propose to be taken :

· Introduction of Network based financing with special emphasis on joint actions.

· Encouraging group financing instead of individual. Joint Liability Group under NABARD to be formed.

· Existing Monitoring system of different  bank/financial institution to be beefed up.

· Strong coordination among all the banks/financial institutions, which is an urgent need, to be followed in an effective way.

· Credit facilitation to Marketing Agents so that they can undertake the marketing process in their own way.

6.5 HRD & Training 

Baring 4 to 5 units, the proprietor himself  is the worker of all the units and all family members are engaged in this work.  They have received no formal training as yet.  They practically learn on the job and by observing others.  The sets of hand tool, fixture in use also have been developed by the artisans themselves. Though the workers are on the job for long time, their skill has not been upgraded to a desired limit.  Neither the Govt. nor any organization has taken initiative in past to organize skill development programme in this cluster.  Most of the proprietor/workers are illiterate.  Their awareness level is also very poor.  They do not have any knowledge regarding the development of brass metal industry in other parts of our country.  Lack of awareness along with traditional skill of craftsmanship retardate the development of brass metal industry in this area.  For all these reasons income of almost all principal stakeholders of cluster is very meager, say Rs.1700/- per month and it brings about large exodus of workforce from this activities to other profession at present.

To arrest such trend and to upgrade the existing skill of proprietor/workers, exposure to benchmark cluster and their products, skill development training programme, awareness campaign, EDP needs to be taken up with  utmost care.  We may have taken the expertise of following institution in this regard.

	Name of the Institution
	Area of Training

	Metal Handicraft Service Center,

Moradabad
	Ingot making, Casting, Engraving, Electro-plating, Lacquering, Powder coating, Design Development.

	Jadavpur University, Kolkata.
	Technological Modification, Quality Control. 

	B.P.C Institute of Technology, Krishnagar.

(State Govt Polytechnic)
	Scraping, Welding, Polishing.

	Industrial Training Centre, Krishnagar

(State Govt Institution)
	-Do-

	SISI, Kolkata

 DIC, Nadia.
	EDP

	Business linked training
	Karkhanedars of Moradabad cluster


6.6 Business Development Services (BDS) Providers

The business development service providers is not available in Dharmada-Murogachha-Sadhanpara Cluster.  There is no management institute, no R & D laboratory, no testing facilities, no design development institutes and no marketing experts available in the cluster even in Nadia district also.  Two ITI, one Polytechnic, two Engineering Colleges located in this district may provide different services in this respect.  Therefore, there is need to have networking and consortium among the  stakeholder of the cluster and setting up linkage with BDS to the cluster.  The metallurgy dept of the Jadavpur University is the institute of national repute and they are developing several technologies. They also expressed willingness to share experience in technology modification, quality control and training with this cluster development programme. So when need arises we can get their valuable guidance to enhance productivity and competitiveness of the cluster. Metal Handicraft Service Center (MHSC) at Moradabad works for rendering professional and technical advice to brass metal manufacturing unit to upgrade their production technologies for enhancing productivity and export worthiness. It has also a fully equipped laboratory for testing and research purpose. On being communicated they have evinced interest to take part our programme as BDS. Here the role of designers will also be extremely useful for introduction of new products.

Until now 15 nos of groups have been formed under SGSY within the cluster that are working on brass/bell metal industries.  Two NGOs namely All Backward Class Relief & Development Mission and Bandhan are working within 

the clusteras Micro Finance Institution covering different trade such as handloom, brass/bell metal, ready made garments selling etc.  Main activity of such NGO is to provide micro finance to women group for dealing in above mentioned trade.  These NGOs are funded with SIDBI, ICICI, UTI, ABN AMBRO, PSU Banks.  During inspection, it reveals that near about 165 group comprising 3000 women have already come under micro finance and 100% recovering from all borrowing groups is reported.

No networking among groups, NGOs, Associations are  found.  So, strengthening of coordination among these groups and associations needs to be set up for undertaking several joint actions.

6.7  Infrastructure

Main infrastructural bottlenecks suffered by the cluster are the inadequate power supply. Though majority of activities are carried on without power, however this problem  poses a stumbling block in near future when the Cluster development programme will be taken in full swing. This is more to say that a part of cluster (Dakshin Bahirgachhi) is yet to come under power. The position of road connectivity of the cluster is satisfactory. The NH 34 passes by the cluster and all the villages within it have a connection with this highway by metal road. So, attention, in this respect, should be given to undertake maintenance work regularly. Moreover cluster is connected with Sealdah-Lalgola rail services and the work of electrification of this route has currently been undertaken which may have secondary role in cluster development. 

6.8 Pollution & Working Environment

Not a single unit in the cluster has adopted pollution abetment measures. No units have chimneys and exhaust fans. The workers are inhaling smoke and metal fumes. Face, hands and eyes of workers are exposed to a very high temperature because they don’t use any protective covers. In the buffing and scraping operations a lot of black dust and metal particles are spread and are inhaled by workers because they do not use mask for nose and mouth. So workers should wear mask and gloves during working. Chimney & exhaust fan needs to be installed at each unit.

7. Present Cluster Map















RMS - Raw material supplier, MFI – Micro Finance Institution 

The present cluster map of brass & bell metal cluster at Dharmada-Murogachha-Sadhanpara is shown  in figure above.  It indicates various linkages amongst the cluster stakeholder that prevalent at present in the cluster.  The bold arrow indicates the strong linkages while dotted arrow indicates weak linkage that is to be developed in the cluster development.  Moreover, box  by bold line indicates the prevalence of the strong organization and that of dotted line indicates weak Organisation.

1.
In connection with backward linkage, it may be pointed out that raw material i.e. brass scrap, has been being supplied by the traders.  During marketing of finished goods, these scrap are collected from retail shop by the Marketing Agent and deposited the same to the Traders.  So, full control over raw-material supply is in the hands of Traders.  Two coal dealers are though working in the cluster, their condition is very poor.  This apart, there are some machine suppliers located at Krishnagar and the relation between among them with principal stakeholders are very weak.

2. In the center of the cluster map, there are principal firms consisting 140 artisans unit and 10 micro SSI units.  Generally, artisan units depend heavily on micro units for polishing product.  So, interrelations in the form of dependency of artisan units on micro SSI units are observed here.  Principal firms are also having very weak relation with BDS providers, support institutions like bank/financial institutions, Govt. Agencies,

3. In respect of forward linkage, this is to be noted that like raw material supply, marketing of the products are also fully controlled by the Traders.  Under their control, 140 marketing agents are working who ultimately undertake to marketing the products.

4. No BDS providers are working in the cluster.  In terms of linkage with support institutions, this cluster is having weak relation with some institutions like DIC, PSU Bank, WBMFDC, NABARD, WBSC & ST Corp., Technical Institutions etc.

8. SWOT Analysis

	Parameter
	Strengths
	Weaknesses
	Opportunities
	Threats

	Raw Material
	Raw material used in the cluster are all indigenous and available throughout the year
	 Brass in the form of scrap being used in the cluster are of poor quality

Artisans have no knowledge of making brass ingot from virgin metal.

 
	Per unit cost of raw material will be lower if bulk purchased being made.
	

	Market
	140 number of Marketing Agents working within cluster are vendoring products throughout WB, Assam, Tripura
	Market has been limiting due to higher price, high weight, lower quality, outdated design.

No product diversification has so far been made.

Lack of brand image.

No dealers network for marketing.

Nil Export.
	Growing national & international market
	Competition from Chinees Metal ware


	Parameter
	Strengths
	Weaknesses
	Opportunities
	Threats

	Technology
	Technologies involved in the production process are indigenously available and very simple for learning and application.
	Traditional & obsolete Technology leads to high cost of production, low productivity, low profitability.

Machines, tools used here are all old and in a depreciated condition.


	Creation of technological awareness among enterprise.

Prospect of installing advance process in CFC
	Low Level Technological Development in art metal ware industries

	Innovations
	Based on the basic of inherent skill, the artisans are very much innovative for developing any Customized item if the replica being given.
	Innovation regarding technology upgradation on process and product has not so far being taken place in the cluster.

No designed development center, no R &D center located in the cluster .
	Scope of product diversification

Establishment of R & D Center, Design Development Center.
	ISO – 9000 companies are coming to the market more and more.

	Skill
	Artisan have inherent skill
	Awareness level is very low.

Completely Ignorant about technologically upgraded production process.


	A good network of Training Institution.
	


	Parameter
	Strengths
	Weaknesses
	Opportunities
	Threats

	Skill
	
	Do not have any idea about quality control, designed development.

Do not have idea about financial management and cost effective ness.   
	
	

	Business Environment 
	Congenial relation between workers and proprietors.

No Industrial dispute reported at past. 
	Mahajon control on whole trade.

Very week linkage among inter & Intra stake holder.

No linkage of principal firms with BDS and support from.  
	Changing Business Environment through cluster development can provide opportunity for enterprising firm.
	Effect of Globalization and Liberalization.

	Finance
	A good Networking of Bank MFI, support financial Institution are working.
	Artisan are not having adequate and acceptable security and Co- lateral which is required for any assistance from Bank / FI 
	Around ten number of Financial Institution are working in this cluster
	


9. Vision

Significant increase in income generation of artisans, particularly the household units through product diversification, credit facilitation and common purchase and empowering the networks.

10. Long Run Objectives for the year 2010

1. 50% of the existing principal firms by way of using 70% capacity utilization will start producing different decorative items and other value added products.
2. A RMB of brass material
3. New product range of decorative and novelty items
4. CFC with machinery for lacquering, electroplating, powder coating and CAD facility for higher value added product.
5. The association DS KPS will be strengthened 

6. In the backward linkage section net work of raw material supplier, coal supplier will be formed and such network will supply raw material / coal directly to manufacturing units at competitive price. A raw material bank will further help this cause. A network of machine supplier also to be set up with in the cluster. These networks should work in such a fashion so that Mahajan’s control over the supply of raw material and coal to be curbed to the extent possible.

7. In the forward linkage section a good number of marketing network are to be formed. A chain of dealers, stockiest, wholesaler is to be set up for effective functioning of marketing process.

8. Before intervention the role of support institution including BDS providers are not at all observed. But for proper implementation of different strategy and to get a self-sustainable development of this cluster, support institutions including BDS providers should have a proactive role. After intervention the relation between principal firms and the said institutions are looked like above. BDS providers have strong linkage with principal firms in the matter of technology upgradation, design development, productivity enhancement, skill development. For efficient management of supply chain of finished product, the transport operator may be acted as BDS. Similarly other support institutions like DIC, Bank, Financial Institutions, MFI also has linkage with principal firms, raw material supplier, coal supplier machine supplier and different marketing network.

11. Strategy  

Strategies to be adopted for achieving the vision are as follows:



(To be taken on the basis of following sequence)

· Awareness for new technology, diversified product.

· Exposure visit to Benchmark Cluster for Trust Building.

· Skill Development of Artisans / Workers.

· Join procurement of Raw Material.

· Market Development by way of fair participation, buyers / sellers meet, sub-contracting to higher value chain.

· Capacity Building of Network.

· Credit facilitation to Network / Individual.

· Technology Upgradation.

· Design Development

12.1 Action Plan for the year 2007-08                                                   (Rs in thousand)
	Sl

No
	Activity
	Objective
	Time /

Duration
	Executing Network
	           Budget

TC       SH    SG     CG                   

	1.
	Trust Building

	1.1


	3Awareness Camps on SICDP, discussion on industry trends , analysis of value chain of competitor 
	Up gradation of Awareness level 
	3days  (Q1)
	NGO/DIC 
	40
	4
	4
	32

	
	Beneficiary : 150 units   

Outcome:

1. Associations revived

2. Units take interest and plan visit of benchmark cluster

	1.2
	Exposure Visit of ten members to benchmark cluster, (major buyer show rooms, exporter technical institutions etc.)
	To observe the process of development of cluster


	5 days

(Q1)
	Association/NGO/DIC/ Association
	70
	7
	7


	56



	
	Beneficiary: 10 units of different types

Outcome: Identification of joint activities for development

	1.3
	Experience sharing of Moradabad cluster and product display
	Spread the lessons learnt for vision development
	3 days(Q1/Q2)
	NGO/DIC/ Association
	15
	1
	1
	13

	
	Beneficiary: 150 units

Outcome: Demand generated for productions of value added products and necessary training and technology

	1.4
	Formation, consolidation and 2 meetings of CDCC
	Monitoring of activities
	2 days

(Q1,Q3)
	NGO/DIC/ Association
	10
	1
	1
	8

	
	Beneficiary: 150 units

Outcome: role clarity feedback on development

	2.
	Market Development

	2.1
	Market Survey for introduction of select new products and understanding sources of getting new business
	Exploring new markets with the help of reputed agency
	30 days (Q2-Q3)
	NGO/DIC/ Association
	100
	10
	10
	80

	
	Beneficiary : 150 firms

Outcome: creations of a roadmap for marketing strategy

	2.2
	Design development for joint participation in a major fair
	Design Development
	30 days

(Q3-Q4)


	NGO/DIC/ Association/Network design institute
	50
	5
	5
	40

	
	Beneficiary: 30 firms

Outcome: creation of 10 typical products in good quantity for participation in fair

	2.3
	 Participation in 1 regular fair and 1 specialized fair
	Find out new buyers especially for export
	Q4
	NGO/ Networks/ Association/Designer/Textile consultant
	150
	20
	20
	110

	
	Beneficiary: 50 firms

Outcome: creation of 3/5 new marketing channels and increased sale.


	3
	Technology Upgradation

	3.1
	Demonstration of latest Technology with respect to Casting, Scraping, Grinding & Buffing
	To understand the technological gap
	15 days

(Q2)
	NG/DIC/MHSC/JU
	100
	10
	10
	80

	
	Beneficiary: 100 firms

Outcome: demonstration carried out, techno economic feasibility discussed, opinion formed

	3.2
	Hands on Training for diversification & Technology upgradation at MHSC(Moradabad) of 5 batches comprising 10 artisans on new products, quality improvement & wastage reduction
	Skill up gradation


	10 days for each batch

(Q3-Q4)
	NGO/Association/DIC/MHSC/JU
	250
	25
	25
	200

	
	Beneficiary: 30 firms

Outcome: skill upgraded and economics discussed for new products, quality improved of existing products and wastage reduced

	4.
	Capacity Building of Network

	4.1
	Support towards formation of different Networks – JLGs, SHG strengthening, revamping of old association
	Network Building
	Continuous

(Q1-Q3)
	NGO/DIC/Consultant
	100
	10
	10
	80

	
	Beneficiary: 100 firms

Outcome: JLG,SLGs created and formation of association

	4.2
	Registration of old association
	Promote an SPV
	Q3
	DIC/NGO
	20
	2
	2
	16

	
	Beneficiary: 150 firms

Outcome: SPV formed with desired spirits and have an action plan


	5.
	Common Facility Centre:

	5.1
	Preparation of Feasibility Study for CFC
	To determine the nature and extent of service of CFC
	15 days

(Q4)
	Association & technical Consultant organizations
	100
	-
	20
	80

	
	Beneficiary: 300 firms (principal and other stakeholder firms)

Outcome: A detailed DPR prepared and submitted to DC(SSI)

	6.
	Other Hand holding Activities

	6.1
	Management of Raw material bank (RMB) 
	Cost Effectiveness
	20 days

(Q4)
	Network of Principal Firms with the help of DIC / NSIC
	50
	10
	10
	30

	
	Beneficiary: 30 firms to start with

Outcome: RMB set up and rules of utilization put in place.

	6.2
	Bank-NGO interaction for credit facilitation
	Easy availability of institutional finance
	15 days

Q1
	Association/Bank
	20
	2
	2
	16

	6.3
	Dissemination of lessons learnt in skill ugradation
	Spread of knowledge. Improved product quality
	6 days

(Q3-Q4)
	NGO/Association/DIC
	30
	-
	6
	24



	
	Beneficiary: 150 firms

Outcome: literatures circulated on learning and technique and hand on training done.


Notes:

1. DC = DCSSI, SG = State Government of West Bengal, SH = Stakeholders

2. Action plan for the year 2008-09 is provisional but indicative of likely budget for approval. Based on the learning received during implementation for the year 2007 -08, a modified action plan for 2008-09 will be submitted for activity based approval towards the end of the year 2007-08.

3. Action plan for the year 2009-10 is provisional but indicative of likely budget for approval. Based on the learning received during implementation for the year 2007-08 and 2008-09, a modified action plan for 2009-10 will be submitted for activity based approval towards the end of the year 2008-09.

4. Detailed DPR for CFC will be submitted for consideration as per Action Plan.

5. Various local, state and national level technical and financial institutions as well as consultants/ consultancy organisation will be involved in implementing these activities. Some names are also mentioned against some activities. However these names are not exhaustive.

12.2 Action Plan for 2008-09

	
	Activity
	Objective
	Time /

Duration
	Executing

Networks
	               Budget

TC     SH       SG       CG            

	1.0
	Trust Building
	
	
	
	
	
	
	

	1.1
	4 meeting of CDCC
	Monitoring & evaluation
	1

Q1-Q4
	Association
	12
	2
	2
	8

	1.2
	Exposure visit to Benchmark cluster for observing value added product, process of marketing, packaging
	Upgradation of awareness level
	3

Q1
	Association
	100
	20
	10
	70

	
	Outcome:  Plugging of loopholes, fixation of next course of action, joint activities to be induced.  Beneficiaries: All stakeholders

	2.0
	Market Development

	2.1
	BDS led joint production
	Productivity enhancement
	Q2
	Consortium of Principal Firms
	50
	10
	5
	35

	2.2
	BDS providers for availing the scope of subcontracting on network basis
	Market expansion through specialization.
	Q2
	Consortium of Principal Firms
	50
	10
	5
	35

	2.3
	Fair Participation for Export and BSM
	Export Promotion
	Q2-Q3
	Association
	200
	40
	20
	140

	
	Outcome: Specialization in production, increased turnover, Starting of Export

Beneficiaries: 50 units


	3.0
	Capacity Building

	3.1
	NAD for Association management
	Strengthening of Association / Network
	Q1-Q4
	Association
	110
	20
	20
	70

	3.2
	Legal expenses towards formation of different consortium.
	Strengthening of networks.
	Q2-Q4
	Association
	40
	10
	5
	25

	
	Outcome: Increasing activity of association & Networking. Beneficiaries: 150

	4.0
	Technology

	4.1
	Training for diversification, quality upgradation
	Skill Up gradation
	10 days

Q2
	MHSC /

JU/DIC
	400
	80
	40
	280

	4.2
	Technology Diffusion
	To know modern technology
	Q3
	MHSC /

JU/DIC
	100
	20
	10
	70

	4.3
	Introduction of new product range 
	Product Diversification
	30 days

Q1-Q2
	Association/ designer/institute
	50
	10
	5
	35

	
	Outcome: Artisans will be more productive and range of production will be higher. 

Beneficiaries: 50

	5.0
	CFC related activities
	Preparatory work for CFC installation
	Q1-Q4
	Association/consultant
	50
	10
	10
	30

	
	Preparatory work of land acquisition completed and lending work started/ similar site acquired and ground rules of operation laid out(land and lending cost not included) and separate DPR will be submitted

	6.0
	Other Handholding activities

	6.1
	Joint financing for

MCGFS
	Credit Facilitation
	Q1-Q4
	Association
	50
	7.5
	7.5
	35

	6.2
	Management of Raw Material Bank
	Cost Reduction
	Q1-Q2
	Association, Bank
	200
	40
	20
	140

	6.3
	Publication & Stationery
	Monitoring & Evaluation
	Q3-Q4
	DIC
	50
	7.5
	7.5
	35

	
	Outcome: More credit to 50 artisan units, raw materials easily available to 150 units

Beneficiaries: 150 firms 


12.3 Action Plan for  2009-10                                                         Rs in Thousand

	
	Activity
	Objective
	Time /

Duration
	Executing

Network
	            Budget

TC    SH      SG     CG

	1.0
	Trust Building

	1.1
	4 meeting of CDCC
	Monitoring & evaluation
	1

Q1-Q2
	Association
	12
	4
	2
	6

	1.2
	Exposure visit to an internationally

benchmark cluster
	Awareness & understanding to be enhanced
	7 days

Q3


	Association
	150
	40
	10
	100

	
	Outcome: Improved understanding and linkage for exports. Beneficiaries: 10

	2.0
	Market Development

	2.1
	Creation of Common Website
	Exposition of goods for global market
	Q3
	Association, consultant
	100
	20
	10
	70

	2.2
	Participation of international, national fairs, BSMs
	Enhancing Export
	Q2-Q3
	Association, designer
	300
	90
	30
	180

	
	Outcome: Entry into export market

Beneficiaries: 50 units

	3.0
	Capacity Building:

	3.1
	Information dissemination.
	For better working
	Q2-Q3
	Association
	50
	10
	5
	35

	3.2
	Appointment of NDA for Association
	Smooth & Effective functioning of Association
	Q2-Q3
	Association
	50
	20
	5
	25

	
	Outcome: Association will have the corporate character. Beneficiaries: 150 firms

	4.0
	Technology:

	4.1
	Training for Quality up gradation
	Skill Upgradation
	Q1-Q2
	Association /DIC/MHSC /JU/DIC
	300
	75
	25
	200

	
	Outcome: Skill of artisans will be improved. Beneficiaries: 50 units

	5.0
	Installation of machinery for CFC
	
	Q2-Q4
	Association
	As per approved DPR under SICDP by DCSSI

	
	Beneficiary: All stakeholders

Outcome: CFC installed and separate DPR to be submitted

	5.1
	Social Intervention relating to issues of health hazard, illiteracy. 
	To up grade the condition of Society.
	Q3
	Association
	100
	20
	10
	70

	
	Outcome: Human resource development being reported. Beneficiaries: 30 to 40 per cent of the labour force
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