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BUSINESSPLAN 

INCOMEGENERATINGACTIVITY–

(MushroomCultivation)By 

Kanha-SelfHelpGroup 
 

 

 

SHGName Kanha 

VFDSName Bhaloon 

Range Nurpur 

Division Nurpur 

Divison 
 
 

PreparedUnder– 

 

ProjectforImprovementofHimachalPradeshForestEcosystemsManagement&Livelihoods(JIC

AAssisted) 
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1. DescriptionofSHG 
 

1 SHG Name Kanha 

2 VFDS Bhaloon 

3 Range Nurpur 

4 Division Nurpur 

5 Village Bhaloon 

6 Block Khanni 

7 District 
Kangra 

8 Total No.of Members in SHG  12 

9 Date of formation   17-11-2023 

10 Banka/cNo.   54150100005370 

11 Bank Details  Bank of Baroda 

12 SHG Monthly Saving ( 50/- per person) 

13 Totalsaving  600/- 

14 Totalinter-loaning - 

15 CashCreditLimit - 

16 RepaymentStatus - 
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2. BeneficiariesDetails: 

 

Sr. 

No.  

Name Of SHG 

Members  

Husband/Father 

name 

Gender Category Income 

source 

1 Ruchika  Yashpal Singh Female OBC Agriculture 

2 Salochna Devi Balbir Singh Female Gen Agriculture 

3 Yamuna Devi Jaswant singh Female Gen Agriculture 

4 Sapna Bibi Shaif Ali Female ST Agriculture 

5 Dimple  Raghubir Singh Female Gen Agriculture 

6 Santosh Kumari Kewal Singh Female Gen Agriculture 

7 Urmila Devi Vijay Kumar Female Gen Agriculture 

8 Rekha Devi Kishor Lal  Female OBC Agriculture 

9 Malka Devi Gagan singh Female Gen Agriculture 

10 Leela Devi Sukhdev Singh Female OBC Agriculture 

11 Pushpa Devi Nariender Singh Female OBC Agriculture 

12 Archana Devi Balwant Female OBC Agriculture 

 
 

 

 

 

 

 

 

 

 

 

3. GeographicaldetailsoftheVillage 

 

1 Distance from the District HQ 115Km 

2 DistancefromMainRoad 1Km 

3 Name of local market&distance Jassur -5 Km , Nurpur-8 Km & Pathankot -
30Km 

4 Name of main market&distance Jassur -5 Km , Nurpur-8 Km 
5 Name of maincities&distance 

6 Name of main cities where product 
willbesold/marketed 

Jassur -5 Km , Nurpur-8 Km & Pathankot -

30Km 
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4. Executive Summary 
 

Mushroom cultivation income generation activity has been selected by kanha Self 

HelpGroup. This IGA will be carried out by 12 members of this SHG. This business activity 

will be carried out whole year by group members. The process of mushroom cultivation 

takesaround 4 months 3 kg per bag (Button Mushroom/Dhingree Mushroom) in three 

months.Production process includes process like cleaning, provide water by spray pump to 

the bagsand harvesting, packing of mushroom for market.Product will be sold directly by 

group orindirectly through retailers and whole sellers of near market initially. Selling price of 

1 K g ofmushroomwillbearound150/-perKg.(200gramspackingofperpacked) 

5. DescriptionofProductrelatedtoIncomeGeneratingActivity 
 

 
1 NameoftheProduct Kanha Mushroom 

2 Methodofproductidentification 
Highdemandinfestiveandmarriageoccasion&S

HGmembersidentifiedmushroomdemandinthe

marketforthepurposeofvegetable&pickle. 

3 ConsentofSHGmembers Yes 

 

 

6. DescriptionofProductionProcesses 

 

 Group will make cultivate mushroom. This business activity will be carried out 

wholeyearbygroupmembers. 

 Theprocessofmushroomcultivationtakesaround3to4months. 

Based on assumption/experience -3 kg of yield obtained from one bag. In the 

durationof 3 to 4 months. Production processincludes processlike 

cleaning,moistening,harvestingandpacking. 

7. DescriptionofProductionPlanning 
 

 
1 Production Cycle(indays) 4 months 

2 Man power required per cycle(No.) 12Members 

3 Source of raw materials Localmarket/Mainmarket 

4 Source of other resources Localmarket/Mainmarket 

5 Quantity required per cycle(Kg) 5Qtl.per200bagsinfourmonths. 

6 Expected production per cycle(Kg) 600 kg 
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Requirementofrawmaterialandexpectedproduction 

 

Sr.no Raw 
material 

Unit Time Quantity(3 
Cycles) 

Amountper 
kg(Rs) 

TotalAmountin 
threecycles 

1 M.Bags 220Kg 4months 5.5qtls. 150 82,500 

 

8. DescriptionofMarketing/Sale 
 

 
1 Potentialmarketplaces   Jassur -5 Km , Nurpur-8 Km & Pathan kot -

30Km 

 2 Distancefromthe unit 

3 Demandoftheproductinmarketplace/s Dailydemandandhighdemandatthetimeoffestiv

alandmarriageoccasions. 

4 Processofidentificationofmarket Group   members,    according    to    their 

production potential and demandin 
market,willselect/listretailer/wholeseller.Initia
llyproductwillbesoldinnearmarkets. 

5 MarketingStrategyoftheproduct SHG members will directly sell their 
productthrough village shops and from 

manufacturingplace/shop.Alsobyretailer,whol

esalerofnear markets. Initially product will be 

sold in200&500gramspackaging. 

6 Productbranding AtSHGlevelproductwillbemarketedby 
brandingSHG.LaterthisIGAmayrequiredbrand
ingatclusterlevel 

7 Product“slogan” “AproductofSHGLakshmi” 
 

 

 

 

9. SWOTAnalysis 
 
 

 Strength– 

 ActivityisbeingalreadydonebysomeSHGmembersfortheirdomesticuse. 

 Rawmaterialeasilyavailable 

 Manufacturingprocessis simple 

 Properpackingandeasytotransport 

 Productshelflifeislong 

 Weakness– 

 Effectoftemperature,humidity,moistureon manufacturingprocess/product. 

 Highlylaborintensivework. 
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 Inwinterandrainyseasonproductmanufacturingcyclewillincrease 

 Opportunity– 

 Highdemandinfestiveandmarriageoccasion 

 Locationofmarkets 

 Daily/weeklyconsumptionandconsumebyallbuyersinallseasons 

 Threats/Risks– 

 Effectoftemperature,moistureattimeofmanufacturingandpackagingparticularlyinwi

nterandrainyseason. 

 Suddenlyincreaseinpriceofrawmaterial 

 Competitivemarket 

 

 
10. DescriptionofManagementamongmembers 

 

By mutual consent SHG group members will decide their role and responsibility to carry 

outthe work. Workwill be dividedamong members according to their mental and 

physicalcapabilities. 

 

 Some group members will involve in Pre-Production process (i.e. procuring of 

rawmaterial, provide moisture to the bags, harvesting of mature mushroom, 

packing andsellinmarket.Etc.) 
 

 SomegroupmemberswillinvolveinProductionprocess. 

 

 SomegroupmemberswillinvolveinPackagingandMarketing. 
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11. DescriptionofEconomics: 

 
A. CAPITALCOST 

Sr.No. Particular Qty. UnitPrice Amount 

1 
Water spray pump (Electric with solar 

Pannel) 

2 1800 
3600 

2 Watertub(40-50ltr) 2 700 1400 

3 Digital Weighing Scale Machine 1 1200 2400 

4 
PolySealing Table Top Heat Sealer 

Pouch Plastic Packaging Machines 

1 3000 
3000 

5 Apron,cap,plastichandglovesetc 5 LS 1,500 

6 ProductstorageCrates  LS 6,000 

7 Racks,Bench,Stairs  LS 10,000 

8 TowerAirCooler(15ltr./-) 2 8000 16,000 

9 Knives  LS 2000 

    Totalcapitalcosts  45900 /- 
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B. RECURRINGCOST 

Sr.no Particulars Unit Qty. Price Amount 

1 HallRent 1 12(Month) 2,000 24,000 

 
2 

 

Labour(willbedonebySHG members) 

WorkwillbedonebySHGmembersr

otationbasesforonecycle(97days*

wagesrate 350) 

33,950 

3 Packagingmaterial P/Bags LS - 3300 

4 Transportation Rs.2500/-cycle LS 8000 

5 Electricityexp. 1 12Month 1000 12000 

6 MushroomBagsfornextcycle M.Bag 220 200 44000 

 RecurringCost 125250/- 

TotalRecurringCostB=125,250/- 
(Recurringcost-Labour cost)aswork/labourwillbedonebySHGmembers. 

 

 

 

C. CostofProduction(Monthly)  

Sr.No Particulars  Amount(Rs) 

1 TotalRecurringCost 125250 

2 10%depreciationannuallyoncapitalcost(45900) 382 

 Total:- 125632 
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D. SellingPricecalculation(percycle) 

Sr.no Particulars Unit Quantity  Amount(Rs)  

 
1 

 
CostofProduction 

3Cycle  
15Qtls 

130440 Itwilldecreaseas 

the quantity

 ofproductionI

ncrease 

2 Currentmarketprice - PerKg 150-200  

3 
ExpectedSellingPrice

bySHG 

- 
PerKg 

150  

 

 

 

12. AnalysisofIncomeandExpenditure(Monthly) 
 

 
 

Sr.no. Particulars Amount(Rs) 

1 10%depreciationannuallyoncapitalcost 382 

2 TotalRecurringCost 125250/- 

3 TotalProductionevery fourmonth(qtl) 5.5qtls(15 qtls.peryear) 

4 SellingPrice (perKg) 150 

5 Incomegeneration(150*12*100) 180000annually 

 

6 
Netprofit(180000-125250) 

 

(Incomegeneration-TotalRecurringcost) 

54750/- 

 

 
7 

 

 
Distributionofnetprofit 

 Profitwillbedistributedequallyamong 

membersmonthly/yearlybasis. 

 Profitwillbeutilizedtomeetrecurringcost. 

 Profitwillbe used for 

furtherinvestmentinIGA 
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13. Fundrequirement 
 

 

Sr.no 

 

Particulars 
Amount

(Rs) 

ProjectC

ontribution 
(75%) 

SHG 

Contribution 

1 Totalcapitalcost 45900 34425 11475 

2 TotalRecurringCost 125250 0 125250 

3 
Trainings/capacitybuilding/skillup-

gradation 

30,000 30,000 0 

 Total 201150/- 64425/- 136725/- 

 

Note- 

 CapitalCost-

75%ofcapitalcosttobecoveredundertheprojectasallthemembersexceptforonebelongst
oSC/STcategory. 

 

 RecurringCost-Tobeborne bytheSHG 

 

 Trainings/capacitybuilding/skill up-gradation-TobebornebytheProject 

 

14. Sourcesoffund: 
 

Projectsupport  75%ofcapitalcostwillbe 

utilizedforpurchaseofmachineries 

i.e.Machinesincludingequipments. 

 Rs 

1lakhasrevolvinghaveparkedinth

eSHGbankaccount. 

 Trainings/capacitybuilding/s

killup-gradationcost. 



Procurementof 

machineries/equipmentwill 

bedonebyrespectiveDMU/FCC

Uafterfollowingallnodalformali

ties. 
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SHGcontribution  25%ofcapitalcosttobeborne 

by SHG, this include cost

 ofmaterials/toolsotherthanmachine

ries. 

 Recurringcostto  bebornebySHG 
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15. Trainings/capacitybuilding/skillup-gradation 

Trainings/capacitybuilding/skillup-gradation cost willbe borne by 
project.Followingaresometrainings/capacitybuilding/skillup-gradationproposed/needed: 

 Costeffectiveprocurementofrawmaterial 

 Qualitycontrol 

 PackagingandMarketing 

 FinancialManagement 

 

16. Other sourcesofincome: 

Thegroupanotherapproachistoincreasetheirvalueadditionintheformofpickles&driedmushrooms. 

 

17. Bank Loan Repayment - If the loan is availed from bank it will be in the form of cash 
creditlimitandfor CCLthereisnot repayment schedule;however,themonthly saving 

andrepaymentreceiptfrommembersshouldberoutedthroughCCL. 

 In CCL, the principal loan outstanding of the SHG must be fully paid to the 
banksonceayear.Theinterestamountshouldbepaidonamonthlybasis. 

 In term loans, the repayment must be made as per the repayment schedule in 
thebanks. 

 

18. MonitoringMethod–

Attheinitialstagebaselinesurveyandyearlysurveywillbeconductedofthebeneficiaries. 

Somekeyindicatorsforthemonitoringareas: 

 Sizeofthegroup 

 Fundmanagement 

 Investment 

 Incomegeneration 

 Productionlevel 

 Qualityofproduct 

 Quantitysold 

 Marketreach 

 

19. Remarks 

 HealthbenefitsofMushroom– 

 Helps inpreventionofprostate&breastcancer 

 Makesboneshealthy 

 Boosts immunity 

 Curesanemia 

 Helpsfightfreeradicals 

 Helpslowercholesterollevels 

 Strengthensteeth,nail&hair 

 Lowersbloodpressure 
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Photo of SHG Kanha UnderVFDS Bhaloon 
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