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Executive Summary
Rang De is a not for profit organisation that started its operations in the year 2008 with the mission of
leveraging internet and technology to overcome poverty by providing access to low cost capital to underserved
communities.
Rang De carried out its first social account for the year 2012-13 to quantify and assess the socio-economic
impact that its work has on different stakeholders. Writing the social accounts also enabled Rang De team to
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critically assess many aspects of its own work and thus identify problem areas and potential
solutions for the same.
The first Rang De social accounts document was prepared in consultation with the Centre for Social Initiative
and Management (CSIM) team. The current document covers the time frame of FY 2013-15 and provides a
detailed account of the key developments that have happened at Rang De that affect its diverse stakeholders.
It provides an account of how these developments were received by the stakeholders group. The document
also outlines major areas for improvement for the next financial year that Rang De plans to work upon to
continue fulfilling its mission.
Rang De has also carried out an exercise to calculate the Social Return on Investment of its work for the FY
2013-15. In the year 2012-13, the SROI for Rang De was 1.69. The SROI score has seen an improvement and
been revised to 2.83 for the year 2013-15, that is for every 1 rupee invested on Rang De, a social impact of Rs
2.83 is created within the community that Rang De works with.
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Aruna Subramanian for their guidance and valuable inputs. We are also grateful to Ms Nazneen Mistri for
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1. Introduction
Rang De began its operations in 2008, at a time when there was no precedence of either crowd funding or of
any attempts to lower the cost of borrowing for the low income households in India. Through its online lending
platform, Rang De connects borrowers from underserved communities to individuals in urban India (and
abroad) who wish to help those less fortunate improve their socio-economic conditions in a sustainable
manner.
This Social Accounts aims to be a communication tool that will explore the social and environmental effects of
Rang De’s economic actions on particular interest groups within the eco-system. This social account will report
our social impact on various stakeholders.
In our second cycle of social accounts, we look back at two financial years of 2013 -14 and 2014 -15. From the
organization’s perspective, these years have been extremely important as this has been a phase for
consolidation as well as for redefining and reinventing our operational approach. This period has also been
important since a lot of planning for Rang De’s growth towards sustainability has taken place during this
tenure.
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Rang De Team has written the Social Accounts under the guidance of Aruna Subramaniam
and Usha Ravi from Centre for Social Initiative and Management (CSIM). Mrs Nazneen Mistri
from Social Audit Network has audited the Social Accounts for FY 2013-15.

2. Background Information
Rang De is India’s first crowd-funding platform that supports low income households with access to affordable
credit for livelihood development and education. Through its online portal, Rang De enables individuals to
become social investors by lending sums of money to people from low-income households. The social
investors get back their money with a nominal financial return and a tangible social return.
Rang De has been able to leverage the crowd funding model to significantly lower the cost of borrowing to the
end borrower. The interest rate paid by Rang De borrowers range from 9% APR to 18% APR depending on the
purpose for which the loans have been borrowed.
At the time of completion of our second social accounts, Rang De’s operations have spread to 10 states with 27
impact partners, each serving underserved communities in their own regions.

3. The Rang De Model
The Rang De model is an innovative model that sets it apart from other micro finance institutions and crowd
funding platforms in many ways. Unlike typical microfinance institutions (which rely on institutional funds)
Rang De uses an online platform to raise loan capital directly from individuals or corporations. And while there
are many more crowd funding/ peer-to-peer lending platforms in India now, what sets Rang De apart from
these entities is the organisation’s focus on providing affordable and timely micro credit for underserved
communities.
The Rang De model operates in the following way:

Figure 1: How Rang De works

Rang De partners with non-profit community based organisations referred to as Impact partners who work
with underserved communities. Impact partners identify the borrowers from the communities they work in
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(individuals who are in need of funds for their livelihood activities or to fund their children’s
education). The Impact Partners upload the profiles of the borrowers on Rang De’s website
(www.rangde.net) and after screening the profiles Rang De publishes them on its social
investor facing website (www.rangde.org). The profiles are displayed online for 29 days during which time
they get funded by social investors. To become a Social Investor, any individual can register and select a
borrower to lend in multiples of Rs.100. Once funds are raised, the loan amount is transferred to the impact
partner, who in turn disburses it to the borrowers within the 31st day from the date of application.
Rang De’s interest rates to the beneficiaries range from 4.5% flat p.a. (9% APR) to 10% flat p.a. (18% APR). The
repayments usually start after a month (in a few cases there is a moratorium period) and are collected by the
Impact Partner on a monthly basis or as per the business activity of the borrowers. The Impact Partner
transfers the repayments on a periodic basis to Rang De. The repayments are updated on the website and the
social investor’s account gets credited accordingly. Social Investors can choose to reinvest the repaid amount
in other borrowers or can withdraw the funds.

4. Rang De’s Low-cost Loans
Rang De raises funds through crowd sourcing and unlike the traditional MFIs, Rang De’s focus is on lowering
the cost of credit. Raising funds online considerably reduces the cost of capital and technology helps in driving
down the costs further. This results in Rang De being able to constantly customize its loans as per the needs
of the community and in turn makes the loans affordable for the community
The following table provides a snap shot of some of our loan products with an interest rate break up.
Loan Product

Field
Partner

Rang
De

Social
Investor

Contingency

Total
(Flat)

Total
(APR)*

Business

5.50%

2.00%

2.00%

0.50%

10.00%

17.97%

Higher Education

2.00%

2.00%

-

0.50%

4.50%

8.41%

Primary Education

4.00%

2.00%

-

0.50%

6.50%

11.79%

Microventure

2.00%

2.00%

4.00%

1.00%

9.00%

16.22%

Special Loans **

5.00%

2.00%

2.00%

1.00%

10.00%

17.92%

*APR interest rates are calculated on a monthly repayment schedule.
** Includes loans for toilet construction, field staff loans etc
Table 1: Details of various Rang De loan products (revised in August 2014)

Rationale for Different Rates for Different Loan Models
At Rang De, loan products and interest rates are designed according to the target beneficiaries. In case of
Micro-credit for businesses, the borrowers have an earning potential. However, in case of higher education
loans the student is still pursuing studies. Hence, the interest rate for higher education loans has been
deliberately kept lower than other products.
Primary and secondary education loans are taken by parents to pay for the academic expenses involved in
sending their children to school. Since the operational expense in servicing a primary/ secondary education
loan is more than a higher education loan that is why the partner share has been kept at 4% instead of 2% (as
in higher education loan).
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With Micro-ventures the scale and potential of the business is higher; hence the loan capital
required is much higher than for individual entrepreneurs. Since the operational cost for the
Impact Partner in servicing micro-venture loans is less, the interest rate is lower than
individual micro credit loans.
The interest rates slab were calculated in consultation with the partner organisations and take into account
the operational expenses that the partner incurs in servicing borrowers who are often located in remote
locations. Rang De’s model is uniquely designed to provide flexibility in offering timely credit support at
interest rates that factor in the borrower’s repayment capability as well as the nature of the livelihood activity
being pursued.

In September 2014, Rang De provided a short-term working capital loan to Swaayam Kala- a producer
group based in Varanasi that is associated with our partner organisation, RangSutra. The loan was offered
to facilitate raw material purchase for a standing order that Swaayam Kala had
and the loan was offered at 7% interest p.a. (2% lower than our publicised interest rate for microventures
since RangSutra decided to forgo its share of 2%) for the duration of 3 months.

Rang De’s impact partner in Jharkhand – Socio Economic and Education Development Society is working
with tribal communities in and around East Singhbum district. Given the socio-economic conditions of the
borrowers and the limited livelihood options available to them, Rang De’s standard microcredit product
was modified to incorporate longer repayment tenure as well as bi yearly repayments (as opposed to
monthly repayments).

Journey So Far (From Inception till 31st March 2015)

Our Journey So Far as on 31st March 2015
1.

Number of loans Disbursed

34,312

2.

Number of Social Investors

7,267

3.

Amount of Social Investments Raised**

2,845 Lakh (INR)

4.

Amount of Fresh Investment Raised

1,293 Lakh (INR)

5.

Amount of Social Investments Repaid

2,164 lakh (INR)

6.

Repayment Rate *

98.78%

7.

Number of Occupations funded

378

8.

Number of States Covered

15

9.

Interest Rate Charged

9-18% APR

10.

Women Borrowers

94.19%

Table 2: Key Operations Metrics (As on 31st March 2015)
*Includes Delayed Repayment Rate
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** Social Investment Raised includes both fresh and reinvestments from all the sources like Individual
Social Investors, corporates, grants etc

More than 94% of Rang De’s borrowers are women who usually apply for a loan to start or scale a small home
based business or to support the expenses related to their children’s schooling.

Key Financial Metrics (FY 2013-15)
Financial Stats Amount (In Rs. Lakhs)
1.

Individual Social Investment Raised *

317.59

2.

Outstanding Portfolio

620

3.

Corporate Social Investments Raised

372

4.

Others (grants, NABARD funds, etc)

34.4

Table 3: Key Financial Metrics (As on March 31st 2015)
*Includes only fresh capital raised on the Rang De platform

Corporate Investments during FY 2013-15 were Rs 242 lakhs or less than one –third of the individual social
investment. This is an area for improvement that Rang De will seek to address in the coming financial year.
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Figure 2: Rang De organogram

6. Awards & Achievements
Rang De’s achievements mainly involve, being recognized by the sector and getting included in the state of the
sector report.
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A brief of Awards & Achievements (FY 2013-15) – x Bihar innovation Forum Award: Rang De
won the Bihar Innovation Forum award organised by JEEVIKA (Bihar Rural Livelihoods
Promotion Society) of the Government of Bihar in recognition of its innovative work in
the area of Financial Services
x Bangalore Heroes: Rang De was one of the 2013 Bangalore Heroes Award winners that recognizes
individuals and organizations that stand for innovation, sustainability and impact. 6 out of the 24
nominees were adjudged as Bangalore Heroes.
x The World Bank: Rang De was funded by the World Bank through Development Marketplace (DM). DM
is a competitive grant programme that surfaces and funds innovative, development projects with high
potential for development impact that are scalable and replicable. The grant was provided to Rang De
to scale up operations and to deliver low-cost financial support to the most underserved low-income
groups in Madhya Pradesh
x Millennium Alliance Award: Rang De won the 2013 Millennium Alliance Award. The MA is an inclusive
platform to leverage Indian creativity, expertise, and resources to identify and scale innovative
solutions being developed and tested in India to address development challenges that will benefit
base of the pyramid populations across India and the world.

7. Previous Social Accounts: Outcomes
The first social account for the year 2012-13 was an attempt to capture our efforts to build the model and our
attempts to lay the foundation for the organization. It was an effort to report the organizational mission,
values, objectives, & activities, the milestones achieved, and the social impact created so far.
Apart from reporting the social impact, the social accounts also proved to be an effective tool for reflection and
strategic decision-making.
The opinions and feedback provided to us by different stakeholders on Rang De’s mission, values, objectives,
and activities helped a great deal in planning the future roadmap to create more sustainable impact within the
communities that we hope to serve.
To improve the functions and tasks to be carried out after the first social accounts audit, we formed special
teams such as the Impact team to streamline the work for better efficiency and effectiveness. We diversified our
partnerships as well as the working areas such as providing credit support for dry waste management.
In a nutshell, we took steps to execute and close the tasks decided upon in the first social accounts so that
we could move towards creating sustainable impact and in the current social accounts (for the years 201314
and 2014-15) we also provide an update on the progress we have made so far.

The three key points that the social audit panel had highlighted during the first social accounts are as follows:
1. Objective 1 can be split into two to address two different segments
2. Have a broader definition of underserved communities (as other borrower segments may be introduced in
the future)
3. Overall, for the next cycle consider including a wider range of metrics
The panel’s recommendations have been incorporated into the second cycle of social accounts. Points 1 and
2 have been satisfactorily addressed in the current social accounts though it is our aim to improve the metrics
we use to write the social accounts.
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In our second cycle of social accounts, we look back at two financial years of 2013 -14 and
2014 -15. This period has also been important as strategic planning for Rang De’s growth and
push towards selfsustainability took place during this tenure.
It was also during this phase that Rang De redefined its own fundraising strategy and created yet another game
changing, social equity model to fund its growth. In the second (current) Social Accounts we have incorporated
all the suggestions and recommendations, we have also initiated action on the items that we planned for the
future.
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8. Vision, Mission, Values, Objectives and Activities
Vision
To alleviate poverty in India by enabling underserved and economically weaker communities
Mission
Leveraging internet and technology to overcome poverty by facilitating access to low cost capital to underserved communities
Values
Creativity; Empathy; Transparency; Accountability; and Tenacity
Objective 1 : To raise low-cost funds by
Activities
1.1 Enhancing the Rang De
technology platform

1.2. Building corporate
partnerships for community
impact investment

Output
New Features Introduced to enhance the
platform

New CSR page created
Number of corporates contacted

Re-thinking Poverty

Outcome

Impact

Experience of Social Investors on the new features added
and overall user experience
Number of new Individual Social Investors who have joined
Strengthened Rang
Rang De in FY 2013-15
De’s outreach
to underserved
Social Investment Raised during FY 2013-15
communities in need
Amount of corporate investments raised during FY 201315 of low cost credit
Number of new corporate partnerships on board
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1.3 Deepening engagement
with existing Social Investors
and Reaching out to new
Social Investors

Campaigns
Social Investor Calls & Monthly Account
Statements/ Newsletters

Number of new social investors who have joined Rang De
through Campaigns

Rangdezvous & Google+ Hangouts

Social Investment raised through SI calls

Impact stories/ reports & video of
borrowers

Better Engagement

Focus on Social Media

Increases transparency
Strengthened Relationships
Social Investments raised through Campaigns during FY
2013-15

Objective 2: Strengthening the Relationship with the Existing Partners by
Activities
2.1 Taking measures to
improve the processes and
overall partnership

Output
Annual Impact Partner Confluence
Single Point of Contact (SPOC) & Monthly
Feedback Calls
Monthly Performance Report
Impact Newsletter
Partner rating and Incentive
Field Audit Process Streamlined

Re-thinking Poverty

Outcome

Impact

Strengthened Relationship
Better Communication
Increased Transparency
Motivation to Perform Better
Fall in dropout rate
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Scaled portfolio with
select impact partners,
thus deepening Rang
De’s engagement with
select
underserved
communities.

2.2 Engaging with government New Projects undertaken with
and multilateral financial
Government and financial institutions
institutions and programmes
programs

Scaling up of operations in specific sector and geography
Number of projects undertaken and number of borrowers
covered

Objective 3: Reaching Out to Diverse Underserved Communities across Sectors
Activities

Output

Outcome

Impact

3.1
Identification
and Number of new partners on-boarded, Increased outreach and presence in newer geographies and
Onboarding of new partners
number of different sectors covered
amongst communities

3.2 Customizing & designing Number of customized loan products for
loan products for borrower
different communities and amount
wise segments
disbursed

Reaching out to diverse communities and meeting their
needs

Number of business and education loans
and amount disbursed
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Being able to facilitate
loans for financially
excluded communities,
and thereby
strengthening Rang
De’s outreach across
India

9. Stakeholder Mapping and Analysis
The current ecosystem is inclusive of all the stakeholders who have an impact on the system. This covers
everyone from the core team to large governing bodies.
Key Stakeholders
S.No

Stakeholders

Inputs

1.

Rang De Team

Responsible and accountable for
delivering Rang De’s mission

Professional skills as needed to
perform the activities

2.

Field Partners

Identify underserved communities and
service them with Rang De loans.

Knowledge of local sources of
credit; Needs of communities who
face exclusion from the financial
system; Strong commitment
towards social welfare

3.

Social Investors

Provide finance and so affect the
activities

Providing finance for microcredit,
micro-venture & education(at
minimal Interest Rate)

4.

Borrowers

Expected to gain the most benefits
from the activities

Timely loan repayments, show
evidence of loan impact

5.

Volunteers/
Chapter

Promote Rang De in various cities

A passion for social change
through Rang De’s mission and a
desire to promote Rang De in their
localities.

Reason for Inclusion

Members
6.

Corporates

Provide funding & the opportunity to
engage employees

Providing grants & Donations for
micro loans

7.

Board Members

Contribute time and skills necessary to
provide guidance required to carry out
the activity under analysis possible

Critical inputs to shape Rang De’s
mission and operations

8.

Government

Provide finance.

Providing grants & Donations for
micro loans

Institutions
Table 4: Key Stakeholders

Stakeholder Mapping
Stakeholder

Status

Total

Sample Size

Responses

Methodology Used

Rang De Team

Consulted

25

15

7

Questionnaire

Field Partners

Consulted

15

15

13

Questionnaire
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Social Investors

Consulted

7,267

500

61

Questionnaire

Borrowers

Consulted

506

345

345

Personal Interview

Board Members

Consulted

4

4

3

Questionnaire

Volunteer

Consulted

21

5

5

Personal Interview

Corporate

Consulted

16

5

1

Personal Interview

Government &
Financial Institutions

Consulted

3

3

1

Personal Interview

Table 5: Stakeholders consulted for the social accounts

Stakeholders Consulted for MVOA
Stakeholders

Mission & Values Objective 1 Objective 2 Objective 3

Other
✓

Rang De Team
Field Partners

✓

Social Investors

✓

✓

✓

✓
✓

Borrowers
✓

Board Members

✓

Volunteer

✓

Corporate

✓

✓

✓

✓

✓

Government & Financial Institutions
Table 6: Stakeholders consulted for MVOA

10. Scope and Methodology of Social Account 2013-15
This is the second Social Accounts that covers the period between April 2013 and March 2015. All the figures
and data provided in this report cover the said time period. All the programs of Rang De (during the said
period) are included in the scope of these Social Accounts. This Social Accounts is undertaken by the Rang De
social accounting team under the guidance of the team from the Centre for Social Initiative & Management
(CSIM).
The MVOA (Mission, Values, Objectives, & Activities) framework has been developed by the Rang De team
after discussion with the team from CSIM. All the major stakeholders were consulted for the purpose of this
report. The tools used for gathering the primary data were online questionnaires, structured personal
interviews, structured telephonic interviews, case studies, and testimonies. Secondary data was captured
through Rang De’s internal database, online research, and industry reports.
Rang De team members were not consulted on their perception about the organisation’s performance on its
values, objectives and activities. This will be corrected in the next cycle of social accounts.
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Attempts have been taken to incorporate all the action items decided upon in the last social accounts. The
table below provides a synopsis of the points for action that were identified in the last social accounts and the
actions that were taken subsequently.

Issues Identified & Actions taken
S.No.

Issues for Action (Previous
Social Accounts)

Action Taken in the Scope of Current Social Accounts

1

To increase the number of social
investors

Built a dedicated Fund Raising team to facilitate the same

2

Making the online platform more user The online platform is undergoing major changes so as to
friendly for Impact partners
facilitate the same

3

Increased Participation in events like
Marathons

Increased engagement with chapters and social investors to
enable participation

4

Periodic communication of the Impact
created in a more data based
description

An independent Impact Team has been build and Impact
Assessment is carried out and communicated to Social
Investors periodically.

5

Replicating the success of the world cup 212 Campaigns were created during this period and 1,371
campaign and launching more
Social Investors joined the campaign
campaigns

6

Diversifying the outreach to different
states

7

Analysing the Partner dropout rate and Drop out rate is almost the same as the previous social
reasons for the same
account. Although the reasons for the same have changed
and a lot of them occurred due to a mismatch of mission
and values between Rang De and Impact Partner.

8

Rating of the partners

All our partners are rated based on a few parameters from
August 2014

9

Streamlining the Impact Partner
Communication

A point of contact from the leadership team is assigned to
every impact partner who takes care of the entire
relationship. A lot of other initiatives like annual confluence,
MPR, monthly feedback calls etc has also been taken.

10

Increasing Rang De’s fundraising
abilities

Build a dedicated Fund Raising team to facilitate the same

11

Process Improvement through
implementation of Six Sigma

Six Sigma has been applied on all the major processes to
improve the processes.

12

Facilitation health and education loans

939 Primary & Secondary Education loans and going to
support sanitation loans in April 2015.

12 New partner on-boarded and 7 different states covered
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13

Partner Advisory for Impact Partners

The framework for the same is ready and the pilot may get
implemented in next Financial Year

14

Increased frequency of Field audits so
An independent Impact Team has been built and Impact
as to get detailed Impact created on the Assessment is carried out and communicated to Social
community
Investors periodically.
Table 7: Issues identified and the action taken

In our second cycle of social accounts, we look back at two financial years of 2013 -14 and 2014 -15.

11. Report on Performance: Mission & Values
Rang De has consulted most of its stakeholders for a feedback on its mission and values.
We asked our different stakeholders if Rang De lives up to its mission statement that reads “Leveraging
internet and technology to overcome poverty by providing access to low cost capital to underserved
communities”.
Out of the 500 social investors who were consulted, 61 responded and out of the 15 partner organisations that
were consulted, 11 responded. The responses indicate that the stakeholders believe that by and large Rang
De has been living up to its mission statement. Out of the 72 respondents, 59 strongly agreed that Rang De
has been fulfilling its mission.
Performance on Values
Our core values that guide our actions are Empathy, Creativity, Transparency, Accountability and Tenacity.
These values are central to Rang De’s mission of providing affordable microcredit to low income borrowers.
Creativity allows Rang De to explore new and out of the box ways to engage with the social investors.
Transparency and Accountability towards both social investors and borrowers are required to build trust upon
which the model is centred. For instance, Rang De Social investors have access to detailed information about
their investments through their Rang De accounts, including delays and defaults (if any).
The table below summarises the responses from Social Investors (out of 500 consulted, 61responded), Board
members (Out of 4 consulted, 3 responded) and Impact Partners (out of 15 consulted, 11 responded)
S.No.

Empathy

Creativity

Transparency

Accountability

Tenacity

Excellent

57.1%

41.6%

71.4%

68.8%

48.8%

Good

37.7%

46.8%

22.1%

22.1%

37.7%

Above Average

2.6%

5.2%

3.9%

3.9%

3.9%

Average

1.3%

5.2%

0.0%

3.9%

7.8%

Poor

1.3%

1.3%

2.6%

1.3%

2.6%

Table 8: Evaluation of Rang De’s performance on core values by stakeholders

Inferences
From the feedback above, it’s clear that most of our major stakeholders agree that we are on the path to
achieve our mission and efforts are in the right direction. We also recognise and acknowledge that we need
to focus more on creating an environment that spurs creativity and tenacity in the organization.
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think
“Chaitanya's prompt replies to“Iall
my RangDe has room for improvement in Empathy
where it can search out social sectors which are in dire
queries give transparent and
need
of help via capital lending for e.g. homeless or
accountability the excellent rating”Harsh
farmers
in deep debt etc.and bring groups to speak to
Gupta, Social Investor
public through a platform. There is room for creativity
and tenncity and therefore the rating of not yet
excellent.” – Shahnaz Ali, Social Investor
.

12. Objective Wise Report on Performance
Objective 1: To raise low-cost funds by
Activity
1.1 Enhancing the Rang
De technology platform

Output
Outcome
New Features Introduced to Experience of Social Investors on the new
enhance the platform
features added and overall user experience
Number of new Individual Social Investors who
have joined Rang De in FY 2013-15

1.2. Building corporate
New CSR page created
partnerships for community
Number of corporates
impact investment
contacted

1.3 Deepening
engagement with existing
Social Investors and
Reaching out to new
Social Investors

Amount of corporate investments raised during
FY 2013-15

Campaigns
Social Investor Calls &
Monthly Account
Statements/ Newsletters
Rangdezvous & Google+
Hangouts
Impact stories/ reports &
video of borrowers
Focus on Social Media

Number of new corporate partnerships on
board
Number of new social investors who have joined
Rang De through Campaigns

Social Investment raised through SI calls
Better Engagement
Increases transparency
Strengthened Relationships
Social Investments raised through Campaigns
during FY 2013-15

Table 9: Activity, Output and Outcomes for Objective 1

Objective 1 (Activity 1): To raise low-cost funds by enhancing the Rang De Technology Platform
Activity

Output

Outcome
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1.1 Enhancing the Rang De New Features
Experience of Social Investors on the new
technology platform
Introduced to
features added and overall user experience
enhance the platform
Number of new Individual Social Investors who
have joined Rang De in FY 2013-15
Social Investment Raised during FY 2013-15
Table 10: Output and Outcome for Objective 1, Activity 1

Rang De is a technology based initiative and technology plays a vital role in raising funds as well as the overall
growth of Rang De’s operations. Rang De’s technology platform helps in engaging the existing social investors
as well as getting new Social Investors on-board. User experience is therefore critical. We firmly believe that
technology can reduce the cost of lending considerably and this has been proven in the past seven years of
operations.
S.No.

New Social Investors Joined

1

Total Amount Invested by them (Rs.)

2,516

Rs. 246 lakhs

Table 11: New social investors and the capital invested by new social investors (total investments)

The table above indicates that in the FY 2013-15, 2,516 new Social Investors have joined Rang De and a total
amount of Rs 2.46 crore (INR) has been raised in last two financial years (specifically from the investments
made by new Social Investors).
Amount in Lakh

FY 2014-15

644.44

FY 2013-14

846.53

FY 2012-13

646.79

Figure 3: Total Social Investments Raised

The figures above include both investments made by individual social investors as well as corporate social
investors. Also, the figures are inclusive of both fresh capital that investors have put in as well as
reinvestments. The table below provides the split between the different types of investments:
Individual Social Investor
Fresh Capital Reinvestments

Corporates
Fresh Capital

Others

Reinvestments Corpus Fund

Re-thinking Poverty
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FY 2013-14

13579137

38470157

21407500

7342700

3640900

211300

18179807
31758944

36563884
75034041

5060018
26467518

3420700
10763400

0
3640900

1220400
1431700

FY 2014-15
Total

Table 12: Investments raised during FY 2013-14 and FY 2014-15
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A Rang De Social Investor can perform various activities through the online platform. Taking into consideration the feedback from our Social investors and the
outcomes of last social accounts we made a lot of enhancements in the existing features as well as few new features got introduced.
S.No.

Features

Enhancement/ New Feature

Outcome

Remarks

1

Make a Social
Investment

Enhancements Made:
1.
Redesigned the entire flow to make it easier for
social investors in India and abroad to add borrowers and
to complete payment faster.
2.
The credit is automatically redeemed first on the
payment page thus making the entire User experience
seamless
3.
Email templates were also changed to improve
readability 4. Quick Invest

to
Platform is easy use,
technologically
strong & glitch free
and
the
serves
purpose well

Out of responses received through an online
Social Investor (Out of 500 consulted, 61
responded) questionnaire, about 80% of
Social investors found the Rangde.org
platform easy to use and they also found
that they can easily choose the borrowers of
their choice and invest

2

Track
Repayments

A new feature introduced. Social Investors can easily
track their repayments on Rangde.org. The repayment
statistics is available in Social Investor’s accounts.

Increased
Transparency

Social Investors can easily track their
repayments with the help of this feature.
Most of the Social Investors (Out of 500
consulted, 61 responded) have shared
positive reviews regarding the same.

Increased
Transparency and
Trust & Quick
servicing

With the increased transparency in the
system, we have seen a pattern where the
reinvestments are significantly higher than
redemptions from last three consecutive
years

We also added the delayed/ default repayments table on
SI dashboard.
3

Reinvest
or
withdraw
their credit

Enhancements Made:
1.
We streamlined the entire process so as to make it
user friendly
2.
Made changes to the accounts pages
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4

Auto Invest

A new feature that allows Social Investors to automatically Easy to use platform
invest their Rang De Credit. They can turn it on in their
settings page.

5

Add Rang De A new feature which allows a social investor to keep their
credit in their money in the credit and use it as and when they desire to
account
invest.

6

Donate
Money

This feature has helped in making the entire
system easy to use and friendly. We have
observed that approximately 38 Lakhs
Rupees of reinvestments came from auto
invest during FY 2013-15.

Easy to use platform

Approximately 90% of the Social Investors
(Online Questionnaire- Out of 500
consulted, 61 responded) found this feature
really helpful as it helps them to keep their
money in the credit and use it as and when
they desire to invest.

Rang De has also created separate page for donations to Easy to use platform
provide ease of access to our Social Investors.

Approximately Rs 3.78 Lakhs was donated
during the period by Social Investors.

Table 13: Changes made in Rang De's online platform
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From the responses shared by our Social Investors (Out of 500 consulted, 61 responded), it
is evident that Rang De’s innovative model and the ease of investing through Rang De website are the main
reasons behind joining Rang De.
Some of the important changes have been described in the section below:
1. Explore & Invest
The investment Page (‘Explore & Invest’), allows the social investors to chose the borrowers of their choice
and invest in their businesses, education, community-owned projects, sanitation etc.
2. Quick Invest
The quick invest option allows social investors to make a social investment without choosing individual
borrowers. The social investors will be prompted to set their preferences (including gender, loan purpose, state
etc) based on which the system will allocate their funds to borrowers. In case, there are no borrowers meeting
Social investor’s preference, the system will allocate it when there are borrowers of their preference. We
started tracking this feature recently, we will able to share the contributions of the same by next financial year.

Figure 4: Quick Invest Page

3. Track Repayments
It’s a new feature that got introduced during the social accounts cycle. Social Investors can easily track their
repayments on Rangde.org. The repayment statistics is available in Social Investor’s accounts. Any delay in
repayments is updated on Social Investors Dashboard on a monthly basis with the reasons behind the same
and actions to be taken thereafter.
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Figure 5: Screenshot of the delayed/ default dashboard

Also, once borrowers start repaying, their repayment graph is shown along with their profile. Social Investors
can track the same at any point of time.

Figure 6: Borrower's repayment schedule

Here are few of the Social Investor’s comments about this new feature
I am more than impressed with Rang De. I
just hope they keep the good work for a long
while to come. Vikram Tikoo, Social
Investor

Extremely satisfied. In fact it exceeds
expectations
Atin Garg, Social Investor

4. Reinvest or withdraw their credit
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Social Investors can withdraw their money (redemption) from the system when their Rang
De credit is Rs.100 and above. We process the withdrawal request and transfer the funds to Social Investor’s
bank account or send a cheque within 7 working days. Social Investors can choose to get their withdrawal
amount through a NEFT transfer or cheque.
When a social investor puts in a withdrawal request we seek feedback from them pertaining to the reasons for
withdrawing their investments. The most common reasons shared by the investors include:
x

Wanted to do a test to see how the redemption process works x
Needed the money for personal use

Ability to Reinvest
When the loan matures (the loan is completely
repaid by the borrower) Social Investor’s will
receive an e-mail informing that the loan has been
fully repaid. Social Investors can either reinvest the
money or opt to withdraw.

Amount in Lakh
Redemptions

Reinvestments

387
160

Inferences:

33.36

54.26

375
32.4

FY 2012-13
FY 2013-14
FY 2014-15
The adjacent chart indicates year wise Social
Investments and redemption. Redemptions
(amount withdrawn) from the system are a great way Figure 7: Reinvestments vs Redemptions to understand

and measure the trust that people have with Rang De.
5. Auto Invest
We have also incorporated a feature named as Auto Invest. Auto invest is a feature that allows Social Investors
to automatically invest their Rang De Credit. They can turn it on in their settings page.
Auto re-invested Amount (Rs. Lakhs)
FY 2013-14

196.64

FY 2014-15

198.12

Total

394.77
Table 14: Reinvestment figures

6. Ability to add Rang De credit in individual accounts
The feature of adding Rang De credit in individual accounts was introduced during the social accounting period.
This feature allows a social investor to keep their money in the credit and use it as and when they desire to
invest. Now the repayments go to Rang De credit and not directly to the investor’s bank account. If the investor
wishes to withdraw their money, they can easily place a withdrawal request (redemption request).
Investments Raised (Rs. Lakh)

Number of Social Investors
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FY 2013-14

1.87

16

FY 2014-15

16.47

25

Table 15: Investment raised through Rang De credit

Majority of Social Investors (90% of those consulted) have found this feature really helpful as it helps them
to keep their money in the credit and use it as and when they desire to invest.
7. Donate money
Rang De has also created separate page for donations to provide ease of access to our Social Investors. Social
Investors’ contributions help us build new technology, invest in process excellence, seek new impact
partnerships in underserved geographies, build capacities of low income entrepreneurs through financial
literacy and business mentoring. Rang De has also started setting up fund raising pages for other
NGOs/organizations.
Issues for action and achievement:
In the scope of social accounts, we tried to make the platform more user friendly by adding new features and
making enhancements to the existing one.
In the coming financial year we will continue our efforts to make the platform more user friendly and get more
social investors onto the platform. Similarly enhancements and changes will be made to the backend in order
to help us scale our operations seamlessly.
Based on the stakeholder’s feedback, here is a list of few new features as well as enhancements, we are
planning to implement in the coming financial year:
1. Donate to Invest: This new feature will allow an SI to get tax exemption receipt and donate money to
make a social investment
2. Direct Debit functionality - Allow investors to setup direct debit from their bank accounts like SIP.
3. Payroll Giving - Employees of any organization will be able to sign up for this and similar to direct debit
4. Rewrite our Partner web application using new emerging technologies so that the user experience
there too can be seamless
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Objective 1 (Activity 2): To raise low-cost funds by building Corporate Partnerships for
Community Impact
Investment
Activity

Output

1.2. Building corporate
partnerships for community
impact investment

Outcome

New CSR page created

Amount of corporate
investments made during FY
2013-15

Number of corporates contacted

Number of new corporate
partnerships on board

Apart from individual social investors, Rang De also reached out to many corporates for CSR funds that can be
utilised for on lending. Corporates can partner with Rang De to support sustainable livelihood projects and
because the initial investment is repaid and can be reinvested the corporate is able to maximise the impact
that their CSR funds create. In January 2015, we got one of the Corporates who invested their CSR fund of Rs
25 lakhs for our traditional weaving community.
Number of CSR
4

Amount Raised (Rs. Lakh)
37

Table 16: Corporate partners in FY 2013-15 and money invested by them

Revamped CSR Page:
Rang De also added a new page on its website dedicated to Corporate Social Responsibility. This page allows
corporates to know about Rang De and the services Rang De can offer for the CSR activities.

Figure 8: Redesigned Corporate Engagement Page
Number of Corporate Contacted
40

Corporate Relationships converted
2
Table 17: Corporate conversations in 2013-15
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Inferences:
The table above clearly indicates a very low conversion rate. To increase the engagement with corporates, we
are planning to come up with customisable employee engagement programs and building a dedicated team to
handle CSR.
Number of Corporates

Total Investments (Rs Lakhs.)

14

372
Table 18: Rang De Investments by corporate partners

Table 17 above reflects the total investments that the 14 corporates have made via fresh capital infusion as
well as by reinvesting the repayments that the borrowers have made.
Fresh Capital (INR)

Reinvestments (INR)

FY 2013-14

2,14,07,500

73,42,700

FY 2014-15

50,60,018

34,20,700

Table 19: Split of the corporate investments

“The model developed by Rang De is quite innovative; This initiative is
innovative, impactful and very sensible in the sense that it bridges
together socially-aware and resourceful Indians with communities at the
other end of the social ladder.” – Trafigura Foundation

Issues for action and achievement:
In order to reach out to corporates in a big way, it is very important that Rang De builds a dedicated team with
a strong leadership. Reaching out to corporates requires focus and effort on both lead generation as well as
finding engaging ways to communicate Rang De’s impact. With more corporates looking at CSR spending
seriously, this is a good opportunity for Rang De to raise more capital and thus facilitate more loans
Objective 1 (Activity 3): To raise low-cost funds by deepening engagement with existing Social Investors
and reaching out to new Social Investors

Activity

Output

Outcome
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1.3
Deepening
engagement with
existing Social
Investors and
Reaching out to new
Social Investors

x

Number of new social investors who have
joined Rang De because of Campaigns
Social Investor Calls & Monthly
x x Social Investment raised through SI calls
Account Statements/ Newsletters x x Better Engagement
Rangdezvous & Google+ Hangouts x Increases transparency
Impact stories/ reports & video of
Strengthened Relationships
borrowers
Social Investments raised through
Focus on Social Media
Campaigns during FY 2013-15

1. Campaigns
2.
3.
4.
5.

Table 20: Output and Outcomes for Activity 3 (Objective 1)

Social investors are key stakeholders in Rang De’s eco-system. Rang De’s relationship goes well beyond the
financial transaction. It is therefore imperative for Rang De to deepen engagements with them and utilize their
resources to find more individuals who can support Rang De with their capital.
Our social investors hail from varied backgrounds. Building and maintaining relationships with them has helped
in getting constant feedback from them. It has also gone a long way in engaging them as brand ambassadors
and evangelists for Rang De. We have taken many steps to deepen our engagements with the existing social
investors as well as to reach out to new potential social investors.
Few important ones are:
1. Campaigns
Rang De launched a new and exciting feature called ‘campaigns.’ The genesis of this feature goes back to the
intent of social investors to refer Rang De to their friends and subsequently also raise funds for Rang De. The
campaigns feature has paid rich dividends. It has helped in breaking the trust barrier as it enables social
investors to champion and rally around for their Rang De. Some campaigns have been extremely emotional, as
social investors have clubbed a personal event/milestone or even bereavement to the campaigns
Examples of successful campaigns include:
a. Campaign to celebrate Akshay’s Birthday:
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Figure 9: Screenshot of the campaign "Celebrating Akshay"

It was created by one of our social investor to commemorate his son’s birthday. A target of Rs 2 lakhs worth
of social investments was assigned, and was met comfortably.

b. The Madness Project:
The campaign was created by Siddharth Agrawal, Rang De volunteer and social investor, where he cycled
across the country, from Kharagpur to Mumbai - a total journey of 2500 Kms over 30 days. He planned to
raise Rs.50,000 through this campaign and managed to raise Rs.116,800 as funds for Rang De to empower
the common woman or man.
Siddharth’s campaign also garnered attention from media and his endeavour got coverage in Mid-Day, Your
Story and Youth ki Awaaz.
Based on the responses of the social investors who were consulted for the purpose of the social audit (Out
of 500 consulted, 61 responded), it is seen that:
1)

Rang De’s Cup of Joy Campaign got the highest participation rate from Social investors

2)
The responses also indicates that majority of Social Investors have not participated in any of
the campaigns, despite the efforts that the Rang De team has made in promoting and creating campaigns.
We are working on making the campaigns more engaging Social Investor’s Feedback on Campaigns
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“It was motivating and added impetus to
social investing when enjoying good and
sharing it too” – Shahnaz Ali, Social

“The power of the network works, and social media is a
great tool. We can leverage it and use our social clout to
spread the message !”- Shweta Chaudhary, Social Investor

Campaigns in FY 2013-15
The campaigns created by Rang De as well as Social Investors helped a lot in engaging Social Investors and
raising funds for the beneficiaries.
Campaigns Created

Total Investments raised (Rs.Lakhs)

212

Social Investors Joined

35.07

1,371

Table 21: Campaigns created in FY 2013-15

Here is a list of some most successful campaigns along with the amount raised and number of social investors
joined:
S.N

Campaigns

Total Investments Raised (Rs. Lakhs)

Social Investors Joined

1

Diwali Fundraiser for RangDe.org

7.44

5

2

Asha Prabhu Memorial

3.23

82

3

The Madness Project

1.19

92

4

Vande Mataram

4.74

3

5

Shikshit Bharat Shaksham Bharat!!

1.38

2

6

Celebrating Akshay

2.14

55

Table 22: Landmark campaigns in FY 2013-15

2. Social Investor Calls & monthly account statements, newsletter etc.
This initiative was taken up by Rang De in the month of September 2014 where Rang De’s co-founder and CEO,
Ram NK, converses with the existing social investors as well as those who have registered into the Rang De
website but haven’t invested. Till March 2015, we have made 50 Social Investor calls.
The conversations with social investors via the calls made have been instrumental in bridging any knowledge
gaps that people may have about Rang De, thus building trust and enhancing transparency. In addition to
this, the calls have been a great tool for lead generation. Typically social investors end up referring their
friends, their corporate connections for CSR conversations and providing valuable feedback about Rang De’s
user interface. In a lot of cases, social investors have gone ahead to contribute fresh capital too.
Key feedback shared by our Social Investors on this engagement model adopted by Rang De (out of 500
consulted through questionnaires, 61 responded):
1) Majority of Social Investors voted for Monthly A/c statement and New Social Investor’s dashboard as
the most liked changes undertaken by Rang De so as to enhance the usability of the platform and
experience with Rang De
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2) Also, 72% of those consulted shared that transparency and good user experience are
the major motivating factors for them to keep on investing regularly

3. Rangdezvous & Google+ Hangouts
We believe that building a more empathetic society is a critical part of Rang De’s work. ‘Rangdezvous' - series
of talks organised with our impact partners and social investors hopes to provide a platform for stalwarts from
the development sector to converse with ban Indians about the problems of the other ‘half’ in India. It brings
our impact partners and social investors face to face, enables the impact partner to share their story and the
social investors to interact with the partners.
Rangdezvous in FY 2013-15:
Rang De organized three Rangdezvous events in Bangalore in the social accounting period. Rang De hosted Ms.
Nalini Shekhar (Founder – Hasiru Dala), Ms. Gitanjali Satapathy (Co-founder KSDF), and Ms. Girija Hegde (A
Gandhian and a Charaka user/ teacher) as guest speakers at these events.
Social investors have appreciated this concept and learned a lot about the social sector through these events.
Social Investors believe that such events help spread awareness of micro-credit and Rang De and are good
opportunity to meet like-minded people.
Google+ Hangouts:
In its efforts to deepen engagements with its social investors, Rang De initiated Google+ Hangouts to reach out
to more and more numbers of social investors.
These hangouts are done periodically where Rang De team members update the social investors about the
latest at Rang De. It has helped Rang De connect better with its social investor community.
Key feedback shared by our Social Investors on this engagement model adopted by Rang De (out of 500
consulted, 61 responded):
1) Approximately 21% of the sample size participated in the Social Investors meet. We are trying to
address the reasons behind low levels of participation and make the events more engaging for Social
Investors.
2) The participation rate in Google hangouts was also low (approx. 23% participated). To fix the same,
we are planning to promote the events on social media, by e-mails and Newsletters a week in advance.
Most of our Social Investors (52.5%) agreed that Rang De events help to spread awareness of micro-credit and
Rang De’s operations
Social Investor’s Feedback:
“Awareness of such hangouts must be communicated through the newsletters a couple of weeks in
advance. Links of previous hangouts must be sent in the newsletter too.”- Rohit Parakh, Social Investor
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2. Impact stories/ reports & video of borrowers:
Stories from the field are a powerful tool to showcase the impact of the micro-loans. Rang De has enhanced its
featured impact stories and the impact page. A combination of photographs, videos and accounts of borrower
interaction has made the stories from the field more engaging. Apart from these initiatives, Rang De also
facilitates phone conversations between social investors and the borrowers in whom they have invested
Over 700 social investors received their impact stories after the redesigning of the impact page.
Key feedback shared by our Social Investors on this engagement model adopted by Rang De (out of 500
consulted, 61 responded):
1) Majority of Social Investors (77%) have received Impact stories. We are now focusing on sharing the
impact stories of respective borrowers with the rest of Social Investors and have come up with an
Impact Practice, which in turn will help in reaching to diverse communities
2) Majority of Social Investors (72%) found the Impact stories to be informative and useful and
assessing the impact being created on the community. To make it more informative, we are planning
to add the progression graphs for income levels and saving and also elaborate on the challenges
borrowers are facing and how they can overcome them.

Figure 10: Screenshot of the Impact Page

Social Investors’ Feedback
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“I love these narratives and in fact
recommend it as benchmark to others”MD Padmanabhan, Social Investor

“Good to know that you just do not leave it to your
field partners but is directly involved on a sample
basis and is ensuring honesty in the system” –
Ramanujan Valmiki, Social Investor

3. Focus on Social Media:
Rang De has leveraged social media tools such as Twitter, Facebook, Instagram etc. to connect and share with
its audience.
Nearly half of the Social Investors (49%) who provided feedback (Out of 500 consulted, 61 responded) have
found Facebook as the most used platform to follow Rang De. However a significant number of the
respondents were not active on any social media. So for a better engagement plan, now we are focusing on
both social media as well as e-mail communication and regular calls. Social Investor’s Feedback

“Social media updates are always informative and motivate me to contribute
more for Rang De”- Nandkishor Boddu, Social Investor

Issues for action and achievement:
In the upcoming financial year, the focus will be on enhancing social investor engagement through various
offline and online platforms. Personalized communication and a combination of offline and online events will
be part of the outreach strategy for social investors.
Steps to improve initiatives like Google + Hangout, impact stories and developing a comprehensive social media
strategy will need to be taken to enhance the social investors’ relationship with Rang De and the borrowers.

Objective 2: Disbursing timely, low cost credit
Activity
2.1 Taking measures to improve
the processes and overall
partnership

Output
1.
Annual Impact Partner
Confluence
2.
Single Point of Contact
(SPOC) and Monthly Feedback Calls
3.
Monthly Performance
Report
4.
Impact Newsletter
5.
Partner rating and Incentive
6.
Field Audit Process
Streamlined

Outcomes
1. Strengthened Relationship
2. Better Communication
3. Increased Transparency
4. Motivation to Perform Better
5. Fall in dropout rate
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2.2 Engaging with government
and multilateral financial
institutions and programmes

New Projects undertaken with
Government and financial
institutions programs

1.
Scaling up of operations in
specific sector and geography
2.
Number of projects undertaken
and number of borrowers covered

Table 23: Activity, Output and Outcomes for Objective 2

Objective 2 (Activity 1): Disbursing timely, low cost credit by taking measures to improve the processes and
overall partnership
Activity
2.1 Taking measures to
improve the processes
and overall partnership

Outputs

Outcomes

1. Annual Impact Partner Confluence
2. Single Point of Contact (SPOC) &
Monthly Feedback Calls
3. Monthly Performance Report
4. Impact Newsletter
5. Partner rating and Incentive
6. Field Audit Process Streamlined

Strengthened Relationship
Better Communication
Increased Transparency
Motivation to Perform Better
Fall in dropout rate

Rang De’s identifies Impact partners who are working with underserved communities in specific regions. It is
very critical for us that our impact partners align with our values and mission. The role of the impact partner
involves:
• Identifying under-served communities
• Disbursing and collecting loans and repayments
• Transferring the repayments to Rang De
• Handholding and working with the communities
Rang De has taken significant measures to strengthen the relationship with the existing partners so that the
operations and processes can be efficient and streamlined and Rang De and impact partners can bring about a
sustainable positive change in the lives of people.
SNo.

Measures Taken

Outcome

Remarks

1

Annual Impact
Partner
Confluence

Strengthened
Relationship, built a
networking platform for
partners
and
fostered
knowledge sharing

Participation from different stakeholders led to
knowledge sharing and network building amongst
partners. In last Impact Partner Confluence
participation rate was very high and nearly 69% of
those consulted (15 consulted, 13 responded) shared
that the platform is helping in strengthening the
relationship as well as increased learning and
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2

Single Point of
Contact (SPOC)
and Monthly
Feedback Calls

Better Communication

3

Monthly
Performance
Report

Increased Transparency

Approximately 54% of those consulted reported that
the monthly performance report helped them
analyse their own operations and improve efficiency

4

Impact
Newsletter

Increased Transparency
and Awareness

Approximately 83% of those who were consulted
founded that the Impact Newsletter are useful and
also serves as an information dissemination tool

5

Partner rating and Motivation to perform
Incentive
better

6

Field Audit
Process
Streamlined

networkApproximately building 62 % of those
consulted (Out of 15 consulted, 13 responded) have
found the Streamlined communication (SPOCs) and
regular feedback calls are helping them sort out the
challenges as well as scaling the operations with

Approximately 77% of those consulted shared that
they found that timely ratings have helped them
enhance their performance in areas where

Better mapping of Impact improvementMore number was of
created on the field
neededborrowers and hasare also covered helped
during boost audits

Table 24: Measures taken to improve relationships with existing Impact partners

Annual Impact Partner Confluence
Rang De has been organizing events since its inception to bring various stakeholders together on to a common
platform for improved learning and sharing that can be further utilized to create more efficient solutions to
challenges in the development sector. Rang De has had five partners’ meet so far in seven years. Following a
suggestion made by one of Rang De’s partner organisation during the 2014 Impact Confluence, Rang De
organised the 2015 confluence at one of its partner location in Mysore. The 2015 confluence can be considered
by far the most successful for everyone involved.
Basis the feedback provided by 28 attendees (out of 55 total attendees), sessions on ‘how to scale the
organization meaningfully” and “service design” were the most appreciated sessions.

Building Network

Increasing Learning

Excellent

46%

Good

23%

Above Average

31%

Average

0%

Bad

0%

Excellent
Good
Above Average
Average
Bad

54%

23%
23%
0%
0%

Strengthened the relationship and empathy
with Rang De team
Excellent
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Good
Above Average
Average
Bad

69%
8%
23%
0%
0%

Figure 11: Impact Partners feedback on whether the confluence has helped in:

A majority of Impact Partners found out that the confluence helped them in building networks, provided
learning opportunities and strengthened the relationship with the entire Rang De team.
1. Single Point of Contact (SPOC) & Monthly Feedback Calls
The Rang De leadership team works closely with the leaders/founders of the impact partners. A point of contact
from the leadership team is assigned to every impact partner. The person in charge of a particular partner
ensures that they understand the organisation’s needs, challenges and help them in resolving it through
monthly feedback calls. The calls have been extremely effective and beneficial to bridge any communication
gaps or unresolved issues.
On asking the impact partners about the ways in which better communications are helping, 8 out of 13 said
that they have been able to communicate their demands to Rang De and improve their operations due to
streamlined communication.
Impact Partners’ Feedback on Single Point of Contact and Monthly Feedback Calls (Out of 15 consulted, 13
responded)
Based on the responses of the impact partner it is clear that the majority of partners have found the
streamlined communication (SPOCs) and regular feedback calls are helping them in sorting out the challenges
as well as scaling the operations with Rang De by getting involved in new projects etc.
3. Monthly Performance Report
Rang De has started the initiative of sharing the monthly performance report with all its partners. This initiative
was started from the month of December 2014. Most of the partners have given a positive feedback on this
initiative.
The report comprises of process performance and SLAs met along with the portfolio at risk data. It also reflects
the amount disbursed and number of profiles reached via the partnership. It also helps in keeping the partners
updated about reasons for delays in the processes and gives them a holistic overview of operations.
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The Monthly Performance Report is informative and useful
53.80%

23.10%
15.40%
7.70%
0.00%
Strongly Disagree

Partially Disagree Neither Disagree nor
Agree

Partially Agree

Strongly Agree

Figure 12: Feedback on the MPR introduced by Rang De in December 2014

Out of 15 partners consulted, 13 responded and more than 50% strongly agreed that the MPR was useful and
informative. The partners also reported that the monthly performance report helps them identify problem
areas and evaluate current operations. Our partners also reported that having a good report on a particular
month also boosts their employees’ morale. As Rang De is an online platform and few of our partners find it
difficult to adjust to the technology (like using internet, computers etc.) and being judged on the timelines
associated with the system related processes sounds difficult for them and thus they strongly disagree with
the concept of MPR. We are trying to train them on technology related aspects so as to solve the challenges
faced.
4. Impact Newsletter
Quarterly Impact Newsletters are another way to strengthen the relationship with the impact partners. Out of
the 15 Impact partners who were sent the questionnaire, 13 responded. Of the 13 respondents, 11 found the
Impact Newsletter useful and informative. They also shared that getting to know the new sectors and
partnerships Rang De is entering into helps them to discuss the related projects they can solicit support from
Rang De for.
5. Partner Rating and Incentive
Rang De started an initiative of incentivizing partners for their
quarterly performances. This initiative was started after Rang
De increased its interest rate from 8.5% to 10% in the month
of August 2014 where partner’s share increased from 5% to
5.5%; pay-out of 0.5% is dependent upon their individual
performance. Rang De has seen an upward trend in partner
performance since this initiative has been taken.

Performance based incentive is a
good process to follow
77%

8%

15%

Yes
No
Other
The adjacent chart clearly indicates that majority of Impact
Partners found the pay-out based on performance to be a Figure 13: Feedback on the incentives introduced in
August 2014
good step taken by Rang De. They found that timely ratings
have helped them identify problem areas and take
steps to resolve them. Also, it boosts the morale of the partners who are meeting all the parameters and are
working hard to co-create the impact on the community with Rang De.
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Format of Partner Rating and Parameters undertaken:
Partner Rating (July – September)
Particulars

Description

Weightage Allocated

On-time Repayments and updating
repayments on www.rangde.net within
one day

1) Within 3 days of the repayment date 2)
Amount transferred should be equal to
the Amount updated on www.rangde.net

3

On-time Disbursal and updating of the
date of disbursement on
www.rangde.net on the same date

Within 3 days of Fund Transfer from Rang
De

2

On-time submission of profiles

Within 4 days from Group code creation
date with at least 90% accurate profiles

3

Field Audit Feedback by Rang De

Feedback by auditor

1

Monthly Progress Report

To be submitted before 10th of every
Month

1

Total

10
Table 25: Parameters for the partner rating

The table above explains the different criteria used and the weightage given to the parameters to rate
partners. We share the transparent rating with all our partners on a quarterly basis. This also gives them an
idea of the area of improvements.
Depending on the scores the partners obtain on the parameters listed above the incentives are paid. Any
partner scoring above or equal to 9, gets the pay-out of 0.5%. A score between 7 to 8.9, indicates a pay-out of
0.25%. The pay-out is done on a quarterly or a half yearly basis, depending on the nature of the partnership.
Partners engaged in facilitating micro-credit to borrowers are given performance incentives every quarter.
Special partnerships where the volumes of loans are lower are given incentives on a half yearly basis.
6. Field Audit Process Streamlined
Field Audit is an integral part of the functioning of Rang De and is carried out by the impact team every quarter.
In order to assess the socio-economic impact of our activities on field partners and ultimately on the
borrowers; there needs to be regular interaction with them. It is an observation and analysis of finances,
accounting system, and processes and impact. The whole process also involves sharing impact stories and
post-audit reports. Rang De’s audit process has evolved over the years and in this social accounting cycle it has
been streamlined.
Duration of the Audit: Duration of the audit has been increased from 1-2 days to 3-4 days so that more time
can be spent meeting borrowers and partner’s office to understand and resolve any concerns
Impact Practice in Place: The number of borrowers to be met during a field audit has been fixed to at least 30
borrowers, which includes borrowers from different loan cycles. We have also decided to track a few
borrowers over their loan cycles to assess impact more holistically.
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Standardized Reports: Post-audit reports are standardized to cover all areas of strengths and opportunities
for improvement.
Feedback: Rang De provides feedback of the audit to the impact partner so that the partner can take the
necessary measures to improve the processes

Figure 14: Sample health report prepared after every field audit

Partnerships Retention
The improved processes and steps taken to engage with the partners have resulted in stronger relationships
with partners. Most of the partners are there with us for more than 2 years, as indicated in the table below
S.No.

Impact Partners

State

Duration of Partnership

1

Swami Vivekananda Youth Movement

Karnataka

2.9 Years

2

Shakti Mahila Sangh

Madhya Pradesh

3.4 Years

3

VAMA (Bal Mahila Vikas Samiti)

Madhya Pradesh

2.4 Years

4

Samagra Gram Vikas Sanstha

Maharashtra

6.9 Years

5

BNGVN

Maharashtra

3.5 Years

6

Laxmi College of optometry

Maharashtra

2.3 Years

7

Self Employment Voluntary Association

Manipur

3.8 years

8

Nari & Sishu Kalyan Samiti

Orissa

5 Years

9

Darbar Sahitya Sansad

Orissa

4.9 Years

10

Social Action for Rural Community

Orissa

3.8 Years

Table 26: Rang De partners and duration of partnership
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S.No.
1

Partner Dropouts FY 2012-13

Partner Dropouts FY 2013-14

8

Partner Dropouts FY 2014-15

5

4

Table 27: Partner dropout from 2012-15

The table above clearly indicates that the dropout rate has considerably come down in the last three financial
years. Different reasons leads to a termination of partnership. The top 3 reasons are given below:
1. A mismatch in vision and mission of Rang De and Partner organization
2. Poor performance by partner at field and operational level
3. A mutual decision by both the parties to end the partnership once the desired impact has been created
In the last three years, reduction in dropouts can be attributed to in-house training and streamlined
communication between Rang De and the partner organisation.
Partners’ Comments on Field Audits
“Field audit trips of Rang De are very useful to us because it
helped us in our capacity building. It has also helped us to find
out our gaps and provide the opportunity to bridge it up while
achievements are nurtured for a better result”- Self
Employment Voluntary Association, Impact partner, Manipur

“Field trip and audit is always very useful to
improve our performance. By this kind of trip
and audit we came to know what we do and
what we have to change.”- KSDF, Impact
Partner, West Bengal

Issues for action and achievement:
During the two financial years 2013-14 and 2014-15, Rang De has taken a number of steps to strengthen the
relationship with Impact Partners as well as to facilitate better communications and processes.
We will continue our efforts to strengthen the bonds with the Impact Partners. We will map their challenges
and will identify those challenges that directly impact the partner organisation’s sustainability and Rang De’s
operation. An impact advisory network is in the making that will consist of advisors who will work closely
with the impact partners and help them address certain organizational challenges and build capacity. Rang
De’s role will be to facilitate the interaction between impact advisors and the partner organisations after
identifying core strengths and areas of interventions of each party respectively. The advisory network will be
designed as a self-sustaining eco-system that will require minimum supervisory support.
Objective 2 (Activity 2): Disbursing timely, low cost credit by engaging with government and multilateral
financial institutions and Programs:

Activity

Outputs

Re-thinking Poverty
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3.2 Engaging with
government and multilateral
financial institutions and

New Projects undertaken
with Government and
financial institutions

programmes

programs

Scaling up of operations in specific sector
and geography
Number of projects undertaken and
number of borrowers covered

Rang De started working with a few government and multilateral financial institutions in FY 2013-15 as a result
of a few awards that were won. Here are the details of few projects undertaken by Rang De as a result of these
partnerships.
1) Rang De Scholars Program (Millennium Alliance Grant project)
Through Rang De Scholars program, we have implemented innovative interventions to make quality education
more accessible and affordable to underserved communities as a step towards poverty alleviation.
Program Vision
Rang De Scholars program aimed to ensure that all deserving students have access to quality primary,
secondary, vocational and higher education irrespective of their socio-economic background.
Impact Created
With the help of MA grant support (operational support), Rang De has raised the funds on online platform and
has disbursed 981 education loans amounting to Rs. 87, 93, 600 during the project duration.
The loans disbursed are either for supporting the primary and secondary education needs or higher
education/vocational training.
Particulars

Details

Total Grant received for Rang De Operations

13.86 Lakhs

Actual Disbursals

87.93 Lakhs

Total Number of Loans

981 ( 40- VL/ 2- HE/ 939-P&S)**

Impact Partners

7

Table 28: Details of the Rang De scholars program *Amount in Rs. Lakhs
** VL- Vocational Loans, HE- Higher Education Loans, P&S – Primary & Secondary education loans

The grant received from Millennium Alliance allowed Rang De to develop the platform for facilitating more
education loans. It enabled us to identify new partners for higher education loans

Re-thinking Poverty

Re-thinking Progress

44

Meet a few Rang De scholars
Swapnali – Building her future
Swapnali is final year student from Laxmi College of Optometry, Panvel. She comes from a small village in
Raigad District. Her father is a contract worker at a construction site and mother is a housewife. After having
passed her 12th with distinction she decided to take up a BSc (Optometry) course. Paying close to Rs.2500 for
the hostel fees every month, apart from the college fees, was becoming difficult for Swapnali with every
passing day. Considering her financial condition, she was recommended by Laxmi College to Rang De for an
education loan. She has successfully completed 3 years of college and is working on her final year's Internship
program with an eye hospital in Ratnagiri.
Being a great performer all through her college, she has topped this year. She also got an opportunity to
present a paper on "Contact Lenses" (Swapnali's favourite topic in the course) at an international conference
that was held in Chennai in August 2015. She plans on working for 2 years after her graduation to repay the
loan. She aspires to set up an optic shop in her area after this. With a spark in her eyes, she asked "Would Rang
De give a business loan to set it up?" It is indeed inspiring to see young minds take shape beautifully!
Shyam -An aspiring police officer
Sunita is bent upon sending her son to school and fulfil his
dreams and she will do whatever it takes to turn his dreams
into reality. Shyam, her son, is studying in 9th standard. He
aspires to be a police officer or an engineer. We have given
a low cost credit of Rs.6000 to Sunita that she has invested
towards her son's tuition fee and bought him new books
and other stationary materials. Her son is going to appear
for his 10th board the coming year and wants to make sure
he gets all the coaching and tuition that he requires to score
well.
2) DM India Project 2013 Project
objective:
To increase marketing, fundraising and operational capabilities of Rang De in order raise low cost funds
through its online platform for women from low-income households in Madhya Pradesh. The funds were
provided to these women in order to help them set up or scale up their businesses to come out of poverty.
The two main milestones of the project were:
1. Disbursal of low cost loans to (INR 2 crores) to borrowers from underserved communities in Madhya
Pradesh
2. Financial literacy training to the targeted communities
Target Geography: Madhya Pradesh - Jabalpur, Majholi, Gwalior
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Project Duration: June 2013 to March 2015
Over 218.25 Lakhs were raised and disbursed to 2,398 low-income borrowers in MP leading to significant
increase in income generation and savings and thereby better quality of living and social standards.
Beneficiaries are progressing towards sustainable livelihood. This includes qualities such as increased
awareness about education, greater self-esteem, social upliftment and financial literacy etc. Financial literacy
training provided to beneficiaries leading to better financial awareness, knowledge and skills of the
beneficiary.

Meet some of our DM Project beneficiaries
Preeti Shriwas–Overcoming all the obstacles
Mrs. Preeti Shriwas is a married woman living in Kashi naresh ki Gali, Hazira-Gwalior (M.P.) with her husband,
a son, and in-laws. Till a few months ago, the only
breadwinner in the family was her husband who ran a salon
out of a rented shop. When his health deteriorated and
they had to close down the shop and give up the place. This
situation put the family in dire financial constraints. Preeti
had done a parlour course a few years back and she
thought to start a beauty parlour hence applied for loan
from VAMA when she learnt about the low-cost Rang De
loan. She took loan of Rs.8,000 for starting up a beauty
parlour but couldn't do so, all their saving had been spent
on her husband's illness. She took a bold step and decided
to open a breakfast stall. With the
loan amount she purchased a second hand cart, some heavy utensils & some food material and started a
breakfast shop with her husband at a prime location in Gwalior. She is selling Kachori, Samosa & Pakode &
other snacks and is earning approximately Rs.250 per day.
Her future plan is to convert the breakfast shop into Chinese food stall. She has a 4 years' old son and she is
planning to admit him in a good school & saving money for his future.
Mamta Jatav – Guts that bring glory
Mamata Jatav's optimistic spirit is apparent to us, within
minutes of having met her. This young homemaker has a
small family, mainly supported by her husband (a Plumber by
occupation). His workload (hence, income) is inconsistent;
which became a cause of worry for the couple. Recently,
Mamta came across Rang De and applied for a Rang De loan
worth INR 8000. Mamata started a homebased Tailoring
business, taking up small work from neighbourhood
customers. This alone has increased the family's income by
INR 1500 per month. With a bit more of funds in hand, the
Jatavs also manage to save more (savings up by INR 250 per
month) now. Emboldened by her foray into business, Mamata plans to purchase a Pico machine and raw
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materials at bulk rates. To significantly increase the family's earnings, she would ideally like to rent a shop in
the main market, train a couple of employees and take on bulk orders. Her long-term dream is to own multiple
businesses (Tailoring shop, Ladies' parlour); so as to ensure financial stability for her family.
3) Moving poor households out of Poverty – An Action Research Project on Impact of Microcredit
Moving poor households out of Poverty – An Action Research Project on Impact of Microcredit with NABARD,
aims at identifying the impact of business mentoring and support services and the number of critical credit
injections needed for to facilitate poverty reduction. We are also trying to analyse the corelation between
livelihood types and progress towards income enhancement via this project. The project duration is three
years and is still in on-going phase. We shall be able to present a snapshot of the impact created in the next
Social Accounts.
S.No.

Project Name

Financial / Government
Institution

Amount Disbursed
(Rs. Lakhs)

Borrowers
funded

1

DM India Project 2013

World Bank

218.25 Lakhs

2,398

2

Rang De Scholars Program

FICCI & USAID

113.89 Lakhs

1,213

3

Moving poor households out of Poverty

NABARD

Ongoing

Table 29: Projects undertaken with multilateral financial institutions and grant funding organisations during FY 2013-15

By engaging with government and multilateral financial institutions and programmes, we were able to scale
up our operations in Madhya Pradesh (DM project) and disburse more education loans at different
locations

Issues for action and achievement:
We have worked with newer communities in regards to all the three projects undertaken and have carried out
an in-depth analysis on the impact created thereby.
We will continue working with the selected community and scale up operations both in terms of achieving
sustainable livelihood as well as providing access to quality education and health and sanitation facilities.
We will also work out an comparative analysis in the impact created on the beneficiaries with mentoring
support and without mentoring support and come up with a very impactful mentorship model and
implementation plan for the same.
We will also make more stringent efforts to engage with Government agencies in a more proactive manner to
scale our operations in a meaningful manner.
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Objective 3: Reaching Out to Diverse Underserved Communities across
Sectors
Activity

Outputs

Outcomes

3.1 Identification and OnNumber of new partners on- Increased outreach and boarding of
new partners boarded, number of different sectors presence in newer geographies
Table 30: coveredActivity, Output and Outcome for Objectiveand 3 amongst

communities
3.2 Customizing & designing
Number of customized loan products Reaching out to diverse loan
products for borrower for different communities and communities and meeting their
wise segments

amount disbursed

needs

Objective 3 (Activity 1): Reaching Out to Diverse Underserved Communities across Sectors by
Identification and on boarding of new partners
Activity

Outputs

3.1 Identification and
Onboarding of new
partners

Number of new partners
onboarded,
Number of different sectors
covered

Outcomes
Increased outreach and
presence in newer
geographies and amongst
communities

Table 31: Output and Outcome for Objective 3 -Activity 1

Rang De strives to reach out to diverse communities across sectors and regions. Rang De identifies geographies
where microfinance penetration is low or non-existent and locates grassroots organizations that it could
potentially partner with.
Diversifying the sectors has also been one of the major steps that Rang De has taken during this time period.
Apart from providing micro-business and education loans, Rang De has also ventured into providing loans in
the waste management sector and supporting small micro-venture units. With the objective of identifying
truly underserved communities, Rang De drew up a list of priority geographies and sectors that Rang De would
like to work in. Also, over a period of time, few enhancements were made and implemented to make the
process more efficient
1)
We have redesigned our Apply for Partnership page, so as to make the process simpler for
organisations that are looking to partner with Rang De
2)
To increase the transparency of the process, a separate page is added on the website with a detailed
snapshot of our partnership process. Every potential new partner goes through the following steps:
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Screening

Partnership
Committee
Presentation

Documentation

Due Diligence
Visit

On Boarding

Figure 15: New Partnership Flow diagram

New Partners on boarded in FY 2013-15
In last two years, we have on-boarded 12 new partners in 7 different states and addressed five different
sectors. Here is a list of the new partners on-boarded along with the sectors focused:
Sr.
No

Partner Name

Location

Sector

1

SEEDS

Jharkhand

Livelihood (Micro-credit)

2

Laxmi College of Optometry Maharashtra

Education

3

Kalamandir

Jharkhand

Micro credit, Micro Venture (Community owned
Projects)

4

VAMA

MP

Micro credit, Sanitation, Education

5

Vigyan Ashram

Maharashtra

Entrepreneurs (Livelihood)

6

REAL

Tamil Nadu

Livelihood (Micro-credit)

7

Saath Livelihoods/RWeaves

Gujarat

Livelihood (Artisan / Weavers support)

8

Desi

Karnataka

Livelihood (Artisan / Weavers support)

9

Hasirudala

Karnataka

Entrepreneurs (Dry Waste Management),
Education

10

SMV Wheels

Uttar Pradesh

Livelihood (Rickshaw Pullers)

11

Rangsutra

Uttar Pradesh

Livelihood (Artisan / Weavers support)

12

Pratigya (PSVSSM)

Madhya
Pradesh

Livelihood (Micro-credit)

Table 32: Partners on-boarded during FY 2013-15

S,No.

Sectors Covered

1

Artisans Community

2

Handloom Sector

3

Higher Education

4

Cycle Rickshaw Loans

5

Micro-venture/ Community Owned Projects
Table 33: Rang De's focus sectors
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S.No. Screening Documentation Partnership Committee Due-Diligence On-Boarding Conversion
Rate %
1

49

21

16

12

12

24.4%

Table 34: Throughput rate for new partnerships Inferences:

The above data shows that out of 49 applications reviewed in the duration of FY 2013-15, only 11 were
onboarded. This represents a final conversion rate of 24.4% and a conversion rate of 75% from Partnership
committee phase to On-boarding phase. A lot of applications got rejected at screening phase itself, the main
reasons for this is a mismatch between the mission and values of Rang De and potential partner or the
organisation not meeting the criteria.
Steps Taken to streamline and standardize the process
1)
Standard Training Manuals, Toolkits as well as Training for New Partners: We came up with sector
specific standard manuals and toolkits for new partners, so as to make their operations easy and effective.
2)
In-house Training: ‘ROOTS to EMPATHY’: We also started an in-house training program for new
partners. Here are the key aspects of the training program:
• Introduction to Rang De’s Operations
• Rang De Values & Mission - how to fulfil this in their communities, and the potential challenges and
opportunities.
• Accounting Process for Rang De's portfolio - to improve financial reporting of the Rang De portfolio.
• Loan Processing System (www.rangde.net) - common errors. How to use this system more effectively
• Rang De fund raising website (www.rangde.org) and how it connects with the Loan Processing System
• Process Mapping and documentation - how should Impact partner works in the field
• Measuring and improving performance of critical processes and its importance in reducing cost and
improving efficiency - Introduction to Process excellence and Six Sigma, how to measure process
performance and improving them
• PPI (Progress out of Poverty Index) Implementation - Introduction to PPI, measuring our impact over the
long term
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Dot Net Training

Field & Process
Related Training

Training on Six
Sigma

Team Building
Activity

Certification

Figure 16: Pictorial representation of the 'Roots to Empathy' training program

Issues for action and achievement:
In FY 2013-15, we focussed on servicing loan requirements in diverse sectors and states. We reached out to
different sectors like Artisans/Weavers Community, Higher Education, Cycle Rickshaw loans,
Microventures/community owned projects.
We are planning to continue our support to diverse sectors and states to spread the impact of low cost credit
to more people.
Rang De has customized and designed new loan products for the community and has catered to different
sectors and communities. However, we often face challenges in customizing our loan products and operations
to suit a particular project/community. To address the challenges, Rang De will come out with different partner
personas and will standardize the whole process for partnerships in different sectors. Specific Loan products
will be launched for specific loans.
Objective 3 (Activity 2): Reaching Out to Diverse Underserved Communities across Sectors by Customizing
and designing loan products for borrower wise segments
Activity

Outputs

Outcomes

3.2 Customizing & designing
Reaching out to diverse
Number of customized loan products for
loan products for borrower wise
communities and
different
communities
and
amount
segments
meeting their needs
disbursed
Number of business and education loans
and amount disbursed
Rang De has been working for the past seven years to support diverse communities across the country.
Depending upon the need and type of business, Rang De offers different loan products, which are tailormade
for different loan needs. These loan products have different eligibility criteria.
Details of Customized Loan Products for different Communities
1. Higher Education Loans:
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After successfully
providing
primary
and
secondary education loans, Rang De ventured into
providing higher education loans. Since the loan amount is
higher than the other loan products with a purpose of
motivating students to go for higher education, the
interest rate (4.5%) is lower in comparison of other
products.
We customized the loan product recently to match the
needs of our beneficiaries. The new model says that this
loan will be interest free for the duration of studies and only
a fix principal amount needs to be paid per month. This will
result in a more feasible and practice mode of repayment for the beneficiaries
In case of education, our social investors do not receive an interest return but give it as an interest free loan.
Rang De and the impact partner take a minimal 2% return to cover the operational costs. As with all loans,
0.5%p.a. is kept aside for contingency.
Sr.No.

Particulars

Details

1.

Loan Amount

Rs. 1,00,000

2.

No of Loans Disbursed

02

3.

No of Partners

01

4.

Name of the Partners

Laxmi Optometry College, Maharashtra

Table 35: Higher Education Loans in FY 2013-15

Meet Geeta Kadam: Our Brilliant Student
Calm and shy by nature, Geeta learned about the optometry course in the Laxmi College of optometry from
her friend Swapnali. Geeta belongs to a small village in the Raigad district. Her father is a contract labourer
and does welding work while her mother is a house wife.
After securing a decent score in her 12th she joined Laxmi College of Optometry. Finding the course interesting
and the fees much lower than an engineering college, Geeta joined it. Arranging for the fees initially was still
a challenge due to which Geeta had to join a month later than her fellow mates. Taking into consideration her
academics and her financial condition, Laxmi College recommended her to Rang De for an education loan.
She finds the installments very convenient and easy to pay and says that without Rang De’s support she would
not have been able to pursue her graduation. Going further she plans on pursuing higher studies and continue
to research in the same field.
2. Micro-venture Loans:
Micro-ventures are community-owned or managed businesses that have the potential to create large impact.
This impact is not limited to individual members being benefited by the loan (such as increased income, saving
and assets etc.) but it also creates employment opportunities for other people in the community, it
strengthens the local economy and can check the outward migration. Rang De provides microventure loans at
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the rate of interest of 9% p.a. (flat). Since the loan amount is generally higher (Rs.5,00,000 to Rs.50,00,000),
the social investors get 4% interest returns out of it.
Sr.No.

Particulars

Details

1.

Loan Amount

Rs. 63,53,000

2.

No of Loans Disbursed

12

3.

No of Partners

04

4.

Name of the Partners

Charaka, Karnataka
BNGVN, Maharashtra
Rangasutra, New Delhi
KSDF, West Bengal

Table 36: Micro-venture loans in FY 2013-15

Ready-made Garment Unit
Ready-made Garment Unit Kurta-making unit is set up by a Joint Liability Group consisting of five women in
Bahadarpur village of Jalgaon district with the support of our Impact Partner in the region – BNGVN and
Rang De.
In order to get them started with an economic activity, BNGVN came up with a business idea that (a) did not
require a large investment of money, (b) did not require them to step out of their homes for long hours (c)
something that did not require a lot of expertise to get started.
This JLG buys ready-made garments at
wholesale rates and in large volumes from
the wholesale markets of Mumbai, Indore,
and Ahmedabad. The initial funding to the
JLG for acquiring stock was done through a
loan raised by Rang De through its network
of social investors. The garments are sorted,
tagged with retail price tags and distributed
to the women in the nearby villages to sell
keeping a portion of the profits and paying the rest to the JLG. in their localities. The proceeds from the
sale are then accounted for on a weekly
basis, with the women The JLG supports each woman in
the initial period providing the moral and economic
support as well as helping keep accounts. As the women
acquire self-confidence, they are able to become more
self-confident and hence more enterprising. The initial
pilot has shown that each woman is able to bring in a
monthly income of ₹3-4000.
3. Special Loans:
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At times, Rang De meets potential impact partners that work with communities that are not served by financial
institutions. In such cases we create a special loan product for them, with different interest rates. These special
loans are primarily offered to borrowers who have had no access to credit from formal financial institutions
before or have been denied credit. Some special kind of loans include:
1. Entrepreneur loans
2. Loans to Waste Collection Centres (DWCC) 3.
Field Partner Staff loans.
Sr.No.

Particulars

Details

1.

Loan Amount

Rs. 2,90,000

2.

No of Loans Disbursed

08

3.

No of Partners

01

4.

Name of the Partners

Hasiru Dala, Karnataka

Table 37: Special loans to DWCC entrepreneurs in FY 2013-15

Sr.No.

Particulars

Details

1.

Loan Amount

Rs. 1,05,000

2.

No of Loans Disbursed

07

3.

No of Partners

01

4.

Name of the Partners

Sagras, Maharashtra

Table 38: Special loans to field staff of partner organisations

He Does Not Waste Your Waste: Story of Krishna Ayyakanu
This is a story of a 28 years old young man Krishna who has spent last 20 years in and around waste thrown in
the Bangalore streets and roads. Much to our surprise, he loves what he does and thus never quit doing what
he started at the young age of 8. Today, he owns and runs a “Dry Waste Collection Center” near Domlur in
Bangalore and has 7 other members to work with him. Krishna lost his
father at the early age of three and his mother had a large family of
seven to feed. He started working at a very early age of eight as a ragpicker first in the streets of the city then in the hotels to support her
mother. For most of his work-life he has been questioned and
harassed by police and municipality. Only two years back, he was
approached by Hasiru Dala- A Waste Pickers’ Association that
provided him with waste management training, an identity card duly
authorized by BBMP (Bangalore Bruhat Mahanagara Palike), jacket
and safety equipment such as gloves and boots. It was his hard work
and dedication that today he collects dry waste from an odd 2350
households in Bangalore. He also collects tetra packs from all over the
city and he transports his dry waste to a recycling industry in Mumbai.

Re-thinking Poverty

Re-thinking Progress

54

In spite of having a bank account, Krishna could never receive a loan from banks as he was a slum-dweller and
did an "undignified" work. Rang De has supported Krishna with a very low-cost credit of Rs.40,000 as a working
capital so that he can buy larger quantities of waste, pay wages to other waste-pickers, cover his transport
costs etc. This loan has helped him in taking his own decisions as to where and at what prices he wants to buy
waste as opposed to earlier when he used to take advance money from different sources of buying waste in
bulk and often he would end up buying waste at a cheaper price. Thus, now he can earn and save more money
than earlier.
Details of Business and education loans disbursed to different borrower segment:
1. Business Loans:
Business loan refers to small size loans that are collateral free and are lent to low income households to
meet their working capital needs. Typically, the loan size varies from Rs. 5000 to Rs. 20,000. These activities
are broadly related to a) farming, b) handicrafts c) allied activities and so on. Since these activities have high
potential of returns and they the operation costs are high, the interest rate has been kept at 10% p.a. (flat)1.
The social investors get 2% interest returns while the impact partner gets 5.5% due to the fact that impact
partner incurs most of the operational costs. Rang De gets 2% and 0.5% goes into the contingency fund.
Sr.No.

Particulars

Details

1

Loan Amount

Rs. 12,47,75,500

2

No of Loans Disbursed

12,658*

3

No of Partners

18

Table 39: Business loans in FY 2013-15
*The total number of loans (inclusive of Special Loans and NABARD loans) is 13,120. Special loans and NABARD loans
have slightly different interest rates

Meet Jasoda Pradhan

1

Interest rate were revised in August 2014

Jasoda Pradhan, 35, has been actively
participating in SHG meetings and plays an
important role as a Secretary and maintains all
records such as meeting minutes and repayment
records in the group. Jasoda Pradhan is a mother
of 2 children, has the responsibility of taking care
of her children's education expenses single
handedly. . Her daughter is a bright student and
studying in class 7th. Jasoda's dream is to make
her daughter an engineer. Recently, Jasoda
bought a bicycle for her daughter.

Jasoda has taken three loans from Rang De to buy cows for her milk selling venture and she says, the loans
have helped her to expand her business in order to increase the income. From the first year of Rang De loan
to the third loan, she has bought three cows. She sells 20 litre milk everyday at the rate of Rs.22 per litre to
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Odisha Milk Federation (OMFed). This has led her to have her own savings and she can also provide quality
education for her daughter.
2. Primary & Secondary Education Loans:
Holistic development can only take place when the environment and support is conducive to the needs of the
communities. Hence, Rang De started providing low-cost affordable primary & secondary education loans.
These loans are given at a minimal 6.5% interest rate. The loan amount ranges from Rs.10,000 to Rs.20,000.
Sr.No.

Particulars

Details

1

Loan Amount

Rs. 85,93,600

2

No of Loans Disbursed

939

3

No of Partners

06

4

Name of the Partners

JJKK (Bihar), Sagras (Maharashtra),
PSW (Maharashtra), SEVA (Manipur)
NSKS (Odisha), SSVWS (West Bengal)

Table 40: Primary and Secondary Education loans in FY 2013-15

Big Dreams In Her Eyes: Story Of Manali
Currently living in a small semi-pucca house, Rajendra
works for 12 hours a day as a security guard for an
industry and his wife Anita takes care of the house and
children. The elder daughter, Manali, is currently
writing her 10th boards. She is delighted that the
preparation for her previous papers has served her well
and that for the upcoming ones is going on rigorously.
She aims at scoring well and is putting in all the
necessary efforts.
With Manali working so hard on her studies, her
parents Rajendra and Anita have not left any stone
unturned.
Adding Rs.2,000 to the Rs.10,000 loan that they received; they paid the yearly fees of Rs.12,000 and got Manali
an admission into a good coaching institute. Manali aspires to become an engineer.
Testimonials from Impact Partners
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“This is a new relationship, we find the relationship has
great potential to provide loans to waste-pickers
enterprise, which are neglected not only by mainstream
financial sources and banks but also by micro finance.”Hasiru Dala, Bangalore

“The partnership so far has been driven out of sheer
passion to serve the community, transparency and a
spirit of bonhomie. Appreciating each other’s strengths
has been a further motivating factor to perform better.
Together, we have a lot more to achieve....” – SVYM,
Mysore

“Vigyan Ashram's partnership with Rang De has
been a God-Send. The partnership began at the
right time when we needed funding for our DBRT
students. Rang De has been exemplary in
funding our entrepreneurs. Their support and
services is bar-none. Our entrepreneurs have
been funded earlier than the estimated time. We
look forward to collaborating with Rang De by
providing our field support experience to better
understand and service our beneficiaries.”Vigyan Ashram, Pabal

13. SROI Analysis
The Social Return on Investment (SROI) of Rang De’s activities and efforts has been calculated to ‘measure’
the economical as well as the social impact created on the community. For calculating the SROI, we made an
attempt to quantify the outcomes i.e. impact created.
We have used evaluation method to compute this cost benefit analysis.
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Activity

Disbursal of 14,41,57,100 to 14120
Beneficiaries from FY 2013 to FY 2015 and Time
reaching out to diverse underserved Period
communities

FY 2013 - 2015

Contract/Funding
/ Part of org’

Donation & Grants from different sources,
Investments from different Social Investors

Evaluation

Scope

Forecast or
Evaluation

The methodology for SROI calculation is as follows (detailed calculations are available in Annexure 6 along with
Assumptions)
Step1: Stakeholder identification and determining stakeholder inputs that go towards creating change
Step 2: Identifying and valuing inputs of stakeholders in terms of time, efforts, and / or funds provided
Step 3: Evidencing and valuing outcomes based on economic benefits like increased income and interest
savings
Step 4: Calculating impact after taking into account
(1) Possible outcomes without Rang De’s intervention (Deadweight)
(2) Outcomes caused by other organizations/individuals (attribution) (3)
How long will be outcome last (duration)
Step 5: Projecting the value of outcomes into the future and calculating the Net
Rang De’s SROI
S.No.

Parameters

Particulars (Rs.)

1

Total Present Value (PV)

29,29,51,632.61

2

Net Present Value (PV minus the investment)

21,63,94,673.08

3

SROI Ratio

2.83

* Amount in Rs. Lakhs
An SROI ratio of 2.83 implies that for approximately every 1 Rupee invested, 2.83 Rupees of social value is
created each year in terms of Improvement in livelihood, income generation, better education facilities,
increase in profits & savings etc.
Future SROI Analysis
In the next Social Accounts, we will like to capture the increase in livelihood status as will also try and assess
the increase in the discretionary spending ability and compounding of savings as well. We will also try and
increase the sample survey size for carrying out the impact study so as to make the calculations more accurate.
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Also Rang De wants all its borrowers to not only progress in terms of their financial and social status but also
to achieve sustainable livelihood.
Going forward, we would not only like to measure the SROI in terms of measuring savings and income
enhancement but would also take into account the larger impact of sustainable livelihoods in communities.

14. Conclusion
Social Accounts is not only a tool to showcase what activities have been carried out in the scope period but it
also serves as a strategic planning tool.
This is the second Social Accounts that covers the period between April 2013 and March 2015. This Social
Accounts is undertaken by the Rang De social accounting team under the periodic guidance of the team from
the Center for Social Initiative & Management (CSIM).
To improve the functions and tasks to be carried out after the first social accounts audit, we formed special
teams such as the Impact team to streamline the work for better efficiency and effectiveness. We diversified
our partnerships as well as the working areas such as providing credit support for dry waste management.
In the current, Social Accounts we have provided an update on the progress we have made so far and new
initiatives taken by the organization.
The economic impact numbers describe the upliftment and empowerment of the borrower and the SROI
indicates the social impact created on the community addressed.

15. Issues for Action and Achievements
Rang De’s stakeholders provided feedback on the organisation’s performance on its core values. A significant
number of respondents felt that Creativity and Tenancity were two values where the organisation could
improve. We are cognizant of the fact that we would need to create a conducive environment within the
organisation to foster both these values.
Technology is an enabler in Rang De’s mission. Rang De needs to leverage technology to enhance user
experience both for the social investors as well as the partners (many of whom are not computer literate).
Similarly marketing channels including social media, offline events need to be strengthened further to not only
engage existing social investors but also attract new investors to the Rang De platform. Focus on corporate
partnerships / grant support from donors network would also enhance Rang De’s ability to provide timely, low
cost credit. A fund raising strategy has to be implemented to improve the conversion rate for CSR
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While a lot of progress has been made in terms of strengthening relations with older partners and in bringing
new partners on board, Rang De needs to capitalize on the gains made during FY 2013-15 to make inroads in
newer geographies and sectors.

16. Plans for Dialogue with Stakeholders
For the next Social accounts, we are gathering the feedback of all the stakeholders on a regular basis rather
than consulting them at the end of the social accounting period. This will help in gathering inputs from a bigger
sample size and getting feedback from a more diverse sample of stakeholders.
We are consulting Social Investors, HNIs and Corporates on a quarterly basis; Impact partners and beneficiaries
are consulted as and when we carry out field audits.

17. Plans for the next Social Accounting Cycle
Social accounts is not only a tool to assess the Impact created by our organization's activities, it has also acted
like a strategic tool for us. Last Social accounts helped us in optimizing our resources and focusing our energies
more efficiently. This helped us address the different concerns of our stakeholders within a short time frame.
For the next cycle, the relevant data will be gathered throughout the year that will enable us to get a holistic
view of the social impact. We will opt for adding different parameters to define the social impact created.

APPENDICES
Appendices 1- Compliance
Appendices 2- Social Audit & Impact Assessment Tools
Appendices 3- Feedback of Questionnaires
Appendices 4- Impact Assessment Forms
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Appendices 5- Impact Map

Accountability - The principle that individuals and organizations are responsible for their actions and may be
required to explain them to others.
Accounting - The systematic generation, tracking, and analysis of information about the financial and Social
performance of an organization for the benefit of its stakeholders.
Audit- It is a methodical examination or review of a condition or situation. For the purposes of the BSCI, the
audits will exanimate whether the social conditions in which suppliers produced the goods are in line with BSCI
code of conduct. (See social audit).
Audit Report - A testimony produced by an auditor regarding the quality and meaningfulness of an
organization’s records, statements, systems, and procedures, as well as stated claims for performance. May
also include an opinion on areas for improvement and predicted future progress.
Assessment - A systematic process of collecting and analysing data to determine the current, historical or
projected status of an organisation.
Compliance - The state of being in accordance with established guidelines, specifications, or Legislation.
Corporate Social Responsibility - A concept whereby companies integrate social and environmental concerns
in their business operations and in their interaction with their stakeholders on a voluntary basis. CSIM- Centre
for Social Initiative and Management (CSIM) Employees - All persons working for a company independent of
their function, whether directly employed, contracted or otherwise representing the company.
Efficiency - The extent to which maximum output is achieved from a given input. Alternatively, a minimum
input for a given output.
Governance - Anything related to the activities of governing the organization, e.g., board of directors, by laws,
and so on.
Internal Audit - An independent appraisal of operations, conducted under the direction of organizational
management, to assess the effectiveness of internal administrative and accounting controls and help ensure
conformance with managerial policies.
Impact Assessment - A research activity undertaken with the objective of attributing observed outcomes to
organizational activity. Impact is determined by the counterfactual. Determining the counterfactual in turn
requires comparing a treatment group to a valid control group.
Loan Products - Types of loans with particular sets of terms and conditions, and often for a particular use.
Monitoring and Reporting - The observation, documentation, and accounting of an organization’s activities
and performance.
Microcredit - A sub-segment of microfinance that focuses on giving small loans to low- income people for the
purpose of allowing them to earn additional income by investing in the establishment or expansion of
microenterprises. Microcredit may also refer to the actual microloan.
Microfinance - The provision of financial services adapted to the needs of micro entrepreneurs, low-income
persons, or persons otherwise systematically excluded from formal financial services, especially small loans,
small savings deposits, insurance, and payments services.
Mission Statement - A formal, written expression of an organization’s mission.
MVOA: Mission Vision Objectives Activities
Non-profit Organization - An organization whose income is not used for the benefit or private gain of
shareholders, directors, or any other persons with an interest in the organization.
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Objective - A measurable statement about the end result that an organization is expected to accomplish in a
given period of time. Objectives flow from goals, the purpose of an organization, or the organization’s overall
mission.
Redemption- The return of an investor's principal in a fixed income security, such as a preferred stock or bond;
or the sale of units in a mutual fund. Redemption occurs, in a fixed income security at par or at a premium
price, upon maturity or cancellation by the issuer.
Stakeholder - The stakeholder approach is an extension of the shareholder value concept used extensively in
business management. In contrast to the shareholder value principle, which focuses on the needs and
expectations of a company's shareholders, the stakeholder approach attempts to view the company in the
context of its overall social background and reconcile the needs of the different stakeholders. In addition to
shareholders, stakeholders include staff, customers, suppliers, the government, and the public at large.
Sustainability - The capability of an organization to sustain its activities over the long term, having taken due
account of its environmental, social, and human impacts.
Social Investor - A person or organization that engages in social investing. Social Impact - The change in net
social welfare due to an organization’s activity. It includes the wider local, national, and global communities.
Social Audit - An examination of the records, statements, internal processes, and procedures of an
organization related to its social performance. It is undertaken with a view to providing assurance as to the
quality and meaningfulness of the organization’s claimed social performance.
Social Return on Investment (SROI) - Monetary summary of an organization’s social return from a capital
investment. A term originating from return on investment (ROI) used by traditional investors.
Transparency - The openness and willingness to accept public scrutiny. Transparency exists when there is open
public access to information produced by the organization, when the information is sufficient and reliable, and
when there exists sufficient means of communication between the organization and its stakeholders.
Vision - Long-term goal of strategy. It answers the question, “How would society be different if our mission
were realized.
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