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Kudumbashree products to all who needed. 
Interested NHGs provided the list of those who 
need the kits from among the NHG members. 
CDSs collected these lists from the NHGs 
and consolidated and complied them. They 
made a final demand list (how many kits 
needed) and this was informed to the district 
team. Various farming-non farming products 
are collected from the micro enterprises and 
farming groups and kits are prepared under 
the leadership of District Missions and CDSs 
(as per demand). These kits are taken to the 
NHGs through CDSs. The NHGs pay for the 
kits from the internal savings. The NHG mem-
bers who bought the kits repay the amount to 
the NHGs in maximum 20 installments. This 
was the flow/ logistics of the campaign.

Though the implementation of the campaign 

In ‘Making an Impact’ Article - 350, we had 
explained about the Karuthal Campaign. This 
campaign was implementing for providing sup-
port to the Kudumbashree entrepreneurs and 
farming groups who had to face lose due to the 
covid-19 lockdown. We are happy that through 
this product-marketing campaign, which was 
implemented to encourage the entrepreneurs/
farming groups to start livelihood activity and 
to rejuvenate the enterprises that face loss. 
Through this campaign, we could help them 
earn additional imcome and more market for 
their products.

The rates and other details of the products 
are collected by the district teams from en-
trepreneurs from the respective districts. This 
consolidated list of products was given to 
each CDS. The aim was to provide a kit of 

Sales of Rs 6.44 crores through
‘Karuthal Campaign’



-ta¡n-§v B-³- Cw]mÎv | MAKING AN IMPACT

S.HARIKISHORE IAS

was officially planned till 30 September, the 
activities of the campaign is continuing in few 
districts. Through the campaign, sales of Rs 
6,44,97,299 was recorded until now. The cam-
paign was well implemented in all 13 districts 
except in Wayanad (Wayanad did a similar 
campaign before this and hence opted not to 
redo). The details including the sales volume 
of the campaign is given below: ( In the order 
of the district, no. of enterprises participated, 
no.of JLGs participated, no.of kits distributed 
and sales)

1. Thiruvananthapuram - 227 - 24 - 12,204 - 
Rs 56,167,50 
2. Kollam-  223 - 104 - 5350 - Rs 16,79,890 
3.Pathanamthitta-   214 - 64 - 8,200 - Rs 
58,28,000
4.Alappuzha -  390 - 86  - 17,390 - Rs 57,52,500 
5.Kottayam -  218 - 85 - 16,238 -Rs  81,14,750
6.Idukki -  145 - 46 - 4,970 - Rs 24,85,000 
7.Ernakulam - 523 - 24 - 43,143 - Rs 1,50,84,476 
8.Thrissur - 367 - 80 - 5,198 - Rs 22,16,650 
9.Palakkad -  135 -0 - 5,812 - Rs 16,52,920 
10.Malappuram - 40 - 0 - 2,200 - Rs 13,20,000 
11.Kozhikode- 78 - 0 - 1,977 - Rs 42,98,400 
12.Kannur - 616 - 38 - 2,171 - Rs 8,47,963 
13.Kasaragod -  398 - 105 - 24,000 - Rs 
96,00,000 

Total - 3574 - 656 - 1,48,853 -  Rs 6,44,97,299
Appreciations to all those who worked behind 
this campaign to support the entrepreneurs 
and farming groups to overcome the crisis 
caused due to covid-19.


