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Abstract:

This paper intends to understand the condition of financial accessibility of street vendors in Mumbai. The study is based on field survey of 200 street vendors by using three-stage (3-Stage) sampling method to draw sample from five different places in Mumbai. This study is explorative in nature, showing that the street vendors access capital from different courses and depend on the money lenders especially for their economic activity as well as for social security purposes. Interestingly, the result shows that the street vendors are forced to borrow mainly for social security purposes at exorbitant rate of interest (amounting to 5-10% per month) rather than their economic activities which in turn cause to lead them to fall into a ‘debt-trap’ situation which is a deep concern. 
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I. INTRODUCTION:

In the era of globalisation, the retail sector is the fast growing emerging sector after agriculture in India in terms of employment generation. This sector contributes about 10 percent of India’s GDP (Gaiha and Thapa, 2007). Moreover, India’s recent economic growth has been impressive which has also attracted the world’s attention and it is estimated that India has highest retail density in the World (Ghosh and et. al 2007; Gaiha and Thapa, 2007). The retail sector broadly has been segmented into two parts; organised or formal retail sector undertaken by licensed retailers who are registered; and unorganised or informal retailers which refer to traditional low cost retailing that are low capital intensive (Guruswami et. al.
). However, global retail chains, such as Wall-Mart, Tesco and Carefour are coming into the Indian market due to market liberalization whereas domestic retail chains like Reliance Retail, Aditya Birla Group, S Kumars, Shoppers Stop, etc are also expanding the share of organized retail sector. Besides the above, small scale retailers such as local ‘kirana shops’, grocery vendors, vendors including both static and mobile, are also being grown in the Indian labour market. Small retailing including street vending has been one of the easiest ways to survive for working poor and is wide spread in the urban informal sector in India because these retailers sell products at cheap cost and it is noticed that this trading has been flourishing since last few decades in Indian labour market. According to National Commission on Labour, street vendors are identified as self-employed workers in the informal retail sector who offer their labour for selling goods and services on the street without having any permanent built-up structure (Bhowmik 2001). Around 10 million vendors in India and about 250000 vendors in Mumbai are surviving their livelihood from this profession (GOI 2004
). 
Literatures (Bhowmik 2001; Anjaria 2006) have stated many problems of street vendors regarding their social protection, working condition, credit accessibility, and their public space utilisation. Even National Policy on Urban Street Vendors (2004) has pointed out the major problems and recommended policies on the same. But the basic problem of street vendors is that the right to existence in the urban informal sector. As literature shows that there is a dearth of studies exploring the aspect of ‘financial accessibility’ of street vendors. Hence, this paper intends to understand the conditions of financial accessibility of street vendors for their economic activity as well as other purposes in Mumbai. 
The paper has been organised into the following sections. Section-I dealt with introductory section of the paper. Section-II illustrates an overview of the informal sector as well informal sector in Indian phenomenon. The role of street vendors in the urban Indian economy has been also discussed in this section. Rationales for the study and the objectives of the study have been explained in section-III. Methodology and data sources taken up in the present study have been discussed in section-IV. This study is mainly based on the primary data. Therefore, the socio-demographic and economic profiles of individual 200 street vendors based on primary survey have been discussed in section-V. Section-VI focuses on the financial accessibility of street vendors in Mumbai. Indebtedness of the street vendors is discussed in section-VII. Role of member based organisations of towards their financial accessibility has been demonstrated in section-VIII. Concluding remarks is in last section.

II. Informal Sector and india: An Overview
The concept of ‘informal sector’ was officially first used in ILO-UNDP documents with reference to Kenya Employment Mission in 1972. The Kenya Employment Mission recognized that the traditional or subsistence sector had not just persisted but had expanded to include profitable and efficient enterprises and afterwards the mission used the term ‘informal sector’ rather than ‘traditional sector’ (ILO 1972). Then the term ‘informal sector’ was first used by Keith Hart (1973) in his analysis of people in Ghana employing self-employed sector, outside of the formal labour market who were unable to search jobs in the formal sector. 

Over the years, there are the crystallized debates into four schools of thought regarding the terminology of ‘informal sector’. The prominent four schools of thought on the informal sector are the dualist view, the structuralist view, the legalist view and il-legalist view. Hart criticised Lewis model and argued (known as Dualist view) that the formal sector and the informal sector both are separate and the persistence of the informal sector is due to not enough modern job opportunities have been created to absorb supply of surplus labour as consequences of stunted economic growth and rapid growth rate of population (Hart, 1973; ILO, 1972; Tokman, 1978). On the other hand, structuralist school of thought states that the formal sector and the informal sector are interrelated with each other in terms of labour where workers have been pushed out from the formal sector where they enjoyed job security to the informal sector without having any kinds of security due to reduce input and labour costs (Portes et al, 1989). The legalist view, propounded by Peruvian economist Hernando De Soto (1989), argued that the informality is a response to bureaucratic obstacles. According to De Soto, the altitude of small enterprises and informal economic activity have been advocated by development agencies as a strategy for the generating economic growth in developing countries and providing income for the poor and micro-entrepreneurs will continue to produce informally so long as government producers are costly. The il-legalist school of thought, popularised by neo-classical economists across the decades (Maloney 2004), informal entrepreneurs deliberately are being shaped to avoid regulations and taxation, to deal with illegal good and services, which partially supports to De Soto’ s thought. According to this school of thought, informal economy generates black or underground economy in order to avoid taxation, commercial regulations, and electricity or rental fees. 

However, the term ‘informal sector’ is broadly being used to mean economic activities of firms and individuals that are not registered for the purpose of taxation or regulation by the state because the products produced by them may be legal but the process through which they sold may not be fully legal (Lund 1998; Chen et al. 2002). According to the heterogeneity characteristics of the informal sector, the workers can be divided into as follows (Chen et al., 2002; NCEUS 2007): 

1. Wage workers in the informal sector: Persons employing for remuneration as informal workers, directly by employers or through agencies or contractor are called wage workers. Wage workers include casual and temporary workers, migrant workers; domestic workers employed households and also include regular workers in the informal sector.
2. Self-employed in the informal sector: Persons who operate farm or non-farm enterprises or engage in a profession or trade, either on own-account including unpaid family workers, individually or with partners or as home based workers.
3. Unprotected wage workers in the formal sector: Workers are mainly in the categories of regular, casual and contract workers, though engaged in formal sector but come under informal sector because they are unprotected and being employed informally in the informal sector.
Informal Sector in India:

Recent labour market scenario in India, a huge magnitude of labour force comprising around 92 percent derive their livelihood from the ‘informal sector’
 that has occupied more than 60 percent share to the Net Domestic Product (NDP) at current prices (NSSO, 2004-05). In addition, the contribution of the informal sector in the Indian economy has been very much significant in contribution to NDP, saving and capital formation but it is noted that conditions of the work and workers in the informal sector are very poor and miserable (NCEUS
 2007). 

In India, the terms ‘unorganized sector’ and ‘informal sector’ are being used interchangeably (NCEUS 2007: p.2). According to NCEUS report (2007), commission has distinguished between the unorganised sector and unorganised workers in the Indian context. The unorganized sector in Indian context is defined as a sector which ‘consists of all unincorporated private enterprises owned by individuals or households engaged in the sale and production of goods and services operated on a proprietary or partnership basis with less than ten workers which is characterized by a high incidence of casual labour mostly doing intermittent jobs at low wage rate at low investment rate’ (NCEUS 2007: p.3) and the unorganised works are defined as: "Unorganised workers consist of those working in the unorganised enterprises or households, excluding regular workers with social security benefits, and the workers in the formal sector without any employment/ social security benefits provided by the employers" (NCEUS 2007: p.3).

The informal sector workforce in India is estimated about 422 million workers, representing nearly 92 percent of the total workforce of about 457 million (NSSO, 2004-05). The total employment in Indian economy is about 457 million, of which the informal sector directly accounted for 395 million, comprising 86 percent of the total workers while 6 percent of this huge labour force though employed in the organized sector but come under unorganized sector because of they being employed informally (NSSO, 2004-2005). 
Of the 395 million informal sector workers, agriculture is computed for 253 million and remaining 142 million are employed in the non-agricultural sector. The agricultural sector consists entirely informal workers those who are mainly self-employed, comprising 65 percent and the casual workers (35 percent) while 63 percent workers are mainly self-employed in non-agricultural unorganized sector and the rest of the labour force (37 percent) in the non-agricultural unorganized sector (NCEUS 2007). According to National Commission on Labour, there are 106 categories of workers including agricultural workers, agarbatti makers, beedi rollers, construction workers, home-based workers, rickshaw pullers, street vendors and so on in the informal sector in India. Street vendors are identified as self-employed workers in the urban informal sector.

Role of Street Vendors in the Urban Informal Sector in India
As street vendors are identified as self-employed workers in the urban informal sector, this section mainly focuses on the role of the street vendors in the urban India. According to the level of income, NCEUS (2007) has also categorised workers in the unorganised sector. Interestingly, NCEUS has found around 75 percent self-employed workers belong to poor and vulnerable group in the unorganised sector in India and only around 25 percent belong to high income group (Table 1). On the other hand, NCEUS has also categorised different types of workers within self-employed workers based on income. According to NCEUS, street vendors are located in the low income self-employed group of workers (Table 2) those who are poor and vulnerable.
Table 1: Percentage Distribution of Unorganised Workers across the Expenditure

	Status
	Total
	Self-employed
	Regular Wage Workers
	Casual Workers

	Poor and Vulnerable
	78.7
	74.7
	66.7
	90

	Higher Income
	21.3
	25.3
	33.3
	10

	Total
	100
	100
	100
	100


Source: NCEUS 2007 (Based on NSSO 2004-05).
Table 2: Two Types of Self-employed by Income
	Low income self-employed who are closer to or marginally above casual workers
	High income self-employed who are closer to or higher than regular workers

	1
	Handloom Weavers (Mostly Women)
	1
	Independent professionals (such as doctors, lawyers, artists and

Accountants).

	2
	Chikan Workers (Mostly Women)
	
	

	3
	Street Vendors
	
	

	4
	Food Processors
	2
	Shop owners in urban areas.

	5
	Rickshaw pullers
	3
	Rice mill owners.

	6
	Rag pickers
	4
	Workshop owners

	7
	Beedi rollers (home based workers)
	5
	Commission agents.

	8
	Aggarbati Makers (Mostly Women)
	6
	Brokers of real estate, housing, etc.

	9
	Potters 
	7
	Owners of small hotels and restaurants.

	10
	Bamboo Product Makers
	
	


Source: NCEUS (2007).

Street vendors plays very important role in urban India by providing employment and income and other aspects. They sell different kinds of goods such as clothes and hosiery, lather, moulded plastic goods and different kinds of household necessary goods, which are manufactured in small scale or home based industries where large numbers of workers are employed (Bhowmik 2001). The manufacturers could have hardly marketed for their products. Apart from non-agricultural product, street vendors also sell vegetable and fruits also. Thus, urban poor, namely street vendors are providing the market for home-based manufacturing product and as well as agricultural products. Hence, small-scale or home-based workers as well as agricultural workers rely on street vendors. In this way, street vendors help sustain employment in these home-based and small-scale industries and traditional sector. Therefore, it can be said that there are several sectors as well as labour engaged in those sectors which are linked with street vendors in terms of products which they sold. 

Besides the employment context, street vendors support urban rich as well as urban poor. Street vendors prop up urban rich to provide daily requirements as available on their doorsteps because some street vendors built up their profession in front of housing complexes (Tiwari, 2000). Therefore, some urban rich do not need to use cars or two-wheeler to buy their daily requirement and not only that, urban youth prefer to purchase clothes and other accessories from them because product sold by them are typically cheaper than those found in formal retail outlets.

On the other side, lower income group people are also benefited and spend a higher portion of their income on purchase from street vendors because their goods are cheap and affordable. It was estimated around 30 percent of Mumbai workforce have at least one meal a day from vendors (Bhowmik, 2001). Thus, they are in fact the solution to some of the problems of the urban woe-stricken people.
III. purposes and Objectives of the Study:

Purposes of the study: 
The street vending occupation is one of the easiest way of earning in the urban economy. Although this sector’s contribution to the country’s employment generation is quite impressive, the opportunities for financial accessibility; especially the ones available to the organised retail sector, are completely unavailable to this sector. Thus, this study becomes prime important as it attempts to explore how the street vendors access their financial needs especially when they have no access to institutional credit. Moreover, there has been no study attempting to look at the conditions financial accessibility. 
Objectives of the Study:

Based on the above discussion, the objective of the study is to understand the financial accessibility of their economic activity including institutional credit and other purposes especially when they have no access to institutional credit.
IV. Methodology and Data Sources:
This study is based on primary data to look into the present situation of street vendors in Mumbai. Three-Stage Sampling
 method, like multi-stage sampling which uses the combinations of various sampling techniques (Agresti and Finlay 1997), method has been used to draw sample from Mumbai. The survey was conducted during May, 2008 to November, 2008. The unit of analysis of the study is street vendors including static vendors in Mumbai. Thus, universe of the study is street vendors in Mumbai.  

Sampling Design:

Mumbai has been selected according to its rapid urbanisation, best commercial part of India, its geographical location and other certain characteristics such as employment status and wide spread street trading among all major cities in India. 
3-Stage Sampling method has been designed to draw sample. 

1st Stage Unit: 

When population is scattered over the region and complete lists of the total population is not available, ‘cluster’ would help to obtain easily for sampling (Murthy 1967: p 293). In the present study, Mumbai has been divided into several parts in terms of volume of street vendors and commercial areas. Each part of city is called as a ‘cluster’. In 1st Stage Unit, Mumbai has been divided into five parts (Cluster), such as, Dharabi, Jogeswari, Kandivali, Powai, and Ville Parle in terms of volume of street vendors. These clusters are selected at random by using Mumbai Map.
2nd Stage Unit: 

Sampling error can be reduced either increasing sample size or to make homogeneity group (Babbie 2001). Since street vending profession is heterogeneity character in nature such as vegetables vendors, fruits vendors, garment vendors, and others; stratification method helps to make homogeneous group in that particular group of population (Babbie 2001). In each part in 2nd stage unit, street vendors have been divided into seven ‘stratum’ according to their employment patterns. 
3rd Stage Unit:
In 3rd Stage Unit, according to the heterogeneity number of street vendors in each part, ‘quota’ has been fixed to draw sample from each stratum since population is unknown (Babbie 2001; Ahuja 2006). This quota depends on the volume of street vendors of each part and street vendors have been selected at random within each ‘quota’ from each ‘cluster’.

Total Sample Size:

This study covers 200 samples from the five places in Mumbai. The samples selected from each study area have been shown in the table 3 which as follows:   
Table 3: Total Sample Chosen from each Study Area

	Name of the Places
	Total Sample Chosen

	Dharabi
	33

	Jogeswari
	40

	Kandivali
	45

	Powai
	22

	Ville parle
	60

	Total (N)
	200


Data Collection Tools:
Questionnaire:

Structured Questionnaire has been used to directly associate with the survey research based on the objectives of this study (Ahuja 2001). Closed ended and open ended question have been asked to the respondent. Since some of the research questions are explorative in nature, open ended questions helped to explore the current situations (Ahuja 2006). At the time of data coding, all open ended questions have been converted into closed ended questions.
Interview Methods:
Personal interview and group interview methods have been conducted for the method of interview (Ahuja 2006). Personal interview of 200 individual street vendors and 5 key respondents have been conducted during survey. These five key respondents are basically active members of member based organisations to know the role of these member based organisations for the street vendors in Mumbai.  

V. SOCIO-DEMOGRAPHIC AND ECONOMIC PROFILE OF THE STREET VENDORS:

The following all sections show the possible outcomes of the present study and corresponding percentages of the outcomes which are represented by values within parenthesis. In this section, socio-demographic and economic profiles of the vendors based on primary data have been explained.  
Demographic and Social Profile:
Street vending profession is mainly male oriented occupation in Mumbai (Bhowmik 2001) and the result of this study also shows that. The sex composition of the street vendors in the study area demonstrates that there are around 77 percent of the vendors is men vendors and about 23 percent is women (Table 4). In context of religion, there are about 59 percent Hindu vendors of the total, around 33 percent are Muslims, 7 percent of total is Christian and about 9 percent vendors are Sikh (Table 5). In the case of caste composition, about 60 percent of the total belongs to general caste, 25 percent vendors belong to the SC categories, and 6 and 9 percent belong to ST and OBC categories respectively (Table 6).
Table 4: Sex Composition
	Sex Composition
	Total No. Of Vendors (Percentage)

	Male
	154 (77)

	Female
	46 (23)


Source: Computed by author based on primary data where N= 200

Table 5: Religion:

	Religion
	Total No. Of Vendors (Percentage)

	Hindu
	118 (59.0)

	Muslim
	66 (33.0)

	Christian
	7 (3.5)

	Sikh
	9 (4.5)


Source: Computed by author based on primary data where N= 200.
Table 6: Social Status
	Social Status
	Total No. Of Vendors (Percentage)

	General
	121 (60.5)

	SC
	49 (24.5)

	ST
	12 (6.0)

	OBCs
	18 (9.0)


Source: Computed by author based on primary data where N= 200

Educational Profile:  

The educational level among street vendors is generally low which has been shown in table 7. Out of total covered, around 17 percent vendors are illiterate, about 8.5 percent of total vendors can sign only, and about 8.5 percent have only primary level of education. Interestingly noted that 32.5 percent vendors had attended upper primary education while 24 percent and 8 percent of the total vendors had studied at secondary and higher secondary level respectively. Some of vendors, about 1.5 percent of total vendors, having graduation came from the rural areas in search of better-paid job in the formal sectors in Mumbai but street vending is one of the easiest means of earning for livelihood as it requires minor financial input. Hence, they became street vendors.    

 Table 7: Educational Status

	Educational Status

	Total No. Of Vendors (Percentage)

	Illiterate

	34 (17.0)


	Can sign Only

	17 (8.5)


	Primary Education

	17 (8.5)


	Upper Primary Education

	65 (32.5)


	Secondary Education

	48 (24.0)


	Higher Secondary Education

	16 (8.0)


	Graduate

	3 (1.5)



	

	Source: Computed by author based on primary data where N= 200


Level of Income:

The earning of street vendors depends on the products they sell, and it deviates from trade to trade, location to location, the volume of trade and terms of trade. Table 8 shows that around 23 percent vendors’ per month income are between Rs. 3000 and Rs. 4500 while 13.5 percent vendors’ per month income fall into Rs. 6000 and so on. It is seen that there are few of the vendors’ income is quite high according to their business types, age of the business, location and product they sold. Interestingly, it is noticed from the data that income of garment vendors, vendors those who sold fruits, electronics items deviates from vegetable vendors and small enterprises. But the profit margin of the vendors those who sold raw materials, namely, vegetable vendors, fruit vendors, food vendors is quite impressive than others category of vendors. These vendors earn about 50 to 60 percent profit of their daily sales.  

Table 8: Earning Status (Monthly)
	Income Interval (Monthly)
	Total No. Of Vendors (Percentage)

	3000-4500
	46 (23.0)

	4501-6000
	27 (13.5)

	6001-7500
	20 (10.0)

	7501-9000
	31 (15.5)

	9001-11000
	22 (11.0)

	11001-12500
	19 (9.5)

	12501-14000
	9 (4.5)

	14001-15500
	12 (6.0)

	15501-17000
	6 (3.0)

	17001-Above
	8 (4.0)


Source: Computed by author based on primary data where N= 200
VI. Financial Accessibility OF STREET VENDORS IN MUMBAI:
The types of occupation is very important to access the capital for their economic activities. It depends on the volume of trade and types of the product they sold. Street vending profession is heterogeneity in character. Vendors sell different types of products. This present study categorised seven types of the products such as vegetable vendors; fruit vendors; vendors who sold electronics items; household utensils; garment items; lather items including belts, shoes, bags and so on and vendors who are selling food items. The study shows that there are around 33 percent vendors are vegetable vendors, around 20 percent vendors are fruit vendors and about 20.5 percent vendors are garment vendors (Table 9). Interestingly, it is noticed that most of the women vendors are vegetable vendors since it requires very low investment comparing other activities.
Table 9: Types of the Occupational Distribution

	Types of the Street Vendors

	Types of Occupation
	Total No. Of Vendors (Percentage)

	Vegetables
	66 (33.0)

	Fruits
	40 (20.0)

	Electronics Items
	8 (4.0)

	Household Utensils and Stationary
	13 (6.5)

	Garments
	41 (20.5)

	Lather Items
	10 (5.0)

	Food
	22 (11.0)


Source: Computed by author based on primary data where N=200.
Types of the Product Supplier:

Sources of the capital depend also on the types of the suppliers and their volume of trade. This study shows that there are mainly three types of the product suppliers such as wholesalers, local traders or local vendors and retail shopkeepers. Around 81 percent suppliers are wholesalers where as 21.5 percent and 12 percent suppliers are local retailers and retail shopkeepers respectively (table 10). 
Table 10: Types of the Suppliers
	Types of Suppliers
	Total No. Of Suppliers (Percentage) 

	Wholesalers
	161 (80.5)

	Local Retailers/Vendors
	43 (21.5)

	Retail Shopkeepers
	24 (12.0)


Source: Computed by author from primary data where N=200.
Financial Sources of the Vendors: 
Access to capital is an economic linkage that ties street trade to the economy that affects the vendors' economic activities, profits, and potential business growth. Capital is needed for initiating the business and, later, for running and expanding the business through buying new merchandise. Seven  sources of capital have been identified which are (1) personal savings, (2) family or friends (without interest), (3) money lenders, (4) banks or co-operatives, (5) organisations, (6) local traders or retailers and (7) wholesalers. 
The first two sources are mainly used for getting a business started; while the later all the sources are used for keeping it running or expanding the activity. Since street vending is considered as an illegal profession, they don’t have access to institutional credit but it is interestingly noted that around 61 percent vendors starting their business with their personal savings and they save in the banks, namely corporation bank, IDBI, State Bank of India, Maharashtra Bank of India, Punjab National Bank, Bank of Boroda, Union Bank of India, United Bank of India and so on. 

Purposes of the Financial Accessibility:
Broadly, street vendors access capital for their economic activity, to build housing, deposit for their house rent and especially for the social security purposes. Nevertheless, vending profession is full of insecurity and uncertainty because they occupy road side and accidents occur at any time (Anjaria 2006). Since they do not have access any government assisted social security for being a part of the informal sector, they manage themselves wither by borrowing or by savings. Generally, social security covers medicare, sickness, maternity benefits, employment injury, inability and survivor’s benefits, old age pension etc (Jhabvala 2000; ILO 2001). Around 62.5 percent vendors of total vendors manage by saving in banks, co-operatives where as 36 percent vendors they manage their social protection by borrowing from different sources at exorbitant rate of interest around 3-10 percent per month (table 11). Impressively, it is perceived that 27 vendors (about 13.5 percent of the total) have life insurance policy. They make the insurance policy from their savings or by borrowing from their relatives. 
Table 11: Access to Social Security

	Access to Social Security
	Total No. Of Vendors (Percentage)

	Saving in Bank and Co-operatives
	125 (62.5)

	Insurance
	27 (13.5)

	Borrowing
	72 (36.0)


Source: Computed by author based on primary data where N= 200 

Financial Transaction:

In the theoretical framework, Granovetter and et. al. (2001) developed the concept ‘structural economic sociology’ based on the basic common principles such as (a) economic action is a form of social action, (b) economic action is socially situated or embedded, and (c) economic institutions are social constructions; which are the common principles of classic writers like Weber, Marx, Durkheim and Simmel. He also (2001) specifies that economic sociology emphasises the search for approval, status, sociability and power cannot be separated from economic actions. Economic action is ‘embedded’ in ongoing networks of personal relationships rather than being carried out by atomized actors, more specifically ‘network’ is set of contacts or social connections among individuals or groups since individual never isolated from society (Granovetter 1985). Moreover, Granovetter explains in “a social embeddedness approach” (1985) that economic transactions become embedded in social relations that differentially affect the allocation and valuation of resources and financial markets. Broadly social embeddedness is defined as the degree to which commercial transactions take place through social relations and networks of relations that use exchange protocols associated with social, non commercial attachments to govern business dealings (Granovetter 1985; Uzzi 1997).
Now in the present context, the business activity of the street vendors is on daily turnover basis and they build ‘trust’ and ‘good reputation’ with their capital sources such as wholesalers, local traders and retailers. It is perceived that age of business, language and origin of the vendors matter to build ‘trust’ and ‘reputation’ even those who are borrowing at high rate of interest. It is noticed that vendors get hold of capital or they can borrow easily from the money lenders, wholesalers and local traders provided they belong to the same community and places of the vendors. On the contrary, it takes time to build ‘trust’ and ‘reputation’ to access the capital those who are not belong to the same places and community. Thus, ‘network’ among community plays a vital role to build ‘trust’ and ‘reputation’. After good ‘reputation’ and ‘trust’, vendors even can borrow money from the wholesalers for other purposes namely social protection. The whole financial transaction has been drawn in the following picture. 
Figure: 1
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VII. Indebtedness of Street Vendors:

Interestingly, it is noticed from this present study that the purpose of borrowing is not only for their economic activities but they also borrow for their social security purposes. Thus, this section has highlighted how street vendors fall into debt trap due to high indebtedness. They have scarce resources, namely credit, for their trade and need to obtain credit but they have no access to credit from the formal financial institutions particularly for their economic activities for being a part of the informal sector (Bhowmik 2001; Jhabvala 2000). But this vending process works on a daily turnover basis and they are surviving successfully. They borrow money from different sources. Out of total sample (N=200), 161 vendors borrow money from different sources for different purposes namely, for their economic activity, housing, for their house rent and especially for the social security purposes. Around 44.72 percent of vendors (72 vendors out of 161 vendors) borrow money for their social protection purposes in terms of health care, medicine, maternity, accidents, child educations and so on where as 34.16 percent vendors borrow money for their economic activities. About 9 percent vendors borrow money for house rent as a deposit (Table 12). 

Table 12: Purposes Served by Borrowing:

	Purposes Served by Borrowing
	Total No. Of Vendors (Percentage)

	Business
	55 (34.16)

	Housing
	8 (4.97)

	House Rent (Deposit)
	15 (9.32)

	Send Money to Village
	11 (6.83)

	Social Security
	72 (44.72)


Source: Computed by author based on primary data where N=161
Around 51 percent of total vendors borrow money up to Rs. 1000 for their economic activities while 25.45 percent of total vendors borrow money in between 10001 to 20000 for their business and so on (table 13). There are two vendors out of 55 vendors, who borrow money for their economic activities, borrow money from the wholesalers and money lenders at high rate of interest. Most of the cases, vendors borrow money for their activity from the wholesalers while wholesalers do not charge any rate of interest but they charge extra amount on the product and it is calculated that those vendors pay around 25-35 percent extra over the product of Rs. 100. Thus, most of the vendors prefer their transaction with the product suppliers in cash. 

Table 13: Amount of Borrowing for the Economic Activity:

	Amount of Borrowing for the Business
	Total No. of Vendors (Percentage)

	0-10000
	28 (50.91)

	10001-20000
	14 (25.45)

	20001-30000
	1 (1.82)

	30001-40000
	5 (9.09)

	40001-50000
	3 (5.45)

	50001-60000
	2 (3.64)

	60001-70000
	0 (0)

	70001-80000
	0 (0)

	80001-90000
	0 (0)

	90001-100000
	1 (1.82)

	100001 and Above
	1 (1.82)


Source: Computed by author based on primary data where N=55
In the present study, the purposes of the social security are family healthcare and medicine, maternity benefits, child education, daughter marriage, accident that have been considered. Around 30.56 percent of vendors borrow money for family healthcare and medicine purposes while 25 percent vendors borrow money for their children’s education (Table 14). They encourage their children to continue their education. Most of the vendors borrow money for education fees, for computer purchase for their children because they prefer to send their children to english medium school. Hence, they borrow money every year from wholesalers or relatives or friends.

Table 14: Social Security Purposes Served by Borrowing:
	Social Security Purposes
	Total No. of Vendors (Percentage)

	Family Healthcare and Medicine
	22 (30.56)

	Maternity Benefits
	5 (6.94)

	Child Education
	18 (25.00)

	Daughter Marriage 
	7 (9.72)

	Accident
	16 (22.22)

	Insurance
	4 (5.56)


Source: Computed by author based on primary data where N=72

Around 51 percent of total vendors borrow money between Rs. 1000 to Rs. 20000 for their medicine, small insurance purposes while about 21 percent of total vendors borrow money in between 40001 to 60000 for their children’s education. Moreover, table 15 shows that around 4 percent vendors’ amount of borrowing is in between Rs. 150000 and Rs. 300000. These vendors borrow money either for accident or major operation purposes, namely cancer.      

Table 15: Amount of Borrowing for the Social Security
	Amount of Borrowing for Social Security
	Total No. of Vendors (Percentage)

	1000-20000
	37 (51.39)

	20001-40000
	6 (8.33)

	40001-60000
	15 (20.83)

	60001-80000
	 1 (1.39)

	80001-100000
	6 (8.33)

	100001-120000
	4 (5.56)

	120001 and Above
	3 (4.17)


Source: Computed by author based on primary data where N=72

If we compare the table 12 and table 14, it is interestingly seen that amount of borrowing for the purposes of social security is much higher and miserable than amount of borrowing of the purposes of their economic activities. Most of vendors (about 51 percent) borrow money for their economic activities up to Rs. 10000. Nonetheless, there are around 13 street vendors those who borrow money above Rs. 100000 (table 15) for their social security purposes while there are only 2 vendors (table 13) who borrow money above Rs. 100000.  

Interestingly, it is noticed from Table 15 that around 36 percent of the vendors has already paid one time of their amount of borrowing. Moreover, it is importantly perceived that one of the vendors borrowed Rs. 10000 to purchase medicine 10 years ago and he has been paying 5 percent rate of interest since 10 years. Thus, it is estimated that he has paid around 14 times of total amount of borrowing.

Table 16: Total Interest Paid as a Multiple of the Principal Amount

	Multiple of the Principal Amount
	Total No. Of Vendors (Percentage)

	1-Time
	26 (36.11)

	2-Times
	28 (38.89)

	3-Times
	11 (15.28)

	4-Times
	4 (5.56)

	6-Times
	2 (2.78)

	14-Times
	1 (1.39)


Source: Computed by author based on primary data where N= 72

Similarly, about 39 percent and 15 percent of the vendors pay 2-times and 3-times of the principal amount of indebtedness respectively while around 6 percent and 3 percent pay 4 and 6 times of the  with their rate of interest. Apart from loan for their economic activity, vendors borrow money from the wholesalers for their social security purposes also. It is noticed that wholesaler charge 2 to 5 percent rate of interest per month comparing less than other source of the borrowing. Thus, it can be said that these vendors (72 out of total 200) fall into debt trap due to not borrowing for their economic activity but for their social security purposes while it is the duty of the state to protect them. 

VIII. Role of Member Based Organisations:
This section of the paper has been analysed by interviewing 5 members those who are actively involved in different member based organisations in Mumbai. Street vendors in Mumbai are continuously harassed by local police and Bombay Municipal Corporation (BMC) since the street vending profession is illegal and most visible component in the urban informal sector. Thus, street vendors organize themselves into unions or local associations that enable them to continue their economic activities. These unions are mainly localized bodies and most of these unions or associations are member based organizations. There are very less number of member based organisations in Mumbai. Moreover, there are very few active hawkers’ union out of it. Since the street vendors have no legal permission to survive, the main role of these organizations is to negotiate with local authorities such as municipal corporations, local police stations for occupying public space to sustain their activities. These organizations also help to set up welfare board and labour commission for their social security and co-operatives for their access to credit for their economic activities and loans namely, personal loans, and educational loans.
Towards Financial Accessibility for Street Vendors:
Co-operative credit society has been registered under the state government in Kandivali to provide loan for different purposes such as personal loan, educational loan and loan for their economic activity. Mumbai district co-operative bank help to provide loan to the co-operative. Nonetheless, some of member based organisations force to state government to open the co-operative for economic activity. Co-operative gives loan to the member based organisation. There are many norms to be a part of the co-operative. Vendors should be a member of the union to get the benefit of co-operative. According to the rules and norms, one vendor can acquire maximum Rs. 30000 and he/she has to submit within 36 months with reducible 14 percent rate of interest. Each vendor in the organisation gives money to the organisation according to volume of trade (It starts from Rs. 10 per day) and organisation accumulate money where this money plays as ‘working capital’ within members of organisations. Interestingly, each member of the organisation under this co-operative is share holder of Rs. 10 of the co-operative. According to union member, this co-operative is very successful. But interestingly, it is seen from the study that there are only around 2500 vendors are under this co-operative system those who are being benefited of co-operative as well as social security where as Mumbai contain 250000 street vendors (GOI 2004). According to union member, most of the vendors try to avoid all the rules and norms and hence they prefer private money lenders at high rate of interest.

Active member based organisations force to adopt a social security scheme that gives multiple benefits to the members those who are unionised. For instance, social security scheme namely Janeshri Vima Yojana provided by Life Insurance Corporation of India (LICI) is very prolific in Kandivali. The scheme includes insurance coverage on health, house and property, accidental and natural death, and coverage for permanent and partial disability. This scheme is in the form of group insurance having with minimum 25 numbers of organisations. According to this scheme, members give annual premium. The annual premium of individual vendor is Rs. 50 which is very affordable even for poorest street vendors. Under this scheme, each vendor can get hold of Rs. 15000 to Rs. 75000 for accidental purposes and vendor’s family will get Rs. 75000 after his/her death. Moreover, this scheme covers scholarship for children education of vendor. According to this scheme, maximum two children of each vendor can be benefited and each child can get Rs. 1200 per year as scholarship. One member based organisation in Kandivali help to manage money for one vendor’s son to pursue his higher study. But, this study also reveals that there are few vendors those who are benefited from this scheme because very few number of street vendors are unionised in Mumbai. Besides above, organisation tries to provide licence to the vendor which is the primary mechanism for governing street commerce and vending unions. Thus, they approach to the authority for licensing. Organisation acts as intermediaries between individual street trader and local authority. But, the number of hawkers’ union in Mumbai is very less.
IX. CONCLUDING REMARKS:

The coinage “street vendors” have become an indispensable organ of and synonymous to urban culture. It has influenced the psyche of the “urban culture” per se. But street vendors face some constraints such as lack of access to credit, adequate infrastructure, sufficient social security coverage and many other resources as other activities within the informal sector though they play very important role in the urban informal economy by generating employment and supporting urban poor as well rich. The study reveals that the street vendors depend on the money lenders for credit accessibility as well as for social security purposes. Interestingly, the result shows that the street vendors are also forced to borrow at exorbitant rate of interest more so for the social security purposes that lead them to fall into a debt-trap situation, which is a matter of deep concern. Thus, it can be said that social security is the basic needs of them. However, National Policy (2004) has initiated and recommended many issues. But the problem is not with policy recognition because this policy already has highlighted the important problems and provided very specific recommendations. Thus, the problem is that after three years of policy notification, these recommendations remained on the paper and are not implemented so far. Different NGOs, SHGs, Co-operatives through SEWA and NASVI are coming forward by providing credit
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� http://indiafdiwatch.org/fileadmin/India_site/10-FDI-Retail-more-bad.pdf. 


� See http://nceus.gov.in/Street%20Vendors%20policy.pdf.


� The Informal sector is broadly characterized as consisting of units engaged in the production of goods and services with the primary objectives of generating employment and providing income for the person who engaged in this activity.


� NCEUS stands for National Commission for Enterprises for the Unorganized Sector.


� Murthy, M.N. (1967).  Sampling: Theory and Methods.
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