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Foreword

he report on “A study of SHG Members as Business Correspondent for Financial

Inclusion” is based on sample survey conducted in three districts in Uttar Pradesh
and four districts in Madhya Pradesh with 300 clients of 75 BCs. The report provides a
professional documentation of primary/secondary data collected on the performance
of Business Correspondents and interpretation thereof.
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We also thank our faculty members at BIRD Lucknow, Mangalore & Bolpur and
National Bank Staff College Lucknow for their advice and guidance.
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