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SUMMARY  

 India is one of the important suppliers of Handicrafts to the world 

market. The Indian handicrafts industry is highly labour  intensive and is a 

cottage based industry. It is largely decentralized, being spread all over the 

country in rural and urban cities. Artisans not only work on full time basis. 

This industry provides employment to over seven million artisans who 

include a large number of women  and people belonging to the weaker 

sections of the society.  

Increase globalization is causing the products to be more commoditized, 

because of which, artisans are facing competition from other world class 

exporters.  The Indian handicr afts having the communication problems of the 

artisans. It will also give Indian an edge over those of other developing 

nations by developing communication channels.  

This report aims the O/o Development Commissioner (Handicrafts) 

effectiveness at providing  an overview of the artisanõs encouragement 

towards in handicrafts sector, the market behind the process of the products 

reaching the end consumer and an insight into the possibilities of more 

contemporary marketing need to the artisans  

INTRODUCTION OF IN DIAN HANDICRAFTS  

Handicrafts are unique expressions representing a particular culture or 

community through artisans and arts. Handicrafts are part of a much larger 

home accessory market, which includes hand crafted and semi hand crafted.  

According to the b uyer, Handicrafts are significant to the country in which 

they are produced due to culture, tradition and skill. Other definitions 

include ð òHandicrafts are mostly defined as ôItems are made by hand, often 

with the use of simple tools and are generally ar tistic and/or traditional in 

natureõ. They are also objects of utility and objects of decoration.ó 



Though handicrafts industry constitutes a very small portion of Indiaõs 

exports, it still plays a major role in contributing to Indiaõs economy and is 

major form of employment for a considerable portion of Indiaõs population.  

 

 The Export Promotion Council for Handicrafts (EPCH) organized the  

3(three) two days successful workshop/seminar on Market Selection, 

Packaging, Quality Compliances and Product Developm ent in Handicrafts 

Sector at Saharanpur  with supported from O/o Development Commissioner 

(Handicrafts) as per Sanctioned order No. K -12012/4/49/2015 -15/R&D  

dated 21.09.2015  The No. artisans are participated with keen interests of 

knowledge/awareness on the export understandings.  

AIM   

 The seminar was aimed to educate the craftspersonõs/artisans, national 

awardees, NGOõs/SHGõs, entrepreneurs and manufacturers in the handicraft 

clust er of Saharanpur . The craft from Saharanpur  has enormous potential 

but due to the lack of knowledge of exports, exports market, traditional 

design and product development could not explore their markets and by 

organizing this seminar, it could able to exp lain them to know about the 

Market situation, quality & its standards, Valuable marketing and 

Development.  

The inauguration of the programme was on 2nd  March  201 7 at 10:00 AM.  

HEADED BY  

1.  Shri  Pulkit Jain  , Handicraft Promotion Officer , DC(Handicrafts)  

2.  Shri Mohd Iqbal Prominent Export ..  

3.  Shri Ramji Suneja Prominent Export  

4.  Shri. Madan Lal, Ex Prof, IIFT Delhi.  

5.  Ms. Shalini Srivastava  

6.  Ms. Vandana Rathore  

 



 

The guest speakers shared their views on handicraft development in 

Saharanpur . It has been shared that the  some craft from Saharanpur  is yet 

to be explored up to business and professional level.  Exports are operating 

the Saharanpur region but some areas & crafts are yet unexplored .  The 

reason sited was lack of proper market and continues demand and at m ost 

inability of taking big orders. Further it has also been added that new 

designs are at all not there in the  Saharanpur sector  so workshop aimed 

towards design development will help the willing artisans in coming up with 

new designs and products. Blen d on new design with artistic passion of 

craftsperson can add value to this traditional source of livelihoods in 

Mumbai.  

DCH INITIATIVE  

 Shri  Pulkit Jain , Handicraft Promotion Officer , D.C(Handicrafts) talked 

about the Artisans Welfare schemes.  

 The Assistant Director said that,óHandicrafts constitute an important 

segment of the decentralized/unorganized sector of our economy. Originally, 

started as a part -time activity in rural areas, it has now transformed in a 

flourishing economic activity due to significant market demand over the 

years. Handicrafts have big potential as they hold the key for sustaining not 

only the existing set of millions of artisans spread over length and breadth of 

the country, but also to increase large number of new entran ts in the crafts 

activity. Presently, handicrafts are contributing substantially in employment 



generation, and export. The Handicrafts sector has suffered from basic 

problems of being in the unorganized sector with additional constraints like 

lack of educa tion, capital, poor exposure to new technologies, absence of 

market intelligence and poor institutional framework. These problems have 

been further aggravated due to lack of proper care on the welfare of the 

artisans. In order to address the welfare needs of artisan, this scheme has 

been envisaged.  

DAY -1 

 The first presentation was made by Mr. Madan Lal Ex -Prof. IIFT  on ò 

Export Promotion ,  

Export promotion  has been defined as òthose public policy measures which 

actually or potentially enhance exporting  activity at the company, industry, 

or national leveló. ... Export Promotion  strategy promotes only the 

industries that have potential for developing and competing with foreign 

rivals . 

 

Export marketing , ó. He made very informative presentation regarding ho w 

to understand the suitability market for the exports. He made the 

presentation on different market situation and its merits in understanding 

the demand and market of handicrafts. He also shared the Political stability, 

Economic standards and Evaluation o f business in the market.  

 

 He also has taken the second presentation on òMarket Selection ó. is 

the process of deciding which markets to invest in and pursuing. One of the 

major criteria to be kept in mind while doing a market selection is the growth 

potential of the market i.e. what is the potential for a companyõs revenue to 

grow by investing in a  particular market . 

Market selection process can be done in the following steps:  



1. Determine the objectives or goals of market selection  

2. Determine the parameters to be used for market selection  

3. Do a preliminary screening of the market  

4. Do a detail ed investigation of this screening and short list the best fit  

5. Evaluate the shortlisted markets and select one or two  

 

The parameters for market selection can either be firm related, i.e. dependent 

highly on your company say your business strategy and o bjectives, market 

related i.e. the given market environment, say the demand, supply, 

competition, distribution channels available etc.. or some general 

environmental factors that play a key role in selecting a market for example 

the economic policy of the country, business regulations, currency stability, 

ethnic and political factors, infrastructure, bureaucracy etc.  

 

Digital marketing   

is an umbrella term for the  marketing  of products or services using  digital  

technologies, mainly on the Internet, but also  including mobile phones, 

display advertising, and any other  digital  medium.  

Digital marketing techniques such as  search engine 

optimization  (SEO), search engine marketing  (SEM), content 

marketing,  influencer marke ting , content automation, campaign 

marketing,  data -driven marketing   and  e-commerce  marketing,  social media 

marketing , social media optimization , e-mail direct marketing, display  

advertising, e ðbooks, optical disks and games, are becoming more and more 

common in our advancing technology. In fact, this extends to non -Internet 

channels that provide digital media, such as mobile phones ( SMS and  MMS ), 

callback and on -hold mobile ring tones . 

https://en.wikipedia.org/wiki/Search_engine_optimization
https://en.wikipedia.org/wiki/Search_engine_optimization
https://en.wikipedia.org/wiki/Search_engine_marketing
https://en.wikipedia.org/wiki/Influencer_marketing
https://en.wikipedia.org/wiki/Data
https://en.wikipedia.org/wiki/E-commerce
https://en.wikipedia.org/wiki/Social_media_marketing
https://en.wikipedia.org/wiki/Social_media_marketing
https://en.wikipedia.org/wiki/Social_media_optimization
https://en.wikipedia.org/wiki/SMS
https://en.wikipedia.org/wiki/Multimedia_Messaging_Service


Competitive advantage  

By using Internet platforms, businesses can create competitive advantage 

through various means. To reach the maximum potential of digital 

marketing, firms use social media as its main tool to create a channel of 

information. Through this a business can create a system in which they are 

able to pinpoint beh avioral patterns of clients and feedback on their needs.  

This means of content has shown to have a larger impingement on those who 

have a long -standing relationship with the firm and with consumers who are 

relatively active social media users. Relative to this, creating a social media 

page will further increase relation quality between new consumers and 

existing consumers as well as consistent brand reinforcement therefore 

improving brand awareness resulting in a possible rise for consumers up the 

Brand Awa reness Pyramid.   Although there may be inconstancy with product 

images;  maintaining a successful social media presence requires a business 

to be consistent in interactions through creating a two way feed of 

information; firms consider their content based o n the feedback received 

through this channel, this is a result of the environment being dynamic due 

to the global nature of the internet   Effective use of digital marketing can 

result in relatively lowered costs in relation to traditional means of 

marketin g; Lowered external service costs, advertising costs, promotion 

costs, processing costs, interface design costs and control costs.  

Effectiveness  

Brand awareness has been proven to work with more effectiveness in 

countries that are high in uncertainty avoid ance, also these countries that 

have uncertainty avoidance; social media marketing works effectively. Yet 

brands must be careful not to be excessive on the use of this type of 

marketing, as well as solely relying on it as it may have implications that 

coul d negatively harness their image. Brands that represent themselves in an 

anthropomorphizing manner are more likely to succeed in situations where a 

brand is marketing to this demographic. "Since social media use can 

enhance the knowledge of the brand and t hus decrease the uncertainty, it is 



possible that people with high uncertainty avoidance, such as the French, 

will particularly appreciate the high social media interaction with an 

anthropomorphized brand." Moreover, digital platform provides an ease to 

th e brand and its customers to interact directly and exchange their motives 

virtually. [26]  

 

Day ð 2 

 The presentation was made by Ms. Shalini Srivastava  on  Packaging 

òQuality Compliancesó. The presentation leads the artisans with more 

attractive on Indian standards of quality and its standards.  

Packaging , the faculty made valuable needs of attractive and efficient of 

packaging of different markets. He made the comparison of I ndian market 

packaging with the worldwide market.  he wrapping material around a 

consumer item that serves to contain, identify, describe, protect, display, 

promote and otherwise make the product marketable and keep it clean 

. Packaging  is more than just your product's pretty face.  

Product packaging plays a more important role in consumer decisions 

than you might think. A productõs packaging communicates many 

things, from what the product can do for your customers to your 

companyõs values. Some would argue that the packaging is as 

important as the product itself because itõs a crucial marketing and 

communication tool for your business. Start thinking about your 

brand packaging and consider these four factors.  

 

The purpose of product packaging is to protect the product from damage. 

Product packaging not only protects the product during transit from the 

manufacturer to the retailer, but it also prevents damage while the product 

sits on retail shelves. Most products have some form of packaging. For 

example, sou ps must have a container and package while apples may have 

https://en.wikipedia.org/wiki/Digital_marketing#cite_note-26


packaging for transport but not to sell the product from the produce 

department of the local grocery store.  

 

Attraction  

How a product is packaged may be what attracts the consumer to take a look 

on the product as is sits on store shelves. For this reason, many companies 

conduct extensive research on color schemes, designs and types of product 

packaging that is the most appealing to its intended consumer.  

Promotion  

Packaging also plays an important r ole for portraying information about the 

product. Outside packaging may contain directions on how to use the 

product or make the product.  

Facilitates Purchase Decision  

Packaging may also contain ingredients and nutritional information about 

the product. Th is information can help to sell the product because it allows 

potential customers to obtain the necessary information they need to make a 

purchase decision. Information contained on a package may propel the 

reader to buy the product without ever having to speak to a store clerk.  

Differentiation  

Packaging can also differentiate one brand of product from another brand. 

Because the product packaging can contain company names, logos and the 

color scheme of the company, it helps consumers to identify the product  as it 

sits among the competitionõs products on store shelves. For example, as a 

shopper walks through the coffee aisle of the local grocery store, the bright 

orange, pink and white packaging of the Dunkinõ Donuts coffee brand may 

be easily recognizable fo r the consumer to grab on his way by the coffee 

shelf. The shopper may identify with the company brand, which propels them 

to buy the product. If the product packaging changes, it may alter the brand 

perception of the company, which doesnõt mean that the consumer would not 



still purchase the product, but it may delay the purchase until the person is 

able to identify the product according to its new packaging.  

Product development ,  

also called new  product management, is a series of steps that includes the 

conceptualization, design,  development  and marketing of newly created or 

newly rebranded goods or services.   

The Second presentation is òProduct Developmentó. On presentation, he 

made the process of designing, creating and marketing new  products  or 

services  to benefit customers. The discipline and systematic methods for 

guiding all the processes involved in getting a new  product  to market.  

Developing the product concept  

The first phase of product planning is developing the product concept. 

Marketing managers  usually create ideas for new products by identifying 

certain problems that consumers face or various customers need. For 

example, a small computer retailer may see the need to create a computer 

repair division for the products it sells. After the product idea is conceived, 

managers will start planning the dimensions and features of the product. 

Some small companies will even develop a product mock -up or model.  

Studying the market  

The next step in the product planning process is studying the competition. 

Secondary research usually provides details on key competitors and their 

market share, which is the percent of total sales that they hold in the 

marketplace. The business can then determine places in which it has an 

advantage over the competition to identify  areas of opportunity. Market 

research is complex a task. It must include an analysis of products that are 

indirect competitors products manufactured by the company observed.  



 

Market research  

A small company should consider doing both  qualitative  and  quantitative 

marketing research  for its new product.  Focus groups  are an example of 

qualitative information. Focus groups allow companies to ask their 

consumers about their likes and dislike of a product in smal l groups. A focus 

group allows the company to tweak the product concept before testing it 

through phone surveys ña more quantitative marketing research function. 

Phone surveys enables a company to test its product concept on a larger 

scale, the results of w hich are more predictable across the general population  

Product introduction  

If the survey results prove favorable, the company may decide to sell the new 

product on a small scale or regional basis. During this time, the company 

will distribute the product s in one or more cities. The company will run 

advertisements and sales promotions for the product, tracking sales results 

to determine the products potential success. If sales figures are favorable, the 

company will then expand distribution even further. E ventually, the 

company may be able to sell the product on a national basis.  

Product life cycle  

Product planning must also include managing the product through various 

stages of its  product life cycle . These stages include the introduction, growth, 

maturity and decline stages. Sales are usually strong during the growth 

phase, while competition is low. However, continued success of the product 

will pique the interest of c ompetitors, which will develop products of their 

own. The introduction of these competitive products may force a small 

company to lower its price. This low pricing strategy may help prevent the 

small company from losing market share. The company may also d ecide to 

better differentiate its product to keep its prices steady. For example, a small 

cell phone company may develop new, useful features on its cell phones that 

https://en.wikipedia.org/wiki/Qualitative_marketing_research
https://en.wikipedia.org/wiki/Quantitative_marketing_research
https://en.wikipedia.org/wiki/Quantitative_marketing_research
https://en.wikipedia.org/wiki/Focus_groups
https://en.wikipedia.org/wiki/Product_life_cycle


competitors do not have. PLC can be viewed as an important source of 

investment decision f or the company.  

If a company or brand wants to make sure that its products are successful, it 

needs to study the product life cycle to analyze market attractiveness and 

supplement the conclusion before it launches a new product or enters a new 

market . Pro duct life cycle (PLC) theory is used to be explain the potential life 

cycle of a product from design to regression and the whole life cycle can be 

defined as four stages  : introduction, growth, maturity and decline . (Product 

life cycle plays an important role in marketing . The first reason is that the 

managers will follow the four stages to make product plans for pushing out 

new products . Secondly, the level and growth of sales will change a lot 

during the four stages so the managers need to adjust the p roduct plan 

appropriately and timely . The last one is that the prices and costs will 

decrease markedly in the early stages of the product life cycle . (Marketing 

Science, 2004)  

The first stage is introduction which means it is time for a company or brand 

to promote its new products . The goal of introduction is to attract 

customersõ attention as much as possible and confirm the productsõ initial 

distribution, the company does not need to worry about the competition 

generally as the products are new. In thi s stage, there will have the first 

communication between marketers and customers as it will be the first time 

for consumers to know about the new products . In addition, the cost of the 

things will be high like research, testing and development and the sal es are 

low as the new productsõ market is small . 

The second stage is growth . In this stage, the new products have been 

accepted in the market and their sales and profits has begun to increase, the 

competition has happened so that the company will promote  their quality to 

stay competitive. The products also have basic consumersõ attention and can 

develop their loyal customers . There will have second communication as 

marketers can start to receive customersõ feedback and then make 

improvements .  



The third stage is maturity where the sales and profit have grown slowly and 

will reach their peak . The competitions between companies and brands will 

be fierce so that the companies will go out of their ways like providing higher 

quality products with a lower pric e or thinking about any improvements to 

survive in the competitions and make profits maximum.  

The last one is decline which means the product is going to end and be 

discontinued. The sales of product will decrease until it is no longer in 

demand as it has become saturated, all the customers who want to buy this 

product has already got that . Then t he company or brand will cut down the 

old products and pays attention to designing and developing the new 

products to gain back the customer base, stay in the markets and make 

profits  

Day 2 -( Second Session)  

About Design & Product Development : -  

Product d esign  as a verb is to create a new product to be sold by a business 

to its customers.  A very broad concept, it is essentially the efficient and 

effective generation and development of ideas through a process that leads to 

new products.  

Due to the absence of a consensually accepted definition that reflects the 

breadth of the topic sufficiently, two discrete, yet interdependent, definitions 

are needed: one that explicitly defines product design in reference to the 

artifact, the other that defines the product  design process in relation to this 

artifact.  

Product design as a noun: the set of properties of an artifact, consisting of 

the discrete properties of the form (i.e., the aesthetics of the tangible good 

and/or service) and the function (i.e., its capabilit ies) together with the 

holistic properties of the integrated form and function.  

Product design process: the set of strategic and tactical activities, from idea 

generation to commercialization, used to create a product design. In a 

systematic approach, pro duct designers conceptualize and  evaluate  ideas, 

https://en.wikipedia.org/wiki/Evaluate


turning them into tangible inventions and products. The product designer's 

role is to combine art, science, and technology to create new p roducts that 

people can use. Their evolving role has been facilitated by  digital  tools that 

now allow designers to  communicate , visualize, analyze and actually produce 

tangible ideas in a way that would have taken greater  manpower  in the past.  

Product design is sometimes confused with (and certainly overlaps 

with)  industrial design , and has recently become a broad term inclusive of  

service, software, and physical product design. Industrial design is 

concerned with bringing artistic form and usability, usually associated with 

craft design and  ergonomics , togethe r in order to mass -produce goods.  Other 

aspects of product design include  engineering design , particularly when 

matters of functionality or utility (e.g. problem -solvi ng) are at issue, though 

such boundaries are not always clear.  

 

Product design process  

There are various product design processes and many focus on different 

aspects. The process shown below, for example, is "The Seven Universal 

Stages of Creative Problem -Solving," outlined by Don Koberg and Jim 

Bagnell. It helps designers formulate their pr oduct from ideas. This process 

is usually completed by a group of people, i.e. industrial designers, field 

experts (e.g. prospective users), engineers, etc. depending upon the products 

involved. The process focuses on figuring out what is required, brainst orming 

possible ideas, creating mock prototypes, and then generating the product. 

However, that is not the end of the process. At this point, product designers 

would still need to execute the idea, making it into an actual product and 

then evaluate its suc cess by seeing if any improvements are necessary.  

The product design process has experienced huge leaps in evolution over the 

last few years with the rise and adoption of  3D printin g. New consumer -

friendly 3D printers can produce dimensional objects and print upwards with 

https://en.wikipedia.org/wiki/Digital_data
https://en.wikipedia.org/wiki/Communicate
https://en.wikipedia.org/wiki/Human_resources
https://en.wikipedia.org/wiki/Industrial_design
https://en.wikipedia.org/wiki/Ergonomics
https://en.wikipedia.org/wiki/Engineering_design
https://en.wikipedia.org/wiki/3D_printing


a plastic like substance opposed to traditional printers that spread ink 

across a page.  

The design process follows a guideline involving three main sections :  

¶ Analy sis  

¶ Concept  

¶ Synthesis  

The latter two sections are often revisited, depending on how often the design 

needs touch -ups, to improve or to better fit the criteria. This is a continuous 

loop, where feedback is the main component. [6] To break it down even more, 

the seven stages specify how the process works. Analysis consists of two 

stages, concept is only one stage, and synthesis encompasses the other four.  

 

Analysis  

¶ Accept Situation:  Here, the designers decide on committing to the project 

and finding a solution to the problem. They pool their resources into 

figuring out how to solve the task most efficiently.  

¶ Analyze:  In this stage, everyone in the team begins research. They  gather 

general and specific materials which will help to figure out how their 

problem might be solved. This can range from statistics, questionnaires, 

and articles, among many other sources.  Concept  

¶ Define:  This is where the key issue of the matter is def ined. The 

conditions of the problem become objectives, and restraints on the 

situation become the parameters within which the new design must be 

constructed.  

Synthesis  

¶ Ideate:  The designers here brainstorm different ideas, solutions for their 

design proble m. The ideal brainstorming session does not involve any bias 

or judgment, but instead builds on original ideas.  

https://en.wikipedia.org/wiki/Product_design#cite_note-Koberg-6


¶ Select:  By now, the designers have narrowed down their ideas to a select 

few, which can be guaranteed successes and from there they can outline 

their plan to make the product.  

¶ Implement:  This is where the prototypes are built, the plan outlined in 

the previous step is realized and the product starts to become an actual 

object.  

¶ Evaluate:  In the last stage, the product is tested, and from there, 

imp rovements are made. Although this is the last stage, it does not mean 

that the process is over. The finished prototype may not work as well as 

hoped so new ideas need to be brainstormed.  

 

Demand -pull innovation and invention -push innovation  

Most product de signs fall under one of two categories: demand -pull 

innovation or invention -push innovation.  

Demand -pull happens when there is an opportunity in the market to be 

explored by the design of a product. This product design attempts to solve a 

design problem. T he design solution may be the development of a new 

product or developing a product that's already on the market, such as 

developing an existing invention for another purpose.  

Invention -push innovation happens when there is an advancement  in 

intelligence. This can occur through research or it can occur when the 

product designer comes up with a new product design idea.  

 

Trends in product design  

Product designers need to consider all of the details: the ways people use and 

abuse objects, fau lty products, errors made in the design process, and the 

desirable ways in which people wish they could use objects. Many new 

designs will fail and many won't even make it to market.  Some designs 



eventually become obsolete. The design process itself can be quite frustrating 

usually taking 5 or 6 tries to get the product design right  A product that fails 

in the marketplace the first time may be re -introduced to the market 2 more 

times.  If it conti nues to fail, the product is then considered to be dead 

because the market believes it to be a failure. z  Most new products fail, even 

if it's a great idea. All types of product design are clearly linked to the 

economic health of manufacturing sectors. Inn ovation provides much of the 

competitive impetus for the development of new products, with new 

technology often requiring a new design interpretation. It only takes one 

manufacturer to create a new product paradigm to force the rest of the 

industry to catc h up - fueling further innovation.  Products designed to 

benefit people of all ages and abilities ñwithout penalty to any group ñ

accommodate our swelling aging population by extending independence and 

supporting the changing physical and sensory needs we all  encounter as we 

grow older.  

 

Product design expression  

Design expression comes from the combined effect of all elements in a 

product. Colour tone, shape and size should direct a person's thoughts 

towards buying the product. Therefore, it is in the product  designer's best 

interest to consider the audiences who are most likely to be the product's end 

consumers. Keeping in mind how consumers will perceive the product during 

the design process will direct towards the productõs success in the 

market. .However, e ven within a specific audience, it is challenging to cater to 

each possible personality within that group.  

The solution to that is to create a product that, in its designed appearance 

and function, expresses a personality or tells a story. Products that ca rry 

such attributes are more likely to give off a stronger expression that will 

attract more consumers. On that note it is important to keep in mind that 



design expression does not only concern the appearance of a product, but 

also its function. For exampl e, as humans our appearance as well as our 

actions is subject to people's judgment when they are making a first 

impression of us. People usually do not appreciate a rude person even if they 

are good looking. Similarly, a product can have an attractive appe arance but 

if its function does not follow through it will most likely drop in regards to 

consumer interest. In this sense, designers are like communicators, they use 

the language of different elements in the product to express somet.  

 

 

Saharanpur  Cluster falls under   Uttar Pradesh  State in  Saharanpur  district.  

  

The  Saharanpur  cluster is able to form 250 plus Artisans & 15  SHGs 

supporting the strong work force. The mobilization gains momentum day by 

day.  

  

  

Wood Carving: - 

  

Saharanpur is well known for its perforated lacy craft. Items are made of 

sisam, dudhi and sal. The woodcarvers create magic on the articles they 

prepare. The talent of wood carving is passed from generations to 

generations. Furniture is designed in a skil led manner having mehrab, jail 

and grapevine motifs. Carvers carve their imaginations on these articles and 

sometimes the carving is beautified with the stone inlay on ebony wood. The 

colour combinations used are attractive and present each item in a very 

pleasant manner. Wood carving is found all over India. While  sheesham  is 

the most widely used type of wood, mango, teak, rosewood, ebony, 

sandalwood, walnut and  deodar  are also used. Intricately carved wooden 

pillars and doorways can be found in temples an d palaces across the 

country. With royal patronage being replaced by market dynamics, wood 



carving is now mostly found in functional articles like furniture, bowls, 

boxes, lamp stands, etc.  

  

Even today the front door of each household, which is considered  a sacred 

threshold, has intricate wood carvings of Hindu deities and auspicious motifs 

like the hamsa/ mythical swan, padma/ lotus, poornakumbha /cornucopia, 

kaamadhenu and patterned floral motifs.  

  

Other carved wooden items include small shrines and dei ties, low carved 

stools for marriages, carved fans for the deity, fertility couples and various 

small ceremonial containers. The carved panels of deities fixed to either end 

of a metre -long pole were the other ceremonial items. These panels are called 

kava di and afre carried on the shoulders of a person to fulfill the vow to Lord 

Murugan or Karthikeya. Household kitchen instruments in wood such as 

grinders, vegetable cutters and serving ladle holders are items given in 

dowry.  

 

Artistic woodwork began as a temple and palace craft, and flourished 

alongside architecture and sculpture. Depending on local availability, 

different woods were used for wood carving, and fashioned into religious, 

decorative and functional articles. Over t ime, various centres of wood carving 

emerged, each with its distinct style.  

Today, Saharanpur in Uttar Pradesh is the principle center for wood carving. 

Here, the origins of the craft can be traced back to the late 19th century. 

Closely associated with arc hitecture, wood carving incorporated the design 

vocabulary of architectural carvings. It was also influenced by Kashmiri 

designs, with many of the craftpersons having descended from Kashmiri 

immigrants. These influences continue to reflect in contemporary products 

like the finely chiseled screens and  jaali  work and the  anguri  or vine leaf 

pattern found in many Saharanpur products.  

With its development into a major hub for woodwork, wood carvers from 

other centres  have also migrated here. As a result, Saharanpur can boast of 



a wide and highly skilled repertoire of techniques and products, catering to 

both the domestic and export markets.  

 

  

Lathe -turned and lacquered toys in bright colors and at affordable prices a re 

popular all over the state. Carved wooden toys, dolls and elephants 

exhibiting the skills of the artisan are also made.  

  

  

Wood Carvingõs Process:- 

  

The wood as per the size of the form to be made is cut from the block. The 

piece is cleaned and smooth ened. The design of the toy to be made is traced 

on this piece. Extra wood is chipped off according to the design. Fine strokes 

with the hammer are made on the chisel, which is placed on the area to be 

shaped. It is smoothened with a file and painted. The painting starts with 

coloring various body parts. Next the dresses with specific designs are 

marked out by fine strokes of the brush. The facial features are added in the 

end.Sugga (parrot) are the wooden toys fixed on the marriage mandap. The 

mosara, (cen tral part), charkhi and sugga (parrots) are made by the same 

process These are joined by bamboo killi (screw). The marriage post is 

coloured with yellow (turmeric), red (alta) and green colours.  

  

The lacquering is done by pressing the lac stick against th e revolving article. 

Oil is also applied at the same time for giving the better polish. Leaves of a 

kind of flowering cactus are used for polishing. The articles are either in 

single colour or in bands of different colours. The complicated designs and 

colour schemes are effected by manipulating the lac turnery and using the 

multifarious techniques.In Jaipur, the toys are made out of old cloth dyed 

afresh and stuffed with waste material. When they are gaily decorated with 

coloured paper and tinsel they look very alive especially with their expressive 

faces.  



  

Rag dolls are made out of remnants of cloth usually thrown away. These are 

painstakingly collected and dyed into different shades to work out a variety of 

colour schemes. The eyes and mouth are indicated  by black line . In case of a 

Rani doll, the clothes & body are fully decorated.  

Wood carving is done entirely by hand. In Saharanpur,  sheesham  is generally 

the wood of choice, though teak, rosewood, walnut and mango are also used. 

Designs are first made o n paper, and transferred onto the wood using ink. 

These are then carved using a variety of chisels. The article is finished by 

buffing in order to bring out the shine of the wood. This is usually done with 

the help of a lathe mechanism.  

  

Wood Carvingõs Techniques: - 

  

Each wooden piece that is cut to make an item is subjected to a process of 

slow heating to draw out all moisture. Every single limb is separately carved 

and joined to the body with adhesive paste of tamarind seeds, and later 

passed through a c oating of lime glue. The painting with colours is done by 

very fine precision with brushes made of goats hair. Water and oil colours are 

both used. Lacquering is done on a lathe, hand or is machine operated. For 

turning slender and delicate items, hand lat he is considered suitable. In the 

lac turney method, lac is applied in a dry state that is the lac stick is pressed 

against the woodenware to be lacquered. While the latter keeps revolving, the 

heat generated by friction softens the lac, making the colour stick. Lacquer 

ware toys are produced in this way. It is with remarkable skill that the 

craftsmen manipulate the stick where several colours are used. Some of the 

lacquered pieces are painted with a brush.  

 

 

 



INTERACTIVE SESSION  

 The Western Regional convenor and the DCH officials initiate the 

interaction with the artisans to know about the needs and the demands. The 

participants raised there queries regarding benefits of the scheme developed 

by DCH and the international market situation for exports.  

 The two sessions was closed with the certificate distribution to 

participants by Assistant Director, D.C(Handicrafts) and Regional convenor, 

EPCH. A vote of thanks was given by the Western Regional Convenor.  

 

CONCLUSION 

 

 The Two days seminar in Export Promotion, Market selection, Digital Marketing, Packaging, 

Quality Compliances and Design & Product Development in Saharanpur are successful through 

conducting in respective region. The O/o DC (Handicrafts) support the Council with full fledge in 

coordinati ng the above mentioned seminar under the sanctioned order no. K-12012/4/49/2015 -16 

dated. 21.09.2015. The artisans benefits through the two days seminar in western region.  Participants 

are happy & as per their they gain lot of information during the semin ar regarding the export 

promotion, Product Development & selection of the marketing.  They want to organise the more 

program in different topics.  
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