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ÌSlÉÉÇMü 21.01.2021 MüÉå ZÉÑSUÉ AÉÎxiÉ MåÇüSì, ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ-1, LUhÉÉMÑüsÉqÉ Måü lÉL mÉËUxÉU MüÉ E«ÉOûlÉ MüUiÉå WÒûL mÉëoÉÇkÉ ÌlÉSåzÉMü LuÉÇ qÉÑZrÉ MüÉrÉïmÉÉsÉMü 

AÍkÉMüÉUÏ ́ ÉÏ LsÉ uÉÏ mÉëpÉÉMüU | ÍcÉ§É qÉåÇ ́ ÉÏ lÉÉrÉU AÎeÉiÉ M×üwhÉlÉ, qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ LqÉ mÉUqÉÍxÉuÉqÉ, qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏqÉiÉÏ A³ÉqqÉÉ xÉæqÉhÉ, EmÉ qÉWûÉ mÉëoÉÇkÉMü 

AÉæU AlrÉ MüÉrÉïmÉÉsÉMü ÌSZÉÉD Så UWåû WæÇû|

Sri L V Prabhakar, MD & CEO inaugura�ng the new premises of RAH, RO 1 Ernakaulam on 21.01.2021. Sri Nair Ajit Krishnan, GM, 
Sri M Paramasivam, GM and Smt. Annamma Simon, DGM are seen in the picture along with other execu�ves.

´ÉÏ LsÉ uÉÏ mÉëpÉÉMüU, mÉëoÉÇkÉ ÌlÉSåzÉMü LuÉÇ qÉÑZrÉ MüÉrÉïmÉÉsÉMü AÍkÉMüÉUÏ ÌSlÉÉÇMü 26.12.2020 MüÉå "ÍsÉOûsÉ ÍxÉxOûxÉï BTü S mÉÔU", aÉÑÇOÕûU(uÉ×®É´ÉqÉ) qÉåÇ AÇcÉsÉ 

MüÉrÉÉïsÉrÉ ÍuÉeÉrÉuÉÉÄQÉ ²ÉUÉ AÉrÉÉåÎeÉiÉ xÉÏLxÉAÉU aÉÌiÉÌuÉÍkÉ qÉåÇ pÉÉaÉ sÉåiÉå WÒûL|

Sri L V Prabhakar, MD & CEO taking part in the CSR ac�vity organised by Vijayawada, CO at “Li�le Sisters of the Poor”, Guntur 
(an Old Age home) on 26.12.2020.
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Dear Canarites, 

We have braved a challenging and unique 2020 and 
look forward for new aspira�ons and new 
opportuni�es in 2021. While the experience of the 
pandemic has redefined our priori�es and the ways 
of doing business, it has proven our organisa�onal 
strength and resilience to withstand difficult �mes. 
I once again, applaud each one of you for having 
risen to the occasion, standing against all odds and 
challenges of the pandemic and performing like 
true leaders in your respec�ve work arena / 
por�olios for providing con�nued banking service 
to our customers and society.

As you are aware, we have raised `2,000 crore 
equity capital in Dec 2020, followed by Addi�onal 
Tier 1 bonds to the tune of `1635 crore. This has 
strengthened our capital base and we are ready for 
the new beginnings on a strong foo�ng. I can say 
with confidence that we are stepping into 2021 on a 
very posi�ve note.

I believe, the compe��ve advantage and core 
strength of an organisa�on comes from an inclusive 
growth / development of all its employees. There's 
op�mum produc�vity in any organisa�on when 
each employee regards himself as a leader, when 
poten�al in any employee is recognised by the 
organisa�on and his team members and right 
opportunity and environment is given to showcase 
performance. Our endeavour should be to make 
Canara Bank, best place to work and get recognised 
with growth in career path. 

MD & CEO’s Message
mÉëoÉÇkÉ ÌlÉSåvÉMü LuÉÇ 

qÉÑZrÉ MüÉrÉïmÉÉsÉMü AÌkÉMüÉUÏ 

MüÉ xÉÇSåvÉ

ÌmÉërÉ MåülÉUÉCOèxÉ,

WûqÉlÉå cÉÑlÉÉæiÉÏmÉÔhÉï 2020 MüÉå AlÉÑmÉqÉ oÉlÉÉrÉÉ AÉæU AÉzÉÉ MüUiÉå WæÇû 

ÌMü uÉwÉï 2021 MüÉ AÉaÉÉÄeÉ lÉD AÉMüÉÇ¤ÉÉAÉåÇ AÉæU lÉL AuÉxÉUÉåÇ 

Måü xÉÉjÉ WûÉåaÉÉ| qÉWûÉqÉÉUÏ Måü AlÉÑpÉuÉ lÉå WûqÉÉUÏ mÉëÉjÉÍqÉMüiÉÉ AÉæU 

urÉÉmÉÉU MüUlÉå Måü iÉUÏMåü MüÉå lÉL ÍxÉUå xÉå mÉËUpÉÉÌwÉiÉ ÌMürÉÉ AÉæU  

ÌuÉmÉUÏiÉ mÉËUÎxjÉÌiÉrÉÉåÇ MüÉ xÉÉqÉlÉÉ MüUlÉå qÉåÇ WûqÉÉUÏ xÉÇaÉPûlÉÉiqÉMü 

zÉÌ£ü AÉæU SØÄRûiÉÉ MüÉå xÉÉÌoÉiÉ ÌMürÉÉ Wæû| qÉWûÉqÉÉUÏ MüÐ xÉpÉÏ 

oÉÉkÉÉAÉåÇ AÉæU cÉÑlÉÉæÌiÉrÉÉåÇ Måü ÎZÉsÉÉTü LMüeÉÑOû WûÉåMüU AmÉlÉå 

aÉëÉWûMüÉåÇ iÉjÉÉ xÉqÉÉeÉ MüÉå ÌlÉUÇiÉU oÉæÇÌMÇüaÉ xÉåuÉÉ mÉëSÉlÉ MüUlÉå AÉæU 

AmÉlÉå xÉÇoÉÇÍkÉiÉ MüÉrÉï¤Éå§É/ÌuÉpÉÉaÉÉåÇ qÉåÇ xÉŠå lÉåiÉÉAÉåÇ MüÐ iÉUWû 

mÉëSzÉïlÉ MüUlÉå Måü ÍsÉL qÉæÇ mÉÑlÉ: AÉmÉ xÉpÉÏ MüÉ  xÉUÉWûlÉÉ MüUiÉÉ WÕÇû|

eÉæxÉÉ ÌMü AÉmÉ eÉÉlÉiÉå WæÇû, WûqÉlÉå ÌSxÉqoÉU 2020 qÉåÇ `2,000 

MüUÉåÄQû MüÐ DÎYuÉOûÏ mÉÔÇeÉÏ AÉæU  ̀ 1635 MüUÉåÄQû  Måü xÉqÉiÉÑsrÉ MüÐ 

AÌiÉËU£ü ÌOûrÉU 1 oÉÉÇQû eÉÑOûÉD WæûÇ CxÉxÉå WûqÉÉUÉ mÉÔÇeÉÏaÉiÉ AÉkÉÉU 

qÉeÉoÉÔiÉ WÒûAÉ Wæû AÉæU WûqÉ LMü qÉeÉoÉÔiÉ qÉÑMüÉqÉ mÉU lÉD zÉÑÂAÉiÉ 

Måü ÍsÉL iÉærÉÉU WæÇû | qÉæÇ ÌuÉµÉÉxÉ Måü xÉÉjÉ MüWû xÉMüiÉÉ WÕÇû ÌMü WûqÉ 

2021 qÉåÇ oÉWÒûiÉ WûÏ xÉMüÉUÉiqÉMü SØÌ¹MüÉåhÉ Måü xÉÉjÉ AÉaÉå oÉÄRû UWåû 

WæÇû |

qÉåUÉ ÌuÉµÉÉxÉ Wæû ÌMü, ÌMüxÉÏ xÉÇaÉPûlÉ MüÉ mÉëÌiÉxmÉkÉÉïiqÉMü sÉÉpÉ AÉæU 

AlSÃlÉÏ zÉÌ£ü ExÉMåü xÉpÉÏ MüqÉïcÉÉËUrÉÉåÇ Måü xÉqÉÉuÉåzÉÏ uÉ×Î®/ 

ÌuÉMüÉxÉ xÉå AÉiÉÏ Wæû| ÌMüxÉÏ pÉÏ xÉÇaÉPûlÉ qÉåÇ xÉuÉÉåï¨ÉqÉ EimÉÉSMüiÉÉ 

iÉoÉ WûÉåiÉÏ Wæû eÉoÉ mÉëirÉåMü MüqÉïcÉÉUÏ xuÉrÉÇ MüÉå LMü lÉåiÉÉ Måü ÃmÉ qÉåÇ 

SåZÉiÉÉ Wæû, ÌMüxÉÏ pÉÏ MüqÉïcÉÉUÏ MüÉå xÉÇaÉPûlÉ AÉæU ExÉMüÐ OûÏqÉ Måü 

xÉSxrÉÉåÇ ²ÉUÉ mÉWûcÉÉlÉ ÌMürÉÉ eÉÉiÉÉ Wæû AÉæU mÉëSzÉïlÉ MüUlÉå Måü ÍsÉL 

xÉWûÏ AuÉxÉU AÉæU uÉÉiÉÉuÉUhÉ mÉëSÉlÉ ÌMürÉÉ eÉÉiÉÉ Wæû| WûqÉÉUÏ 

MüÉåÍzÉzÉ rÉWû WûÉålÉÏ cÉÉÌWûL ÌMü WûqÉ MåülÉUÉ oÉæÇMü MüÉå xÉuÉÉåï¨ÉqÉ 

MüÉrÉïxjÉsÉ oÉlÉÉLÇ, eÉWûÉð MæüËUrÉU mÉjÉ qÉåÇ uÉ×Î® Måü xÉÉjÉ ExÉMüÐ 

mÉWûcÉÉlÉ WûÉå xÉMåü |

2´ÉårÉxÉ - ÌSxÉqoÉU 2020 / eÉlÉuÉUÏ 2021



The opera�onal and func�onal pla�orms are o�en 
the perfect breeding grounds for developing 
leadership skills. It is our duty to create an 
atmosphere of learning and development in our 
work arena to provide opportuni�es for all to hone 
their skills and gravitate closer towards personal 
excellence. Therefore, I request all the branch / 
sec�on heads and opera�onal / func�onal heads to 
handhold their team members, create an 
environment of knowledge dissemina�on and 
produc�ve discussions.  Due recogni�on be given to 
talented and hardworking employees, so that they 
rise up to higher pedestals and become future 
leaders and mentors.

The key to success in the New Year is knowledge, 
technological excellence and smart working for best 
customer service and op�mum produc�vity. We are 
now into the last leg of the financial year 2020-21. 
I urge all of you to unleash poten�al in you, work 
towards your set goals and strategize effec�ve 
measures to achieve them.

“Wish you all a very happy and prosperous 2021”

With warm regards,

Yours sincerely

L V Prabhakar,
Managing Director & CEO
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AYxÉU mÉÉrÉÉ aÉrÉÉ Wæû ÌMü lÉåiÉ×iuÉ MüÉæzÉsÉ ÌuÉMüÍxÉiÉ MüUlÉå Måü ÍsÉL 

mÉËUcÉÉsÉlÉÉiqÉMü  AÉæU MüÉrÉï ¤Éå§É WûÏ AÉSzÉï E°uÉ xjÉÉlÉ Wæû | rÉWû 

WûqÉÉUÉ MüiÉïurÉ Wæû ÌMü WûqÉ AmÉlÉå MüÉrÉï ¤Éå§É qÉåÇ AkrÉrÉlÉ AÉæU 

ÌuÉMüÉxÉ MüÉ qÉÉWûÉæsÉ iÉærÉÉU MüUåÇ iÉÉÌMü xÉpÉÏ MüÉå AmÉlÉå MüÉæzÉsÉ MüÉå 

ÌlÉZÉÉUlÉå MüÉ xÉqÉÑÍcÉiÉ AuÉxÉU mÉëSÉlÉ ÌMürÉÉ eÉÉ xÉMåü AÉæU 

urÉÌ£üaÉiÉ EiM×ü¹iÉÉ Måü Í¤ÉÌiÉeÉ mÉU  mÉWÒÇûcÉ xÉMåü | CxÉÍsÉL, qÉæÇ 

xÉpÉÏ zÉÉZÉÉ/AlÉÑpÉÉaÉ/mÉËUcÉÉsÉlÉ/MüÉrÉï ¤Éå§É mÉëqÉÑZÉÉåÇ xÉå AlÉÑUÉåkÉ 

MüUiÉÉ WÕÇû ÌMü uÉå AmÉlÉÏ OûÏqÉ Måü xÉSxrÉÉåÇ  MüÉ  qÉÉaÉïSzÉïlÉ MüUåÇ 

AÉæU uÉWûÉð ¥ÉÉlÉ-mÉëxÉÉU AÉæU EimÉÉSMü cÉcÉÉïAÉåÇ MüÉ uÉÉiÉÉuÉUhÉ 

oÉlÉÉLÇ| mÉëÌiÉpÉÉzÉÉsÉÏ AÉæU qÉåWûlÉiÉÏ MüqÉïcÉÉËUrÉÉåÇ MüÉå EÍcÉiÉ xÉqqÉÉlÉ 

ÌSrÉÉ eÉÉL, iÉÉÌMü uÉå EŠ mÉS iÉMü oÉÄRåÇû AÉæU pÉÌuÉwrÉ Måü lÉåiÉÉ AÉæU 

xÉÇU¤ÉMü oÉlÉåÇ |

¥ÉÉlÉ, iÉMülÉÏMüÐ EiM×ü¹iÉÉ, xÉuÉÉåï¨ÉqÉ aÉëÉWûMü xÉåuÉÉ AÉæU C¹iÉqÉ 

EimÉÉSMüiÉÉ Måü ÍsÉL MüÉrÉï MüUlÉÉ WûÏ lÉL xÉÉsÉ MüÉ qÉÔsÉ qÉÇ§É Wæû | 

WûqÉ ÌuÉ¨É uÉwÉï 2020-21 Måü AÇÌiÉqÉ cÉUhÉ qÉåÇ WæÇû| qÉæÇ AÉmÉ xÉpÉÏ xÉå 

AÉaÉëWû MüUiÉÉ WÕÇû ÌMü AÉmÉ AmÉlÉÏ ¤ÉqÉiÉÉ MüÉå mÉWûcÉÉlÉåÇ iÉjÉÉ AmÉlÉå 

ÌlÉkÉÉïËUiÉ sÉ¤rÉÉåÇ MüÐ ÌSzÉÉ qÉåÇ MüÉrÉï MüUåÇ AÉæU ElWåÇû mÉëÉmiÉ MüUlÉå Måü 

ÍsÉL mÉëpÉÉuÉÏ UhÉlÉÏÌiÉ oÉlÉÉLÇ |

 ̀̀AÉmÉ xÉpÉÏ MüÉå lÉuÉ uÉwÉï 2021 MüÐ WûÉÌSïMü zÉÑpÉMüÉqÉlÉÉLÇ''

zÉÑpÉMüÉqÉlÉÉAÉåÇ xÉÌWûiÉ,

AÉmÉMüÉ, 

LsÉ uÉÏ mÉëpÉÉMüU 

mÉëoÉÇkÉ ÌlÉSåzÉMü LuÉÇ qÉÑZrÉ MüÉrÉïmÉÉsÉMü AÍkÉMüÉUÏ 
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rÉMüÐlÉlÉ "lÉåiÉ×iuÉ" zÉoS aÉÔaÉsÉ qÉåÇ xÉoÉxÉå AÍkÉMü ZÉÉåeÉå aÉL zÉoSÉåÇ qÉåÇ xÉå 

LMü Wæû| sÉÉåaÉÉåÇ qÉåÇ CxÉMåü oÉÉUå qÉåÇ AÍkÉMü eÉÉlÉlÉå AÉæU CxÉMüÐ xÉÔ¤qÉ 

oÉÉUÏÌMürÉÉåÇ MüÉå xÉqÉfÉlÉå MüÐ iÉÏuÉë CcNûÉ Wæû| CxÉ ÌuÉwÉrÉ mÉU AxÉÇZrÉ 

mÉÑxiÉMåÇü ÍsÉZÉÏ eÉÉ cÉÑMüÐ WæÇû AÉæU WûqÉåÇ sÉaÉiÉÉ Wæû ÌMü MüD xÉÇaÉÌPûiÉ ¤Éå§É 

xÉqÉMüÉsÉÏlÉ lÉåiÉ×iuÉ aÉÑÂ Måü AlÉÑxÉÉU cÉsÉiÉå WæÇû | ÌTüU pÉÏ "lÉåiÉ×iuÉ", AmÉlÉå 

AÉmÉ qÉåÇ LMü mÉWåûsÉÏ oÉlÉÉ WÒûAÉ Wæû | CxÉ SÒÌlÉrÉÉ lÉå MüD qÉWûÉlÉ lÉåiÉÉAÉåÇ MüÉå 

SåZÉÉ Wæû AÉæU ElÉxÉå oÉWÒûiÉ MÑüNû xÉÏZÉÉ eÉÉ xÉMüiÉÉ Wæû| rÉ±ÌmÉ ElÉMüÐ 

mÉUxmÉU ÌuÉUÉåkÉÏ zÉæsÉÏ AYxÉU WûqÉåÇ pÉëÍqÉiÉ MüUiÉÏ WæÇû, sÉåÌMülÉ ElÉqÉåÇ LMü 

xÉqÉÉlÉiÉÉ rÉWû Wæû ÌMü xÉpÉÏ qÉWûÉlÉ lÉåiÉÉAÉåÇ lÉå WûqÉåzÉÉ sÉÉåMüÌWûiÉ qÉåÇ MüÉrÉï 

ÌMürÉÉ Wæû| xÉÉCqÉlÉ ÍxÉlÉåMü, ÌoÉëÌOûzÉ-AqÉUÏMüÐ mÉëåUhÉÉSÉrÉMü uÉ£üÉ AÉæU 

sÉåZÉMü lÉå LMü qÉWûÉlÉ lÉåiÉÉ Måü qÉÉmÉSÇQû/aÉÑhÉ MüÉå xmÉ¹ ÃmÉ xÉå "ÌMüxÉÏ 

LåxÉå urÉÌ£ü Måü ÃmÉ qÉåÇ mÉËUpÉÉÌwÉiÉ ÌMürÉÉ Wæû, eÉÉå sÉÉåaÉÉåÇ qÉåÇ ÌuÉµÉÉxÉ mÉæSÉ 

MüUiÉÉ Wæû AÉæU ElWåÇû xÉÑUÍ¤ÉiÉ qÉWûxÉÔxÉ MüUÉiÉÉ Wæû"| AaÉU WûqÉ CxÉMåü oÉÉUå qÉåÇ 

xÉÉåcÉiÉå WæÇû, iÉÉå ÌlÉÍ¶ÉiÉ ÃmÉ xÉå ÌuÉµÉÉxÉ AÉæU xÉqqÉÉlÉ lÉåiÉ×iuÉ MüÐ 

AÉkÉÉUÍzÉsÉÉ WûÉåiÉÏ Wæû YrÉÉåÇÌMü rÉWû xÉÇaÉPûlÉ Måü sÉ¤rÉÉåÇ AÉæU E¬åzrÉÉåÇ MüÉå 

mÉëÉmiÉ MüUlÉå qÉåÇ xÉ¤ÉqÉ EŠ MüÉrÉïÌlÉwmÉÉSlÉ MüUlÉå uÉÉsÉÏ OûÏqÉ qÉåÇ urÉÌ£ürÉÉåÇ 

MüÉå LMü xÉÉjÉ sÉÉlÉå Måü ÍsÉL EmÉrÉÑ£ü Wæû| qÉSU OåûUåxÉÉ Måü E®UhÉ Måü qÉÉkrÉqÉ 

xÉå lÉåiÉ×iuÉ MüÐ pÉÉuÉlÉÉ MüÉå oÉÄQåû WûÏ oÉåWûiÉUÏlÉ iÉUÏMåü xÉå xÉÉqÉlÉå sÉÉrÉÉ aÉrÉÉ 

Wæû, "AÉmÉ uÉWû MüU xÉMüiÉå WæÇû eÉÉå qÉæÇ lÉWûÏÇ MüU xÉMüiÉÉ, qÉæÇ uÉWû MüU xÉMüiÉÉ 

WÕÇû eÉÉå AÉmÉ lÉWûÏÇ MüU xÉMüiÉå| WûqÉ LMü xÉÉjÉ qÉWûÉlÉ MüÉrÉï MüU xÉMüiÉå WæÇû''|

lÉåiÉ×iuÉ mÉU ́ ÉårÉxÉ MüÉ rÉWû ÌuÉzÉåwÉ xÉÇxMüUhÉ urÉÌ£ü MüÉå lÉåiÉ×iuÉ Måü UÉxiÉå mÉU 

cÉsÉlÉå Måü ÍsÉL iÉærÉÉU MüUlÉå AÉæU ExÉMåü cÉËU§É MüÉå RûÉsÉlÉå uÉÉsÉå xÉuÉïurÉÉmÉÏ 

ÍxÉ®ÉÇiÉÉåÇ, qÉÔsrÉÉåÇ AÉæU qÉÉlÉSÇQûÉåÇ Måü ÍsÉL xÉÇMüÎsmÉiÉ ÌMürÉÉ aÉrÉÉ Wæû | CxÉ 

AÇMü Måü sÉåZÉ qÉÑZrÉ ÃmÉ xÉå mÉëcÉÍsÉiÉ RûÉÇcÉå AÉæU (lÉåiÉ×iuÉ MüÐ) xÉÇUcÉlÉÉ mÉU 

AÉkÉÉËUiÉ WæÇû AÉæU MæüxÉå ÌmÉNûsÉå MÑüNû uÉwÉÉåïÇ qÉåÇ urÉÌ£ümÉUMü sÉ¤rÉÉåÇ AÉæU 

xÉÇaÉPûlÉÉiqÉMü E¬åzrÉÉåÇ MüÐ oÉSsÉiÉÏ kÉÉUhÉÉ lÉå lÉåiÉ×iuÉ AÉæU xÉÇaÉPûlÉÉiqÉMü 

zÉÏwÉï qÉåÇ LMü xÉMüÉUÉiqÉMü oÉSsÉÉuÉ MüÐ ÌSzÉÉ qÉåÇ rÉÉåaÉSÉlÉ ÌSrÉÉ Wæû| 

WûqÉ AÉzÉÉ MüUiÉå WæÇû ÌMü AÉmÉ CxÉ ÌuÉzÉåwÉÉÇMü MüÉå mÉÄRûlÉå MüÉ AÉlÉÇS sÉåÇaÉå | 

AÉmÉMüÐ mÉëÌiÉÌ¢ürÉÉ AÉæU xÉÑfÉÉuÉ MüÉ WûqÉåÇ CÇiÉÄeÉÉU UWåûaÉÉ | M×ümÉrÉÉ AmÉlÉÏ 

mÉëÌiÉÌ¢ürÉÉ/ÌOûmmÉhÉÏ WûqÉåÇ hohml@canarabank.com mÉU pÉåeÉåÇ rÉÉ WûqÉåÇ 

080-22233480 / 9986693808 mÉU TüÉålÉ MüUåÇ | 

ÌMüzÉÉåU iÉqmÉÏ

xÉÇmÉÉSMü

The term “Leadership” is arguably one of the most 
searched texts in Google. There is a persistent urge in 
people to know more about it and understand its subtle 
nuances. Myriad books have been wri�en on this topic and 
we find many organized sectors run as per the diktats of the 
contemporary leadership gurus. But s�ll “Leadership”, in its 
en�rety, remains an enigma. This world has seen many 
great leaders all along and there is a lot to be learned from 
them. Though their conflic�ng styles o�en bemuses us, the 
one thing where there is a congruence is that all great 
leaders always worked for the people. Simon Sinek, the 
Bri�sh- American inspira�onal speaker and author lucidly 
paraphrases the yards�ck / trait of a great leader as 
“someone who draws people into a circle of trust and make 
them feel safe and secure”. If we think about it, leadership is 
definitely built on the pedestals of trust and respect as it is 
quintessen�al to aligning individuals into a high performing 
team capable of achieving the organisa�on's goals and 
objec�ves. The spirit of leadership is beau�fully brought 
out through Mother Teresa's quote, “You can do what I 
cannot do, I can do what you cannot do. Together We Can 
do great things”.

This Special Edi�on of Shreyas on Leadership has been 
conceptualised to explore the ubiquitous tenets, values 
and norms that moulds an individual's character and how it 
prepares them to tread the path of leadership. The ar�cles 
are mainly premised on the prevalent framework and 
structure (of leadership) and how the changing percep�ons 
of individualis�c goals and organisa�onal objec�ves, over 
the years, have contributed towards a posi�ve shi� in the 
leadership & organisa�onal rubric. 

Hope you enjoy reading this special edi�on. As we love to 
hear from you, please drop in your feedback/ comments by 
visi�ng our HM&L Webpage in Cannet / or as mail to 
hohml@canarabank.com / or you can always call us at 
080 – 22233480 / 9986693808.

Kishore Thampi
Editor

EditorialxÉÇmÉÉSMüÐrÉ
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Leadership has been regarded as one of the cri�cal 
factors for the success or failure of an ins�tu�on. If we 
look at the annals of history, leadership has always 
played an important role in re-shaping human dynamics 
and the societal mind set and in establishing 
revolu�onary norms and strictures that have had far 
reaching ramifica�ons.  There were innumerable 
individuals who stepped into leadership role and have 
transformed their community and even the country in 
which they lived. Though leaders were many, world over 
(arguably) only 2 individuals, Mahatma Gandhi & 
Nelson Mandela, have been given the higher pedestals 
of “Greatness in Leadership” and o�en considered as the 
true epitomes of successful leadership models, worth 
emula�ng. Though their styles were at �mes conflic�ng, 
they had one huge common factor -both Gandhi and 
Mandela always fought for their people and stood by 
them. Their resoluteness and temerity to not to bow 
before oppression and their indomitable spirit to get up 
from setbacks and failures and  fight for the larger good 
is something which stands out, making them indubitably 
the most respected and revered leaders in this whole 
world. As rightly said John C Maxwell, “a leader is one 
who knows that way, shows the way and goes the way”.

Successful leaders are great visionaries with the ability to 
lead from the front, ins�l inspira�on in the followers, get 

the work done and make an impact in the society. History 
has shown that these individuals were neither highly 
intelligent like Isaac Newton, Einstein or Stephen 
Hawking nor they were jack-of-all-trades but had the 
ability to communicate and convince people to work in 
their favour. They all had strong characteris�cs, bullet 
proofed by an ethical code of conduct. They were 
trustworthy, loyal, and charisma�c and had great people 
management skills. It takes a lot to live up to our 
promises and not to jeopardize the belief and faith that 
people have in you. All great leaders have that 
indefa�gable trait in them to always deliver on their 
promises and make it happen, a trait which o�en wins 
them the trust and respect of their followers / team 
members.

It doesn't come as a surprise that leadership, being a 
people oriented skill, has evolved over the years and the 
myriad styles have transformed to some extent, but the 
core func�on remains same. Organisa�onal leadership 
gained relevance in the 90s when Peter M Senge came 
up with the revolu�onary book “The Fi�h Discipline” 
which speaks about how leaders can turn around or 
rather transform organisa�ons for the be�er. The book 
gives much emphasis to “learning organisa�ons”, a 
concept where the organisa�on learns through the 
individual and vice versa, like in a perpetual loop. Senge's 
defini�on of a learning organiza�on includes places 
where people “expand their capacity to create (personal 
mastery),where new and expansive pa�erns of thinking 
are nurtured (mental models, systems thinking) and 
where people are con�nually learning to see the whole 
together (team learning, shared vision).” When 
organisa�ons started to transform itself into “learning 
en��es” the demand for leadership grew. Thus in the 
early 2000s leadership development became an 
establ ished concept  in  most  of  the growing 
organisa�ons and special focus was given on developing 
individuals and crea�ng a leadership pipeline.
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The Banking sector has also transformed drama�cally 
over the years with the concept of leadership and 
leadership development making strong inroads into the 
organisa�onal rubric. We have witnessed many leaders 
magically transforming certain sinking organisa�ons and 
successfully steering it to the shore, thus showing 
excep�onal leadership skills. The transforma�on of Bank 
of Baroda and Turnaround story of Indian bank is a 
tes�mony to these facts and shows how true leadership 
can re-write organisa�onal histories and bring them on 
track towards success and glory. The present Indian 
banking and finance sector is agog with exci�ng events 
and the need for effec�ve leadership is in even greater 
demand. In this turbulent phase, tradi�onal framework 
may not be able to navigate the ins�tu�ons as the 
ecosystem of compe��on, regula�on and ethical 
expecta�ons become highly complex. What is required 
is the perfect mix of charisma�c leadership enforced 
through formal structures and coupled with the best 
prac�ces in human capital management, processes, 
technology and governance.

Great Leadership is also about adaptability, how one 
needs to be always tuned outward to understand the 
subtle nuances in the industry make conscious changes 
to be in congruence with an ever changing financial 
environment. As rightly paraphrased by Charles Darwin, 
“It is not the strongest or the most intelligent who will 
survive, but those who can best manage change”. 

The year 2020 is a testament to the fact that what started 
as normal soon turned out to be transforma�onal. The 
pandemic ensured that most of our normal rou�nes 
changed thus heavily impac�ng the economy without 
any excep�on to the banking sector. But as the adage 

goes, out of adversity comes opportunity. The 
t r a d i � o n a l  b a n k i n g  m e t h o d s  u n d e r w e n t  a 
transforma�on thanks to the UPI and other modes of 
transac�ons, which made the life easy for the 
customers. Visit to the bank has become rare. During 
this transforma�on phase of digital era, new leadership 
skills have emerged in tandem with tradi�onal 
managerial skills. Today's leaders have learnt to change 
and are able to take risks based on mul�ple possibili�es. 
They have the ability to an�cipate market behaviour and 
trends and take decisions accordingly.

Customer Rela�onship Management has also gained 
relevance over the years, making the branches the 
centre point of all brand image building ac�vi�es. As 
service and hospitality received is directly propor�onal 
customer delight, branches are o�en considered as the 
breeding grounds for leadership development. From 
dealing with difficult customers, to handling conflicts to 
taking informed decisions, there are opportuni�es 
galore for staff members to exhibit leadership quali�es. 
It construes that every team member in a branch is a 
leader in their own way, par�cularly Branch in charges. A 
par�cipa�ve management will go a long way in arriving 
at the right decision by ironing out the wrinkles of 
miscommunica�on & misjudgement.  The leader should 
provide opportuni�es to everyone to develop their 
inherent poten�al and skills. 

The most important aspect of leadership is to contribute 
towards developing a leadership pipe l ine or 
empowering people around them to step into 
leadership roles. The leader should always try to develop 
their subordinates and team members as leaders. The 
manager should be in a posi�on to understand the skill 
of the workers under him, allot the job according to their 
calibre and further develop their skill in the area. Mul� 
skilling is the area where many organisa�ons are 
focussing. So developing a par�cular skill in an area 
where the interest of the person lies is important. The 
mul� skilling should be focused only on certain specific 
domains, which are very much essen�al. As a leader of 
the team, Manager has a key role to play in development 
of subordinates under him/her and groom them as 
future leaders. It is rightly said that “the growth and 
development of people is the highest calling of 
leadership”
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It goes without saying that the tradi�onal leadership 
skills like, Integrity, delega�on, Communica�on, Self-
awareness, Empathy etc. cannot be le� out to acquire 
new skills. But it is also important that new skills are 
required to succeed at the present �me of digital 
transforma�on. The decade old proven skills of 
management are also required for efficient leadership. 
Posi�ve a�tude and inspiring the subordinates to do the 
work willingly are important quali�es of a leader. A 
proper mix of Tradi�onal wisdom coupled with new skills 
should be the mantra of leadership in the present 
scenario. 

Having said that a true leader cannot be a silent 
spectator to all these developments happening around 
them. Unlearning and learning new things is a con�nual 
process, as it provides a be�er insight to the problems 
and will be an aid to prompt decisions. A leader should 
never hesitate to learn new things (the mantra of 
learning organisa�ons), as it will broaden his / her 
horizon and equip them to take informed and effec�ve 
decisions.

In this highly compe��ve milieu, effec�ve leadership 
skills at all hierarchical posi�ons is vital for the success of 
an organisa�on. The traits of leadership have to be 

nurtured and new skills to be acquired for effec�ve team 
building and achieve the organisa�onal goals. Definitely, 
our learning and development objec�ves takes care of 
capacity building and individual development to a great 
extent. But a true leader is always learning from 
experiences that life posits and from the people around 
them. Every day is a new opportunity and every 
opportunity is step towards our professed leadership 
goals. Knowledge transforms in to wisdom when it is put 
to use. The experience and the exper�se that we have 
garnered over the years need to be factored into our 
thought processes so that the decisions we make are 
relevant, inclusive, per�nent and in congruent with what 
the situa�on demands – the quintessence for greatness 
in leadership. 

I would like to end with this beau�ful quote by John 
Quincy Adams, the American statesman, diplomat, 
lawyer, and diarist who served as the sixth president of 
the United States, which demys�fies the expecta�ons of 
leader or more importantly concre�zes the spirit of 
leadership - “if your ac�ons inspire others to dream 
more, learn more, do more and become more, then you 
are a leader”.

*****

“Life’s most persistent and

urgent  is,question

What are you doing for

others?” 
- Martin Lu�er King Jr.
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Want to Become a Leader? 
Play a Sport

Want to Become a Leader? 
Play a Sport

There is no single defini�on for Leadership and no 
stone-carved quali�es to become a leader. So, if you 
google, majority of the Universi�es or corporate pundits 
list out certain common traits required for becoming a 
successful leader. Prominent traits amongst them are 
Integrity, Innova�on, honesty, ac�ve listening, self-
confidence, strong communica�on, Delega�on, 
Decision making, problem solving, fair a�tude, 
humility, care for others, Resilience, Suppor�ve, 
Accountability, Empathy, Learning Agility etc. One of the 
famous quotes on Leadership says, “Leader is one who 
knows the way, goes the way and shows the way”. 

Sports is a breeding ground for Leaders and one of the 
main byproducts of playing sports is that it facilitates 
acquisi�on of Leadership skills. In any sport, the 
individual or the team has to plan, strategize, innovate, 
be self-confident, show resilience in adversity, handle 
pressure, overcome obstacles, take on the spot 
decisions, lead from the front, show integrity, be 
suppor�ve and show empathy towards team mates. 
When you compare a non-sportsperson and a sports 
person, there will be visible difference in the way they 
approach or lead, in their sphere of work/life.

Indian Cricket team's triumph in the recently concluded 
Australian Test series is a classic case study on 
Leadership.  Not for a reason, this series victory is hailed 
as one of the greatest not only in Indian Test Cricket 
history but also in the history of Test Cricket. Against all 
odds, Indian team came from behind to clinch the 
series. 

The Indian ship was sinking a�er it was all out for a 
record low score of 36 runs in the 2nd innings of the 1st 
Test match at Adelaide. Captain Virat Kohli had to 
abandon the sinking ship as he was to return to India for 
his 1st Child's birth. Vital cog in our bowling a�ack, 

Mohammed Shami was injured and ruled out of the test 
series. Every Cricket pundit across the world opined that 
it would be almost impossible for Team India to come 
back in the series, as playing Australia in Australia is one 
of the toughest challenges for any visi�ng team, 
especially for teams from sub-con�nent. Australia was 
ranked No.1 in the ICC World Test Championships.

In such challenging circumstances, Ajinkya Rahane took 
charge of this sinking ship and turned the series on its 
head with his excep�onal leadership skills and ba�ng 
ability. The objec�ve of this ar�cle is to dissect and 
illustrate how Ajinkya Rahane demonstrated almost 
every leadership trait listed out by the textbooks and 
universi�es.

Every leadership guru lists Integrity as the first and 
foremost requirement for any leader. Integrity means 
playing the game within the prescribed rules, not to take 
shortcuts and pu�ng team's interest ahead of personal 
gains. The 2018 sandpaper gate, wherein Steve Smith, 
David Warner and Cameron Bancro� of Australia were 
banned for using unethical means to win the game 
against South Africa, is a standout example to drive 
home the point how important Integrity is, in Sport. 
Ajinkya Rahane displayed exemplary integrity. Even 

Article
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though Indian team was down and out in this series on 
more than one occasion, he never adopted any 
unethical method or means to win the game. Especially 
in the 3rd Test match at Sydney, when India had 
conceded 1st innings  lead and was bowling in the 2nd 
innings, Mohd Siraj & Jasprit Bumrah were racially 
abused by the crowd. As per rules, Siraj & Bumrah along 
with Captain Rahane complained to the Match officials. 
The officials considering the sensi�vity of the ma�er, 
offered Rahane to stop/quit the game if he desired to do 
so. Rahane was wise enough to reject this offer sta�ng 
he and his teammates had done nothing wrong and 
wished to con�nue the game. Considering the fact that 
India was trailing in the 1st Innings, Rahane could have 
easily chosen to quit the game, which was well within 
the laws, but instead chose to con�nue the game, as it 
would have brought disrepute to the game, series and 
the Australian Board. Team India showed great 
resilience to draw the 3rd test at Sydney against all odds. 

During the course of the test series, Ajinkya Rahane 
demonstrated almost all the quali�es of an ideal leader. 
To start with, his move to bring R Ashwin to bowl as 1st 
change bowler on Day 1 of the 2nd Test match at 
MCG(known to assist pacers) was an innova�ve idea or 
out of the box thinking. Ajinkya correctly read the pitch 
condi�ons (dampness would also assist turn) and also as 
Ashwin had a slight psychological edge over Steve Smith 
for having dismissed him in the 1st Test at Adelaide. 
Ashwin dismissed a well se�led Mathew Wade and 
Steve smith for a duck, to give India an upper hand in the 

1st session of the test match. Ajinkya's innova�ve and 
imagina�ve leg-side trap to get rid of in-form Marnus 
Labushgane was one of the turning points of the game. 
Ajinkya gave respect and space to the senior pros like 
Ashwin, Bumrah and Jadeja, which enabled them to 
perform and excel. He supported and guided the 
debutants Mohd Siraj and Shubman Gill, which brought 
the best performances out of them. India was able to 
bowl out Australia for just 195 runs despite losing the 
toss. 

Ajinkya lead from the front as a leader and senior 
batsmen. He scored a master class hundred which 
propelled India's 1st innings score to 326 and gave India 
a lead of 131 runs. Ajinkya Rahane showed great 
focusing and decision making skills, when he took DRS 
off Jadeja's bowling to get the wicket of Australian 
Captain Tim Paine. Wicket Keeper Rishab Pant was not 
sure if Paine had nicked or not, Ajinkya standing in the 
1st slip was very sure and had confidence / convic�on to 
take DRS, which was again one of the turning points of 
the game. Ajinkya showed responsibility by remaining 
unbeaten in 2nd innings, when India chased a rela�vely 
small total to win the game and level the series 1-1. 

The 3rd Test at Sydney was intensely fought ba�le and 
India managed to pull off a very creditable draw a�er 
being down and out for most part of the Test. The grit, 
determina�on, pa�ence, discipline, skill set and focus 
shown by each of the top order batsmen was 
excep�onal and was a lesson to any budding cricketer 
on how to play on a 5th day pitch against arguably the 
best bowling a�ack in the world.  In Cricket, each 
playing member has to act and think like a Captain, 
especially the two Batsmen in the middle. They have to 
analyze the situa�on, pitch condi�ons and adapt their 
ba�ng/innings accordingly.  Even the bowlers have to 
be flexible enough to change their plans and strategies 
according to the situa�on and batsmen. YOU DON'T 
NEED A TITLE TO BE A LEADER!

During 3rd test Hanuma Vihari, Ashwin, jadeja and 
Bumrah were injured and were ruled out of the 4th and 
final test at Brisbane Gabba. Gabba is the fortress of 
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Australian Cricket team and they had not lost a test 
match in this venue since 1988 i.e. 32 years. Gabba is 
known as one of the fastest pitches in the world and 
always suited Australian players. India didn't have a 
proper fit playing XI for the 4th test match and they were 
forced to include “Net Bowlers” Washington Sundar and 
T Natarajan. This was the most inexperienced bowling 
a�ack India had ever fielded in its Test history, perhaps 
except India's first ever Test series in 1932. The 
Australian bowling a�ack put together had taken more 
than 1000 wickets in Test Cricket and Indian a�ack had 
just 13 wickets! The gap was humongous and it was a 
foregone conclusion that Australia would win this match 
and the series. 

Despite all odds, the spunk shown by the young Indians 
has become a folklore in Indian Cricket history. The 
partnership between Shardul Thakur and Washington 
Sundar, ensured that India did not concede too much of 
a lead in 1st Innings. The inexperienced bowling a�ack 
then bundled out Aussies for 294 in the 2nd innings and 
India was set to chase a target of 326 runs to win the 
game on the last day of the Test. Despite losing Rohit 
Sharma early on Day 5, Shubman Gill and Pujara fought 
bravely. Shubman Gill hit and Pujaragot hit. The 
character, skill and focus shown by these players was a 
master class in itself. The posi�ve stroke play displayed 
by Ajinkya, Pant and Washington Sundar gave India an 
unrealis�c test win and the series. An unbelievable 
performance by Team India under the leadership of 
Ajinkya Rahane. 

THE FUNCTION OF LEADER IS TO PRODUCE MORE 
LEADERS AND NOT MORE FOLLOWERS! On this tour, 
India found many leaders in R Ashwin, Pujara, Shubman 
Gill, Rishab Pant, Washington Sundar, Shardul Thakur, 
Hanuman Vihari, Jadeja, Mohd. Siraj, who rose to the 
occasion to lead from front.

In this test series Ajinkya also showed a) great self-
confidence and belief b) Delega�ng work to senior 
players Bumrah, Ashwin, Pujara) Ac�ve Listening skills in 
working with team mates d) Clear communica�on with 
young players and debutants e) Great empathy by 
understanding the needs of team members and ge�ng 
the best results out of them f) Ability to adapt to 
changes g) Work with the available resources 
h) Posi�ve Thinking etc., Also Ajinkya Rahane and Team 
India showed great Humility in their series win, by 
presen�ng an autographed Indian T Shirt to Nathan 
Lyon on his 100th Test match appearance, a�er the 
match. This Test series actually is a lesson on how to 
come back from a very bad defeat & how a leader should 
lead by example. 

To conclude, sport teaches vital life skills. It gives on the 
job training on team work, leadership, prepara�on, 
planning, handling pressure and defeats, celebrate 
victories and achievements of team mates, adaptability, 
pa�ence, concentra�on, communica�on etc.,. Sports, 
basically enriches and enhances the life of a person. 
PLAY SPORT TO BECOME A SUCCESSFUL LEADER!

*****
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Winter has arrived; it has snowed back home!

All white, all hide; it has snowed back home!

Now the days are grey and the nights are dark,

The Sun is away and so is the active lark!

The cloud is the King and the cold is the Prince

The chill makes Samad and Snowber wince!

Missed are the days of the snow scenery,

Covert is the meadow and all the greenery!

While I scribble the musings and write words,

I recall that chirping of the shivering birds!

Gunfire was heard from a corner of the tribe,

Another bird's death from the honcho's snipe!

Sorrow has spread and the gloom has grasped,

Voices mowed down and legs crippled!

Another year passed; another race wiped,

That same silence; it has snowed back home!

Snow and SorrowSnow and SorrowSnow and SorrowSnow and Sorrow

Poem
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The na�onwide lockdown has severely impacted the 
domes�c economic ac�vi�es and it becomes evident 
from the movement of high frequency indicators since 
Mar'20. Electricity consump�on plunged, while both 
investment ac�vity and private consump�on suffered 
sharp declines, as reflected in the collapse in capital 
goods produc�on and the large retrenchment in the 
output of consumer durables and non-durables. 

India's Q1 FY21 real GDP growth nosedived to -23.9% 
y-o-y while Gross Value Added (GVA) growth dipped to -
22.8% y-o-y, worst contrac�on on record. India's real 
GDP growth contracted by 7.5% y-o-y in Q2 FY21, 
marking the second consecu�ve quarter of nega�ve 
growth and technically entering into a recession (two 
quarters of nega�ve growth) owing to a broad-based 
slowdown across sectors.

The only silver lining was provided by agriculture, which 
recorded posi�ve growth rate above 3% in both the 
quarters of FY21. However, on the brighter side, the pace 
of contrac�on across sectors slowed sharply in quarter 
ending September 2020, which pinpoint to sharp 
rebound in economic ac�vity.

To counter the impact of the pandemic on the economy 
Reserve Bank of India and Central Government of India 

Cost of the Pandemic Cost of the Pandemic 
on Economic Growthon Economic Growth
Cost of the Pandemic 
on Economic Growth

The year 2020 has gone down in the pages of history as 
the year of Great Lockdown, when the global economic 
ac�vity came to near stands�ll following the lockdown 
measures to contain the spread of COVID-19 pandemic. 
The growth rate of almost all the major economies 
around the world registered sharp contrac�on in the 
second quarter of financial year 2020-21. Indian 
economy also underwent sharp contrac�on in economic 
ac�vity on account of imposi�on of na�onwide 
lockdown measures since March 2020. With gradual 
opening of the economy, the country is expected to 
rebound in higher growth path in 2021. Here, we look at 
the impact of the pandemic in 2020 and the way ahead.

Economic growth is a gauge of the economic well being 
of a country. It refers to an increase in the produc�on of 
economic goods and services, compared from one 
period of �me to another. In India, the economic growth 
is measured by Gross Domes�c Product (GDP) and the 
new methodology of Gross Value Added (GVA) since 
2015. 

The first indica�ons of the impact of the Covid-19 led 
lockdowns on the Indian economy became evident from 
quarter ending March 2020 itself, when GDP grew by 
only 3.1%, thus dragging full financial year 2020-21 
growth to 4.2%, the slowest pace under the new GDP 
series.

Econ speak

Real GDP & GVA shows clear down trend (%y.o.y)
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have taken a slew of both fiscal and monetary measures. 
RBI remained vigilant on the price stability perspec�ve 
and had taken a number of both tradi�onal and non-
tradi�onal measures, from back to back cut in Policy 
Repo Rate to 4.00%, moratorium on loan repayments, 
increase in Marginal Standing Facility (MSF) to 3% of Net 
Demand and Time Liabili�es, reduc�on in Cash Reserve 
Ra�o (CRR) to 3%, deferment of implementa�on of NSFR 
�ll April 1,2020, ease of working capital financing and 
announcement of Long Term Repo Opera�ons (LTRO) for 
maintaining sufficient liquidity in the system.   

The Way Ahead……
Supply-side poten�al growth will be reduced by a 
slowdown in the rate of capital accumula�on- 
investment has recently fallen sharply and is likely to see 
only a subdued recovery.

Lower infec�on and fatality rates, and the possibility of 
widespread vaccine deployment are expected to 
improve consumer and business confidence. Pent-up 
demand for more elas�c discre�onary goods, especially 
among the top 10 income percen�le of the popula�on 
that could not spend because of mobility restric�ons, 
may spur private investment that has been contrac�ng 
for five consecu�ve quarters now. The lagged buoyancy 
impact of government spending and reforms and 
liquidity measures by the Reserve Bank of India may 
further boost the economic recovery.

With gradual opening up of the economy, posi�ve signs 
on the growth front is being observed from different 

Econ speak

segments of the economy. The sectors poised to drive 
credit growth in 2021 are fast moving consumer goods, 
pharmaceu�cals, telecom, two wheelers and passenger 
vehicles, MSME and infrastructure projects. The 
downside risks may arise from asset quality front as NPA 
levels tend to increase with expiry of regulatory 
relaxa�ons under COVID-19 package for ailing 
businesses and priority sectors. 

High infla�on, job losses, poor wage growth, and low 
asset values may impact the consumer's purchasing 
power, especially among the low- and middle-income 
class. The RBI may not be able to reduce policy rates in 
the near term amid infla�on concerns. As a result, 
MSMEs and the informal sector will likely con�nue to 
face high borrowing interest rates on working capital. 
Low demand and credit availability will likely impact 
investment spending. Despite a quicker rebound next 
year, the output levels are likely to remain much below 
the prepandemic GDP levels and the poten�al output 
levels during our en�re forecast period, which is un�l 
Fy2023.

In this background, the year 2021 is expected to remain a 
year of recovery and pickup in growth momentum for 
the economy. RBI has projected real GDP growth at (+) 
0.7% in Q4:2020-21 and (+) 21.9% to (+) 6.5% in 
H1:2021-22, with risks broadly balanced. In short, there 
is likely to be pain in the short term but the outlook in the 
medium term may improve significantly with a reduced 
number of infec�ons.

*****
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Legal Column

Lending, which is a crucial part of the Banking business 
carries with it an inherent risk of default. To mi�gate this 
risk, the Bank obtains primary and collateral security for a 
Loan. Mortgage of property is one of the ways in which 
repayment of Loan is secured by the Bank.

Sec�on 58 (a) of the TRANSFER OF PROPERTY ACT, 1882, 
defines mortgage as, “A mortgage is the transfer of an 
interest in specific immovable property for the purpose of 
securing the payment of money advanced or to be 
advanced by way of loan, an exis�ng or future debt, or the 
performance of an engagement which may give rise to a 
pecuniary liability. The bold le�ers signifies the essen�al 
elements for the crea�on of valid mortgage in favor of the 
lender over the immovable property.

To create a valid mortgage, it is essen�al that the person 
mortgaging the property has a valid right and �tle to the 
property and the property is free from encumbrances. 
Based on the ownership of the property, the property may 
be broadly classified under two categories.

1.  Freehold Property: A freehold property is property in 
 which the owner had absolute right, �tle and interest in 
 the property free from hold of any third party. In case, of 
 freehold property there are no restric�ons on the rights 
 of the owner and he is free to transfer, sell, lease or 
 mortgage the property and generally does not need 
 permission from anybody for doing the same.

2.  Leasehold property: A Leasehold property is a property 
 which has been leased by the owner to another party for 
 a certain period and the lessee is free to possess and 
 enjoy the property subject to the terms and condi�ons 
 of the lease. The interest and rights of the Lessee in a 
 Leasehold property are limited by the terms and 
 condi�ons of the lease.

In majority of urban areas, land allo�ed by urban 
development bodies for residen�al or commercial 
purposes is generally allo�ed by way of long term lease and 

not by way of outright sale of the land.

In case of mortgage of leasehold property it becomes 
necessary for the Bank to verify that there is no restric�on 
on the lessee for mortgaging the property and if permission 
or no objec�on is required from the owner, the same has 
been obtained before crea�on of the mortgage. The 
permission or No objec�on from the owner is required so 
as to ensure that in case of default the Bank is able to 
enforce its security interest and sell/transfer the right in 
property to another party.

Conclusion: While crea�ng a mortgage on leasehold 
property the following points need to be kept in mind.

1.  The term of the lease. In case if the period is shorter i.e 
 less than 25 years, the marketability of the leasehold 
 rights, in case the account slips to NPA, would not be 
 bright.

2.  Whether the Lessee can freely transfer is leasehold 
 right.

3. Incase permission/no objec�on is required, then the 
 same has been obtained from the owner/lessor, before 
 crea�on of mortgage.

Mortgage 
and 

Lease

K V C Janaki Rama Rao
Deputy General Manager
RL&FP Wing, Head Office
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qÉæÇ WÕðû lÉÉ !qÉæÇ WÕðû lÉÉ !qÉæÇ WÕðû lÉÉ !qÉæÇ WÕðû lÉÉ !qÉæÇ WÕðû lÉÉ !qÉæÇ WÕðû lÉÉ !
oÉÏ Måü EmÉëåiÉÏ
pÉÔiÉmÉÔuÉï uÉËUwP mÉëoÉÇkÉMü

MåülÉUûÉ oÉæÇMü

uÉwÉï 2004 qÉåÇ qÉåUÉ iÉoÉÉSsÉÉ E¨ÉUÉÇcÉsÉ MüÐ LMü zÉÉZÉÉ qÉåÇ WûÉå 

aÉrÉÉ | mÉWûÉÄQûÉåÇ MüÐ uÉÉÌSrÉÉð, SÕU xÉå SåZÉlÉå qÉåÇ ÎeÉiÉlÉÏ xÉÑWûÉuÉlÉÏ 

sÉaÉiÉÏ WæÇû, uÉWûÉÇ mÉU UWûlÉÉ AÉæU MüÉqÉ MüUlÉÉ EiÉlÉÏ WûÏ qÉÑxÉÏoÉiÉÉåÇ xÉå 

pÉUÉ WûÉåiÉÉ Wæû | zÉWûU qÉåÇ mÉsÉå-oÉÄRåû qÉÑfÉ eÉæxÉå urÉÌ£ü Måü ÍsÉL iÉÉå 

LMü-LMü mÉsÉ aÉÑÄeÉÉUlÉÉ OåûÄRûÏ ZÉÏU Måü xÉqÉÉlÉ jÉÉ | MÑüNû ÌSlÉ iÉÉå 

qÉæÇlÉå eÉæxÉå-iÉæxÉå MüÉOåû AÉæU ÌTüU AmÉlÉå LMü aÉëÉWûMü xÉå AlÉÑUÉåkÉ 

ÌMürÉÉ ÌMü MüÉåD lÉÉæMüU ETïü xÉWûÉrÉMü MüÐ urÉuÉxjÉÉ MüUå, eÉÉå ÌMü 

qÉåUå xÉÉjÉ UWûMüU ZÉÉlÉÉ oÉlÉÉlÉå iÉjÉÉ bÉU MüÐ xÉTüÉD AÉæU MümÉÄQåû 

kÉÉålÉå MüÉ MüÉrÉï MüU xÉMåü | ́ ÉÏ ZÉÑsoÉå eÉÏ lÉå qÉåUå ÍsÉL LMü lÉÉæMüU 

MüÉ oÉÇSÉåoÉxiÉ MüU ÌSrÉÉ AÉæU oÉiÉÉrÉÉ ÌMü CxÉMüÉå bÉU qÉåÇ MüÉqÉ 

MüUlÉå MüÉ AlÉÑpÉuÉ lÉWûÏÇ Wæû, sÉåÌMülÉ MÑüNû ÌSlÉ qÉåÇ kÉÏUå-kÉÏUå xÉÏZÉ 

eÉÉLaÉÉ | ExÉMüÉ lÉÉqÉ ÌuÉlÉÉåS jÉÉ | eÉoÉ uÉWû qÉåUå bÉU AÉrÉÉ iÉÉå qÉæÇlÉå  

ExÉxÉå eÉÉlÉlÉÉ cÉÉWûÉ ÌMü uÉWû YrÉÉ-YrÉÉ MüÉrÉï MüU xÉMüiÉÉ Wæû | 

ExÉlÉå oÉiÉÉrÉÉ ÌMü ExÉMüÉå MüÉåD pÉÏ aÉ×Wû-MüÉrÉï MüUlÉÉ lÉWûÏÇ AÉiÉÉ 

Wæû, sÉåÌMülÉ ExÉlÉå ÌuÉµÉÉxÉ ÌSsÉÉrÉÉ ÌMü uÉWû MÑüNû WûÏ xÉqÉrÉ qÉåÇ xÉoÉ 

MüÉqÉ xÉÏZÉ eÉÉLaÉÉ | ExÉMüÉ xÉMüÉUÉiqÉMü eÉuÉÉoÉ xÉÑlÉMüU qÉÑfÉå 

oÉWÒûiÉ AcNûÉ sÉaÉÉ | qÉæÇlÉå ExÉå ÌuÉµÉÉxÉ ÌSsÉÉrÉÉ ÌMü uÉWû ÌSsÉ 

sÉaÉÉMüU MüÉqÉ MüUå AÉæU qÉåUÏ iÉUTü xÉå ExÉMüÉå WûU xÉÇpÉuÉ qÉSS SÏ 

eÉÉLaÉÏ | qÉÑfÉå ExÉMüÐ qÉSS MüÐ xÉZiÉ eÉÃUiÉ jÉÏ AÉæU ExÉMüÉå 

pÉÏ lÉÉæMüUÏ MüÐ, YrÉÉåÇÌMü uÉWû oÉWÒûiÉ aÉUÏoÉ mÉËUuÉÉU xÉå jÉÉ | WûqÉ 

SÉålÉÉåÇ qÉeÉoÉÔU jÉå, CxÉÍsÉL WûqÉlÉå WûÉqÉÏ pÉU SÏ | 

ÌuÉlÉÉåS MüÉqÉ MüUlÉå qÉåÇ cÉÑxiÉ jÉÉ, sÉåÌMülÉ ZÉÉlÉÉ mÉMüÉlÉå, cÉÉrÉ 

oÉlÉÉlÉå AÉæU xÉTüÉD MüUlÉå MüÉ MüÉqÉ xÉÏZÉ UWûÉ jÉÉ | uÉæxÉå mÉëcÉsÉlÉ 

qÉåÇ LåxÉå qÉSSaÉÉUÉåÇ MüÉå lÉÉæMüU WûÏ MüWûÉ eÉÉiÉÉ Wæû, sÉåÌMülÉ qÉæÇ ExÉMüÉå 

lÉÉæMüU MüÐ iÉUWû lÉWûÏÇ xÉqÉfÉiÉÉ, lÉ WûÏ lÉÉæMüUÉåÇ eÉæxÉÉ urÉuÉWûÉU WûÏ  

MüUiÉÉ | qÉÑfÉå lÉÉæMüU zÉoS xÉå oÉWÒûiÉ lÉÄTüUiÉ Wæû | ÎeÉlÉMåü bÉU qÉåÇ 

lÉÉæMüU WûÉåiÉå WæÇû uÉå oÉWÒûiÉ AWÇûMüÉU xÉå MüWûiÉå WæÇû ÌMü `rÉWû WûqÉÉUÉ 

lÉÉæMüU Wæû' | ÎeÉxÉå WûqÉ lÉÉæMüU rÉÉ lÉÉæMüUÉlÉÏ MüWû MüU xÉqoÉÉåÍkÉiÉ 

MüUiÉå WæÇû, uÉå AxÉsÉ qÉåÇ WûqÉÉUÏ sÉÉCTü-sÉÉClÉ WûÉåiÉå WæÇû |  uÉæxÉå pÉÏ, 

CxÉ xÉÇxÉÉU qÉåÇ xÉpÉÏ sÉÉåaÉ lÉÉæMüU WûÏ iÉÉå WæÇû- MüÉåD NûÉåOûÉ rÉÉ oÉÄQûÉ 

AÉæU xÉoÉ MüÉ qÉÉÍsÉMü iÉÉå LMü WûÏ Wæû | qÉæÇlÉå ExÉå ÌuÉµÉÉxÉ ÌSsÉÉrÉÉ 

ÌMü iÉÑqÉ CxÉ bÉU qÉåÇ, CxÉ bÉU Måü xÉSxrÉ MüÐ iÉUWû UWûÉåaÉå, sÉåÌMülÉ 

ÌTüU pÉÏ uÉWû QûUÉ xÉWûqÉÉ-xÉÉ ÌSZÉÉD SåiÉÉ jÉÉ | 

UÌuÉuÉÉU Måü ÌSlÉ AYxÉU qÉæÇ xÉÑoÉWû EPûMüU xÉæU Måü ÍsÉL ÌlÉMüsÉ 

eÉÉiÉÉ jÉÉ | mÉWûÉÄQûÏ CsÉÉMåü qÉåÇ xÉÑoÉWû oÉWÒûiÉ xÉÑWûÉuÉlÉÏ  WûÉåiÉÏ Wæû | 

PÇûQûÏ-PÇûQûÏ WûuÉÉ, cÉWûMüiÉå mÉ¤ÉÏ AÉæU sÉWûUÉiÉå SåuÉSÉU AÉæU cÉÏÄQû 

Måü mÉåÄQû AÉÆZÉÉåÇ MüÉå oÉWÒûiÉ xÉÒMÔülÉ SåiÉå WæÇû | mÉWûÉÄQûÉåÇ MüÐ iÉÉeÉÏ WûuÉÉ  

qÉåÇ xÉÉÇxÉ sÉålÉÉ oÉWÒûiÉ WûÏ xuÉÉxjrÉuÉkÉïMü WûÉåiÉÉ Wæû, uÉWûÏÇ qÉWûÉlÉaÉUÉåÇ 

MüÐ mÉëSÕwÉhÉ-rÉÑ£ü WûuÉÉ qÉåÇ xÉÉÇxÉ sÉålÉÉ oÉWÒûiÉ qÉÑÎzMüsÉ WûÉåiÉÉ Wæû |  

qÉæÇ kÉÏUå-kÉÏUå mÉWûÉÄQûÉåÇ MüÐ ÎeÉÇSaÉÏ xÉå AprÉxiÉ WûÉå UWûÉ jÉÉ AÉæU 

xÉÑoÉWû MüÐ xÉæU MüÉ qÉeÉÉ sÉå UWûÉ jÉÉ | AoÉ xÉæU MüUlÉå qÉåÇ AÉæU pÉÏ 

qÉeÉÉ AÉ UWûÉ jÉÉ | AoÉ bÉU Måü MüÉqÉ MüÐ qÉÑfÉå MüÉåD ÍcÉÇiÉÉ lÉWûÏÇ 

jÉÏ, YrÉÉåÇÌMü AoÉ ÌuÉlÉÉåS MüÉ xÉÉjÉ eÉÉå ÍqÉsÉ aÉrÉÉ jÉÉ | mÉWûÉÄQûÏ 

CsÉÉMåü qÉåÇ zÉWûU Måü AsÉÉuÉÉ LMü AÉæU cÉÏeÉ qÉåÇ oÉWÒûiÉ qÉeÉÉ AÉiÉÉ 

Wæû- uÉWû Wæû cÉÉrÉ mÉÏlÉÉ | rÉWûÉð mÉU cÉÉrÉ mÉÏlÉå xÉå CÇxÉÉlÉ FoÉiÉÉ lÉWûÏÇ 

Wæû | PÇûQû qÉåÇ cÉÉrÉ xÉå erÉÉSÉ, cÉÉrÉ MüÉ ÌaÉsÉÉxÉ mÉMüÄQûlÉå qÉåÇ oÉWÒûiÉ 

AÉlÉÇS AÉiÉÉ Wæû | cÉÉrÉ Måü ÌaÉsÉÉxÉ MüÐ aÉqÉÉïWûOû PÇûQåû WûÉjÉÉåÇ MüÉå 

oÉWÒûiÉ AcNûÉ xÉåMü mÉWÒÇûcÉÉiÉÏ Wæû |

AÉeÉ oÉWÒûiÉ sÉÇoÉÏ xÉæU WûÉå aÉD jÉÏ AÉæU xÉÑoÉWû Måü 9:00 oÉeÉ aÉL 

jÉå AÉæU xÉÉåcÉÉ ÌMü bÉU sÉÉæOûiÉÉ WÕðû | bÉU eÉæxÉå WûÏ mÉWÒÇûcÉÉ iÉÉå SåZÉÉ 

AÉsÉåZÉ
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AÉsÉåZÉ

ÌMü QíûÉCÇaÉ ÃqÉ qÉåÇ SÕkÉ ÌMücÉlÉ xÉå oÉWû MüU AÉ UWûÉ jÉÉ | oÉWûiÉÉ 

WÒûAÉ SÕkÉ xÉmÉï MüÐ cÉÉsÉ xÉå cÉsÉ UWûÉ jÉÉ | qÉæÇlÉå ÌuÉlÉÉåS MüÉå 

AÉuÉÉÄeÉ SÏ AÉæU MüWûÉ ÌMü SåZÉÉå SÕkÉ EoÉsÉ aÉrÉÉ Wæû | iÉpÉÏ uÉWû 

SÕxÉUå MüqÉUå xÉå AÉrÉÉ, eÉWûÉÇ mÉU uÉWû xÉTüÉD MüU UWûÉ jÉÉ AÉæU SÉæÄQû 

MüU UxÉÉåD bÉU qÉåÇ aÉrÉÉ, aÉæxÉ MüÉ cÉÔsWûÉ oÉÇS MüUMåü qÉåUå xÉÉqÉlÉå 

AmÉUÉkÉÏ MüÐ qÉÑSìÉ qÉåÇ ZÉÄQûÉ WûÉå aÉrÉÉ | uÉWû rÉÉcÉlÉÉ MüUlÉå sÉaÉÉ ÌMü 

uÉWû pÉÔsÉ aÉrÉÉ jÉÉ ÌMü ExÉlÉå SÕkÉ EoÉÉsÉlÉå Måü ÍsÉL UZÉÉ jÉÉ AÉæU 

uÉWû SÕxÉUå MüqÉUå MüÐ xÉTüÉD MüUlÉå qÉåÇ sÉaÉ aÉrÉÉ | qÉæÇlÉå ExÉå MÑüNû 

lÉWûÏÇ MüWûÉ AÉæU uÉWû TüzÉï mÉU TæüsÉå WÒûL SÕkÉ MüÉå mÉÉåÇNåû xÉå xÉÉTü 

MüUlÉå sÉaÉÉ | eÉoÉ ÄTüzÉï xÉÉTü WûÉå aÉrÉÉ iÉÉå qÉæÇlÉå ÌuÉlÉÉåS xÉå mÉÔNûÉ 

YrÉÉ MÑüNû SÕkÉ oÉcÉÉ Wæû? ÌuÉlÉÉåS lÉå oÉWÒûiÉ QûU Måü oÉÉåsÉÉ ̀ `xÉU xÉoÉ 

SÕkÉ ÌaÉU aÉrÉÉ Wæû'', jÉÉåÄQûÉ WûÏ oÉcÉÉ Wæû, qÉÑfÉxÉå pÉÔsÉ WûÉå aÉD, CxÉ 

SÕkÉ MüÐ UMüqÉ qÉåUÏ iÉlÉZuÉÉWû xÉå MüÉOû sÉålÉÉ | ̀ `qÉæÇlÉå ExÉxÉå mÉÔNûÉ'' 

YrÉÉ oÉcÉå WÒûL SÕkÉ xÉå SÉå MümÉ cÉÉrÉ oÉlÉ eÉÉLaÉÏ? ExÉlÉå MüWûÉ 

``oÉWÒûiÉ MüqÉ SÕkÉ Wæû xÉU, cÉÉrÉ lÉWûÏÇ oÉlÉ mÉÉLaÉÏ |'' qÉæÇlÉå MüWûÉ 

``eÉsSÏ xÉå LMü mÉæMåüOû SÕkÉ sÉå AÉAÉå AÉæU oÉÌÄRûrÉÉ-xÉÏ SÉå MümÉ 

cÉÉrÉ oÉlÉÉAÉå- LMü MümÉ iÉÑqÉ ÌmÉrÉÉå AÉæU LMü MümÉ qÉÑfÉå 

ÌmÉsÉÉAÉå |'' ÌuÉlÉÉåS eÉsSÏ xÉå cÉÉrÉ oÉlÉÉ MüU sÉå AÉrÉÉ AÉæU ExÉlÉå 

qÉÑfÉå LMü MümÉ cÉÉrÉ SÏ AÉæU ZÉÑS AMåüsÉå ÌMücÉlÉ qÉåÇ cÉÉrÉ mÉÏlÉå 

sÉaÉÉ | qÉæÇlÉå ExÉMüÉå AÉuÉÉeÉ SÏ AÉæU MüWûÉ ÌMü qÉåUå xÉÉjÉ QíûÉCÇaÉ 

ÃqÉ qÉåÇ oÉæPû MüU cÉÉrÉ mÉÏrÉÉå | cÉÉrÉ mÉÏiÉå uÉ£ü pÉÏ ExÉMåü WûÉuÉ-

pÉÉuÉ SåZÉ UWûÉ jÉÉ| uÉWû AÉÇZÉåÇ lÉÏcÉÏ MüUMåü cÉÉrÉ mÉÏ UWûÉ jÉÉ AÉæU 

uÉWû SÕkÉ EoÉsÉlÉå uÉÉsÉå AmÉUÉkÉ-oÉÉåkÉ xÉå oÉÉWûU lÉWûÏÇ AÉrÉÉ jÉÉ | 

qÉæÇlÉå AmÉlÉÏ cÉÉrÉ ZÉiqÉ MüÐ AÉæU AmÉlÉå MüÉqÉ qÉåÇ eÉÑOû aÉrÉÉ |

CxÉ bÉOûlÉÉ Måü LMü WûniÉå oÉÉS qÉæÇlÉå ÌuÉlÉÉåS MüÉå xÉqÉfÉÉrÉÉ ÌMü eÉoÉ 

pÉÏ SÕkÉ EoÉÉsÉlÉå eÉæxÉÉ MüÉåD pÉÏ MüÉqÉ MüUÉå, iÉÉå SÕxÉUÉ MüÉqÉ iÉoÉ 

iÉMü qÉiÉ MüUÉå, eÉoÉ iÉMü SÕkÉ EoÉsÉ lÉÉ eÉÉL | ÌuÉlÉÉåS MüWûlÉå sÉaÉÉ 

``xÉU ! qÉæÇ iÉÉå ExÉ ÌSlÉ oÉWÒûiÉ QûU aÉrÉÉ jÉÉ | qÉÑfÉå sÉaÉÉ zÉÉrÉS 

AÉmÉ qÉÑfÉå CxÉ aÉsÉiÉÏ Måü ÍsÉL oÉÑUÏ iÉUWû xÉå QûÉÇOû TüOûMüÉU 

MüUÉåaÉå, qÉÉUmÉÏOû MüUÉåaÉå rÉÉ lÉÉæMüUÏ xÉå ÌlÉMüÉsÉ SÉåaÉå, sÉåÌMülÉ 

AÉmÉlÉå qÉåUå xÉÉjÉ LåxÉÉ MÑüNû pÉÏ lÉWûÏÇ ÌMürÉÉ | qÉæÇlÉå AÉmÉMüÐ xÉsÉÉWû  

MüÉå ÎeÉÇSaÉÏ pÉU Måü ÍsÉL aÉÉÇPû oÉÉÇkÉ sÉÏ Wæû''| ÌuÉlÉÉåS lÉå oÉiÉÉrÉÉ ÌMü 

ExÉlÉå aÉÉÇuÉ uÉÉsÉÉåÇ MüÉå pÉÏ rÉWû oÉÉiÉ oÉiÉÉD jÉÏ AÉæU qÉæÇlÉå ElWåÇû MüWûÉ 

ÌMü xÉU oÉWÒûiÉ AcNåû WæÇû, qÉÑfÉå CxÉ aÉsÉiÉÏ Måü ÍsÉL MÑüNû pÉÏ lÉWûÏÇ 

MüWûÉ | qÉæÇ ÌuÉlÉÉåS MüÐ qÉÉxÉÔÍqÉrÉiÉ AÉæU pÉÉåsÉåmÉlÉ MüÉ qÉÄeÉÉ sÉå UWûÉ 

jÉÉ | eÉoÉ iÉMü ÌuÉlÉÉåS qÉåUå xÉÉjÉ UWûÉ, iÉoÉ iÉMü CxÉ bÉOûlÉÉ MüÐ 

mÉÑlÉUÉuÉ×ÌiÉ lÉWûÏÇ WÒûD | 

uÉwÉï 1983 qÉåÇ qÉæÇlÉå oÉæÇMü euÉÉClÉ ÌMürÉÉ AÉæU ÌSssÉÏ MüÐ zÉÉZÉÉ qÉåÇ 

qÉÑfÉå MüÉqÉ MüUlÉå MüÉ qÉÉæMüÉ ÍqÉsÉÉ | uÉWû xÉqÉrÉ qÉælÉÑAsÉ oÉæÇÌMÇüaÉ 

MüÉ jÉÉ | qÉælÉÑAsÉ oÉæÇÌMÇüaÉ UÇaÉ-ÌoÉUÇaÉÏ WÒûAÉ MüUiÉÏ jÉÏ | QåûÌoÉOû 

AÉæU ¢åüÌQûOû uÉÉEcÉUÉåÇ MüÐ mÉWûcÉÉlÉ UÇaÉÉåÇ xÉå WûÉåiÉÏ jÉÏ | mÉÏsÉÏ  mÉå-

ClÉ-ÎxsÉmÉ oÉcÉiÉ ZÉÉiÉå xÉå xÉÇoÉÇkÉ UZÉiÉÏ jÉÏ, xÉTåüS cÉÉsÉÔ ZÉÉiÉå 

xÉå AÉæU sÉÉsÉ AÉUQûÏ ÌQûmÉÉÎeÉOû xÉå AÉæU WûUÏ M×üÌwÉ-GhÉ xÉå 

xÉÇoÉÇkÉ UZÉiÉÏ jÉÏ | 

qÉÑfÉå zÉÑÃ qÉåÇ oÉcÉiÉ ÌuÉpÉÉaÉ qÉåÇ MüÉqÉ MüUlÉå MüÉå MüWûÉ aÉrÉÉ | qÉÑfÉå 

oÉæÇÌMÇüaÉ lÉWûÏÇ AÉiÉÏ jÉÏ| rÉWû oÉÉiÉ qÉæÇlÉå AmÉlÉå xÉÑmÉUuÉÉCÄeÉU 

´ÉÏ UÉeÉåzÉ eÉÏ MüÉå oÉiÉÉD | ElWûÉåÇlÉå oÉWÒûiÉ mrÉÉU xÉå xÉqÉfÉÉrÉÉ AÉæU 

sÉåeÉU qÉåÇ QåûÌoÉOû/¢åüÌQûOû uÉÉEcÉU mÉÉåÎxOÇûaÉ Måü oÉÉUå qÉåÇ oÉiÉÉrÉÉ AÉæU 

MüWûÉ ÌMü AÉUÉqÉ xÉå, ÌoÉlÉÉ QûU Måü MüÉqÉ MüUÉå AÉæU eÉWûÉð xÉqÉfÉ lÉÉ 

AÉrÉå-  qÉÑfÉxÉå mÉÔNûÉå AÉæU MÑüNû aÉsÉiÉ pÉÏ WûÉå eÉÉL, iÉÉå ÌoÉsMÑüsÉ 

pÉÏ qÉiÉ bÉoÉUÉlÉÉ | ElWûÉåÇlÉå qÉÑfÉå oÉÄQåû mrÉÉU xÉå MüWûÉ ̀ `qÉæÇ WÕÇû lÉÉ !'' 

aÉsÉiÉÏ mÉMüÄQû sÉÔðaÉÉ AÉæU ExÉMüÉå PûÏMü MüU SÕðaÉÉ |  ElÉMüÐ oÉÉiÉ 
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AÉsÉåZÉ

xÉÑlÉMüU qÉåUå AÇSU AÉiqÉÌuÉµÉÉxÉ eÉÉaÉÉ, eÉÉå ApÉÏ iÉMü oÉÑfÉÉ 

WÒûAÉ jÉÉ | qÉæÇ ElÉMåü qÉÉaÉïSzÉïlÉ qÉåÇ MüÉqÉ MüUlÉå sÉaÉÉ |  ElÉMåü 

xÉÉjÉ MüÉqÉ MüUlÉå qÉåÇ LåxÉÉ MüpÉÏ qÉWûxÉÔxÉ lÉWûÏÇ WÒûAÉ ÌMü qÉæÇ ElÉMüÉ 

eÉÔÌlÉrÉU WÕÇû, oÉÎsMü LåxÉÉ qÉWûxÉÔxÉ WûÉåiÉÉ jÉÉ- eÉæxÉå ÌMü uÉWû qÉåUå 

oÉÄQåû pÉÉD WûÉåÇ | uÉWû AYxÉU qÉÑfÉå MüWûÉ MüUiÉå jÉå –``iÉÑqÉ qÉåUå 

ÌuÉpÉÉaÉ Måü mÉÉOïûlÉU WûÉå AÉæU WûqÉ ÍqÉsÉMüU MüÉqÉ MüUåÇaÉå''| 

zÉÉqÉ MüÉå eÉoÉ qÉæÇ LxÉoÉÏ MüÉ MÇüOíûÉåsÉ UÎeÉxOûU ÍsÉZÉiÉÉ jÉÉ, iÉÉå 

qÉÑfÉå mÉiÉÉ cÉsÉiÉÉ jÉÉ qÉæÇlÉå ÌSlÉ pÉU qÉåÇ YrÉÉ–YrÉÉ aÉsÉÌiÉrÉÉð MüÐ 

WæÇû- eÉæxÉå ÌMü ZÉÉiÉå qÉåÇ UMüqÉ eÉqÉÉ MüUlÉå Måü oÉeÉÉL bÉOûÉ SÏ Wæû | 

MüD oÉÉU UMüqÉ bÉOûÉlÉå Måü oÉeÉÉrÉ eÉqÉÉ MüU SÏ aÉD | sÉåÌMülÉ qÉåUå 

xÉÑmÉUuÉÉCÄeÉU ´ÉÏ UÉeÉåzÉ eÉÏ qÉÑfÉå MüpÉÏ lÉWûÏÇ oÉiÉÉiÉå jÉå AÉæU 

aÉÉåsÉÉ qÉÉU MüU qÉåUÏ aÉsÉiÉÏ PûÏMü MüU SåiÉå jÉå | qÉæÇlÉå LMü ÌSlÉ 

UÉeÉåzÉ eÉÏ xÉå mÉÔNûÉ xÉU qÉæÇ iÉÉå oÉWÒûiÉ ÍxÉssÉÏ ÍqÉxOåûYxÉ MüUiÉÉ WÕðû, 

sÉåÌMülÉ AÉmÉ qÉÑfÉå qÉåUÏ aÉsÉiÉÏ Måü oÉÉUå qÉåÇ oÉiÉÉiÉå lÉWûÏÇ WæÇû AÉæU eÉoÉ 

zÉÉqÉ MüÉå qÉæÇ MÇüOíûÉåsÉ UÎeÉxOûU ÍsÉZÉiÉÉ WÕðû, iÉoÉ ¥ÉÉiÉ WûÉåiÉÉ Wæû ÌMü 

qÉæÇlÉå QåûÌoÉOû ÎxsÉmÉ MüÉå ¢åüÌQûOû MüU ÌSrÉÉ AÉæU ¢åüÌQûOû uÉÉEcÉU  

MüÉå QåûÌoÉOû MüU ÌSrÉÉ Wæû | UÉeÉåzÉ eÉÏ lÉå AmÉlÉÉ MüjÉlÉ SÉåWûUÉrÉÉ 

–``qÉæÇ WÕðû lÉÉ!'' AÉæU oÉÉåsÉå iÉÑqÉ ÌSlÉ pÉU qÉåÇ 200 xÉå erÉÉSÉ ÎxsÉmÉ 

mÉÉåxOû MüUiÉå WûÉå, ExÉqÉåÇ xÉå LMü SÉå aÉsÉiÉÏ WûÉå WûÏ eÉÉiÉÏ Wæû iÉÉå pÉÏ 

WûÉjÉ MüÐ 99.9% mÉÉåÎxOÇûaÉ PûÏMü WûÉåiÉÏ Wæû | uÉWû MüWûlÉå sÉaÉå ApÉÏ 

iÉÑqÉ oÉæÇMü qÉåÇ lÉL pÉiÉÏï WÒûL WûÉå AÉæU ÌSlÉ pÉU qÉåÇ SÉå–iÉÏlÉ aÉsÉÌiÉrÉÉð 

WûÉålÉÏ xuÉpÉÉÌuÉMü WæÇû | CiÉlÉÉ AcNûÉ MüÉqÉ MüUlÉå Måü oÉÉS pÉÏ rÉÌS 

qÉæÇ AÉmÉMüÉå aÉsÉiÉÏ MüÉ LWûxÉÉxÉ MüUÉFÆaÉÉ, iÉÉå AÉmÉMüÉ qÉlÉÉåoÉsÉ 

OÕûOåûaÉÉ AÉæU ÌTüU AÉmÉ erÉÉSÉ xÉeÉaÉ WûÉåMüU MüÉqÉ MüUÉåaÉå, ÎeÉxÉxÉå 

aÉsÉiÉÏ MüUlÉå MüÐ xÉÇpÉÉuÉlÉÉLÇ AÉæU erÉÉSÉ oÉÄRû eÉÉrÉåÇaÉÏ | UÉeÉåzÉ 

eÉÏ MüWûlÉå sÉaÉå ÌMü iÉÑqÉ ÌoÉÇSÉxÉ WûÉåMüU MüÉqÉ MüUÉå, qÉæÇ AÉmÉMåü 

MüÉqÉ xÉå mÉëxÉ³É WÕðû | qÉæÇ AmÉlÉå ÍxÉssÉÏ ÍqÉxOåûYxÉ MüÉå sÉåMüU 

mÉUåzÉÉlÉ jÉÉ iÉÉå uÉå MüWûlÉå sÉaÉå -eÉoÉ qÉæÇlÉå oÉæÇMü qÉåÇ euÉÉClÉ ÌMürÉÉ 

jÉÉ, iÉoÉ zÉÑÃ-zÉÑÃ qÉåÇ qÉÑfÉxÉå iÉÑqÉxÉå pÉÏ erÉÉSÉ aÉsÉÌiÉrÉÉÇ WûÉåiÉÏ 

jÉÏÇ | AÉmÉMüÐ mÉUTüÊqÉåïÇxÉ SåZÉMüU qÉæÇ oÉWÒûiÉ ZÉÑzÉ WÕðû| AÉmÉMüÐ 

aÉsÉÌiÉrÉÉð- lÉWÏÇ Måü oÉUÉoÉU WæÇû AÉæU AÉmÉMüÉ MüÉqÉ EiM×ü¹ Wæû | qÉæÇ 

ElÉMüÐ oÉÉiÉåÇ xÉÑlÉ MüU oÉWÒûiÉ ZÉÑzÉ WÒûAÉ AÉæU qÉåUÉ AÉiqÉÌuÉµÉÉxÉ 

oÉÄRûÉ AÉæU kÉÏUå–kÉÏUå qÉåUÏ aÉsÉÌiÉrÉÉåÇ MüÐ xÉÇZrÉÉ zÉÔlrÉ WûÉå aÉD AÉæU 

MüÉrÉï MüUlÉå qÉåÇ qÉåUÏ ÂÍcÉ pÉÏ oÉÄRûÏ | 

AoÉ qÉæÇ oÉæÇMü xÉå ËUOûÉrÉU WûÉå aÉrÉÉ WÕðû, sÉåÌMülÉ UÉeÉåzÉ eÉÏ MüÉ MüjÉlÉ 

–  ̀̀ qÉæÇ WÕðû lÉÉ !'' AÉeÉ pÉÏ qÉåUå ÌSsÉÉåÇ-ÌSqÉÉaÉ qÉåÇ iÉÉeÉÉ Wæû | eÉoÉ 

iÉMü qÉæÇ oÉæÇMü qÉåÇ UWûÉ, qÉæÇlÉå pÉÏ AmÉlÉå ÌuÉpÉÉaÉ/zÉÉZÉÉ Måü 

MüqÉïcÉÉËUrÉÉåÇ MüÉå mÉÉOïûlÉU xÉqÉfÉÉ AÉæU eÉoÉ MüpÉÏ pÉÏ, MüÉåD 

qÉÑxÉÏoÉiÉ qÉåÇ WûÉåiÉÉ, iÉÉå ̀ `qÉæÇ WÕðû lÉÉ!'' MüWû MüU ElÉMåü ÌuÉµÉÉxÉ AÉæU 

qÉlÉÉåoÉsÉ MüÉå oÉlÉÉL UZÉiÉÉ jÉÉ |

AÉeÉ WûqÉÉUÉ oÉæÇMü eÉuÉÉlÉ WûÉå aÉrÉÉ Wæû AÉæU oÉWÒûiÉ xÉå eÉuÉÉlÉ oÉŠå 

pÉiÉÏï WûÉå aÉL | ElÉMåü ÍsÉL pÉÏ oÉæÇÌMÇüaÉ ÌoÉsMÑüsÉ lÉrÉÉ ÌuÉwÉrÉ Wæû |  

oÉæÇMü Måü xÉpÉÏ uÉËU¸ MüqÉïcÉÉËUrÉÉåÇ MüÉ SÉÌrÉiuÉ Wæû ÌMü WûqÉ xÉpÉÏ 

ElÉMüÉ WæÇûQû-WûÉåÎsQÇûaÉ (qÉÉaÉïSzÉïlÉ) MüUåÇ | qÉiÉsÉoÉ ElÉMüÉå mrÉÉU xÉå 

oÉæÇÌMÇüaÉ MüÐ oÉÉUÏÌMürÉÉð xÉqÉfÉÉLÇ/ElÉ mÉU ÌuÉµÉÉxÉ MüUåÇ, iÉÉÌMü 

ElÉMüÉ qÉlÉÉåoÉsÉ FÇcÉÉ UWåûÇ AÉæU uÉå pÉÌuÉwrÉ qÉåÇ AcNåû MüqÉïcÉÉUÏ 

xÉÉÌoÉiÉ WûÉåÇ |
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New Strategies for New Strategies for 
Banking AvenuesBanking Avenues
New Strategies for 
Banking Avenues

Customer is the central focus for any business and in 
Banking, this focus has to be laser like as Bank's core 
ac�vity is dealing with people's money. Bank survives 
and thrives because of its customers. As such, it is 
impera�ve that any or all strategies have to be devised, 
planned and executed keeping Customers in mind.

Bank has to an�cipate and iden�fy the Customer's 
needs, address these needs with quality products and 
service and connect to the customers through their 
preferred channel. Different customers prefer different 
channels and the quality of service has to be consistently 
high across all channels.

Change in Customer demographics has to be factored 
while devising new strategies. The following are few of 
the visible changes in Indian customer demographics:

 India has the youngest popula�on in the World. The 
 young genera�on likes self-service channels and 
 doesn't have �me to visit bank for banking services.
 There is gradual increase in disposable incomes. 
· Increase in literacy levels. 
 Higher usage of Technology. Paradigm shi� from 
 being “inline” to “Online”.
 Desire to improve Lifestyles. Highly ambi�ous 
 people, growing consumerism. 
 Increase in risk appe�te. Willingness to borrow 
 more.
 This is instant mix world and pa�ence level of people 
 have come down dras�cally and they expect speed 
 and accuracy in every facet of life.

Our Bank has responded to these changes through 
various tech based solu�ons like anywhere, any�me 
Banking, Mobile Banking, Net Banking etc. With CBS, a 
customer is no more a branch specific customer, he/she 
is just a specific Bank customer. But more needs to be 
done to thrive in this very compe��ve market.

Accordingly, the following new strategies may have to be 
explored by the Bank:

1. Crea�on of dedicated Account Managers:
  80% of Bank's business come from 20% of 
 customers. As such, it is very important to maintain 
 and gain the loyalty/trust of these 20% customers. 
 Bank may have to have dedicated Account Managers 
 to handle these types of customers. This account 
 Manager should stay in constant touch with these 
 customers and should be able to an�cipate their 
 future needs and offer customized solu�ons, 
 thereby ensuring that Bank gets the cream of HNI 
 customer's future business. 

2. Customer Segmenta�on and Customiza�on of 
 services: 
 Being a PSU, Bank caters to masses. This involves lot 
 of non-remunera�ve works and most of branches 
 are involved in servicing these type of accounts and 
 in the process, the profitable customers don't get the 
 due a�en�on. Hence, it is impera�ve to do Customer 
 segmenta�on and customize our services to give 
 customer delight to these elite customers. Profit per 
 customer parameter has to be introduced in the 
 Bank and this will also help the Bank in increasing 
 Cross selling and up-selling of products and services. 

3. Data Warehousing & Data Mining:
 Rather than using product-driven programs that are 
 done seasonally, Bank should consider more 
 customer-focused programs that evaluate each 
 customer's propensity to buy one or more of the 
 products and services. For this to be successful, data 
 warehousing and data mining are mandatory. We 
 have to evaluate each customer's transac�onal, 
 product  ownership and even behavioural 
 characteris�cs to determine what would be the most 
 likely next purchase and whether the propensity to 
 purchase is high enough to make an offer. 

P Srinivasamurthy, 
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 Personalized and customized offers can be done by 
 using 'big data', which could yield higher response 
 rates. The objec�ve is to offer the right product, at 
 the right �me, to the right customer through the 
 right channel. This takes customer data analy�cs.

4. Empower the Counter / Customer facing Staff: 
 For most customer-facing employees of the bank, 
 their primary responsibility is efficient processing of 
 transac�ons and/or customer service. To leverage 
 the thousands of customer engagements, Bank 
 needs to provide easy ways for employees to extend 
 their conversa�ons to create cross and up selling 
 opportuni�es. Many banks provide prompts on their 
 employee's computer screen around recent sales 
 communica�ons received by the customer, most 
 likely products that may interest the customer and 
 even special offers that can be made as part of their 
 transac�on or service conversa�on.

5. Wealth Management Services: 
 Today's young genera�on have high disposable 
 income and it is �me Bank Introduced the Wealth 
 management Services. This will not only help the 
 Bank to rope in HNIs and Ultra rich, it will also help 
 the Bank in its cross selling efforts. This is one good 
 way to augment non-interest income in the Bank.  
 Bank has Asset Management Company, Life 
 Insurance Co., Stockbroker, Venture Capital 
 subsidiaries, whose services could be enrolled to 
 build a strong Wealth Management Services team.

6. Augmen�ng Retail Lending:  
 Retail loans are the building blocks of any Bank's 
 Credit por�olio. In today's scenario where all Indian 
 Banks are saddled with huge NPAs under Corporate 
 advances, it is through Retail Lending the Banks are 
 surviving today. As in Cricket, when the fours and 
 sixes are hard to come by, scoring runs in 1s and 2s 
 keeps the scoreboard �cking. To accumulate runs in 
 1s and 2s more leg work and hard work is required 
 and the batsmen have to be fi�er to run hard ball 
 a�er ball to keep up with the required run rate or to 
 put up a challenging total for an opponent. Similarly, 
 mobilizing Retail loans requires lot more leg work 
 consistently over longer period of �me, to build a 

 very strong base for a Bank's Credit por�olio. The 
 percentage of NPA under Retail Credit is far lesser as 
 compared to corporate advances and hence, should 
 form the major chunk of advances por�olio of a 
 Bank. A Retail share of 70% and above in the overall 
 Credit por�olio is considered healthy. As at 
 30.09.2020 Bank's Retail, MSME & Agri advances 
 formed 55.74% of total credit por�olio. 

 Considering this, it is impera�ve that a Bank has 
 strategies in place to strengthen its Retail Credit 
 por�olio. The strategies should encompass of 
 Product Innova�on, Quality service with quicker TAT, 
 new delivery channels, penetra�ng untapped 
 poten�al, etc.

 Housing loans are the backbone of Retail Credit and 
 in India, an own house has lot of sen�mental value 
 and these HL borrowers offer great poten�al for 
 cross selling. Considering the umbrella of security 
 available for the Bank and the steady income 
 generated over long period of �me from Housing 
 loans, Bank can offer Vehicle loans, personal loans, 
 home improvement loans, top up loans to these 
 borrowers at discounted rates / lesser processing 
 charges. Introducing loyalty points for borrowers  
 on the lines of Credit card usage can also thought of. 
 Waiver of last two to three EMIs to incen�vize 
 prompt repayment are some of the innova�ons, 
 which could be the differen�ators. 

7. Product & Process innova�on: 
  Cost effec�ve expansion i.e. moving away from 
  brick and mortar branches to virtual branches
  Introducing e-demand dra� and cheques
  Hos�ng of data in clouds to facilitate work from 
  home
  Phasing out old ATMs with ATM cum Cash / 
  Cheque accep�ng machines
  Reducing our TAT by restructuring our processes 
  Replacing all exis�ng Debit and Credit cards with 
  wave cards, in a phased manner to protect 
  customers from COVID like diseases
  Enable Credit Card mode for UPI payments / 
  Paytm deposits
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QUIZ ON RISK MANAGEMENT

1. A bank holds a security that is rated A+. The ra�ng of 
 the security migrates to A. What is the risk that the 
 bank has faced?
  a) Migra�on risk 
  b) Strategic risk 
  c) Ra�ng Risk
  d) Credit risk 

2. Systemic risk is the risk of 
  a) Failure of a bank, which is not adhering to 
   regula�ons 
  b) Failure of two banks simultaneously due to 
   bankruptcy of one bank 
  c) Where a group of banks fail due to   
   contagion effect 
  d) Failure of en�re banking system 

3. Unsolicited commercial email is known as
  a) Spam
  b) Malware
  c) Virus
  d) Spyware 

4. What is the name of the IT law that India is having in 
 the Indian legislature
  a) India's Technology (IT) Act,2000
  b) India Digital Informa�on Technology (DIT) 
   Act,2000
  c) India's Informa�on Technology (IT) 
   Act,2000
  d) The Technology Act, 2008

5. To calculate capital adequacy ra�o, the banks are to 
 take into account, which of the following risk
  a) Credit risk and opera�onal risk only, 
  b) Credit risk and market risk only, 
  c) Market risk and opera�onal risk only, 
  d) Credit risk, market risk and opera�onal 
   risk.

6. Which of the following statements is not correct 
 regarding Basel III implementa�on in India
  a) Minimum Tier I capital ra�o should be 8%,

  b) Tier 2 capital should be max 2%, 
  c) Minimum total capital ra�o should be 9%, 
  d) Minimum total capital ra�o plus capital 
   conserva�on buffer should be 11.5%

7. Which of the following is a means of reducing credit 
 risk within a por�olio?
  a) Outsourcing
  b) Top-slicing
  c) Diversifica�on
  d) Equaliza�on

8. Which of the following statements BEST describes 
 hedging?
  a) It is a means of reducing market risk
  b) It is a means of reducing credit risk
  c) It limits opera�onal risks
  d) It is a cost-free method of insurance

9.  Funding liquidity risk is defined as:
  a) Excess of liabili�es over assets
  b) Excess of long term liabili�es over long 
   term assets
  c) Excess of short term liabili�es over short 
   term assets
  d) Inability to obtain funds to meet cash flow 
   obliga�ons

10. A firm's risk appe�te is
  a) The amount of risk that a firm is willing to 
   accept in the pursuit of its business 
   objec�ves
  b) A measure of how much risk a firm has 
   experienced over the previous 12 months 
   at a 99.5% confidence level
  c) The type of risk that a firm is willing to 
   accept in the pursuit of its business 
   objec�ves
  d) The type and amount of risk that a firm is 
   willing to accept in the pursuit of its 
   business Objec�ves

Quiz

20´ÉårÉxÉ - ÌSxÉqoÉU 2020 / eÉlÉuÉUÏ 2021

Compiled by ORMD, RM Wing, HO Bengaluru



11. What is Business con�nuity planning (BCP)?

  a)  Planning that is necessary to run a 
   business where the market condi�ons are 
   not favourable.

  b) Monitoring the business con�nuity of the 
   borrower to whom the bank has financed.

  c) Keep con�nuing the business rela�onship 
   / bond with the customers.

  d)  I t  i s  a  p re - e m p � ve  p l a n n i n g  a n d 
   prepara�ons that is necessary to iden�fy 
   the impact of poten�al losses arising from 
   an emergency or a disaster.

12. Walk-through Test (Desk-based Evalua�on / Paper 
 Test) & Table top tes�ng-

  a) Involves cri�cal staff in the Business 
   con�nuity plan's execu�on to reason out 
   what might happen in a par�cular 
   disrup�on scenario.

  b) The goal of a tabletop exercise is to 
   educate the responsible individuals on 
   their responsibili�es during a business 
   interrup�on and to iden�fy gaps or 
   inconsistencies in the Plan.

  c) Only a.

  d) Both a and b.

13. What is a Near Miss Event?

  a) Any opera�onal risk incident occurred in a 
   branch which result in financial loss.

  b) Any opera�onal risk incident occurred in a 
   branch which do not result in financial loss 
   though it has poten�al to do so. 

  c) Any opera�onal risk incident occurred in a 
   branch which may or may not have 
   resulted in financial loss.

  d) Any opera�onal risk incident occurring in 
   a branch more frequently

14. A branch sanc�ons `1 crore loan to a borrower, 
 which of the following risks the branch is taking
 1) Liquidity risk  2) Interest rate risk  3) Market risk   
 4) Credit risk  5) Opera�onal risk
  a) All of them       
  b)  1,2 and 3 only
  c)  1, 4 and 5 only
  d)  1,2,4 and 5 only
15.  Business Con�nuity Plan (BCP) establishes a 
 standby mechanism for ____________in the event 
 of disasters/severe business disrup�ons.
  a) service restora�on
  b) business con�nuity
  c) Both a and b
  d) Other than above op�ons

16. Which of them is not a proper method for email 
  security?
          a)  Use Strong Password
          b)  Use email Encryp�on
          c)  Spam filters and malware scanners
          d)  Click on unknown links to explore

17. In terms of RBI guidelines, the risk weight for 
  unsecured por�on of NPA where provision is less 
  than 20%, will be per cent
  a) 100%
  b) 125%
  c) 75%
  d)  50%

18.  As per Basel III implementa�on in India, within the 
  minimum Tier 1 capital, the addi�onal Tier capital 
  can be:
  a) Mn 5.5% of risk weighted assets (RWA),
  b) Max 5.5% of RWA, 
  c) Min 1.5% of RWA,
  d) Max 1.5% of RWA

Answers on page no 54
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Special Feature

What is the fuss about leadership today? The world today 
needs visionary leaders who are not only capable of 
leading the people but also able to an�cipate and 
visualise a sustainable development for the future. 
People advocate living in the present. It is right to be so. 
However, if we think only about the present and not 
worried about the future genera�on to come, it is a 
transgression on our part. Great leaders envision 
changes and plan things accordingly thinking about the 
future genera�ons. The leadership at the top of any 
organisa�on has to foresee the changes happening 
around and act without worrying about momentary 
outcomes.

Gone are the days of King's style of managing the people 
with coercive methods wherein the people obey the 
leader with the fear of being punished. Their 
authoritarian style with s�ck rules worked for some �me 
but this style of func�oning cannot survive in the present 
society. Tradi�onally the king's siblings used to be future 
rulers though they were inefficient leaders. It was the 
way it had been. Subjects respected the King not because 
they want to do so, but because they want to live 
peacefully not being penalised or thrown away. For over 
centuries it con�nued. The Bri�sh colonised many states 
and ruled for centuries where people obeyed and 
worked for the masters with humilia�on and were 
deprived of self-respect during those black era. We 

cannot term this as a leadership where people worked 
due to fear. There was no concern for the people; rather 
they were treated like any other commodity, which was 
easily available and manageable by inducing a fear 
psyche in them.

There has been a transforma�on in the society and lot of 
changes happened in the field of management. A leader 
at the top is a post by virtue of his/her posi�on and is 
considered a leader because of a formal rela�onship, 
provided by the possession of managerial rank in an 
organisa�on. Since present day leaders are not born to 
lead, various traits of leadership have to be acquired and 
nourished when one moves up in the ladder in an 
organisa�onal hierarchical system. Not all the traits of 
leadership can be found in any individual. The maximum 
traits one develop will make an effec�ve leader. 

One style of leadership may not be applicable in all 
situa�ons, the methodology need to be changed 
depending on the situa�ons. The competence, 
commitment, confidence level, experience etc. of the 
employees determine the style of leadership suited to 
the situa�on. The posi�onal power is not a criterion of 
leadership. With only the power in hand leaders cannot 
evolve. For example, a person who heads a branch has to 
be adap�ve to the local condi�on prevailing and 
suppor�ve to the needs of customers as well as 
employees under him. One has to come out of the shoes 
of a Boss to be a leader. The Boss style of management 
may seem to give output temporarily, where as it is not 
going to be effec�ve in the end.

There are some situa�ons where some instantaneous 
leaders originate. Some�mes it happens that when a 
conflict arises, which is part of any organisa�on, 
someone unexpectedly take stock of the situa�on, 
controls it and resolve the crisis amicably through 
spontaneous response and ac�on showing amazing 
leadership quali�es. Some traits of leadership are there 

Building LeadershipBuilding LeadershipBuilding Leadership

22´ÉårÉxÉ - ÌSxÉqoÉU 2020 / eÉlÉuÉUÏ 2021
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in every individual as it is inborn or developed over a 
period of �me. These quali�es need to be iden�fied and 
developed to transform them as good leaders for the 
future.

One of the great challenges of tomorrow is to train 
people who can build up trust and show empathy 
towards others. Everybody is a leader in his/her own way. 
There are many situa�ons in life where one gets ample of 
opportuni�es to explore the skill of leading. We need to 
u�lize the chances and improve the skill in leadership. It 
is the situa�on where we have to alley our fears and lead 
from the front by taking responsibility. The greatest 
basketball coach Mr John Wooden was an excep�onal 
mo�vator for the team and under his leadership and 
coaching; the team won 07 consecu�ve �tles and an 
overall championship of 10. His focus was on se�ng an 
example for young men and preparing them for life a�er 
they departed from his care. Any person when ini�ally 
joins an organisa�on is in a raw state, we need to prepare 
him for future leadership. Leadership is all about making 
future leaders. An organisa�on should aim to make 
leaders for the future. The authoritarian leaders will not 
make any new leaders un�l they are in the posi�on, as 
they want to consolidate their posi�on through coercive 
means. Building a team is important in a leadership 
strategy. As long as we back the team, the team supports 
always willingly and the output can be tremendous.

In an organisa�onal hierarchical system, it may not be 
prac�cable to know the real field problem faced by the 
employees or exactly understand the field working 
aspects while si�ng at the top of leadership posi�on. 
Correct decision and its implementa�on is one of the 
quali�es of a good leader. Any decision, which has an 
impact on the ground level, has to be arrived with inputs 
from the field. One has to be familiar with the opera�ons 
at the ground level and immerse themselves in the works 
at the field level to understand the process so as to realise 

the dynamics of business opera�ons be�er. For this to 
happen one has to be embedded in the work and actually 
perform the work at the field level. A field level 
understanding of the situa�on coupled with good 
decision making skill will make firm and strong decisions 
and allows business to focus only on facts. 

An organisa�on can succeed and outperform only when 
its employees are capable, efficient and con�nue to 
improve the areas of personal development. All-round 
personal development will build organisa�onal 
capability. Therefore it is important to facilitate a role 
based training to enhance leadership capabili�es and 
also encourage the employees to discover techniques in 
their personal lives to develop their skills and ul�mately 
build an efficient human capital capable of handling any 
situa�on. Our opera�onal model provides enough 
opportuni�es for employees to test their leadership 
skills, learn from their mistakes and achieve proficiency 
in the longer run. The only hurdle that can play spoil sport 
is the inability to adapt. 

The Alpine flowers in the Alps is a classic example of 
adap�ng to adverse condi�ons. The landscape seen 
today in Alps is mostly formed by glacia�ons during the 
past 2 million years. At least 5 ice ages have done much to 
change the region, scooping out the lakes and rounding 
off the limestone hills along the northern border. The 
most remarkable thing about the Alps is the flora 
prevalent there. In this extreme clima�c condi�on, the 
colourful world of Alpine flowers mesmerizes you with its 
sheer beauty. There are around 1000 different varie�es 
of Alpine flowers which is a typical example of 
adapta�on. Several species of this flowering plant have 
been recorded above 4000 meters (13120 feet) which 
clearly shows the presence of life amid the vagaries of 
nature.

Anyone who wants to step into leadership role should be 
first willing to adapt to the changing environment (like 
the Alpine flowers), confront challenges and provide 
solu�ons. As long as we are open minded to change, 
nothing can stop us from rediscovering our poten�al and 
innate talents, channelizing them in the right perspec�ve 
and moving ahead towards our professed goals and 
objec�ves.

*****
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Sensex
nears 50k

SOMETHING FISHY, SIR. HE SAYS
 HE WANTS LOAN FOR MANU-
  FACTURING INVISIBLE
   MASKS!!

IN THE NOMINATION COLUMN
 UNDER ‘RELATIONSHIP WITH
  THE DEPOSITOR, SHE HAS
  WRITTEN ‘CORDIAL AND VERY
   HARMONIOUS’!

IN THE VACCINE
COMMOTION, SENSEX
SEEMS TO HAVE GOT
A BOOSTER DOSE...

“ THIS IS AN OLD VIRUS... WE
HAVE NOT FOUND A VACCINE
YET.. IT IS CALLED NPA..”
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Circle News

Head Office 

BENGALURU

CHENNAI

Bengaluru CO organised a mega “CASA Road Show” on 
16.01.2021 as part of CASA & RTD Campaign launched 
by Circle for the period from 07th Jan to 31st Jan 2021. 
The event was inaugurated Sri V M Giridhar, CGM in the 
presence of Sri S Venkatramana, GM, Smt R Anuradha 
GM Sri B Parswanath, DGM and other  Execu�ves of CO 
and RO. A total of 7070 CASA accounts were sourced on 
16.01.2021.

Ms A Manimekhalai presided over the review meet of 
ROs, ELBs & VLBs on 18.12.2020. Sri P Palanisamy, CGM, 
delivered the welcome address. Heads of 13 Regional 
Offices, ELBs, ARM Branches, RAHs, and 38 select VLBs 
par�cipated in the meet along with Execu�ves of Circle 
Office and Sec�on Heads. Execu�ve Director and 
Sri K H Patnaik, GM made a thorough review of the 
performance of ROs and branches.

HUBBALLI

Business Strategy meet with top performers was 
conducted at Coorg from 21- 24 Jan 2021. Sri L V 
Prabhakar, MD & CEO, Sri MV Rao, Sri Debashish 
Mukherjee and  Ms A Manimekhalai EDs a�ended the 
event. Top performing Branches, ROs and COs under 
various categories were awarded at the func�on.

Sri M Paramasivam, GM, Priority Credit Wing visited 
CIBM Manipal on 05.12.2020. He addressed the newly 
inducted PO/AEOs. He also released “Hi-Tech 
Agriculture Finance” the book published by CIBM 
Manipal. Sri Rama Naik, GM, and Smt. Vimala Vijaya 
Bhaskar, DGM, were also present on the occasion.

LEARNING AND DEVOLOPMENT VERTICAL
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Circle News

MADURAI 

Sri M V Rao, ED inaugurated the CAND-I Branch of 
Hyderabad Circle on 16.12.2020. Sri T Veerabhadra 
Reddy, GM and other execu�ves from Circle Office and 
Regional Office were present on the occasion. 

HYDERABAD MANGALURU

RAH Hassan conducted a Retail Loan campaign and 
outreach programme for Hassan Cluster, at the MCE 
Branch on 29.12.2020, where all the Hassan Taluk 
Branches par�cipated. 23 New Retail leads amoun�ng to 
`4.23 Crore were generated. The Programme was 
presided by the Sri Jagadeesh T, AGM, RO Hassan along 
with Sri Venkataramana Rao, Sri Raghavendra R, DMs 
and Sri Rajgopal CM. A good number of customers 
par�cipated in the event.

Sri L V R Prasad, CGM visited Hyderabad Circle Office on 
08.01.2021. During his visit, an interac�on program was 
arranged with the Sec�on Heads of Circle Office and 
Execu�ves of ELB / VLB. A brief review of HRM Sec�on, 
Circle office was also conducted during his visit.

On 29.01.2021 Padmasri Awardee Dr. Solomon Pappaiya 
was honoured on behalf of Canara bank by Sri D 
Madhavaraj, DGM, Madurai CO, Sri Menon Bhaskar 
Rajan, DGM, Madurai RO other Canarites.

Review Meet of RO heads & ELB coming under Hubballi 
CO was held on 11.01. 2021. The Mee�ng was chaired by 
Sri R Girees Kumar, GM. Sri G Srinivas Rao, DGM 
delivered the welcome address. Sri G S Ravisudhakar, 
DGM presented the performance of the Circle. The 
performance of all the Regions was reviewed and 
strategies for the way forward were suggested by 
Sri R Girees Kumar, GM. All Execu�ves of Circle office also 
a�ended the mee�ng.

CO Hubballi conducted a “Special Mega Can Adhalat” on 
24.12.2020. A total of 1772 Borrowers A�ended and 950 
NPA accounts with Book Liability of `2897.83 Lakh were 
se�led. OTS Amount Se�led amounted to the tune of 
`1721.17 Lakh and Spot recovery made was `776.67 
Lakh.
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THIRUVANANTHAPURAM

On 11.01.2021 as part of CSR ac�vity financial assistance 
of `14,50,000/- was provided to Community Health 
Centre, Panamaram, Wayanad District towards 
purchase of one automated biochemistry analyzer and 
5KV UPS. Sri  Nair Ajit Krishnan, General Manager, 
Thiruvananthapuram Circ le handed over the 
instruments to Dr. Sheeja, Medical Officer, CHC 
Panamaram. Sri C Ravindranathan, AGM, Sri Sathyapal 

Circle News

Branch Manager's Review Meet for Davangere Region 
was held on 20.01.2021. Sri H Raghu Raja AGM gave a 
presenta�on on Region's performance for the 
December Quarter and delivered the keynote address. 
Sri G G Doddamani DM & Ms G N Nagaratna DM 
a�ended the meet.

Sri L V Prabhakar, MD & CEO interacted with selected 
RO / ELB / VLB Heads of Thiruvananthapuram Circle in a 
func�on organised on 19.01.2021. He addressed the 
gathering and expressed his happiness on the 
performance of the Bank in the previous Quarters. 
Sri Ashok Kumar Sahu, CGM, Sri M. Paramasivam, GM, 
Sri H. Sheshagiri Das, GM, Sri Nair Ajit Krishnan, GM 
Sri Thakur Naik, DGM, Sri A. V. Santosh, DGM, 
Smt. Annamma Simon, DGM and 45 iden�fied RO / ELB / 
VLB Heads were also present on the occasion.

VIJAYAWADA

Marke�ng Managers'/Officers' Review meet was held 
on 19-01.2021 at Vijayawada. Sri I Shabbir Hussain, 
CGM, Sri T G Boraiah, DGM and Sri Prabhanjan Kumar 
DM reviewed the performance and awards were given 
to the top performers during the meet.

MANIPAL

On 28.01.2021, SME Sulabh, Mangaluru in associa�on 
with RO, Hassan organised an MSME support and 
outreach program in Hassan main branch for cluster 
branches of Hassan RO. The program was presided by 
Sri Jagadeesh T, AGM  and Sri Gopala Naik, AGM.  
Sri Venkataramana Rao, DM, Sri Rajgopal K, Chief 
Manager and Sri Balachandra M, Senior Manager 
a�ended the programme. A total of 78 leads amoun�ng 
`29.98 Cr were generated during the event.

VC, AGM, Sri Vinod G, Lead District DM and Sri Ramesh K, 
DM, were also present on the occasion
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aÉhÉiÉÇ§É ÌSuÉxÉ xÉqÉÉUÉåWû 2021 - mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ, oÉåÇaÉsÉÔÂ aÉhÉiÉÇ§É ÌSuÉxÉ xÉqÉÉUÉåWû 2021 - mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ, oÉåÇaÉsÉÔÂ 
Republic Day celebra�on 2021 - Head Office, BengaluruRepublic Day celebra�on 2021 - Head Office, Bengaluru

aÉhÉiÉÇ§É ÌSuÉxÉ xÉqÉÉUÉåWû 2021 - mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ, oÉåÇaÉsÉÔÂ 
Republic Day celebra�on 2021 - Head Office, Bengaluru

aÉhÉiÉÇ§É ÌSuÉxÉ xÉqÉÉUÉåWû 2021 - mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ, oÉåÇaÉsÉÔÂ 
Republic Day celebra�on 2021 - Head Office, Bengaluru



AWûqÉSÉoÉÉS

mÉëåUhÉÉ, mÉëÉåixÉÉWûlÉ, EixÉÉWû LuÉÇ xÉÇmÉMïü MüÉå AmÉlÉÉ qÉÔsÉ qÉÇ§É qÉÉlÉiÉå 

WÒûL AÇcÉsÉ MüÉrÉÉïsÉrÉ, AWûqÉSÉoÉÉS Måü qÉWûÉ mÉëoÉÇkÉMü ´ÉÏ mÉëhÉrÉ 

UÇeÉlÉ SåuÉ eÉÏ MüÉ rÉWû mÉërÉÉxÉ UWûÉ Wæû ÌMü uÉå AÍkÉMü xÉå AÍkÉMü  

zÉÉZÉÉAÉåÇ xÉå xÉÉ¤ÉÉiÉ xÉÇmÉMïü xjÉÉÌmÉiÉ MüUåÇ LuÉÇ AmÉlÉå 

MüqÉïcÉÉËUrÉÉåÇ Måü qÉlÉÉåoÉsÉ MüÉå oÉÄRûÉLÇ | CxÉÏ ¢üqÉ qÉåÇ qÉWûÉ mÉëoÉÇkÉMü 

qÉWûÉåSrÉ ²ÉUÉ ÌSlÉÉÇMü 5 lÉuÉÇoÉU, 2020 MüÉå MÑüsÉ 5 zÉÉZÉÉAÉåÇ 

(ZÉÉUÉ, LjÉU, EÆfÉÉ, qÉåWûxÉÉlÉÉ-1 LuÉÇ qÉSÉå§ÉÏ) MüÉ oÉÑsÉåOû SÉæUÉ 

ÌMürÉÉ aÉrÉÉ | AmÉlÉå SÉæUå Måü SÉæUÉlÉ zÉÉZÉÉ Måü LMü-LMü MüqÉïcÉÉUÏ 

xÉå xÉÇmÉMïü xjÉÉÌmÉiÉ MüU ElWåÇû mÉëÉåixÉÉÌWûiÉ ÌMürÉÉ LuÉÇ oÉåWûiÉU aÉëÉWûMü 

xÉåuÉÉ mÉëSÉlÉ MüUlÉå Måü xÉÉjÉ-xÉÉjÉ ElWåÇû zÉÉZÉÉ Måü sÉ¤rÉ Måü mÉëÌiÉ 

mÉëÌiÉoÉ® UWûlÉå MüÐ xÉÏZÉ SÏ|

eÉrÉmÉÑU 

ÌSlÉÉÇMü 25.12.2020 MüÉå ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, eÉrÉmÉÑU-| ²ÉUÉ 

´ÉÏ AeÉrÉ ÍxÉÇWû lÉåaÉÏ, EmÉ qÉWûÉ mÉëoÉÇkÉMü LuÉÇ ¤Éå§ÉÏrÉ mÉëqÉÑZÉ MüÐ 

AkrÉ¤ÉiÉÉ qÉåÇ AsÉuÉU zÉWûU MüÐ ÌuÉÍpÉ³É zÉÉZÉÉAÉåÇ Måü xÉWûrÉÉåaÉ xÉå 

LqÉLxÉLqÉD GhÉ qÉåsÉå MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | GhÉ qÉåsÉå qÉåÇ 

sÉaÉpÉaÉ 5 MüUÉåÄQû iÉMü Måü LqÉLxÉLqÉD LuÉÇ ZÉÑSUÉ GhÉ ÌuÉiÉËUiÉ 

ÌMüL aÉL | CxÉ AuÉxÉU mÉU ÌuÉÍpÉ³É zÉÉZÉÉAÉåÇ Måü zÉÉZÉÉ mÉëqÉÑZÉ 

EmÉÎxjÉiÉ jÉå |

cÉÇQûÏaÉÄRû

ÌSlÉÉMÇü 28 eÉlÉuÉUÏ, 2021 MüÉå cÉÇQûÏaÉÄRû LsÉxÉÏoÉÏ zÉÉZÉÉ ²ÉUÉ 

`MåülÉUÉ ÌuÉ±ÉerÉÉåÌiÉ rÉÉåeÉlÉÉ' Måü AÇiÉaÉïiÉ AlÉÑxÉÔÍcÉiÉ eÉÉÌiÉ iÉjÉÉ 

AlÉÑxÉÔÍcÉiÉ eÉlÉeÉÉÌiÉ MüÐ qÉåkÉÉuÉÏ NûÉ§ÉÉAÉåÇ MüÉå NûÉ§ÉuÉ×Ì¨É ÌuÉiÉËUiÉ 

MüUlÉå WåûiÉÑ LMü xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | MüÉrÉï¢üqÉ MüÐ 

AkrÉ¤ÉiÉÉ ´ÉÏ LxÉ.LxÉ.Måü ÍxÉlWûÉ, qÉÑZrÉ mÉëoÉÇkÉMü, LsÉxÉÏoÉÏ 

zÉÉZÉÉ ²ÉUÉ MüÐ aÉD| CxÉ AuÉxÉU mÉU UÉeÉMüÐrÉ AÉSzÉï ÌuÉ±ÉsÉrÉ, 

ZÉÑŒûÉeÉxxÉÔ, cÉÇQûÏaÉÄRû xÉå `MåülÉUÉ ÌuÉ±ÉerÉÉåÌiÉ rÉÉåeÉlÉÉ' MüÐ 

ÌuÉeÉåiÉÉ NûÉ§ÉÉLÇ uÉ xMÔüsÉ MüÐ mÉëkÉÉlÉÉkrÉÉÌmÉMüÉ ´ÉÏqÉiÉÏ AlÉÑUÉkÉÉ 

xÉÔS uÉ ÍzÉÍ¤ÉMüÉ AÉUiÉÏ UÉhÉÉ ÌuÉzÉåwÉ ÃmÉ xÉå AÉqÉÇÌ§ÉiÉ jÉÏÇ| xÉÉjÉ 

WûÏ AcÉÇsÉ MüÉrÉÉïsÉrÉ, cÉÇQûÏaÉÄRû MüÐ AÉåU xÉå qÉÇQûsÉ mÉëoÉÇkÉMü ́ ÉÏ 

AÌlÉsÉ MÑüqÉÉU fÉÉ, cÉÇQûÏaÉÄRû xÉåYOûU 17 xÉÏ qÉÑZrÉ zÉÉZÉÉ MüÐ 

zÉÉZÉÉ mÉëqÉZÉ ´ÉÏqÉiÉÏ xÉËUiÉÉ xÉÔS uÉ qÉÌWûsÉÉ E±ÍqÉiÉÉ ÌuÉMüÉxÉ 

MåÇüSì, M×üÌwÉ ÌuÉ¨É LuÉÇ mÉëÉjÉÍqÉMüiÉÉ ¤Éå§É AlÉÑpÉÉaÉ, AcÉÇsÉ 

MüÉrÉÉïsÉrÉ, cÉÇQûÏaÉÄRû MüÐ mÉëpÉÉUÏ-AÍkÉMüÉUÏ ´ÉÏqÉiÉÏ xÉÇeÉÔ  

EmÉÎxjÉiÉ jÉÏÇ |

sÉZÉlÉF

ÌSlÉÉÇMü 22.01.2021 MüÉå ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, MüÉlÉmÉÑU-1 Måü 

xÉpÉÉaÉÉU qÉåÇ ÌuÉ¨ÉÏrÉ uÉwÉï 2020-21 WåûiÉÑ ̀ `ÌWÇûSÏ mÉëÌiÉÌlÉÍkÉrÉÉåÇ MüÐ 

uÉÉÌwÉïMü oÉæPûMü'' MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| CxÉ oÉæPûMü qÉåÇ ¤Éå§ÉÏrÉ 

MüÉrÉÉïsÉrÉ, MüÉlÉmÉÑU-1 Måü AkÉÏlÉ AÉlÉå uÉÉsÉÏ xjÉÉlÉÏrÉ zÉÉZÉÉAÉåÇ 

Måü lÉÉÍqÉiÉ ÌWÇûSÏ mÉëÌiÉÌlÉÍkÉ pÉÉæÌiÉMü ÃmÉ xÉå LuÉÇ MüÉåÌuÉQû-19 

eÉÌlÉiÉ mÉËUÎxjÉÌiÉrÉÉåÇ Måü MüÉUhÉ SÕU MüÐ zÉÉZÉÉAÉåÇ MüÉå ÌQûÎeÉOûsÉ 

qÉÉkrÉqÉ xÉå eÉÉåÄQûÉ aÉrÉÉ jÉÉ|

oÉæPûMü MüÐ AkrÉ¤ÉiÉÉ ́ ÉÏ mÉëåqÉUÉeÉ pÉÉåD, xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü uÉ 

¤Éå§ÉÏrÉ mÉëqÉÑZÉ ²ÉUÉ MüÐ aÉD | QûÊ. sÉ¤qÉÏ lÉÉUÉrÉhÉ xÉUsÉ, qÉÇQûsÉ 

mÉëoÉÇkÉMü LuÉÇ ́ ÉÏ ÌuÉeÉrÉ MÑüqÉÉU ÍxÉÇWû, qÉÇQûsÉ mÉëoÉÇkÉMü lÉå mÉëÌiÉÌlÉÍkÉ 

AÇcÉsÉ xÉqÉÉcÉÉU
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oÉæPûMü qÉåÇ EmÉÎxjÉiÉ UWûMüU MüÉrÉï¢üqÉ MüÐ zÉÉåpÉÉ oÉÄRûÉD | CxÉ 

AuÉxÉU mÉU ´ÉÏ qÉrÉÇMü mÉÉPûMü, mÉëoÉÇkÉMü(UÉeÉpÉÉwÉÉ) AÇcÉsÉ 

MüÉrÉÉïsÉrÉ, sÉZÉlÉF lÉå mÉëÌiÉpÉÉÌaÉrÉÉåÇ MüÉå qÉÉaÉïSzÉïlÉ mÉëSÉlÉ ÌMürÉÉ | 

xuÉÉaÉiÉ xÉ§É qÉåÇ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ Måü xÉqÉxiÉ xOûÉTü-xÉSxrÉ 

EmÉÎxjÉiÉ jÉå|

qÉÑÇoÉD

ÌSlÉÉÇMü 15.01.2021 LuÉÇ 16.01.2021 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ,  

qÉÑÇoÉD qÉåÇ ̀ qÉåaÉÉ MåülÉ ASÉsÉiÉ' MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | ÌSlÉÉÇMü 

15.01.2021 MüÉå MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü ́ ÉÏ SåuÉÉzÉÏwÉ qÉÑZÉeÉÏï lÉå 

AÇcÉsÉ MüÉrÉÉïsÉrÉ, qÉÑÇoÉD MüÉ SÉæUÉ ÌMürÉÉ AÉæU LlÉmÉÏL 

EkÉÉUMüiÉÉïAÉåÇ Måü xÉÉjÉ cÉcÉÉï MüÐ | CxÉqÉåÇ ´ÉÏ QûÏ xÉÇmÉiÉ MÑüqÉÉU 

cÉÉUÏ, qÉWûÉ mÉëoÉÇkÉMü, uÉxÉÔsÉÏ, ÌuÉÍkÉ uÉ kÉÉåZÉÉkÉÄQûÏ ÌlÉuÉÉUhÉ 

ÌuÉpÉÉaÉ EmÉÎxjÉiÉ jÉå | CxÉqÉåÇ MÑüsÉ 115 EkÉÉUMüiÉÉïAÉåÇ lÉå pÉÉaÉ 

ÍsÉrÉÉ |

ÌSssÉÏ

ÌSlÉÉÇMü 30.12.2020 MüÉå ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, aÉÉÎÄeÉrÉÉoÉÉS qÉåÇ 

"MüÉUÉåoÉÉU mÉëÌiÉÌlÉÍkÉrÉÉåÇ Måü qÉÉkrÉqÉ xÉå MüÉUÉåoÉÉU ÌuÉMüÉxÉ MüÐ 

urÉÉÎmiÉ" ÌuÉwÉrÉ mÉU ÌWÇûSÏ mÉËUcÉcÉÉï MüÉrÉï¢üqÉ MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ 

aÉrÉÉ | MüÉrÉï¢üqÉ MüÐ AkrÉ¤ÉiÉÉ ´ÉÏ aÉÉåmÉÉsÉ M×üwhÉÉ QûÏ.LxÉ., 

mÉËUcÉcÉÉï MüÉrÉï¢üqÉ MüÐ zÉÑÂAÉiÉ ́ ÉÏ ÍqÉÌWûU MÑüqÉÉU ÍqÉ´É, mÉëoÉÇkÉMü 

(UÉeÉpÉwÉÉ) lÉå MüÐ LuÉÇ EmÉÎxjÉiÉ xÉpÉÏ mÉëÌiÉpÉÉÌaÉrÉÉåÇ lÉå AmÉlÉå-

AmÉlÉå ÌuÉcÉÉU mÉëxiÉÑiÉ ÌMürÉå | ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, lÉÉåLQûÉ qÉåÇ 

ÌS. 18.12.2020 MüÉå "MüÉUÉåoÉÉU mÉëÌiÉÌlÉÍkÉrÉÉåÇ Måü qÉÉkrÉqÉ xÉå 

MüÉUÉåoÉÉU ÌuÉMüÉxÉ MüÐ urÉÉÎmiÉ" ÌuÉwÉrÉ mÉU ÌWÇûSÏ mÉËUcÉcÉÉï 

MüÉrÉï¢üqÉ MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | MüÉrÉï¢üqÉ MüÐ AkrÉ¤ÉiÉÉ ́ ÉÏ 

AÉSåzÉ MÑüqÉÉU rÉÉSuÉ, xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü ²ÉUÉ MüÐ aÉD | CxÉ 

AuÉxÉU mÉU UÉeÉpÉÉwÉÉ Måü mÉrÉïuÉå¤ÉÏ MüÉrÉïmÉÉsÉMü ´ÉÏ UÉMåüzÉ 

AÉWÒûeÉÉ, qÉÇQûsÉ mÉëoÉÇkÉMü qÉÉæeÉÔS jÉå | mÉËUcÉcÉÉï qÉåÇ ¤Éå§ÉÏrÉ 

MüÉrÉÉïsÉrÉ Måü xÉpÉÏ AlÉÑpÉÉaÉ mÉëqÉÑZÉ, xjÉÉlÉÏrÉ zÉÉZÉÉAÉåÇ Måü 

zÉÉZÉÉ mÉëqÉÑZÉ, LuÉÇ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ Måü xÉpÉÏ AÍkÉMüÉËUrÉÉåÇ AÉæU 

MüqÉïcÉÉËUrÉÉåÇ lÉå mÉëÌiÉpÉÉÌaÉiÉÉ MüÐ |

¤Éå§ÉÏrÉ mÉëoÉÇkÉMü ²ÉUÉ MüÐ aÉD| CxÉqÉåÇ qÉÇQûsÉ mÉëoÉÇkÉMü, ́ ÉÏ TüÉåUlÉ 

ÍxÉlWû, ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ Måü xÉpÉÏ AlÉÑpÉÉaÉ mÉëqÉÑZÉ, xjÉÉlÉÏrÉ 

zÉÉZÉAÉåÇ Måü zÉÉZÉÉ mÉëqÉÑZÉ LuÉÇ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ Måü xÉpÉÏ 

AÍkÉMüÉËUrÉÉåÇ AÉæU MüqÉïcÉÉËUrÉÉåÇ lÉå mÉëÌiÉpÉÉÌaÉiÉÉ MüÐ |

mÉOûlÉÉ

ÌSlÉÉÇMü 16-12-2020 xÉå 28-12-2020 iÉMü E±qÉ ÌuÉMüÉxÉ 

MåÇüSì (xÉÏDQûÏ) Mü¤É, M×üÌwÉ ÌuÉ¨É uÉ mÉëÉjÉÍqÉMüiÉÉ ¤Éå§É (LLTü LÇQû 

mÉÏLxÉ) AlÉÑpÉÉaÉ, AÇcÉsÉ MüÉrÉÉïsÉrÉ ²ÉUÉ 10 ÌSuÉxÉÏrÉ  

AÇcÉsÉ xÉqÉÉcÉÉU
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AÇcÉsÉ xÉqÉÉcÉÉU

AÉaÉUÉ

ÌSlÉÉÇMü 11.12.2020 MüÉå mÉëoÉÇkÉ ÌlÉSåzÉMü LuÉÇ qÉÑZrÉ MüÉrÉïmÉÉsÉMü 

AÍkÉMüÉUÏ ´ÉÏ LsÉ uÉÏ mÉëpÉÉMüU lÉå uÉÏÌQûrÉÉå MüÊlTëåÇüÍxÉÇaÉ Måü 

qÉÉkrÉqÉ xÉå MåülÉUÉ oÉæÇMü, AÇcÉsÉ MüÉrÉÉïsÉrÉ, AÉaÉUÉ Måü lÉuÉÌlÉÍqÉïiÉ 

pÉuÉlÉ MüÉ uÉcÉÑïAsÉ E«ÉOûlÉ ÌMürÉÉ| MüÉrÉï¢üqÉ qÉåÇ oÉæÇMü Måü 

MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü ́ ÉÏ LqÉ uÉÏ UÉuÉ, ́ ÉÏ SåuÉÉzÉÏwÉ qÉÑZÉeÉÏï AÉæU 

xÉÑ´ÉÏ L qÉÍhÉqÉåZÉsÉæ EmÉÎxjÉiÉ jÉå| MüÉrÉï¢üqÉ qÉåÇ mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ 

xÉå ÌuÉÍpÉ³É ÌuÉpÉÉaÉÉåÇ Måü qÉÑZrÉ qÉWûÉ mÉëoÉÇkÉMü AÉæU AÇcÉsÉ 

MüÉrÉÉïsÉrÉ Måü xÉpÉÏ AlÉÑpÉÉaÉ mÉëqÉÑZÉ pÉÏ EmÉÎxjÉiÉ jÉå | AÇcÉsÉ 

MüÉrÉÉïsÉrÉ Måü qÉWûÉ mÉëoÉÇkÉMü ́ ÉÏ LxÉ uÉÉxÉÑSåuÉ zÉqÉÉï lÉå oÉiÉÉrÉÉ ÌMü 

30 ÍxÉiÉÇoÉU, 2020 iÉMü eÉqÉÉ ZÉÉiÉå Måü 24527 MüUÉåÄQû AÉæU 

AÌaÉëqÉ AjÉÉïiÉç GhÉ Måü 15 WûeÉÉU MüUÉåÄQû xÉÌWûiÉ AÉaÉUÉ AÇcÉsÉ 

MüÉ MÑüsÉ urÉÉmÉÉU sÉaÉpÉaÉ 39530 MüUÉåÄQû ÂmÉL WæÇû|

MüUlÉÉsÉ

AÇcÉsÉ MüÉrÉÉïsÉrÉ, MüUlÉÉsÉ ²ÉUÉ oÉå xÉÉCOû 17-18, xÉåYOûU -12, 

MüUlÉÉsÉ qÉåÇ 72uÉÉÇ aÉhÉiÉÇ§É ÌSuÉxÉ qÉlÉÉrÉÉ aÉrÉÉ | ́ ÉÏqÉiÉÏ xÉÏ LxÉ 

ÌuÉeÉrÉsÉ¤qÉÏ, qÉWûÉ mÉëoÉÇkÉMü lÉå UÉ·íÏrÉ kuÉeÉ TüWûUÉrÉÉ | AmÉlÉå 

E«ÉOûlÉ pÉÉwÉhÉ qÉåÇ, ElWûÉåÇlÉå UÉ·íÌmÉiÉÉ qÉWûÉiqÉÉ aÉÉÇkÉÏ AÉæU xÉÇÌuÉkÉÉlÉ 

ÌlÉqÉÉïiÉÉ QûÊ pÉÏqÉ UÉuÉ AqoÉåQûMüU MüÉå ́ É®ÉÇeÉÍsÉ AÌmÉïiÉ MüÐ AÉæU 

mÉëÍxÉ® lÉÉUÉ "eÉrÉ eÉuÉÉlÉ eÉrÉ ÌMüxÉÉlÉ eÉrÉ ÌuÉ¥ÉÉlÉ" MüÉ xqÉUhÉ 

ÌMürÉÉ| CxÉ MüÉrÉï¢üqÉ qÉåÇ ́ ÉÏ ÌoÉlÉÉåS zÉqÉÉï, xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü, 

´ÉÏ UuÉÏzÉ MÑüqÉÉU ÍxÉÇWûÉ, xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü AÉæU AlrÉ 

MüÉrÉïmÉÉsÉMüÉåÇ Måü xÉÉjÉ-xÉÉjÉ AÇcÉsÉ/¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, MüUlÉÉsÉ 

Måü xÉpÉÏ AÍkÉMüÉUÏ AÉæU MüqÉïcÉÉUÏ EmÉÎxjÉiÉ jÉå | MüÉrÉï¢üqÉ qÉåÇ 

xÉÏ LxÉ ÌuÉeÉrÉsÉ¤qÉÏ, qÉWûÉ mÉëoÉÇkÉMü lÉå NûÉ§ÉÉAÉåÇ MüÉå MåülÉUÉ ÌuÉ±É 

erÉÉåÌiÉ NûÉ§ÉuÉ×Ì¨É ÌuÉiÉËUiÉ MüÐ| CxÉMåü SÉæUÉlÉ, oÉæÇMü MüÐ xÉÏLxÉAÉU 

lÉÏÌiÉ Måü iÉWûiÉ xÉUMüÉUÏ xÉÏÌlÉrÉU xÉåMåÇüQûUÏ xMÔüsÉ MüÉå xÉæÌlÉOûUÏ 

lÉæmÉÌMülÉ uÉåÇÌQÇûaÉ AÉæU ÌQûxmÉÉåeÉsÉ qÉzÉÏlÉ mÉëSÉlÉ ÌMürÉÉ|

orÉÔOûÏÍzÉrÉlÉ mÉëÍzÉ¤ÉhÉ MüÉrÉï¢üqÉ MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | CxÉ 

MüÉrÉï¢üqÉ xÉå MÑüsÉ 22 qÉÌWûsÉÉrÉåÇ sÉÉpÉÉÎluÉiÉ WÒûL | CxÉqÉåÇ ´ÉÏ 

TëåÇüÎYsÉlÉ xÉåsuÉMÑüqÉÉU L, qÉWûÉ mÉëoÉÇkÉMü LuÉÇ AÇcÉsÉ mÉëqÉÑZÉ, ́ ÉÏ Måü 

xÉÏ OÒûQÒû, EmÉ qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ AÉU uÉÏ AÉU LxÉ xÉÑooÉÉ UÉuÉ, 

¤Éå§ÉÏrÉ mÉëqÉÑZÉ, ́ ÉÏ oÉÏ Måü ÍxÉÇWû, qÉÇQûsÉ mÉëoÉÇkÉMü, ́ ÉÏqÉiÉÏ MüÉeÉsÉ 

´ÉÏuÉÉxiÉuÉ, qÉÇQûsÉ mÉëoÉÇkÉMü LuÉÇ AlrÉ xOûÉTü-xÉSxrÉ EmÉÎxjÉiÉ 

jÉå | ´ÉÏ TëåÇüÎYsÉlÉ xÉåsuÉMÑüqÉÉU L, qÉWûÉ mÉëoÉÇkÉMü ²ÉUÉ xÉpÉÏ 

mÉëÌiÉpÉÉÌaÉrÉÉåÇ MüÉå mÉëqÉÉhÉmÉ§É ÌuÉiÉËUiÉ ÌMürÉå aÉL |
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mÉÑhÉå

ÌSlÉÉÇMü 26 eÉlÉuÉUÏ 2021 MüÉå SåzÉ Måü 72uÉåÇ aÉhÉiÉÇ§É ÌSuÉxÉ 

xÉqÉÉUÉåWû Måü AuÉxÉU mÉU AÇcÉsÉ MüÉrÉÉïsÉrÉ, mÉÑhÉå qÉåÇ UÉ·íÏrÉ kuÉeÉ 

TüWûUÉrÉÉ aÉrÉÉ | AÇcÉsÉ MüÉrÉÉïsÉrÉ, mÉÑhÉå Måü qÉWûÉ mÉëoÉÇkÉMü ´ÉÏ 

xÉÑoÉÉåkÉ MÑüqÉÉU Måü MüU-MüqÉsÉÉåÇ xÉå kuÉeÉÉUÉåWûhÉ ÌMürÉÉ aÉrÉÉ| qÉWûÉ 

mÉëoÉÇkÉMü lÉå aÉhÉiÉÇ§É ÌSuÉxÉ Måü AuÉxÉU mÉU AmÉlÉå xÉÇSåzÉ Måü 

qÉÉkrÉqÉ xÉå SåzÉ Måü xÉÇÌuÉkÉÉlÉ ÌlÉqÉÉïiÉÉAÉåÇ MüÉå xqÉUhÉ ÌMürÉÉ AÉæU 

pÉÉUiÉÏrÉ xÉÇÌuÉkÉÉlÉ MüÐ ÌuÉzÉåwÉiÉÉAÉåÇ MüÉ uÉhÉïlÉ ÌMürÉÉ | ElWûÉåÇlÉå 

EmÉÎxjÉiÉ MüÉrÉïmÉÉsÉMüÉåÇ LuÉÇ xOûÉTü-xÉSxrÉÉåÇ xÉå AmÉÏsÉ MüÐ ÌMü 

oÉæÇMü MüÐ qÉÉæeÉÔSÉ ÌSzÉÉÌlÉSåïzÉÉåÇ MüÉ AlÉÑmÉÉsÉlÉ MüUiÉå WÒûL oÉæÇMü Måü 

MüÉUÉåoÉÉU oÉÄRûÉMüU SåzÉ MüÉå E³ÉiÉ oÉlÉÉlÉå qÉåÇ AmÉlÉÉ rÉÉåaÉSÉlÉ SåÇ |
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LEADERSHIP : ITS IMPERATIVES LEADERSHIP : ITS IMPERATIVES 
AND ESSENTIALSAND ESSENTIALS

LEADERSHIP : ITS IMPERATIVES 
AND ESSENTIALS K.P. Ramesh Rao,

Ex-Employee

Canara Bank

"A leader is one who knows the way, goes the way 
and shows the way."   - John C Maxwell

What is leadership? Leadership is the act of leading a 
group of one's own species. Leadership prevails both in 
the animal kingdom and humankind. A strong, 
aggressive and domina�ng member of the group of 
animals usually becomes its leader and his wish runs 
down the line. This was true of the humans too, both 
primi�ve and civilized. “No human society, from the 
hunter-gatherer to the post-industrial, has existed 
without its leaders," said Ian McEwan. So, is the need 
for leadership gene�c too? 

Se�ng aside gene�c and evolu�onary aspects of 
leadership, let us confine to leadership as an academic 
concept. Who is a leader? A leader is someone who 
represents his people's aspira�ons, dreams and 
wishes. He strives to help them realise them. He plans, 
acts, strategises, guides and shows the way. In the 
process, he may have to struggle hard and sacrifice a 
lot. But that is a small price a leader pays.

There are leaders in all fields of human ac�vity - 
poli�cs, religion, industry, sports and war. Though the 
physical requirements of a leader may differ from field 
to field, the psychological requirements are almost the 
same. For example, a corporate leader need not be a 
combat warrior like an army general, but he must have 
the same strategic talents as the la�er.

What are the quali�es a leader should have? No leader 
became a leader by reading books on other leaders' 
quali�es. Of course, study of leadership and its 
essen�als may go some way in influencing some of the 
leadership quali�es, but what finally shapes a leader is 
h i s  own innate  persona l  qua l i�es  and  the 
circumstances that bring forth and hone them. Be it 
Moses, Jesus, Mohammed, Sankara, Abraham Lincoln, 

Hitler, Gandhi, Tata, Steve Jobbs or Bill Gates, they are 
all the products of their �mes, their poten�al being 
actualised and even op�mised by the general poli�cal, 
social and economic climate prevailing at their �mes. 
Maybe, a highly polarised society of slave labour gave 
mankind a Lincoln, the oppressive colonial rule gave a 
Gandhi, the endless migratory woes of the Jews a 
Moses, the cruel Roman tyranny a Jesus, the increased 
tribal conflicts a Mohammed, a frac�ous religious 
environment a Sankara, a humilia�ng defeat of 
Germany in the First World War a Hitler, the echo of 
Industrial Revolu�on elsewhere the Tatas, the sudden 
emergence of electronic and digital era a Steve Jobs 
and a Bill Gates, etc. Yes, circumstances breed 
leadership, and a powerful leadership can also create 
circumstances. They feed each other. 

True, circumstances may bring out what makes it to be 
a leader, but what makes a good leader? The very fact 
that we use the adjec�ve 'good' implies there can be 
bad leaders. How can a bad leader be called a leader at 
all, as the adjec�ve 'bad' implies no leadership quali�es 
are present! Yet, there can be bad leaders. A bad leader 
is one who has become a leader due to circumstances, 

Article
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as already explained, but has no quali�es inherent in 
him to be called a leader. 

Having reduced the idea of leadership to mean good 
leadership, it is now easy to conceive the quali�es a 
good leader possesses or ought to possess. We shall 
examine them keeping in mind leaders in the economic 
and industrial organisa�ons, to which banking too 
belongs. 

A leader represents his people's (more precisely, his 
organisa�on's) aspira�ons: 
An organisa�on has a set of goals or objec�ves to 
achieve, both short term and long term. A leader 
focuses on these goals and whatever he thinks or does 
revolves round them. All his plans, strategies and 
ac�ons flow in towards realisa�on of the goals, Great 
leadership is never about roles, but goals. 

A leader has clear vision.
A clear vision is sine qua non of any mission. A leader 
visualises the strengths and weaknesses, threats and 
opportuni�es, and his course of ac�on would be such 
that it adds to strengths, takes away from weaknesses, 
reduces threats and mul�plies opportuni�es. "To grasp 
and hold a vision - that is the essence of successful 
leadership," said Ronald Reagan.

A leader has well-chartered plans to translate his 
vision into reality. 
A war is won mostly by well laid out plans. It is said that 

Napoleon won his wars in his mind first, then on the 
ba�lefield. A well-defined map of what has to be done, 
where and how, is crucial to success. “A goal without a 
plan is just a wish," said Antoine de Saint-Exupery.

A leader takes risks.
Not everything goes according to plans at all �mes. 
There are 'imponderables' (unexpected factors that 
cannot be an�cipated or weighed) which may throw a 
spanner in the works. At such �mes a leader may have 
to take radical (though not unethical) decisions or act 
unconven�onally (though not illegi�mately) so that 
the achievement of goal is not derailed. "The true test 
of leadership is how well you func�on in a crisis," said 
Brian Tracy.

A leader inspires his people
"Leadership is  based on inspira�on, not on 
domina�on; on coopera�on, not on in�mida�on," said 
William Arthur Wood. A leader may have natural 
charisma or self-developed quali�es, which inspire his 
group. The members of an organisa�on tend to be 
psychologically influenced by the character, behaviour, 
inten�on, ideas, words and ac�ons of their leader. 
Hence, half the inspira�on for them comes from what 
he actually is (character and personality) and the other 
half from what he does for the organisa�on: his 
thoughts, words and ac�ons. The leader is under 
constant watch, and may inspire and enthuse or 
dispirit or demoralise. It is of utmost importance for a 
leader to maintain highest integrity, rec�tude, 
personal  character and commitment to the 
organisa�on. He must not only be a role model but also 
inspire emula�on. "The most powerful tool of 

Article
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leadership you have is your own personal example," 
said John Wooden.

A leader connects
An essen�al requirement of a leader is to connect to his 
people, know their minds, be sensi�ve to their thinking 
and aspira�ons, and ideas, to empathise with their 
pains and difficul�es, be sincere in resolving their 
problems, be open to their sugges�ons and ideas so 
that he can take them along as willing partners in the 
progress of the organisa�on. "Make your people feel 
more important by taking a serious, personal interest 
in their work. Let them know that the measures of their 
success is also the measure of the success of their 
organisa�on, " said Theodore V Houser. "The 
difference between a boss and leader is that," said E M 
Kelly jokingly, "the boss says 'Go!' and the leader says, 
“Let's go!

A leader has communica�on skills
He is a good communicator who can ar�culate the 
orginsa�onal needs and goals, compulsions and 
challenges very effec�vely. He need not be an orator or 
a demagogue, but should certainly be a good speaker 
whose words can resonate in the minds of members of 
the organisa�on, create in them a sense of belonging to 
the organisa�on and inspire them ever. "You can have 
brilliant ideas, but if you can't get them across, they 
won't get you anywhere," said Lee Iacocca.

A leader delegates
A leader does not centralise all decisions and ac�ons. 
He knows what to entrust to whom and when. Thereby 

he disencumbers himself of lesser responsibili�es and 
creates quality �me to devote to impera�ve, essen�al 
and more substan�al issues. In the process, he also 
trains those below him, honing their managerial and 
execu�ve skills, paving the way for succession 
planning. "No person will make a great leader who 
wants to do it all himself and get all the credit," said 
Andrew Carnegie.

A leader is not a self-centred clod
He knows that a day will come when he has to make 
way for newer blood. Hence, he also has in the back of 
mind, all the �me, a well-thought out succession plan 
whereby new hands take over without bumps or 
hitches. A smooth transi�on of power ensures 
c o n � n u e d  o r g a n i s a � o n a l  s t a b i l i t y  a n d 
strength."Leaders become great not because of their 
power, but because of their ability to empower others, 
“said John Maxwell.

A leader leaves a legacy
Yes, a good leader by his solid contribu�on to the 
growth and success of his organisa�on leaves an 
indelible legacy for genera�ons therea�er. His 
eminence, noble quali�es, capabili�es and dynamism 
will not only be remembered but also act as a beacon of 
light for all successive genera�ons who look forward to 
his example to take the organisa�on to greater heights. 
"The final test of a leader is that he leaves behind him in 
other men the convic�on and the will to carry on" said 
Walter Lippmann.

*****
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Poem

Rising souls silent sobs 
Shook those strong and fit
Soothing clan caring nuns
Did their noble bit
Nature's will or human skill 
Frail and fragile bit the dust
Waning foe is still on move
Clueless World wails in disgust

The Monster with million Hands 
Smothering the race with his mighty arms 
Crossed the continents with ease and elan
Blazed his way, cared for none
Covered the space so clean
With his venomous vigour
Innocence cried in vain 
Only to face the unjust rigor

There wasn't a will nor a pill
To kill the cruel Bliss

Lovely faces hid in cover 
Fearing the fatal kiss 

Buzzling lanes evening shine
Lost their native sheen

Desires died hopes dried as
Earnings went lean and mean
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Google Pay, Phone Pe account for 82% of UPI market
Walmart; backed Phone Pay and Google–backed Google 
Pay have the lion's share of the UPI market. According to 
the data released by the Na�onal Payments Corpora�on of 
India (NPCI), Google Pay and PhonePe together have more 
than 82% of the market by volume and more than 86% by 
value. In November, Google Pay had done 960.02 million 
transac�ons, accoun�ng for `1.61 trillion, followed by 
PhonePe with 868.4 million transac�ons, worth `1.75 
trillion. New entrant into the market WhatsApp Pay had 
done 300,000 transac�ons in November, worth `13.87 
crore. Paytm's UPI transac�ons in November had breached 
260 million, worth ̀ 28,986.93 Crore. 

Canara Bank raises `2,000 crore via QIP; LIC emerges as 
largest investor:
Canara Bank successfully raised ̀ 2,000 crore equity capital 
by issuing over 19 crore shares to eligible investors. Life 
Insurance Corpora�on (LIC) of India emerged as the largest 
investor in the bank's Qualified Ins�tu�onal Placement 
(QIP) issue. The subcommi�ee of the board at its mee�ng 
held today (December 11, 2020), approved allotment of 
19,32,36,714 equity shares to eligible Qualified 
Ins�tu�onal Buyers (QIBs) at an issue price of `103.50 per 
equity share, aggrega�ng up to `2,000 
crore, Canara Bank said in a regulatory 
filing.

Eight top banks see wilful defaults 
surge:
Eight of India's biggest banks have seen 
a significant jump in wilful defaults in the six months to 
September, with such loans rising by over `37,000 crore to 
`1.5 trillion, shows data on suit filed accounts from credit 
bureau Trans Union Cibil. These banks—State Bank of India, 
Punjab Na�onal Bank, Bank of Baroda, Bank of India, Union 
Bank of India,  ICICI  Bank, HDFC Bank and Axis 
Bank—account for 75% of all loans reported as wilful 
defaults as of 30 September. In the same period last year, 
the increase was about ̀ 10,000 crore. The merger of some 
state-run banks on 1 April naturally led to the anchor banks 
taking over wilful defaulters on their books. 

Liquida�on cases under IBC on rise 
More than 60 per cent of the Corporate Insolvency 
Resolu�on Processes (CIRPs) that achieved closure in July-
September 2020 have ended up in liquida�on. The data by 
the Insolvency and Bankruptcy Board of India (IBBI) shows 
that 68 of the 112 cases closed during this period went into 
liquida�on. While a significant number of cases had faced 
liquida�on in the previous quarter too, it was s�ll only one-
third of the total cases that got closure. Cases of liquida�on 
have been on the rise, even as the ini�a�on of the CIRP 

under the Insolvency and Bankruptcy Code (IBC) has been 
under suspension un�l December 2020. Experts say this 
further underlines the lack of investor interest in stressed 
assets at present.

RuPay contactless cards can now be used offline: 
RuPay contactless cards have been enabled with an offline 
feature for retail payments on a pilot basis to ensure 
seamless transac�ons in areas of low connec�vity. The 
cards also have a reloadable wallet facility, whereby 
customers can store money and use that for day-to-day 
transit payments. The wallet feature, too, could be used to 
make payments despite facing connec�vity issues at point-
of-sale machines. This will boost the adop�on of digital 
payments in the country, especially when the government 
has been pushing RuPay cards by nudging banks to promote 
these as the first op�on.

Centre issues first zero-coupon recap bonds of ̀ 5,500cr
The Centre, in a first move of its kind, has issued `5,500 
crore in zero-coupon bonds for recapitalising Punjab and 
Sind Bank (P&SB) and allowed it to park the paper in its 
Held-To-Maturity (HTM) category at face value rather than 
the discounted market rate. Zero-coupon bonds do not 

bear any interest and are traded at a 
discount to the face value. The move is 
s e e n  a s  ra i s i n g  co n c e r n  i n  t h e 
accoun�ng fraternity and bank auditors 
though the banking regulator, the RBI, 
has cleared it for now a�er much 
internal delibera�on. According to the 

government's gaze�e no�fica�on, five non interest bearing 
securi�es – each of 15 years, maturing on December 14 
between 2030 and 2035 – have been issued to P&SB. These 
do not qualify as Statutory Liquidity Ra�o (SLR) eligible 
papers. In recapitalisa�on, the centre subscribes.

RBI warns against apps promising quick loans:
The Reserve Bank of India warned consumers against the 
ques�onable digital money lending en��es that promise 
loans in seconds at exorbitant rates of interest, and then 
use muscle powers to recover dues. Individuals and small 
businesses should verify the antecedents of the company 
offering loans online or through mobile apps, the RBI said. 
“Moreover, consumers should never share copies of KYC 
documents with uniden�fied persons, unverified / 
unauthorised Apps and should report such Apps/Bank 
Account informa�on associated with the Apps to 
concerned law enforcement agencies or use Sachet portal 
to file a complaint,” it added. All digital lending pla�orms 
used on behalf of Banks or shadow banks should disclose 
the name of the bank or the NBFCs upfront to the 
customers, it said.
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Post Office Savings Bank likely to be interconnected 
with other banks by April:
India Post expects to make the Post Office Savings Bank 
interoperable with other bank accounts by April and will 
focus on enhancing digi�sa�on of all services in 2021, a 
Senior Official of the department said.

Transac�ons through UPI will remain free:
NPCI on Friday said transac�on through Unified Payment 
Interface pla�orm would con�nue to be free. Reports 
that UPI transac�ons will be charged from January 1, 
2021 are incorrect, NPCI said in a statement. Presently, 
no charges are levied on transac�on done through UPI. 
NPCI con�nues to perform uninterrupted and 
convenient UPI transac�ons, it said.

Lendingkart to launch 'credit intelligence services' for 
banks 
Lendingkart, a digital lending fintech start-up in working 
capital space, plans to launch 'credit intelligence 
services' for banks from April, helping them evaluate 
credit worthiness of self-employed small- and micro-
enterprises based on their cash flows, 
said its co-founder and Managing 
Director, Mr Harshvardhan Lunia. 
Lendingkart will assign a probability of 
default score, give out a risk premium 
and suggest the amount that banks 
could lend to such small and micro enterprises, 
especially those in Tier-2 and Tier-3 ci�es, Mr Lunia told 
Business Line. Banks could always go with their own 
underwri�ng model and use the score provided by 
Lendingkart as an addi�onal tool to evaluate the 
borrower, he said. Lendingkart is the only fintech in the 
country that has built an algorithm-based and cash flow 
based decision engine, he said. The use of the cash flow 
based decision engine would obviate the need for 
ins�tu�ons and banks to rely on financial statements 
and Income Tax Returns (ITRs) to evaluate a borrower.

Unclaimed deposits in banks near ̀ 18,000 crore: 
Close to `18,000 crore of unclaimed deposits were lying 
with banks in calendar year 2019, up from ̀ 14,307 crore 
in 2018, showed the data released by the Reserve Bank 
of India. Under Central Bank rules, deposits are classified 
as unclaimed when they are not operated for 10 years or 
more. The figures show that despite improved Know-
Your Customer (KYC) norms, banks are s�ll not able to 
trace a sec�on of depositors. Public Sector Banks have 

the biggest share in unclaimed deposits at `14,971 
crore, followed by Private Sector Banks (`2,472 crore) 
and foreign banks at ̀ 455 crore. Banks transfer deposits 
unclaimed for 10 years or more to the Depositors 
Educa�on and Awareness Fund and display a list of such 
accounts on their websites

Uniform accountability code for PSU Bankers coming 
soon: 
Public Sector Banks may follow a uniform prac�ce on 
employee accountability for bad loans and other risk-
oriented business calls to prevent poten�al witch-hunts 
in the guise of probing lapses. Indian Banks' Associa�on 
(IBA) has formed a commi�ee under Canara Bank 
Execu�ve Director Mr M V Rao to look into the nuances 
of staff accountability. The panel will recommend steps 
that will be adopted by the lenders. The decision comes 
at a �me when bankers at different levels are wary of 
taking business decisions over concerns of future probes 
if any of the commercial decisions, despite being 
bonafide, fails to meet pre-set financial milestones. The 
RBI and the government have on several occasions 

men�oned the need to end the fear 
psychosis among bankers to propel 
lending and economic revival. Staff 
accountability for frauds is another 
serious issue nowadays, and the 
Reserve Bank of India has told banks to 

set rules in this regard. The uniform policy may be 
dra�ed taking the best prac�ces from different banks, 
two people close to the development said. Discipline 
and appeal regula�ons will also be looked into. The HR 
prac�ces in SBI and Punjab Na�onal Bank are the most 
comprehensive, according to senior bankers.

RBI may crack whip on e-lenders' recovery agents 
The Reserve Bank of India's working group on digital 
lending is expected to recommend measures to rein in 
excesses by recovery agents, par�cularly things like 
damaging the reputa�on of customers for late payment 
of small amounts. Sources familiar with the thinking of 
the RBI said the Central Bank was strongly of the opinion 
that immediate measures be taken to restrain recovery 
agents from using private messaging apps to send texts 
to those in the contact list of a late payer or defaulter. 
Digital lending apps lend only a few hundreds or 
thousands for very high interest rates. But if there is a 
delay in payment, the tele-callers of such lenders 
frequently send messages to all those in the contact list.
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AlÉÑuÉÉS ÌuÉ¥ÉÉlÉ Wæû, MüsÉÉ Wæû AlÉÑuÉÉS ÌuÉ¥ÉÉlÉ Wæû, MüsÉÉ Wæû 
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AlÉÑuÉÉS ÌuÉ¥ÉÉlÉ Wæû, MüsÉÉ Wæû 

AÉæU MüÉæzÉsÉ pÉÏ...

AlÉÑuÉÉS :

ÌMüxÉÏ pÉÉwÉÉ qÉåÇ MüWûÏ rÉÉ ÍsÉZÉÏ aÉrÉÏ oÉÉiÉ MüÉ ÌMüxÉÏ SÕxÉUÏ pÉÉwÉÉ 

qÉåÇ xÉÉjÉïMü mÉËUuÉiÉïlÉ AlÉÑuÉÉS (Transla�on) MüWûsÉÉiÉÉ Wæû| 

AlÉÑuÉÉS MüÉ MüÉrÉï oÉWÒûiÉ mÉÑUÉlÉå xÉqÉrÉ xÉå WûÉåiÉÉ AÉrÉÉ Wæû| xÉÇxM×üiÉ 

Måü `uÉSè'kÉÉiÉÑ xÉå `AlÉÑuÉÉS' zÉoS MüÉ ÌlÉqÉÉïhÉ WÒûAÉ Wæû| `uÉSè'MüÉ 

AjÉï Wæû oÉÉåsÉlÉÉ | `uÉSè' kÉÉiÉÑ qÉåÇ `A' mÉëirÉrÉ eÉÉåÄQû SålÉå mÉU 

pÉÉuÉuÉÉcÉMü xÉÇ¥ÉÉ qÉåÇ CxÉMüÉ mÉËUuÉÌiÉïiÉ ÃmÉ Wæû `uÉÉS' ÎeÉxÉMüÉ 

AjÉï Wæû- ̀MüWûlÉå MüÐ Ì¢ürÉÉ' rÉÉ ̀MüWûÏ WÒûD oÉÉiÉ' | ̀ uÉÉS' qÉåÇ ̀AlÉÑ' 

EmÉxÉaÉï eÉÉåÄQûMüU `AlÉÑuÉÉS' zÉoS oÉlÉÉ Wæû, ÎeÉxÉMüÉ AjÉï Wæû, 

mÉëÉmiÉ MüjÉlÉ MüÉå mÉÑlÉÈ MüWûlÉÉ|

AlÉÑuÉÉS ÌuÉ¥ÉÉlÉ Wæû ... 

mÉëÉcÉÏlÉ MüÉsÉ qÉåÇ rÉ±ÌmÉ AlÉÑuÉÉS ZÉÔoÉ WûÉåiÉÉ jÉÉ, ExÉMåü AÇiÉUÇaÉ 

iÉiuÉÉåÇ mÉU ÌuÉcÉÉU ÌMürÉÉ eÉÉiÉÉ jÉÉ | CxÉÏ xÉSÏ qÉåÇ MÑüNû mÉÎzcÉqÉÏ 

ÌuÉcÉÉUMüÉåÇ lÉå AlÉÑuÉÉS mÉU aÉÇpÉÏUiÉÉ xÉå ÌcÉÇiÉlÉ-qÉlÉlÉ zÉÑÃ ÌMürÉÉ| 

ElWûÉåÇlÉå AlÉÑuÉÉS MüÉå ÌuÉ¥ÉÉlÉ MüÐ SzÉÉ iÉMü mÉWÒÇûcÉÉ ÌSrÉÉ| 

xÉÉÇxÉÉËUMü SØÎwOû xÉå SåZÉlÉå mÉU AlÉÑuÉÉS MüÉå ÌuÉ¥ÉÉlÉ mÉÑMüÉUlÉÉ 

aÉsÉiÉ sÉaÉ xÉMüiÉÉ Wæû, sÉåÌMülÉ aÉWûUÉD xÉå xÉÉåcÉlÉå mÉU AlÉÑuÉÉS MüÐ 

ÌuÉ¥ÉÉlÉiÉÉ xmÉwOû WûÉå xÉMüiÉÏ Wæû |

ÌuÉ¥ÉÉlÉ zÉoS xÉÑlÉlÉå mÉU WûqÉ mÉëÉM×üÌiÉMü ÌuÉ¥ÉÉlÉÉåÇ MüÐ oÉÉiÉ xÉÉåcÉÉ 

MüUiÉå WæÇû| mÉUliÉÑ ÌuÉ¥ÉÉlÉ MüÉ oÉWÒûqÉÑZÉÏ ÌuÉMüÉxÉ WÒûAÉ Wæû AÉæU 

CxÉMåü AÉrÉÉqÉ ÌuÉMüÌxÉiÉ WûÉåiÉå eÉÉ UWåû WæÇû| xÉÉClxÉ (science) 

zÉoS MüÉ urÉuÉWûÉU ¤Éå§É oÉWÒûiÉ ÌuÉxiÉ×iÉ WûÉå cÉÑMüÉ Wæû| BYxÉTüÉåQïû 

zÉoS MüÉåzÉ qÉåÇ xÉÉClxÉ zÉoS Måü ÌlÉqlÉÍsÉZÉiÉ AjÉï ÌSrÉå aÉrÉå WæÇû | 

Science: knowledge, systema�c and formulated 
knowledge, branch of the knowledge, organized 
body of the knowledge that has been accumulated 
on a subject. Eg.: The science of op�cs, ethics, 
philosophy etc.,

xÉÇxM×üiÉ MüÉ ÌuÉ¥ÉÉlÉ zÉoS  ÍzÉsmÉ AÉæU zÉÉx§É Måü AjÉï qÉåÇ 

mÉërÉÑYiÉ WûÉåiÉÉ Wæû | xÉÇxM×üiÉ MüÉ zÉÉx§É zÉoS  zÉÉxÉç  kÉÉiÉÑ xÉå ÌlÉwmÉllÉ 

Wæû | CxÉMüÉ AjÉï Wæû  ÌuÉwÉrÉÉåÇ xÉå zÉÉÍxÉiÉ ¥ÉÉlÉ zÉÉZÉÉ  |

rÉ±ÌmÉ mÉëÉUÇÍpÉMü rÉÑaÉ qÉåÇ AlÉÑuÉÉS MåüuÉsÉ LMü urÉÉuÉWûÉËUMü ÌuÉwÉrÉ 

jÉÉ, iÉÉå pÉÏ oÉÉS qÉåÇ uÉWû ÌuÉwÉrÉÉåÇ xÉå zÉÉÍxÉiÉ WûÉålÉå sÉaÉÉ, ExÉMüÉ 

ÌuÉ¥ÉÉlÉ oÉlÉiÉÉ aÉrÉÉ | 

AlÉÑuÉÉS mÉWûsÉå xÉëÉåiÉ pÉÉwÉÉ MüÐ xÉÉqÉaÉëÏ MüÉ ÌuÉMüÉåQûÏMüUhÉ MüUiÉÉ 

Wæû, ExÉxÉå mÉëÉmiÉ xÉÉqÉaÉëÏ MüÉ sÉ¤rÉ pÉÉwÉÉ qÉåÇ MüÉåQûÏMüUhÉ MüUiÉÉ Wæû| 

CxÉ mÉëMüÉU rÉWû uÉæ¥ÉÉÌlÉMü Wæû |

eÉWûÉð uÉæ¥ÉÉÌlÉMü rÉÉ MåüuÉsÉ xÉÔcÉlÉÉ mÉëkÉÉlÉ xÉÉqÉaÉëÏ MüÉ AlÉÑuÉÉS 

ÌMürÉÉ eÉÉiÉÉ Wæû, uÉWûÉð rÉWû mÉÔhÉïiÉ: sÉÉaÉÔ WûÉåiÉÉ Wæû | MÇümrÉÔOûU AlÉÑuÉÉS 

qÉåÇ pÉÏ rÉWûÏ WûÉåiÉÉ Wæû | AaÉU AlÉÑuÉÉS MüÐ mÉëÌ¢ürÉÉ uÉæ¥ÉÉÌlÉMü lÉ 

WûÉåiÉÏ iÉÉå MÇümrÉÔOûU MüÐ xÉWûÉrÉiÉÉ xÉå AlÉÑuÉÉS MüUlÉÉ AxÉÇpÉuÉ 

WûÉåiÉÉ | 

AlÉÑuÉÉS MüÉå ÌuÉ¥ÉÉlÉ oÉiÉÉlÉå xÉå CxÉå mÉëÉM×üÌiÉMü ÌuÉ¥ÉÉlÉÉåÇ MüÐ MüÉåÌOû 

qÉåÇ lÉWûÏÇ UZÉlÉÉ cÉÉÌWûL | rÉWû ÌuÉ¥ÉÉlÉ qÉÉlÉuÉ qÉÎxiÉwMü MüÐ EmÉeÉ 

Wæû| qÉÉlÉuÉ xÉå xÉÇoÉÇÍkÉiÉ iÉiuÉÉåÇ Måü ÄeÉËUL CxÉ ÌuÉ¥ÉÉlÉ MüÉ xÉÇcÉÉsÉlÉ 

AÉæU ÌlÉrÉÇ§ÉhÉ WûÉåiÉÉ Wæû | 
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AaÉU WûqÉ mÉëzlÉ MüUåÇ ÌMü ÍcÉÌMüixÉÉ ÌuÉ¥ÉÉlÉ MüsÉÉ Wæû rÉÉ ÌuÉ¥ÉÉlÉ?

xmÉwOû WûÏ Anatomy AÉæU qÉÉlÉuÉ zÉUÏU ÌuÉ¥ÉÉlÉ, ÌuÉ¥ÉÉlÉ MüÐ 

MüÉåÌOû qÉåÇ AÉiÉå WæÇû | ÌMÇüiÉÑ UÉåaÉ ÌlÉhÉïrÉ LuÉÇ ÍcÉÌMüixÉÉ MüsÉÉmÉÔhÉï 

MüÉrÉï-MüsÉÉmÉ WæûÇ | ExÉqÉåÇ mÉëÍzÉÍ¤ÉiÉ QûÉäYOûU Måü ÍsÉL pÉÏ xÉÔfÉ-

oÉÔfÉ MüÐ eÉÃUiÉ mÉÄQûiÉÏ Wæû | AmÉlÉå mÉåzÉå MüÉå MüsÉÉ xÉqÉfÉlÉåuÉÉsÉå 

QûÉäYOûU UÉåÌaÉrÉÉåÇ MüÉ PûÏMü CsÉÉeÉ MüUiÉå WæÇû | AlÉÑuÉÉSMü LMü 

QûÉäYOûU Måü xÉqÉÉlÉ Wæû eÉÉå qÉÔsÉ  xÉëÉåiÉ MüÉå rÉÉåÇ SåZÉiÉÉ Wæû, eÉæxÉå 

ExÉMüÉ MüÉqÉ qÉÔsÉxÉëÉåiÉ MüÉå ÌuÉSåzÉÏ pÉÉwÉÉ qÉåÇ ÍsÉZÉå eÉÉlÉå Måü UÉåaÉ 

xÉå qÉÑ£ü MüUÉlÉÉ |

AlÉÑuÉÉS MüsÉÉ Wæû ...

MüD AlÉÑuÉÉS MüÉå ÌuÉ¥ÉÉlÉ xÉå oÉÄRûMüU qÉÉlÉiÉå WæÇû | AlÉÑuÉÉS, ÌuÉ¥ÉÉlÉ 

xÉå MüWûÏÇ oÉÄRûMüU LMü MüÉæzÉsÉ pÉÏ Wæû | AÇÌiÉqÉ ÌuÉzsÉåwÉhÉ xÉå rÉWû 

ÍxÉ® WûÉåiÉÉ Wæû ÌMü mÉÔhÉïiÉ: xÉÇiÉÉåwÉeÉlÉMü AlÉÑuÉÉS WûqÉåzÉÉ LMü 

MüsÉÉ UWûÉ Wæû |

Transla�on is far more than a science. It is also a skill 
and in the ul�mate analysis fully sa�sfactory 
transla�on is always an art.

AlÉÑuÉÉS MüÉå MüsÉÉ qÉÉlÉlÉå Måü mÉ¤É qÉåÇ AÉæU pÉÏ iÉMïü Wæû | AlÉÑuÉÉS 

MüÐ MÑüNû mÉËUpÉÉwÉÉLð CxÉ mÉU ÄeÉÉåU SåiÉÏ Wæû ÌMü AlÉÑuÉÉSMü MüÉå 

MüsÉÉMüÉU pÉÏ WûÉålÉÉ mÉÄQûiÉÉ Wæû | 

Interpre�ng is not everybody’s art. “Translators 
must find and reproduce the impulse of the original 
work.”- Agnayes.

The translator takes into account the effect, 
emo�on and feelings of an original language 
version, the aesthe�c form used by the original 

author as well as any informa�on in the message. 
Eg.: Transla�on of literature.

xÉëÉåiÉ pÉÉwÉÉ Måü xÉÉÌWûirÉ MüÐ xÉÉælSrÉï cÉåiÉlÉÉ, MüsÉÉmÉÔhÉï mÉërÉÉåaÉ 

AÉÌS MüÉå xÉqÉfÉlÉÉ iÉjÉÉ ExÉMüÉ mÉëpÉÉuÉzÉÉsÉÏ RÇûaÉ xÉå sÉ¤rÉ 

pÉÉwÉÉ qÉåÇ mÉëÌiÉxjÉÉmÉlÉ MüUlÉÉ MüsÉÉ qÉqÉï¥É AlÉÑuÉÉSMü ²ÉUÉ WûÏ 

xÉÇpÉuÉ Wæû | 

AlÉÑuÉÉS MüÉæzÉsÉ Wæû ... 

AlÉÑuÉÉS MüÉå ÌuÉ¥ÉÉlÉ AÉæU MüsÉÉ Måü AsÉÉuÉÉ MüÉæzÉsÉ pÉÏ qÉÉlÉÉ 

eÉÉiÉÉ Wæû | CxÉ ÌuÉcÉÉU MüÉ qÉÔsÉ pÉÉuÉ rÉWû Wæû ÌMü AlÉÑuÉÉS xÉWûeÉ 

MüsÉÉ lÉWûÏÇ Wæû | ExÉqÉåÇ mÉëÍzÉ¤ÉhÉ AÉuÉzrÉMü Wæû | uÉWû EmÉrÉÉåaÉÏ 

MüsÉÉ Wæû | ExÉå MüÉæzÉsÉ CxÉÍsÉL pÉÏ qÉÉlÉÉ eÉÉiÉÉ Wæû ÌMü ÌuÉwÉrÉ LuÉÇ 

ÌuÉkÉÉ Måü AlÉÑxÉÉU AlÉÑuÉÉS MüÉ xuÉÃmÉ oÉSsÉiÉÉ Wæû | ÎeÉxÉ mÉëMüÉU 

sÉÉåaÉ ÌuÉÍpÉllÉ MüÉæzÉsÉÉåÇ qÉåÇ AprÉÉxÉ xÉå S¤ÉiÉÉ mÉëÉmiÉ MüUiÉå WæÇû, 

ExÉÏ mÉëMüÉU ÌuÉÌuÉkÉ ¤Éå§ÉÉåÇ Måü AlÉÑuÉÉS qÉåÇ pÉÏ AprÉÉxÉ xÉå WûÏ 

MÑüzÉsÉiÉÉ mÉëÉmiÉ WûÉåiÉÏ Wæû| lrÉÉrÉÉsÉrÉ, xÉqÉÉcÉÉU mÉ§É MüÉ MüÉrÉÉïsÉrÉ, 

xÉÉkÉÉUhÉ MüÉrÉÉïsÉrÉ, aÉëljÉ mÉëMüÉzÉlÉ AÉÌS ÍpÉllÉ-ÍpÉllÉ ¤Éå§ÉÉåÇ qÉåÇ 

LMü WûÏ mÉëMüÉU MüÉ AlÉÑuÉÉS MüÉæzÉsÉ lÉWûÏÇ WûÉåiÉÉ | AsÉaÉ-AsÉaÉ 

¤Éå§É Måü ÍsÉL AsÉaÉ mÉëÌuÉÍkÉ WûÉåiÉÏ WæûÇ | ExÉMüÉ ¥ÉÉlÉ AprÉÉxÉ xÉå 

mÉëÉmiÉ ÌMürÉÉ eÉÉ xÉMüiÉÉ Wæû | rÉWû eÉÃU Wæû ÌMü ÎeÉxÉqÉåÇ AlÉÑuÉÉSMü 

MüÉå ÂÍcÉ WûÉå, uÉWû WûU ¤Éå§É qÉåÇ SÕxÉUÉåÇ MüÐ AmÉå¤ÉÉ zÉÏbÉë WûÏ 

MÑüzÉsÉiÉÉ mÉëÉmiÉ MüU xÉMüiÉÉ Wæû | 

MÑüsÉ ÍqÉsÉÉMüU WûqÉ AlÉÑuÉÉS MüÉrÉï MüÉå LMü ÌuÉ¥ÉÉlÉ MüÐ iÉUWû, 

MüsÉÉ MüÐ SØÌ¹MüÉåhÉ Måü xÉÉjÉ MÑüzÉsÉiÉÉmÉÔuÉïMü xÉÇmÉ³É ÌMüL eÉÉlÉå 

MüÉå ̀ `AlÉÑuÉÉS'' MüWû xÉMüiÉå WæÇû |

*****
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ENHANCING 
PRODUCTIVITY Vivek C Hegde,

Assistant General Manager

RO, Belagavi

Strong psychological makeup coupled with sound 
professional outlook is the mantra for enhancing 
produc�vity in a service industry like Bank. 

Ge�ng the best out of the employees is a big 
challenge and most of the �mes it is even a bigger 
challenge. What is it that makes us �ck? What 
would keep us interested in what we are doing? One 
school of thought reckons that unless we enjoy 
doing our work and take pride in it, it is difficult to 
enhance produc�vity. It is their conten�on that 
produc�vity is directly related to the psychological 
makeup of a person. The ques�on then is: how do 
we ensure that we enjoy doing our work and take 
pride in it? One way is to break the monotony. The 
monotonous job o�en results in employees losing 
interest in their job. Then there is a drop in quality of 
work. It is therefore very essen�al that we keep the 
morale of the employees high. We must ensure that 
they are in the best frame of mind to con�nue to 
give their best. One way to do that is to break the 
monotony. Encourage the employees to hold 

games, quiz compe��ons, family picnic etc. at 
regular intervals. Alterna�vely, we may hold 
informal mee�ng once a month.

 The inten�on is to indulge in random discussion. 
 Just to make it more interes�ng, in each such get-
 together, one of us will share his / her moments 
 of glory / high points, success stories in career / 
 family life or whatever.  Or, it could be on any 
 topic of his / her choice
 Just to make it even more interes�ng, let us pick 
 the name of the person by draw of lot. The 
 person whose name is picked out of the lot will 
 have the chance for freelance repor�ng. 
 Everyone will get the opportunity over a period 
 of �me

This exercise is more likely to keep the employees 
cheerful and would make them look forward to 
each day.

Involvement & Commitment
How high is your 'IQ'? I am not talking about 
'intelligence quo�ent'. On a scale of 10, how high is 
your “Involvement Quo�ent”? More than the 
intelligence, the degree of 'involvement' and 
'commitment' displayed by us in achieving the 

Article
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corporate goals is significant. Higher the “IQ”, higher 
the produc�vity. We must realize that 'there is no 
limit to what you can achieve as long as you don't 
mind somebody else taking the credit for it'.

Concern for Customers
“Customers first, customers next and customers 
forever” is the survival mantra, which we need to 
understand and prac�ce. We find that some of us 
are not exactly customer-friendly most of the �mes. 
One way to change their a�tude is to send them to a 
near-by branch and ask them to present themselves 
as customers, enquire about account opening 
details, loan facili�es and the like. They must be sent 
with specific instruc�on to mentally make note of 
the response �me, willingness, knowledge level and 
the general behavior/outlook of the staff at that 
branch. On comple�ng the role-play, they must 
report their experience to the branch head. Make 
them compare their report with what they have 
been handing it out to their own customers in the 
branch 

Obviously, their experience in the other branch 
must be in sharp contrast with their own branch. 
This would compel them to do be�er. Just to drive 
home the point, let us assume their experience was 
a bad one and they were disappointed at the 
response of the staff at the other branch. They 
would then realize how their own customers have 
been let down by rus�c behavior �me and again. 
This role-play is more likely to change their a�tude 

and make them 'a�en�ve and sensi�ve' to 
customers. Either way, it is a win-win situa�on.

Team Spirit
The success of any ins�tu�on depends on how well 
we work as a team. Individual brilliance does not 
ensure top performance consistently. The key to 
show top performance consistently is Teamwork. 
How do we ensure that we work as a team? Each one 
of us must understand the responsibility and work 
with determina�on. We quite o�en see colleagues 
taking things too personal and consequently losing 
focus. This must stop. Our Bank's goals alone should 
be the point of focus.

Leadership
We need to have a leader who is open to ideas and 
who would implement them if found suitable. All of 
us have ideas. Seldom do we try to implement them. 
The leader must believe in “i-2-i” principle. “Ideas to 

Article
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Implementa�on”. The ability to take quick 
decisions, to view situa�ons objec�vely and leading 
from the front are some of the basic criteria that 
define leadership.  A leader is one who does not 
allow things to dri�. “Make it happen” is what a 
leader believes in. The quality of leadership is one of 
the key factors that determines the efficiency of any 
organisa�on. 

Update
We need to update ourselves all the �me on ma�ers 
rela�ng to our work. This will certainly improve our 
performance. Ignorance is one of the main reasons 
for poor produc�vity. One way to update ourselves 
is to allot some �me for reading circulars, financial 
dailies / magazines. Expec�ng every one of us to do 
that is unrealis�c. We find among us a few who 
always keep themselves updated. All we need to do 
is to create an atmosphere where they would be 
happy to share their knowledge with other 
colleagues. By doing this, it would help in two ways: 
the ego of those who share their knowledge is 
sa�sfied and the remaining colleagues – who on 
their own would not have stretched that bit to up 
their knowledge level – can benefit from such 
inputs.

Posi�ve Mental A�tude
PMA is an absolute necessity. Direc�ng your 
thought process in a manner that will best suit the 
interests of the ins�tu�on is PMA. Possessing 
academically brill iant employees does not 
guarantee the growth of the ins�tu�on. The 
employees with posi�ve mental a�tude definitely 
contribute in great measure to the growth of the 
ins�tu�on. Quite o�en, we come across people with 
“if-I-don't-get-credit-you-don't-get-it-either” 
a�tude. It spells disaster. We must realize that 'a 
strong posi�ve mental a�tude will create more 
miracles than any wonder drug'

Know your top customers
Ideally, we are expected to treat all customers 
equally well. It sounds too idealis�c. And unrealis�c 
too. But then it is the primary responsibility of each 
one of us to know who our top customers are and 
treat them the way they ought to be. Each branch 
must have a list of its 20-25 top customers. Every 
employee must have a copy of it. The branch head 
must impress upon the employees to take adequate 
care of our top customers. This would ensure that 
even in the absence of the branch head, these top 
customers would receive quick & efficient service. It 
would be a good idea to even 'adopt customer'. It 
means, each employee must adopt a customer of 
his choice so that all the banking requirements of 
that par�cular customer would be taken care of by 
the employee. Branches may try “customer 
adop�on” at least in respect of top customers. 

Mo�va�on
It is necessary to keep the mo�va�on level of 
employees high for enhancing produc�vity. Regular 
promo�on process, incen�ve for extra-ordinary 
achievements, recogni�on of quality work are some 
of the ways to mo�vate employees. Generally, 
employees are of three types: outstanding 
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performers, average ones and troublemakers. 
Assuming they are in the range of 10%, 85% & 5% 
respec�vely. Take good care of the two extreme 
t y p e s ,  i . e . ,  o u t sta n d i n g  p e r fo r m e rs  a n d 
troublemakers, rest would be automa�cally taken 
care of. In short, only 15% of the employees need to 
be well-managed by adop�ng a fair policy of reward 
and punishment.
 

Discuss & Debate
Once in a fortnight, the branch head may hold 
informal “Discuss & Debate” session with staff 
members. The D & D session should last for about 30 
minutes. Such informal gathering could be used for 
discussing on various circulars, systems & 
procedures and for making a quick review of where 
we stand. We could u�lize the period to make cri�cal 
analysis of our service, customer care, follow up of 
loans, housekeeping and various other ma�ers of 
crucial importance. Encourage the staff to offer free 
and frank expression on the way the branch is 
func�oning. This is sure to draw posi�ve response 
from colleagues in such informal atmosphere to sort 
things out.

Right man for the right job
We must ensure that right person occupies the right 
place. It is very important to build a database on 
your personnel and place them accordingly. It is a 
tough job. Yet if we can get this right in all of the 
strategic business units, it would surely help in 
enhancing produc�vity. To illustrate, a Foreign 
Exchange expert should never find himself 
processing agriculture loans and vice versa.

Create back up
We must ensure that we train people and create a 
second line for smooth func�oning. A well designed 
succession plan has become an absolute necessity. 
This must be ensured at least in certain specialized 
areas like, credit appraisal / documenta�on etc. This 
way the administra�ve exigencies like transfers 
would not affect the normal func�oning. This would 
eliminate the possibility of over dependence on a 
par�cular set of employees. It makes lot of sense to 
have a succession plan at every step to take care of 
any eventuality. 

Psychological Make Up
We need to grow psychologically. We must learn to 
work as a team. We o�en come across instances 

where there is a bunch of highly talented people. 
Get them to work together and you discover that 
they fail to live up to the promise, thanks to a thing 
called EGO. Therefore, individual brilliance does not 
guarantee success. It is the mental make-up of the 
person, which is very crucial. The success of any 
organisa�on depends on its ability to get its 
employees to work as a team. To do which, we need 
to have regular sessions on inter-personal 
rela�onship, working as a team. We may think of 
hiring professional management team to visit the 
branches and impress upon its relevance in 
enhancing the produc�vity. The team must visit 
every branch at least once a year. We may even buy 
books on personality development.

*****
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aÉUÏoÉ MüÉælÉaÉUÏoÉ MüÉælÉaÉUÏoÉ MüÉælÉaÉUÏoÉ MüÉælÉaÉUÏoÉ MüÉælÉaÉUÏoÉ MüÉælÉ
mÉuÉlÉ MÑüqÉÉU
uËUwP mÉëoÉÇkÉMü

¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, UÉåWiÉMü

AÉeÉ 30 ÍxÉiÉqoÉU jÉÉ| zÉqÉÉï eÉÏ MüÉå xÉpÉÏ oÉkÉÉD Så UWåû jÉå, Så 

pÉÏ YrÉÉåÇ lÉÉ, oÉ¨ÉÏxÉ xÉÉsÉ AÉPû qÉWûÏlÉå MüÐ zÉÉlÉSÉU lÉÉæMüUÏ Måü 

oÉÉS AÉeÉ uÉÉå CxÉ MüÉrÉÉïsÉrÉ xÉå ËUOûÉrÉU WûÉå UWåû jÉå| xÉÉUÉ xOûÉTü 

oÉWÒûiÉ xÉqqÉÉlÉ MüUiÉÉ jÉÉ ElÉMüÉ| oÉÄQåû oÉÉoÉÔ Måü lÉÉqÉ xÉå mÉÑMüÉUiÉå jÉå| 

mÉëoÉÇkÉMü qÉWûÉåSrÉ pÉÏ oÉWÒûiÉ CeÄeÉiÉ MüUiÉå jÉå ElÉMüÐ, MüÉåD pÉÏ 

MüÉrÉÉïsÉrÉ qÉåÇ UÉrÉ sÉålÉÏ WûÉåiÉÏ jÉÏ iÉÉå ElÉMüÉå MåüÌoÉlÉ qÉåÇ oÉÑsÉÉiÉå jÉå| 

zÉqÉÉï eÉÏ pÉÏ MüpÉÏ AmÉlÉå AÉmÉMüÉå AMüÉEÇOåÇûOû lÉWûÏÇ xÉqÉfÉiÉå jÉå | 

MüÉrÉÉïsÉrÉ Måü xÉpÉÏ MüÉrÉï uÉÉå MüUiÉå jÉå lÉL MüqÉïcÉÉËUrÉÉåÇ MüÉå oÉŠÉåÇ 

MüÐ iÉUWû ÍxÉZÉÉiÉå jÉå, lÉL oÉŠå pÉÏ zÉqÉÉï eÉÏ Måü mÉÉðuÉ iÉMü NÕûiÉå 

jÉå|

zÉÉqÉ MüÉå MüÉrÉÉïsÉrÉ qÉåÇ ElÉMåü ÍsÉL mÉÉOûÏï UZÉÏ aÉD jÉÏ| xÉpÉÏ 

oÉkÉÉD Så UWåû jÉå| mÉëoÉÇkÉMü qÉWûÉåSrÉ lÉå ElWåÇû zÉÉäsÉ AÉåÄRûÉMüU 

xÉqqÉÉÌlÉiÉ ÌMürÉÉ| UÉiÉ MüÉå zÉqÉÉï eÉÏ lÉå pÉÏ LMü WûÉåOûsÉ qÉåÇ ÌQûlÉU 

UZÉÉ jÉÉ| xÉpÉÏ MüÉå AÉlÉå Måü ÍsÉL oÉÉåsÉ UWåû jÉå| zÉqÉÉï eÉÏ MüÐ 

mÉ¦ÉÏ, oÉåOûÏ uÉ oÉåOûÉ pÉÏ ElÉMüÉå sÉålÉå Måü ÍsÉL AÉL WÒûL jÉå| bÉU Måü 

xÉpÉÏ xÉSxrÉ xÉÉUå xOûÉTü MüÉå oÉÄQåû mrÉÉU xÉå AÉqÉÇÌ§ÉiÉ MüU UWåû jÉå| 

UÉiÉ MüÉå xÉpÉÏ xOûÉTü ÌQûlÉU Måü ÍsÉL WûÉåOûsÉ mÉWÒÇûcÉå| ÌQûlÉU MüUlÉå 

Måü oÉÉS xÉpÉÏ zÉqÉÉï eÉÏ MüÉå oÉkÉÉD Så UWåû jÉå AÉæU mÉÔNû UWåû jÉå AÉaÉå 

YrÉÉ? iÉÉå uÉÉå oÉÉåsÉå AoÉ AÇÌMüiÉ (eÉÉå ElÉMüÉ oÉåOûÉ jÉÉ) MüÉ xÉmÉlÉÉ 

mÉÔUÉ MüUlÉÉ Wæû| MüÉrÉÉïsÉrÉ qÉåÇ uÉÉå AYxÉU ÎeÉ¢ü MüUiÉå UWûiÉå jÉå ÌMü 

qÉæÇ AÇÌMüiÉ MüÉå lÉÉæMüUÏ lÉWûÏÇ MüUuÉÉlÉÉ cÉÉWûiÉÉ, qÉæÇ cÉÉWûiÉÉ WÕðû ÌMü uÉÉå 

TæüYOíûÏ sÉaÉÉrÉå AÉæU SÕxÉUÉåÇ MüÉå pÉÏ UÉÄåeÉaÉÉU Så| AÇÌMüiÉ lÉå AcNûÏ 

rÉÔÌlÉuÉÍxÉïOûÏ xÉå oÉÏ.OåûMü qÉæMåüÌlÉMüsÉ MüUlÉå Måü oÉÉS AÉD AÉD LqÉ 

CÇSÉæU xÉå LqÉ oÉÏ L ÌMürÉÉ jÉÉ AÉæU AoÉ uÉWû LMü qÉsOûÏlÉåzÉlÉsÉ 

MÇümÉlÉÏ qÉåÇ MüÉrÉïUiÉ jÉÉ|

zÉqÉÉï eÉÏ lÉå SÉålÉÉåÇ oÉŠÉåÇ MüÉå mÉÄRûÉlÉå mÉU AmÉlÉÏ xÉÉUÏ eÉqÉÉ mÉÔðeÉÏ 

ZÉcÉï MüU SÏ jÉÏ| AoÉ ElÉMåü mÉÉxÉ MüÉåD xÉåÌuÉÇaÉ lÉWûÏÇ jÉÏ| qÉMüÉlÉ 

uÉ MüÉU pÉÏ AÇÌMüiÉ lÉå sÉÉålÉ sÉåMüU sÉÏ jÉÏ| ElÉMüÐ NûÉåOûÏ oÉåOûÏ 

vuÉåiÉÉ lÉå LqÉ oÉÏ oÉÏ LxÉ TüÉClÉsÉ Måü LaÄeÉÉqÉ ÌSL jÉå| 

7 AYiÉÕoÉU MüÉå zÉqÉÉï eÉÏ MüÉrÉÉïsÉrÉ AÉL AmÉlÉå mÉÏ mÉÏ LTü, 

aÉëåcrÉÑÌO, AuÉMüÉvÉ lÉMüSÏMüUhÉû Måü mÉæxÉå sÉålÉå Måü ÍsÉL| WûqÉÉUå 

MüÉrÉÉïsÉrÉ qÉåÇ mÉåÇzÉlÉ lÉWûÏÇ jÉÏ iÉÉå mÉÏ mÉÏ LTü qÉåÇ LqmsÉÉrÉU MüÉ 

MüÊÎlOíûorÉÔzÉlÉ MüÉTüÐ AcNûÉ jÉÉ OûÉåOûsÉ LMü MüUÉåÄQû xÉÉiÉ sÉÉZÉ 

ÂmÉrÉå oÉlÉå jÉå| cÉåMü sÉålÉå Måü oÉÉS uÉÉå mÉëoÉÇkÉMü qÉWûÉåSrÉ xÉå ÍqÉsÉlÉå 

Måü ÍsÉL ElÉMåü MåüÌoÉlÉ mÉWÒÇûcÉå iÉÉå ElWûÉåÇlÉå cÉmÉUÉxÉÏ MüÉå oÉÑsÉÉMüU 

SÉå cÉÉrÉ sÉÉlÉå Måü ÍsÉL MüWûÉ| mÉëoÉÇkÉMü qÉWûÉåSrÉ lÉå zÉqÉÉï eÉÏ MüÉå 

MüWûÉ ClÉ mÉæxÉÉåÇ MüÐ oÉæÇMü rÉÉ mÉÉåxOû BÌTüxÉ qÉåÇ LTü QûÏ MüUuÉÉ 

sÉålÉÉ, 8 mÉUxÉåÇOû qÉÉÍxÉMü orÉÉeÉ ÍqÉsÉiÉÉ Wæû| zÉqÉÉï eÉÏ oÉÉåsÉå xÉU 

ClÉ mÉæxÉÉåÇ xÉå iÉÉå qÉæÇ AÇÌMüiÉ MüÉå TæüYOíûÏ sÉaÉuÉÉFÇaÉÉ, mÉëoÉÇkÉMü 

qÉWûÉåSrÉ oÉÉåsÉå zÉqÉÉï eÉÏ AmÉlÉå WûÉjÉ qÉiÉ MüOûuÉÉAÉå MüqÉ xÉå MüqÉ 

AÉkÉå mÉæxÉÉåÇ MüÐ iÉÉå LTü QûÏ oÉlÉuÉÉ sÉålÉÉ, zÉqÉÉï eÉÏ oÉÄQåû aÉÑqÉÉlÉ xÉå 

oÉÉåsÉå qÉåUå WûÉjÉ AÉæU AÉÆZÉåÇ iÉÉå AÇÌMüiÉ WæûÇ| uÉÉå cÉÉrÉ mÉÏlÉå Måü iÉÑUÇiÉ 

oÉÉS uÉWûÉÇ xÉå ÌlÉMüsÉ aÉL AÉæU xÉÏkÉÉ oÉæÇMü mÉWÒÇûcÉå AÇÌMüiÉ MüÉå pÉÏ 

ElWûÉåÇlÉå oÉæÇMü oÉÑsÉÉ ÍsÉrÉÉ, oÉæÇMü qÉælÉåeÉU xÉå ÍqÉsÉå, mÉëÉåeÉåYOû ËUmÉÉåOïû 

ElWûÉåÇlÉå mÉWûsÉå WûÏ oÉlÉuÉÉ sÉÏ jÉÏ, uÉWûÉÇ oÉæPûMüU ElWûÉåÇlÉå 

qÉælrÉÑTæüYcÉËUÇaÉ rÉÔÌlÉOû sÉaÉÉlÉå Måü ÍsÉL sÉÉålÉ MüÐ qÉÉÇaÉ MüÐ| oÉæÇMü 

qÉælÉåeÉU lÉå ElÉMüÐ TüÉCsÉ SåZÉÏ, AÇÌMüiÉ oÉÏ OåûMü uÉ LqÉ oÉÏ L qÉåÇ 

aÉÉåsQû qÉåQûÍsÉxOû jÉÉ| ExÉMüÐ YuÉÉÍsÉÌTüMåüzÉlÉ uÉ AlÉÑpÉuÉ SåZÉ 

MüU oÉæÇMü qÉælÉåeÉU lÉå iÉÑUÇiÉ WûÉð MüU SÏ| zÉqÉÉï eÉÏ lÉå qÉÉÎeÉïlÉ qÉlÉÏ Måü 

ÍsÉL LMü MüUÉåÄQû ÂmÉrÉå eÉqÉÉ MüUuÉÉ ÌSL| oÉæÇMü qÉælÉåeÉU lÉå iÉÏlÉ 

MüUÉåÄQû MüÉ sÉÉålÉ qÉÇeÉÔU MüU ÌSrÉÉ, SÉå MüUÉåÄQû MüÉ OûqÉï sÉÉålÉ uÉ LMü 

MüUÉåÄQû MüÐ uÉÌMïÇüaÉ MæüÌmÉOûsÉ ÍsÉÍqÉOû| 

zÉqÉÉï eÉÏ uÉ AÇÌMüiÉ qÉåÇ MüÉqÉ MüUlÉå MüÉ CiÉlÉÉ eÉÔlÉÔlÉ jÉÉ, 15 ÌSlÉÉåÇ 

qÉåÇ WûÏ TæüYOíûÏ xjÉÉÌmÉiÉ MüU sÉÏ, 35 sÉÉåaÉÉåÇ MüÉå ElWûÉåÇlÉå AmÉlÉÏ 

TæüYOíûÏ qÉåÇ UÉåÄeÉaÉÉU ÌSrÉÉ| TæüYOíûÏ MüÉ MüÉqÉ oÉWÒûiÉ AcNåû xÉå zÉÑÃ 

WûÉå aÉrÉÉ| AÇÌMüiÉ MüÉå oÉÄQåû-oÉÄQåû AÉQïûU ÍqÉsÉlÉå zÉÑÃ WûÉå aÉrÉå| 

lÉrÉÉ-lÉrÉÉ MüÉqÉ jÉÉ, CxÉÍsÉL AÇÌMüiÉ lÉå qÉÉÎeÉïlÉ pÉÏ oÉWÒûiÉ MüqÉ 

UZÉÉ jÉÉ| AÇÌMüiÉ MüÉå AmÉlÉå MüÉqÉ mÉå CiÉlÉÉ pÉUÉåxÉÉ jÉÉ ÌMü ExÉlÉå 

oÉæÇMü MüÉå MüWûMüU AmÉlÉå OûqÉï sÉÉålÉ MüÐ ÌMüziÉ zÉÑÃ MüUuÉÉ sÉÏ|

sÉbÑÉ MüjÉÉ
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AoÉ AÉrÉÉ 20 qÉÉcÉï, AÉeÉ SåzÉ Måü qÉÉlÉlÉÏrÉ mÉëkÉÉlÉqÉÇ§ÉÏ eÉÏ lÉå 

UÉ·í Måü lÉÉqÉ xÉlSåzÉ ÌSrÉÉ, 22 qÉÉcÉï UÌuÉuÉÉU MüÉå xÉpÉÏ eÉlÉiÉÉ xÉå 

LMü ÌSlÉ Måü ÍsÉL eÉlÉiÉÉ MünrÉÔï MüÉ AÉÀûÉlÉ ÌMürÉÉ AÉæU zÉÉqÉ MüÉå 

mÉÉÇcÉ oÉeÉå jÉÉsÉÏ AÉæU iÉÉsÉÏ oÉeÉÉMüU MüÉåUÉålÉÉ uÉÉËUrÉxÉï MüÉ 

WûÉæÇxÉsÉÉ oÉÄRûÉlÉå MüÉ AÉÀûÉlÉ ÌMürÉÉ| zÉqÉÉï eÉÏ Måü mÉÔUå mÉËUuÉÉU lÉå 

oÉÄQåû eÉÉåzÉ xÉå jÉÉsÉÏ oÉeÉÉD| 24 qÉÉcÉï MüÉå SåzÉ Måü mÉëkÉÉlÉqÉÇ§ÉÏ lÉå 

ÌTüU SåzÉ MüÉå xÉÇoÉÉåÍkÉiÉ ÌMürÉÉ AÉæU 24 qÉÉcÉï UÉiÉ 12 oÉeÉå xÉå mÉÔUå 

SåzÉ qÉåÇ 21 ÌSlÉ Måü ÍsÉL sÉÉäMüQûÉElÉ sÉaÉÉ ÌSrÉÉ| AÇÌMüiÉ MüÉå 

ExÉ ÌSlÉ oÉÄQûÉ AÉQïûU ÍqÉsÉÉ jÉÉ, ExÉlÉå MüŠå qÉÉsÉ Måü ÍsÉL 

ÍsÉÍqÉOû uÉÉsÉå ZÉÉiÉå qÉåÇ ÎeÉiÉlÉå mÉæxÉå jÉå ExÉMüÉ AÉU OûÏ eÉÏ LxÉ 

MüUuÉÉ ÌSrÉÉ| 23 iÉÉUÏZÉ MüÉå qÉzÉÏlÉ ÂMü aÉrÉÏ AÉæU MüÉqÉ PûmmÉ WûÉå 

aÉrÉÉ| zÉqÉÉï eÉÏ lÉå sÉåoÉU MüÉå TæüYOíûÏ qÉåÇ YuÉÉOïûU oÉlÉÉ MüU ÌSL WÒûL 

jÉå AÉæU uÉÉå uÉWûÏÇ UWûiÉå jÉå, zÉqÉÉï eÉÏ ElÉMåü mÉÉxÉ aÉL AÉæU ElÉxÉå 

oÉÉåsÉå AÉmÉ sÉÉåaÉ ÍcÉÇiÉÉ lÉ MüUåÇ qÉæÇ AÉmÉMüÉå 21 ÌSlÉ iÉMü MüÉ uÉåiÉlÉ 

SÕÇaÉÉ AÉæU AÉmÉlÉå rÉWûÏÇ UWûlÉÉ Wæû rÉå MüWûMüU uÉÉå uÉÉÌmÉxÉ AÉ aÉL| 

AaÉsÉå ÌSlÉ 24 iÉÉUÏZÉ MüÉå TæüYOíûÏ MüÉ aÉåOû ZÉÄQûMüÉrÉÉ aÉrÉÉ, 

ZÉÉåsÉlÉå mÉU mÉiÉÉ cÉsÉÉ ÌMü LMü LlÉ eÉÏ AÉå jÉÉ, ExÉlÉå ÄTÔüQû 

mÉæMåüOû oÉlÉÉ UZÉå jÉå ÎeÉxÉqÉåÇ AÉOûÉ, cÉÏlÉÏ, SÉsÉ, lÉqÉMü, ÍqÉcÉï, 

WûsSÏ uÉ iÉåsÉ MüÐ LMü oÉÉåiÉsÉ jÉÏ| LMü bÉÇOåû oÉÉS LMü SÕxÉUÉ LlÉ 

eÉÏ AÉå AÉrÉÉ ExÉlÉå pÉÏ mrÉÉÄeÉ, OûqÉÉOûU, xÉoeÉÏ uÉ TëÔüOû Måü mÉæMåüOû 

oÉlÉÉ UZÉå jÉå, uÉÉå pÉÏ sÉåoÉU qÉåÇ oÉÉÇOûMüU cÉsÉå aÉrÉå| zÉÉqÉ MüÉå iÉÏlÉ 

oÉeÉå LMü AÉæU LlÉ eÉÏ AÉå AÉrÉÉ ExÉlÉå ÌoÉxMÑüOû, UxÉ uÉ AlrÉ 

xÉÉqÉÉlÉ MüÉ mÉæMåüOû oÉlÉÉ UZÉÉ jÉÉ, uÉÉå pÉÏ oÉÉÇOûMüU cÉsÉå aÉL| zÉÉqÉ 

MüÉå mÉÉÇcÉ oÉeÉå LMü kÉÉÍqÉïMü xÉÇxjÉÉ AÉD ExÉlÉå WûsÉuÉÉ uÉ eÉsÉåoÉÏ 

Måü AÉkÉÉ ÌMüsÉÉåaÉëÉqÉ Måü mÉæMåüOû oÉlÉÉ UZÉå jÉå uÉÉå SåMüU cÉsÉå aÉL| 

rÉå ÍxÉsÉÍxÉsÉÉ UÉåeÉ cÉsÉlÉå sÉaÉÉ| zÉqÉÉï eÉÏ 10 iÉÉUÏZÉ MüÉå sÉåoÉU 

MüÉ uÉåiÉlÉ oÉÉðOûiÉå jÉå| ElÉMåü mÉÉxÉ uÉåiÉlÉ SålÉå Måü ÍsÉL mÉæxÉå lÉWûÏÇ jÉå, 

sÉåÌMülÉ uÉÉå uÉÉSå Måü CiÉlÉå mÉ‚åü jÉå AmÉlÉÏ xÉåÌuÉÇaÉ mÉÔUÏ ÌlÉMüÉsÉ MüU 

uÉåiÉlÉ oÉÉðOû ÌSrÉÉ AÉæU oÉÉåsÉå sÉÊMüQûÉElÉ ZÉÑsÉlÉå Måü oÉÉS AaÉsÉå 

qÉWûÏlÉå MüÉ uÉåiÉlÉ pÉÏ Så ÌSrÉÉ eÉÉLaÉÉ| 15 AmÉëæsÉ xÉå mÉWûsÉå mÉiÉÉ 

cÉsÉÉ ÌMü sÉÊMüQûÉElÉ AÉæU 15 ÌSlÉÉåÇ Måü ÍsÉL oÉÄRûÉ ÌSrÉÉ aÉrÉÉ Wæû| 

zÉqÉÉï eÉÏ Måü mÉÉxÉ LMü mÉÉD pÉÏ lÉWûÏÇ oÉcÉÏ WÒûD jÉÏ| TæüYOíûÏ MüÐ 

ÌMüziÉ, ÍsÉÍqÉOû MüÉ orÉÉeÉ, bÉU MüÐ ÌMüziÉ uÉ MüÉU MüÐ ÌMüziÉ QûçrÉÔ 

WûÉå aÉrÉÏ jÉÏ| zÉqÉÉï eÉÏ MüÐ mÉ¦ÉÏ lÉå oÉÉåsÉÉ bÉU MüÉ mÉÔUÉ UÉzÉlÉ ÄZÉiqÉ 

WûÉå aÉrÉÉ Wæû, LMü ÍsÉxOû jÉqÉÉ SÏ AÉæU oÉÉåsÉÏ bÉU qÉåÇ LMü mÉæxÉÉ pÉÏ 

lÉWûÏÇ Wæû MÑüNû mÉæxÉå pÉÏ sÉå AÉlÉÉ| zÉqÉÉï eÉÏ lÉå mÉcÉÏï eÉåoÉ qÉåÇ UZÉ 

sÉÏ AÉæU ÍxÉU fÉÑMüÉMüU cÉsÉå aÉrÉå| TæüYOíûÏ Måü qÉeÉSÕUÉåÇ Måü YuÉÉOïûU 

SÉlÉ SålÉå uÉÉsÉÉåÇ lÉå AlÉÉeÉ xÉå pÉU ÌSL jÉå, rÉå pÉÏ mÉiÉÉ cÉsÉÉ ÌMü 

AÉOåû qÉåÇ iÉÉå zÉÉrÉS MüÐÄQåû mÉÄQûlÉå zÉÑÃ WûÉå aÉrÉå jÉå| zÉqÉÉï eÉÏ MüÉå 

MüWûÏÇ xÉå pÉÏ mÉæxÉå ÍqÉsÉlÉå MüÐ EqqÉÏS lÉWûÏÇ jÉÏ, uÉWû ÌSlÉ pÉU 

xÉÉåcÉiÉå UWåû ÌMü zÉÉqÉ MüÉå bÉU qÉåÇ ZÉÉlÉÉ oÉlÉÉlÉå Måü ÍsÉL MÑüNû lÉWûÏÇ 

Wæû| zÉqÉÉï eÉÏ MüÐ mÉ¦ÉÏ lÉå MüWûÏÇ xÉå AlÉÉeÉ MüÉ mÉëoÉÇkÉ ÌMürÉÉ|

CiÉlÉå qÉåÇ mÉiÉÉ cÉsÉÉ ÌMü sÉÊMüQûÉElÉ AaÉsÉå 15 ÌSlÉÉåÇ Måü ÍsÉL 

AÉæU oÉÄRû aÉrÉÉ Wæû| AÇÌMüiÉ uÉ zÉqÉÉï eÉÏ MüÐ ÌWûqqÉiÉ eÉuÉÉoÉ Så aÉD| 

sÉåoÉU MüÉå MüWûÏÇ xÉå mÉiÉÉ cÉsÉÉ ÌMü xÉUMüÉU lÉå bÉU pÉåeÉlÉå Måü ÍsÉL 

qÉÑniÉ qÉåÇ aÉÉÌÄQûrÉÉð cÉsÉÉD WæÇû| ElWûÉåÇlÉå ZÉÉlÉå Måü oÉÄQåû-oÉÄQåû mÉÏmÉå pÉU 

ÍsÉL AÉæU zÉqÉÉï eÉÏ MüÉå xOåûzÉlÉ NûÉåÄQû MüU AÉlÉå Måü ÍsÉL oÉÉåsÉÉ| 

zÉqÉÉï eÉÏ lÉå MüWûÉ AÉmÉ sÉÉåaÉ qÉiÉ eÉÉAÉå, sÉÊMüQûÉElÉ ZÉÑsÉlÉå 

uÉÉsÉÉ Wæû, TæüYOíûÏ zÉÑÃ WûÉåaÉÏ, oÉÄQûÉ AÉQïûU Wæû, qÉÉsÉ ÌlÉMüÉsÉlÉÉ Wæû 

mÉU uÉÉå MüWûÉð xÉÑlÉlÉå uÉÉsÉå jÉå, QåûÄRû qÉWûÏlÉå MüÉ uÉåiÉlÉ sÉå cÉÑMåü jÉå 

ZÉÉlÉå-mÉÏlÉå MüÐ mÉåÌOûrÉÉÇ pÉUÏ WÒûD jÉÏûÇ, CiÉlÉå qÉåÇ AÇÌMüiÉ pÉÏ AÉ 

aÉrÉÉ, zÉqÉÉï eÉÏ uÉ AÇÌMüiÉ lÉå WûÉjÉ eÉÉåÄQûMüU sÉåoÉU MüÉå lÉÉ eÉÉlÉå Måü 

ÍsÉL oÉÉåsÉÉ, ElWûÉåÇlÉå LMü lÉ xÉÑlÉÏ AÉæU mÉÏmÉå ÍxÉU mÉU EPûÉrÉå AÉæU 

cÉsÉ ÌSL| AÇÌMüiÉ uÉ zÉqÉÉï eÉÏ MüÐ AÉÆZÉÉåÇ qÉåÇ AÉðxÉÔ jÉå, bÉU qÉåÇ 

ZÉÉlÉÉ lÉWûÏÇ jÉÉ, D LqÉ AÉD ÍxÉTïü iÉÏlÉ qÉWûÏlÉå Måü ÍsÉL LYxÉOåÇûQû 

WÒûD jÉÏ xÉUMüÉU xÉå TæüYOíûÏ ZÉÉåsÉlÉå MüÐ CeÉÉÄeÉiÉ ÍqÉsÉ aÉD jÉÏ 

sÉåÌMülÉ sÉåoÉU lÉWûÏÇ jÉÏ| oÉÉmÉ oÉåOûÉ SÉålÉÉåÇ oÉÇS mÉÄQûÏ qÉzÉÏlÉÉåÇ MüÉå 

SåZÉ UWåû jÉå, ElÉMüÐ AÉÆZÉÉåÇ qÉåÇ AÉÆxÉÔ jÉå AÉæU xÉÉåcÉ UWåû jÉå ÌMü 

`aÉUÏoÉ MüÉælÉ' |

*****

sÉbÑÉ MüjÉÉ

47 Shreyas - December 2020 - January 2021



Short Story

Rochak Dixit
Asst. Manager,
RO Meerut 

A lottery ticketA lottery ticket
Do you think that a small mistake can become a bad habit?Do you think that a small mistake can become a bad habit?

Do you believe in shortcuts?Do you believe in shortcuts?

A lottery ticket
Do you think that a small mistake can become a bad habit?

Do you believe in shortcuts?

No words can describe a father-son connect in the world. 
Niranjan and Advik Tripathi shared the same bond. A�er 
his wife's death, Niranjan took care of Advik really well. 
Advik too assisted his father in almost everything. 
Although he was a school boy, he was really mature and 
ahead of his age. Both of them lived happily and 
peacefully.

One evening, Niranjan saw his son in an unusual anxiety. 
When he asked, Advik told him that he was desperate to 
know his maths test results which were to be declared 
next day. He had worked really hard on mathema�cs in 
the last quarter and didn't want to lose even a single 
mark. Niranjan told him that he believed in his son and 
that he would score well. He also said that, even if he 
doesn't score well, there's always an op�on of working 
harder the next �me. Father's words relaxed him a li�le 
and helped him sleep.

Next day, Niranjan was back from his office a li�le early. 
He was as curious as Advik to know the test results now. 
Since Advik was not home, he headed to his son's room 
to check the result himself. He peeped into the book 
shelf and quickly found the notebook he was looking for. 
As he traversed through the pages, he saw something 
that forced him to take a stop. There was a lo�ery �cket.

What seemed like a small thing might become a problem 
in future he thought. Being a man of principles, he 
always believed in hard-work. Concepts like lo�ery, 

gambling or lucky draws didn't make any sense to him. 
Knowing about the contradic�on of his own son was set 
back to him. He wasn't angry, but suspicious to know 
what led Advik choose this path. His life experience had 
taught him that smaller mistakes if not corrected at the 
first place led to bad habits in a long run. He decided to 
talk to his son about it and explain him how shortcuts 
o�en led to problems. Niranjan sadly closed the book 
without being curious of the result anymore and le� the 
room.

Advik was back to home in the evening. As he stepped in, 
he hugged his dad �ghtly and told him that he scored full 
marks in the test. Niranjan hugged him back with all his 
love. Both, father and son, were equally happy. Niranjan 
wanted to talk about the lo�ery �cket but he decided to 
discuss a�er some �me. They sat together at the dinner 
table a�er an hour. At the dinner table, Niranjan asked 
Advik about his views on chit funds that o�en claim to 
offer unrealis�c returns on investments. Advik stated 
that whether it was earning respect or money, he didn't 
believe in shortcuts. He said that he wanted to achieve 
everything in life with his intelligence and hard work. 
Although he didn't react, he felt really sad at his 
response as he knew it was a white lie. He really believed 
that his son never lied to him. They finished their dinner 
and slept.

Niranjan le� for work a li�le early the next day. He had a 
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friend at his workplace who also had a son, slightly elder 
than Advik. He told his friend about all that happened 
and his fears about Advik's future. His son has started 
believing in shortcuts. Even worse was that he had 
started lying. Niranjan was really concerned. But luck 
was not on his side these days it seemed. In spite of 
ge�ng a healing response, his friend somehow caused 
his anxiety to grow. He told Niranjan about a boy in his 
society who had started gambling and later broke 
rela�ons with his parents. Advik's upbringing was all that 
Niranjan lived for. He decided to talk to Advik the same 
day itself.

Niranjan returned home at his usual �me. He knocked 
the door and waited for Advik to open. He wanted to 
confront Advik as soon as he opened the door, but when 
he did, it was a different story. The living room was 
innocently decorated with a 'Happy birthday' banner

right in the centre of the room. Advik screamed 'Happy 
Birthday' as his father entered the house. Niranjan has 
forgo�en his birthday while thinking about Advik the 
en�re day. He was surprised seeing all the efforts made 
by his li�le buddy. Before he could say anything, Advik 
grabbed his hand and pulled him towards the dining 
table. He asked the father to sit on a chair and close his 
eyes. Niranjan did as directed. Advik took out a small gi� 
box from his pocket and placed it on the table. He asked 
his dad to open his eyes now. Niranjan saw a gi� box 
si�ng on the table as he opened his eyes. He was happy 
as well as confused at the same �me. Did Advik win the 
lo�ery? Did he buy the lo�ery �cket to buy his dad a 
birthday present? S�ll, it was a wrong approach, he 
thought. He wanted to know. But he decided to open the 

gi� box first. What he saw le� his eyes open for a few 
seconds.

Inside the box was the same lo�ery �cket which he 
found in Advik's notebook the other day. He looked up at 
Advik, almost speechless. Unaware of his father's 
thoughts, Advik asked him to scratch the �cket. When 
Niranjan scratched it, it said 'Your favourite cake'. Next 
thing he could hear was Advik clapping.

“Congratula�ons! You are lucky and you've won a 
serving of your favourite cake!” said Advik loudly.

Then he briskly walked to the kitchen and was back with 
a bu�erscotch cake with a happy birthday tag on it. He 
had made the cake himself taking some help from 
internet and was very excited for his father's feedback. 
He had himself got the �cket printed from a nearby 
shop. Niranjan's eyes were moist now. He felt blessed to 
have a son like Advik and was even happier for not 
ruining his surprise.  He cut the cake and gave the first 
bite to Advik. He ate the next piece and praised the 
recipe generously. It was probably the best cake he had 
ever eaten. Advik was happy that his father liked it. It was 
a moment for both of them, indeed.

Misunderstanding o�en happens very quickly. Trust and 
pa�ence is the key!

*****
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rÉÉ§ÉÉ uÉ×¨ÉÉÇiÉ

pÉÉUiÉ Måü E¨ÉU qÉåÇ ÎxjÉiÉ Wæû LMü AirÉÇiÉ WûÏ xÉÑlSU UÉerÉ 

E¨ÉUÉZÉhQû | rÉWûÉÇ MüÉ MÑüqÉÉF ¤Éå§É AmÉlÉå mÉëÉM×üÌiÉMü xÉÉæÇSrÉï Måü 

xÉÉjÉ WûÏ AmÉlÉÏ LåÌiÉWûÉÍxÉMü LuÉÇ kÉÉÍqÉïMü ÌuÉUÉxÉiÉ Måü ÍsÉL 

mÉëÍxÉ® Wæû| CxÉ ¤Éå§É Måü xÉÉæÇSrÉï MüÉ xÉÉ¤ÉÉiMüÉU MüUlÉå WåûiÉÑ WûqÉlÉå 

MüÉPûaÉÉåSÉqÉ iÉMü MüÉ xÉTüU OíåûlÉ ²ÉUÉ iÉrÉ ÌMürÉÉ | uÉWûÉÇ xÉå OæûYxÉÏ 

xÉå AÉaÉå Måü xÉTüU MüÐ zÉÑÃAÉiÉ MüÐ | cÉÔÇÌMü, MüÉPûaÉÉåSÉqÉ xÉå 

ÌlÉMüsÉiÉå xÉqÉrÉ sÉaÉpÉaÉ zÉÉqÉ WûÉå aÉrÉÉ jÉÉ, AiÉÈ UÉxiÉå qÉåÇ 

pÉÏqÉiÉÉsÉ lÉÉqÉMü xjÉÉlÉ MüÉ pÉëqÉhÉ MüUiÉå WÒûL pÉuÉÉsÉÏ lÉÉqÉMü 

MüxoÉå qÉåÇ UÉÌ§É qÉåÇ PûWûUlÉå MüÉ ÌlÉ¶ÉrÉ ÌMürÉÉ| pÉuÉÉsÉÏ LMü NûÉåOûÉ xÉÉ 

zÉÉÇiÉ ZÉÔoÉxÉÔUiÉ xjÉÉlÉ Wæû eÉWûÉÇ mÉU AÉaÉå Måü xÉTüU xÉå mÉÔuÉï UÉÌ§É 

ÌuÉ´ÉÉqÉ WåûiÉÑ AÉmÉ PûWûU xÉMüiÉå WæûÇ|

rÉ±ÌmÉ rÉWû eÉÔlÉ MüÉ qÉWûÏlÉÉ jÉÉ mÉUliÉÑ rÉWûÉÇ qÉÉæxÉqÉ qÉåÇ UÉiÉ MüÉå 

MüÉTüÐ PÇQMü jÉÏ| AaÉsÉå ÌSlÉ mÉëÉiÉÈ rÉWûÉÇ xÉå WqÉ OæûYxÉÏ ²ÉUÉ 

ÌlÉMüsÉå LuÉÇ UÉlÉÏZÉåiÉ mÉWÒÇûcÉåÇ eÉÉå ÌMü ¤Éå§É MüÉ mÉëÍxÉ® mÉrÉïOûlÉ 

xjÉsÉ Wæû| UÉxiÉå MüÉ A°ÒiÉ xÉÉæÇSrÉï LuÉÇ zÉÑ® uÉÉiÉÉuÉUhÉ oÉåWûS 

AÉMüÌwÉïiÉ MüUiÉÉ Wæû| xjÉÉlÉÏrÉ aÉÉåsTü MüÉåxÉï oÉåWûS AÉMüwÉïMü Wæû eÉÉå 

ÌMü cÉÉUÉåÇ AÉåU xÉå ZÉÔoÉxÉÔUiÉ FÆcÉå bÉlÉå uÉ×¤ÉÉåÇ xÉå ÍbÉUÉ Wæû LuÉÇ 

ExÉMåü oÉÏcÉ xÉå WûÉåiÉÏ WÒûD xÉÄQûMü xÉå rÉÉ§ÉÉ MüUlÉÉ, AirÉÇiÉ 

ZÉÔoÉxÉÔUiÉ AlÉÑpÉuÉ WûÉåiÉÉ Wæû| LMü mÉrÉïOûMü Måü ÃmÉ qÉåÇ WûqÉåÇ iÉÉå rÉÉ§ÉÉ 

MüÉ AÉlÉÇS WûÉåiÉÉ Wæû mÉUliÉÑ SÕUxjÉ xjÉÉlÉ WûÉålÉå Måü MüÉUhÉ MüD oÉÉU 

rÉWûÉÇ AÉuÉzrÉMü uÉxiÉÑAÉåÇ MüÐ AÉmÉÔÌiÉï pÉÏ lÉWûÏÇ WûÉå mÉÉiÉÏ Wæû| mÉUliÉÑ 

xjÉÉlÉÏrÉ sÉÉåaÉ AÉmÉMüÐ oÉWÒûiÉ xÉWûÉrÉiÉÉ MüUiÉå WæûÇ| CxÉMüÉ ESÉWûUhÉ 

WûqÉåÇ UÉxiÉå qÉåÇ SåZÉlÉå MüÉå ÍqÉsÉÉ eÉoÉ LMü mÉåOíûÉåsÉ mÉÇmÉ mÉU mÉåOíûÉåsÉ 

EmÉsÉokÉ lÉWûÏÇ jÉÉ LuÉÇ WûqÉÉUå QíûÉDuÉU lÉå pÉÉaÉ SÉæÄQûMüU xjÉÉlÉÏrÉ 

sÉÉåaÉÉåÇ xÉå mÉåOíûÉåsÉ MüÐ urÉuÉxjÉÉ MüÐ | mÉëM×üÌiÉ MüÐ ÌlÉqÉïsÉiÉÉ Måü 

xÉÉjÉ WûÏ rÉWûÉÇ Måü sÉÉåaÉÉåÇ Måü qÉlÉ MüÐ ÌlÉqÉïsÉiÉÉ SåZÉMüU WûqÉ 

pÉÉuÉÌuÉpÉÉåU WûÉå aÉrÉå |

AoÉ WûqÉÉUÉ mÉWûsÉÉ qÉÑZrÉ sÉ¤rÉ UÉlÉÏZÉåiÉ xÉå sÉaÉpÉaÉ 30 

ÌMüsÉÉåqÉÏOûU SÕU ÎxjÉiÉ MüOûÉUqÉsÉ lÉÉqÉMü xjÉÉlÉ jÉÉ eÉWûÉÇ 

mÉWÒÇûcÉMüU WûqÉ qÉÇ§ÉqÉÑakÉ WûÉåMüU UWû aÉrÉå| CxÉ SÕUxjÉ ÌlÉeÉïlÉ xjÉÉlÉ 

mÉU ÎxjÉiÉ Wæû LMü AirÉÇiÉ WûÏ mÉëÉcÉÏlÉ LuÉÇ mÉëÍxÉ® xÉÔrÉï qÉÇÌSU| rÉWû 

sÉaÉpÉaÉ iÉåUWûuÉÏÇ zÉiÉÉoSÏ qÉåÇ ÌlÉÍqÉïiÉ Wæû LuÉÇ lÉ MåüuÉsÉ E¨ÉUÉZÉhQû 

oÉÎsMü xÉqmÉÔhÉï SåzÉ MüÐ LMü oÉåWûS xÉÑlSU LuÉÇ AsÉÉæÌMüMü mÉëÉcÉÏlÉ 

ÌuÉUÉxÉiÉ Wæû| AmÉlÉÏ pÉurÉ ÌuÉUÉxÉiÉ MüÉ AirÉÇiÉ xÉWûeÉ LuÉÇ xÉUsÉ 

ÃmÉ qÉåÇ mÉëSzÉïlÉ MüUiÉÉ WÒûAÉ MüOûÉUqÉsÉ MüÉ rÉWû ZÉÔoÉxÉÔUiÉ qÉÇÌSU 

CÌiÉWûÉxÉ Måü uÉæpÉuÉ MüÉå SzÉÉïiÉÉ Wæû| rÉWûÉÇ AÉMüU AÉmÉ rÉWû qÉWûxÉÔxÉ 

MüUiÉå WæÇû ÌMü WûqÉÉUå SåzÉ MüÐ xÉÉÇxM×üÌiÉMü kÉUÉåWûU ÌMüiÉlÉÏ AqÉÔsrÉ 

Wæû LuÉÇ CxÉ SÕU SUÉÄeÉ Måü ¤Éå§É qÉåÇ ÎxjÉiÉ CxÉ xÉÔrÉï qÉÇÌSU MüÐ 

pÉurÉiÉÉ xÉå zÉÉrÉS oÉWÒûiÉ xÉå sÉÉåaÉ mÉËUÍcÉiÉ lÉWûÏÇ WæûÇ| rÉWûÉÇ CxÉ 

qÉÇÌSU iÉMü mÉWÒÇûcÉlÉå Måü ÍsÉrÉå qÉÑZrÉ qÉÉaÉï xÉå sÉaÉpÉaÉ iÉÏlÉ 

ÌMüsÉÉåqÉÏOûU FmÉU LMü mÉWûÉÄQûÏ mÉU cÉÄRûMüU eÉÉlÉÉ WûÉåiÉÉ Wæû| CxÉMåü 

mÉËUxÉU qÉåÇ AlÉåMü NûÉåOåû qÉÇÌSU pÉÏ WæûÇ eÉÉå mÉëMØüÌiÉ MüÐ NûOûÉ ÌoÉZÉåUiÉå 

WæÇû| mÉÉxÉ WûÏ ÎxjÉiÉ LMü mÉËUuÉÉU lÉå WûqÉåÇ cÉÉrÉ mÉU AÉqÉÇÌ§ÉiÉ ÌMürÉÉ 

LuÉÇ UÉÌ§É ÌuÉ´ÉÉqÉ MüÉ pÉÏ AÉaÉëWû ÌMürÉÉ eÉÉå rÉWûÉÇ Måü ÌlÉuÉÉÍxÉrÉÉåÇ 

MüÐ xÉWûeÉiÉÉ LuÉÇ xÉ™SrÉiÉÉ MüÉå SzÉÉïiÉÉ Wæû| cÉÉrÉ mÉÏMüU WûqÉlÉå ExÉ 

mÉËUuÉÉU xÉå ÌuÉSÉ sÉÏ LuÉÇ AÉaÉå xÉÉåqÉåµÉU lÉÉqÉMü LMü NûÉåOåû xÉå aÉÉÇuÉ 

qÉåÇ LMü aÉåxOû WûÉExÉ qÉåÇ UÉÌ§É ÌuÉ´ÉÉqÉ ÌMürÉÉ | rÉWûÉÇ mÉU mÉëÉiÉÈ 

ÍzÉuÉeÉÏ Måü qÉÇÌSU qÉåÇ SzÉïlÉ ÌMürÉå LuÉÇ iÉimÉ¶ÉÉiÉ, WqÉ sÉaÉpÉaÉ 

10.45 oÉeÉå MüÉæxÉÉlÉÏ mÉWÒÇûcÉåÇ eÉÉå ÌMü MÑüqÉÉFÇ ¤Éå§É MüÉ mÉëÍxÉ® 

mÉrÉïOûlÉ xjÉsÉ Wæû| ÌTüU AÉaÉå oÉæeÉlÉÉjÉ lÉÉqÉMü xjÉÉlÉ mÉU 9uÉÏÇ LuÉÇ 

MüOûÉUqÉsÉ MüÐ ÌuÉUÉxÉiÉ LuÉÇ MüOûÉUqÉsÉ MüÐ ÌuÉUÉxÉiÉ LuÉÇ 

´ÉÏ eÉÉaÉåµÉU MüÉ AÉzÉÏuÉÉïS´ÉÏ eÉÉaÉåµÉU MüÉ AÉzÉÏuÉÉïS

MüOûÉUqÉsÉ MüÐ ÌuÉUÉxÉiÉ LuÉÇ 

´ÉÏ eÉÉaÉåµÉU MüÉ AÉzÉÏuÉÉïS

MüOûÉUqÉsÉ MüÐ ÌuÉUÉxÉiÉ LuÉÇ MüOûÉUqÉsÉ MüÐ ÌuÉUÉxÉiÉ LuÉÇ 

´ÉÏ eÉÉaÉåµÉU MüÉ AÉzÉÏuÉÉïS´ÉÏ eÉÉaÉåµÉU MüÉ AÉzÉÏuÉÉïS

MüOûÉUqÉsÉ MüÐ ÌuÉUÉxÉiÉ LuÉÇ 

´ÉÏ eÉÉaÉåµÉU MüÉ AÉzÉÏuÉÉïS
ÌuÉeÉrÉ LxÉ mÉÉaÉå 
L.ÎZÉ.mÉ.

MÑüÇeÉlÉ lÉaÉU vÉÉZÉÉ
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rÉÉ§ÉÉ uÉ×¨ÉÉÇiÉ

10uÉÏÇ zÉiÉÉoSÏ Måü mÉëÉcÉÏlÉ qÉÇÌSUÉåÇ Måü SzÉïlÉ ÌMürÉå| ClÉ qÉÇÌSUÉåÇ MüÐ 

rÉWû ÌuÉzÉåwÉiÉÉ Wæû ÌMü rÉWûÉÇ qÉÉð mÉÉuÉïiÉÏ MüÐ qÉÔÌiÉï qÉåÇ 26 AlrÉ qÉÔÌiÉïrÉÉÇ 

pÉÏ oÉlÉÏ WÒûD WæÇû eÉÉå ÌMü oÉåWûS ZÉÔoÉxÉÔUiÉÏ xÉå mÉijÉUÉåÇ mÉU ÌlÉÍqÉïiÉ Wæû| 

rÉWû MüsÉÉiqÉMüiÉÉ MüÉ A°ÒiÉ lÉqÉÔlÉÉ mÉëxiÉÑiÉ MüUiÉÏ Wæû| 

rÉWûÉÇ xÉå sÉaÉpÉaÉ 20 ÌMüsÉÉåqÉÏOûU MüÐ SÕUÏ mÉU ́ ÉÏ oÉÉaÉåµÉU qÉÇÌSU 

Wæû ÎeÉxÉMåü oÉÉUå qÉåÇ LåxÉÏ qÉÉlrÉiÉÉ Wæû ÌMü CxÉ ¤Éå§É qÉåÇ pÉaÉuÉÉlÉ 

ÍzÉuÉeÉÏ lÉå oÉÉbÉ Måü ÃmÉ qÉåÇ pÉëqÉhÉ ÌMürÉÉ jÉÉ ÎeÉxÉMåü MüÉUhÉ 

CxÉMüÉ mÉëÉcÉÏlÉ lÉÉqÉ urÉÉbÉëåµÉU pÉÏ Wæû|

oÉÉaÉåµÉU qÉåÇ cÉÔÇÌMü, SzÉïlÉ Måü mÉ¶ÉÉiÉç zÉÉqÉ WûÉå aÉD jÉÏ, AiÉÈ 

AsqÉÉåÄQûÉ AÉMüU UÉÌ§É ÌuÉ´ÉÉqÉ, qÉÊsÉ UÉåQû ÎxjÉiÉ LMü aÉåxOû 

WûÉFxÉ qÉåÇ ÌMürÉÉ | 

WûqÉÉUÉ AaÉsÉÉ sÉ¤rÉ jÉÉ sÉaÉpÉaÉ 35 ÌMüsÉÉåqÉÏOûU SÕU eÉÇaÉsÉ Måü 

oÉÏcÉ qÉåÇ ÎxjÉiÉ E¨ÉUÉZÉhQû MüÉ mÉëÍxÉ® eÉÉaÉåµÉU qÉÇÌSU | rÉWû 

qÉÇÌSU pÉaÉuÉÉlÉ zÉÇMüU eÉÏ MüÉå xÉqÉÌmÉïiÉ Wæû LuÉÇ sÉaÉpÉaÉ 1200 

uÉwÉÉåïÇ xÉå pÉÏ AÍkÉMü mÉëÉcÉÏlÉ Wæû| CxÉ qÉÇÌSU Måü mÉËUxÉU qÉåÇ 125 

AlrÉ NûÉåOåû qÉÇÌSU WæûÇ ÎeÉlÉqÉåÇ ÍzÉuÉÍsÉÇaÉ xjÉÉÌmÉiÉ WæûÇ| xÉqmÉÔhÉï 

mÉËUxÉU ÍzÉuÉqÉrÉ mÉëiÉÏiÉ WûÉåiÉÉ Wæû LuÉÇ pÉÌ£ü MüÐ pÉÉuÉlÉÉ xÉå qÉlÉ pÉU 

eÉÉiÉÉ Wæû| CiÉlÉÏ mÉëÉcÉÏlÉ ÌuÉUÉxÉiÉ ÎeÉxÉMüÐ pÉurÉiÉÉ SåZÉiÉå WûÏ 

oÉlÉiÉÏ Wæû| CiÉlÉÏ SÕU ÎxjÉiÉ CxÉ xjÉÉlÉ mÉU AÉMüU pÉaÉuÉÉlÉ 

eÉÉaÉåµÉU MüÉ AÉzÉÏuÉÉïS mÉÉMüU WûqÉlÉå AmÉlÉå AÉmÉMüÉå oÉWÒûiÉ 

xÉÉæpÉÉarÉzÉÉsÉÏ xÉqÉfÉÉ YrÉÉåÇÌMü eÉÏuÉlÉ qÉåÇ LåxÉå AuÉxÉU MüqÉ WûÏ 

AÉiÉå WæûÇ eÉoÉ AÉmÉMüÉå CiÉlÉå SÕU eÉÇaÉsÉ qÉåÇ LMüÉÇiÉ qÉåÇ ÎxjÉiÉ LåxÉå 

mÉëÉcÉÏlÉ kÉÉÍqÉïMü xjÉsÉ mÉU AÉlÉå MüÉ AuÉxÉU mÉëÉmiÉ WûÉå| xÉæMüÄQûÉåÇ 

uÉwÉÉåïÇ mÉÔuÉï MüÐ iÉMülÉÏMü SåZÉMüU WûqÉ pÉÏ SÇaÉ UWû aÉrÉå | MüiÉÉUoÉ® 

qÉÇÌSUÉåÇ MüÐ ´É×ÇZÉsÉÉ AÌ²iÉÏrÉ MüsÉÉ MüÉ lÉqÉÔlÉÉ Wæû| mÉijÉUÉåÇ mÉU 

iÉUÉzÉÏ aÉD xÉÑÇSU qÉÔÌiÉïrÉÉÇ mÉëÌiÉqÉÉLð mÉëÉcÉÏlÉ MüÉsÉ MüÐ MüsÉÉ MüÐ 

xÉqÉ×Î® MüÉå SzÉÉïiÉÏ WæÇû|

CxÉ xjÉÉlÉ xÉå uÉÉmÉxÉÏ qÉåÇ ́ ÉÏ QÉÄQåvuÉU lÉÉqÉMü qÉÇÌSU qÉåÇ pÉÏ SzÉïlÉ 

ÌMürÉå eÉWûÉÇ mÉU LMü cÉ ûÉlÉ (cÉÉÇS) Måü ÃmÉ qÉåÇ ÍzÉuÉeÉÏ Måü SzÉïlÉ 

WûÉåiÉå WæûÇ| lÉÉaÉU zÉæsÉÏ qÉåÇ MüirÉÑUÏ zÉÉxÉMüÉåÇ ²ÉUÉ ÌlÉÍqÉïiÉ rÉWû qÉÇÌSU 

AiÉÏiÉ Måü uÉæpÉuÉ MüÉ mÉËUcÉrÉ MüUÉiÉÉ Wæ| iÉimÉ¶ÉÉiÉ, sÉaÉpÉaÉ 8 

ÌMüsÉÉåqÉÏOûU MüÐ SÕUÏ mÉU ÍcÉiÉD aÉÉåsÉÔ qÉWûÉUÉeÉ MüÉ qÉÇÌSU Wæû| 

CxÉMüÐ rÉWû ÌuÉzÉåwÉiÉÉ Wæû ÌMü rÉWûÉÇ qÉ³ÉiÉ qÉÉÇaÉlÉå Måü xÉÉjÉ-xÉÉjÉ 

bÉÇÌOûrÉÉÇ cÉÄRûÉD eÉÉiÉÏ WæûÇ LuÉÇ sÉÉåaÉ mÉcÉÏï ÍsÉZÉMüU rÉWûÉÇ iÉMü ÌMü 

xOåÇûmÉ mÉåmÉU mÉU pÉÏ qÉ³ÉiÉ ÍsÉZÉMüU qÉÇÌSU qÉåÇ xÉqÉÌmÉïiÉ MüUiÉå WæûÇ| 

AaÉsÉå ÌSlÉ mÉëÉiÉÈ ÌlÉMüsÉMüU WqÉ SÉåmÉWûU LMü oÉeÉå mÉëÍxÉ® xjÉsÉ 

lÉælÉÏiÉÉsÉ mÉWÒÇûcÉåÇ LuÉÇ rÉWûÉÇ MüÐ lÉælÉÏ fÉÏsÉ qÉåÇ lÉÉæMüÉ ÌuÉWûÉU MüÉ 

AÉlÉÇS ÍsÉrÉÉ | ZÉÔoÉxÉÔUiÉ mÉWûÉÌÄQûrÉÉåÇ Måü oÉÏcÉ qÉåÇ ÎxjÉiÉ rÉW fÉÏsÉ 

AirÉÇiÉ UqÉhÉÏrÉ Wæû| qÉÉð lÉælÉÉSåuÉÏ MüÉ AÉzÉÏuÉÉïS sÉåMüU ÌlÉMüsÉå LuÉÇ 

UÉiÉ MüÉå MüÉPûaÉÉåSÉqÉ xÉå OíåûlÉ xÉå uÉÉmÉxÉÏ rÉÉ§ÉÉ mÉëÉUÇpÉ MüÐ iÉjÉÉ 

uÉÉmÉxÉ AÉ aÉrÉå|

WûqÉÉUÏ CxÉ rÉÉ§ÉÉ MüÉ E¬åzrÉ AÉmÉMüÉå LåxÉå mÉrÉïOûlÉ xjÉsÉÉåÇ LuÉÇ 

SzÉïlÉÏrÉ xjÉsÉÉåÇ MüÐ eÉÉlÉMüÉUÏ SålÉÉ jÉÉ eÉÉå SÒaÉïqÉ-SÕUxjÉ xjÉÉlÉÉåÇ 

qÉåÇ ÎxjÉiÉ WæûÇ mÉUliÉÑ eÉWûÉÇ eÉÉMüU AÉmÉ WûqÉÉUå SåzÉ MüÐ qÉWûÉlÉ 

A°ÒiÉ LuÉÇ MüsÉÉ xÉå mÉËUmÉÔhÉï ÌuÉUÉxÉiÉ xÉå mÉËUÍcÉiÉ WûÉåiÉå WæûÇ|

WûqÉÉUÏ CxÉ rÉÉ§ÉÉ qÉåÇ E¨ÉUÉZÉhQû UÉerÉ Måü SÕUaÉÉqÉÏ ¤Éå§ÉÉåÇ qÉåÇ ÎxjÉiÉ 

qÉÑZrÉiÉÈ kÉÉÍqÉïMü xjÉsÉ zÉÉÍqÉsÉ jÉå| mÉëÉM×üÌiÉMü xÉÑlSUiÉÉ iÉÉå mÉÔUÏ 

rÉÉ§ÉÉ qÉåÇ WûqÉÉUå xÉWûrÉÉ§ÉÏ MüÐ iÉUWû WûÏ WûqÉÉUå xÉÉjÉ jÉÏ| WûUå-pÉUå 

UÉlÉÏZÉåiÉ-MüÉæxÉÉlÉÏ MüÐ PûÇQûÏ WûuÉÉAÉåÇ lÉå qÉlÉ mÉëTÑüÎssÉiÉ ÌMürÉÉ iÉÉå 

zÉiÉÉÎoSrÉÉåÇ mÉÑUÉlÉå xÉÔrÉï qÉÇÌSU MüÐ MüsÉÉiqÉMüiÉÉ lÉå qÉlÉ qÉÉåWû ÍsÉrÉÉ| 

pÉaÉuÉÉlÉ eÉÉaÉåµÉU Måü ÌSurÉ SzÉïlÉÉåÇ xÉå AÉkrÉÉÎiqÉMü xÉÇiÉÑÌ¹ MüÐ 

AlÉÑpÉÔÌiÉ WÒûD LuÉÇ FðcÉå-lÉÏcÉå bÉÑqÉÉuÉSÉU UÉxiÉÉåÇ lÉå UÉåqÉÉÇcÉ EimÉ³É 

ÌMürÉÉ | CxÉ ¤Éå§É Måü ÌlÉuÉÉÍxÉrÉÉåÇ lÉå AmÉlÉÏ xÉÉSaÉÏ xÉå WûqÉÉUÉ qÉlÉ 

AÉlÉÇS xÉå pÉU ÌSrÉÉ | AsqÉÉåÄQûÉ MüÐ mÉëÍxÉ® oÉÉsÉ ÍqÉPûÉD lÉå rÉÉ§ÉÉ 

MüÐ ÍqÉPûÉxÉ MüÉå SÉåaÉÑlÉÉ MüU ÌSrÉÉ | DµÉU MüÐ M×ümÉÉ LuÉÇ AÉzÉÏuÉÉïS 

xÉå rÉÉ§ÉÉ xÉMÑüzÉsÉ mÉÔhÉï WÒûD |

*****
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Vignettes from the pastVignettes from the pastVignettes from the past

We have an interes�ng picture of banking prac�ces of 
the thir�es from U.K. Kini who re�red in September 1975 
as General Manager:

''Even up to the for�es, that is, for about 35 to 38 years of 
our Bank's life, the main business was  Bills- What we 
now call Accommoda�on Bills… Two merchants would 
join together and for the sake of capital they would 
borrow money. One would draw a bill and the other 
would discount it. He, in turn, would draw a bill on the 
other. So the Bills were being discounted purely on the 
basis of the ability and financial standing of the par�es. 
No ques�on of the par�es. No ques�on of any security. 
Purely on their financial stability-they were personal.

Gold Loans and personal overdra�s
“And Bills was the main business. Gold loans was another 
major area, because it was secured. So all the branches 
used to have lots of gold loans. Till the 1940s, the gold 
loan business was very much prevalent. Therea�er the 
Canara Bank slowly stopped gran�ng gold loans and took 
to other kinds. Produce loans were also very few in those 
days. And produce loans meant that they used to keep 
the godowns locked under the Bank's key. No ques�on of 
any open loans in those days. Open loans came much 
later. So the business was restricted to these things only 
and personal overdra� (of `30, 000 maximum) on 
personal security. All the business were known to the 
Bank, Known to the Directors. And they had full 
confidence in the par�es. So they had no hesita�on in 
giving the limits to these people. And the Bank never 
suffered a loss on account of them.”

Banks did not a�ract job seekers
U.K. Kini joined the Bank in 1939. C.G. Kini who re�red as 
Deputy General Manager in1973, had joined the bank in 
1934. Their tes�mony on the working of the Bank in the 
thir�es is revealing. Jobs then, were hard to get, one was 
lucky to get a place in any capacity in Canara Bank Ltd. As 
C.G. Kini put it:

“We were unpaid appren�ces-officer-trainees. 
Recruitment was very small. B.V Bhandary was recruited 
a few months earlier to me. Both of us were transferred 
to Bombay (as officer-trainees). Remunera�on was not 
given for the first six months. But because we were to 
work in Bombay, we were paid about `30 and provided 
free quarters…

Canara Bank had good reputa�on even in those days. 
Not only that, employment chances were very few. 
Especially in South Kanara, my classmates were aspiring 
to be teachers or employees in Canara Bank. A teacher's 
profession was considered to be more remunera�ve in 
those days. A graduate teacher in a High School could  
expect `50 to `60, whereas salaries in a bank were 
lower…”

Integrity was important
U.K. Kini had much the same thing to say:

“To tell you frankly, in those days we had very few 
op�ons. One was joining a school as a teacher: the other 
was joining a bank.

“I tried to get a teacher's job, but it was not available. I 
joined Canara Bank…because it so happened that my 
elders were known to some Directors, and it was easier 
to get a job. There were no examina�ons conducted, no 
Banking Service Recruitment Board, nothing. Just an 
interview. 

“In those days the bank was very small, and it was not as 
if there were innumerable vacancies to be filled up. So 
there was a restric�on on the recruitment and they used 
to look to the family of the person applying for the job. 
That was very important those days. Everyone who 
applied was from a known family. You see, the whole 
work in a Bank is dependent on the integrity of the 
employee. So they were very par�cular about the family. 
So that was how I managed to get a job...”

And S.R. Prabhu, who joined Canara Bank In 1938 and 
re�red as General Manager, put it this way:

“…..The job was not readily given. There was on 
recruitment. However, as a special case, I was allowed to 
work at Kasargod with no responsibility on the Bank's 
part to take me in service. But I took my chance. I did not 
even join as a staff. I had no salary. In the fi�h month, I 
received a le�er saying that from the sixth month I will 
be given `20 a month. Out of `20, five annas (30 paise) 
were deducted, at  the rate of one quarter anna a rupee 
for a Guarantee Fund (against any fraud, etc.). It was not 
refundable!”

to be contd..
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Abhijith N Rao,
Officer, 
PM Sec�on, HR Wing

The Signi�cance of The Signi�cance of 
effective leadershipeffective leadership
The Signi�cance of 
effective leadership

Human society has transcended from being a primi�ve 
hunter- gatherer to one where we have gained the 
capacity to alter our environment to suit our needs. It 
has also brought complex needs in every sphere of our 
existence and the need for effec�ve leadership becomes 
all the more relevant. Leadership is not a concept which 
can be strait jacketed. It is a complex phenomenon, 
which requires a deep understanding of human wants 
and how we func�on when we form associa�ons with 
some common objec�ves.

Firstly, the term“Leadership”, acknowledges the fact that 
it aims to lead a body of individuals who are emo�onal

beings with needs and wants of various degrees. The 
individuals cannot be treated in a transac�onal way and 
the no�on of reward and punishment has long ceased to 
be the prime mover of mo�va�on. Any successful 
leadership should understand and resolve the emo�onal 
conflicts of the individuals at all stages to ensure the 
presence of individual not only in physical form but also 
mentally and emo�onally.

Leadership; can be collec�ve or individual, apparent or 

impercep�ble, top down or bo�om up or in any other of 
its mul�ple avatars. The idea of Leadership is not to be 
construed as constant and that which can be applied 
without the assessment of the situa�on at hand. It needs 
to be dynamic and should suit itself to the needs of the 
organiza�on and not to be forgo�en, that of the 
individuals also. Leadership is about leading from the 
front when situa�on demands and also be able to take a 
back seat and drive the individuals towards collec�ve 
growth. A leadership which is not fluidic and not 
amenable to changes shall put in more impediments 
than enable the individuals in achieving the task at hand.

Further, the prime mo�ve of any Leadership shall be the 
greater good of all the individuals of the organiza�on. 
Then the organiza�on shall accelerate on auto gear, 
because there shall be no differen�a�on between 
organiza�onal goals and individual goals. This might 
sound Utopian, but there are instances wherein the 
whole has come together not as sum of its parts, to 
achieve what has been thought as impossible. Great 
organiza�ons have built this sense of belonging and 
shared objec�ves which has sustained them through 
harsh �mes.

Communica�on is the most important requirement of a 
successfu l  leadership.  Effec�ve and Efficient 

Article
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communica�on percolates the aims and objec�ves of 
the organiza�on to the last of the individual. Efficient 
channels of communica�on enable the leadership to
obtain feedback from the lower rungs of the 
organiza�on which will further aid in future proofing the 
Organiza�on and also to op�mally u�lize the available 
resources. The greatest of leadership in the course of 
human history has been made possible through effec�ve 
communica�on. 

As men�oned earlier, human society has reached the 
stage of manipula�ng the environment to suit our needs. 
Would this have been possible, if not for the ability of 
human mind to adopt to changes. Change is the only 
constant and any leadership to be able survive, if not 
flourish needs to be adaptable to change. Change can be 
external or internal, it can be posi�ve or nega�ve. 
Effec�ve leadership is one, where any change is 
predicted and proper course correc�on is made. Cliché 
as it may sound, but don't we all know the story of 
Samsung and Nokia.

Finally, effec�ve leadership is about being future proof. 
Not all of us can be Nostradamus and can predict the 
future and be so sure of it, that we publish books on our 
predic�ons. But great leadership consists of having a 
vision for the future and ways and means to accomplish 
the vision. It consists of enabling the vision in other 
individuals and making them emo�onally connect 
through persuasion and communica�on.

Abraham Lincoln, who led America through its Civil War, 
abolished slavery and modernizing the economy of USA, 

was an angry man. But he never came across as 
intemperate. Whenever, Lincoln was angry on some of 
his people, he would write harsh le�ers. Lincoln used to 
call them “Hot le�er”, which he never posted. In 
conclusion, Leadership is not just about posi�on, power 
or authority. It is about discre�on, empathy, emo�ons, 
decision making and all the other values and morals 
which make us human. As they say, a knife is a tool, you 
can either use it to kill someone or to chop vegetables. 
The former a crime and the la�er helps feed hungry 
stomachs. Similarly, leadership is a tool, which can shape 
the future of the individuals and the society at large. 
How effec�ve one makes use of them is a for all of us to 
watch for.

*****
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Homage

Death, said Milton, is the golden key 
that opens the palace of eternity. 

Name Designa�on Branch Expired onStaff No

Shreyas, in homage to Canbank’s  departed souls, 
pray that they rest in bliss, in the eternal palace.

HKP

SENIOR MANAGER

CLERK 

SWO A

PTE(1/2)

SWO A

ARMED GUARD

SWO B

HKP

ATTENDER

ATTENDER

DAFTARY 

OFFICER

HKP

CLERK 

SWO A

AGM

DAFTARY 

DRIVER CUM PEON

SAHDAFTARY

ATTENDER

SR. BR. MANAGER

C.M.

SR. BR. MANAGER 

SWO A 

ARMED GUARD

SWO A 

SENIOR MANAGER

DAFTARY 

SWO A 

HKP 

C.M

KHIRERIKHAL

HEAD OFFICE BENGALURU

DELHI C R BLDG I P ESTATE

KUTTIKKATTOOR 

TRIPUNITHURA

BARAPIND N R I 

CHENNAI NANGANALLUR

ALLAHABAD 

BENGALURU BENSON TOWN 

PALIDEVAD

COIMBATORE OPPANKARA STREET

BENGALURU RMV EXTN CUR CHEST

HEAD OFFICE BENGALURU 

DELHI GOLE MARKET

KHUDANAPURHONAGANAHALLI

KADAPA II NGO COLONY

KARNATAKA GRAMINA BANK

VEERA DESAI ROAD

NORTH DELHI REGIONAL OFFICE

 DARAUNDA

DELHI KHAN MARKET

 JUGSALAI BRANCH

PANIPAT MAIN

CHANDIGARH REGIONAL OFFICE

MYSURU N R MOHALLA 

CHAPRA TELPA

PORT BLAIR ANDAMAN

DHARMASALA

VELLORE CUR CHEST

CHENNAI KOTTURPURAM

HOSHINGABAD 

28-06-2020

03-10-2020

04-10-2020

05-10-2020

07-10-2020

07-10-2020

10-10-2020

20-10-2020

22-10-2020

24-10-2020

26-10-2020

27-10-2020

28-10-2020

29-10-2020

04-11-2020

14-11-2020

16-11-2020

17-11-2020

20-11-2020

21-11-2020

21-11-2020

24-11-2020

26-11-2020

27-11-2020

27-11-2020

30-11-2020

02-12-2020

11-12-2020

14-12-2020

21-12-2020

24-12-2020

26-12-2020

80777

458126

676427

108903

530110

64445

74477

465704

72112

354976

731238

65665

44984

55804

457213

57861

46874

64151

74918

63510

494294

570912

70598

553049

65689

68917

69131

65408

59143

58691

63313

43245

DARSHAN DAS   

SHASHIKANTHA H S    

JATINDER KAUR  

REJU CHANDRAN K P   

MARY VIMALA P J   

SATNAM  

J SAMUEL RAVIKUMAR    

KESHAV KUMAR   

MALAYADRI D   

PRADIP B SATRANGE    

D JAYAPRAKASH   

CHANDRASHEKAR S  

SHANTHA KUMARI K  

JUGALKISHORE    

YALLAPPA S  

B D CHENNA REDDY    

S J F RAVINDRANATH

UDAY R PEDNEKAR   

M RAJU    

LALL BABU  

RAJU SINGH   

MANISH KUMAR VERMA   

NARESH PRASAD    

MADHU SUDAN  

CHANNAPPA D 

SHYAM SUNDER SINGH 

ANDREW 

SANJEEV KUMAR    

LAXMI   

S NEELAKANDAN 

R KRISHNAMOORTHI 

D D KUWLEKAR  

MANGALURU SPECIALISED SME BRANCH
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In September 2009 an 18 minute video about “How great leaders inspire 
ac�on” by Simon Sinek became viral. It went on to become one of the most 
watched videos on TED (Technology, Entertainment, Design) / YouTube 
pla�orm with over 54 million views. The video spurred debates galore and 
as an a�ermath, Simon had to accede to the repeated pleas of his fans to 
come out with a book based on the same theme. So “Start with Why” was 
published in the year 2009 and became an instant hit. The books talks 
about certain innate characteris�cs that great leaders possess which gives 
them the predilec�on to inspire people around them. More importantly 
Simon Sinek, through this book, proves that this trait is not something 
exclusive to a select lot but it's something that we all can learn. 

The author draws examples from life of certain individuals / organisa�ons 
who/that have made it big because of that extra factor prevalent in them. 
The books starts with why Wilbur & Orville Wright were able to succeed where as be�er-equipped, be�er 
–funded and be�er educated team of Samuel Pierpont Langley's couldn't OR why Apple Inc is considered to 
be one of the most inspiring places to work whereas other computer making companies couldn't stand up 
to the changing norms of the world OR why Mar�n Luther King Jr was able to inspire millions of people , 
inspire a country itself to change for the good whereas many other charisma�c and mo�va�onal leaders 
couldn't. The reason, the author says is that all these individuals and organisa�ons embodied the pa�ern of 
advancing their ideas and vision. In fact they all “Started with Why”.

Simon Sinek , at this juncture , ushers in the concept “Golden Circle” which was inspired by the Golden Ra�o 
– a simple mathema�cal rela�onship that has mys�fied the mathema�cians, the biologists, the musicians 
and the ar�sts since the beginning of history. The Golden Circle comprises of 3 concentric circles with 
“WHY” being at the centre (circle) followed by “HOW” and “WHAT” depic�ng the remaining 2 circles. The 
author says every single company / individual knows “WHAT” they do, some companies and individuals 
know “HOW” they do WHAT they do, but very few companies / individuals can ar�culate “WHY” they do 
what they do. By WHY, the author means the purpose, cause or belief. Most of the companies/ individuals 
think, act or communicate from outside in, ie from What to why – from the clearest to the fuzziest thing, but 
not the inspired companies or the inspired individuals. They all think, act and communicate from inside out, 
start with the purpose and the belief and that according to the author makes all the difference.  

In one sense the book is about marke�ng, about how inspira�on is more effec�ve in influencing human 
behaviour than manipula�ng. In another sense the book ins�gates us to think about what 
brings meaning to our lives. It is a must read for individuals who really want to make a 
difference to the people around them by ge�ng a clear vision of what it takes to lead and 
inspire people. 

Kishore Thampi

Book Review

START WITH WHYSTART WITH WHY
How great leaders inspire everyone to take action

START WITH WHY
How great leaders inspire everyone to take action

— Simon Sinek



ÌSlÉÉÇMü 07.01.2021 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ, mÉOûlÉÉ qÉåÇ AÉrÉÉåÎeÉiÉ UhÉlÉÏÌiÉ oÉæPûMü Måü SÉæUÉlÉ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉÉåÇ, DLsÉoÉÏ, uÉÏLsÉoÉÏ AÉæU ZÉÑSUÉ AÉÎxiÉ MåülSìÉåÇ Måü 

MüÉrÉïÌlÉwmÉÉSlÉ MüÐ xÉqÉÏ¤ÉÉ MüUiÉå WÒûL xÉÑ´ÉÏ L qÉÍhÉqÉåZÉsÉæ, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü | ÍcÉ§É qÉåÇ ́ ÉÏ TëåÇüÎYsÉlÉ xÉåsuÉMÑüqÉÉU L, qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ LcÉ zÉåwÉÌaÉËUSÉxÉ, 

qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ Måü xÉÏ OÒûQÒû, EmÉ qÉWûÉ mÉëoÉÇkÉMü pÉÏ ÌSZÉÉD Så UWåû WæÇû|

Ms. A Manimekhalai, ED reviewing the performance of ROs, ELB, VLBs & RAHs during the Strategy Meet held in CO, Patna on 
07.01.2021. Sri Franklin Selvakumar A, Sri H Sheshagiridas, GMs and Sri K C Tudu, DGM are also seen.

ÌSlÉÉÇMü 30.12.2020 MüÉå xÉÇmÉ³É ´ÉårÉxÉ xÉsÉÉWûMüÉU xÉWû mÉÑxiÉMüÉsÉrÉ EmÉ xÉÍqÉÌiÉ MüÐ oÉæPûMü qÉåÇ mÉëSÍzÉïiÉ  ́ ÉårÉxÉ AÉæU  MåülÉUÉ erÉÉåÌiÉ  mÉÌ§ÉMüÉAÉåÇ MüÉå mÉëÉmiÉ 

LoÉÏxÉÏAÉD mÉÑUxMüÉU | ÍcÉ§É qÉåÇ ́ ÉÏ LqÉ Måü UÌuÉM×üwhÉlÉ, EmÉ qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ uÉÏ UÉqÉcÉÇSìÉ, qÉÑZrÉ qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ LxÉ SåuÉlÉÉUÉrÉhÉlÉ, uÉËU¸ mÉëoÉÇkÉMü, ́ ÉÏ LsÉ 

uÉÏ AÉU mÉëxÉÉS, qÉÑZrÉ qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ LxÉ zÉÇMüU, qÉWûÉ mÉëoÉÇkÉMü, QûÊ UÎzqÉ Ì§ÉmÉÉPûÏ, EmÉ qÉWûÉ mÉëoÉÇkÉMü AÉæU ́ ÉÏ LcÉ LqÉ oÉxÉuÉUÉeÉ, EmÉ qÉWûÉ mÉëoÉÇkÉMü pÉÏ 

ÌSZÉÉD Så UWåû WæÇû|

ABCI awards won by Shreyas and Canara Jyo� magazines displayed at the Shreyas Advisory cum Library sub Commi�ee mee�ng 
held on 30.12.2020. Sri M K Ravi Krishnan, DGM,  Sri V Ramachandra, CGM, Sri S Devanarayanan, Sr Manager, Sri L V R Prasad, 
CGM, Sri. S Shankar, GM, Dr. Rashmi Thripa�, DGM and Sri H M Basavaraja, DGM are seen in the picture.






