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Dear Canarites,

The country has been bravely comba�ng and steering 
through the challenges posed by Covid-19 pandemic 
for over 6 months now. The banking sector, being the 
fulcrum of the economy has seen one of the toughest 
�mes but has embraced it with renewed vigour and 
enthusiasm and our Bank has played a crucial and 
indelible part in this endeavour. 

Canara Bank has risen to the occasion and transformed 
its working algorithm to ensure business con�nuity 
while according utmost priority to the safety of our 
staff. The smooth func�oning of the Bank and ensuring 
constant financial support to our customers would not 
have been possible without the undeterred support of 
the Canara Bank family. Hence, I complement the 
sincerity and hard work put in by each one of you in 
these challenging �mes. With your con�nued 
determina�on, go-ge�er a�tude and vigour, I am 
confident that we will walk firm on the road ahead.

Nevertheless, the challenges looming over the 
economy and the banking sector at this juncture are 
severe. The first half on this financial year is nearing an 
end and s�ll the business of our Bank has not been on 
expected lines. Economic momentum is gradually 
picking up but the transi�on is expected to be slow and 
the economic recovery may take longer. Hence, I urge 
each one of you to be more proac�ve and adap�ve and 
explore further opportuni�es to improve our business 
parameters. Various campaigns organised by our Bank 
including Special Gold Loan Campaign and Mega 
Agriculture Disbursement Campaign, with a view to 
improve our credit por�olio have yielded posi�ve 
results. Leveraging further on these ini�a�ves and 
looking beyond the visible challenges to explore 
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mÉëoÉÇkÉ ÌlÉSåvÉMü uÉ 

qÉÑZrÉ MüÉrÉïmÉÉsÉMü AÌkÉMüÉUÏ 

MüÉ xÉÇSåvÉ

ÌmÉërÉ MåülÉUÉCOèxÉ, 

MüÉåÌuÉQû -19 qÉWûÉqÉÉUÏ ²ÉUÉ EimÉ³É cÉÑlÉÉæÌiÉrÉÉåÇ xÉå 6 qÉWûÏlÉå xÉå 

AÍkÉMü xÉqÉrÉ xÉå SåzÉ oÉWûÉSÒUÏ xÉå qÉÑMüÉoÉsÉÉ MüU UWûÉ Wæû| oÉæÇÌMÇüaÉ 

¤Éå§É, AjÉïurÉuÉxjÉÉ MüÉ AÉkÉÉU Wæû, ÎeÉxÉlÉå xÉoÉxÉå MüÌPûlÉ xÉqÉrÉ qÉåÇ 

xÉå LMü MüÉå SåZÉÉ Wæû sÉåÌMülÉ CxÉå lÉL eÉÉåzÉ AÉæU EixÉÉWû Måü xÉÉjÉ 

AmÉlÉÉrÉÉ Wæû AÉæU WûqÉÉUå oÉæÇMü lÉå CxÉ mÉërÉÉxÉ qÉåÇ LMü qÉWûiuÉmÉÔhÉï AÉæU 

AÍqÉOû pÉÔÍqÉMüÉ ÌlÉpÉÉD Wæû| MåülÉUÉ oÉæÇMü lÉå CxÉ AuÉxÉU mÉU 

mÉëÉjÉÍqÉMüiÉÉ Måü AlÉÑxÉÉU AmÉlÉå MüqÉïcÉÉËUrÉÉåÇ MüÐ xÉÑU¤ÉÉ AÉæU urÉÉmÉÉU 

ÌlÉUÇiÉUiÉÉ xÉÑÌlÉÍ¶ÉiÉ MüUlÉå Måü ÍsÉL AmÉlÉå MüÉqÉMüÉeÉ MüÐ mÉ®ÌiÉ qÉåÇ 

mÉËUuÉiÉïlÉ ÌMürÉÉ Wæû| MåülÉUÉ oÉæÇMü mÉËUuÉÉU Måü xÉqÉjÉïlÉ Måü ÌoÉlÉÉ oÉæÇMü MüÉ 

xÉÑcÉÉÃ MüÉqÉMüÉeÉ AÉæU WûqÉÉUå aÉëÉWûMüÉåÇ MüÉå ÌlÉUÇiÉU ÌuÉ¨ÉÏrÉ xÉWûÉrÉiÉÉ 

xÉÑÌlÉÍ¶ÉiÉ MüUlÉÉ xÉÇpÉuÉ lÉWûÏÇ WûÉåiÉÉ | CxÉÍsÉL, qÉæÇ CxÉ cÉÑlÉÉæiÉÏmÉÔhÉï 

xÉqÉrÉ qÉåÇ AÉmÉ qÉåÇ xÉå WûU LMü Måü ²ÉUÉ MüÐ aÉD DqÉÉlÉSÉUÏ AÉæU MüÄQûÏ 

qÉåWûlÉiÉ MüÐ mÉëzÉÇxÉÉ MüUiÉÉ WÕðû | AÉmÉMåü SØÄRû ÌlÉ¶ÉrÉ, E±ÍqÉiÉÉmÉÔhÉï 

urÉuÉWûÉU AÉæU eÉÉåzÉ Måü xÉÉjÉ, qÉÑfÉå ÌuÉµÉÉxÉ Wæû ÌMü WûqÉ AÉaÉå MüÐ 

UÉWû mÉU qÉeÉoÉÔiÉÏ xÉå cÉsÉåÇaÉå|

ÌTüU pÉÏ, CxÉ qÉÉåÄQû mÉU AjÉïurÉuÉxjÉÉ AÉæU oÉæÇÌMÇüaÉ ¤Éå§É qÉåÇ oÉÄRûiÉÏ 

cÉÑlÉÉæÌiÉrÉÉÇ aÉÇpÉÏU WæÇû| CxÉ ÌuÉ¨ÉÏrÉ uÉwÉï MüÐ mÉWûsÉÏ NûqÉÉWûÏ sÉaÉpÉaÉ 

xÉqÉÉmiÉ WûÉå UWûÏ Wæû AÉæU ApÉÏ pÉÏ WûqÉÉUå oÉæÇMü MüÉ MüÉUÉåoÉÉU EqqÉÏS 

Måü qÉÑiÉÉÌoÉMü lÉWûÏÇ cÉsÉ UWûÉ Wæû | AÉÍjÉïMü aÉÌiÉ kÉÏUå-kÉÏUå oÉÄRû UWûÏ Wæû 

sÉåÌMülÉ mÉËUuÉiÉïlÉ kÉÏqÉÉ WûÉålÉå MüÐ EqqÉÏS Wæû AÉæU AÉÍjÉïMü xÉÑkÉÉU qÉåÇ 

AÍkÉMü xÉqÉrÉ sÉaÉ xÉMüiÉÉ Wæû| CxÉÍsÉL, qÉæÇ AÉmÉ qÉåÇ xÉå mÉëirÉåMü xÉå 

AÍkÉMü xÉÌ¢ürÉ AÉæU AlÉÑMÔüsÉ WûÉålÉå AÉæU WûqÉÉUå urÉÉmÉÉU qÉÉmÉSÇQûÉåÇ qÉåÇ 

xÉÑkÉÉU MüUlÉå Måü ÍsÉL AÉaÉå Måü AuÉxÉUÉåÇ MüÉ mÉiÉÉ sÉaÉÉlÉå MüÉ AÉaÉëWû 

MüUiÉÉ WÕðû | WûqÉÉUå oÉæÇMü ²ÉUÉ AÉrÉÉåÎeÉiÉ ÌuÉzÉåwÉ AÍpÉrÉÉlÉ, ÎeÉxÉqÉåÇ 

ÌuÉzÉåwÉ xuÉhÉï GhÉ AÍpÉrÉÉlÉ AÉæU ÌuÉzÉÉsÉ M×üÌwÉ xÉÇÌuÉiÉUhÉ AÍpÉrÉÉlÉ 

zÉÉÍqÉsÉ WæÇû, xÉå WûqÉÉUå ¢åüÌQûOû mÉÉåOïûTüÉåÍsÉrÉÉå qÉåÇ xÉÑkÉÉU Måü ÍsÉL 

xÉMüÉUÉiqÉMü mÉËUhÉÉqÉ ÍqÉsÉå WæÇû| ClÉ mÉWûsÉÉåÇ mÉU AÉaÉå oÉÄRûlÉå AÉæU 

urÉÉmÉÉU Måü AuÉxÉUÉåÇ MüÉ mÉiÉÉ sÉaÉÉlÉå Måü ÍsÉL SØzrÉ cÉÑlÉÉæÌiÉrÉÉåÇ xÉå mÉUå 

SåZÉlÉå xÉå oÉæÇMü Måü mÉëSzÉïlÉ qÉåÇ qÉSS ÍqÉsÉåaÉÏ |



business opportuni�es will aid the performance of the 
Bank.   

The pandemic is a severe exogenous shock that has 
affected consumer sen�ment in an unprecedented 
manner and call for unconven�onal response 
measures. Consequently, aggressive marke�ng of our 
products, which already has a brand value and is now 
embedded with more added features assumes greater 
importance. We need to revisit and revamp our 
marke�ng strategy in tune with the needs and 
preferences of the customers and improve the efficacy 
of our sales. A cri�cal element of this is the involvement 
of each Canarite in the Bank's marke�ng efforts, 
assuming a role in the sales team to sell and cross sell 
our products. I urge each one of you to be a brand 
ambassador of the Bank for effec�ve marke�ng of our 
products. 

The current challenges have reinstated the importance 
of figh�ng a ba�le together and joining hands towards 
a common cause. One of the pivots of the unity in 
diversity in our country and a sense of togetherness is 
the commonality of a language. September month has 
been celebrated as Hindi month in our Bank, with 
numerous contests for the promo�on of Hindi. Usage 
of Hindi along with other regional language should be 
leveraged further for crea�ng a be�er rapport and 
effec�ve communica�on with our customers.  

While you have been pu�ng in our sincere efforts, the 
�me in hand is less and the path to the year-end goals 
long and challenging. With only 6 months remaining in 
this financial year, I urge every one of you to innovate, 
dedicate and work cohesively to rise above the current 
challenges, emerge successful and achieve greater 
milestones for yourself and the Bank. 

Together we can 

With warm regards,

Yours Sincerely,

L V Prabhakar
Managing Director & CEO
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qÉWûÉqÉÉUÏ LMü aÉÇpÉÏU oÉÉ½ AÉbÉÉiÉ Wæû ÎeÉxÉlÉå LMü ApÉÔiÉmÉÔuÉï iÉUÏMåü 

xÉå EmÉpÉÉå£üÉ MüÐ pÉÉuÉlÉÉ MüÉå mÉëpÉÉÌuÉiÉ ÌMürÉÉ Wæû AÉæU AmÉUÇmÉUÉaÉiÉ 

mÉëÌiÉÌ¢ürÉÉ EmÉÉrÉÉåÇ MüÐ qÉÉÇaÉ MüUiÉÉ Wæû| TüsÉxuÉÃmÉ , WûqÉÉUå EimÉÉSÉåÇ 

MüÉ AÉ¢üÉqÉMü ÌuÉmÉhÉlÉ, ÎeÉxÉMüÉ mÉWûsÉå xÉå WûÏ LMü oÉëÉÇQû qÉÔsrÉ Wæû 

AÉæU eÉÉå AoÉ AÍkÉMü xÉÑÌuÉkÉÉAÉåÇ Måü xÉÉjÉ EmÉsÉokÉ Wæû, AÍkÉMü 

qÉWûiuÉ UZÉiÉÉ Wæû|

WûqÉåÇ aÉëÉWûMüÉåÇ MüÐ eÉÃUiÉÉåÇ AÉæU mÉëÉjÉÍqÉMüiÉÉAÉåÇ Måü AlÉÑÃmÉ AmÉlÉÏ 

qÉÉMåïüÌOÇûaÉ UhÉlÉÏÌiÉ qÉåÇ mÉÑlÉUÉuÉsÉÉåMülÉ AÉæU xÉÑkÉÉU  MüUiÉå WÒûL WûqÉÉUÏ 

ÌoÉ¢üÏ MüÐ mÉëpÉÉuÉMüÉËUiÉÉ qÉåÇ xÉÑkÉÉU MüUlÉÉ WûÉåaÉÉ | CxÉMüÉ LMü 

qÉWûiuÉmÉÔhÉï iÉiuÉ oÉæÇMü Måü ÌuÉmÉhÉlÉ mÉërÉÉxÉÉåÇ qÉåÇ mÉëirÉåMü MåülÉUÉCOû MüÐ 

pÉÉaÉÏSÉUÏ Wæû, eÉÉå WûqÉÉUå EimÉÉSÉåÇ MüÉå oÉåcÉlÉå Måü ÍsÉL ÌoÉ¢üÏ OûÏqÉ qÉåÇ 

pÉÔÍqÉMüÉ ÌlÉpÉÉiÉÉ Wæû| qÉæÇ AÉmÉ xÉpÉÏ xÉå AÉaÉëWû MüUiÉÉ WÕÇû ÌMü WûqÉÉUå 

EimÉÉSÉåÇ Måü mÉëpÉÉuÉÏ ÌuÉmÉhÉlÉ Måü ÍsÉL oÉæÇMü MüÉ oÉëÉÇQû LÇoÉåxÉQûU oÉlÉåÇ |

uÉiÉïqÉÉlÉ cÉÑlÉÉæÌiÉrÉÉåÇ lÉå LMü xÉÉjÉ xÉÇbÉwÉï MüUlÉå AÉæU LMü xÉÉfÉÉ 

E¬åzrÉ Måü ÍsÉL WûÉjÉ ÍqÉsÉÉlÉå Måü qÉWûiuÉ MüÉå oÉWûÉsÉ ÌMürÉÉ Wæû| WûqÉÉUå 

SåzÉ qÉåÇ AlÉåMüiÉÉ qÉåÇ LMüiÉÉ MüÉ AÉæU LMüeÉÑOûiÉÉ MüÐ pÉÉuÉlÉÉ MüÉ 

qÉÑZrÉ AÉkÉÉU pÉÉwÉÉ MüÐ xÉqÉÉlÉiÉÉ Wæû| WûqÉÉUå oÉæÇMü qÉåÇ ÍxÉiÉÇoÉU qÉWûÏlÉå 

MüÉå ÌWÇûSÏ qÉWûÏlÉå Måü ÃmÉ qÉåÇ qÉlÉÉrÉÉ eÉÉiÉÉ Wæû, ÎeÉxÉqÉåÇ ÌWÇûSÏ Måü 

mÉëcÉÉU-mÉëxÉÉU Måü ÍsÉL MüD mÉëÌiÉrÉÉåÌaÉiÉÉLÇ WûÉåiÉÏ WæÇû| AlrÉ ¤Éå§ÉÏrÉ 

pÉÉwÉÉ Måü xÉÉjÉ ÌWÇûSÏ MüÉ EmÉrÉÉåaÉ WûqÉÉUå aÉëÉWûMüÉåÇ Måü xÉÉjÉ oÉåWûiÉU 

iÉÉsÉqÉåsÉ AÉæU mÉëpÉÉuÉÏ xÉÇcÉÉU oÉlÉÉlÉå Måü ÍsÉL ÌMürÉÉ eÉÉlÉÉ cÉÉÌWûL|

eÉoÉ AÉmÉ AmÉlÉå DqÉÉlÉSÉU mÉërÉÉxÉÉåÇ qÉåÇ sÉaÉå WÒûL WæÇû, iÉÉå uÉÉÌwÉïMü 

sÉ¤rÉÉåÇ Måü ÍsÉL WûqÉÉUå mÉÉxÉ xÉqÉrÉ MüqÉ Wæû AÉæU rÉWû sÉÇoÉÉ AÉæU 

cÉÑlÉÉæiÉÏmÉÔhÉï qÉÉaÉï Wæû | CxÉ ÌuÉ¨ÉÏrÉ uÉwÉï qÉåÇ MåüuÉsÉ 6 qÉWûÏlÉå zÉåwÉ UWûiÉå 

WÒûL, qÉæÇ AÉmÉ qÉåÇ xÉå WûU LMü xÉå AÉaÉëWû MüUiÉÉ WÕÇû ÌMü uÉiÉïqÉÉlÉ 

cÉÑlÉÉæÌiÉrÉÉåÇ xÉå FmÉU EPûMüU, xÉTüsÉ WûÉåMüU EpÉUåÇ AÉæU AmÉlÉå AÉæU 

oÉæÇMü Måü ÍsÉL AÍkÉMü xÉå AÍkÉMü EmÉsÉÎokÉrÉÉÇ mÉëÉmiÉ MüUåÇ |

UWåû xÉÇaÉ, oÉÄRåû xÉÇaÉ 

WûÉÌSïMü zÉÑpÉMüÉqÉlÉÉAÉåÇ xÉÌWûiÉ, 

pÉuÉSÏrÉ, 

LsÉ uÉÏ mÉëpÉÉMüU 

mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ MüÉrÉïmÉÉsÉMü AÍkÉMüÉUÏ 



New Chief General Managers’ Message

It's indeed a moment of joy & pride to be elevated as Chief General Manager in our Great 
Organiza�on. I must a�ribute my eleva�on to my seniors and fellow colleagues who have 
shown confidence in me, supported & guided me throughout my journey spanning over 
three decades.

In every decade there were/are challenges in banking. As the banking canvas enlarged 
compe��on became more intense. As the global & domes�c economic scenario kept 
changing so the challenges. The new year 2020 began with global pandemic which severely 
impacted every businesses and lives across the globe.

This has thrown new and extreme challenges before Banking viz. Keeping morale of the 
human assets high, helping the MSME's by financial assistance ,maintaining the quality of assets, close monitoring 
of loans and mobilising resources in the present circumstances. Challenges are plenty and new challenges come 
with new opportuni�es too.

These situa�ons separate men from boys. Quote“when �mes are tough like this and they are certainly challenging 
it is not a �me to recoil or retreat from the situa�on. You have got to be strong and you have got to play your plan 
out as best you can.”--- Kevin Smith.

I must express my gra�tude towards my well wishers colleagues and family members who have been constantly 
very suppor�ve.

I rededicate myself to this great organisa�on with great zeal and commitment.

With best wishes and regards,

Sandeep J. Gaware
Chief General Manager

Its an incredible honour for me to serve this great ins�tu�on in the capacity of Chief 

General Manager. I thank Almighty and would like to express my sincere gra�tude to the 

management of bank. This has been possible only with guidance and support of my 

colleagues and family who have stood by me at all �mes.

This is a cri�cal �me for the industry with lot of uncertainty and challenges, no doubt, but 

we need to work together to convert challenges to opportuni�es to keep our Bank's flag 

high in this tes�ng �me. 

We have to reinvent our business strategies with leverage on our digital capabili�es. 

I strongly believe that smart working with technology support, judicious and �mely decision is the success 

mantra, which results in customer elite. For this, we need to put up team spirit at the heart of what we do. Its 

�me to get back to basics, strengthen execu�on with up-to-date product and process  knowledge.

We together will emerge stronger with relentless focus on customers and preparedness to challenge ourselves 

and take decision.

Chief General Manager

4´ÉårÉxÉ - AaÉxiÉ - ÌxÉiÉqoÉU 2020

Take care and keep everyone safe and healthy.

With best wishes & warm regards,

P Santosh
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It is a great honour to get the promo�on as Chief General Manager. I express my deep 
sense of gra�tude to the top management for giving me ample opportuni�es in the past, 
and now the present one, and for their faith and confidence reposed in my abili�es. I also 
like to thank my colleagues in the branches, Regional Offices and Circle Office for their 
excellent support but for which this might not have possible. The support and trust from 
all the corners indeed is the strength for me to drive the business, to deal with the issues 
whether simple or complex with fairness, firmness and maturity without favour or fear 
to march forward with great sa�sfac�on.

I am fortunate to witness and to be part of this great Bank for more than three decades. Now, it is one of the 
big, great and good banks of the country. According to me, to be successful in the Bank, one has to develop 
the art of con�nuous and systema�c follow-up, deliver whatever is promised and make the decisions fast, be 
honest and transparent.

I strongly feel that our Bank is having tremendous poten�al to be the number one in the industry having 
wonderful performing human assets. I once again thank everyone for the opportunity provided. And I 
rededicate myself to serve the great organisa�on with utmost devo�on.

With best wishes and Warm Regards.

I Shabbir Hussain
Chief General Manager

5 Shreyas - August - September 2020

A�er dedica�ng 8 years in various Defence Establishments, I joined this great ins�tu�on 
on 7th March 1994 and since then cherished every moment of this journey opening to 
new visions and greater experiences.

Our Founding Principles. 1. To remove Supers��on and ignorance. 2. To spread 
educa�on among all to sub-serve the first principle. 3. To inculcate the habit of thri� and 
savings. 4. To transform the financial ins�tu�on not only as the financial heart of the 
community but the social heart as well. 5. To assist the needy. 6. To work with sense of 
service and dedica�on. 7. To develop a concern for fellow human being and sensi�vity to 
the surroundings with a view to make changes/remove hardships and sufferings.

Above 7 founding principles given by our great founder gives an inner connect and like many, moved me also. 
It has inspired to redefine the work life. "Serving to Grow, Growing to Serve" has always been a management 
mantra filled with sanatansamskara, in which a karmyogi follows the Bhak� marg. The contentment we 
derive a�er enthusias�c and commi�ed service is always the highest reward, we earn in life�me. In today's 
technology driven new age, I would urge my young colleagues to relate themselves with our great tradi�ons, 
value system and heritage and also to pass it on to next genera�ons in its pris�ne form. As we ac�vely pursue 
new areas of business, let us remain commi�ed to our enduring mission to enrich society through our 
collec�ve exper�se. Let us contribute our fullest to make our Na�on gain past glory of being Vishwa Guru and 
make our Bank the best Bank of the Country. Together we can.

Ravi Prakash Jaiswal
General Manager

New General Managers’ Message



Making  sure everybody in the organisa�on has great opportuni�es, has a meaningful impact 
and is contribu�ng to the good of society is all along the  tradi�on and culture of our 
esteemed organisa�on. This has facilitated all the deserving employees reach the peak in the 
career path and deliver the best. I am delighted to be one of such privileged  employees and 
extremely grateful for having been promoted as a General Manager.

During the course of my 36 years of service, Canara Bank has taken me through a roller 
coaster ride with so many peaks and valleys, only to make me a be�er person in the 
organisa�on. Bank has served as an incubator and has paved way for my successful 
professional as well as personal life.

It has given me the opportunity to network and work with a diverse group of people across different posi�ons, from 
various backgrounds. I am grateful for all the support and love this organiza�on has shown, from the start of my 
career as a Clerk. 

With this eleva�on in my career, I wish to con�nue to push my limits to show excellence in performance. I dedicate 
myself to the cause of taking the Bank's name to greater heights and contribute more for the good of society. I am 
delighted to step on to the next phase of my beau�ful journey in this organiza�on.

“We are what we repeatedly do. Excellence, then, is not an act but a habit.”

Together we can.

P Ramasubramanian
General Manager

New General Managers’ Message

On this occasion of my eleva�on as General Manager of this great ins�tu�on coming from a 
humble background, it gives me utmost sa�sfac�on that I could scale up to this coveted 
posi�on. I thank the management who bestowed faith in my abili�es. I also take this 
opportunity to thank my colleagues and well-wishers who guided and supported my career 
and helped me in moving up the ladder. With all sincerity, humility and respect I remember all 
those who moulded me and my career to be what I am today.

Looking back at the path traversed by me, over the years with all humility I acknowledge the 
opportuni�es and exposure provided to me by the Bank in different aspects of banking 

opera�ons. 

In the present challenging circumstances it is all the more important and necessary to achieve the corporate goals. 
In the past also the Bank has successfully crossed several hurdles, came out victorious, emerging as one of the 
country's pioneering banks.

Our Bank is a local bank for Indians and a global bank for Interna�onal customers. We are a mul�na�onal banker par 
excellence. The basis of progress is sincerity, honesty, dedica�on, integrity and pride with which we worked for our 
beloved ins�tu�on. With these characteris�cs, when we con�nue to work the Bank will reach greater heights in the 
days ahead. 

Being at the corporate office, I assure the people down the line that I stand by your side and work along with you in 
taking our ins�tu�on to greater heights.

Let us live up to the corporate tag line -TOGETHER WE CAN! 

Thanking you all,

H Seshagiridas
General Manager 
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New General Managers’ Message

It is a great honour and privilege to be elevated to the post of General Manager. I owe this to 
the encouragement and mo�va�on of Seniors and Mentors throughout my career spanning 
34 years. 

The economy is passing through a very tough �me due to Covid-19 pandemic and the 
Government has reposed lot of trust in Public Sector Banks to revive the economy through 
various s�mulus measures to be implemented through PSBs. We have to rise to the occasion 
and bring out the best by reaching out to all our customers and fulfilling their need-based 
requirements. It is high �me to popularize our digital products including CANDI Mobile 
Banking App, Canara Diya and encouraging our customers to use ATM, e-Lounge, Internet 
Banking facility etc. Retail customers may be encouraged to use facility of online applica�on and instant approval of 
housing loan and vehicle loan. MSME customers be encouraged to u�lize psb loans in59minutes.com for their 
credit requirements. 

 In the present scenario a�er amalgama�on, we must strive for growth of bo�om line by giving priority to recovery 
of NPAs, wri�en off accounts and efficiently u�lise our capital. Our Bank is privileged to have a good network of 
branches, besides vast base of loyal customers. CASA is crucial for profitability. We must work together to boost our 
CASA constantly by taking care of our small depositors, farmers and agriculturists, small traders etc. who have 
reposed constant faith in our Bank.

I once again, thank our Bank for giving me an opportunity to work with renewed vigor to achieve organiza�onal 
goals.  I seek the support of all my colleagues to tread together the path of success for our beloved Organiza�on.

With Warm Regards,

Umesh Kumar Bhalla
General Manager

A�er 30 years of hard work in this great ins�tu�on, my eleva�on to the cadre of General 
Manager gives me immense sa�sfac�on. I take this opportunity to thank all my superiors 
who recognised and rewarded me in various part of my carrier. I also remember in this 
occasion all my colleagues who were part of my success. 

Unlike the past, our Bank has grown big a�er amalgama�on and thrown open lot of 
opportuni�es for young genera�on. Our Bank is poised to grow to newer heights in the 
years to come. As a General Manager, I shall reciprocate through my dedica�on to add 

value to the Bank.

With warm Regards,

D Surendran
General Manager
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New General Managers’ Message

It is a great honour and privilege for me on being elevated as General Manager in our 
esteemed organiza�on. I thank the Top Management, from core of my heart, for posing 
faith in my abili�es and for giving me opportunity to take higher responsibly in this 
esteemed ins�tu�on.  I express my sincere gra�tude to my superiors, colleagues and my 
family for their whole hearted support, guidance and mo�va�on that contributed in my 
success. Amalgama�on of two big Banks has opened a vast field of business 
opportuni�es and growth for merging en��es as well as vast career opportuni�es for its 
employees. Here lies the real challenge for seniors, to bridge the knowledge gap among 
newly recruited employees and to ensure to develop the future management. With the 
dedicated and mo�vated young force we have today, there is no doubt that our Bank will certainly occupy the 
number one posi�on in Banking Industry, in the days to come. 

Let us strive for be�er Customer Service, improving Digital Banking, be�er Internal Control and be�er Assets 
Quality.

I rededicate myself to con�nue to serve our great organiza�on with utmost sincerity and dedica�on, and 
deliver the best of my abili�es to take our Bank to greater heights.

Regards,

Lakhbir Singh 
General Manager

It is a great honour and privilege to be elevated as General Manager of our beloved Bank. 
I express my gra�tude to my seniors who had helped in shaping my carrier and thanks to 
the support of all staff whom I had the privilege to work with.

Having joined the bank in 1994 in a rural branch in Haryana state, the journey has been a 
wonderful experience filled with various challenges and opportuni�es giving immense 
sa�sfac�on.

With the experience of being in a Housing Finance company, I advise my Branch 
Managers to focus on Retail loans / housing loans, which not only carry lower risk & 

delinquencies but also help to revive the economy through increased produc�on ac�vity and fulfils the 
aspira�ons of common people.

My message to all my young Canarites is to move out of your comfort zone, develop leadership quali�es 
,upgrade knowledge & skill sets con�nuously. The organisa�on will recognise your efforts & contribu�on. 

I believe that with posi�on comes great responsibility and it is an opportunity for me to demonstrate my 
ability & contribute for growth of my beloved bank.

With warm regards,

Shreekant M Bhandiwad
General Manager 
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New General Managers’ Message

I am deeply moved by the confidence the top management has reposed in me, in 
eleva�ng me to the posi�on of General Manager. 

"A journey of a thousand miles begins with a single step". I made an humble beginning in 
this great ins�tu�on as an AEO. Fresh from agriculture college, with full vigour and 
enthusiasm, I served the farming community and brought laurels to the bank in 
agricultural lending. The saga con�nued with a variety of exposure ranging from, 
Agriculture, General Credit, HR, Marke�ng, branch banking MSME, and Corporate 
Credit. To top it all, I was indeed privileged to be appointed as Chairman of  Karnataka 
Gramin Bank(KaGB). I had a great sense of sa�sfac�on in overseeing the successful 
amalgama�on of two RRBs in the state of Karnataka specially in tackling challenges of CBS migra�on, HR 
integra�on and smooth transi�on without business disrup�on. It was boundless joy when we crossed a total 
business of ̀ 50,000 crores, as on 31.03.2020, making KaGB, the largest RRB in the country.  

I sincerely thank my mentors, seniors and colleagues both at Canara Bank and Karnataka Gramin Bank, who 
have mo�vated me and given me rock solid support in all my endeavours. 

I re-dedicate myself to ensure that Canara Bank achieves the"Numero Uno" posi�on amongst all the banks in 
the country.  

With warm regards,

Shreenath H Joshi  
General Manager

I feel honoured and priveleged to be elevated to the post of General Manager in this great 
ins�tu�on. I  am grateful  to Canara Bank, as our mother Bank has given an oppurtunity to 
a person coming from a humble background  and privileged to be elevated to the post of 
General Manager in this great ins�tu�on.

It is a great feeling to be a part of Can Bank Family , and nearly 35 years of my wonderful 
journey has paved the way for many learning avenues. I thank our Bank's Top 
Management , Seniors and team mates for their guidance & support as well as the trust 
and confidence reposed in me from �me to �me.

The days ahead for Public sector Bank is full of challenges with  unlimited oppurtuni�es  which are yet to be 
tapped. Being a leading Bank, there is lot of expecta�on from each Canarite to excel in all fields and 
concentrate on inclusive growth to take our Bank to the numero uno posi�on in the industry.

The need of the hour is to focus on our goals with improved customer service. Team work coupled with 
ini�a�ve will bring laurels to our ins�tu�on.

On this occasion, I reiterate to commit myself and con�nue to serve the Bank with the same zeal and 
enthusiasm.

“ Together We  Can , Together We Will”,

S Packirisami 
General Manager 
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The world today is passing through one of the turbulent 
�mes in the history of humankind and almost all the 
businesses have been showing a downward trend owing 
to mul�ple factors like lockdown restric�ons, scare to 
visit bricks and mortar places, salary cut, loss of 
employment, lack of entertainment, no tours and picnics 
due to travel restric�ons etc. People to people contacts 
have been disconnected, borrowers and businesses 
have faced losses, the bank opera�ons have been 
hampered and there has been sluggish growth in sales 
and decline in profits. Marke�ng of products during 
these unprecedented �mes is a daun�ng task of 
everyone in the business arena. We may have to redefine 
the strategy of marke�ng, as it is very difficult to do 
physical marke�ng because of the present situa�on. 

The demands in the core sectors are historically low and 
it may take longer than expected for complete revival of 
business. Therefore, we may have to look into novel 
ideas for marke�ng of our products to survive and thrive 
in the market. How can we transform ourselves in the 
present situa�on and market our products effec�vely? 
The marke�ng as subject is directly related to selling. In 
order to maximise our selling in a highly compe��ve 
market where the difference in quality of the products 
available with peers in the industry is negligible, it is 
impera�ve to develop a USP that stands out for our own 

products. To survive and excel in the current situa�on we 
need to focus on different aspects. Thus, many of the 
banks have been effec�vely using the digital tool and 
providing alterna�ves to in-person banking.

Quality of service
Quality of service plays a vital role in establishing a be�er 
customer rela�onship. Our Bank is known for be�er 
customer care and service. The amalgama�on has 
brought another tradi�on of customer centric 
rela�onship with us. The integrated culture of two 
tradi�onally strong customer friendly banks will pave the 
way for an excep�onal customer service. It makes a 
differen�a�on and we should thrive on developing 
further rela�onship with new clients along with 
improving the rela�onship with the exis�ng customers. 
Service provided to the customers can be of any form 
and anywhere viz; Bank counter service, a�ending 
queries of the customer either through dedicated 
customer service centre or through branches or any 
other form, a�er sale service of the products or any 
service at the �me of need. Since the compe��on is very 
high in a vola�le market, we have to be more adap�ve to 
the situa�on and make necessary changes as the 
situa�on demands.

Quality of the product
Quality of the product is the important Unique Selling 
Proposi�on to maximise selling of any product. As far as 
bank is concerned, the quality can be in various aspects. 
Everything we produce and make it available for the use 
of public can be termed as a product. The internet 
banking applica�on / mobile applica�on and various 
digital products of the bank should be appealing, user 
friendly and fulfilling the requirements, as today's 
genera�on is not ready to accept anything, which lacks a 
be�er customer experience. The tradi�onal products, 
which suit to tradi�onal customers, should be con�nued 
and new products sui�ng for new genera�ons to be 
brought to lime light.

H M Basavaraja
DGM,

HR Wing, Head Office

Marketing 
in trying times

Marketing 
in trying times
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Geographical aspects
There is a total diversity in the Indian society and the 
demands are also different. So while considering the 
design of the product the local flavour has to be taken 
into account. The local colour will give thrust in pushing 
our product in the market. The geographical taste and 
requirement have to be studied in detail and the �mely 
launching of the product is very important to make an 
impact in the market.

Use of Social media
In the present situa�on, man-to-man marke�ng is not a 
viable method. The use of technology as a tool for 
marke�ng ,  publ ic i ty  through var ious  media, 
adver�sements through social media, sharing of banking 
services and product experiences through social media 
etc., can be effec�vely u�lised to promote our products. 
It is a must-use tool to establish a brand presence 
amongst compe�tors. A strategy to be developed to 
exploit this pla�orm to our advantage by employing 
crea�vity and innova�on. The content should be 
interes�ng and engaging to maximise the advantages of 
today's digital media channels.

Leave the comfort zone 
Look for new opportuni�es of innova�ons by expanding 
our por�olio. Since the customer-requirements have 
transformed, address consumer's specific problems and 
fulfil their unaddressed needs. These tough �mes will 
force us to leave our comfort zones in search for new 
avenues. Innova�on comes from experimenta�on. This 
requires a marked mind-set shi� and culture change. If 
our communica�ons help consumers deal with the 
economic issues they are experiencing and are specific in 
nature and provides a solu�on to their needs, it will 
stand out and create a posi�ve impact on the customers. 

Presence of mind and prompt ac�on lead to success
The present crisis has changed the people's spending 
behaviour. People are staying home more o�en, cu�ng 
down on discre�onary spending. It is important to 
understand the mind-set of the customers in these 
cri�cal �mes because their requirements are also 
unique. If our business has to survive and grow in this 
complex environment, tailor our marke�ng plans and act 
according to the situa�on with presence of mind. 
 
Connect with people
There is an uncertainty prevailing in the minds of 
consumers today than ever before. Their safety of family 
and overall public health are primary concerns and there 
are worries around long-term economic impact the 
pandemic can create in their lives. Planning for the best 
and worst case needs to be looked into. Engagement of 
the en�re divisions like marke�ng, finance, HR etc. to 
develop specific challenges that the customer and the 
business could face in each of the scenarios will be highly 
helpful to connect with customers. If it is not physically 
possible to frequently connect with customers, virtual 
pla�orm may be opted and employees play a major role 
in it. 

Customer needs and sa�sfac�on
In order to engender the loyalty of the customers in the 
current environment, we need to understand the needs 
o f  t h e  c u sto m e r  s u c h  a s  fi n a n c i a l  s e c u r i t y, 
responsiveness, transparency, convenience etc. It is 
important, to measure customer's sa�sfac�on level that 
reflects ability to deliver on these needs and 
expecta�ons. Customers look for easiness in using self-
service channels and responsiveness of the banks via 
these channels or how quickly an applica�on can be 
processed. Resolu�on of the issues at the first point of 
contact, holding a call not  too long before it is answered, 
and many other areas where a customer connects with 
organisa�on are responsible for keeping the loyalty of 
the customer.  

Respect the buyers and regard the value of buyers
Our communica�ons should help customers deal with 
the personal economic issues they are experiencing in 
the current scenario and if it provides a way to relieve 
stress they are experiencing, it will stand out from the 
rest of the communica�on. Treat customers with 
respect, as it is an opportunity to provide proac�ve 
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advice on the consumer's needs rather than the 
organiza�on's needs. With good listening a�tude 
towards the needs of the customers, they will 
understand that we stand by them at the crisis point and 
it creates a goodwill.

Novel Approach and �mely ac�on
In �mes of the present crisis, the banks should engage 
and assure users that they could s�ll access vide range of 
financial and other services on their mobiles with ease. 
Further, it is important   to interact with users crea�vely 
through mobile-only experience for them, which would 
deliver the bank's message posi�vely. Many banks have 
started using hashtags around COVID-19 awareness, 
which are being used to promote cashless transac�on 
and net banking. Crea�ve ideas which can suit to the 
needs of the customers and beneficial for them can 
generate a brand image as a whole.

Adapt a marke�ng plan on a need and situa�on base
The present crisis is going to stay here for a long �me. 
Therefore, the marke�ng team has to do the research 
analysis to find the best solu�on well matched to the 
current situa�on. A unique marke�ng plan has to be 
developed by exploring and understanding the real field 
situa�on. This will give a leeway in developing the 
products and marke�ng them. The marke�ng of the 
products succeeds only when the products possess the 
actual requirement of the consumers. Otherwise, the 
product shall fail even with best marke�ng plans. 
Maintaining an equilibrium of the product based on the 
actual requirement of the customer and a marke�ng 
plan best suited to the situa�on will help in establishing 
the product in the market.

Know Your Products: 
Our product knowledge coupled with convincing 

abili�es will bring fabulous results. It is vital to know the 
specifica�on of our products and that of the peers. It 
means you have to know what you are selling. This is one 
of the important top-selling strategies, which is relevant 
to any business, or salesperson. Today's customer has 
many resources to know the features of the products 
available in the market. If you do not know the features 
and benefits of the product or service you are selling, you 
will not be able to answer customer ques�ons or handle 
objec�ons. Familiarize with products and services of the 
bank for efficient marke�ng.

Pleasing the person, Presenta�on and Perusal
It is important to please the customer with our products 
and services through proper presenta�on, which can 
ul�mately benefit both seller and buyer not only in 
general but also in tough �mes. Training, transla�ng 
abili�es, language skill and �ming sense play a major 
role in influencing sales. Quo�ng examples a�er 
understanding their necessity is a be�er approach to 
navigate the situa�on and transform it into business.  It is 
the right �me to raise to the occasion and generate 
be�er results.

Successful people do things differently
There is a good old story of selling footwear to people 
living in an island. One company deputed a salesperson 
to find the scope of selling footwear in that island. The 
salesperson went to the island and searched the scope of 
marke�ng company's famous footwear. To his u�er 
astonishment, he found that nobody was wearing any 
type of footwear. He searched all-around; however, he 
could not find even a single shop for selling their product. 
Highly disappointed, he returned empty handed and 
reported to the owner that there was hardly any scope 
for business. The owner was also saddened but he s�ll 
had scope that proper survey and approach could give 
re s u l t s .  T h e n  h e  i d e n� fi e d  o n e  m o re  s a l e s 
representa�ve and deputed him there. The new 
salesperson also found that people were walking on bare 
foot. He jumped with all the joy and immediately called 
his boss to send a wagon of foot wears because there 
was a lot of opportunity.

The salesperson approached a few people in the island 
and gave them footwear for free and asked them to wear 
and give their opinion. Later predictably, they gave a 
good opinion and people started purchasing, resul�ng in 
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bumper sale. The owner was stunned; he found the 
salesperson with a unique approach in selling the 
products at the trying �mes of the company by 
employing different methods of sales. 

Marke�ng as a whole has changed so the products too. 
The demand trembled in almost all the sectors, there has 
been a slowdown in almost all the ac�vi�es, the real 
estate, retail, avia�on and the auto sectors have been 
badly hit, and the banking sector is not an excep�on. 
Many of the medium and small-scale industries are on 
the cusp of collapsing and the loan growth demand is 
likely to be affected by deteriora�ng working capital 

cycles, moratoriums or restructuring. We have to 
redefine the strategies to sell our products during these 
trying �mes. 

In spite of all these nega�ve factors Banks play a vital role 
in the func�oning of the economy and provides 
important services to individuals and communi�es. The 
present crisis, which originated from outside the 
banking system, provides an opportunity for us to prove 
that we stand by the society at the �me of need and 
marke�ng of our products during these trying �mes 
should run in tune with requirement of the customers 
and our society in par�cular.

 ̀̀ urÉÉmÉÉU AÉæU eÉÏuÉlÉ qÉåÇ, AÉmÉxÉå YrÉÉ AmÉå¤ÉÉ Wæû AÉæU AÉmÉ YrÉÉ 

mÉëSÉlÉ MüU UWåÇû WæÇû, rÉWû ClÉMåü oÉÏcÉ MüÉ AÇiÉU WûÏ Wæû eÉWûÉð eÉÉSÕ WûÉåiÉÉ 

Wæû|'' ́ ÉÏ eÉå oÉårÉU (MüluÉÏlÉU AÉæU MüluÉOïû Måü xÉÇxjÉÉmÉMü) ²ÉUÉ rÉWû 

sÉÉåMüÌmÉërÉ E®UhÉ MüqÉÉåoÉåzÉ xÉqmÉÔhÉïiÉÉ qÉåÇ ÌuÉmÉhÉlÉ MüÉ xÉÉU 

xÉqÉfÉÉiÉÉ Wæû| ÌuÉmÉhÉlÉ MüÉæzÉsÉ iÉåeÉÏ xÉå ElÉ S¤ÉiÉÉAÉåÇ qÉåÇ xÉå LMü 

oÉlÉiÉÏ eÉÉ UWûÏ Wæû eÉÉå xÉÇaÉPûlÉ AmÉlÉå MüÉrÉï oÉsÉ qÉåÇ iÉsÉÉzÉiÉå WæÇû| 

mÉëpÉÉÌuÉiÉ MüUlÉå uÉ xÉqÉfÉÉlÉå AÉæU mÉëSÍzÉïiÉ MüUlÉå uÉ mÉëSÉlÉ MüUlÉå MüÐ 

¤ÉqÉiÉÉ, ̀ `aÉëÉWûMü xÉÇiÉÑÌ¹'' Måü ÍxÉ®ÉÇiÉÉåÇ MüÉå oÉlÉÉL UZÉlÉå MüÐ ¤ÉqÉiÉÉ 

WûÏ Wæû, eÉÉå LMü xÉTüsÉ ÌuÉmÉhÉlÉ mÉërÉÉxÉ MüÉå mÉÔUÉ MüUiÉÉ Wæû| CxÉ 

xÉÇxMüUhÉ qÉåÇ, ̀ `WûqÉ ÌuÉmÉhÉlÉ MüÉæzÉsÉ'' Måü ÌuÉÍpÉ³É UÇaÉÉåÇ MüÉå xÉÉqÉlÉå 

sÉÉ UWåû WæÇû, ÎeÉlWûÉåÇlÉå sÉÉåaÉÉåÇ MüÉå AmÉlÉÏ xÉTüsÉiÉÉ MüÐ MüWûÉÌlÉrÉÉåÇ MüÉå 

ÍsÉZÉlÉå qÉåÇ qÉSS MüÐ Wæû|

AÉzÉÉ Wæû ÌMü AÉmÉ WûqÉÉUÏ aÉ×Wû mÉÌ§ÉMüÉ ``´ÉårÉxÉ'' Måü qÉÉkrÉqÉ xÉå 

mÉëSÉlÉ MüÐ eÉÉ UWûÏ ÌuÉxiÉ×iÉ eÉÉlÉMüÉUÏ MüÉ AÉlÉÇS sÉå UWåû WæÇû| eÉæxÉÉ 

ÌMü WûqÉ AÉmÉxÉå xÉÑlÉlÉÉ mÉxÉÇS MüUåÇaÉå, M×ümÉrÉÉ AmÉlÉÏ mÉëÌiÉÌ¢ürÉÉ / 

ÌOûmmÉhÉÏ hohml@canarabank.com  mÉU pÉåeÉåÇ rÉÉ WûqÉåÇ 080-

22233480 / 9986693808 mÉU MüÊsÉ MüUåÇ|

LxÉ SåuÉlÉÉUÉrÉhÉlÉ 

xÉÇmÉÉSMü 

“The gap between what is expected and what you 
deliver is where the magic happens, in business and 
in life”. This popular quote by Mr Jay Baer (founder of 
Convince & Convert) more or less explain the essence 
of marke�ng in toto. Marke�ng Skill in increasingly 
becoming one of the most sought a�er competencies 
that organiza�ons look for in its work force. The 
ability to impress and convince and demonstrate and 
deliver, upholding the doctrines of “customer 
delight” is what catapults a successful marke�ng 
endeavor. In this edi�on, we are bringing out various 
shades of “marke�ng skills” that has helped people in 
scrip�ng their own success stories. 

Hope you are enjoying and benefi�ng from the 
plethora of informa�on that is being brought out 
through our in-house magazine “Shreyas”. As we 
would love to hear from you, please send in your 
feedback/ comments to hohml@canarabank.com or 
call us at 080 -22233480 / 9986693808.  

S Devanarayanan
Editor

xÉÇmÉÉSMüÐrÉ / Editorial
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There are lot of interes�ng defini�ons on “Marke�ng”. 
The one which closely sums up the en�re concept is 
propounded by Philip Kotler, who is o�en referred to as 
the father of modern marke�ng. He defines marke�ng as 
“the science and art of exploring, crea�ng and delivering 
value to sa�sfy the needs of a target market at a profit. It 
defines measures and quan�fies the size of the 
iden�fied market and the profit poten�al. It pinpoints 
which segments the company is capable of serving best 
and its designs and promotes the appropriate products 
and services”. In a nutshell marke�ng is all about 
influencing people to use our products and services. 
Being in a service industry and part of a premier Public 
Sector Bank might have taught us what marke�ng is and 
we would have also experimented with this potent 
concept. But there are some prominent characteris�cs 
that one needs to possess to excel in this life skill and the 
best part it can be learnt. 

About 70 years back all it took for a business to be 
successful was by offering quality products. A coffee 
shop which brewed tasty coffee always had a high 
foo�all because the consumers knew how to dis�nguish 
between high quality and mediocrity. Things started 
slowly changing in the 1960s and 70s when brands like 
Tide, Kra� and Lipton started se�ng benchmarks for 
their products and services. Globally the concept of 
marke�ng evolved somewhere around that �me. In the 
1980s with arrival of digital marke�ng, the concept of 
marke�ng underwent a paradigm shi�. Today an average 
consumer is bombarded with myriad brand messages on 
a daily basis and it becomes increasingly difficult to de-
clu�er and si� through this ever growing pile. But what 
always stand out are the services being offered and the 
people behind the products. The element of skill comes 
into play at this juncture! 

Though officially the concept of marke�ng evolved post 
1960s, it is hard to believe that this life skill was non-
existent prior to that. If we look at history, the element of 
marke�ng was there through out for aeons together. 

When Mahatma Gandhi mobilised millions of Indians 
against the imperial forces, was he not marke�ng the 
concept of “Freedom” to these troubled, enslaved and 
oppressed minds?  Nelson Mandela, the an�-apartheid 
ac�vist and once President of South Africa fought against 
racial segrega�on by selling the idea of “freedom and 
equality” to all South Africans. The skill both these great 
leaders had were a strong convic�on for what they 
believed in and ar�cula�ng their visions /beliefs in a 
language that was easily understood by the masses.
  
Be l ief  and  conv ic�on coupled  wi th  pos i�ve 
communica�on always translates as success in business. 
Karsan Bhai Patel ,  at  the age of 24,  started 
manufacturing phosphate free detergent powder Nirma 
(named a�er his daughter Nirupama) in his backyard and 
sold the same on his bicycle, cycling 17 kms to nearby 
places, for `3 per pack which was 1/3rd of the then 
popular brand of detergents. Because of the product's 
eco friendliness and Karsan Bhai's resoluteness Nirma 
soon captured the market. The venture was hugely 
successful because when Karsan Bhai spoke about his 
product people saw a flicker of convic�on, strong belief 
and love that concre�zed the seller- consumer 
rela�onship. There are many success stories like Karsan 
Bhai's which helps us to understand be�er the basic 
tenets of marke�ng skills, which is Knowledge of 
Product, Strong Belief / convic�on , Communica�on and 
Perseverance.

Talking about perseverance there is one very interes�ng 
incident which I was witness to. It was in the early 1980s 
when Eureka Forbes launched their first Vacuum 
Cleaner. One Sunday morning a man turned up at our 
doorsteps. He was immaculately dressed in formals with 
a blue �e bearing the logo of the company. He 
introduced himself and requested for a demo. A�er a 
fascina�ng exhibi�on of the product specifics and 
usages, his very lucid presenta�on was nearing 
culmina�on. My dad was not convinced as the product 
price was `3000 odd, which was colossal by our 

Marketing SkillsMarketing SkillsMarketing Skills Kishore K
Senior Manager

Apex Centre of Excellence, 
Bengaluru
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standards (at that �me) and he was losing interest. The 
marke�ng execu�ve was quick to no�ce this weaning 
enthusiasm in all of us (my whole family was there). 
Apparently we had lot of issues with house lizards 
(gecko) during that �me and seeing one happily 
ensconced near the window this person (marke�ng 
execu�ve) stood up , switched on the Vacuum Cleaner 
and just pointed the hose at the rep�lian. “Swish” !!! and 
the lizard vanished. Looking at my dad he said “Palliye 
Pidikam (in Malayalam)” which translates as “we can 
catch lizards”. My dad's eyes lit up and I knew then and 
there that he had fallen for it. So, perseverance pays and 
some�mes you might even surprise yourself with your 
marke�ng skills!

For any marke�ng endeavour to be successful, it is 
primarily important to build a rela�onship based on 
trust.  We already have a trus�ng rela�onship with our 
customers. So a strong founda�on is already there and to 
build on this we just need to add two more factors – 
Knowledge about the organisa�on and Knowledge 
about the products. Just like every leaf of a Banyan tree is 
a�ached to its roots, similarly each one of us should be 
aware about our organisa�on, our roots, our culture and 
tradi�on. It is also equally important to know about our 
compe�tors to have a fair assessment of where we stand 
in the market. Product Knowledge comes next and we 
really need to know what we are selling and the process 
involved in it. If we do not know about our own products 
and its intricacies, we shall fail even before marke�ng 
them. 

People always love a good story. It always helps when 
you can put a product on a framework where the 
customer can see how it is going to help him/her in 
making their lives easier. If you can substan�ate the 
same with a lucid, clear and crisp story that narrates how 
you were able to help a par�cular person in a similar way 
might just help in strengthening the trust factor by 
breaking the ini�al shackles of inhibi�on, confusion and 
disbelief. It helps in connec�ng with their inner core. 
When you present yourself as a picture of confidence, 
composure and commitment, you are strengthening the 
bridge that you have started crea�ng when you first 
commenced conversing with the customer. Developing a 
“connect” is very important and it always happens when 
you are true to yourself and your feelings.

Simon Sinek's (American author, mo�va�onal speaker 

and a modern leadership guru) Golden Circle of 
communica�on very interes�ngly explains why some of 
the marke�ng a�empts fail. He says that almost 
everyone in any organisa�on knows “What” (job / 
products/ services) they are doing, some knows “How” 
(strengths and values that differen�ate them from the 
compe�tors) they are doing but only very few know 
“Why” they are doing it. 

By Why he does not mean the profit factor but rather the 
cause, belief, the thought process, the purpose and the 
reason why the product or services was conceptualised 
and how it intricately entwined with the organisa�onal 
culture and ethos.  Our human brain is also similarly 
wired. The neuroscience behind the Golden Circle idea is 
t h at  h u m a n s  re s p o n d  b e st  w h e n  m e s s a g e s 
communicate with those parts of their brain that control 
emo�ons, behavior and decision-making.

The Neocortex forms the outer layer, which is 
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responsible for all our ra�onal and analy�cal thought 
and it corresponds to the “What” level in the golden 
circle. The Limbic brain is responsible for our feelings like 
trust, loyalty, decision making etc. So when someone 
passionately communicates the “Why” aspect (the 
purpose and the reason) it directly communicates with 
the listeners Limbic brain and they immediately iden�fy 
with what you are saying.  

Successfully ar�cula�ng your 'Why' is a very impac�ul 
way to communicate with your customers in defining 
your par�cular value proposi�on and inspiring them to 
act. Sinek's theory is that communica�ng the 'Why' taps 
into the part of the listener's brain that influences 
behavior, the reason why the Golden Circle is considered 
such an influen�al theory of leadership.

Thus the more you delve into your job, the more you 
know about your organisa�on and its compe�tors, the 
more you know about your products and service the 
stronger your “Why” becomes. When that materializes,  
it will create enough momentum / connect to turn your 
marke�ng narra�ve / proposal into a successful 
movement/ posi�ve reinforcement, which will certainly 
inspire and mo�vate the people around you.

As it is rightly said by the marke�ng guru Philip Kotler, 
“Marke�ng is not the art of finding clever ways to 
dispose of what you make. It is the art of crea�ng 
genuine customer value”.

*****

“Hard work and perseverance 
f ight the odds 

in life and pave the way 
to success”

Family Folio
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response to the Global Financial Crisis and 300 bps cut in 
2001-2004 to fight the Dot.com bubble bust and the 
consequent global slowdown spilling over to India. 
However, it is worth men�oning that in both previous 
episodes, the Repo rate at the beginning of the easing cycle 
was 9.0%, which gave the RBI much more headroom to cut 
rates as compared to the star�ng rate of 6.50% in this cycle. 
Further, the easing cycle this �me is also supported by 
various other unconven�onal regulatory and liquidity 
measures (Targeted Long Term Repo Opera�ons, Cash 
Reserve Ra�o cut, Reverse Repo cut, reduc�on in Liquidity 
Coverage Ra�o), which were either not there or used to a 
very limited extent in the previous easing episodes.  

In terms of the dura�on of the easing cycle (length), as of 
now, the current cycle has spanned over 19 months 
(star�ng Feb'19) and is shorter than 35 months for easing 
seen in 2001-2004 and 32 months in 2015-2017. However, 
given the growth slowdown and accommoda�ve stance of 
RBI, the current easing cycle is expected to extend through 
this year at least.

However, the recent spike in infla�on to above RBI's 
medium term target of 4.00% has restricted the headroom 
available with the infla�on targe�ng Central Bank to cut 
rates aggressively further. Hence, the RBI needs to play a 
very crucial balancing act going ahead keeping infla�on 
under control on the one hand while suppor�ng economic 
recovery on the other. In this pursuit, we think there might 
be scope for another 25 bps rate cut in this easing cycle.

*****
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How deep is the current 
RBI Rate Easing Cycle?

Reserve Bank of India has cut rates by 250 bps since Feb'19 
and 115 bps since the start of the Covid-19 pandemic woes 
in India in Mar'20. A rate cut of this magnitude is rare in the 
history of Indian economy and has been seen only during 
deep crises in the last 20 years like the current one, the 
global financial crisis in 2008-09 and dot.com bubble burst 
of 2001. In this perspec�ve, we see how deep is the current 
easing cycle compared to the previous such episodes in 
terms of the length and breadth of rate easing.

The current rate easing cycle in India started in Feb'19, with 
a 25bps cut in the Repo rate from 6.50% to 6.25%. This was 
followed by further rate cuts in Apr'19 (25 bps), Jun'19 (25 
bps), Aug'19 (35 bps) and Oct'19 (25 bps). Domes�c 
economic growth was slowing even before the onset of the 
pandemic, with a sharp slide in private consump�on 
growth from above 7% y-o-y in Dec'18 to 6.6% y-o-y in 
Dec'19 and private capex plunging to contrac�on (-5.2% y-
o-y in Dec'19). This warranted aggressive rate cuts by the 
RBI to revive aggregate demand and boost GDP growth.

However, the unfolding of the Covid-19 pandemic along 
with the na�onwide lockdown announced by the 
government led to a sharp hit to economic growth with 
GDP growth plunging to a record low of -23.9% y-o-y in Q1 
FY21. This led to the RBI taking a much more aggressive 
stance, with cu�ng Repo rate by 75 bps in Mar'20 and 
further by 40 bps in May'20 to the current 4.00%. Rate 
easing was complemented with several liquidity measures 
like Targeted Long Term Repo Opera�ons (TLTRO) and 
deeper cut in Reverse Repo. The current rate easing cycle is 
s�ll underway, with the window of further rate cuts s�ll 
open.

The table above shows the comparison of the current rate 
easing cycle with the previous ones, star�ng 2001. In term 
of the quantum of easing (depth), the current easing cycle 
(so far) is less deep with 250 bps of Repo rate cut delivered 
so far, as compared to 425 bps of rate cut in 2008-2009 in 

Econ speak
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Repo Rate in the Current Easing Cycle (%)

6.25%6.50%

Feb’19

6.00% 5.75%
5.40% 5.15%

4.40%
4.00%

Aug’18 Apr’19 Jun’19 Aug’19 Oct’19 Mar’20 May’ 20

Repo Rate in the Current Easing Cycle (%)

Date
Dura�on of cut 

(months)
Quantum of cut 

(bps)

Rate at the 
beginning 

of the cycle

Rate at the 
end of the cycle

Apr 2001- Mar 2004

Oct 2008- Apr 2009

Apr 2012- May 2013

Jan 2015- Aug 2017

Feb 2019 to current

35

7

14

32

19 (so far)

300

425

125

200

250 (so far)

9.00%

9.00%

8.50%

8.00%

6.50%

6.00%

4.75%

7.25%

6.00%

?

17 Shreyas - August - September 2020



ANGER MANAGEMENTANGER MANAGEMENTANGER MANAGEMENT
K.P. Ramesh Rao,
Ex-Employee

Canara Bank

Men�on of anger evokes an immediate reac�on that 
almost resembles a religious sermon: "Oh, it is bad! Can 
raise your BP, can cause a heart a�ack, bring about a 
paraly�c stroke, cause depression etc. Try to stay calm, 
do not lose your equanimity, take it easy," Yes, it true to a 
large extent. Anger no doubt has physiological 

consequences. Anger is like holding embers in one's 
hands; it burns the hand that holds it. It releases many 
toxic chemicals and hormones in the body like cor�sol, 
adrenal in,  catecholamine,  epinephrine,  non-
epinephrine, and reac�ve oxidase species and stress 
par�cles called free radicals (Reac�ve Oxida�ve 
Par�cles) which damage and destroy cells and cause 
diseases ranging from BP, Diabetes to cancer to heart 
a�acks and strokes. The basic purpose of these 
chemicals in the primi�ve man or even in animals was to 
prepare a response to meet the immediate threat. These 
chemicals increase the heart rate and blood flow, 
preparing one to move, act and strike. Glucose stored in 
the liver and the muscles as glycogen is released in 
sudden flushes. Sweat appears. The body is mobilized for 
ac�on. And what follows can be beyond one's control. 
But in modern �mes one gets angry under no such 
circumstances that can only harm one's system.

Philosophically the Bhagavad Gita elucidates sequen�al 
results of anger beau�fully. The Gita says, "From anger 
comes delusion, from delusion confusion of memory; 

from confusion of memory the destruc�on of 
discrimina�on (loss of reason); from destruc�on of 
discrimina�on the angry person perishes." (Ch2 v. 63). 
The Gita lists anger among the three gates leading to 
H e l l ,  t h e  o t h e r  t w o  b e i n g  G r e e d  a n d  L u s t              
(trividhamnarakasyedamdvaram - Ch 16, v 21). The Gita 
also says anger is one of the demonic quali�es that 
h i n d e rs  o n e ' s  p ro g re s s ,  b o t h  m a te r i a l  a n d 
spiritual(krodahsampadamasurin. Ch 16.v 4).

Nevertheless, anger is not bad by itself. It is a ven�la�on 
mechanism. The posi�ve or nega�ve effects depend on 
how one handles it. Anger has its survival values. It was a 
warning system in early evolu�onary stage, such as "Do 
not meddle with me, keep off my territory, food, mate 
and children." Animals s�ll speak this language. But we 
humans have invented effec�ve vocabulary to express 
our anger and some thinking power to control our anger. 
The difference ends there.

Yes, when humans have the emo�on of anger, it must 
have some uses. Many of the dei�es and sages in the 
scriptures like Rudra or Durvasa, were known for their 
fiery rage and anger, and cursing habits. Krishna himself 
was no excep�on and got angry mid-ba�le and was 
ready to kill Bhishma, forge�ng his vow that he would 
not li� any weapon!
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Anger management is a dedicated and full-fledged 
subject now. The legion of self-improvement books and 
gurus, and those self-styled self-management 
consultants and experts have endless sugges�ons on 
how to manage anger. Going back home, it is unlikely to 
remember what they preached. Anger is not easy to 
control, because it is one of the visceral reac�ons to what 
one considers as challenging to one's ego, sel�ood and 
existence.

Does stress cause anger? Stress is different from anger, 
though it could also lead to an outburst of anger. 
Suppressing anger at every �me may cause more harm.  
It is not wrong to be angry. But angry for the right reason, 
with the right person, at the right place and in the right 
way. In one of Ramakrishna Paramahamsa's parables, a 
snake comes back to the guru and complains : You said I 
should not be angry and bite people when they are 
around. I followed what you said, but then, people 
started giving torture to me with s�cks and stones, 
enjoying themselves."  The Guru said, "I told you not to 
bite, but never told you not to hiss!”

Though anger has its own nega�vity, it is good in many 
ways. Righteous or purposeful anger has built empires  
(remember Chanakya), wrought revolu�ons (the French 
Revolu�on), brought down despots and dictators,  
removed cruel monarchies, freed countries like India 
from centuries of foreign yoke, etc. At personal level 
righteous anger can direct one's burning energies into 
construc�ve channels and make one's focus sharper 
towards one's goal. Many great people are excep�onal 
achievers in their respec�ve fields because they were 
angry with the people or the systems that treated them 

badly or unjustly. Do not give up anger rather use it like 
steam which cooks. At the same �me do not be a 
pressure cooker with an inflexible top weight that 
refuses to move. You may burst and destroy yourself. Be 
angry, but righteously.

There are two kinds of anger: r ighteous and 
temperamental. Those who habitually get angry for all 
sorts of things and imperiled to frequent outburst are 
like monsoon clouds. Either they are clinically not all 
right or gene�cally prone to tempers. They are people 
with king-size egos who expect everyone to behave 
according to their whims and want everything to go 
according to their wishes. Their anger need not be taken 
seriously. On the other hand, righteous anger is caused 
in good people who do not get enraged easily, have 
mountains of pa�ence, capable of great self control, and 
never want to react impulsively. When such people get 

angry it really carries the full weight of their long 
controlled but righteous rage and may shock and numb 
the person at the receiving end. It is said that Rama and 
Krishna hardly got angry, but when they did, the 
consequences were terrible. The righteous rage of 
Kannaki of Shilappadikaram burnt the en�re kingdom. If 
one can really manage reac�ve anger by being 
indifferent and neglec�ul towards the person who is 
angry at all �mes, it becomes a double weapon, you do 
not lose your stability and calm, and at the same �me, 
you make the other person feel hollow because his anger 
is not taken seriously as his ego demands. It is like a 
crackling firework misfired. As Lao Tzu said, “The best 
fighter is never angry.”

*****

19 Shreyas - August - September 2020



Article

Sales Management Sales Management 
to optimise sellingto optimise selling
Sales Management 
to optimise selling

Amit Kumar,
Asst. Manager

Amingad Branch

Sales management today is the most important func�on 
in a commercial and business enterprise. It has gained 
importance to meet increasing compe��on and the 
need for improved methods of distribu�on thereby 
reducing cost and increase profitability. It is a strategic 
plan that outlines the business targets, resources and 
sales ac�vi�es. It typically follows the lead by the 
applica�on of marke�ng, strategic and the business 
plans with more specific details on how the objec�ves 
can be achieved through the actual sales of products and 
services.   

Key aspects of sales management
Build a team
The sales team is the pillar of an organiza�on as far as 
sale is concerned. They are the direct link between the 
product and the customers. There are various sales 
teams func�oning at different levels in an organiza�onal 
hierarchy.  With right co-ordina�on of all the teams the 
ul�mate aim of marke�ng and selling of different 
banking products can be op�mized. 

Se�ng targets
Target se�ng may be based on ground level research 
and the targets set for each team should be reasonably 
achievable. Once the team has been set and a realis�c 
target has been assigned, we should be able to track and 
measure the performance based on the achievements. 
 
Marke�ng Approach
The banking industry provides different types of banking 
and allied services to its clients. These customers belong 
to different geographical regions, different professions 
and different  economic condi�ons and their 
requirements are also different. It is important to design 
schemes to suit their par�cular requirements, and 
deliver them most efficiently

Sales strategy / planning 
It is a method to bring about a desired outcome. It is a 
visual sequence of ac�vi�es to achieve with each 

prospect from the ini�al lead to the closing of the deal. It 
is the process of thinking and organizing ac�vi�es to 
achieve a desired goal

Sales forecas�ng 
It is the process of es�ma�ng future sales. Accurate sales 
forecast enables companies to make informed business 
decisions and predicts short term and long term 
performance. Sales forecas�ng gives insight into how a 
company should manage its work force, cash flow and 
resources. 

Demand management 
It is a planning methodology used to forecast, plan and 
manage the demands of products and services. It has a 
defined set of processes, capabili�es and recommended 
behaviours for companies that produce goods and 
services.

 Execu�on / implementa�on of a sales plan  
It refers to the ac�ons taken place to guide a lead 
through the sales funnel and ul�mately closing the deal. 
Execu�on of a sales plan means making the product 
available to the customer and closing the deal. 
Conver�ng prospect lead into a customer is called 
execu�on of a sales plan. 

Sales analysis - controlling and evalua�ng the results 
It allows us to understand how our current efforts affects 
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our company’s success and gives us insight into what we 
can do to increase our efforts whether it's hiring more 
sales person or redistribu�ng tasks. Analysis of results 
involves using sales metrics or quan�fiable indicators, 
that tell us how each aspect of our sales opera�ons is 
performing or not. 

Selling is an art and a salesperson is supposed to 
understand customers' needs and is competent to offer 
effec�ve solu�on to their needs. Sales management 
process involves 7 important steps which are illustrated 
below.

Prospec�ng and qualifying 
This is the first step of sales management process in 
which we find poten�al customers or prospects leads 
and determine whether they have a need for our 
product or service and whether they can afford what we 
offer. In this stage we try to build our rapport regarding 
our products. The informa�on collected from various 
sources may be analyzed and a sales person should have 
ability to convert all this informa�on to iden�fy a 
poten�al customer.

Prepara�on 
In this stage we prepare for ini�al contact with the 
poten�al customers, researching the market and 
collec�ng all the relevant informa�on regarding our 
products or services. Develop our sales presenta�on and 
tailor it to our poten�al client's par�cular needs.  

Approach 
In this stage we make first contact with our poten�al 
customers through face to face mee�ng or some�mes 
over phone. First impression is the last impression. 
Success of a salesperson lies in opening lines and his 
follow-up remarks. The spoken words are most powerful 
tools that create sales. A�tude, Manners and 
Appearance of the salesperson are responsible for a 
right approach.

Presenta�on 
In this stage we give demonstra�on of our product to the 
prospect that how our product or service meets the 
needs of our poten�al customers. The presenta�on 
should be capable of ge�ng a�en�on, holding interest, 
arousing desire and obtaining ac�on. With the 
introduc�on of technology, sales presenta�on has 
become very scien�fic and focused which not only saves 

�me and resources 
of the sales person 
but also enables 
the target audience 
to understand the 
product be�er.

Handling
objec�ons 
A�er presenta�on, 
customer should 

be encouraged to raise objec�on and doubt so that all 
the objec�ons and doubts are cleared to the best extant 
possible. It is very important for sales person to handle 
the situa�on very politely and listen to the concerns of 
the customers and try to resolve or address them. 

Closing the sale
This is the final stage of conver�ng a prospect lead into a 
customer who is ready to buy our product. In this stage 
we get the decision from the client to move forward. 
Closing requires confidence, competence and capability 
to read closing signals from the customers and decide 
right �ming of obtaining order. Finer details like terms 
and condi�ons, repayment period, interest-rate, etc 
should be repeated once again so that there remains no 
ambiguity. 

Follow up, repeat business and referrals
Once we have closed the sale our job is not done. The 
follow up stage keeps us in contact with the customers 
we have closed not only for poten�al repeat business but 
for referrals as well. Maintaining rela�onship is the key to 
sales management. 

Besides helping our organisa�on reach its sales 
objec�ves, the sales management process allows us to 
stay in tune with the industry as it grows. Sales 
management is very crucial to reduce cost, enhance 
income, improve market coverage & customers service, 
reduce selling expenses ra�os, secure coordina�on of 
personnel in sales and adver�sement  It is not only 
necessary for the bank to have right product but also to 
have right price, delivered by right people, using right 
processes, and at a right place. The sales management 
team plays a key role in this process.

*****  
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Legal Column

Branches quite o�en come across a situa�on where it is 
informed that certain customer has been incapacitated and 
is unable to operate the account and the legal heirs furnish 
the request to permit them to operate the account on 
behalf of the customer either for mee�ng medical expenses 
or for otherwise. 

As per the extant Guidelines issued by RBI, with respect to 
the persons suffering from any mental illness or any 
disabili�es including au�sm, cerebral palsy, or such other 
diseases/ disabili�es covered under Mental Health Act, 
1987 or Na�onal Trust for the Welfare of Persons with 
Au�sm, Cerebral Palsy, Mental Retarda�on and Mul�ple 
Disabili�es Act, 1999 (hereina�er referred to as Na�onal 
Trust Act), the Banks may request Legal Guardianship 
Cer�ficate issued under Mental Health Act, 1987 or by the 
Local Level Commi�ees under the Na�onal Trust for the 
Welfare of Persons with Au�sm, Cerebral Palsy, Mental 
Retarda�on and Mul�ple Disabili�es Act, 1999 for the 
purposes of opera�ng bank accounts.

However, the Mental Health Act, 1987 and Na�onal Trust 
Act were not covering the persons who were incapacitated 
or were mentally or physically impaired as a result of any 
accident or any other health issues which prevented them 
from engaging in normal ac�vi�es which they were able to 
perform priorly. 

With the enactment of Rights of Persons with Disabili�es 
Act, 2016 and Mental Health Care Act, 2017, the above 
referred issues have been clarified to a larger extent. The 
earlier Mental Health Act 1987 was repealed by Mental 
Healthcare Act, 2017. 

The Rights of Persons with Disabili�es Act, 2016 provides an 
inclusive defini�on of 'person with disabili�es'. This Act 
defines 'Person with Disabili�es' as -

 “a person with long term physical, mental, intellectual or 
sensory impairment which, in interac�on with barriers, 
hinders his full and effec�ve par�cipa�on in society equally 
with others”. 

Thus this Act removed the differen�a�on between persons 
who are mentally ill and such persons who had incurred 
physical, intellectual or sensory impairment affec�ng his 
effec�ve par�cipa�on in the ac�vi�es of the society 

otherwise he was able to perform. However, some of the 
High Courts have taken a view that a person who is in a 
comatose state would not come under the above 

1defini�on.

As per the provisions of the 2016 Act, in cases where a 
person is found to be disabled and is found unable to take 
legally binding decisions, an applica�on can be made to the 
District Court or any other designated Authority by State 
Government, for appoin�ng a limited guardian to take 
legally binding decisions on his behalf. The concept of 
'Limited Guardianship' has been defined as a system of joint 
decision opera�ng on mutual understanding and trust 
between the guardian and the person with disability, which 
shall be limited to a specific period and for specific decision 
and situa�on and shall operate in accordance to the will of 
the person with disability.

In light of the above enactment with respect to the persons 
with mental illness as well as any long term physical, 
mental, intellectual or sensory impairment which prevents 
such persons from engaging in normal ac�vi�es Banks may 
permit opera�on of accounts based on the limited 
guardianship cer�ficate issued by the Competent Authority 
under the said Act. With respect to the Persons with 
Au�sm, Cerebral Palsy, Mental Retarda�on or such other 
diseases as defined under the Na�onal Trust Act the Banks 
may con�nue to obtain the cer�ficates by the Local Level 
Commi�ees under the Na�onal Trust Act itself.

Hence, the Persons with Disabili�es Act, 2016 is much 
welcomed legisla�on which not only consolidates the law 
as to appointment of guardians for person with disabili�es 
but also reduces the gaps le� opened in earlier legisla�ons. 
This social legisla�on brought in to give effect to United 
Na�ons Conven�on on the Rights of Persons with 
Disabili�es will on one side provide the respite to person 
with disabili�es to have guardian appointed to act in their 
interests and for the Banks to have their risk element 
adequately covered.

1 See Vandana Tyagi and Anr. V. Government of NCT Delhi and Ors 
(W.P. (C) No. 11003/2019 & CM No. 45428/2019 Date of Decision: 
07.01.2020;  See also Shobha Gopalakrishnan V. State of Kerala 
(2019) SCC On Line Ker 739.

???Whether any changes have been brought 
in with respect to the legal framework 
for operation of accounts on behalf of 
persons with disabilities?

Janapriya D
Manager, CO, Madurai

Answered by

K V C Janaki Rama Rao
Deputy General Manager
RL&FP Wing, Head Office
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AÇcÉsÉ xÉqÉÉcÉÉU

AÉaÉUÉ 

ÌSlÉÉÇMü 23.09.2020 MüÉå MåülÉUÉ oÉæÇMü AÇcÉsÉ MüÉrÉÉïsÉrÉ, AÉaÉUÉ 

LuÉÇ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, AÉaÉUÉ-mÉëjÉqÉ Måü xÉÇrÉÑ£ü iÉiuÉÉkÉÉlÉ qÉåÇ 

ÌWûlSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | CxÉ AuÉxÉU 

mÉU QûÊ. AuÉkÉåzÉ uÉÉeÉmÉårÉÏ , mÉËUrÉÉåeÉlÉÉ ÌlÉSåzÉMü, ÌuÉMüÉxÉ pÉuÉlÉ, 

AÉaÉUÉ qÉÑZrÉ AÌiÉÍjÉ Måü ÃmÉ qÉåÇ AÉqÉÇÌ§ÉiÉ jÉå | xÉqÉÉUÉåWû MüÐ 

AkrÉ¤ÉiÉÉ qÉWûÉmÉëoÉÇkÉMü LuÉÇ AÇcÉsÉ mÉëqÉÑZÉ ́ ÉÏ LxÉ uÉÉxÉÑSåuÉ zÉqÉÉï 

lÉå MüÐ |

AWûqÉSÉoÉÉS 

ÌSlÉÉÇMü 14.09.2020 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ AWûqÉSÉoÉÉS Måü 

qÉÑZrÉ xÉpÉÉaÉÉU qÉåÇ ÌWÇûSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ pÉurÉ AÉrÉÉåeÉlÉ 

ÌMürÉÉ aÉrÉÉ | MüÉrÉï¢üqÉ MüÐ AkrÉ¤ÉiÉÉ AÇcÉsÉ mÉëqÉÑZÉ LuÉÇ 

qÉWûÉmÉëoÉÇkÉMü ́ ÉÏ mÉëhÉrÉ UÇeÉlÉ SåuÉ lÉå MüÐ | ElWûÉåÇlÉå AmÉlÉå xÉÇoÉÉåkÉlÉ 

qÉåÇ MüWûÉ ÌMü ÌWÇûSÏ xÉpÉÏ ¤Éå§ÉÏrÉ pÉÉwÉÉAÉåÇ MüÉå xÉÉjÉ sÉåMüU cÉsÉlÉå 

MüÐ xÉÉqÉjrÉï UZÉiÉÏ Wæû; rÉWû ÌuÉµÉ qÉåÇ iÉÏxÉUÏ xÉuÉÉïÍkÉMü oÉÉåsÉÏ uÉ 

xÉqÉfÉÏ eÉÉlÉå uÉÉsÉÏ pÉÉwÉÉAÉåÇ qÉåÇ zÉÑqÉÉU Wæû | CxÉ AuÉxÉU mÉU ́ ÉÏ 

mÉëhÉrÉ UÇeÉlÉ SåuÉ, qÉWûÉmÉëoÉÇkÉMü LuÉÇ ´ÉÏ kÉUqÉ oÉÏU, EmÉ 

qÉWûÉmÉëoÉÇkÉMü lÉå MüÉrÉïmÉÉsÉMüÉåÇ Måü ÍsÉL ``lÉÉåÌOÇûaÉ xÉWûÉÌrÉMüÉ'' MüÉ 

ÌuÉqÉÉåcÉlÉ ÌMürÉÉ |

oÉåÇaÉsÉÔÂ

AÇcÉsÉ MüÉrÉÉïsÉrÉ oÉåÇaÉsÉÔÂ qÉåÇ ÌSlÉÉÇMü 14.09.2020 MüÉå  ÌWÇûSÏ-

ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ pÉurÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| rÉWû MüÉrÉï¢üqÉ 

¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ oÉåÇaÉsÉÔÂ mÉÔuÉï, oÉåÇaÉsÉÔÂ MåÇüSìÏrÉ AÉæU oÉåÇaÉsÉÔÂ 

aÉëÉqÉÏhÉ 1 uÉ 2 ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ Måü xÉÉjÉ xÉÇrÉÑ£ü ÃmÉ xÉå 

AÉrÉÉåÎeÉiÉ ÌMürÉÉ aÉrÉÉ| MüÉrÉï¢üqÉ MüÐ AkrÉ¤ÉiÉÉ AÇcÉsÉ MüÉrÉÉïsÉrÉ 

Måü qÉÑZrÉ qÉWûÉ mÉëoÉÇkÉMü ́ ÉÏ uÉÏ LqÉ ÌaÉËUkÉU lÉå MüÐ | CxÉ AuÉxÉU 

mÉU AÇcÉsÉ Måü qÉWûÉ mÉëoÉÇkÉMü ´ÉÏ LxÉ uÉåÇMüOûUqÉhÉ AÉæU ´ÉÏqÉiÉÏ  

AÉU AlÉÑUÉkÉÉ  AÉæU AlrÉ MüÉrÉïmÉÉsÉMü pÉÏ EmÉÎxjÉiÉ UWåû | 

MüÉrÉï¢üqÉ MüÉ xÉqÉluÉrÉ UÉeÉpÉÉwÉÉ mÉëoÉÇkÉMü ´ÉÏqÉiÉÏ UåZÉÉ OûÏ AÉU 

AÉæU qÉÇcÉ-xÉÇcÉÉsÉlÉ mÉëoÉÇkÉMü, ́ ÉÏ AeÉrÉ MÑüqÉÉU ÍqÉ´É ²ÉUÉ ÌMürÉÉ 

aÉrÉÉ |

cÉÇQûÏaÉÄRû

ÌSlÉÉÇMü 14.09.2020  MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ cÉÇQûÏaÉÄRû qÉåÇ qÉWûÉ 

mÉëoÉÇkÉMü, ´ÉÏ oÉÏ mÉÏ eÉÉOûuÉ MüÐ AkrÉ¤ÉiÉÉ qÉåÇ ÌWÇûSÏ ÌSuÉxÉ 

xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| MüÉrÉï¢üqÉ qÉåÇ EmÉ qÉWûÉ 

mÉëoÉÇkÉMü ´ÉÏ xÉÑcÉÉUÉqÉ uÉ ´ÉÏ mÉëpÉÉiÉ ÌMüUhÉ, xÉWûÉrÉMü qÉWûÉ 

mÉëoÉÇkÉMü, QûÊ xÉÉåWûlÉsÉÉsÉ uÉ AlÉåMü AÍkÉMüÉUÏ AÉæU MüqÉïcÉÉUÏ 

EmÉÎxjÉiÉ jÉå | MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ ́ ÉÏ mÉëMüÉzÉ qÉÉsÉÏ, mÉëoÉÇkÉMü 

(UÉeÉpÉÉwÉÉ) ²ÉUÉ ÌMürÉÉ aÉrÉÉ |
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AÇcÉsÉ xÉqÉÉcÉÉU

ÌSssÉÏ

ÌSlÉÉÇMü 14.09.2020 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ ÌSssÉÏ qÉåÇ ÌWûlSÏ 

ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| MüÉrÉï¢üqÉ MüÐ 

AkrÉ¤ÉiÉÉ AÇcÉsÉ mÉëqÉÑZÉ uÉ qÉWûÉ mÉëoÉÇkÉMü ´ÉÏ zÉÉliÉlÉÑ MÑüqÉÉU 

qÉeÉÑqÉSÉU ²ÉUÉ MüÐ aÉrÉÏ | CxÉ AuÉxÉU mÉU ́ ÉÏ ApÉrÉ MÑüqÉÉU, qÉWûÉ 

mÉëoÉÇkÉMü, EmÉ qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ Ì§ÉpÉÑuÉlÉ ÍxÉÇWû, ́ ÉÏ mÉUqÉÉlÉÇS zÉqÉÉï 

LuÉÇ ́ ÉÏ MüsrÉÉhÉ qÉÑZÉeÉÏï xÉqÉåiÉ MüÉrÉïmÉÉsÉMüaÉhÉ uÉ MüqÉïcÉÉUÏaÉhÉ 

EmÉÎxjÉiÉ UWåû AÉæU EixÉÉWû Måü xÉÉjÉ xÉqÉÉUÉåWû qÉåÇ mÉëÌiÉpÉÉÌaÉiÉÉ MüÐ| 

xÉÇcÉÉsÉlÉ ´ÉÏqÉiÉÏ FeÉÉï ´ÉÏuÉÉxiÉuÉ, mÉëoÉÇkÉMü (UÉeÉpÉÉwÉÉ) ²ÉUÉ 

ÌMürÉÉ aÉrÉÉ |

aÉÑuÉÉWûÉOûÏ 

ÌSlÉÉÇMü 19.09.2020 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ aÉÑuÉÉWûÉOûÏ qÉåÇ ÌWûlSÏ 

ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ zÉåZÉ lÉeÉÏU 

AWûqÉS MüÐ AkrÉ¤ÉiÉÉ qÉåÇ ÌMürÉÉ aÉrÉÉ | CxÉ AuÉxÉU mÉU ´ÉÏ 

AeÉrÉ MÑüqÉÉU, xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ xÉÑlÉÏsÉ MÑüqÉÉU, 

xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ qÉlÉÉåeÉ MÑüqÉÉU fÉÉ, qÉÇQûsÉ mÉëoÉÇkÉMü, 

´ÉÏ ËUiÉåzÉ UÉeÉ, qÉÇQûsÉ mÉëoÉÇkÉMü, ´ÉÏ MÑühÉÉsÉ ÌMüzÉÉåU, qÉÇQûsÉ 

mÉëoÉÇkÉMü, ´ÉÏ AÌlÉoÉïlÉ cÉ¢üoÉiÉÏï, qÉÇQûsÉ mÉëoÉÇkÉMü iÉjÉÉ xÉpÉÏ 

MüqÉïcÉÉUÏaÉhÉ EmÉÎxjÉiÉ jÉå| MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ UÉeÉpÉÉwÉÉ 

AÍkÉMüÉUÏ, ́ ÉÏ AÍqÉiÉ MÑüqÉÉU xÉÉuÉ lÉå ÌMürÉÉ |

WæûSUÉoÉÉS

ÌSlÉÉÇMü 17.09.2020  MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ, WæûSUÉoÉÉS ²ÉUÉ 

ÌWÇûSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | qÉWûÉ mÉëoÉÇkÉMü, 

´ÉÏ uÉÏUpÉSì UåŒûÏ lÉå xÉqÉÉUÉåWû MüÐ AkrÉ¤ÉiÉÉ MüÐ |  ́ ÉÏ LxÉ.uÉÏ.eÉå 

uÉåhÉÑaÉÉåmÉÉsÉ, EmÉ qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ oÉÏ.QûÏ MÑüeÉÔU, EmÉ qÉWûÉ 

mÉëoÉÇkÉMü, ´ÉÏ AuÉÑQæûrÉmmÉlÉ LqÉ.LxÉ, EmÉ qÉWûÉ mÉëoÉÇkÉMü  iÉjÉÉ 

AlrÉ MüÉrÉïmÉÉsÉMü, AÍkÉMüÉUÏ uÉ MüqÉïcÉÉUÏ EmÉÎxjÉiÉ jÉå | ́ ÉÏqÉiÉÏ 

AÉrÉÉï ÌuÉµÉlÉÉjÉ, mÉëoÉÇkÉMü (UÉeÉpÉÉwÉÉ) ²ÉUÉ MüÉrÉï¢üqÉ MüÉ 

xÉÇcÉÉsÉlÉ ÌMürÉÉ aÉrÉÉ |

WÒûooÉÎssÉ

ÌSlÉÉÇMü 14.09.2020  MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ, WÒûooÉÎssÉ  ²ÉUÉ 

ÌWÇûSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | EmÉ qÉWûÉ 

mÉëoÉÇkÉMü, ´ÉÏ  eÉÏ LxÉ UÌuÉxÉÑkÉÉMüU lÉå xÉqÉÉUÉåWû MüÐ AkrÉ¤ÉiÉÉ 

MüÐ |  qÉÑZrÉ AÌiÉÍjÉ Måü ÃmÉ qÉåÇ QûÊ. mÉëpÉÉû, mÉëÉkrÉÉmÉMü, ÌWÇûSÏ 

ÌuÉpÉÉaÉ, MülÉÉïOûMüÉ ÌuÉµÉÌuÉ±ÉsÉrÉ, kÉÉUuÉÉÄQû EmÉÎxjÉiÉ jÉÏÇ | ´ÉÏ 

UÇeÉrÉ MÑüqÉÉU ,  UÉeÉpÉÉwÉÉ AÍkÉMüÉUÏ ²ÉUÉ MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ 

ÌMürÉÉ aÉrÉÉ |
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AÇcÉsÉ xÉqÉÉcÉÉU

eÉrÉmÉÑU  

ÌSlÉÉÇMü 29.09.2020  MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ eÉrÉmÉÑU ²ÉUÉ EmÉ 

qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ AeÉrÉ ÍxÉÇWû lÉåaÉÏ MüÐ AkrÉ¤ÉiÉÉ qÉåÇ ÌWÇûSÏ 

ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | CxÉ AuÉxÉU mÉU ́ ÉÏ 

WûUMåüµÉU mÉëxÉÉS, xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏqÉiÉÏ AlÉÏiÉÉ L‚üÉ, 

xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü,´ÉÏ sÉÍsÉiÉ MÑüqÉÉU uÉqÉÉï, qÉhQûsÉ mÉëoÉÇkÉMü 

iÉjÉÉ AlrÉ AÍkÉMüÉUÏ uÉ MüqÉïcÉÉUÏ EmÉÎxjÉiÉ jÉå | CxÉ AuÉxÉU mÉU 

UÉeÉpÉÉwÉÉ A¤ÉrÉ rÉÉåeÉlÉÉ iÉjÉÉ UÉeÉpÉÉwÉÉ mÉÑUxMüÉU rÉÉåeÉlÉÉ LuÉÇ 

ÌWûlSÏ qÉÉWû  Måü SÉæUÉlÉ AÉrÉÉåÎeÉiÉ ÌuÉÍpÉ³É ÌWûlSÏ mÉëÌiÉrÉÉåÌaÉiÉÉAÉåÇ 

Måü ÌuÉeÉåiÉÉAÉåÇ MüÉå mÉÑUxM×üiÉ ÌMürÉÉ aÉrÉÉ | MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ 

mÉëoÉÇkÉMü (UÉeÉpÉÉwÉÉ), ́ ÉÏ sÉÍsÉiÉ MÑüqÉÉU eÉÉÇÌaÉÄQû ²ÉUÉ ÌMürÉÉ aÉrÉÉ |

MüUlÉÉsÉ

ÌSlÉÉÇMü 25.09.2020  MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ uÉ ¤Éå§ÉÏrÉ 

MüÉrÉÉïsÉrÉ MüUlÉÉsÉ ²ÉUÉ xÉÇrÉÑ£ü ÌWÇûSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ 

AÉrÉÉåeÉlÉ qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏqÉiÉÏ xÉÏ LxÉ ÌuÉeÉrÉsÉ¤qÉÏ  MüÐ 

AkrÉ¤ÉiÉÉ qÉåÇ xÉÇmÉ³É WÒûAÉ | CxÉ AuÉxÉU mÉU EmÉ qÉWûÉ mÉëoÉÇkÉMü, 

´ÉÏ ÌuÉlÉÉåS QûoÉUÉsÉ, ́ ÉÏ xÉÑzÉÏsÉ MÑüqÉÉU zÉqÉÉï, ́ ÉÏ UuÉÏzÉ MÑüqÉÉU 

ÍxÉlWûÉ AÉæU AlrÉ MüÉrÉïmÉÉsÉMü iÉjÉÉ AÍkÉMüÉUÏ EmÉÎxjÉiÉ jÉå | CxÉ 

AuÉxÉU mÉU UÉeÉpÉÉwÉÉ A¤ÉrÉ rÉÉåeÉlÉÉ iÉjÉÉ UÉeÉpÉÉwÉÉ mÉÑUxMüÉU 

rÉÉåeÉlÉÉ LuÉÇ ÌWûlSÏ qÉÉWû  Måü SÉæUÉlÉ AÉrÉÉåÎeÉiÉ ÌuÉÍpÉ³É ÌWûlSÏ 

mÉëÌiÉrÉÉåÌaÉiÉÉAÉåÇ Måü ÌuÉeÉåiÉÉAÉåÇ MüÉå mÉÑUxM×üiÉ ÌMürÉÉ aÉrÉÉ |

sÉZÉlÉF

ÌSlÉÉÇMü 14.09.2020 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ, sÉZÉlÉF qÉåÇ 

AÇcÉsÉ MüÉrÉÉïsÉrÉ uÉ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ sÉZÉlÉF I MüÉ xÉÇrÉÑ£ü ÃmÉ 

xÉå ÌWûlSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ xÉTüsÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| 

xÉqÉÉUÉåWû MüÐ AkrÉ¤ÉiÉÉ AÇcÉsÉ MüÉrÉÉïsÉrÉ Måü qÉWûÉmÉëoÉÇkÉMü ´ÉÏ 

SåoÉÉlÉÇS xÉÉWÕû lÉå MüÐ| MüÉrÉï¢üqÉ qÉåÇ qÉÑZrÉ AÌiÉÍjÉ Måü ÃmÉ qÉåÇ 

sÉZÉlÉF ÌuÉµÉÌuÉ±ÉsÉrÉ Måü ÌWÇûSÏ ÌuÉpÉÉaÉÉkrÉ¤É mÉëÉåTåüxÉU rÉÉåaÉåÇSì 

mÉëiÉÉmÉ ÍxÉÇWû uÉ LxÉÉåÍxÉLOû mÉëÉåTåüxÉU QûÊ M×üwhÉÉ eÉÏ ´ÉÏuÉÉxiÉuÉ 

EmÉÎxjÉiÉ UWåû| MüÉrÉï¢üqÉ qÉåÇ AÇcÉsÉ uÉ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ sÉZÉlÉF 

Måü xÉqÉxiÉ MüÉrÉïmÉÉsÉMüaÉhÉ LuÉÇ xÉpÉÏ MüqÉïcÉÉËUrÉÉåÇ MüÐ EmÉÎxjÉÌiÉ 

UWûÏ | CxÉ AuÉxÉU mÉU UÉeÉpÉÉwÉÉ A¤ÉrÉ rÉÉåeÉlÉÉ iÉjÉÉ UÉeÉpÉÉwÉÉ 

mÉÑUxMüÉU rÉÉåeÉlÉÉ LuÉÇ ÌWûlSÏ qÉÉWû Måü SÉæUÉlÉ AÉrÉÉåÎeÉiÉ ÌuÉÍpÉ³É 

ÌWûlSÏ mÉëÌiÉrÉÉåÌaÉiÉÉAÉåÇ Måü ÌuÉeÉåiÉÉAÉåÇ MüÉå mÉÑUxM×üiÉ ÌMürÉÉ aÉrÉÉ| 

MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ ́ ÉÏ qÉrÉÇMü mÉÉPûMü, UÉeÉpÉÉwÉÉ mÉëoÉÇkÉMü ²ÉUÉ 

ÌMürÉÉ aÉrÉÉ |

qÉSÒUæ 

ÌSlÉÉÇMü 14.09.2020  MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ qÉSÒUæ qÉåÇ qÉWûÉ 

mÉëoÉÇkÉMü, ´ÉÏ QûÏ xÉÑUålSìlÉ MüÐ AkrÉ¤ÉiÉÉ qÉåÇ ÌWûlSÏ ÌSuÉxÉ 

xÉqÉÉUÉåWû qÉlÉÉrÉÉ aÉrÉÉ |  CxÉ AuÉxÉU mÉU MåülÉUÉ oÉæÇMü UÉeÉpÉÉwÉÉ 

A¤ÉrÉ rÉÉåeÉlÉÉ LuÉÇ mÉÑUxMüÉU rÉÉåeÉlÉÉ Måü iÉWûiÉ ÌuÉeÉåiÉÉAÉåÇ MüÉå 

mÉÑUxM×üiÉ ÌMürÉÉ aÉrÉÉ| MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ uÉËU¸ mÉëoÉÇkÉMü 

(UÉeÉpÉÉwÉÉ), ́ ÉÏ eÉÏ AzÉÉåMü MÑüqÉÉU ²ÉUÉ ÌMürÉÉ aÉrÉÉ |
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AÇcÉsÉ xÉqÉÉcÉÉU

qÉÇaÉsÉÑÂ

ÌSlÉÉÇMü 14.09.2020  MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ LuÉÇ ¤Éå§ÉÏrÉ 

MüÉrÉÉïsÉrÉ LuÉÇ AkrÉrÉlÉ uÉ ÌuÉMüÉxÉ MåÇüSì qÉÇaÉsÉÑÂ ²ÉUÉ xÉÇrÉÑ£ü ÃmÉ 

xÉå  ÌWûlSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | ´ÉÏ 

rÉÉåaÉÏzÉ oÉÏ AÉcÉÉrÉÉï, qÉWûÉ mÉëoÉÇkÉMü uÉ AÇcÉsÉ mÉëqÉÑZÉ MüÐ 

AkrÉ¤ÉiÉÉ qÉåÇ AÉrÉÉåÎeÉiÉ MüÉrÉï¢üqÉ qÉåÇ ́ ÉÏ oÉÉsÉqÉÑMÑülS zÉqÉÉï, ́ ÉÏ 

UÉbÉuÉÉ lÉÉCMü, EmÉ qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏqÉiÉÏ LxÉ xuÉhÉïsÉiÉÉ, 

xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ UÊoÉOïû ÌQûxÉÔÄeÉÉ, xÉWûÉrÉMü qÉWûÉ 

mÉëoÉÇkÉMü,¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ,qÉÇaÉsÉÑÂ  LuÉÇ AlrÉ MüÉrÉïmÉÉsÉMü iÉjÉÉ 

AÇcÉsÉ MüÉrÉÉïsÉrÉ LuÉÇ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ MüÉrÉïmÉÉsÉMü, AÍkÉMüÉUÏ 

uÉ MüqÉïcÉÉUÏ EmÉÎxjÉiÉ jÉå| MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ mÉëoÉÇkÉMü 

(UÉeÉpÉÉwÉÉ), ́ ÉÏ qÉlÉåwÉ qÉÉåWûlÉ ²ÉUÉ ÌMürÉÉ aÉrÉÉ | 

qÉÑqoÉD

ÌSlÉÉÇMü 14.09.2020 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ, ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ 

qÉÑqoÉD - I uÉ II LuÉÇ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ PûÉhÉå ²ÉUÉ xÉÇrÉÑ£ü ÃmÉ xÉå 

ÌWÇûSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ qÉÑZrÉ qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ mÉÏ 

xÉÇiÉÉåwÉ MüÐ AkrÉ¤ÉiÉÉ qÉåÇ xÉÇmÉ³É WÒûAÉ | CxÉ AuÉxÉU mÉU qÉWûÉ 

mÉëoÉÇkÉMü, ´ÉÏ QûÏ mÉsÉÌlÉxÉÉqÉÏ, ´ÉÏ sÉZÉoÉÏU ÍxÉÇWû, EmÉ qÉWûÉ 

mÉëoÉÇkÉMü, ´ÉÏ AÂhÉ MÑüqÉÉU ÍqÉ´ÉÉ LuÉÇ AlrÉ MüÉrÉïmÉÉsÉMüaÉhÉ 

AÍkÉMüÉUÏ uÉ MüqÉïcÉÉUÏ EmÉÎxjÉiÉ jÉå | MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ 

mÉëoÉÇkÉMü, ´ÉÏ QûÏ LqÉ xÉÉiÉmÉÑiÉå LuÉÇ UÉeÉpÉÉwÉÉ AÍkÉMüÉUÏ, ´ÉÏ 

AqÉ×iÉ MÑüqÉÉU ²ÉUÉ ÌMürÉÉ aÉrÉÉ |

qÉÍhÉmÉÉsÉ 

ÌSlÉÉÇMü 14.09.2020 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ qÉÍhÉmÉÉsÉ ²ÉUÉ ÌWÇûSÏ 

ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ UÌuÉ 

mÉëxÉÉS pÉOèOû MüÐ AkrÉ¤ÉiÉÉ qÉåÇ ÌMürÉÉ aÉrÉÉ | MüÉrÉï¢üqÉ qÉåÇ AÇcÉsÉ 

MüÉrÉÉïsÉrÉ Måü MüÉrÉïmÉÉsÉMü, AÍkÉMüÉUÏ uÉ MüqÉïcÉÉUÏ EmÉÎxjÉiÉ jÉå| 

MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ xÉWûÉrÉMü mÉëoÉÇkÉMü (UÉeÉpÉÉwÉÉ), ́ ÉÏ AeÉrÉ 

MÑüqÉÉU lÉå ÌMürÉÉ |

mÉOûlÉÉ

ÌSlÉÉÇMü 14.09.2020 MüÉå ´ÉÏ TëåÇüÎYsÉlÉ xÉåsuÉMÑüqÉÉU L, 

qÉWûÉmÉëoÉÇkÉMü MåülÉUÉ oÉæÇMü, AÇcÉsÉ MüÉrÉÉïsÉrÉ, mÉOûlÉÉ MüÐ AkrÉ¤ÉiÉÉ 

qÉåÇ AÇcÉsÉ MüÉrÉÉïsÉrÉ uÉ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ mÉOûlÉÉ-I qÉåÇ xÉÇrÉÑ£ü ÃmÉ 

xÉå ÌWûlSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| xÉqÉÉUÉåWû qÉåÇ 

ÌWûlSÏ mÉëåqÉÏ ́ ÉÏ UÉeÉåzÉ ZÉ§ÉÏ qÉÑZrÉ AÌiÉÍjÉ Måü ÃmÉ qÉåÇ EmÉÎxjÉiÉ 

jÉå | CxÉ AuÉxÉU mÉU ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ mÉOûlÉÉ-I Måü mÉëqÉÑZÉ 

xÉWûÉrÉMü qÉWûÉmÉëoÉÇkÉMü ´ÉÏ AÉU.uÉÏ.AÉU.LxÉ. xÉÑooÉÉ UÉuÉ pÉÏ 

EmÉÎxjÉiÉ jÉå | UÉeÉpÉÉwÉÉ AÍkÉMüÉUÏ ́ ÉÏ SÏmÉMü MÑüqÉÉU lÉå MüÉrÉï¢üqÉ 

MüÉ xÉÇcÉÉsÉlÉ ÌMürÉÉ |
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AÇcÉsÉ xÉqÉÉcÉÉU

mÉÑhÉå 

ÌSlÉÉÇMü 14.09.2020 AÇcÉsÉ MüÉrÉÉïsÉrÉ, mÉÑhÉå qÉåÇ ÌWÇûSÏ ÌSuÉxÉ 

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

qÉWûÉ mÉëoÉÇkÉMü, QûÊ AÉU Måü xÉÉWÕû lÉå MüÐ | CxÉ AuÉxÉU mÉU xÉWûÉrÉMü 

qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏqÉiÉÏ eÉå QûÏ zÉÉåpÉÉ, ´ÉÏ UÉqÉ oÉÉoÉÔ ÍqÉ´É uÉ ´ÉÏ 

xÉÔrÉïlÉÉUÉrÉhÉ qÉÉåWÇûiÉÏ iÉjÉÉ AlrÉ MüÉrÉïmÉÉsÉMü uÉ AÍkÉMüÉUÏ 

EmÉÎxjÉiÉ jÉå | MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ uÉËU¸ mÉëoÉÇkÉMü (UÉeÉpÉÉwÉÉ), 

´ÉÏqÉiÉÏ ́ ÉÏSåuÉÏ LxÉ mÉæ lÉå ÌMürÉÉ |

UÉðcÉÏ 

ÌSlÉÉÇMü 14.09.2020 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ UÉðcÉÏ ²ÉUÉ ÌWÇûSÏ 

ÌSuÉxÉ MüÉ AÉrÉÉåeÉlÉ qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ ÌWûiÉåzÉ aÉÉårÉsÉ MüÐ 

AkrÉ¤ÉiÉÉ qÉåÇ xÉÇmÉ³É WÒûAÉ | uÉËU¸ mÉ§ÉMüÉU (mÉëpÉÉiÉ ZÉoÉU), ´ÉÏ 

AÉlÉÇS qÉÉåWûlÉ MüÉrÉï¢üqÉ qÉåÇ qÉÑZrÉ AÌiÉÍjÉ Måü ÃmÉ qÉåÇ EmÉÎxjÉiÉ 

jÉå | CxÉ AuÉxÉU mÉU EmÉ qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ AzÉÉåMü MÑüqÉÉU 

mÉëxÉÉS, xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ mÉÏ Måü cÉÇSÉ, ´ÉÏ ÌuÉeÉrÉ 

zÉÇMüU fÉÉ, ´ÉÏ xÉÇeÉÏuÉ MÑüqÉÉU iÉjÉÉ AlrÉ MüÉrÉïmÉÉsÉMüaÉhÉ, 

AÍkÉMüÉUÏ uÉ MüqÉïcÉÉUÏ EmÉÎxjÉiÉ jÉå | MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ 

mÉëoÉÇkÉMü (UÉeÉpÉÉwÉÉ), ́ ÉÏ ApÉrÉ MÑüqÉÉU ÍqÉ´É ²ÉUÉ ÌMürÉÉ aÉrÉÉ | 

ÌiÉÂuÉlÉÇiÉmÉÑUqÉ 

ÌSlÉÉÇMü 14.09.2020 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ, ÌiÉÂuÉlÉÇiÉmÉÑUqÉ, 

¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, ÌiÉÂuÉlÉÇiÉmÉÑUqÉ-I, ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, 

ÌiÉÂuÉlÉÇiÉmÉÑUqÉ-II LuÉÇ AkrÉrÉlÉ LuÉÇ ÌuÉMüÉxÉ MåÇüSì ²ÉUÉ xÉÇrÉÑ£ü  

ÃmÉ xÉå ÌWÇûSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏ 

lÉÉrÉU AÎeÉiÉ M×üwhÉlÉ MüÐ AkrÉ¤ÉiÉÉ qÉåÇ ÌMürÉÉ aÉrÉÉ | QûÊ ́ ÉÏsÉiÉÉ, 

mÉëÉåTüxÉU LuÉÇ AkrÉ¤ÉÉ, ÌWÇûSÏ ÌuÉpÉÉaÉ, ´ÉÏ zÉÇMüÉUÉcÉÉrÉï xÉÇxM×üiÉ 

ÌuÉµÉÌuÉ±ÉsÉrÉ, ¤Éå§ÉÏrÉ MåülSì, mÉlqÉlÉÉ qÉÑZrÉ AÌiÉÍjÉ Måü ÃmÉ qÉåÇ 

EmÉÎxjÉiÉ jÉÏÇ| MüÉrÉï¢üqÉ qÉåÇ EmÉ qÉWûÉmÉëoÉÇkÉMü ´ÉÏ Måü qÉÑWûqqÉS 

AooÉÉxÉ, ´ÉÏ L uÉÏ xÉÇiÉÉåwÉ, ÌiÉÂuÉlÉÇiÉmÉÑUqÉ ¤Éå.MüÉ.-I MüÐ EmÉ 

qÉWûÉmÉëoÉÇkÉMü ́ ÉÏqÉiÉÏ ÌuÉ±É uÉåÇMüOåûzÉ, ÌiÉÂuÉlÉÇiÉmÉÑUqÉ ¤Éå.MüÉ.-II Måü 

¤Éå§ÉÏrÉ mÉëqÉÑZÉ ´ÉÏ Måü WûËUSÉxÉ LuÉÇ AlrÉ MüÉrÉïmÉÉsÉMüaÉhÉ uÉ 

MüqÉïcÉÉUÏaÉhÉ EmÉÎxjÉiÉ UWåû| MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ uÉËU¸ mÉëoÉÇkÉMü 

(UÉeÉpÉÉwÉÉ), ́ ÉÏqÉiÉÏ oÉÏ xÉUxuÉiÉÏ lÉå ÌMürÉÉ |

ÌuÉeÉrÉuÉÉÄQûÉ 

ÌSlÉÉÇMü 14.09.2020  MüÉå AÇcÉsÉ uÉ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ 

ÌuÉeÉrÉuÉÉÄQûÉ ²ÉUÉ ÌWÇûSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ qÉÑZrÉ qÉWûÉ 

mÉëoÉÇkÉMü, ́ ÉÏ AÉD zÉooÉÏU WÒûxÉælÉ MüÐ AkrÉ¤ÉiÉÉ qÉåÇ xÉÇmÉ³É WÒûAÉ | 

MüÉrÉï¢üqÉ qÉåÇ AÇcÉsÉ uÉ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ Måü AlÉåMü MüÉrÉïmÉÉsÉMü 

uÉ MüqÉïcÉÉUÏ EmÉÎxjÉiÉ jÉå | MüÉrÉï¢üqÉ MüÉ xÉÇcÉÉsÉlÉ UÉeÉpÉÉwÉÉ 

AÍkÉMüÉUÏ, ́ ÉÏ  oÉÏ uÉÏ ÌMüUhÉ ²ÉUÉ ÌMürÉÉ aÉrÉÉ |

27 Shreyas - August - September 2020



mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ qÉåÇ ÌWûlSÏ ÌSuÉxÉ MüÉ zÉÑpÉÉUÇpÉ



mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ qÉåÇ ÌWûlSÏ ÌSuÉxÉ xÉqÉÉUÉåWû MüÉ AÉrÉÉåeÉlÉ 



Circle News

On 04.09.2020 Sri LV Prabhakar, MD& CEO along with 
Sri Debashish Mukherjee, ED received the interim 
dividend cheque of Rs. 5crore from CBSL, which was 
represented by Uday Sankar Majumdar, GM. Sri Biplav 
Kumar Mishra, MD, CBSL along with Directors and 
Shareholders were also present on the occasion.

Head Office 

On 14.08.2020, CO, Bhubaneswar organised distribu�on 
of Mask and Sani�zer to help the under privileged 
sec�on of society. Sri B L Meena, GM, Sri Joginder Singh 
Ghangas, DGM and Sri S N Panda, AGM par�cipated in 
the event.

Bhubaneswar

Ms A Manimekhalai, ED, inaugurated Pan India Webinar 
Series on Gold Loan, hosted by Training ver�cal, at HO on 
24.08.2020.  Sri Bhavendra Kumar, GM, Sri Mahesh M 
Pai, DGM,  Smt Vimala Vijaya Bhaskar, DGM  and other 
staff from L & DC par�cipated in the programme.

CO Hubballi celebrated the 73rd Independence Day on 
15.08.2020. Sri K Venkata Narasimha Murthy, GM 
hoisted the Na�onal Flag. Sri. G Ravisudhakar, 
Sri G Srinivas Rao, DGMs and staff members a�ended 
the programme.

Hubbali
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Gold loans plazas were inaugurated at 06 branches 
coming under Hyderabad CO on 19.08.2020. The 
inaugura�on of Armur, Bhodan and Kamareddy branch 
was done  by Sri R Srinivasa Rao, AGM, Borabanda 
Branch by Smt B Renuka, AGM, Dilshuknagar Branch by 
Sri P Srinivas, AGM and S R Nagar branch by Sri M 
Parthasarathi, AGM

Hyderabad

The new premises of Iriguru Branch, coming under 
Coimbatore RO was inaugurated on 07.09.2020 by 
Smt KA Sindhu, DGM and Sivaraman, AGM.  More than 
50 customers a�ended the func�on along with staff 
members. Retail Loan worth `125 lakh and MSME loan 
worth ̀ 25 lakh were disbursed during the func�on.

Learning and Development Ver�cal

Chennai



Circle News

CO, Mangaluru organised a gold loan campaign on 
09.09.2020.  Sri Yogish B Acharya, GM  along with 
Smt Suchitra, DGM flagged off the publicity vehicles. 
Sri Bal Mukund Sharma, Sri Raghava Naik, DGMs and 
other Execu�ves from CO and RO were present on the 
occasion.

Mangaluru
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RO Mangaluru organised Retail Cluster Camps on 
19.09.2020 at three Branches (Derebail-II, Surathkal –II 
and Derlaka�e). Ms Suchithra S, DGM, Sri Robert Dsilva 
AGM, Sri Y K Raghavendra AGM, Sri Vishwanath Kamath 
DM, Sri Thamarai Selvan T, DM, Branch Heads, 
Marke�ng Team, Reputed builders and vehicle dealers 
a�ended the Cluster Meet. Total business sourced under 
various categories amounted to ̀ 36.17crore.

“Select Branches Review Meet” for the month of Aug 
2020 was held at R O, Davangere on 08.09.2020. Sri P R 
Bhakta, DGM, Sri H Raghu Raja AGM, and all the Chief 
Managers of Branches a�ended the meet. Sri P R Bhakta, 
DGM reiterated the need of internal control and 

Manipal

compliance culture in the branches and offices and 
asked branches to increase their market share in Retail 
Lending Segment.

On 15.08.2020, as a part of our CSR Ini�a�ves, RO-1, 
Ernakulam distributed a Water Purifier to Sree 
Ramakrishna Sevasramam.  The Ac�vity was conducted 
in associa�on with Kaloor-1 Branch.  Smt. Annamma 
Simon, DGM, Smt. C Geetha, AGM, Sri Sunil L, SM, 
Kaloor-1 Branch were also present on the occasion.

Thiruvananthapuram

On the occasion of 74th Independence day, as part of 
CSR ac�vity, CO Vijayawada donated RO Water Purifier, 
Clothes, School Bags, Black Board & Study kits to the 
students of “Deepa Nivas Orphanage Home under 
Navjeevan Bala Bhavan Trust”, Vijayawada on 
15.08.2020. Sri I Shabbir Hussain, GM, Sri Muralidhar 
Behera, DGM, Sri Manmohan Singh, AGM, and other 
execu�ves from Circle Office Vijayawada a�ended the 
func�on.

Vijayawada



AÉiqÉÌlÉpÉïU pÉÉUiÉ MüÉå xÉÉMüÉU AÉiqÉÌlÉpÉïU pÉÉUiÉ MüÉå xÉÉMüÉU 

MüUlÉå qÉåÇ oÉæÇMüÉåÇ MüÐ pÉÔÍqÉMüÉMüUlÉå qÉåÇ oÉæÇMüÉåÇ MüÐ pÉÔÍqÉMüÉ

AÉiqÉÌlÉpÉïU pÉÉUiÉ MüÉå xÉÉMüÉU 

MüUlÉå qÉåÇ oÉæÇMüÉåÇ MüÐ pÉÔÍqÉMüÉ

AÉiqÉÌlÉpÉïU pÉÉUiÉ MüÉå xÉÉMüÉU AÉiqÉÌlÉpÉïU pÉÉUiÉ MüÉå xÉÉMüÉU 

MüUlÉå qÉåÇ oÉæÇMüÉåÇ MüÐ pÉÔÍqÉMüÉMüUlÉå qÉåÇ oÉæÇMüÉåÇ MüÐ pÉÔÍqÉMüÉ

AÉiqÉÌlÉpÉïU pÉÉUiÉ MüÉå xÉÉMüÉU 

MüUlÉå qÉåÇ oÉæÇMüÉåÇ MüÐ pÉÔÍqÉMüÉ

AÉiqÉÌlÉpÉïUiÉÉ 

``ZÉÑS MüÉå MüU oÉÑsÉÇS CiÉlÉÉ

ÌMü WûU iÉMüSÏU xÉå mÉWûsÉå

ZÉÑSÉ oÉÇSå xÉå rÉå mÉÔNåû-

oÉiÉÉ iÉåUÏ UeÉÉ YrÉÉ Wæû?''

zÉÉrÉU MüÐ EmÉrÉÑï£ü mÉÇÌ£ürÉÉÇ xuÉÉuÉsÉÇoÉÏ qÉlÉÑwrÉ Måü oÉÉUå qÉåÇ Wæû, 

ÎeÉlÉMüÉ AÉzÉrÉ Wæû ÌMü xuÉÉuÉsÉÇoÉÏ rÉÉ AÉiqÉÌlÉpÉïU urÉÌ£ürÉÉåÇ Måü 

xÉÉqÉlÉå DµÉU MüÉå pÉÏ fÉÑMülÉÉ mÉÄQûiÉÉ Wæû| LåxÉå urÉÌ£ürÉÉåÇ MüÉ pÉÉarÉ 

ÍsÉZÉlÉå xÉå mÉWûsÉå DµÉU MüÉå pÉÏ ElÉxÉå mÉÔNûlÉÉ mÉÄQûiÉÉ Wæû ̀ oÉiÉÉ iÉåUÏ 

UeÉÉ (CcNûÉ) YrÉÉ Wæû|'

mÉUqÉÑZÉÉmÉå¤ÉÏ urÉÌ£ü lÉ iÉÉå xuÉÇrÉ E³ÉÌiÉ MüU xÉMüiÉÉ Wæû AÉæU lÉ WûÏ 

AmÉlÉå xÉqÉÉeÉ LÇuÉ UÉ·í Måü ÌMüxÉÏ MüÉqÉ AÉ xÉMüiÉÉ Wæû| 

xuÉÉuÉsÉÇoÉlÉ MüÉ AjÉï Wæû- AmÉlÉÉ xÉWûÉUÉ AÉmÉ oÉlÉlÉÉ, AÉiqÉÌlÉpÉïU 

oÉlÉlÉÉ| mÉUqÉÑZÉÉmÉå¤ÉÏ urÉÌ£ü xÉSæuÉ SÕxÉUÉåÇ MüÉ qÉÑÇWû SåZÉiÉÉ Wæû|

mÉUÉuÉsÉÇoÉÏ MüÉå WûqÉåzÉÉ AÉ´ÉrÉ SålÉå uÉÉsÉÉåÇ Måü AkÉÏlÉ oÉlÉMüU UWûlÉÉ 

mÉÄQûiÉÉ Wæû| LåxÉÏ ÎxjÉÌiÉ qÉåÇ lÉ iÉÉå ExÉMüÉ AÉiqÉxÉqqÉÉlÉ eÉÏÌuÉiÉ UWû 

mÉÉiÉÉ AÉæU lÉ WûÏ AÉiqÉ-ÌuÉµÉÉxÉ| uÉWû SÕxÉUÉåÇ Måü WûÉjÉ MüÐ 

MüPûmÉÑiÉsÉÏ oÉlÉMüU rÉÉiÉlÉÉ, mÉÏÄQûÉ, AmÉqÉÉlÉ AÉæU EmÉå¤ÉÉ MüÉ 

eÉÏuÉlÉ eÉÏlÉå mÉU ÌuÉuÉzÉ WûÉå eÉÉiÉÉ Wæû| CxÉÍsÉL mÉUÉuÉsÉÇoÉlÉ MüÉå 

bÉÉåU mÉÉmÉ qÉÉlÉÉ aÉrÉÉ Wæû|

xuÉÉuÉsÉÇoÉÏ urÉÌ£ü WûÏ xÉWûÏ AjÉÉåïÇ qÉåÇ eÉÉlÉ mÉÉrÉÉ Wæû ÌMü SÒZÉ-

mÉÏÄQûÉ YrÉÉ WûÉåiÉå WæÇû AÉæU xÉÑZÉ-xÉÑÌuÉkÉÉ MüÉ YrÉÉ qÉÔsrÉ LÇuÉ qÉWûiuÉ, 

ÌMüiÉlÉÉ AÉlÉÇS AÉæU AÉiqÉ-xÉÇiÉÉåwÉ WÒûAÉ MüUiÉÉ Wæû| ÌuÉµÉ AÉæU 

xÉqÉÉeÉ ÌMüxÉå MüWûiÉå WæÇû| AmÉqÉÉlÉ MüÐ mÉÏÄQûÉ YrÉÉ WûÉåiÉÏ Wæû| ApÉÉuÉ 

ÌMüxÉÏ iÉUWû xÉå urÉÌ£ü MüÉå qÉqÉÉïWûiÉ MüU xÉMüiÉå WæÇû| CxÉ mÉëMüÉU MüÐ 

oÉÉiÉÉåÇ MüÉ rÉjÉÉjÉï pÉÏ uÉÉxiÉuÉ qÉåÇ AÉiqÉÌlÉpÉïU urÉÌ£ü WûÏ eÉÉlÉ-

xÉqÉfÉ xÉMüiÉÉ Wæû| mÉUÉuÉsÉÇoÉÏ MüÉå iÉÉå WûqÉåzÉÉ qÉÉlÉ-AmÉqÉÉlÉ MüÐ 

ÍcÉÇiÉÉ irÉÉaÉMüU, WûÏlÉiÉÉ Måü oÉÉåkÉ xÉå mÉUå UWûMüU, CxÉ iÉUWû urÉÌ£ü 

WûÉåiÉå WÒûL pÉÏ urÉÌ£üWûÏlÉ oÉlÉMüU eÉÏuÉlÉ aÉÑeÉÉU SålÉÉ mÉÄQûiÉÉ Wæû| 

xÉWûeÉ, xÉUsÉ qÉÉlÉuÉ oÉlÉMüU UWûlÉå, qÉÉlÉuÉÏrÉ xÉqqÉÉlÉ AÉæU aÉËUqÉÉ 

mÉÉlÉå MüÐ pÉÔZÉ WûU qÉlÉÑwrÉ qÉåÇ eÉlqÉeÉÉiÉ xÉå UWûÉ MüUiÉÏ Wæû| 

xuÉÉuÉsÉÇoÉÏ oÉlÉMüU ExÉå mÉÔUÉ ÌMürÉÉ eÉÉ xÉMüiÉÉ Wæû|

xuÉÉuÉsÉÇoÉÏ WûÉålÉå MüÉ rÉWû AjÉï lÉWûÏÇ ÌMü qÉlÉÑwrÉ Måü mÉÉxÉ oÉÄQåû-oÉÄQåû, 

FÇcÉå-FÇcÉå UÉeÉqÉWûsÉ WûÉåÇ| AmÉÉU kÉlÉ-xÉÇmÉÌ¨É WûÉå, LåxÉÉ lÉWûÏÇ 

WûÉålÉå mÉU rÉÌS qÉlÉÑwrÉ Måü mÉÉxÉ oÉÄQûÏ-oÉÄQûÏ, FÇcÉÏ-FÇcÉÏ 

aÉÌiÉÌuÉÍkÉrÉÉåÇ mÉU AmÉlÉÉ AÍkÉMüÉU lÉWûÏÇ iÉÉå ElÉ xÉoÉMüÉ WûÉålÉÉ lÉ 

WûÉålÉå Måü oÉUÉoÉU Wæû| xuÉiÉÇ§É iÉjÉÉ CcNûÉlÉÑxÉÉU MüÉrÉï MüUMåü WûÏ 

qÉlÉÑwrÉ AmÉlÉå xÉÉjÉ-xÉÉjÉ, AÉxÉ-mÉÄQûÉåxÉ, aÉsÉÏ-qÉÑWûssÉå, 

xÉqÉÉeÉ AÉæU mÉÔUå SåzÉ MüÉ ÌWûiÉ-xÉÉkÉlÉ MüU mÉÉlÉå qÉåÇ xÉTüsÉ WûÉå 

mÉÉiÉÉ Wæû| LMü xuÉÉuÉsÉÇoÉÏ urÉÌ£ü WûÏ qÉÑÌ£ü pÉÉuÉ xÉå xÉÉåcÉ-ÌuÉcÉÉU 

MüUMåü EÍcÉiÉ MüSqÉ EPûÉ xÉMüiÉÉ Wæû| ExÉMåü ²ÉUÉ ÌMüL aÉL 

mÉËU´ÉqÉ xÉå oÉWûlÉå uÉÉsÉÏ mÉxÉÏlÉå MüÐ mÉëirÉåMü oÉÔÇS qÉÉåiÉÏ Måü xÉqÉÉlÉ 

oÉWÒûqÉÔsrÉ WÒûAÉ MüUiÉÏ Wæû| ÎeÉxÉå xÉŠÉ xÉÑZÉ LuÉÇ AÉiqÉ xÉÇiÉÉåwÉ 

MüWûÉ eÉÉiÉÉ Wæû, uÉWû MåüuÉsÉ AÉiqÉ-ÌlÉpÉïU urÉÌ£ü MüÉå WûÏ mÉëÉmiÉ 

WûÉåiÉÉ Wæû|

eÉÉå urÉÌ£ü xuÉÉuÉsÉÇoÉÏ lÉWûÏÇ WûÉåiÉÉ, uÉå WûÏ AmÉlÉÏ mÉëirÉåMü 

AxÉTüsÉiÉÉ Måü ÍsÉL pÉÉarÉ MüÉå SÉåwÉ SåiÉå UWûiÉå WæÇû| xuÉÉuÉsÉÇoÉÏ 

qÉlÉÑwrÉ xÉTüsÉiÉÉ rÉÉ AxÉTüsÉiÉÉ MüÐ mÉUuÉÉWû ÌMüL ÌoÉlÉÉ AlÉuÉUiÉ 

mÉërÉÉxÉUiÉ UWûiÉå WæÇû AÉæU oÉÉkÉÉAÉåÇ, ÌuÉblÉÉåÇ MüÉå cÉÏUiÉå WÒûL AmÉlÉÉ 

wÉÉåeÉÉå sÉÉåoÉÉå
mÉëoÉÇkÉMü (UÉeÉpÉÉwÉÉ)

¤Éå.MüÉ. 1, LUhÉÉMÑüsÉqÉ
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qÉÉaÉï mÉëzÉxiÉ MüUiÉå eÉÉiÉå WæÇû| MÇüOûÉMüÉMüÐhÉï mÉjÉ mÉU SØÄRûiÉÉ xÉå 

AÉaÉå oÉÄRûiÉå eÉÉiÉå WæÇû| mÉjÉ Måü zÉÔsÉ ElÉMåü MüSqÉÉåÇ MüÉå UÉåMü lÉWûÏÇ 

mÉÉiÉå AÉæU AÇiÉiÉ: xÉTüsÉiÉÉ ElÉMüÉ uÉUhÉ MüUiÉÏ Wæû|

xuÉÉuÉsÉÇoÉlÉ Måü oÉsÉ mÉU WûÏ ÍzÉuÉÉeÉÏ lÉå jÉÉåÄQåû xÉå ÍxÉmÉÉÌWûrÉÉåÇ Måü 

xÉÉjÉ AÉæUÇaÉeÉåoÉ MüÐ ÌuÉzÉÉsÉ xÉålÉÉ MüÉå lÉÉMüÉåÇ cÉlÉå cÉoÉÉ ÌSL jÉå| 

LMüsÉurÉ lÉå aÉÑÂ SìÉåhÉÉcÉÉrÉï ²ÉUÉ EmÉåÍ¤ÉiÉ ÌMüL eÉÉlÉå mÉU pÉÏ 

kÉlÉÑÌuÉï±É qÉåÇ ASpÉÑiÉ MüÉæzÉsÉ mÉëÉmiÉ ÌMürÉÉ jÉÉ| lÉåmÉÉåÍsÉrÉlÉ eÉæxÉÉ 

xÉÉkÉÉUhÉ urÉÌ£ü LMü qÉWûÉlÉ xÉålÉÉlÉÉrÉMü oÉlÉ mÉÉrÉÉ jÉÉ| LMü 

ÌMüxÉÉlÉ iÉjÉÉ oÉÄRûD MüÉ mÉÑ§É AoÉëÉWûqÉ ÍsÉÇMülÉ AqÉåËUMüÉ MüÉ 

UÉ·ímÉÌiÉ oÉlÉ mÉÉrÉÉ jÉÉ| CÌiÉWûÉxÉ LåxÉå ESÉWûUhÉÉåÇ xÉå pÉUÉ mÉÄQûÉ Wæû|

AÉeÉ MüÉ urÉÌ£ü AÍkÉMü xÉå AÍkÉMü kÉlÉ AÉæU xÉÑZÉ Måü xÉÉkÉlÉ iÉÉå 

cÉÉWûiÉÉ Wæû mÉU SÕxÉUÉåÇ MüÉå sÉÔOû-ZÉxÉÉæOû AÉæU OûÉÇaÉ lÉÏcÉå rÉÉ mÉÏNåû 

ZÉÏÇcÉMüU, AmÉlÉå mÉËU´ÉqÉ AÉæU xuÉrÉÇ AmÉlÉå AÉmÉ mÉU ÌuÉµÉÉxÉ LuÉÇ 

ÌlÉ¸É UZÉMüU lÉWûÏÇ| rÉWûÏ MüÉUhÉ Wæû ÌMü AÉeÉ MüÉ urÉÌ£ü xuÉiÉÇ§É 

WûÉåMüU pÉÏ mÉUiÉÇ§É AÉæU SÒZÉÏ Wæû| CxÉ ÎxjÉÌiÉ xÉå NÒûOûMüÉUå MüÉ qÉÉ§É 

LMü WûÏ EmÉÉrÉ Wæû AÉæU uÉWû Wæû xuÉÉuÉsÉÇoÉÏ oÉlÉlÉÉ, AlrÉ MüÉåD lÉWûÏÇ|

SåzÉ Måü mÉëirÉåMü urÉÌ£ü AÉiqÉÌlÉpÉïU WûÉålÉå xÉå mÉËUuÉÉU, mÉËUuÉÉU Måü 

AÉiqÉÌlÉpÉïU WûÉålÉå xÉå xÉqÉÉeÉ AÉæU xÉqÉÉeÉ Måü AÉiqÉÌlÉpÉïU WûÉålÉå xÉå 

SåzÉ ZÉÑS AÉiqÉÌlÉpÉïU oÉlÉ eÉÉLaÉÏ | 

AÉiqÉÌlÉpÉïU pÉÉUiÉ AÍpÉrÉÉlÉ

mÉëkÉÉlÉqÉÇ§ÉÏ lÉUåÇSì qÉÉåSÏ lÉå MüÉåUÉålÉÉ xÉÇMüOû Måü CxÉ SÉæU qÉåÇ pÉÉUiÉ 

MüÐ AjÉïurÉuÉxjÉÉ MüÉå xÉÑkÉÉUlÉå Måü ÍsÉL 20 sÉÉZÉ MüUÉåÄQû ÂmÉrÉå 

Måü UÉWûiÉ mÉæMåüeÉ MüÉ LåsÉÉlÉ ÌMürÉÉ jÉÉ| CxÉ mÉæMåüeÉ MüÉå 

AÉiqÉÌlÉpÉïU pÉÉUiÉ AÍpÉrÉÉlÉ MüÉ lÉÉqÉ ÌSrÉÉ aÉrÉÉ Wæû| mÉëkÉÉlÉqÉÇ§ÉÏ 

MüÉ MüWûlÉÉ Wæû ÌMü CxÉ oÉÄQåû UÉWûiÉ mÉæMåüeÉ xÉå pÉÉUiÉ qÉåÇ sÉÉåaÉÉåÇ MüÉå 

MüÉqÉMüÉeÉ MüUlÉå MüÐ xÉÑÌuÉkÉÉ EmÉsÉokÉ MüUÉD eÉÉLaÉÏ AÉæU rÉWû 

MüÉåÍzÉzÉ MüÐ eÉÉLaÉÏ ÌMü AaÉsÉå MÑüNû xÉÉsÉÉåÇ qÉåÇ pÉÉUiÉ AmÉlÉÏ 

eÉÃUiÉ MüÐ AÍkÉMüiÉU cÉÏeÉÉåÇ Måü ÍsÉL ZÉÑS mÉU ÌlÉpÉïU WûÉå eÉÉL | 

CxÉ ÌWûxÉÉoÉ xÉå AÍpÉrÉÉlÉ MüÉ lÉÉqÉ AÉiqÉÌlÉpÉïU pÉÉUiÉ AÍpÉrÉÉlÉ 

UZÉÉ aÉrÉÉ Wæû |

ÌMüxÉÉlÉ WûÉåÇaÉå AÉiqÉÌlÉpÉïU

MüÉåUÉålÉÉ uÉÉrÉUxÉ Måü oÉÄRûiÉå xÉÇMüOû Måü CxÉ SÉæU qÉåÇ xÉoÉxÉå oÉÄQûÏ qÉÉU 

ÌMüxÉÉlÉÉåÇ mÉU mÉÄQûÏ Wæû| CxÉ ÌWûxÉÉoÉ xÉå AÉiqÉÌlÉpÉïU pÉÉUiÉ 

AÍpÉrÉÉlÉ qÉåÇ iÉÏlÉ MüUÉåÄQû ÌMüxÉÉlÉÉåÇ MüÉå 4.22 sÉÉZÉ MüUÉåÄQû ÂmÉrÉå 

MüÉ M×üÌwÉ sÉÉålÉ ÌSrÉÉ aÉrÉÉ Wæû| CxÉqÉåÇ 3 qÉWûÏlÉå iÉMü ElWåÇû sÉÉålÉ 

uÉÉmÉxÉ MüUlÉå MüÐ eÉÃUiÉ lÉWûÏÇ Wæû| CxÉMåü xÉÉjÉ WûÏ CÇOûUåxOû 

xÉouÉåÇzÉlÉ AÉæU iÉÑUÇiÉ sÉÉålÉ cÉÑMüÉlÉå Måü CÇxÉåÇÌOûuÉ Måü ÃmÉ qÉåÇ ÍqÉsÉlÉå 

uÉÉsÉÏ xÉÑÌuÉkÉÉ 31 qÉD 2020 iÉMü oÉÄRûÉ SÏ aÉD jÉÏ |

AÉiqÉÌlÉpÉïU ÌMüxÉÉlÉ, xÉqÉ×® pÉÉUiÉ

AÉiqÉÌlÉpÉïU pÉÉUiÉ AÍpÉrÉÉlÉ qÉåÇ xÉUMüÉU lÉå ÌMüxÉÉlÉÉåÇ AÉæU aÉëÉqÉÏhÉ 

AjÉïurÉuÉxjÉÉ Måü WûÉjÉ qÉåÇ AÍkÉMü mÉæxÉå mÉWÒÇûcÉÉlÉå MüÐ MüÉåÍzÉzÉ MüÐ 

Wæû| xÉUMüÉU lÉå oÉiÉÉrÉÉ Wæû ÌMü qÉÉcÉï AÉæU AmÉëæsÉ Måü oÉÏcÉ 86,600 

MüUÉåÄQû ÂmÉrÉå Måü 63 sÉÉZÉ sÉÉålÉ M×üÌwÉ ¤Éå§É qÉåÇ ÌSL aÉL WæÇû| CxÉMåü 

xÉÉjÉ WûÏ xÉWûMüÉUÏ oÉæÇMü AÉæU ¤Éå§ÉÏrÉ aÉëÉqÉÏhÉ oÉæÇMü MüÐ 

ËUTüÉClÉåÇÍxÉÇaÉ Måü ÍsÉL lÉÉoÉÉQïû lÉå 29,500 MüUÉåÄQû ÌSL WæÇû| CxÉMåü 

xÉÉjÉ WûÏ UÉerÉÉåÇ MüÉå ÃUsÉ ClTëüÉOíûYcÉU QåûuÉsÉmÉqÉåÇOû TÇüQû Måü ÍsÉL 

4,200 MüUÉåÄQû MüÐ qÉSS SÏ aÉD Wæû|

zÉWûUÏ aÉUÏoÉ oÉlÉåÇaÉå AÉiqÉÌlÉpÉïU

pÉÉUiÉ xÉUMüÉU lÉå oÉiÉÉrÉÉ Wæû ÌMü ÌmÉNûsÉå 2 qÉWûÏlÉå Måü SÉæUÉlÉ mÉëuÉÉxÉÏ 

qÉeÉSÕU AÉæU zÉWûUÏ aÉUÏoÉ sÉÉåaÉÉåÇ Måü ÍsÉL MüD EmÉÉrÉ ÌMüL aÉL WæÇû 

ÎeÉxÉxÉå ElWåÇû MüÉåUÉålÉÉ Måü oÉÉS Måü SÉæU qÉåÇ eÉÏlÉå qÉåÇ AÉxÉÉlÉÏ WûÉå| 

CxÉqÉåÇ mÉëuÉÉxÉÏ qÉeÉSÕU Måü UWûlÉå Måü ÍsÉL xOåûOû ÌQûeÉÉxOûU ËUxmÉÉÇxÉ 

TÇüQû Måü UMüqÉ Måü EmÉrÉÉåaÉ MüÐ CeÉÉeÉiÉ SÏ aÉD Wæû ÎeÉxÉxÉå ÌMü 

ElÉMåü ÍsÉL ZÉÉlÉå AÉæU mÉÉlÉÏ MüÐ urÉuÉxjÉÉ MüÐ eÉÉ xÉMåü| MåÇüSì 

xÉUMüÉU lÉå UÉerÉÉåÇ MüÉå 11,000 MüUÉåÄQû ÌSL WæÇû ÎeÉxÉxÉå ÌMü uÉWû 

xOåûOû ÌQûeÉÉxOûU ËUxmÉÉÇxÉ TÇüQû MüÐ qÉSS xÉå ClÉMåü ÍsÉL MüÉqÉ MüU 

xÉMåÇü| AoÉïlÉ WûÉåqÉsÉåxÉ xÉåÇOûxÉï qÉåÇ UWûlÉå uÉÉsÉå sÉÉåaÉÉåÇ Måü ÍsÉL ÌSlÉ 

qÉåÇ iÉÏlÉ oÉÉU ZÉÉlÉå MüÐ urÉuÉxjÉÉ MüÐ aÉD Wæû| 12,000 xÉåsTü WåûsmÉ 

aÉëÑmÉ lÉå iÉÏlÉ MüUÉåÄQû qÉÉxMü AÉæU xÉuÉÉ sÉÉZÉ sÉÏOûU xÉålÉåOûÉCeÉU 
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oÉlÉÉL WæÇû| CxÉMåü qÉÉkrÉqÉ xÉå pÉÏ zÉWûUÏ aÉUÏoÉÉåÇ MüÉå MüÉqÉ EmÉsÉokÉ 

MüUÉlÉå MüÐ MüÉåÍzÉzÉ MüÐ aÉD Wæû|

qÉlÉUåaÉÉ qÉåÇ oÉÄRûÉ AÉoÉÇOûlÉ

MüÉåUÉålÉÉ uÉÉrÉUxÉ Måü oÉÄRûiÉå xÉÇ¢üqÉhÉ MüÉå UÉåMülÉå Måü ÍsÉL ÌMüL aÉL 

sÉÊMü QûÉElÉ Måü CxÉ SÉæU qÉåÇ oÉWÒûiÉ xÉå mÉëuÉÉxÉÏ qÉeÉSÕU AmÉlÉå bÉU 

uÉÉmÉxÉ eÉÉ UWåû WæÇû| ElWåÇû ElÉMåü bÉU mÉU WûÏ MüÉqÉ ÍqÉsÉ xÉMåü, CxÉMåü 

ÍsÉL xÉUMüÉU lÉå qÉlÉUåaÉÉ Måü qÉÉkrÉqÉ xÉå oÉÄQûÏ mÉWûsÉ MüÐ Wæû| 

xÉUMüÉU lÉå oÉiÉÉrÉÉ Wæû ÌMü 13 qÉD iÉMü qÉlÉUåaÉÉ qÉåÇ 14.62 MüUÉåÄQû 

qÉÉlÉuÉ ÌSuÉxÉ MüÉqÉ oÉlÉÉrÉÉ aÉrÉÉ Wæû| CxÉ iÉÉUÏZÉ iÉMü uÉÉxiÉuÉ qÉåÇ 

qÉlÉUåaÉÉ mÉU ZÉcÉï 10,000 MüUÉåÄQû WûÉå cÉÑMüÉ Wæû| AoÉ iÉMü SåzÉ Måü 

1.87 sÉÉZÉ aÉëÉqÉ mÉÇcÉÉrÉiÉ qÉåÇ 2.33 MüUÉåÄQû sÉÉåaÉÉåÇ lÉå MüÉqÉ Måü 

ÍsÉL AÉuÉåSlÉ ÌMürÉÉ jÉÉ ÎeÉlWåÇû MüÉqÉ ÍqÉsÉ aÉrÉÉ Wæû| ÌmÉNûsÉå xÉÉsÉ 

MüÐ iÉÑsÉlÉÉ qÉåÇ CxÉ xÉÉsÉ qÉD qÉåÇ 50 ÄTüÏxÉSÏ iÉMü erÉÉSÉ sÉÉåaÉÉåÇ lÉå 

qÉlÉUåaÉÉ qÉåÇ MüÉqÉ Måü ÍsÉL AÉuÉåSlÉ ÌMürÉÉ Wæû|

lÉL sÉåoÉU MüÉåQû xÉå ÍqÉsÉåaÉÏ qÉSS

MåÇüSì xÉUMüÉU lÉå lÉrÉÉ sÉåoÉU MüÉåQû sÉÉMüU ́ ÉÍqÉMüÉåÇ Måü ÌWûiÉ qÉåÇ LMü 

oÉÄQûÉ MüÉqÉ ÌMürÉÉ Wæû| CxÉMåü xÉÉjÉ WûÏ xÉpÉÏ ́ ÉÍqÉMüÉåÇ MüÉå xÉqÉrÉ mÉU 

pÉÑaÉiÉÉlÉ MüUÉlÉå qÉåÇ pÉÏ qÉSS ÍqÉsÉlÉå MüÐ EqqÉÏS Wæû| CxÉ xÉqÉrÉ 

lrÉÔlÉiÉqÉ uÉåiÉlÉ MüÉ TüÉrÉSÉ ÍxÉTïü 30 ÄTüÏxÉSÏ ́ ÉÍqÉMü EPûÉ mÉÉiÉå WæÇû| 

CxÉMåü xÉÉjÉ WûÏ xÉpÉÏ qÉeÉSÕUÉåÇ MüÉå ÌlÉrÉÑÌ£ü Måü ÍsÉL AmÉÊCÇOûqÉåÇOû 

sÉåOûU ÌSrÉÉ eÉÉLaÉÉ| CxÉMåü xÉÉjÉ WûÏ WûU CqmÉsÉÊD MüÉ xÉÉsÉÉlÉÉ 

WåûsjÉ cÉåMüAmÉ AÌlÉuÉÉrÉï MüU ÌSrÉÉ eÉÉLaÉÉ| xÉUMüÉU lÉå MüWûÉ Wæû 

ÌMü lÉL sÉåoÉU MüÉåQû MüÐ uÉeÉWû xÉå mÉÔUå SåzÉ qÉåÇ LMü eÉæxÉÏ lrÉÔlÉiÉqÉ 

qÉeÉSÕUÏ MüÐ urÉuÉxjÉÉ MüUlÉå qÉåÇ qÉSS ÍqÉsÉ xÉMüiÉÏ Wæû|

AÉiqÉÌlÉpÉïU pÉÉUiÉ AÉæU oÉæÇMü

ÌuÉzÉåwÉ¥ÉÉåÇ Måü AlÉÑxÉÉU mÉëkÉÉlÉqÉÇ§ÉÏ ²ÉUÉ bÉÉåÌwÉiÉ AÉiqÉÌlÉpÉïUiÉÉ MüÐ 

lÉD mÉÊÍsÉxÉÏ xÉÉsÉ 1991 qÉåÇ pÉÉUiÉÏrÉ AjÉïurÉuÉxjÉÉ Måü 

ESÉUÏMüUhÉ xÉå pÉÏ AÍkÉMü AWûqÉ bÉOûlÉÉ Wæû|

MüÉåUÉålÉÉ MüÉsÉ qÉåÇ SåzÉ MüÐ AjÉïurÉuÉxjÉÉ MüÉå mÉOûUÏ mÉU sÉÉlÉå Måü 

ÍsÉL mÉëkÉÉlÉqÉÇ§ÉÏ lÉå AÉiqÉÌlÉpÉïU pÉÉUiÉ AÍpÉrÉÉlÉ MüÐ zÉÑÃAÉiÉ 

MüÐ Wæû| AÉiqÉ ÌlÉpÉïU AÍpÉrÉÉlÉ Måü iÉWûiÉ ElWûÉåÇlÉå SåzÉuÉÉÍxÉrÉÉåÇ xÉå 

xuÉSåzÉÏ cÉÏeÉÉåÇ AmÉlÉÉMüU SåzÉ MüÐ AjÉïurÉuÉxjÉÉ MüÉå qÉeÉoÉÔiÉ 

oÉlÉÉlÉå MüÐ AmÉÏsÉ MüÐ Wæû| LåxÉå qÉåÇ qÉWûÉUÉ·í Måü LMü SÒMüÉlÉSÉU lÉå 

AÉiqÉÌlÉpÉïU pÉÉUiÉ AÍpÉrÉÉlÉ xÉå mÉëåËUiÉ WûÉåMüU aÉëÉWûMüÉåÇ MüÐ 

mÉWûcÉÉlÉ Måü ÍsÉL xuÉSåzÉÏ-ÌuÉSåzÉÏ xÉÉqÉÉlÉÉåÇ MüÉå AsÉaÉ MüU ÌSrÉÉ 

Wæû|

xÉUMüÉU lÉå WûÉsÉ qÉåÇ 21 sÉÉZÉ MüUÉåÄQû ÂmÉL Måü mÉëÉåixÉÉWûlÉ mÉæMåüeÉ 

MüÐ bÉÉåwÉhÉÉ AÉæU ËUeÉuÉï oÉæÇMü MüÐ lÉÏÌiÉaÉiÉ SU qÉåÇ MüOûÉæiÉÏ xÉqÉåiÉ 

lÉL UÉWûiÉ EmÉÉrÉÉåÇ Måü LåsÉÉlÉ ÌMürÉÉ jÉÉ |

ÌuÉ¨É qÉÇ§ÉÏ ÌlÉqÉïsÉÉ xÉÏiÉÉUÉqÉlÉ lÉå 22 qÉD MüÉå xÉÉuÉïeÉÌlÉMü ¤Éå§É Måü 

oÉæÇMüÉåÇ (mÉÏLxÉoÉÏ) Måü qÉÑZrÉ MüÉrÉïmÉÉsÉMü AÍkÉMüÉËUrÉÉåÇ (xÉÏDAÉå) 

Måü xÉÉjÉ MüeÉï ÌuÉiÉUhÉ xÉqÉåiÉ ÌuÉÍpÉ³É qÉÑ¬ÉåÇ mÉU cÉcÉÉï Måü ÍsÉL 

xÉqÉÏ¤ÉÉ oÉæPûMü MüÐ AÉæU MüÉåÌuÉQû-19 xÉå mÉëpÉÉÌuÉiÉ AjÉurÉïuÉxjÉÉ 

MüÉå mÉOûUÏ mÉU sÉÉlÉå Måü ÍsÉL uÉ×WûiÉ AÉiqÉÌlÉpÉïU pÉÉUiÉ UÉWûiÉ mÉæMåüeÉ 

MüÉrÉÉïÎluÉiÉ MüUlÉå MüÉå MüWûÉ| 

AÉqÉiÉÉæU mÉU qÉÉlÉÉ eÉÉiÉÉ Wæû ÌMü sÉÉåaÉÉåÇ xÉå eÉqÉÉ Måü ÃmÉ qÉåÇ mÉæxÉÉ 

sÉåMüU sÉÉåaÉÉåÇ MüÉå GhÉ Måü ÃmÉ qÉåÇ ÌuÉiÉËUiÉ MüUlÉÉ WûÏ oÉæÇMüÉåÇ MüÉ 

MüÉqÉ Wæû | FmÉU MüUÉåÄQûÉåÇ ÂmÉrÉÉåÇ MüÐ eÉÉå xOæûÌOûÎxOûYxÉ mÉåzÉ ÌMürÉÉ 

Wæû, rÉå xÉoÉ oÉæÇMüÉåÇ Måü qÉÉkrÉqÉ xÉå xÉÇpÉuÉ WûÉå mÉÉrÉÉ Wæû | 

xÉUMüÉU Måü ÌuÉÍpÉ³É qÉWûiuÉÉMüÉÇ¤ÉÏ rÉÉåeÉlÉÉAÉåÇ MüÉ MüÉrÉÉïluÉrÉlÉ 

oÉæÇMüÉåÇ Måü xÉWûrÉÉåaÉ Måü ÌoÉlÉÉ xÉÇpÉuÉ lÉWûÏÇ Wæû | sÉÉpÉÉÍjÉïrÉÉåÇ MüÉå 

AlÉÑSÉlÉ AÉÌS mÉÉUSzÉÏï RÇûaÉ xÉå mÉWÒðûcÉÉlÉå qÉåÇ oÉæÇMü xÉWûÉrÉMü Wæû | 

CxÉxÉå AÉqÉ eÉlÉiÉÉ SsÉÉsÉÉåÇ Måü WûÉjÉÉåÇ xÉå oÉcÉlÉå qÉåÇ pÉÏ xÉTüsÉ WÒûL 

WæÇû |

LMü AÉiqÉÌlÉpÉïU xÉqÉÉeÉ Måü aÉPûlÉ qÉåÇ oÉæÇMüÉåÇ MüÐ AWûqÉ pÉÔÍqÉMüÉ 

WûÉåiÉÏ Wæû | xÉqÉÉeÉ qÉåÇ lÉMüS mÉëuÉÉWû MüÉå xÉÑÌlÉÍ¶ÉiÉ MüUlÉÉ oÉæÇMüÉåÇ MüÉ 

SÉÌrÉiuÉ Wæû | aÉëÉWûMüÉåÇ Måü xÉqÉjÉïlÉ Måü ÌoÉlÉÉ CxÉ mÉëÌiÉxmÉkÉÏï rÉÑaÉ qÉåÇ 

oÉlÉå UWûlÉÉ AÉxÉÉlÉ lÉWûÏÇ Wæû | LåxÉå qÉåÇ ElÉ aÉëÉWûMüÉåÇ MüÉå AÉuÉzrÉMüiÉÉ 

mÉÄQûlÉå mÉU EÍcÉiÉ xÉWûÉrÉiÉÉ mÉëSÉlÉ MüUlÉÉ WûqÉÉUÏ lÉæÌiÉMü ÎeÉqqÉåSÉUÏ  

Wæû |  

rÉWû iÉÉå xÉcÉ Wæû ÌMü WûqÉÉUå SåzÉ Måü eÉlÉiÉÉ qÉåÇ mÉæxÉå MüÐ MüqÉÏ Wæû, 

sÉåÌMülÉ mÉëÌiÉpÉÉ MüÐ lÉWûÏÇ | ÌMüxÉÏ urÉÌ£ü MüÉå AÉÍjÉïMü xÉqÉjÉïlÉ 

SåMüU  ElÉMüÐ mÉëÌiÉpÉÉ MüÉå mÉlÉmÉlÉå MüÉ AuÉxÉU mÉëSÉlÉ MüUlÉÉ oÉæÇMüÉåÇ 

MüÉ MüiÉïurÉ Wæû | LåxÉå AuÉxÉUÉåÇ MüÉå mÉWûcÉÉlÉMüU, EÍcÉiÉ xÉqÉrÉ mÉU 

xÉqÉjÉïlÉ SåMüU, AÉiqÉÌlÉpÉïUiÉÉ MüÐ AÉåU AaÉëxÉU WûqÉÉUå pÉÉUiÉ SåzÉ 

MüÐ qÉSS WûqÉ MüU xÉMüiÉå WæÇû |

xÉëÉåiÉ : ÌuÉÌMümÉÏÌQûrÉÉ / xÉqÉÉcÉÉU mÉ§É
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Article

The COVID-19 global emergency has turned the lives of 
millions upside down. Social distancing and teleworking 
have become the norm and changed the way we 
communicate, work, and spend our free �me.

With the people increasingly relying on digital tools and 
immersing deeper in the virtual world, cyber criminals 
have taken this as an opportunity of the coronavirus 
disease pandemic by sending fraudulent email and 
WhatsApp messages that a�empt to trick users into 
clicking on malicious links or opening a�achments.

Examples of COVID-19 Scams:
 Fake no�ces from health organiza�ons (local or state 
 health departments)
 Informa�on about protec�ng yourself, your family 
 that contains malicious links or a�achments
 Phishing emails or websites containing fake updates 
 about the virus
 Charitable appeals to help vic�ms of the virus, which 
 are not legi�mate

Types of A�acks:
Spam Emails: Hackers are impersona�ng as health and 
other government organiza�ons to send emails that 
include users to download files or click on links to access 
coronavirus-related informa�on. These files and links 
contain malware and can a�ack your systems.

Disguised Files: Hackers are using generic files like PDFs, 
word documents, etc. to spread malware. These files 
once downloaded, infect your computer with different 
types of malware or viruses such as keyloggers, 
ransomware, etc.

Malicious websites: Spoof webpages giving informa�on 
about coronavirus, could actually be infested with 
malware. These webpages aim to harvest your 
creden�als and other sensi�ve informa�on.

Ransomware: Hospitals, medical centres and public 

ins�tu�ons are being targeted by cyber criminals for 
ransomware a�acks – since they are overwhelmed with 
the health crisis and cannot afford to be locked out of 
their systems, the criminals believe they are likely to pay 
the ransom. The ransomware can enter their systems 
through emails containing infected links or a�achments, 
compromised employee creden�als, or by exploi�ng a 
vulnerability in the system.

Security Measures to be followed:
1. Keep your informa�on Safe
  Back up all the important files, and store them 
  independently from system.
  Always verify a company's legi�mate website 
  before entering login details or sensi�ve 
  informa�on.

2. Check Systems and So�ware
  Ensure that latest an�-virus so�ware is installed on 
  computer and mobile devices;
  Perform regular scans on computers or mobile 
  devices.
  Download mobile applica�ons or any other 
  so�ware from trusted pla�orms only
  Update the applica�ons or so�ware with latest 
  patches
  Update the devices being used to remote into work 
  environments with the latest so�ware patches and 
  configura�ons

3. Be Vigilant
  Regularly check and update the privacy se�ngs on 
  social media accounts
  Update passwords and ensure that they are strong 
  (a mix of uppercase, lowercase, numbers and 
  special characters)

Do not click on links or open a�achments in emails which 
you were not expec�ng to receive, or come from an 
unknown sender.

*****

COVID-19 CYBER THREATSCOVID-19 CYBER THREATSCOVID-19 CYBER THREATS
A V Rama Rao
General Manager

Risk Management Wing

35 Shreyas - August - September 2020



P Srinivasamurthy, 
Manager, 

Sports cell, 
HR Wing, HO

Marketing in bankingMarketing in bankingMarketing in banking

The informa�on, knowledge, defini�ons, concepts and 
theory about marke�ng can be searched and researched 
on google. Therefore, I am not going to bore you with the 
same where as  I am making a humble effort to express 
my views on the need of marke�ng in today's banking 
business and various types of leads available within our 
system which can help us to up-sell and cross sell our 
products and services.

The first basic ques�on that we come across is, “Is 
marke�ng required in banking?” The answer is a big 
empha�c Yes. Marke�ng is the most essen�al func�on in 
Banking today considering very li�le difference in 
product and service features and pricing. Here pricing 
means the interest rates. When we compare our 
products, service features and interest rates with that of 
our peer banks or Pvt. Banks, the difference is almost nil. 
It is hardly 0.05% to 0.10% in terms of interest rates. So, 
what will bring the new customers into our fold, in such a 
scenario? The only answer is effec�ve marke�ng.

The next ques�on is, “Why should I do marke�ng as it is 
the job of specialist marke�ng officers?” If our Bank has 
to grow as per its long-range plan, each one of us has to 
do some sort of marke�ng. For a bank of our size, the 
strength of our marke�ng team is minimal. The 
marke�ng team cannot cater to the marke�ng needs of 
10000+ branches across the length and breadth of the 

country and as such, the onus of marke�ng lies on each 
and every branch. Secondly, marke�ng is a very 
important func�on, which cannot be le� alone to a few 
marke�ng officers. Marke�ng is an essen�al func�on, 
which has to be embraced by every employee. If Bank 
has to survive and thrive in these challenging �mes, it is 
marke�ng alone which can bring business and profit into 
the Bank.

The moratorium on EMIs un�l Aug 2020 has affected our 
Interest income. On one hand, Bank is not ge�ng its 
dues, at the same �me bank has to pay interest on 
deposits without any discount or moratorium. Further, 
the loans under stress are being restructured �ll the 
economy revives and this too will have its effect on our 
interest income. In such a scenario, to maintain our 
profitability, it is important to augment our non-interest 
income, and also shore up our advances. 

COVID 19 crisis has forced most of our customers to do 
banking digitally and the rush at the branch counters are 
rela�vely less. This gives us ample �me and scope to 
enhance our marke�ng skills and ac�vi�es. So how do I 
go about this and where should I start?

To start with, lets us make a review of SB accounts. Every 
deposit account has a Nominee. But does every 
Nominee has an account with us? Nominees are 

Article
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generally younger to the account holder and it's a part of 
Bank's long term strategy to rope in young customers 
into our fold. With nearly 90% of our customer base 
comprising of Deposit customers, we are si�ng on an 
untouched and unu�lized data bank. If every employee 
in the bank is able to contact at least 1 nominee a day, we 
are looking at 90000 leads a day, pan India. A conversion 
rate of 10% would result in 9000 new customers into our 
fold and 9000 new nominees to these accounts, per day.

If we are able to contact at least one person from the 
contact list of our cell phone and inform about our 
banking products suited to his/her requirements and 
reques�ng to contact you in case of any sort of banking 
needs, the results can be amazing. It has to be a 
con�nual process to ins�ll confidence and convert the 
lead to a successful customer. Whenever you 
successfully canvas business from any walk in 
customer/converted lead, make it a point to obtain at 
least two references for new business with an 
introductory le�er/phone call recommending you and 
Canara Bank.

The above ac�vi�es can be done si�ng in our seats 
without disturbing or ge�ng disturbed on our daily 
assigned work. To cross sell or up sell our products, we 
need to map our products to the life cycle stage of our 
customers and it may be done as under:

 Age upto 18 – Canara Champ / Minor Account, Child 
 Insurance Plans, Term Deposits, Educa�onal Loan 
 with Loan protec�on plan, Health Insurance.

 Age 18+ to 60 – Regular Savings account, Premium 
 CASA accounts, Term Deposits, Housing / Vehicle 
 loans, Business loans, Term Life Insurance, Vehicle 
 Insurance, Asset coverage, Health Insurance, Demat 

 Accounts, Mutual Funds, Credit Cards, PPF, NPS, 
 PMSBY, PMJJBY, APY, Gold Loans, Investments in Gold 
 Bonds, Safe Deposit Lockers, Canara Top Up loan.

 Age above 60 – Pension Account, Canara Pension 
 Loan, Senior Ci�zen Term Deposits, Debt / Monthly 
 Income Plan Mutual Funds, Life Annuity Plans, Health 
 Insurance, Gold Bonds Demat Accounts, Safe Deposit 
 Lockers, Reverse Mortgage Loan

The key in marke�ng is selling the right product at the 
right �me to the right person. The above product 
mapping will help us to understand the financial needs of 
a customer and pitch our products / services according 
to the life cycle needs of customers. When we are in a 
posi�on to understand the needs of a customer, selling / 
marke�ng will be like offering solu�on to our customer's 
current problems / needs. As such, we will always be well 
poised and the customer is invariably willing to listen / 
pay a�en�on to our communica�on.

Other Key aspects of the marke�ng are:
 Every human craves importance, and when you make 
 a customer feel that he/she is very important to us 
 half the ba�le is won. The logic is very simple, treat 
 the customer, as you want to be treated. 
 Knowledge is power. Have thorough knowledge of 
 what you are proposing to sell. Referring to your 
 higher up / colleague for every clarifica�on presents a 
 very unprofessional picture of your self and the Bank.
 Every employee is a Brand Ambassador of the Bank 
 and how you act, behave, present yourself with the 
 customer decides the Brand image of our Bank. 
 Hence, always make yourself very presentable just 
 like how you prepare yourself for your family func�on. 
 Being before �me for each mee�ngs with the 
 customer will give a very loud and clear message to 
 the customer that his/her, business means a lot to you 
 and the Bank. In case you are late for any reason, try to 
 inform in advance, and when you meet the customer 
 always apologize for the delay.
 Never over promise and under deliver. Instead, be 
 realis�c about the �me lines and the number of days 
 for processing any proposals and try to adhere to the 
 mutually set �me lines.
 Rejec�on is not personal. If a customer doesn't buy a 
 product from you it doesn't mean that the customer 
 has rejected you or your proposal. It means that 
 presently he/she does not need the product/service 
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 you are offering. So never, take any rejec�on/failure 
 personally. 

 Customer Service at the counters / branches goes a 
 long way in a�rac�ng good customers to our Bank. We 
 are in the service industry and customer has many 
 op�ons to choose from. We have to make the 
 customer feel special for successfully a�aining 
 business and its con�nuity. Hospitality industry is the 
 best example when it comes to customer service. Any 
 complaint however trivial it may be is treated with 
 utmost a�en�on and is resolved to customer's fullest 
 sa�sfac�on. They go out of their way to make sure to 
 get best ra�ng from the customers.

You may be wondering how a Bank like ours, which has a 
rich tradi�on of 113 years, has been able to successfully 
do business and market our products without a 
structured marke�ng approach. Marke�ng has always 
been there and it is generally the Branch head, who does 
most of the marke�ng work, in his/her own way. If the 
Bank has to survive in these challenging �mes, every one 
of us has to stand up and be counted. If we want Canara 
Bank to become no.1 in the Indian Banking industry, we 
also have to go that extra mile. Together We Can!

*****

GÌwÉMåüzÉ MÑüqÉÉU 
 mÉëoÉÇkÉMü

AkrÉrÉlÉ uÉ ÌuÉMüÉxÉ MåülSì, ÌSssÉÏ 

ÄeÉÏxiÉ -L- ÎeÉlSaÉÏÄeÉÏxiÉ -L- ÎeÉlSaÉÏÄeÉÏxiÉ -L- ÎeÉlSaÉÏÄeÉÏxiÉ -L- ÎeÉlSaÉÏÄeÉÏxiÉ -L- ÎeÉlSaÉÏÄeÉÏxiÉ -L- ÎeÉlSaÉÏ

ÌSsÉ ÄZÉÉqÉÉåzÉ, MüsÉqÉ ESÉxÉ oÉæPûÏ Wæû

iÉÑqÉ lÉÄeÉU ÍqÉsÉÉAÉå iÉÉå MÑüNû ÄZÉrÉÉsÉ AÉL|

  ÌlÉMüsÉ eÉÉAÉå lÉÄeÉUåÇ oÉcÉÉ Måü SÒÌlÉrÉÉ xÉå

  CxÉxÉå mÉWûsÉå ÌMü eÉqÉÉlÉå Måü xÉuÉÉsÉ AÉL|

lÉÉ MüU ÎÄeÉ¢ü AoÉ eÉqÉÉlÉå qÉåÇ WûÄMüÏÄMüiÉ MüÉ

rÉå fÉÔPû MüÉ oÉÉÄeÉÉU Wæû rÉWûÉð fÉÔPû MüÉ WûÏ qÉÉsÉ AÉL|

  cÉsÉiÉå ÌTüUiÉå qÉÑSåï WæÇû rÉå ClWåÇû  qÉÑSÉï WûÏ UWûlÉå SÉå

  lÉÉaÉuÉÉU Wæû ClÉMüÉå eÉÉå ÎÄeÉÇSaÉÏ MüÐ ÍqÉxÉÉsÉ AÉL|

iÉåUå eÉÉlÉÉåÇ mÉU UZÉ Måü ÍxÉU qÉU eÉÉFÆ qÉæÇ

CxÉxÉå mÉWûsÉå ÌMü ÎÄeÉÇSaÉÏ MüÉ oÉuÉÉsÉ AÉL|

  xÉÉðxÉ sÉåiÉå UWûlÉÉ AÉæU ÌTüU SqÉ iÉÉåÄQû SålÉÉ

  CxÉ ÄeÉsÉÉsÉiÉ MüÉ MüWûÏÇ iÉÉå CqiÉWûÉlÉ AÉL|

qÉUlÉå Måü oÉWûÉlÉÉåÇ qÉåÇ pÉÏ aÉqÉïeÉÉåzÉÏ WûÉå

CxÉxÉå mÉWûsÉå ÌMü eÉÏlÉå MüÉ qÉsÉÉsÉ AÉL|

*****
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rÉÉiÉëÉ uÉ×iiÉÉÇiÉ

MÑü OèOlÉÉQû qÉåÇ LMü AlÉÉåZÉÉ xÉTüUMÑü OèOlÉÉQû qÉåÇ LMü AlÉÉåZÉÉ xÉTüUMÑü OèOlÉÉQû qÉåÇ LMü AlÉÉåZÉÉ xÉTüUMÑü OèOlÉÉQû qÉåÇ LMü AlÉÉåZÉÉ xÉTüUMÑü OèOlÉÉQû qÉåÇ LMü AlÉÉåZÉÉ xÉTüUMÑü OèOlÉÉQû qÉåÇ LMü AlÉÉåZÉÉ xÉTüU

MåüUsÉ MüÉ mÉrÉïOûlÉ ÌMüxÉÏ pÉÏ rÉÉ§ÉÏ MüÉå xÉÇiÉÑÌ¹ mÉëSÉlÉ MüU xÉMüiÉÉ Wæû 

YrÉÉåÇÌMü rÉWûÉð WûU iÉUWû Måü rÉÉ§ÉÏ Måü ÍsÉL MÑüNû lÉ MÑüNû SåZÉlÉå AÉæU 

eÉÉlÉlÉå MüÉå ÍqÉsÉåaÉÉ | UåiÉÏsÉå xÉqÉÑSì iÉOû, lÉÌSrÉÉð AÉæU kÉÑÇkÉ pÉUÏ mÉWûÉÄQûÏ 

cÉÉåÌOûrÉÉð qÉÇ§É qÉÑakÉ MüUlÉå uÉÉsÉå oÉæMü uÉÊOûxÉï, LåÌiÉWûÉÍxÉMü kÉÉÍqÉïMü xjÉsÉ 

CirÉÉÌS WûU ÌMüxÉÏ MüÉ qÉlÉ qÉÉåÌWûiÉ MüUlÉå uÉÉsÉå WæÇû |

AÉåhÉqÉ mÉuÉï MüÉå UÉerÉ EixÉuÉ Måü ÃmÉ qÉåÇ qÉlÉÉL eÉÉlÉå Måü MüÉUhÉ  

AÉåhÉqÉ Måü xÉqÉrÉ rÉWûÉð MüÉ mÉrÉïOûlÉ MüUlÉå xÉå AcNûÏ AlÉÑpÉÔÌiÉ mÉëÉmiÉ 

WûÉåiÉÏ Wæû| rÉWû LåxÉÉ xÉqÉrÉ Wæû eÉoÉ oÉÉËUzÉ Måü mÉÉlÉÏ xÉå lÉÌSrÉÉð pÉU eÉÉiÉÏ 

WæÇû AÉæU WûU MüWûÏÇ WûËUrÉÉsÉÏ WûÏ WûËUrÉÉsÉÏ lÉÄeÉU AÉiÉÏ Wæû| WûUå-pÉUå  

ÌMülÉÉUÉåÇ MüÉå NÕûiÉå WÒûL MüsÉMüsÉ qÉcÉÉMüU pÉÉaÉlÉå uÉÉsÉÏ lÉÌSrÉÉåÇ MüÉå 

SåZÉlÉå MüÉ AÉlÉÇS AuÉhÉïlÉÏrÉ Wæû|

MüÉåOèOrÉqÉ, AÉsÉmÉÑwÉÉ AÉæU mÉ¨ÉlÉÎqiÉ ûÉ LåxÉå iÉÏlÉ ÎeÉsÉÉåÇ qÉåÇ TæüsÉÉ WÒûAÉ 

AÉæU oÉæMü uÉÉOûU xÉå pÉUÉ MÑü OèOlÉÉQû mÉëSåzÉ, xÉqÉÑSì iÉsÉ xÉå lÉÏcÉå ÎxjÉiÉ Wæû 

| AiÉ: rÉWûÉð Måü ZÉåiÉ qÉåÇ xÉÉsÉ qÉåÇ LMü oÉÉU WûÏ ZÉåiÉÏ WûÉåiÉÏ Wæû eÉoÉÌMü 

oÉÉMüÐ xÉqÉrÉ rÉWû mÉÉlÉÏ qÉåÇ QÕûoÉÉ UWûiÉÉ Wæû |

MÑüOèOlÉÉQû MüÉ xÉÉæÇSrÉï AaÉU SåZÉlÉÉ WûÉå iÉÉå AÉsÉmÉÑfÉÉ MüÐ xÉæU MüUlÉÉ 

xÉoÉxÉå EÍcÉiÉ WûÉåaÉÉ YrÉÉåÇÌMü AÉsÉmÉÑfÉÉ MüÉå MÑüOèOlÉÉQ MüÉ ™SrÉ qÉÉlÉÉ 

eÉÉ xÉMüiÉÉ Wæû | AÉsÉmÉÑfÉÉ eÉsÉqÉÉaÉï xÉå xÉqmÉ³É WûÉålÉå MüÐ uÉeÉWû xÉå CxÉå 

'mÉÔuÉï MüÉ uÉåÌlÉxÉ' (Venice of the East) lÉÉqÉ ÌSrÉÉ aÉrÉÉ Wæû| rÉWûÉð AÉlÉå 

uÉÉsÉå mÉrÉïOûMü, lÉÉæMüÉ ÌuÉWûÉU MüUlÉÉ mÉxÉÇS MüUiÉå WæÇû ÎeÉxÉMåü ÍsÉL AmÉlÉÏ 

AÉÍjÉïMü ÎxjÉÌiÉ Måü AlÉÑxÉÉU lÉÉuÉ EmÉsÉokÉ Wæû| AqÉÏU sÉÉåaÉ rÉWûÉð  

WûÉExÉ oÉÉåOû oÉÑMü MüUiÉå Wæû eÉoÉËMü qÉkrÉqÉ xiÉU Måü sÉÉåaÉ xÉÉkÉÉUhÉ lÉÉuÉ 

qÉåÇ lÉÉæMüÉ ÌuÉWûÉU MüÉ AÉlÉÇS sÉåiÉå Wæû| AÉæU AaÉU AÉmÉ AsÉaÉ xÉå lÉÉuÉ 

ÌMüUÉL mÉU sÉålÉÉ lÉWûÏÇ cÉÉWûiÉå iÉÉå UÉerÉ xÉUMüÉU Måü oÉÉåOû AÉmÉMåü ÍsÉL 

oÉåWûiÉUÏlÉ UWåûaÉÉ ÎeÉxÉqÉåÇ oÉxÉ Måü eÉæxÉå ÌOûMüOû sÉåMüU xÉTüU ÌMürÉÉ eÉÉ 

xÉMüiÉÉ Wæû| 

AÉsÉmÉÑfÉÉ MüÉ MüqÉ oÉeÉOû qÉåÇ AÉæU uÉWû pÉÏ AMåüsÉå xÉTüU MüUlÉå MüÐ 

CcNûÉ sÉåMüU qÉæÇ ÌlÉMüsÉ mÉÄQûÏ | mÉrÉïOûlÉ MüÉ AÉUqpÉ qÉæÇlÉå MüÉåOèOrÉqÉ zÉWûU 

xÉå ÌMürÉÉ| MüÉåOèOrÉqÉ MåüUsÉ Måü mÉëkÉÉlÉ zÉWûUÉåÇ qÉåÇ xÉå LMü Wæû ÎeÉxÉMåü UåsÉ 

xOåûzÉlÉ mÉU WûU uÉwÉï zÉoÉUÏqÉÉsÉÉ lÉÉqÉMü iÉÏjÉï xjÉÉlÉ eÉÉlÉåuÉÉsÉå xÉæMüÄQûÉåÇ 

rÉÉ§ÉÏ ÌuÉÍpÉ³É UÉerÉÉåÇ xÉå AÉMüU EiÉUiÉå WæÇû| ÌlÉMüOûiÉqÉ WûuÉÉD AŒûÉ 

MüÉåÎŠ, sÉaÉpÉaÉ 90 ÌMüqÉÏ MüÐ SÕUÏ mÉU ÎxjÉiÉ Wæû|

AÉsÉmÉÑfÉÉ qÉåÇ xÉoÉxÉå qÉlÉqÉÉåWûMü SØzrÉ, xÉÉðmÉ MüÐ AÉM×üÌiÉ Måü lÉÉuÉ Wæû eÉÉå 

AÉåhÉqÉ Måü oÉÉS uÉÉsÉå qÉWûÏlÉÉåÇ qÉåÇ AÉrÉÉåÎeÉiÉ mÉëÌiÉrÉÉåÌaÉiÉÉAÉåÇ qÉåÇ WûÏ 

ÌSZÉiÉå Wæû ÎeÉlWåÇû  Måü lÉÉqÉ xÉå eÉÉlÉÉ eÉÉiÉÉ Wæû| LåxÉå `cÉÑhQûlÉ uÉtVûqÉ '

mÉëÌiÉrÉÉåÌaÉiÉÉAÉåÇ MüÉå qÉsÉrÉÉsÉqÉ qÉåÇ  MüWûÉ eÉÉiÉÉ Wæû|     `uÉtVûqÉ MüÍVû'

13uÉÏÇ xÉSÏ xÉå mÉëÉrÉ: rÉWû oÉÉåOû UåxÉ cÉsÉiÉÏ AÉ UWûÏ Wæû eÉoÉÌMü WûU xÉÉsÉ 

AÉrÉÉåÎeÉiÉ ÌuÉµÉmÉëÍxÉ® lÉåWûÃ OíûÊTüÐ oÉÉåOû UåxÉ MüÉ AÉrÉÉåeÉlÉ 1952 xÉå 

WûÏ WûÉå UWûÉ Wæû| sÉåÌMülÉ xÉÉsÉ pÉU qÉåÇ AÉrÉÉåÎeÉiÉ lÉåWûÃ MümÉ MüÐ oÉÄRûiÉÏ 

sÉÉåMüÌmÉërÉiÉÉ MüÉå SåZÉMüU cÉæÎqmÉrÉlÉ sÉÏaÉ oÉÉåOû UåxÉ CxÉ xÉÉsÉ xÉå zÉÑÂ 

ÌMürÉÉ aÉrÉÉ| sÉÏaÉ Måü ÌuÉÍpÉ³É UåxÉ MåüUsÉ Måü 12 ÌuÉÍpÉ³É eÉaÉWûÉåÇ MüÐ 

fÉÏsÉÉåÇ AÉæU lÉÌSrÉÉåÇ qÉåÇ AaÉxiÉ AÉæU lÉuÉqoÉU Måü oÉÏcÉ 12 xÉmiÉÉWûÉåÇ iÉMü 

mÉëirÉåMü zÉÌlÉuÉÉU AÉrÉÉåÎeÉiÉ MüUlÉå MüÐ CxÉ uÉwÉï xÉå rÉÉåeÉlÉÉ Wæû |

AÉsÉmÉÑfÉÉ qÉåÇ mÉÑÍsÉÇMÑü³ÉÑ lÉÉqÉMü lÉSÏ mÉU AÉrÉÉåÎeÉiÉ sÉÏaÉ UåxÉ MüÐ ZÉoÉU 

qÉÑfÉå ÍqÉsÉiÉå WûÏ qÉæÇlÉå CxÉå SåZÉlÉå MüÉ TæüxÉsÉÉ ÌMürÉÉ| MåülÉUÉ oÉæÇMü MüÐ 

mÉÑÍsÉÇMÑü³ÉÑ zÉÉZÉÉ ExÉ lÉSÏ iÉOû mÉU ÎxjÉiÉ Wæû AÉæU uÉWû sÉÏaÉ UåxÉ Måü mÉjÉ 

mÉU WûÏ Wæû| rÉWû pÉÏ xÉÑlÉÉ ÌMü zÉÉZÉÉ MüÐ ÎZÉÄQûMüÐ xÉå oÉWÒûiÉ AÉxÉÉlÉÏ xÉå 

UåxÉ MüÉå SåZÉÉ eÉÉ xÉMüiÉÉ Wæû| iÉÉå erÉÉSÉ xÉÉåcÉå oÉaÉæU qÉæÇ LMü ÌSlÉ MüÐ 

NÒû OèOÏ sÉåMüU ÌlÉMüsÉ mÉÄQûÏ |

MüÉåOèOrÉqÉ xÉå AÉsÉmÉÑfÉÉ MüÐ sÉaÉpÉaÉ 47 ÌMüqÉÏ SÕUÏ qÉæÇlÉå oÉxÉ qÉåÇ iÉrÉ 

ÌMürÉÉ | AÉsÉmÉÑfÉÉ bÉÉOû, oÉxÉ AŒåû Måü ÌlÉMüOû WûÏ ÎxjÉiÉ Wæû| rÉWûÉð Måü 

eÉsÉqÉÉaÉï mÉU MüD xÉUMüÉUÏ lÉÉuÉåÇ cÉsÉiÉÏ WæÇû| CxÉ eÉsÉqÉÉaÉï mÉU MæülÉÌMüUÏ 

LMü sÉÉåMüÌmÉërÉ xjÉÉlÉ Wæû eÉÉå sÉaÉpÉaÉ QåûRû bÉhOåû Måü xÉæU qÉåÇ mÉWÒÇûcÉÉiÉÏ Wæû| 

MüD mÉrÉïOûMü MæülÉÌMüUÏ qÉåÇ EiÉUMüU uÉWûÉÇ pÉÉåeÉlÉ MüUiÉå Wæû| rÉWûÉð MüÐ iÉÉÄQûÏ 

SÒMüÉlÉÉåÇ qÉåÇ lÉÉËUrÉsÉ mÉåÄQû qÉåÇ EimÉ³É ÌMürÉå eÉÉlÉåuÉÉsÉå iÉÉÄQûÏ lÉÉqÉMü 

ÍqÉlÉÏ BaÉxOûÏlÉ, 
uÉËU¸ mÉëoÉÇkÉMü, UÉeÉpÉÉwÉÉ AlÉÑpÉÉaÉ,

¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ MüÉåOèOrÉqÉ
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mÉWÒðûcÉÏ|

2 oÉeÉå xÉå lÉÉuÉÉåÇ MüÉ AprÉÉxÉ zÉÑÃ WûÉå aÉrÉÉ jÉÉ| WûU lÉÉuÉ qÉåÇ xÉÉæ-xÉÉæ 

qÉssÉÉWû WûÉåiÉå WæÇû eÉÉå uÉÇÍcÉmÉÉOÒû qÉÉlÉå lÉÉuÉ Måü aÉÉlÉå Måü iÉÉsÉ xÉå lÉÉæMüÉ LMü 

xÉÉjÉ cÉsÉÉiÉå WæÇû| AprÉÉxÉ Måü oÉÉS WûÏOèxÉ zÉÑÂ WûÉå aÉrÉå AÉæU 5 oÉeÉå 

TüÉDlÉsÉ jÉÉ| SÕU xÉå lÉÉËUrÉsÉ Måü mÉåÄQûÉåÇ Måü oÉÏcÉ qÉåÇ xÉå cÉÑÇQûlÉ uÉssÉqÉ MüÉå 

sÉWûUÉiÉå WÒûL AÉiÉå SåZÉ AlÉÉrÉÉxÉ WûÏ qÉåUå eÉÏpÉ xÉå pÉÏ AÉuÉÉÄeÉ ÌlÉMüsÉ 

AÉrÉÏ| cÉÉUÉåÇ iÉUTü zÉÉåU qÉcÉÉ WÒûAÉ jÉÉ AÉæU CxÉMåü oÉÏcÉ xÉå 100-100 

TÔüOû sÉqoÉÉD uÉÉsÉå ̀ cÉÑhQûlÉ uÉtVûqÉ' Måü qÉssÉÉWû, ÍcÉssÉÉ-ÍcÉssÉÉMüU 

AÉæU ÄeÉÉåU xÉå QÇûQûÉ qÉÉU qÉÉU-qÉÉUMüU aÉÉL eÉÉlÉåuÉÉsÉå   (lÉÉæMüÉ `uÉÇÍcÉmÉÉOÒû'

aÉÉlÉ) Måü iÉÉsÉ xÉå iÉåÄeÉÏ xÉå lÉÉuÉ cÉsÉÉ UWåû jÉå|

UåxÉ Måü AÇiÉ qÉåÇ MüÉælÉ eÉÏiÉÉ AÉæU MüÉælÉ WûÉUÉ, CxÉMüÉ WûqÉxÉå MüÉåD 

qÉiÉsÉoÉ lÉWûÏÇ jÉÉ sÉåÌMülÉ ÌMülÉÉUå mÉU oÉæPûMüU UåxÉ qÉåÇ pÉÉaÉ sÉålÉå MüÉ qÉeÉÉ 

WûÏ MÑüNû AÉæU Wæû| 

UåxÉ Måü oÉÉS xjÉÉlÉÏrÉ lÉ×irÉ uÉ AlrÉ MüsÉÉAÉåÇ MüÉ mÉëSzÉïlÉ MüUiÉå WÒûL LMü 

Måü mÉÏNåû LMü MüUiÉå WÒûL lÉÉuÉ mÉëSzÉïlÉÏ jÉÏ, ÎeÉxÉqÉåÇ  AÉæU qÉÉaÉïÇMüsÉÏ

qÉÉåÌWûÌlÉrÉÉOèOqÉ mÉëqÉÑZÉ jÉÏ| AÇiÉ qÉåÇ OíûÊTüÐ MüÉå sÉåMüU ÌuÉeÉåiÉÉ mÉëÌiÉpÉÉaÉÏ 

ÌlÉMüsÉå AÉæU ElÉMåü xÉÉjÉ  aÉÉiÉå WÒûL aÉÉrÉMüÉåÇ MüÉ xÉÇbÉ |uÉÇcÉÏmÉÉOÒû

oÉÉåOû UåxÉ mÉÔUÉ WûÉålÉå iÉMü xÉpÉÏ AlrÉ rÉÉiÉÉrÉÉiÉ Måü lÉÉuÉÉåÇ MüÉå oÉÇS MüU 

ÌSrÉÉ aÉrÉÉ jÉÉ| lÉSÏ mÉÉU eÉÉlÉå Måü ÍsÉrÉå fÉÇaÉÉU MüÉ sÉqoÉÏ SåU CÇiÉÄeÉÉU 

MüUlÉÉ mÉÄQûÉ| eÉÉå fÉÇaÉÉU AÉD ExÉqÉåÇ LMü MüÉU AÉæU MüD oÉÉDMü sÉÉSMüU 

AÉrÉÉ WÒûAÉ jÉÉ|  aÉÉÌÄQûrÉÉåÇ MüÉå LMü LMü MüU EiÉÉUå eÉÉ UWåû jÉå eÉÉå UÉåcÉMü 

SØzrÉ jÉÉ| 

AmÉlÉÏ ÎÄeÉÇSaÉÏ qÉåÇ MüqÉ xÉå MüqÉ LMü oÉÉU rÉWû UåxÉ SåZÉlÉÉ cÉÉÌWûL 

YrÉÉåÇÌMü rÉWû AlÉÉåZÉÏ lÉÉuÉ MüÐ UåxÉ pÉÉUiÉ qÉåÇ YrÉÉ ÌuÉµÉ qÉåÇ pÉÏ AÉæU 

MüWûÏÇ lÉWûÏÇ ÍqÉsÉåaÉÏ | 

MåüUsÉ MüÉå LMü oÉÉU lÉÄeÉSÏMü xÉå SåZÉlÉå Måü oÉÉS WûqÉåÇ mÉiÉÉ cÉsÉ eÉÉiÉÉ Wæû  

ÌMü MåüUsÉ MüÉå ̀ aÉÉåQèxÉ AÉålÉ MÇüOíûÏ' YrÉÉåÇ MüWûÉ eÉÉiÉÉ Wæû !  

xjÉÉlÉÏrÉ mÉårÉ ÌoÉMüiÉÏ Wæû | SÉå mÉëMüÉU MüÐ iÉÉÄQûÏ ÌoÉMüiÉÏ Wæû - eÉÉå qÉÏPûÉ 

Wæû, ExÉqÉåÇ lÉzÉÉ lÉWûÏÇ Wæû sÉåÌMülÉ MüÄQûuÉÏ iÉÉÄQûÏ mÉÏlÉå xÉå lÉzÉÉ cÉÄRûiÉÉ Wæû|  

sÉÉåaÉ rÉWûÉð iÉÉÄQûÏ mÉÏiÉå Wæû AÉæU uÉWûÉð mÉUÉåxÉå eÉÉlÉåuÉÉsÉå xjÉÉlÉÏrÉ ZÉÉlÉÉ 

ZÉÉiÉå Wæû| rÉWûÉð oÉ¨ÉZÉ MüÉ qÉÉðxÉ AÉæU qÉdsÉÏ ZÉÔoÉ ÌoÉMüiÉÏ Wæû| qÉdsÉÏ 

ZÉÉlÉÉ mÉxÉÇS MüUlÉå uÉÉsÉÉåÇ Måü ÍsÉL rÉWû eÉaÉWû xuÉaÉï Wæû|

lÉÉuÉ eÉsÉqÉÉaÉï xÉå eÉoÉ cÉsÉiÉÏ Wæû iÉÉå SÉålÉÉåÇ iÉUTü MüD NûÉåOåû oÉÄQåû bÉU 

ÍqÉsÉiÉå ÎeÉlÉMåü AÉÇaÉlÉ fÉÏsÉ AjÉuÉÉ lÉSÏ xÉå xÉOûMüU WûÉåiÉå WæûÇ| fÉÏsÉ qÉåÇ 

sÉÉåaÉ AmÉlÉÉ-AmÉlÉÉ MüÉqÉ MüUiÉå WÒûL ÍqÉsÉiÉå| MüÉåD MümÉÄQûÉ kÉÉå UWûÉ iÉÉå 

MüÉåD oÉiÉïlÉ qÉÉÇfÉ UWûÉ WûÉåiÉÉ| WûU bÉU Måü xÉÉqÉlÉå mÉÉlÉÏ qÉåÇ MüqÉ xÉå MüqÉ  

LMü NûÉåOûÏ lÉÉuÉ oÉÇkÉÏ WÒûD ÍqÉsÉiÉÏ | WûqÉÉUÏ xÉÄQûMüÉåÇ eÉæxÉÏ WûÏ rÉWûÉð pÉÏ 

aÉÍsÉrÉÉð ÍqÉsÉiÉÏ WæÇû| sÉåÌMülÉ rÉå xÉoÉ eÉsÉqÉÉaÉï WûÏ Wæû AÉæU ClÉqÉåÇ ÍxÉTïü 

lÉÉuÉåÇ cÉsÉiÉÏ WæÇû| oÉÏcÉ oÉÏcÉ qÉåÇ xÉÉqÉÉlÉ sÉÉSMüU cÉsÉlÉå uÉÉsÉÏ lÉÉuÉ 

ÍqÉsÉiÉÏ rÉÉ ÌTüU xÉÉqÉÉlrÉ eÉlÉiÉÉ MüÉå sÉå eÉÉiÉÏ WÒûD oÉÄQûÏ lÉÉuÉåÇ ÍqÉsÉiÉÏ|   

MüD NûÉåOåû-oÉÄQåû WûÉExÉ oÉÉåOû pÉÏ ÍqÉsÉå jÉå ÎeÉlÉqÉåÇ MüD uÉÉiÉÉlÉÑMÔüÍsÉiÉ pÉÏ 

jÉÏ| ÌuÉSåzÉÏ mÉrÉïOûMü ÄerÉÉSÉiÉU WûÉExÉ oÉÉåOû qÉåÇ AÉUÉqÉ MüUiÉå WÒûL ÌSZÉiÉå 

WæÇû| 

uÉæxÉå mÉÑÍsÉÇMÑü³ÉÑ eÉÉlÉå Måü ÍsÉrÉå iÉÉå AÉsÉmÉÑfÉÉ iÉMü aÉL oÉaÉæU MüÉåOèOrÉqÉ-

AÉsÉmÉÑfÉÉ Måü oÉÏcÉ UÉxiÉå qÉåÇ mÉÑÍsÉÇMÑü³ÉÑ xOûÊmÉ qÉåÇ EiÉUMüU lÉSÏ mÉÉU 

ÎxjÉiÉ MåülÉUÉ oÉæÇMü MüÐ zÉÉZÉÉ iÉMü fÉÇaÉÉU qÉåÇ oÉæPûMüU eÉÉ xÉMüiÉÏ jÉÏ|  

sÉåÌMülÉ fÉÏsÉ qÉåÇ lÉÉæMüÉ ÌuÉWûÉU MüUlÉå Måü qÉÉåWû xÉå qÉæÇlÉå AÉsÉmÉÑfÉÉ xÉå 

xÉUMüÉUÏ oÉÉåOû qÉåÇ mÉÑÍsÉÇMÑü³ÉÑ eÉÉlÉå MüÉ ÌlÉhÉïrÉ ÍsÉrÉÉ|

mÉÑÍsÉÇMÑü³ÉÑ bÉÉOû Måü mÉÉxÉ WûÏ MåülÉUÉ oÉæÇMü MüÐ zÉÉZÉÉ ÎxjÉiÉ Wæû| zÉÉZÉÉ qÉåÇ 

ExÉ ÌSlÉ MüÉåD aÉëÉWûMü WûÏ lÉWûÏÇ jÉÉ YrÉÉåÇÌMü oÉÉåOû UåxÉ MüÐ uÉeÉWû xÉå mÉÔUÉ 

qÉÉWûÉæsÉ EixÉuÉ eÉæxÉÉ oÉlÉ aÉrÉÉ jÉÉ| mÉÑÍsÉÇMÑü³ÉÑ MüÐ xÉåÇOû qÉåUÏÄeÉ ÌaÉeÉÉï 

rÉWûÉð MüÉ LMü mÉÑUÉlÉÉ cÉcÉï Wæû eÉÉå lÉSÏ iÉOû mÉU WûÏ Wæû, AÉæU CxÉMåü AÉaÉå 

WûÏ UåxÉ MüÉ AÇÌiÉqÉ muÉÉCÇOû Wæû| uÉWûÉÇ iÉÉå xÉÑoÉWû xÉå WûÏ sÉÉåaÉ iÉOû mÉU 

CMüOèPåû  WûÉå aÉrÉå jÉå| MüD OûÏ uÉÏ cÉælÉsÉ sÉÉDuÉ MüuÉUåeÉ Måü ÍsÉL iÉærÉÉU 

jÉå| mÉ§ÉMüÉUÉåÇ AÉæU mÉÑÌsÉxÉ MüÐ pÉÏÄQû qÉåÇ xÉå cÉsÉMüU qÉæÇ zÉÉZÉÉ mÉU 

rÉÉiÉëÉ uÉ×iiÉÉÇiÉ
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ÌoÉeÉlÉxÉ MüÉ TÇüQûÉÌoÉeÉlÉxÉ MüÉ TÇüQûÉÌoÉeÉlÉxÉ MüÉ TÇüQûÉÌoÉeÉlÉxÉ MüÉ TÇüQûÉÌoÉeÉlÉxÉ MüÉ TÇüQûÉÌoÉeÉlÉxÉ MüÉ TÇüQûÉ

uÉwÉï 1984 qÉåÇ qÉæÇlÉå oÉÏLxÉAÉUoÉÏ (oÉæÇÌMÇüaÉ xÉÌuÉïxÉ ËU¢ÔüOûqÉåÇOû 

oÉÉåQïû) MüÐ mÉUÏ¤ÉÉ mÉÉxÉ MüÐ AÉæU MåülÉUÉ oÉæÇMü qÉåÇ ÌlÉrÉÑ£ü WûÉåMüU 

qÉæÇlÉå ÌSssÉÏ MüÐ qÉWûÉUÉlÉÏ oÉÉaÉ zÉÉZÉÉ qÉåÇ MüÉrÉïpÉÉU aÉëWûhÉ ÌMürÉÉ| 

uÉWû qÉæÇlÉÑAsÉ-oÉæÇÌMüaÉ MüÉ xÉqÉrÉ jÉÉ| aÉëÉWûMü MüÉå mÉëirÉåMü MüÉrÉï Måü 

ÍsÉL zÉÉZÉÉ qÉåÇ WûÏ AÉlÉÉ mÉÄQûiÉÉ jÉÉ| qÉÑfÉå MüÉEÇOûU mÉU MüÉqÉ MüUlÉå 

qÉåÇ oÉWÒûiÉ qÉeÉÉ AÉiÉÉ jÉÉ| LMü iÉÉå qÉæÇ oÉÉiÉÔlÉÏ ÌMüxqÉ MüÉ CÇxÉÉlÉ WÕðû 

AÉæU ExÉqÉåÇ pÉÏ rÉÌS lÉÉæMüUÏ LåxÉÏ ÍqÉsÉ eÉÉL, eÉWûÉð mÉU WûU UÉåeÉ 

lÉL-lÉL sÉÉåaÉÉåÇ xÉå ÍqÉsÉlÉå MüÉ qÉÉæMüÉ ÍqÉsÉå, iÉÉå LåxÉå qÉåÇ MüÉqÉ qÉåÇ 

ÌSsÉ sÉaÉlÉÉ AÉæU ÌSsÉ xÉå MüÉqÉ MüUlÉÉ xuÉpÉÉÌuÉMü Wæû| oÉWÒûiÉ WûÏ 

eÉsSÏ qÉåUå oÉWÒûiÉ xÉå WûqÉEqÉë Måü eÉuÉÉlÉ aÉëÉWûMüÉåÇ xÉå AcNûÏ SÉåxiÉÏ 

WûÉå aÉD| ElWûÏÇ ÌSlÉÉåÇ LMü aÉëÉWûMü eÉÉå qÉåUÏ EqÉë Måü jÉå, ÎeÉlÉMüÉ lÉÉqÉ 

ÌuÉMüÉxÉ aÉÑmiÉÉ jÉÉ, ElWûÉålÉå WûqÉÉUÏ zÉÉZÉÉ qÉåÇ ZÉÉiÉÉ ZÉÑsÉuÉÉrÉÉ | uÉWû 

WûU SÉå-cÉÉU ÌSlÉ oÉÉS oÉæÇMü qÉåÇ mÉcÉÉxÉ rÉÉ xÉÉæ ÃmÉrÉå eÉqÉÉ MüUÉlÉå 

AÉ eÉÉrÉÉ MüUiÉå jÉå |

LMü ÌSlÉ ÌuÉMüÉxÉ aÉÑmiÉÉ lÉå qÉÑfÉxÉå mÉÔNûÉ ÌMü ́ ÉÏqÉÉlÉ eÉÏ oÉæÇMü qÉåÇ 

lÉÉæMüUÏ Måü ÍsÉL YrÉÉ MüUlÉÉ mÉÄQûiÉÉ Wæû? qÉælÉå ExÉå oÉiÉÉrÉÉ ÌMü qÉæÇlÉå 

xlÉÉiÉMü MüÐ ÌQûaÉëÏ sÉÏ Wæû AÉæU oÉæÇMü MüÐ mÉUÏ¤ÉÉ SÏ AÉæU ExÉMåü 

oÉÉS WûÏ qÉåUÏ lÉÉæMüUÏ sÉaÉÏ Wæû| qÉæÇlÉå ÌuÉMüÉxÉ xÉå mÉÔNûÉ ÌMü iÉÑqÉ 

ÌMüiÉlÉå mÉÄRåû-ÍsÉZÉå WûÉå? ÌuÉMüÉxÉ lÉå oÉiÉÉrÉÉ ÌMü uÉWû 12uÉÏÇ mÉÉxÉ 

Wæû| qÉæÇlÉå MüWûÉ ̀ `YrÉÉ MüÊsÉåeÉ Måü ÍsÉL mÉëuÉåzÉ ÍsÉrÉÉ''? ÌuÉMüÉxÉ lÉå 

oÉiÉÉrÉÉ-ÌMü AoÉ AÉæU mÉÄRûÉD MüUlÉå MüÉ CUÉSÉ lÉWûÏûÇ Wæû | AoÉ uÉWû 

AmÉlÉÉ ÌoÉeÉlÉxÉ zÉÑÃ MüUlÉÉ cÉÉWûiÉÉ WÕðû | qÉæÇlÉå MüWûÉ iÉÑqÉ iÉÉå aÉÑmiÉÉ 

WûÉå AÉæU uÉæzrÉ ÌoÉUÉSUÏ Måü sÉÉåaÉ iÉÉå AYxÉU AmÉlÉÉ urÉuÉxÉÉrÉ WûÏ 

MüUiÉå WæÇû | qÉæÇlÉå cÉÑxMüÏ sÉåiÉå WÒûL MüWûÉ ÌMü AÉmÉ iÉÉå AmÉlÉå ÌmÉiÉÉ Måü 

oÉxÉå oÉxÉÉL SÒMüÉlÉ / urÉuÉxÉÉrÉ qÉåÇ WûÏ WûÉjÉ oÉOûÉlÉÉ| ÌuÉMüÉxÉ oÉÉåsÉÉ 

´ÉÏqÉÉlÉç qÉåUå ÌmÉiÉÉ eÉÏ MüÉ MüÉåD urÉuÉxÉÉrÉ lÉWûÏ Wæû| uÉå iÉÉå xMÔüsÉ qÉåÇ 

AkrÉÉmÉMü Wæû, sÉåÌMülÉ qÉæÇlÉå xÉÉåcÉÉ Wæû ÌMü qÉæÇ eÉÃU urÉuÉxÉÉrÉ 

MüÃðaÉÉ | qÉæÇlÉå mÉÔNûÉ YrÉÉ iÉÑqWûÉUå mÉÉxÉ urÉuÉxÉÉrÉ Måü ÍsÉL mÉÔðeÉÏ Wæû, 

iÉÉå uÉWû oÉÉåsÉÉ lÉWûÏÇ ́ ÉÏqÉÉlÉç WûqÉ xÉÌuÉïxÉ YsÉÉxÉ Måü sÉÉåaÉ WæÇû, mÉÔðeÉÏ 

MüWûÉð xÉå AÉrÉåaÉÏ| qÉæÇlÉå MüWûÉ YrÉÉ AÉmÉlÉå xÉÉåcÉÉ ÌMü ÌMüxÉ iÉUWû 

MüÉ urÉuÉxÉÉrÉ MüUlÉÉ cÉÉWûiÉå Wæû? ÌuÉMüÉxÉ lÉå MüWûÉ xÉU xÉÉåcÉ UWûÉ WÕðû 

MüÉælÉxÉÉ urÉuÉxÉÉrÉ MüÃð? MÑüNû SåU xÉÉåcÉ MüU oÉÉåsÉÉ ÌMü uÉWû 

urÉuÉxÉÉrÉ MüÃðaÉÉ eÉÉå SÉå rÉÉ iÉÏlÉ WûeÉÉU MüÐ mÉÔðeÉÏ qÉåÇ zÉÑÂ WûÉå 

eÉÉL, YrÉÔðÌMü erÉÉSÉ mÉæxÉÉ sÉaÉÉlÉÉ pÉÏ ZÉiÉUå xÉå ZÉÉsÉÏ lÉWûÏÇ WûÉåiÉÉ| 

zÉÑÂ qÉåÇ NûÉåOûÉ-xÉÉ urÉuÉxÉÉrÉ MüUåÇaÉå| rÉÌS urÉuÉxÉÉrÉ oÉÄRûlÉå Måü 

AÉxÉÉU sÉaÉåÇaÉå, iÉÉå ExÉÏ MüÉå kÉÏUå-kÉÏUå AÉaÉå iÉMü sÉå eÉÉEÆaÉÉ| 

ZÉæU! eÉoÉ pÉÏ ÌuÉMüÉxÉ oÉæÇMü qÉåÇ AÉiÉÉ iÉÉå qÉæÇ ExÉMåü urÉuÉxÉÉrÉ Måü 

oÉÉUå qÉåÇ eÉÃU mÉÔNûiÉÉ jÉÉ| 

LMü ÌSlÉ ÌuÉMüÉxÉ oÉæÇMü qÉåÇ 500/-ÃmÉrÉå eÉqÉÉ MüUÉlÉå AÉ aÉrÉÉ | 

qÉæÇlÉå mÉÔNûÉ ÌMü CiÉlÉÏ oÉÄQûÏ UMüqÉ MüWûÉð xÉå sÉå AÉL? iÉÉå MüWûlÉå 

sÉaÉÉ ÌMü qÉæÇlÉå SÕkÉ oÉåcÉlÉå MüÉ MüÉqÉ zÉÑÂ MüU ÌSrÉÉ Wæû| qÉælÉå mÉÔNûÉ 

MæüxÉÉ SÕkÉ oÉåcÉiÉå WûÉå ZÉÑsÉÉ rÉÉ mÉæMüOû MüÉ? ÌuÉMüÉxÉ lÉå oÉiÉÉrÉÉ ÌMü 

LåxÉÏ MüÊsÉÉålÉÏ eÉWûÉð mÉU qÉÉåOûU-UÉåÄQû lÉWûÏ Wæû AÉæU iÉÇaÉ aÉÍsÉrÉÉ WæÇû, 

ElÉ CsÉÉMüÉåÇ Måü ÍsÉL qÉSU QåûrÉUÏ lÉå LMü rÉÉåeÉlÉÉ ÌlÉMüÉsÉÏ Wæû, 

ÎeÉxÉqÉåÇ ClÉ aÉsÉÏ-qÉÑWûssÉÉåÇ qÉåÇ UWûlÉå uÉÉsÉå oÉåUÉåeÉaÉÉU rÉÑuÉMüÉå MüÉå 

qÉSU QåûrÉUÏ Måü SÒakÉ oÉåcÉlÉå MüÉ sÉÉDxÉåÇxÉ ÌSrÉÉ eÉÉLaÉÉ, ÎeÉxÉMåü 

ÍsÉL uÉWû AÉuÉåSlÉ MüU xÉMüiÉå WæÇû | ÍxÉTïü 2500/-ÃmÉrÉÉåÇ MüÐ 

xÉÑU¤ÉÉ mÉÔðeÉÏ eÉqÉÉ MüUlÉå mÉU SÕkÉ oÉåcÉlÉå MüÉ sÉÉDxÉåÇxÉ ÍqÉsÉ 

eÉÉLaÉÉ AÉæU uÉWû aÉsÉÏ-aÉsÉÏ qÉåÇ eÉÉMüU ËUYzÉå qÉåÇ qÉSU QåûrÉUÏ Måü 

SÕkÉ MüÉ OåÇûMüU UZÉ MüU bÉU -bÉU SÕkÉ oÉåcÉåaÉÉ | ExÉlÉå oÉiÉÉrÉÉ ÌMü 

ExÉlÉå 500 sÉÏOûU SÕkÉ Måü OåÇûMüU Måü ÍsÉL AÉuÉåSlÉ ÌMürÉÉ AÉæU 

ExÉå sÉÉDxÉåÇxÉ ÍqÉsÉ aÉrÉÉ Wæû AÉæU AoÉ uÉWû AmÉlÉÏ MüÊsÉÉålÉÏ qÉåÇ WûU 

AÉsÉåZÉ

oÉÏ Måü EmÉëåiÉÏ
pÉÔiÉmÉÔuÉï uÉËUwP mÉëoÉÇkÉMü

MåülÉUûÉ oÉæÇMü
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UÉåeÉ xÉÑoÉWû AÉæU zÉÉqÉ LMü WûeÉÉU sÉÏOûU SÕkÉ oÉåcÉiÉÉ Wæû|

qÉæÇlÉå ÌuÉMüÉxÉ xÉå mÉÔNûÉ ÌMü LMü sÉÏOûU SÕkÉ oÉåcÉlÉå  qÉåÇ iÉÑqWåÇû ÌMüiÉlÉÉ 

mÉæxÉÉ oÉcÉiÉÉ Wæû? ExÉlÉå oÉiÉÉrÉÉ ÌMü LMü sÉÏOûU SÕkÉ oÉåcÉlÉå mÉU 

ExÉxÉå 10 mÉæxÉå MüÉ qÉÑlÉÉTüÉ WûÉåiÉÉ Wæû| qÉæÇlÉå mÉÔNûÉ SÕkÉ MüÉ YrÉÉ pÉÉuÉ 

Wæû? oÉÉåsÉÉ 1.90 mÉæxÉå mÉëÌiÉ sÉÏOûU AÉæU AÉkÉÉ sÉÏOûU 95 mÉæxÉå| qÉælÉåÇ 

mÉÔNûÉ - SÕkÉ oÉåcÉ MüU  ÌMüiÉlÉÉ MüqÉÉ sÉåiÉå WûÉå? ÌuÉMüÉxÉ lÉå oÉiÉÉrÉÉ, 

UÉåeÉ Måü 40/- ÃmÉrÉå MüÐ MüqÉÉD WûÉå eÉÉiÉÏ Wæû| qÉælÉå MüWûÉ ÌMüxÉÏ 

ÌSlÉ LMü AÉkÉÉ sÉÏOûU SÕkÉ ÌoÉZÉU aÉrÉÉ iÉÉå ÌTüU uÉWû pÉÏ iÉÑqWûÉUå 

qÉÑlÉÉTåü xÉå WûÏ eÉÉLaÉÉ| ÌuÉMüÉxÉ oÉÉåsÉÉ xÉU, rÉWû xÉoÉ iÉÉå urÉÉmÉÉU qÉåÇ 

WûÉåiÉÉ WûÏ Wæû | qÉæÇlÉå mÉÔNûÉ 10 mÉæxÉå Måü qÉÉÎeÉïlÉ qÉåÇ rÉWû urÉuÉxÉÉrÉ MüU 

mÉÉAÉåaÉå? ÌuÉMüÉxÉ oÉÉåsÉÉ  ́ ÉÏqÉÉlÉç 10 mÉæxÉÉ MüÉ sÉÉpÉ iÉÉå oÉWÒûiÉ 

MüqÉ Wæû, sÉåÌMülÉ qÉæÇ pÉÏ oÉÌlÉrÉå MüÉ oÉåOûÉ WÕðû| sÉÉpÉ MüqÉÉlÉå Måü ÍsÉL 

MüÉåD lÉ MüÉåD iÉUÄMüÏoÉ iÉÉå xÉÉåcÉÔðaÉÉ|''

eÉoÉ pÉÏ uÉWû WûqÉÉUÏ zÉÉZÉÉ qÉåÇ lÉMüS eÉqÉÉ MüUÉlÉå AÉiÉÉ jÉÉ, qÉæÇ 

LåxÉå WûÏ ExÉxÉå uÉÉiÉÉïsÉÉmÉ MüUiÉÉ UWûiÉÉ jÉÉ| qÉæÇ SåZÉ UWûÉ jÉÉ ÌMü 

ExÉMåü lÉMüSÏ eÉqÉÉ MüUlÉå MüÐ UMüqÉ ÌSlÉ-oÉ-ÌSlÉ oÉÄRûiÉÏ WûÏ eÉÉ 

UWûÏ jÉÏ | qÉæÇlÉå ÌuÉMüÉxÉ xÉå mÉÔNûÉ -``AÉeÉMüsÉ AcNûÉ lÉMüS eÉqÉÉ 

MüU UWåû WûÉå -YrÉÉ oÉÉiÉ Wæû -SÕkÉ Måü SÉqÉ oÉÄRû aÉrÉå Wæû rÉÉ erÉÉSÉ 

SÕkÉ oÉåcÉ UWåû WûÉå|'' ÌuÉMüÉxÉ oÉÉåsÉÉ ``´ÉÏqÉÉlÉç 1000 sÉÏOûU xÉå 

erÉÉSÉ SÕkÉ lÉWûÏ oÉåcÉ xÉMüiÉå, sÉåÌMülÉ qÉæÇlÉå AmÉlÉÉ sÉÉpÉ MüqÉÉlÉå Måü 

ÍsÉL MÑüNû lÉD cÉÉsÉåÇ cÉsÉÏ Wæû|'' rÉWû xÉÑlÉ MüU qÉåUÏ EixÉÑMüiÉÉ oÉÄRû 

aÉD AÉæU ExÉMüÉå MüWûÉ ÌMü uÉWû AmÉlÉÏ ÌoÉeÉlÉxÉ MüÐ cÉÉsÉ Måü oÉÉUå 

qÉåÇ oÉiÉÉL | 

ÌuÉMüÉxÉ MüWûlÉå sÉaÉÉ ̀ `´ÉÏqÉÉlÉç 10 mÉæxÉå MüÉ qÉÉeÉïlÉ oÉWÒûiÉ MüqÉ Wæû| 

qÉåUå ÄrÉWûÉ ÌlÉqlÉ uÉÄaÉï / qÉkrÉqÉ uÉaÉï Måü sÉÉåaÉ WûÏ UWûiÉå WæÇû, ÎeÉlÉMüÐ 

MüqÉÉD erÉÉSÉ lÉWûÏ Wæû AÉæU qÉSU QårÉUÏ Måü OåÇûMüU qÉåÇ pÉÏ 500 

sÉÏOûU xÉå erÉÉSÉ SÕkÉ lÉWûÏÇ AÉiÉÉ Wæû | eÉÉå pÉÏ aÉëÉWûMü SÕkÉ sÉålÉå 

AÉiÉÉ Wæû ExÉMüÉå 5 rÉÉ 10 mÉæxÉå sÉÉæOûÉlÉå mÉÄQûiÉå WæÇû | qÉåUå mÉÉxÉ WûU 

xÉqÉrÉ NÒûOèOÉ mÉæxÉÉ pÉÏ lÉWûÏÇ WûÉåiÉÉ Wæû, CxÉÍsÉL eÉÉå AÉkÉÉ sÉÏOûU 

SÕkÉ Måü ÍsÉL LMü ÃmÉrÉÉ SåiÉÉ Wæû ExÉMüÉå qÉæÇ 5 mÉæxÉå sÉÉæOûÉlÉå Måü 

oÉeÉÉrÉ LMü qÉÉÍcÉxÉ MüÐ ÌQûÌoÉrÉÉ Så SåiÉÉ WÕðû AÉæU ÎeÉxÉå SxÉ mÉæxÉå 

sÉÉæOûÉlÉå Wæû, iÉÉå ExÉMüÉå pÉÏ MüÉåÍzÉzÉ MüUiÉÉ WÕðû ÌMü mÉæxÉå sÉÉæOûÉlÉå ÌMü 

oÉeÉÉL uÉWû qÉåUå xÉå MüÉåD AÉæU xÉÉqÉÉlÉ ZÉUÏS sÉå| eÉÉå aÉëÉWûMü xÉÑoÉWû 

SÕkÉ sÉålÉå AÉiÉå WæÇû, ElÉMüÉå cÉÉrÉ-mÉ¨ÉÏ, cÉÏlÉÏ, ÌoÉxMÑüOû, 

oÉëåQû/qÉYZÉlÉ iÉjÉÉ AÇQåû MüÐ eÉÂUiÉ pÉÏ WûÉåiÉÏ Wæû AÉæU ClÉ xÉoÉ MüÉ 

SÕkÉ xÉå cÉÉåsÉÏ SÉqÉlÉ MüÉ xÉÉjÉ Wæû| qÉæÇlÉå rÉWû xÉoÉ EimÉÉS pÉÏ SÕkÉ 

Måü xÉÉjÉ oÉåcÉlÉå zÉÑÂ MüU ÌSrÉå WæÇû| eÉÉå AÉSqÉÏ AÉkÉÉ sÉÏOûU SÕkÉ 

sÉå eÉÉiÉÉ Wæû, rÉÌS qÉæÇ ExÉMüÉå 5 mÉæxÉå sÉÉæOûÉlÉå Måü oÉeÉÉL-LMü 

qÉÉÍcÉxÉ MüÉ oÉÊYxÉ SåiÉÉ WÕðû iÉÉå qÉåUÉ mÉëÉåÌTüOû qÉÉÎeÉïlÉ oÉÄRû eÉÉiÉÉ Wæû| 

LMü qÉÉÍcÉxÉ oÉÊYxÉ oÉåcÉlÉå qÉåÇ qÉÑfÉå 1 mÉæxÉå AÉæU ÍqÉsÉ eÉÉiÉÉ Wæû| 

rÉÌS MüÉåD qÉÑfÉxÉå oÉëåQû sÉåiÉÉ Wæû iÉÉå qÉÑfÉå ExÉqÉåÇ xÉå 10 mÉæxÉå oÉcÉ 

eÉÉiÉå WæÇû| ÌMüxÉÏ lÉå qÉYZÉlÉ ZÉUÏSÉ iÉÉå ExÉqÉå pÉÏ 10 mÉæxÉå AÉæU 

rÉÌS ÌMüxÉÏ lÉå ÌoÉxMÑüOû uÉ lÉqÉMüÐlÉ ZÉUÏSÉ iÉÉå ExÉqÉå pÉÏ 5 mÉæxÉå 

mÉëÌiÉ mÉæMåüOû oÉcÉ eÉÉiÉå Wæû| CxÉ iÉUWû AoÉ qÉÑfÉå MÑüsÉ ÍqÉsÉÉ MüU 

ÎeÉiÉlÉå mÉæxÉå qÉæÇ 1000 sÉÏOûU SÕkÉ oÉåcÉ MüU MüqÉÉiÉÉ WÕðû, ExÉxÉå 

erÉÉSÉ sÉÉpÉ qÉåÇ cÉÉrÉ-mÉ¨ÉÏ, cÉÏlÉÏ, oÉëåQû, qÉYZÉlÉ, AÇQûÉ iÉjÉÉ 

OûÊTüÐ, ÌoÉxMÑüOû AÉæU lÉqÉMüÐlÉ AÉÌS oÉåcÉ MüU MüqÉÉ sÉåiÉÉ WÕðû| 

´ÉÏqÉÉlÉç eÉÏ AMåüsÉå SÕkÉ oÉåcÉMüU iÉÉå ÎeÉrÉÉ lÉWûÏÇ eÉÉ xÉMüiÉÉ, 

CxÉÍsÉL SÕkÉ Måü oÉWûÉlÉå AÉåU cÉÏeÉåÇ oÉåcÉlÉå MüÐ MüÉåÍzÉzÉ MüUiÉÉ WÕðû | 

qÉÑfÉå ÌuÉMüÉxÉ MüÐ oÉÉiÉåÇ xÉÑlÉMüU oÉWÒûiÉ AcNûÉ sÉaÉÉ AÉæU qÉæÇlÉå qÉlÉ 

WûÏ qÉlÉ xÉÉåcÉÉ- Wæû iÉÉå rÉWû oÉÌlÉL MüÉ WûÏ mÉÑ§É | qÉæÇlÉå MüWûÉ 

``ÌuÉMüÉxÉ iÉÑqÉ, oÉWÒûiÉ xÉqÉfÉSÉU WûÉå, LMü ÌSlÉ oÉWÒûiÉ oÉÄQåû urÉÉmÉÉUÏ 

oÉlÉÉåaÉå|`` ÌuÉMüÉxÉ oÉÉåsÉÉ ̀ `´ÉÏqÉÉlÉç qÉæÇ oÉÌlÉrÉÉ WÕðû AÉæU WûqÉÉUå oÉÑeÉÑaÉï 

MüWûiÉå WæÇû ÌMü oÉÌlÉL MüÉ qÉiÉsÉoÉ uÉ WûÉåiÉÉ Wæû - MÑüNû MüËUrÉå AÉæU 

xÉÇxÉÉU qÉåÇ AÉrÉå WûÉå, iÉÉå MÑüNû oÉÌlÉrÉå | rÉWûÏ LMü xÉÉåcÉ sÉåMüU LMü 

oÉÌlÉrÉÉ ÌoÉeÉlÉåxÉ MüUiÉÉ Wæû| eÉoÉ pÉÏ ÌuÉMüÉxÉ oÉæÇMü qÉåÇ AÉiÉÉ jÉÉ, iÉÉå 

qÉæÇ eÉÂU ExÉxÉå oÉÌiÉrÉÉiÉÉ jÉÉ| MÑüNû xÉqÉrÉ oÉÉS qÉåUÉ pÉÏ iÉoÉÉSsÉÉ 

WûÉå aÉrÉÉ AÉæU qÉæÇ pÉÏ ÌuÉMüÉxÉ MüÉå pÉÔsÉ aÉrÉÉ | 

MÑüNû uÉwÉï oÉÉS qÉÑfÉå ÌMüxÉÏ MüÉqÉ xÉå AmÉlÉÏ mÉWûsÉÏ zÉÉZÉÉ qÉåÇ 

eÉÉlÉÉ mÉÄQûÉ | ExÉ zÉÉZÉÉ qÉåÇ xÉpÉÏ MüqÉïcÉÉËUrÉÉåÇ xÉå ÍqÉsÉÉ | qÉæÇ xÉpÉÏ 

xÉå oÉÉiÉ MüU WûÏ UWûÉ jÉÉ ÌMü mÉÏNåû xÉå ÌMüxÉÏ lÉå qÉÑfÉå AÉuÉÉeÉ SÏ, 

AÉæU eÉoÉ qÉæÇlÉå mÉÏNåû qÉÑÄQû MüU SåZÉÉ -iÉÉå LMü zÉÄZxÉ AÉÆZÉÉåÇ mÉU 

MüÉsÉÉ cÉzqÉÉ sÉaÉÉL oÉæÇMü qÉåÇ ZÉÄQûÉ jÉÉ |
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oÉÉåsÉÉ ̀´ÉÏqÉÉlÉç eÉÏ lÉqÉxMüÉU '!  

AÉmÉ CxÉ zÉÉZÉÉ xÉå MüWûÉð cÉsÉå aÉL ? 

qÉæÇlÉå MüWûÉ ÌMü qÉæÇlÉå AÉmÉMüÉå mÉWûcÉÉlÉÉ lÉWûÏÇ? 

ExÉlÉå cÉzqÉÉ EiÉÉUÉ AÉæU oÉÉåsÉÉ ̀ `´ÉÏqÉÉlÉç eÉÏ qÉæÇ ÌuÉMüÉxÉ WÕðû |''

qÉælÉå MüWûÉ ̀ `rÉÉU iÉÑqÉ iÉÉå ÌoÉsMÑüsÉ WûÏ oÉSsÉ aÉL WûÉå|'' 

ÌuÉMüÉxÉ lÉå MüWûÉ,  ̀̀ ´ÉÏqÉÉlÉç oÉxÉ rÉWû xÉoÉ iÉÉå AÉmÉ sÉÉåaÉÉå MüÉ WûÏ 

AÉzÉÏuÉÉïS Wæû|''

qÉæÇlÉå MüWûÉ  YrÉÉ uÉWûÏ SÕkÉ oÉåcÉlÉå MüÉ MüÉqÉ MüU WûÉå? 

oÉÉåsÉÉ- ̀ `MüÉqÉ iÉÉå uÉWûÏ Wæû, sÉåÌMülÉ AoÉ MüÉTüÐ oÉÄRûÉ ÍsÉrÉÉ Wæû |''

qÉælÉå mÉÔNûÉ - YrÉÉ urÉuÉxÉÉrÉ Wæû ?

ÌuÉMüÉxÉç lÉå oÉiÉÉrÉÉ ÌMü uÉWû  qÉÉåÌlÉïÇaÉ xOûÉåU' Måü lÉÉqÉ xÉå iÉÏlÉ SÒMüÉlÉåÇ 

SÍ¤ÉhÉ ÌSssÉÏ qÉåÇ cÉsÉÉ UWûÉ Wæû | AoÉ SÕkÉ WûÏ lÉWûÏÇ, oÉÎsMü WûU 

xÉÉqÉÉlÉ- eÉÉå LMü bÉU MüÐ eÉÂUiÉ WûÉåiÉÏ Wæû, uÉWû xÉoÉ qÉæÇ AmÉlÉÏ 

xOûÉåU qÉåÇ UZÉiÉÉ WÕðû AÉæU oÉåcÉiÉÉ WÕðû | ExÉlÉå oÉiÉÉrÉÉ  ÌMü ExÉlÉå 

WûqÉÉUå  oÉæÇMü xÉå 10 sÉÉZÉ MüÐ ÍsÉÍqÉOû pÉÏ sÉå UZÉÏ Wæû AÉæU 

pÉaÉuÉÉlÉ MüÐ M×ümÉÉ xÉå AoÉ LåzÉ AÉæU AÉUÉqÉ xÉå eÉÏuÉlÉ eÉÏ UWûÉ 

Wæû| ExÉlÉå oÉiÉÉrÉÉ ÌMü xÉlÉsÉÉDOû MüÊsÉÉålÉÏ uÉÉsÉÉ mÉÑUÉlÉÉ qÉMüÉlÉ 

oÉåcÉ MüU AcNûÏ MüÊsÉÉålÉÏ qÉåÇ MüÉåPûÏ oÉlÉÉ sÉÏ Wæû AÉæU  qÉÉåÌlÉïaÉ 

xOûÉåU' lÉÉqÉ xÉå iÉÏlÉ SÒMüÉlÉåÇ cÉsÉÉ UWûÉ Wæû, LMü SÒMüÉlÉ qÉåÇ qÉæÇ oÉæPûiÉÉ 

WÕðû, SÕxÉUÏ MüÉå ÌmÉiÉÉ eÉÏ xÉqpÉÉsÉiÉå WæÇû AÉæU iÉÏxÉUÏ  SÒMüÉlÉ MüÐ 

SåZÉUåZÉ NûÉåOûÉ pÉÉD MüUiÉÉ Wæû| 10 lÉÉæMüU UZÉå WÒûL WæÇû| oÉxÉ AcNûÉ 

MüÉqÉ cÉsÉ UWûÉ Wæû |

ÌuÉMüÉxÉ Måü ÌoÉeÉlÉxÉ qÉÊQåûsÉ lÉå qÉÑfÉå xÉÉåcÉlÉå mÉU qÉeÉoÉÔU MüU 

ÌSrÉÉ| LMü NûÉåOûÉ-xÉÉ SÕbÉ oÉåcÉlÉå uÉÉsÉÉ, ASlÉÉ-xÉÉ urÉÉmÉÉUÏ 

SåZÉiÉå WûÏ SåZÉiÉå kÉ³ÉÉ xÉåPû oÉlÉ aÉrÉÉ | urÉÉmÉÉU MåüuÉsÉ mÉÔðeÉÏ MüÉ WûÏ 

lÉWûÏûÇ, ÌSqÉÉaÉ MüÉ ZÉåsÉ pÉÏ Wæû| ÌMüxÉ iÉUWû xÉå ExÉlÉå SÕkÉ Måü 

AsÉÉuÉÉ AmÉlÉå aÉëÉWûMüÉåÇ MüÐ eÉÃUiÉ MüÉå xÉqÉfÉiÉå WÒûL, uÉWû xÉoÉ 

mÉëÉåQûYOû AmÉlÉÏ SÒMüÉlÉ qÉåÇ UZÉå AÉæU aÉÉWûMüÉåÇ MüÉå oÉåcÉMüU AmÉlÉå 

mÉëÉåÌTüOû qÉÉÎeÉïlÉ MüÉå oÉÄRûÉrÉÉ |

LMü xÉqÉrÉ jÉÉ -eÉoÉ oÉæÇMü Måü mÉÉxÉ aÉëÉWûMüÉåÇ Måü ÍsÉL ÍxÉTïü oÉcÉiÉ 

ZÉÉiÉÉ / cÉÉsÉÔ ZÉÉiÉÉ / xÉÉuÉÍkÉ eÉqÉÉ ZÉÉiÉÉ MÑüNû sÉÉålÉ MüÐ 

rÉÉåeÉlÉÉLÇ WûÏ WûÉåiÉÏ jÉÏ AÉæU GhÉ - orÉÉeÉ WûÏ MåüuÉsÉ oÉæÇMü MüÐ 

AÉrÉ MüÉ eÉËUrÉÉ jÉÉ| oÉSsÉiÉå mÉËUuÉåzÉ qÉåÇ ÌlÉeÉÏ AÉæU ÌuÉSåzÉÏ 

oÉæÇMüÉåÇ Måü AÉlÉå xÉå xÉUMüÉUÏ oÉæÇMüÉåÇ MüÐ GhÉ-AÉrÉ qÉåÇ MüqÉÏ AÉD, 

mÉëÌiÉxmÉ®Éï oÉÄRûÏ AÉæU ExÉMüÐ pÉUmÉÉD Måü ÍsÉL AoÉ LxÉÉåÍxÉLOû 

mÉëÉåQûYOû LuÉÇ OåûMü-mÉëÉåQûYOû MüÐ ÌoÉ¢üÏ WûÏ LMüqÉÉ§É ÌuÉMüsmÉ oÉcÉÉ 

Wæû | eÉÉå ÌMü xÉUMüÉUÏ oÉæÇMüÉå MüÐ AÎxiÉiuÉ MüÐ sÉÄQûÉD qÉåÇ oÉë¼Éx§É 

MüÉ MüÉqÉ MüUåaÉÉ| AÉeÉ LMü oÉæÇMü Måü mÉÉxÉ aÉëÉWûMü MüÐ eÉÂUiÉÉåÇ MüÉå 

SåZÉiÉå WÒûL oÉWÒûiÉ xÉå mÉëÉåQèYOû AÉæU LxÉÉåÍxÉLOû mÉëÉåQèYOû WæÇû | YrÉÉ 

WûqÉ ÌMüxÉÏ aÉëÉWûMü MüÉå MåüuÉsÉ LMü ZÉÉiÉÉ rÉÉ LMü EimÉÉS oÉåcÉ MüU 

sÉaÉÉiÉÉU oÉÄRû UWûÏ aÉsÉÉ-MüÉOû mÉëÌiÉxmÉkÉÉï Måü rÉÑaÉ qÉåÇ eÉÏ xÉMüiÉå 

Wæû? CxÉMüÉ xÉWûÏ eÉoÉÉoÉ WûÉåaÉÉ lÉWûÏÇ, lÉWûÏÇ, lÉWûÏÇ..AÉæU MüpÉÏ 

lÉWûÏÇ....                          

WûqÉåÇ pÉÏ ÌuÉMüÉxÉ MüÐ iÉUWû WûÏ LMü aÉëÉWûMü MüÉå MüqÉ xÉå MüqÉ 3 rÉÉ 

4, rÉÉ rÉÔð MüWåÇû ÌMü erÉÉSÉ xÉå erÉÉSÉ EimÉÉS oÉåcÉlÉå WûÉåÇaÉå | iÉpÉÏ WûqÉ 

AmÉlÉå aÉëÉWûMü MüÉå AmÉlÉå mÉÉxÉ UÉåMü mÉÉLÇaÉå AÉæU MÑüNû AcNûÉ 

sÉÉpÉ-qÉÉÎeÉïlÉ AmÉlÉå oÉæÇMü Måü ÍsÉL MüqÉÉ mÉÉLÇaÉå | eÉæxÉå WûÏ aÉëÉWûMü 

oÉæÇMü Måü AÇSU mÉëuÉåzÉ MüUiÉÉ Wæû, iÉÉå WûqÉåÇ ExÉMüÐ WæûÍxÉrÉiÉ / 

eÉÃUiÉ Måü ÌWûxÉÉoÉ xÉå ExÉMüÉå AmÉlÉå mÉëÉåQûYOû- eÉæxÉå oÉcÉiÉ 

ZÉÉiÉå, xÉÉuÉÍkÉ eÉqÉÉ ZÉÉiÉå, AÉuÉiÉÏï eÉqÉÉ, QåûÌoÉOû MüÉQïû, ¢åüÌQûOû 

MüÉQïû iÉjÉÉ ZÉÑSUÉ-GhÉ eÉæxÉå- MüÉU-GhÉ, AÉuÉÉxÉ-GhÉ, 

ÍzÉ¤ÉÉ-GhÉ, OûÏcÉxÉï-GhÉ, QûÊYOûxÉï-GhÉ, M×üÌwÉ-GhÉ, 

urÉÉmÉÉUÏ AÉæU LqÉLxÉLqÉD-GhÉÉåÇ MüÐ eÉÉlÉMüÉUÏ SålÉÏ WûÉåaÉÏ | WûqÉåÇ 

ElWåÇû AmÉlÉå xÉpÉÏ OåûMü AÉæU LxÉÉåÍxÉLOû mÉëÉåQûYOû-eÉæxÉå 

CÇzrÉÉåÇUåÇxÉ, qrÉÔcÉÑAsÉ TÇüQû, QûÏqÉåOû ZÉÉiÉÉ AÉÌS Måü oÉÉUå qÉåÇ pÉÏ 

oÉiÉÉlÉÉ WûÉåaÉÉ |  iÉpÉÏ WûqÉ MüqÉ qÉÉÎeÉïlÉ WûÉåiÉå WÒûL pÉÏ, AcNûÉ sÉÉpÉ 

MüqÉÉ mÉÉrÉåÇaÉå |  

ÄTÇüQûÉ - AÉeÉ MüÐ oÉæÇÌMÇüaÉ qÉåÇ sÉÉpÉ-qÉÉÎeÉïÇlÉ bÉOû UWûÉ Wæû, ExÉMüÐ 

mÉÔÌiÉï WûqÉåÇ AmÉlÉå LxÉÉåÍxÉLOû EimÉÉS oÉåcÉ MüU WûÏ MüUlÉÏ WûÉåaÉÏ | 

*****
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xÉÑ´ÉÏ ËUiÉÑ qÉÏlÉÉ, 
ÌuÉÍkÉ AÍkÉMüÉUÏ,  

AÇcÉsÉ MüÉrÉÉïsÉrÉ, sÉZÉlÉF 

qÉåUÏ xÉTüsÉiÉÉ MüÐ MüWûÉÌlÉrÉÉÇqÉåUÏ xÉTüsÉiÉÉ MüÐ MüWûÉÌlÉrÉÉÇqÉåUÏ xÉTüsÉiÉÉ MüÐ MüWûÉÌlÉrÉÉÇqÉåUÏ xÉTüsÉiÉÉ MüÐ MüWûÉÌlÉrÉÉÇqÉåUÏ xÉTüsÉiÉÉ MüÐ MüWûÉÌlÉrÉÉÇqÉåUÏ xÉTüsÉiÉÉ MüÐ MüWûÉÌlÉrÉÉÇ

qÉåUå xÉmÉlÉå MüpÉÏ qÉrÉÉïSÉ qÉåÇ UWûlÉÉ lÉWûÏÇ xÉÏZÉ mÉÉrÉå| lÉÉ uÉÉå rÉå eÉÉlÉ 

mÉÉrÉå ÌMü qÉæÇ LMü sÉÄQûMüÐ WÕðû AÉæU lÉÉ rÉå ÌMü xÉpÉÏ xÉmÉlÉå xÉcÉ lÉWûÏÇ 

WûÉåiÉå| qÉæÇ uÉÉå xÉoÉ  MüUlÉÉ cÉÉWûiÉÏ jÉÏ eÉÉå qÉÑfÉå mÉxÉÇS jÉÉ | xÉmÉlÉÉåÇ 

lÉå iÉÉå oÉxÉ EÄQûlÉÉ xÉÏZÉÉ jÉÉ AÉæU EÄQåû pÉÏ YrÉÉå lÉÉ ElWåÇû ZÉÑsÉÉ 

AÉxÉqÉÉlÉ eÉÉå ÌSrÉÉ jÉÉ qÉåUå mÉÉmÉÉ lÉå| mÉÉmÉÉ AmÉlÉÏ oÉåOûÏ MüÉå oÉWûÉSÒU 

oÉlÉÉlÉÉ cÉÉWûiÉå jÉå, uÉå MüWûiÉå jÉå ÌMü qÉÑfÉå SÒÌlÉrÉÉ MüÐ WûU ZÉÑzÉÏ  

lÉWûÏÇ SålÉÉ cÉÉWûiÉå oÉÎsMü qÉÑfÉå CxÉ MüÉÌoÉsÉ oÉlÉÉlÉÉ cÉÉWûiÉå WæûÇ ÌMü 

qÉæÇ SÒÌlÉrÉÉ MüÐ WûU ZÉÑzÉÏ ZÉÑS WûÉÍxÉsÉ MüU xÉMÔÇü | LMü UÉÄeÉ MüÐ 

oÉÉiÉ oÉiÉÉFð, SÇaÉsÉ ÌTüsqÉ SåZÉMüU MÑüNû rÉÉSå iÉÉÄeÉÉ WûÉå eÉÉiÉÏ Wæû, 

ExÉ ÌTüsqÉ qÉåÇ AÉÍqÉU ZÉÉlÉ MüÉ ÌMüUSÉU qÉÑfÉå qÉåUå mÉÉmÉÉ xÉå mÉëåËUiÉ 

sÉaÉiÉÉ Wæû | ÎeÉxÉ iÉUWû ExÉ ÌTüsqÉ qÉåÇ LMü ÌmÉiÉÉ AmÉlÉÏ oÉåÌOûrÉÉåÇ Måü 

ÍsÉrÉå MüÄQûÏ qÉåWûlÉiÉ MüUiÉÉ Wæû uÉæxÉå WûÏ qÉåUå mÉÉmÉÉ lÉå pÉÏ oÉWÒûiÉ 

qÉåWûlÉiÉ MüÐ Wæû qÉåUå ÍsÉrÉå oÉcÉmÉlÉ xÉå  ZÉåsÉ - MÔüS, qÉxiÉÏ qÉåÇ qÉåUÉ 

qÉlÉ UqÉÉ MüUiÉÉ jÉÉ | xMÔüsÉ qÉåÇ LåxÉÏ MüÉåD mÉëÌiÉrÉÉåÌaÉiÉÉ lÉWûÏ jÉÏ  

eÉÉå qÉÑfÉxÉå ANÕûiÉÏ UWû eÉÉrÉå | lÉÉcÉ - aÉÉlÉÉ ,pÉÉwÉhÉoÉÉÄeÉÏ qÉåÇ iÉÉå 

qÉåUÏ eÉÉlÉ oÉxÉiÉÏ jÉÏ | ZÉåsÉ MüÉ iÉÉå CiÉlÉÉ zÉÉæMü jÉÉ ÌMü mÉÔÍNûL 

qÉiÉ| xÉpÉÏ mÉëÌiÉrÉÉåÌaÉiÉÉAÉå qÉåÇ MüpÉÏ eÉÏiÉiÉÏ iÉÉå MüpÉÏ SÕxÉUÉ -

iÉÏxÉUÉ xjÉÉlÉ AÉiÉÉ sÉåÌMülÉ mÉÑUxMüÉU mÉÉlÉå xÉå ÄerÉÉSÉ ZÉÑzÉÏ ClÉ 

xÉoÉ MüÉqÉÉå MüÉå MüUlÉå qÉåÇ qÉÑfÉå ÍqÉsÉiÉÏ| CiÉlÉÏ qÉåWûlÉiÉ MüUlÉå Måü 

oÉÉS mÉÄRûÉD qÉåÇ ÌMüxÉÏ MüÉ qÉlÉ sÉaÉ xÉMüiÉÉ Wæû pÉsÉÉ? qÉåUÉ pÉÏ lÉWûÏÇ 

sÉaÉÉ sÉåÌMülÉ qÉåUÏ oÉÑUÏ ÌMüxqÉiÉ ÌMü qÉæÇ Mü¤ÉÉ qÉåÇ OûÊmÉ AÉiÉÏ jÉÏ| 

AoÉ AÉmÉ MüWåÇûaÉå "OûÊmÉ AÉlÉå qÉåÇ oÉÑUÉD YrÉÉ Wæû?" rÉWûÏ xÉå AÉiÉÉ 

Wæû xOûÉåUÏ qÉåÇ ÎOèuÉxOû |

qÉæÇ oÉcÉmÉlÉ xÉå WûÏ LMü ÎZÉsÉÉÄQûÏ oÉlÉlÉÉ cÉÉWûiÉÏ jÉÏ, WûÉð xÉÉiÉ xÉÉsÉ 

MüÐ MüqÉ EqÉë qÉåÇ MüÉåD LMü ZÉåsÉ lÉWûÏÇ cÉÑlÉÉ jÉÉ sÉåÌMülÉ qÉÑfÉå AÉæU 

zÉÉrÉS qÉåUå mÉÉmÉÉ MüÉå pÉÏ sÉaÉiÉÉ jÉÉ ÌMü qÉæÇ ZÉåsÉ qÉåÇ AcNûÉ mÉëSzÉïlÉ  

MüU xÉMüiÉÏ WÕðû | sÉåÌMülÉ SÕxÉUÏ iÉUTü qÉåUå mÉÉmÉÉ MüÉ krÉÉlÉ CxÉ oÉÉiÉ 

xÉå lÉWûÏÇ WûOûiÉÉ jÉÉ ÌMü qÉæÇ YsÉÉxÉ qÉåÇ ÌoÉlÉÉ qÉåWûlÉiÉ ÌMürÉå OûÊmÉ 

MüUiÉÏ WÕðû| oÉxÉ WûU pÉÉUiÉÏrÉ ÌmÉiÉÉ MüÐ iÉUWû qÉåUå mÉÉmÉÉ lÉå pÉÏ ÌmÉiÉ× 

kÉqÉï ÌlÉpÉÉrÉÉ AÉæU MüU ÌSrÉÉ LsÉÉlÉ-  qÉåUÏ oÉåOûÏ MüsÉåYOûU oÉlÉåaÉÏ  | 

ExÉ xÉqÉrÉ AÉD L LxÉ, mÉÏ xÉÏ LxÉ zÉoSÉå MüÉ cÉsÉlÉ lÉWûÏÇ jÉÉ 

mÉëcÉsÉlÉ jÉÉ iÉÉå oÉxÉ ̀ `MüsÉåYOûU'' MüÉ ! mÉÉmÉÉ lÉå zÉÑÃ MüU SÏ qÉÑfÉå 

iÉærÉÉU MüUlÉå MüÐ AmÉlÉÏ iÉærÉÉUÏ| sÉåÌMülÉ YrÉÉ MüUå.... qÉåUå xÉmÉlÉÉå 

MüÉå MÑüNû AÉæU WûÏ qÉÇÄeÉÔU jÉÉ AÉæU qÉåUÏ ÌMüxqÉiÉ MüÉå MÑüNû AÉæU | 

mÉÉmÉÉ MüÐ ZÉÑzÉÏ Måü ÍsÉL qÉæÇlÉå mÉÄRûÉD pÉÏ qÉåWûlÉiÉ xÉå MüÐ sÉåÌMülÉ 

qÉåUÉ qÉlÉ lÉWûÏÇ sÉaÉiÉÉ jÉÉ AÉæU sÉaÉiÉÉ pÉÏ YrÉÉåÇ? mÉÉmÉÉ lÉå WûÏ iÉÉå 

ÍxÉZÉÉrÉÉ jÉÉ AmÉlÉå ÌSsÉ MüÐ xÉÑlÉlÉÉ |

  

mÉÉmÉÉ AÉæU qÉåUå AkrÉÉmÉMü, xÉpÉÏ cÉÉWûiÉå jÉå ÌMü qÉæÇ mÉÏ. xÉÏ. LqÉ. 

(xÉÉCÇxÉ qÉåjxÉ) sÉÔ | bÉU qÉå xÉoÉMåü xÉmÉlÉÉå Måü eÉWûÉeÉ bÉÔqÉ-bÉÔqÉ 

MüU qÉåUå MüËUrÉU ÃmÉÏ AÉxÉqÉÉlÉ qÉÇå WûÏ EÄQûÉlÉ pÉUiÉå YrÉÉåÇÌMü bÉU qÉåÇ 

xÉoÉxÉå NûÉåOûÏ eÉÉå jÉÏ| MüÉåD cÉÉWûiÉÉ ÌMü qÉæÇ mÉÉCsÉåOû oÉlÉÇÔ iÉÉå MüÉåD 

CÇeÉÏÌlÉrÉU AÉæU MüÉåD MüWûiÉÉ QûÊYOûU | WûS iÉÉå iÉoÉ WûÉå eÉÉiÉÏ eÉoÉ 

MüWûÉ eÉÉiÉÉ ÌMü rÉå oÉWÒûiÉ oÉÉåsÉiÉÏ Wæû, CxÉå uÉMüÐsÉ oÉlÉlÉÉ cÉÉÌWûL| 

WûqÉÉUå pÉÉUiÉÏrÉ mÉËUuÉÉUÉåÇ qÉåÇ pÉsÉå WûÏ MÑüNû lÉ WûÉå sÉåÌMülÉ WûU oÉÉiÉÔlÉå 

oÉŠå MüÉå uÉMüÐsÉ oÉlÉlÉå MüÐ xÉsÉÉWû eÉÃU SÏ eÉÉiÉÏ Wæû| AoÉ qÉÑfÉå 

xÉqÉfÉ qÉåÇ AÉ UWûÉ jÉÉ ÌMü ÄerÉÉSÉ OæûsÉåÇOåûQû WûÉålÉÉ pÉÏ ZÉiÉUå xÉå 

ZÉÉsÉÏ lÉWûÏÇ Wæû| qÉÑfÉå LMü xÉÏZÉ pÉÏ ÍqÉsÉÏ AÉmÉMüÉå AaÉU ZÉåsÉ qÉåÇ 

MüËUrÉU oÉlÉÉlÉÉ Wæû iÉÉå MüpÉÏ mÉÄRûÉD qÉåÇ AcNåû lÉÇoÉU lÉWûÏÇ sÉÉlÉå 

cÉÉÌWûL| lÉÇoÉU MüqÉ AÉLÇaÉå iÉÉå AÉmÉMüÉå mÉÄRûÉD MüÐ iÉUTü zÉÉrÉS lÉÉ 

kÉMåüsÉÉ eÉÉrÉå| qÉæÇ WûqÉåzÉÉ xÉå oÉæQûÍqÉÇOûlÉ MüÐ ÎZÉsÉÉÄQûÏ oÉlÉlÉÉ 

cÉÉWûiÉÏ jÉÏ| ZÉåsÉ MüÉå ÄerÉÉSÉ xÉqÉrÉ Så xÉMÔÇü CxÉÍsÉL qÉæÇlÉå 

arÉÉUWûuÉÏÇ Mü¤ÉÉ qÉåÇ AÉOèxÉï ÌsÉrÉÉ| mÉÉmÉÉ MüÉ pÉÏ MüWûlÉÉ qÉÉlÉÉ AÉæU 

mÉÄRûÉD qÉåÇ pÉÏ oÉUÉoÉU krÉÉlÉ ÌSrÉÉ | 

MüWÉlÉÏ
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sÉåÌMülÉ sÉaÉiÉÉ Wæû AoÉ uÉ£ü AÉ cÉÑMüÉ jÉÉ ÌMüxÉÏ LMü MüÉå cÉÑlÉlÉå 

MüÉ! AoÉ rÉå AÉsÉUÉFÇQûU GiÉÑ TðüxÉ cÉÑMüÐ jÉÏ | AmÉlÉÉ ÌSsÉ pÉÉUÏ 

MüUMåü mÉÉmÉÉ MüÐ ZÉÑzÉÏ Måü ÍsÉL, qÉæÇlÉå xÉmÉlÉå mÉÔUå MüUlÉå MüÉ xÉmÉlÉÉ 

SåZÉlÉÉ WûÏ NûÉåÄQû ÌSrÉÉ| rÉå TæüxÉsÉÉ sÉåiÉå uÉ£ü AWûxÉÉxÉ WûÉå UWûÉ jÉÉ 

AmÉlÉÏ oÉåoÉxÉÏ MüÉ, oÉWÒûiÉ uÉÄYiÉ sÉaÉÉ AmÉlÉå WûÏ TæüxÉsÉå MüÉå 

AmÉlÉÉlÉå qÉåÇ AÉæU sÉaÉå pÉÏ YrÉÉåÇ lÉÉ ,CiÉlÉÉ AÉxÉÉlÉ lÉWûÏÇ WûÉåiÉÉ 

AmÉlÉå xÉmÉlÉÉåÇ MüÉå WûqÉåzÉÉ Måü ÍsÉL ZÉiqÉ MüU SålÉÉ AÉæU MÑüNû LåxÉÉ 

MüUlÉÉ eÉÉå AÉmÉlÉå MüpÉÏ lÉ cÉÉWûÉ WûÉå| qÉÑfÉå MÑüNû OÕûOûiÉÉ xÉÉ ÌSZÉÉD 

Så UWûÉ jÉÉ -- uÉÉå jÉå qÉåUå xÉmÉlÉå - MÑüNû oÉÄQûÉ AÉæU AsÉaÉ MüUlÉå 

Måü |

oÉWÒûiÉ MüÉåÍzÉzÉ MüÐ sÉåÌMülÉ mÉÉmÉÉ MüÉ xÉmÉlÉÉ mÉÔUÉ MüUlÉå MüÐ 

MüÉåÍzÉzÉ pÉÏ lÉWûÏÇ MüU mÉÉD| MüpÉÏ qÉlÉ WûÏ lÉWûÏÇ sÉaÉÉ| AoÉ mÉÉmÉÉ 

Måü WûÏ MüWûlÉå xÉå uÉMüÉsÉiÉ MüÐ mÉÄRûÉD MüÐ AÉæU oÉlÉ aÉD "uÉMüÐsÉ"| 

erÉÔÌQûÍzÉrÉUÏ MüÐ MüÉåÍcÉÇaÉ Måü ÍsÉrÉå qÉæÇ ÌSssÉÏ cÉsÉÏ aÉD oÉWÒûiÉ 

qÉåWûlÉiÉ MüÐ UÉeÉxjÉÉlÉ ÍxÉÌuÉsÉ eÉeÉ MüÐ LaÄeÉÉqÉ Måü ÍsÉrÉå,  

sÉåÌMülÉ ExÉ xÉÉsÉ UÉeÉxjÉÉlÉ qÉå ÍxÉÌuÉsÉ eÉeÉ MüÐ uÉåMåÇüxÉÏ WûÏ 

lÉWûÏ AÉD| qÉåUå ÍsÉrÉå ExÉÏ xÉÉsÉ lÉÉæMüUÏ WûÉÍxÉsÉ MüUlÉÉ oÉWÒûiÉ 

ÄeÉÃUÏ WûÉå aÉrÉÉ jÉÉ, qÉæÇ AmÉlÉå oÉÏ. L. LsÉ. LsÉ. oÉÏ. oÉæcÉ MüÐ 

aÉÉåsQû qÉåQûÍsÉxOû jÉÏ, eÉoÉ LMü aÉÉåsQû qÉåQûÍsÉxOû oÉåUÉåeÉaÉÉU bÉU 

mÉU oÉæPûiÉÉ Wæû iÉoÉ ÄerÉÉSÉ oÉSlÉÉqÉÏ WûÉåiÉÏ Wæû rÉå iÉÉå AÉmÉ eÉÉlÉiÉå WûÏ 

WûÉåÇaÉå | qÉæÇ LMü AÉæU xÉÉsÉ iÉMü oÉåUÉåeÉaÉÉUÏ MüÉ iÉqÉaÉÉ UZÉlÉå Måü 

ÍsÉrÉå iÉærÉÉU lÉWûÏÇ jÉÏ| AÉqÉÏï (LxÉ. LxÉ. oÉÏ. eÉåaÉ LlOíûÏ) qÉåÇ mÉWûsÉÉ 

cÉUhÉ mÉÉU MüUlÉå uÉÉsÉå xÉÉæpÉÉarÉzÉÉsÉÏ MåÇüÌQûQåûOèxÉ qÉå LMü qÉæÇ pÉÏ 

jÉÏ sÉåÌMülÉ TüÉClÉsÉ xÉåsÉåYzÉlÉ lÉÉ WûÉå mÉÉrÉÉ| AoÉ qÉåUå mÉÉxÉ xÉÉsÉ 

2017 MüÉ AÉÎZÉUÏ qÉÉæMüÉ jÉÉ- AÉD . oÉÏ. mÉÏ .LxÉ. | qÉæÇ pÉÏ eÉÑOû 

aÉD iÉærÉÉUÏ qÉåÇ| ÌSlÉ UÉiÉ LMü MüUMåü MüÄQûÏ qÉåWûlÉiÉ MüÐ| CxÉÏ oÉÏcÉ 

mÉÉmÉÉ MüÐ iÉÌoÉrÉiÉ oÉWÒûiÉ ZÉUÉoÉ WÒûD ,mÉUÏ¤ÉÉ lÉÄeÉSÏMü jÉÏ AÉæU bÉU 

qÉåÇ mÉUåzÉÉlÉÏ MüÉ qÉÉWûÉæsÉ jÉÉ| qÉæÇ MüqÉÄeÉÉåU mÉÄQûlÉå sÉaÉÏ| ClÉ MüÌPûlÉ 

mÉËUÎxjÉÌiÉrÉÉåÇ qÉåÇ mÉËUuÉÉU MüÉ krÉÉlÉ UZÉiÉå WÒûL AmÉlÉÏ mÉUÏ¤ÉÉ mÉU 

TüÉåMüxÉ MüUlÉÉ qÉåUå ÍsÉL oÉWÒûiÉ ÄeÉÃUÏ jÉÉ| AoÉ qÉÑfÉå xÉÉÌoÉiÉ 

MüUlÉÉ jÉÉ ÌMü qÉæÇ AÉeÉ pÉÏ AÉsÉUÉFÇQûU WÕðû| xÉqÉrÉ MüqÉ jÉÉ, qÉÉ§É 

iÉÏlÉ qÉWûÏlÉÉåÇ MüÐ eÉÏ iÉÉåÄQû qÉåWûlÉiÉ xÉå qÉæÇlÉå mÉWûsÉå WûÏ mÉërÉÉxÉ qÉåÇ 

LaeÉÉqÉ YuÉÉÍsÉTüÉD ÌMürÉÉ AÉæU oÉlÉ aÉD MåülÉUÉ oÉåÇMü qÉåÇ ÌuÉÍkÉ 

AÍkÉMüÉUÏ | bÉU qÉåÇ iÉÉå eÉæxÉå ZÉÑzÉÏ MüÐ sÉWûU WûÏ SÉæÄQû aÉD | AoÉ 

xÉÉÌoÉiÉ WûÉå aÉrÉÉ jÉÉ ÌMü qÉåWûlÉiÉ MüÉ TüsÉ pÉsÉå WûÏ SåU xÉå ÍqÉsÉå 

sÉåÌMülÉ ÍqÉsÉiÉÉ ÄeÉÃU Wæû|

mÉÉmÉÉ MüÉ, MüsÉåYOûU oÉlÉlÉå MüÉ xÉmÉlÉÉ iÉÉå mÉÔUÉ lÉWûÏÇ MüU mÉÉD, 

sÉåÌMülÉ mÉÉmÉÉ qÉÑfÉå AmÉlÉå mÉæUÉåÇ mÉU ZÉÄQûÉ SåZÉ oÉWÒûiÉ ZÉÑzÉ WûÉåiÉå WæÇû| 

AÉmÉ eÉÉlÉiÉå WæûÇ, MüpÉÏ MüpÉÏ xÉÉåcÉiÉÏ jÉÏ ÌMü MüÉzÉ qÉæÇlÉå xÉpÉÏ 

cÉÏÄeÉÉåÇ MüÐ AÉåU lÉÉ pÉÉaÉMüU ÍxÉTïü LMü cÉÏÄeÉ Måü oÉÉUå qÉåÇ xÉÉåcÉÉ 

WûÉåiÉÉ iÉÉå zÉÉrÉS qÉæÇ MÑüNû AÉæU oÉÄQûÉ pÉÏ mÉÉ xÉMüiÉÏ jÉÏ| sÉåÌMülÉ ClÉ 

xÉoÉMåü oÉÏcÉ qÉåÇ CxÉ oÉÉiÉ MüÉå AlÉSåZÉÉ lÉWûÏÇ ÌMürÉÉ eÉÉ xÉMüiÉÉ ÌMü 

qÉæcÉ ÎeÉiÉÉlÉå qÉåÇ oÉssÉåoÉÉÄeÉ rÉÉ oÉÊsÉU xÉå ÄerÉÉSÉ pÉÔÍqÉMüÉ  

AÉsÉUÉEÇQûU MüÐ WûÉåiÉÏ Wæû AÉæU qÉÑfÉå aÉuÉï Wæû ÌMü qÉæÇlÉå LMü 

AÉsÉUÉEÇQûU MüÐ iÉUWû AoÉ iÉMü AmÉlÉÏ ÎÄeÉÇSaÉÏ eÉÏ Wæû| qÉæÇlÉå AmÉlÉå 

eÉÏuÉlÉ Måü AoÉ iÉMü Måü AlÉÑpÉuÉ xÉå LMü oÉÉiÉ AÉæU xÉÏZÉÏ - xÉWûÏ 

xÉqÉrÉ mÉU xÉWûÏ ÌlÉhÉïrÉ sÉålÉÉ oÉWÒûiÉ ÄeÉÃUÏ Wæû, AÉæU MüpÉÏ MüpÉÏ 

MÑüNû AWûqÉ TæüxÉsÉå AmÉlÉå ÍsÉrÉå lÉWûÏÇ oÉÎsMü AmÉlÉÉåÇ Måü ÍsÉrÉå sÉålÉå 

cÉÉÌWûrÉå| qÉåUÏ xÉTüsÉiÉÉ ÌSZÉlÉå qÉåÇ pÉsÉå WûÏ CiÉlÉÏ oÉÄQûÏ lÉÉ WûÉå 

sÉåÌMülÉ CxÉMåü mÉÏNåû MüÐ MüWûÉlÉÏ qÉåUå ÌSsÉ xÉå eÉÑÄQûÏ Wæû AÉæU oÉWÒûiÉ 

ZÉÉxÉ Wæû| rÉWûÏ Wæû ̀ `qÉåUÏ xÉTüsÉiÉÉ MüÐ MüWûÉlÉÏ'' | EqqÉÏS Wæû AÉlÉå 

uÉÉsÉå xÉqÉrÉ qÉåÇ lÉÉ iÉÉå qÉæÇ xÉmÉlÉå SåZÉlÉÉ NûÉåQÕÇûaÉÏ AÉæU lÉÉ WûÏ EÄQûlÉÉ| 

*****
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cÉÇSì oÉWûÉSÒU jÉÉmÉÉ 
xÉzÉx§É aÉÉQïû 

ZÉeÉÑUÉWûÉå zÉÉZÉÉ 

MÑüNû WûÉå LåxÉÉ.....MÑüNû WûÉå LåxÉÉ.....MÑüNû WûÉå LåxÉÉ.....MÑüNû WûÉå LåxÉÉ.....MÑüNû WûÉå LåxÉÉ.....MÑüNû WûÉå LåxÉÉ.....

AZÉoÉÉUÉåÇ qÉåÇ lÉWûÏ Wæû,

AoÉ oÉWÕûAÉåÇ mÉU ÄeÉÑsqÉÉåÇ MüÐ MüWûÉlÉÏ,

xÉqÉÉeÉ lÉå pÉÏ irÉÉaÉ ÌSL WæÇû,

SWåûeÉ eÉæxÉÏ mÉëjÉÉ mÉÑUÉlÉÏ !

SWåûeÉ mÉëjÉÉ ZÉiqÉ WûÉå aÉD Wæû,

AoÉ WûqÉÉUå xÉqÉÉeÉ xÉå,

SWåûeÉ NûÉåÄQû, zÉÉÌSrÉÉÇ WûÉå UWûÏ WæÇû,

AÉmÉlÉå UxqÉÉåÇ, ËUuÉÉeÉ xÉå Wæû !

oÉåOûÏ pÉÏ aÉD Wæû, AmÉlÉå xÉxÉÑUÉsÉ,

sÉåMüU AÉzÉÏuÉÉïS xÉoÉ MüÉ mrÉÉU,

oÉWÕû pÉÏ AÉD Wæû WûqÉÉUå ²ÉU,

xÉÇaÉ sÉåMåü ZÉÑÍzÉrÉÉåÇ MüÉ xÉÇxÉÉU!

xÉÉxÉ lÉå pÉÏ ÌSrÉÉ Wæû mrÉÉU,

oÉWÕû MüÉå AmÉlÉÏ oÉåOûÏ xÉqÉÉlÉ,

oÉWÕû  lÉå pÉÏ ÌSrÉÉ Wæû AÉSU xÉqqÉÉlÉ,

xÉoÉxÉå MüWûMüU xÉÉxÉ qÉWûÉlÉ!

MÑüNû WûÉå LåxÉÉ..... rÉWûÏ Wæû qÉåUÉ xÉmÉlÉÉ,

YrÉÉ WûMüÐMüiÉ qÉåÇ oÉSsÉ eÉÉLaÉÉ?

SWåûeÉ Måü mÉÉmÉ qÉåÇ AÉæU ÌaÉUlÉå xÉå,

xÉqÉÉeÉ WûqÉÉUÉ xÉÇpÉsÉ mÉÉLaÉÉ ?

xÉÇpÉsÉlÉÉ iÉÉå WûÉåaÉÉ WûÏ WûqÉåÇ,

xÉqÉÉeÉ MüÉå xÉWûÏ UÉWû qÉåÇ sÉÉlÉå MüÐ ZÉÉÌiÉU,

WûqÉ WûÏ lÉÉ xÉÇpÉsÉå iÉÉå MüÉælÉ WûÉåaÉÉ,

eÉaÉiÉ eÉlÉlÉÏ lÉÉUÏ MüÐ ZÉÉÌiÉU?

AÉmÉ WûqÉ oÉåOûÏ MüÉå oÉÉåfÉ xÉqÉfÉiÉå WæÇû,

SWåûeÉ xÉå NÒûOûMüÉUÉ mÉÉlÉå Måü ÍsÉL,

eÉÑsqÉÉåÇ Måü pÉrÉ xÉå oÉåOûÏ pÉÏ QûUiÉÏ Wæû,

ÌoÉlÉ SWåûeÉ xÉxÉÑUÉsÉ eÉÉlÉå Måü ÍsÉL!

AÉCL ÍqÉsÉMüU CxÉ oÉÑUÉD MüÉå,

xÉqÉÉeÉ xÉå SÕU MüU ÌSrÉÉ eÉÉL,

xÉÉxÉ, oÉWÕû, oÉåOûÏ qÉåÇ xÉqÉÉlÉ mrÉÉU sÉÉ MüU,

xÉoÉMüÉ ÌSsÉ mrÉÉU xÉå pÉU ÌSrÉÉ eÉÉL!

oÉåOûÏ oÉcÉÉAÉå oÉåOûÏ mÉÄRûÉAÉå,

iÉÉå WûqÉlÉå oÉWÒûiÉ xÉÑlÉ ÍsÉrÉÉ,

MüU ÌSZÉÉlÉå MüÉ uÉcÉlÉ,

oÉiÉÉAÉå MüoÉ AÉæU ÌMüxÉlÉå ÍsÉrÉÉ!

AÉAÉå sÉå sÉÉå rÉWû uÉcÉlÉ,

AoÉ lÉÉ sÉÉQûsÉÏ MüÉå rÉÔÇ xÉiÉÉAÉåaÉå,

oÉåOûÏ oÉcÉå, oÉåOûÏ mÉÄRåû,

xÉÉjÉ oÉåOûÏ oÉÄRåû, xÉoÉ MüÉå oÉiÉÉAÉåaÉå!

xÉÇaÉ pÉÉD AmÉlÉå, oÉåOûÏ qÉåUÏ, 

eÉÉ UWûÏ Wæû mÉÄRûlÉå MüÉå mÉÉPûzÉÉsÉÉ,

oÉŠÉåÇ MüÉå mÉÔhÉï ÍzÉ¤ÉÉ ÌSsÉÉL,

AoÉ lÉWûÏÇ qÉæÇ ÂMülÉå uÉÉsÉÉ !

mÉÄRû ÍsÉZÉ pÉsÉå ÌoÉÌOûrÉÉ qÉåUÏ,

oÉÄQûÉ lÉÉ MÑüNû oÉlÉ mÉÉL,

oÉxÉ xÉÏZÉ sÉå SÉå AÉZÉU ÎeÉÇSaÉÏ Måü,

iÉÉå oÉåOûÏ qÉåUÏ, qÉåUÉ aÉÑÃU oÉlÉ eÉÉL !

ÌoÉÌOûrÉÉ qÉåUÏ ÍxÉTïü ÌoÉÌOûrÉÉ lÉWûÏÇ,

qÉåUå mÉËUuÉÉU MüÉ xÉqqÉÉlÉ oÉlÉåaÉÏ,

eÉÉå ÌSrÉÉ WûqÉlÉå CiÉlÉÉ mrÉÉU oÉåÌOûrÉÉåÇ MüÉå,

oÉåÌOûrÉÉÇ WûqÉÉUÏ, SåzÉ MüÉ AÍpÉqÉÉlÉ oÉlÉåaÉÏ |

*****
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mÉëSÏmÉ UÉeÉ LxÉ, 
mÉëoÉÇkÉMü, 

QåûOûÉ uÉårÉUWûÉExÉ xÉqÉÔWû, mÉë MüÉ oÉåÇaÉsÉÔÂ

iÉÑsÉxÉÏ mÉÉlÉ MüÐ SÒMüÉlÉiÉÑsÉxÉÏ mÉÉlÉ MüÐ SÒMüÉlÉiÉÑsÉxÉÏ mÉÉlÉ MüÐ SÒMüÉlÉiÉÑsÉxÉÏ mÉÉlÉ MüÐ SÒMüÉlÉiÉÑsÉxÉÏ mÉÉlÉ MüÐ SÒMüÉlÉiÉÑsÉxÉÏ mÉÉlÉ MüÐ SÒMüÉlÉ

ÌuÉ±ÉjÉÏï eÉÏuÉlÉ xÉTüsÉiÉÉ MüÉ LMü qÉÑÌ£ü qÉÉaÉï Wæû LåxÉå WûÏ LMü 

qÉWûiuÉmÉÔhÉï ÌSlÉ WûqÉÉUå xÉÔUeÉ MüÉ Wæû| AÉeÉ CÌiÉWûÉxÉ ÌQûaÉëÏ MüÉ 

AÉÎZÉUÏ mÉUÏ¤ÉÉ Wæû| mÉUÏ¤ÉÉ ÍsÉZÉlÉå Måü oÉÉS xÉÔUeÉ AÉlÉå uÉÉsÉå 

NÒûÌOçOrÉÉåÇ qÉå AmÉlÉå SÉåxiÉÉåÇ Måü xÉÉjÉ oÉåÇaÉsÉÑÂ eÉÉlÉå Måü ÍsÉL oÉWÒûiÉ 

EixÉÑMü jÉÉ| mÉËUuÉÉU MüÉ rÉWû CMüsÉÉæiÉÉ oÉåOûÉ Wæû| ClÉMåü ÌmÉiÉÉ 

ÌaÉËUkÉU mÉOûlÉÉ xÉå oÉåÇaÉsÉÑÂ zÉWûU eÉÉMüU mÉÉlÉ MüÐ SÒMüÉlÉ cÉsÉÉiÉå 

WæûÇ| SÒMüÉlÉ MüÉ lÉÉqÉ pÉÏ ClÉMåü AÉSiÉ xÉå iÉÑsÉxÉÏ mÉÉlÉ MüÐ SÒMüÉlÉ 

lÉÉqÉ xÉå LMü ÌuÉSåzÉÏ MÇümÉlÉÏ Måü aÉåOû Måü xÉÉqÉlÉå xÉÄQûMü Måü MüÉålÉå 

qÉåÇ LMü NûÉåOûÉ xÉÏ SÒMüÉlÉ jÉÏ| xÉÔUeÉ MüÐ mÉUuÉËUzÉ qÉÉÇ Måü SåWûÉÇiÉ 

Måü oÉÉS SÉSÏ aÉÉåqÉiÉÏ lÉå ÌMürÉÉ, AmÉlÉå eÉÏuÉlÉ Måü WûU xÉÑZÉ AÉæU 

SÒZÉ uÉWû ÌmÉiÉÉeÉÏ xÉå erÉÉSÉ uÉWûÉÇ AmÉlÉå SÉSÏ Måü xÉÉjÉ WûÏ oÉÉÇOûiÉÉ 

jÉÉ| mÉUÏ¤ÉÉ ÍsÉZÉlÉå Måü 4 qÉWûÏlÉå Måü mÉ¶ÉÉiÉ xÉÔUeÉ MüÐ qÉåWûlÉiÉ UÇaÉ 

sÉÉD uÉWû oÉÏL CÌiÉWûÉxÉ mÉUÏ¤ÉÉ qÉåÇ mÉÉxÉ WÒûAÉ AmÉlÉå SÉåxiÉÉåÇ Måü 

xÉÇaÉ rÉWû ZÉÑzÉÏ oÉÉÇOûiÉå WÒûL ExÉlÉå WûsÉuÉÉD MüÐ SÒMüÉlÉ xÉå SÉSÏ Måü 

ÍsÉL qÉÉåiÉÏcÉÔU Måü sÉŒÖû AÉæU WûlÉÑqÉÉlÉ qÉÇÌSU Måü ÍsÉL jÉÉåÄQåû xÉå 

mÉëxÉÉS, 100Â SåMüU ÍqÉ´ÉÉ eÉÏ Måü WûsÉuÉÉD MüÐ SÒMüÉlÉ xÉå sÉåMüU 

bÉU sÉÉæOûÉ| AmÉlÉå SÉSÏ MüÉå ÍqÉPûÉD ÎZÉsÉÉ Måü xÉÔUeÉ lÉå AmÉlÉå 

ÌmÉiÉÉ MüÉå TüÉålÉ mÉU ZÉÑzÉZÉoÉUÏ xÉÑlÉÉD| ÌmÉiÉÉeÉÏ lÉå TüÉålÉ mÉU oÉWÒûiÉ 

zÉÉoÉÉzÉÏ SÏ AÉæU AÉZÉUÏ oÉÉU oÉåOåû xÉå mÉÔNûÉ ÌMü MüoÉ  uÉWû mÉÉlÉ Måü 

SÒMüÉlÉ xÉÇpÉÉsÉlÉå Måü ÍsÉL oÉæÇaÉsÉÉåU AÉ UWûÉ Wæû? CxÉ xÉuÉÉsÉ MüÉ 

pÉÉåsÉå-pÉÉsÉå xÉÔUeÉ Måü mÉÉxÉ MüÉåD eÉuÉÉoÉ lÉWûÏÇ jÉÉ| ÌmÉiÉÉeÉÏ xÉå 

oÉÉiÉÉåÇ oÉÉiÉÉåÇ qÉåÇ rÉÔÇ WûÏ qÉlÉÉiÉå WÒûL ExÉlÉå ApÉÏ Måü ÍsÉL TüÉålÉ UZÉ 

ÌSrÉÉ |

zÉÉqÉ MüÉå oÉaÉÏcÉå qÉåÇ bÉÔqÉiÉå WÒûL xÉÔUeÉ MüÉå ApÉÏ LMü WûÏ ÍcÉÇiÉÉ  

xÉiÉÉ UWûÏ jÉÏ| uÉWû AmÉlÉå ÌmÉiÉÉ Måü oÉÉUå qÉåÇ xÉÉåcÉ UWûÉ jÉÉ ÌMü ElWåÇû 

UÉåeÉaÉÉU Måü SÉå WûÏ MüÉqÉ AÉiÉå WæÇû, LMü ZÉåiÉÏ-oÉÉÄQûÏ SÕxÉUÉ iÉUWû-

iÉUWû Måü mÉÉlÉ oÉlÉÉlÉÉ | mÉÉlÉ oÉlÉÉlÉÉ AÉxÉÉlÉ MüÉqÉ lÉWûÏÇ Wæû rÉWû 

MüÉqÉ ElWûÉåÇlÉå ZÉÑS iÉUWû-iÉUWû Måü mÉÉlÉ ZÉÉMüU AsÉaÉ-AsÉaÉ 

SÒMüÉlÉSÉUÉåÇ xÉå SÉåxiÉÏ MüUMåü eÉÏuÉlÉ qÉåÇ bÉU oÉæPåû WûÏ AcNåû mÉÉlÉ 

oÉlÉÉlÉå MüÉ iÉUÏMüÉ xÉÏZÉ ÍsÉrÉÉ jÉÉ| LMü sÉÇoÉå xÉqÉrÉ xÉå uÉWû 

oÉåÇaÉsÉÑÂ qÉåÇ mÉÉlÉ MüÉ SÒMüÉlÉ cÉsÉÉMüU oÉWÒûiÉ qÉåWûlÉiÉ xÉå xÉÔUeÉ MüÐ 

mÉÄRûÉD MüÉ ZÉcÉÉï xÉÇpÉÉsÉÉ | xÉÔUeÉ MüÉå mÉÄRûÉD Måü xÉqÉrÉ xÉå WûÏ 

LMü AÉµÉÉxÉlÉ jÉÉ ÌMü mÉÄRû ÍsÉZÉ MüU AcNÏ AÉæU oÉåWûiÉU lÉÉæMüUÏ 

MüUMåü uÉWû AmÉlÉå ÌmÉiÉÉ Måü xÉÉUå MüÄeÉï AÉæU GhÉ cÉÑMüÉ xÉMüiÉÉ Wæû  

AÉæU oÉåWûiÉU ÎeÉÇSaÉÏ Måü xÉÉjÉ aÉÉÇuÉ qÉåÇ AcNûÉ qÉMüÉlÉ oÉlÉÉ xÉMüiÉÉ  

Wæû|

ÌmÉiÉÉeÉÏ MüÉ rÉWû ÌlÉhÉïrÉ xÉÔUeÉ MüÉå MüpÉÏ mÉxÉÇS WûÏ lÉWûÏÇ jÉÉ| uÉWû 

AmÉlÉå ÌmÉiÉÉ xÉå oÉWÒûiÉ oÉÉU oÉWûxÉ pÉÏ MüU cÉÑMüÉ Wæû mÉU ÌmÉiÉÉ lÉå 

AmÉlÉå oÉåOåû MüÐ LMü lÉÉ xÉÑlÉÏ, ElÉMüÏ xÉÉåcÉ LåxÉÏ jÉÏ ÌMü oÉåOûÉ 

SÒMüÉlÉ cÉsÉÉMüU AmÉlÉå UÉåeÉaÉÉU MüÉ ZÉÑSÏ qÉÉÍsÉMü WûÉåaÉÉ iÉÉå eÉÉå 

pÉÏ AÉqÉSlÉÏ mÉÉlÉ Måü SÒMüÉlÉ xÉå WûÉåaÉÏ uÉWû oÉåWûiÉU ÌWûxÉÉoÉ MüUMåü 

eÉÏlÉå sÉÉrÉMü mÉæxÉå eÉÑOûÉ sÉåaÉÉ |

ÌmÉiÉÉ AÉæU mÉÑ§É Måü ÌuÉcÉÉU SÉålÉÉåÇ xÉWûÏ WæÇû sÉåÌMülÉ lÉeÉËUrÉÉ AsÉaÉ 

Wæû | rÉWû ÌuÉcÉÉU xÉWûÏ Wæû ÌMü oÉÏ L mÉÉxÉ MüUlÉå Måü oÉÉS MüÉåD mÉÉlÉ 

MüÐ SÒMüÉlÉ YrÉÉåÇ xÉÇpÉÉsÉåaÉÉ ExÉlÉå rÉWûÉÇ mÉÄRûÉD AmÉlÉå eÉÏuÉlÉ 

xÉÑkÉÉUlÉå Måü ÍsÉL Wæû iÉÉå ÌMürÉÉ Wæû AaÉU rÉWû mÉÄRûÉD AÉæU ÌQûaÉëÏ 

lÉÉæMüUÏ Måü MüÉqÉ lÉWûÏÇ AÉiÉå iÉÉå qÉåWûlÉiÉ MüUlÉå MüÉ TüÉrÉSÉ YrÉÉ Wæû?

sÉbÉÑMüjÉÉ
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AmÉlÉå ÌmÉiÉÉ Måü ÌlÉhÉïrÉ xÉå xÉÔUeÉ MüpÉÏ xÉÇiÉÑ¹ lÉWûÏÇ jÉÉ ÌTüU pÉÏ 

ÌmÉiÉÉ Måü AÉ¥ÉÉ MüÉ qÉÉlÉ UZÉlÉå Måü ÍsÉL xÉÔUeÉ mÉOûlÉÉ xÉå OíåûlÉ 

mÉMüÄQû MüU oÉåÇaÉsÉÑÂ mÉWÒÇûcÉ aÉrÉÉ | zÉWûU AÉiÉå WûÏ uÉWû AmÉlÉå ÌmÉiÉÉ 

xÉå ÍqÉsÉlÉå iÉÑsÉxÉÏ mÉÉlÉ MüÐ SÒMüÉlÉ Måü mÉÉxÉ mÉWÒÇûcÉÉ| SÒMüÉlÉ Måü 

mÉÏNåû LMü oÉÄQûÉ xÉÉ MÇüÉmÉsÉåYxÉ AÉæU FÇcÉå CqÉÉUiÉ Måü ÌuÉsÉÉrÉiÉÏ 

MÇümÉÌlÉrÉÉÇ AÉæU oÉWÒûiÉ xÉÉUå oÉæÇMü MüÐ xÉÇxjÉÉ TæüsÉÏ WÒûD jÉÏ| uÉWû 

SÒMüÉlÉ Måü xÉÉqÉlÉå eÉÉMüU AmÉlÉå ÌmÉiÉÉeÉÏ MüÉå SåZÉMüU oÉÉåsÉ EPûÉ 

 oÉÉmÉÔeÉÏ  |

AmÉlÉå mÉÑ§É MüÉå LMü sÉÇoÉå xÉqÉrÉ Måü oÉÉS SåZÉMüU ÌaÉUkÉU Måü AÉÇZÉåÇ 

pÉU AÉD ZÉÑzÉÏ xÉå ÌmÉiÉÉ lÉå AmÉlÉå mÉÑ§É MüÉå aÉsÉå sÉaÉÉrÉÉ AÉæU 

xÉTüU MüÉ WûÉsÉcÉÉsÉ mÉÔNûÉ AÉæU ÌSlÉ pÉU ÌmÉiÉÉ-mÉÑ§É WûÌwÉïiÉ WûÉåMüU 

mÉÉlÉ MüÐ SÒMüÉlÉ MüÉ MüÉqÉ xÉqÉÉmiÉ MüUMåü UÉiÉ MüÉå bÉU mÉWÒÇûcÉå| 

ÌaÉUkÉU lÉå AmÉlÉå WûÉjÉÉåÇ xÉå UÉeÉqÉÉ cÉÉuÉsÉ oÉlÉÉMüU AmÉlÉå oÉåOåû MüÉå 

xuÉÉÌS¹ pÉÉåeÉlÉ MüUÉrÉÉ ÌuÉ´ÉÉqÉ xÉå mÉWûsÉå xÉÔUeÉ lÉå AmÉlÉå ÌmÉiÉÉ 

xÉå lÉqÉëiÉÉ Måü xÉÉjÉ MüWûÉ Wæû  oÉÉmÉÔeÉÏ qÉÑfÉå mÉÉlÉ MüÐ SÒMüÉlÉ lÉWûÏÇ 

xÉÇpÉÉsÉlÉÏ Wæû qÉÑfÉå AcNåû MÇümÉlÉÏ qÉåÇ, SniÉU qÉåÇ lÉÉæMüUÏ MüUlÉÉ Wæû   

AmÉlÉå oÉåOåû Måü CxÉ TüUqÉÉCzÉ mÉU ÌaÉËUkÉU lÉå MüWûÉ  xÉÔUeÉ ÎeÉiÉlÉÏ 

eÉsSÏ WûÉå xÉMåü SÒMüÉlÉ mÉU WûÉjÉ oÉOûÉlÉå AÉ eÉÉlÉÉ, oÉxÉ CiÉlÉÉ 

MüWûMüU ÌaÉUkÉU AoÉ ÌuÉ´ÉÉqÉ MüUlÉå sÉaÉå xÉÑoÉWû WÒûD AÉæU xÉÔUeÉ 

AmÉlÉå ÌQûaÉëÏ Måü xÉÌOïûÌTüMåüOû sÉåMüU AlÉåMü MÇümÉÌlÉrÉÉåÇ qÉåÇ CÇOûUurÉÔ 

SålÉå sÉaÉÉ MüWûÏÇ CÇeÉÏÌlÉrÉËUÇaÉ lÉÉæMüËUrÉÉåÇ MüÐ AÉuÉzrÉMüiÉÉ jÉÏ iÉÉå 

MüWûÏÇ zÉårÉU oÉÉeÉÉU AÉæU oÉæÇMüÉåÇ MüÐ lÉÉæMüËUrÉÉÇ ZÉÑsÉÏ jÉÏ mÉU xÉÔUeÉ 

Måü mÉÉxÉ oÉÏ L CÌiÉWûÉxÉ MüÐ ÌQûaÉëÏ jÉÏ ÍeÉxÉ mÉU zÉWûU qÉåÇ AYxÉU 

MÇümÉÌlÉrÉÉÇ lÉÉæMüUÏ lÉWûÏÇ SåiÉÏ | qÉWûÏlÉÉ aÉÑeÉUiÉÉ aÉrÉÉ AÉæU xÉÔUeÉ 

LMü xÉå oÉÄRûMüU LMü MÇümÉÌlÉrÉÉåÇ Måü SUuÉÉeÉå mÉU AmÉlÉÏ AeÉÏï 

eÉqÉÉ MüU cÉÑMüÉ jÉÉ sÉåÌMülÉ lÉÉæMüUÏ lÉWûÏÇ ÍqÉsÉÏ| CiÉlÉå mÉërÉÉxÉ Måü 

oÉÉS AoÉ ExÉlÉå mÉÉPûzÉÉsÉÉ qÉåÇ xÉqÉÉeÉzÉÉx§É Måü AkrÉÉmÉMü oÉlÉlÉå 

Måü ÍsÉL pÉÏ pÉUmÉÔU MüÉåÍzÉzÉ MüÐ AmÉlÉå xÉÉUå mÉërÉÉxÉÉåÇ Måü oÉÉS 

xÉÔUeÉ iÉÑsÉxÉÏ mÉÉlÉ MüÐ SÒMüÉlÉ xÉÇpÉÉsÉlÉÉ zÉÑÃ ÌMürÉÉ, CxÉÏ iÉUWû 

qÉåUÏ mÉWûcÉÉlÉ xÉÔUeÉ xÉå WÒûD eÉoÉ qÉæÇ LMü ÌSlÉ qÉÏPûÉ mÉÉlÉ ZÉÉlÉå Måü 

ÍsÉL ExÉMåü SÒMüÉlÉ mÉU mÉWÒÇûcÉÉ qÉÑfÉå AÉ¶ÉrÉï WÒûAÉ Måü 23 uÉwÉï MüÉ 

rÉÑuÉMü AÇaÉëåeÉÏ AÉæU ÌWÇûSÏ pÉÉwÉÉ Måü AZÉoÉÉU mÉÄRûiÉÉ jÉÉ AÉæU xÉÉUå 

MüÊmÉÉåïUåOû MÇümÉlÉÏ Måü MüqÉïcÉÉËUrÉÉåÇ xÉå AÇaÉëåeÉÏ qÉåÇ xÉÇuÉÉS MüUiÉÉ jÉÉ| 

xÉÔUeÉ xÉå SÉåxiÉÏ oÉÄRûÉlÉå Måü oÉÉS ExÉlÉå AmÉlÉÏ MüWûÉlÉÏ qÉÑfÉå 

xÉÑlÉÉD | CxÉ LMü rÉÑuÉMü MüÐ MüWûÉlÉÏ SåZÉMüU qÉÑfÉå rÉWû 

ATüxÉÉåxÉ WûÉåiÉÉ Wæû ÌMü LåxÉå ÌMüiÉlÉå lÉÉæeÉuÉÉlÉ WûqÉÉUå SåzÉ qÉåÇ mÉÄRû 

ÍsÉZÉMüU oÉåUÉåeÉaÉÉUÏ xÉå ÌQûaÉëÏ mÉÉxÉ MüUlÉå Måü oÉÉS pÉÏ mÉÉlÉ MüÐ 

SÒMüÉlÉ xÉÇpÉÉsÉiÉå WûÉåÇaÉå? AÉÎZÉU WûqÉ LMü xÉqÉÉeÉ qÉåÇ UWûiÉå WæÇû 

ÎeÉxÉqÉåÇ E±ÉåaÉmÉÌiÉ AÉæU MüD xÉÇxjÉÉLÇ mÉÄRåû-ÍsÉZÉå rÉÑuÉMüÉåÇ MüÉ 

xÉÉjÉ lÉWûÏÇ SåiÉå WæûÇ ElÉMüÉå qÉÉæMüÉ lÉWûÏÇ SåÇaÉå iÉÉå WûU MüÉåD lÉÉæeÉuÉÉlÉ 

MæüxÉå lÉÉæMüUÏ MüUMåü AmÉlÉå mÉæUÉåÇ mÉU ZÉÄQûÉ WûÉå xÉMüiÉÉ Wæû? eÉÉå 

AÉqÉ AÉSqÉÏ AÉæU aÉUÏoÉ mÉËUuÉÉU WûÉåiÉå WæÇû pÉÉUiÉ Måü WûU zÉWûU qÉåÇ 

xÉå WûU aÉÉÇuÉ qÉåÇ xÉå rÉWûÏ EqqÉÏS sÉåMüU AmÉlÉå oÉŠÉåÇ MüÉå mÉÄRûÉiÉå WæÇû 

Måü mÉÄRû ÍsÉZÉMüU LMü oÉåWûiÉU lÉÉæMüUÏ AÉæU ÎeÉÇSaÉÏ aÉÑeÉÉU xÉMåÇü 

AaÉU SåzÉ qÉåÇ oÉåUÉåeÉaÉÉUÏ AÉæU rÉÑuÉMüÉåÇ Måü pÉÌuÉwrÉ MüÉ LåxÉÉ 

xÉqÉfÉÉæiÉÉ WûÉåiÉÉ Wæû iÉÉå qÉkrÉqÉ uÉaÉï Måü mÉËUuÉÉUÉåÇ MüÉ YrÉÉ pÉsÉÉ 

WûÉåaÉÉ? AaÉU WûqÉ xÉoÉ rÉÑuÉMüÉåÇ MüÉ xÉÉjÉ lÉWûÏÇ SåÇaÉå iÉÉå ElÉMüÉ 

pÉÌuÉwrÉ xÉqÉÉeÉ  MæüxÉå mÉëaÉÌiÉzÉÏsÉ WûÉåaÉÉ ?

WûU LMü lÉÉæeÉuÉÉlÉ AmÉlÉÏ ÎeÉÇSaÉÏ qÉåÇ lÉåMü qÉMüxÉS, oÉåWûiÉU MüsÉ 

MüÐ AÉzÉÉ MüUiÉÉ Wæû AÉæU qÉkrÉqÉuÉaÉï Måü rÉÑuÉMü qÉåWûlÉiÉ MüUMåü 

CxÉÏÍsÉL mÉÄRûiÉå WæûÇ ÌMü ElÉMüÉ eÉÏuÉlÉ xiÉU oÉåWûiÉU WûÉå xÉMåü| 

xÉÔUeÉ eÉæxÉå oÉWÒûiÉ xÉÉUå rÉÑuÉMü SåzÉ Måü WûU MüÉålÉå qÉåÇ ÌoÉlÉÉ cÉÉWåû 

AmÉlÉå WûÉsÉÉiÉ xÉå xÉqÉfÉÉæiÉÉ MüUMåü mÉÄRåû ÍsÉZÉå WûÉålÉå Måü oÉÉuÉeÉÔS 

NûÉåOûÉ-qÉÉåOûÉ MüÉqÉ MüUMåü AmÉlÉÏ ÎeÉÇSaÉÏ aÉÑeÉÉUiÉå WæÇû| rÉWû 

MüWûÉlÉÏ mÉÄRûlÉåuÉÉsÉÉå xÉå qÉåUÉ ÌlÉuÉåSlÉ Wæû MüÐ eÉÏuÉlÉ qÉåÇ eÉoÉ AÉmÉ 

xÉÔUeÉ  eÉæxÉå rÉÑuÉÉAÉåÇ MüÉå ÍqÉsÉiÉå WæÇû iÉÉå AmÉlÉå xÉå eÉÉå oÉlÉmÉÉL 

LåxÉå mÉÄRåû ÍsÉZÉå rÉÑuÉMüÉåÇ Måü oÉåWûiÉU eÉÏuÉlÉ Måü ÍsÉL qÉSS MüÐÎeÉL 

iÉÉÌMü uÉWû AmÉlÉå mÉËU´ÉqÉ xÉå AmÉlÉÉ eÉÏuÉlÉ xÉÑkÉÉUå AÉæU oÉåWûiÉU 

MüsÉ MüÐ AÉzÉÉ MüUåÇ |

*****
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LMü aÉÉÇuÉ qÉåÇ LMü sÉQûMüÐ UWûiÉÏ jÉÏ,ExÉMüÉ lÉÉqÉ xÉÉålÉÔ jÉÉ | xÉÉålÉÔ 

14 xÉÉsÉ MüÐ jÉÏ | xÉÉålÉÔ AmÉlÉå qÉÉiÉÉ ÌmÉiÉÉ MüÐ CMüsÉÉæiÉÏ xÉÇiÉÉlÉ 

jÉÏ| ExÉMüÐ mÉÄRûÉD Måü mÉëÌiÉ oÉWÒûiÉ ÃÍcÉ jÉÏ| uÉÉå WûqÉåzÉÉ AmÉlÉÏ 

Mü¤ÉÉ qÉåÇ AuuÉsÉ AÉrÉÉ MüUiÉÏ jÉÏ| ExÉMåü aÉÉÇuÉ qÉåÇ LMü WûÏ xMÔüsÉ 

jÉÉ eÉWûÉÇ oÉxÉ 8uÉÏ iÉMü WûÏ ÍzÉ¤ÉÉ ÍqÉsÉiÉÏ jÉÏ| 8uÉÏÇ Mü¤ÉÉ mÉÉxÉ 

MüUlÉå Måü oÉÉS xÉÉålÉÔ oÉWÒûiÉ aÉÑqÉxÉÑqÉ xÉÏ UWûlÉå sÉaÉÏ| lÉ AcNåû xÉå 

ÌMüxÉÏ xÉå oÉÉiÉ MüUiÉÏ jÉÏ lÉ WûÏ qÉÉåWûssÉå Måü oÉŠÉåÇ Måü xÉÉjÉ AoÉ 

ZÉåsÉlÉå WûÏ eÉÉiÉÏ jÉÏ| rÉå xÉoÉ SåZÉ MüU ExÉMüÐ qÉÉÇ lÉå rÉå ÍcÉÇiÉÉ 

ExÉMåü ÌmÉiÉÉ xÉå urÉ£ü MüÐ| ExÉMåü ÌmÉiÉÉ xÉÉålÉÔ MüÉå AcNåû xÉå 

eÉÉlÉiÉå jÉå, uÉÉå xÉqÉfÉ aÉrÉå ÌMü xÉÉålÉÔ MüÉå YrÉÉ ÍcÉÇiÉÉ xÉiÉÉ UWûÏ Wæû| 

ExÉMüÐ mÉÄRûÉD Måü mÉëÌiÉ sÉaÉlÉ MüÉå SåZÉ MüU ExÉMåü ÌmÉiÉÉ lÉå ExÉå 

mÉÉxÉ Måü aÉÉÇuÉ Måü xMÔüsÉ qÉåÇ mÉRûlÉå eÉÉlÉå Måü ÍsÉL pÉåeÉlÉÉ iÉrÉ ÌMürÉÉ 

AÉæU ExÉMüÉ LQûÍqÉzÉlÉ ExÉ xMÔüsÉ qÉåÇ MüUÉ ÌSrÉÉ| AoÉ xÉÉålÉÔ ÌTüU 

xÉå ZÉÑzÉ UWûlÉå sÉaÉÏ| xÉÉålÉÔ UÉåÄeÉ xÉÑoÉWû xÉÉCÌMüsÉ xÉå AmÉlÉå SÉåxiÉÉåÇ 

Måü xÉÉjÉ xMÔüsÉ eÉÉrÉÉ MüUiÉÏ jÉÏ| xMÔüsÉ qÉåÇ xÉÉUÉ ÌSlÉ qÉlÉ sÉaÉÉ 

MüU mÉRûiÉÏ jÉÏ AÉæU xÉpÉÏ AlrÉ mÉëMüÉU MüÐaÉÌiÉÌuÉÍkÉrÉÉåÇ qÉåÇ pÉÏ 

oÉWÒûiÉ qÉlÉ sÉaÉÉ MüU pÉÉaÉ ÍsÉrÉÉ MüUiÉÏ jÉÏ| uÉÉå OûÏcÉxÉï MüÐ TåüuÉUåOû 

xOÕûQåÇûOû jÉÏ YrÉÉåÇÌMü uÉÉå mÉÄRûÉD qÉåÇ AcNûÏ WûÉålÉå Måü xÉÉjÉ xÉÉjÉ LMü 

AlÉÑzÉÉÍxÉiÉ NûÉ§ÉÉ pÉÏ jÉÏ| xÉoÉ MÑüNû AcNûÉ cÉsÉ UWûÉ jÉÉ| lÉÉæuÉÏÇ 

MüÉ mÉËUhÉÉqÉ AÉrÉÉ AÉæU uÉÉå ÌTüU xÉå AuuÉsÉ AÉrÉÏ |

WûÉåsÉÏ AÉlÉå uÉÉsÉÏ jÉÏ| ExÉÏ xÉqÉrÉ mÉÔUå ÌuÉµÉ qÉåÇ LMü qÉWûÉqÉÉUÏ 

TæüsÉlÉå MüÐ ZÉoÉUåÇ iÉåÄeÉ WûÉålÉå sÉaÉÏ| AZÉoÉÉUÉåÇ qÉåÇ, OûÏuÉÏ mÉU xÉoÉ 

eÉaÉWû LMü WûÏ ZÉoÉU jÉÏ..... MüÉåUÉålÉÉ uÉÉrÉUxÉ| ÎeÉxÉMüÉ MüÉåD 

DsÉÉeÉ lÉWûÏÇ jÉÉ AÉæU ÎeÉxÉMüÐ uÉeÉWû xÉå ÌuÉSåzÉÉåÇ qÉåÇ sÉÉZÉÉåÇ sÉÉåaÉÉåÇ 

lÉå AmÉlÉÏ eÉÉlÉ aÉÇuÉÉ SÏ jÉÏ AÉæU ÎeÉxÉxÉå oÉcÉlÉå MüÉ WûU eÉaÉWû 

oÉxÉ LMü WûÏ EmÉÉrÉ oÉiÉÉrÉÉ eÉÉ UWûÉ jÉÉ ÌMü xÉoÉxÉå SÕUÏ oÉlÉÉ MüU 

UZÉÏ eÉÉrÉå| xÉÉoÉÑlÉ xÉå WûÉjÉÉåÇ MüÉå oÉÉU oÉÉU kÉÉårÉÉ eÉÉL| qÉÑÇWû mÉU 

qÉÉxMü mÉWûlÉ MüU UZÉÉ eÉÉrÉå| kÉÏUå kÉÏUå rÉå uÉÉrÉUxÉ AmÉlÉå SåzÉ qÉåÇ 

pÉÏ TæüsÉlÉå sÉaÉÉ| ClÉ xÉoÉMåü cÉsÉiÉå eÉÉå irÉÉæWûÉU ZÉÔoÉ kÉÔqÉ kÉÉqÉ xÉå 

qÉlÉÉrÉÉ eÉÉiÉÉ jÉÉ ÎeÉxÉqÉåÇ aÉsÉå ÍqÉsÉ MüU LMü SÕxÉUå MüÉå UÇaÉ 

sÉaÉÉrÉÉ MüUiÉå jÉå ,uÉÉå pÉÏ CxÉ oÉÉU AcNåû xÉå lÉWûÏÇ qÉlÉÉrÉÉ eÉÉ 

xÉMüÉ|

ClÉ xÉoÉMåü cÉsÉiÉå LMü ÌSlÉ xÉÇmÉÔhÉï pÉÉUiÉ qÉåÇ sÉÊMüQûÉElÉ MüÐ 

bÉÉåwÉhÉÉ MüU SÏ aÉD| xÉoÉMüÉ eÉÏuÉlÉ qÉÉlÉÉå PûWûU xÉÉ aÉrÉÉ| xÉoÉ MÑüNû 

oÉSsÉ xÉÉ aÉrÉÉ| sÉÉåaÉ AmÉlÉå WûÏ bÉUÉåÇ qÉåÇ MæüS WûÉå aÉL| CkÉU aÉÉÇuÉ qÉåÇ 

AoÉ xÉÉålÉÔ MüÉ ÌuÉ±ÉsÉrÉ eÉÉlÉÉ pÉÏ oÉÇS WûÉå aÉrÉÉ| CxÉ oÉÉU SxÉuÉÏ 

jÉÏ iÉÉå xÉÉålÉÔ lÉå xÉÉåcÉÉ jÉÉ ÌMü ZÉÔoÉ qÉåWûlÉiÉ MüUåaÉÏ AÉæU CxÉ oÉÉU 

pÉÏ AuuÉsÉ AÉMüU AmÉlÉå xÉmÉlÉå mÉÔUå MüUlÉå Måü ÍsÉL lÉD EÄQûÉlÉ 

pÉUåaÉÏ| qÉaÉU lÉ AoÉ xMÔüsÉ eÉÉlÉÉ WûÉåiÉÉ jÉÉ lÉ oÉŠÉåÇ Måü xÉÉjÉ 

ZÉåsÉlÉå Måü ÍsÉL oÉÉWûU eÉÉlÉÉ WûÉåiÉÉ jÉÉ| xÉÉålÉÔ MüÉå AmÉlÉå xMÔüsÉ 

AÉæU ÍqÉ§ÉÉåÇ MüÐ oÉWÒûiÉ rÉÉS AÉ UWûÏ jÉÏ| uÉWû AmÉlÉå xMÔüsÉ MüÉ sÉÇcÉ 

OûÉCqÉ ÍqÉxÉ MüU UWûÏ jÉÏ eÉoÉ uÉÉå AÉæU ExÉMåü SÉåxiÉ ÍqÉsÉ oÉÉÇOûMüU 

ZÉÉlÉÉ ZÉÉrÉÉMüUiÉå jÉå| mÉÄRûÉD-ÍsÉZÉÉD, ZÉåsÉMÔüS, qÉÉæeÉ qÉxiÉÏ 

xÉoÉ LMü SqÉ ZÉiqÉ xÉÉ WûÉå aÉrÉÉ jÉÉ| xÉÉålÉÔÌTüU aÉÑqÉxÉÑqÉ xÉÏ UWûlÉå 

sÉaÉÏ| ExÉMåü ÌmÉiÉÉ pÉÏ mÉUåzÉÉlÉ jÉå| LMü ÌSlÉ xÉÉålÉÔ oÉÉeÉÉU xÉå MÑüNû 

xÉÉqÉÉlÉ sÉÉlÉåMåü ÍsÉL aÉD, uÉWûÉÇ ExÉå qÉÉåWûlÉ ÍqÉsÉÉ| qÉÉåWûlÉ xÉÉålÉÔ Måü 

qÉÉåWûssÉå qÉåÇ WûÏ UWûiÉÉ jÉÉ, xÉÉålÉÔ ExÉå pÉDrÉÉ oÉÑsÉÉiÉÏ jÉÏ| qÉÉåWûlÉ 

ÌSssÉÏ qÉåÇ LMü xÉUMüÉUÏ oÉæÇMü qÉåÇ YsÉMïü jÉÉ| WûÉåsÉÏ Måü ÍsÉL AmÉlÉå 

bÉU AÉrÉÉ WÒûAÉ jÉÉ AÉæU sÉÊMüQûÉElÉ WûÉålÉå MüÐ uÉeÉWû xÉå aÉÉÇuÉ qÉåÇ 

TÇüxÉ aÉrÉÉ jÉÉ| xÉÉålÉÔ MüÉå SåZÉMüU qÉÉåWûlÉ lÉå ExÉxÉå WûÉsÉ cÉÉsÉ 

mÉÔNûÉ| ÌTüU oÉÉiÉ MüUiÉå MüUiÉå ExÉlÉå ExÉMüÐ mÉÄRûÉD Måü oÉÉUå qÉåÇ mÉÔNûÉ| 

ÌlÉÌMüiÉÉ ZÉÇQåûsÉuÉÉsÉ
AÍkÉMüÉUÏ 

¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ, qÉkrÉ ÌSssÉÏ 

eÉWûÉÇ cÉÉWû uÉWûÉÇ UÉWûeÉWûÉÇ cÉÉWû uÉWûÉÇ UÉWûeÉWûÉÇ cÉÉWû uÉWûÉÇ UÉWûeÉWûÉÇ cÉÉWû uÉWûÉÇ UÉWûeÉWûÉÇ cÉÉWû uÉWûÉÇ UÉWûeÉWûÉÇ cÉÉWû uÉWûÉÇ UÉWû
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iÉoÉ xÉÉålÉÔ lÉå qÉÉåWûlÉ MüÉå AmÉlÉÏ xÉÉUÏ oÉÉiÉ oÉiÉÉD ÌMü AoÉ MæüxÉå 

ExÉMüÐ mÉÄRûÉD qÉåÇ ÂMüÉuÉOû AÉ aÉD Wæû| xÉÉålÉÔ MüÐ oÉÉiÉ xÉÑlÉ MüU 

qÉÉåWûlÉ lÉå MüWûÉ xÉÉålÉÔ iÉÑqÉ AmÉlÉÏ mÉÄRûÉD BlÉsÉÉClÉ pÉÏ iÉÉå MüU 

xÉMüiÉÏ WûÉå| xÉÉålÉÔ oÉÉåsÉÏ MæüxÉå pÉDrÉÉ? ÌTüU qÉÉåWûlÉ lÉå xÉÉålÉÔ MüÉå 

oÉiÉÉrÉÉ ÌMü MæüxÉå uÉÉå qÉÉåoÉÉCsÉ rÉÉ MÇümrÉÔOûU Måü qÉÉkrÉqÉ xÉå 

BlÉsÉÉClÉ AmÉlÉÏ mÉÄRûÉD eÉÉUÏ UZÉ xÉMüiÉÏ Wæû| xÉÉålÉÔ MüÉå qÉÉåWûlÉ 

MüÐ oÉÉiÉ xÉqÉfÉ AÉ aÉrÉÏ| ExÉMåü bÉU qÉåÇ MÇümrÉÔOûU iÉÉå lÉWûÏÇ jÉÉ 

sÉåÌMülÉ ExÉMåü ÌmÉiÉÉ Måü mÉÉxÉ LMü xqÉÉOïû TüÉålÉ jÉÉ| ExÉlÉå AmÉlÉå 

ÌmÉiÉÉ MüÉå qÉÉåWûlÉ pÉDrÉÉ Måü xÉÉjÉ WÒûD xÉÉUÏ oÉÉiÉ oÉiÉÉD| ExÉMåü 

ÌmÉiÉÉ lÉå ExÉå iÉÑUÇiÉ TüÉålÉ ÌSrÉÉ AÉæU xÉÉålÉÔ lÉå kÉÏUå kÉÏUå AmÉlÉå ÌuÉwÉrÉ 

MüÐ ZÉÉåeÉ zÉÑÃ MüU SÏ| MÑüNû ÌSlÉÉåÇ oÉÉS xMÔüsÉ uÉÉsÉÉåÇ lÉå mÉUÏ¤ÉÉ 

MüÐ iÉÉUÏZÉÉåÇ MüÐ bÉÉåwÉhÉÉ MüU SÏ| xÉÉålÉÔ AoÉ mÉÔUÏ iÉUWû xÉå iÉærÉÉU jÉÏ 

YrÉÉåÇÌMü ExÉlÉå AmÉlÉÉ MüÉåxÉï mÉÔUÉ MüU ÍsÉrÉÉ jÉÉ| mÉUÏ¤ÉÉ WÒûD, MÑüNû 

ÌSlÉÉåÇ oÉÉS mÉËUhÉÉqÉ bÉÉåÌwÉiÉ WÒûL AÉæU xÉÉålÉÔ ÌTüU xÉå mÉëjÉqÉ AÉD| 

xÉÉålÉÔ Måü qÉÉiÉÉ ÌmÉiÉÉ MüÐ ZÉÑzÉÏ MüÉ ÌPûMüÉlÉÉ lÉWûÏÇ UWûÉ| CxÉÍsÉL 

MüWûÉ eÉÉiÉÉ Wæû - ̀ `eÉWûÉÇ cÉÉWû Wæû, uÉWûÉÇ UÉWû Wæû | 

 

*****

´ÉÏ zÉÑpÉqÉ SÏmÉ, 
AÍkÉMüÉUÏ, 

¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ AsÉÏaÉÄRû 

mÉëM×üÌiÉmÉëM×üÌiÉmÉëM×üÌiÉmÉëM×üÌiÉmÉëM×üÌiÉmÉëM×üÌiÉ

M×üÌ§ÉqÉ xÉSÏï, M×üÌ§ÉqÉ aÉqÉÏï, M×üÌ§ÉqÉiÉÉ MüÉå cÉÉOû UWåû,

eÉÏuÉlÉ sÉOûMüÉ ÎeÉxÉ OûWûlÉÏ mÉU WûqÉ ExÉMüÉå WûÏ MüÉOû UWåû | 

ÎeÉxÉ NûÉrÉÉ xÉå ÍqÉsÉiÉÏ UÉWûiÉ ExÉMüÉå WûÏ WûqÉ SåiÉå cÉÉåOû, 

mÉWûsÉå MüWûiÉå kÉUiÉÏ qÉÉÇ ÌTüU qÉÉÇ MüÉ aÉsÉÉ WûÏ SåiÉå bÉÉåOû |

lÉÉ oÉqÉ xÉå, lÉÉ aÉÉåsÉÏ xÉå, lÉÉ iÉÏUÉåÇ MüÐ oÉÉæNûÉUÉå xÉå,

ZÉiqÉ MüU UWåû ZÉÑS xÉå ZÉÑS MüÉå msÉÉÎxOûMü MüÐ iÉsÉuÉÉUÉåÇ xÉå |

eÉsÉcÉU, lÉpÉcÉU AÉæU jÉsÉcÉU Måü WûqÉ iÉÉå WæÇû pÉaÉuÉÉlÉ lÉWûÏÇ,

ÌTüU YrÉÉåÇ ClÉMüÉå qÉÉUå WûqÉ YrÉÉ UÉ¤ÉxÉ Wæû? CÇxÉÉlÉ lÉWûÏÇ |

oÉSsÉÏ WûuÉÉ Wæû, qÉÉæxÉqÉ oÉSsÉå, oÉSsÉ aÉL ÌSlÉ UÉiÉ,

WûqÉ MüoÉ oÉSsÉåÇaÉå AoÉ oÉS xÉå oÉSiÉU Wæû WûÉsÉÉiÉ |

qÉWûÉÌuÉlÉÉzÉ eÉÉå AÉrÉÉ iÉÉå MæüxÉå WûqÉ oÉcÉ mÉÉLÇaÉå?

LMü kÉUÉ eÉÉå ZÉiqÉ WÒûD iÉÉå AÉæU MüWûÉÇ xÉå sÉÉLÇaÉå |

*****

3

´ÉårÉxÉ mÉëÌiÉrÉÉåÌaÉiÉÉ iÉ×iÉÏrÉ mÉÑUxMüÉU
(ÌWÇûSÏ MüÌuÉiÉÉ)
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Babies CornerBabies CornerBabies Corner

Jessy�Andria�and�Jennisha�Andria
Daughters�of�Anton�Methodius�Amaladas,�Officer,�Retail�Assets�Wing,�HO,�Bengaluru

Gowtham�Krishna�B�
S/o�Balasubramanian�R,�Officer,�Murugan�Kudi�Branch

&�Abinaya�M,�Officer,�Neyveli�Branch.

Atharva�Singh
S/o�Smita�Singh,�

Regional�Office,�New�Delhi�
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Vignettes from the pastVignettes from the pastVignettes from the past

Referring to the 1938 run on banks which created 

unprecedented panic, the book A Swadeshi Bank from 

South India men�ons:  “ The crisis seemed to be a 

major event in south India at that �me. But it was quite 

unlike the Arbuthnot crisis because somewhat 

surprisingly, its a�er-effects were mild and perhaps, 

even salutary. As a measure of abundant cau�on, the 

Reserve Bank of India immediately granted certain 

limits to the South India Banks, tried to obtain all 

relevant and essen�al informa�on and con�nued to 

maintain informal contacts with the banks. But the 

crisis did not spread. Other banks in South India were 

hardly affected.”

Crisis management succeeds

The Canara Bank Ltd was affected to a certain extent, 

and experienced a heavy run. But it was restricted to 

just one or two branches - the big ones like Bombay. But 

Sarvothum Nayak, then the General Manager, was 

ready to face the situa�on. And he was in full control. 

“Employ half a dozen cashiers if necessary but pay 

everyone who comes, with out ques�oning”, were his 

clear instruc�ons. He arranged for mobilisa�on of 

funds from different branches to be sent by TT to 

Bombay and other affected branches. Within two days 

the run subsided. When depositors realised that the 

Canara Bank was paying unques�oningly, they began to 

come back. Courage and instant decision making did 

the trick. The crisis was bested. 

C.G. Kini, re�red Deputy General manager, remembers 

the psychological conflict of one of the customers:

“Then there was panic. One-day one depositor came 

and began to draw a cheque for slightly bigger amount 

than usual.  I was of course an�cipa�ng this. He 

explained that he drew the money because a customer 

of his had come and wanted cash (our depositor was a 

moneylender). I knew it was a ruse. He drew the money 

and was sa�sfied. If our deposits were `5 lakhs, 

`3 lakhs were withdrawn on a single day. As soon as 

cash was paid, they were confident. A�er two days, I 

began to get cash again. The same people would 

come.”

In RBI's orbit

The Reserve Bank of India, incidentally, was cons�tuted 

on 1st January 1935 and it commenced business on 1st 

April 1935. The Reserve Bank of India Scheduled Banks' 

Regula�ons became effec�ve from 5th July 1935 when 

Scheduled Banks were required to deposit the 

statutory minimum balances related to their demand 

and �me liabili�es with the Reserve Bank. Canara Bank 

Ltd. was the first bank among the South Kanara Banks 

to fulfil the necessary financial condi�ons so as to be 

qualified for inclusion in the Second Schedule of 

Reserve Bank of India Act. It was included on 5th July 

1935 itself.

RBI impressed

Following the crisis precipitated temporarily by the 

collapse of the Travancore na�onal and Quilon Bank 

the Canara Bank Ltd approached the Reserve Bank of 

India with a request for financial help in �mes of 

exigencies. The Reserve Bank of India deputed a senior 

officer from Bombay to the Canara Bank's Head office 

in Mangalore for inspec�on. Kumble Madhava Nayak 

was then the Agent of the Founder's branch and he was 

deputed to assist the RBI officer. Nayak has this to say:

“A�er a thorough inspec�on of the accounts, the RBI 

officer was fully sa�sfied and promised help from the 

RBI, the quantum being decided by the Reserve Bank of 

India itself. The RBI Officer was requested to a�end a 

Special Board Mee�ng of the Canara Bank Ltd., to 

ascertain his views about the opera�ons of the Bank. I 

was also privileged to be invited to this Board mee�ng.”

During this mee�ng, the president of the Canara Bank, 

Mr. A. Srinivasa Pai requested the RBI officer for any 

advice on the improvement in the working of the Bank. 

To this RBI officer replied: 'RBI has to learn a few things 

from the Canara Bank'.

“Subsequently  the RBI announced the limit of `7 lakh 

for financial help to Canara Bank in �mes of 

emergencies.”

to be contd....
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Homage

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

H K P

DAFTARY

PEON 

PEON

PROB AEO

SWO A

ATTENDER 

ATTENDER 

ASSISTANT MANAGER

SWO A

ASST MANAGER

HKP 

MANAGER

ATTENDER

SWO A

PTS

D.M. 

SWO A

SWO A

SR. BR. MANAGER

SWO B 

H K P

H K P

DAFTARY

SENIOR MANAGER

OFFICER

DELHI CANTONMENT 

DELHI MICRO FINANCE 

DELHI GREEN PARK EXTENSION

DELHI MALAVIYA NAGAR

KOPPAL

ANGUL 

VEMPET

HOSADURGA

KODUR (KADAPA DIST)

JABALPUR REGIONAL OFFICE 

NAROL 

PINAHAT

CHENNAI PALLAVARAM

BADAMI 

KUCHANUR

RATANPUR

ETAH REGIONAL OFFICE

MUMBAI KAKAD MARKET

CHINGLEPUT CUR CHEST 

VISSANNAPETA

ALKAPURI VADODARA

MUMBAI GIRGAUM 

MADALUR 

BRAHMADESHAM 

CO BUSI STRATEGY & PLANG DEPT

BULANDSHAHR D M ROAD

08-3-2020

05-4-2020

16-4-2020

04-4-2020

13-6-2020

17-6-2020

19-6-2020

30-6-2020

01-7-2020

03-7-2020

05-7-020

05-7-2020

06-7-2020

06-7-2020

08-7-2020

11-7-2020

12-7-2020

15-7-2020

15-7-2020

17-7-2020

22-7-2020

22-7-2020

25-7-2020

26-7-2020

28-7-2020

28-7-2020

Name Designa�on Branch Expired onStaff No

86415

57804

55227

61532

123046

69441

504946

734233

647797

60120

457501

101285

53006

523174

68417

692546

71351

56683

67267

435873

460101

68592

67341

73290

565736

55744

RAM NIWAS

HIRA LAL SAH 

RAJ KUMAR

DEVENDER KUMAR

JAYASHREE RAJAPUT 

PANCHANANA GOCHHAYAT

SHAIK SHERIF PASHA 

S JAYARAM

K SHEKSHAVALI 

ABHILASH CHATURVEDI

KANUBHAI K KOTVAL

BHIKAM SINGH

MALLIKA B 

MUSTAQ AHMED ABDULWAHAB

ESWARAN A

SUNDAR SAHA

ARVIND KUMAR

ASHOK S GHIGE 

D SAGAYA SELVARAJ

MUKESH KUMAR

HARUN A VOHRA 

RAVI B SHETTY 

ESHWARA SETTY M S

THANGAVEL M 

RAMKUMAR S 

SATYAPAL SINGH 

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

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

OFFICER 

D.M.

ARMED GUARD

OFFICER 

DAFTARY

C.M.

SWO A

SENIOR MANAGER

SWO A

SENIOR MANAGER 

SENIOR MANAGER 

SENIOR MANAGER 

DAFTARY

D.G.M.

SWO B

ATTENDER

MANAGER 

ATTENDER

PTE(1/3)

SWO A

SWO A

CLERK 

OFFICER

MANAGER

 ARALIMATTI 

 AMRAVATI

 DARAUNDA 

KOHBARA

HOWRAH

BERHAMPUR 

NAGPUR SOMALWADA

MATHURA 

OWE 

BLORE SERVICE BRANCH

ZI BENGALURU 

VIJAYAWADA REGIONAL OFFICE

MADURAI BYE PASS ROAD

BHOPAL C.O.

LUCKNOW C.O. 

POLLACHI

PUNE KARVE NAGAR

NAROL

YELEMODALU

VARSOLI 

BENGALURU (TOWNHALL) CUR CHEST

BUCHIREDDIPALEM 

HYDERABAD IND FINANCE BRANCH 

WARTHI

28-7-2020

29-7-2020

29-7-2020

30-7-2020

31-7-2020

31-7-2020

01-8-2020

03-8-2020

04-8-2020

05-8-2020

07-8-2020

08-8-2020

08-8-2020

09-8-2020

09-8-2020

12-8-2020

14-8-2020

14-8-2020

14-8-2020

15-8-2020

16-8-2020

16-8-2020

21-8-2020

26-8-2020

Name Designa�on Branch Expired onStaff No

58378

376648

70688

65821

61535

58163

67979

41862

59511

481672

56440

456056

62458

447685

467069

527495

431806

495989

742355

60577

57853

333829

46201

91408

ANANT BABASAHEB NADAGOUDA 

EKNATH MAROTRAO BANDHE

RAM NARESH

RAJESH KUMAR

PRABIR PANJA 

M VASUDEVA RAO

N N MAYEE  

NAND KISHORE 

B B LOHAKARE

M R RAMESH BABU

DULAMANI NAIK

MEDURI VENKATA DASAIAH

GURUNATHAN C

SHANKARA KOTIAN

MOHD TAUSEEF KHAN

AYYASAMY S 

RADHA HARISH DANI

HASHMUKN C HIRVANIA

PARAMESHWARA 

L K KOLI

ASWATHANARAYANA 

SYED SAMDANI BASHA

S B T SUNDARI

LEENA LAXMAN GAIKWAD

Shreyas, in homage to Canbank’s  departed souls, 
pray that they rest in bliss, in the eternal palace.
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The chess grandmasters have the vision to look at the pieces in 
front of them and foresee various moves ahead. They know how to 
play an opening or defend once the match starts. The successful 
entrepreneurs too an�cipate many moves ahead and act 
accordingly. In the book, “Your Next Five Moves”Patrick Bet-David 
translates this skill into a valuable methodology that applies to 
high performers at all levels of business. 

Patrick Bet-David never a�ended college, escaped from war torn 
Iran to founding his own financial firm and had to learn about 
business as he went along. His unorthodox style of wri�ng as same 
as his approach to life and business has created a unique reading 
experience. His sugges�on that you have to learn the big five 
strategic moves and always be thinking a few moves ahead seems 
important not only to run a business but also to be successful in 
life.

First move towards success is study the most important product 
that is none other than yourself. It requires consistent effort to dig deep and 
analyse the flaws in yourself.  The author advocates a personal iden�ty audit to realise the problems that 
can be fixed and study the blind spots by ac�vely looking for them. The second important move is to own 
responsibility for anything that does not work out. See your role as the one who created the issue and 
has the power to solve it. 

The next move is building a team and retain the right team members based on trust that will ul�mately 
take you to the speed which the author says, is very vital for any business. With many life illustra�ons, he 
takes the reader to a new level of thought. In the next stage of business, the move should be to create 
strategies for increasing the speed of growth without crashing the business. Final level is to cul�vate 
your own power and stay ba�le tested. To achieve this he suggests looking for mul�ple op�ons instead 
of looking for one dream home. 

First five moves is the sweet spot of though�ul strategy and swi� ac�on. Though there may be �mes 
when you will want to think beyond five moves, thinking too many moves ahead can lead to paralysis. 
Five moves are enough to make sure that we are an�cipa�ng future outcomes and seeing moves and 
countermoves. Combining these principles and revela�ons drawn from the Author's  rise to successful 
CEO, “Your Next Five Moves”is a must read for any serious strategist or entrepreneur.

Sajeev K

Your Next Five MovesYour Next Five Moves  
                         — Patrick Bet-David                                         
Your Next Five Moves 
                         — Patrick Bet-David                                         

Book Review
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14.09.2020 MüÉå mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ MüÉrÉïmÉÉsÉMü AÍkÉMüÉUÏ, ́ ÉÏ LsÉ uÉÏ mÉëpÉÉMüU lÉL  UÉeÉpÉÉwÉÉ lÉåOû uÉåoÉ mÉåeÉ MüÉå eÉÉUÏ MüUiÉå WÒûL | CxÉ AuÉxÉU mÉU 

MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü,  ́ ÉÏ LqÉ uÉÏ UÉuÉ, ́ ÉÏ SåuÉÉzÉÏwÉ qÉÑZÉeÉÏï, xÉÑ´ÉÏ qÉÍhÉqÉåZÉsÉæ, qÉÑZrÉ qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ LsÉ uÉÏ AÉU mÉëxÉÉS  AÉæU EmÉ qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ LcÉ 

LqÉ oÉxÉuÉUÉeÉ pÉÏ EmÉÎxjÉiÉ jÉå |

Sri L V Prabhakar, MD & CEO releasing the New Rajbhasha net web page on 14.09.2020. Sri M V Rao, Sri Debashish Mukherjee, 
Ms Manimekhalai, EDs, Sri L V R Prasad, CGM and Sri HM Basavaraja, DGM are also seen.

ÌSlÉÉÇMü 17.08.2020 MüÉå AÉÇkÉë mÉëSåzÉ UÉerÉ qÉåÇ WûqÉÉUå oÉæÇMü ²ÉUÉ mÉëS¨É pÉÏqÉ rÉÔmÉÏAÉD QûÉrÉlÉåÍqÉMü YrÉÔ AÉU AÉkÉÉËUiÉ pÉÑaÉiÉÉlÉ mÉëhÉÉsÉÏ Måü AÉpÉÉxÉÏ ÌuÉqÉÉåcÉlÉ 

MüÉrÉï¢üqÉ qÉåÇ pÉÉaÉÏSÉUÏ MüUiÉå WÒûL mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ MüÉrÉïmÉÉsÉMü AÍkÉMüÉUÏ, ́ ÉÏ LsÉ uÉÏ mÉëpÉÉMüU, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü, xÉÑ´ÉÏ L qÉÍhÉqÉåZÉsÉæ, qÉÑZrÉ qÉWûÉ 

mÉëoÉÇkÉMü, ́ ÉÏ AzÉÉåMü MÑüqÉÉU xÉÉWÕû, qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ AÉsÉÉåMü AaÉëuÉÉsÉ, EmÉ qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ mÉÏ PûÉMÑüU lÉÉCMü | 

Sri L V Prabhakar, MD & CEO, Ms A Manimekhalai, ED, Sri Ashok Kumar Sahu, CGM, Sri Alok Kumar Agarwal, GM, and Sri P Thakur 
Naik, DGM par�cipa�ng in the virtual Launch Event of BHIM UPI Dynamic QR based payment systems in the state of Andhra 
Pradesh provided by our Bank on 17.08.2020
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