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MD & CEO’s Message

Dear Canarites,

The country has been bravely combating 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
times but has embraced it with renewed vigour and
enthusiasm and our Bank has played a crucial and
indelible partin this endeavour.

Canara Bank has risen to the occasion and transformed
its working algorithm to ensure business continuity
while according utmost priority to the safety of our
staff. The smooth functioning 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, | complement the
sincerity and hard work put in by each one of you in
these challenging times. With your continued
determination, go-getter attitude and vigour, | 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 still the business of our Bank has not been on
expected lines. Economic momentum is gradually
picking up but the transition is expected to be slow and
the economic recovery may take longer. Hence, | urge
each one of you to be more proactive and adaptive and
explore further opportunities 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 portfolio have yielded positive
results. Leveraging further on these initiatives and
looking beyond the visible challenges to explore

— Ny H—
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MD & CEO’s Message

business opportunities will aid the performance of the
Bank.

The pandemic is a severe exogenous shock that has
affected consumer sentiment in an unprecedented
manner and call for unconventional response
measures. Consequently, aggressive marketing 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
marketing strategy in tune with the needs and
preferences of the customers and improve the efficacy
of our sales. A critical element of this is the involvement
of each Canarite in the Bank's marketing efforts,
assuming a role in the sales team to sell and cross sell
our products. | urge each one of you to be a brand
ambassador of the Bank for effective marketing of our
products.

The current challenges have reinstated the importance
of fighting a battle 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 promotion of Hindi. Usage
of Hindi along with other regional language should be
leveraged further for creating a better rapport and
effective communication with our customers.

While you have been putting in our sincere efforts, the
time in hand is less and the path to the year-end goals
long and challenging. With only 6 months remaining in
this financial year, | 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.

Togetherwe can
With warm regards,
Yours Sincerely,

LV Prabhakar
Managing Director & CEO

——H T ——
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It's indeed a moment of joy & pride to be elevated as Chief General Manager in our Great
Organization. | must attribute my elevation 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
competition became more intense. As the global & domestic 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 opportunities too.

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

| must express my gratitude towards my well wishers colleagues and family members who have been constantly
very supportive.

I rededicate myself to this great organisation 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 institution in the capacity of Chief
General Manager. | thank Almighty and would like to express my sincere gratitude to the
management of bank. This has been possible only with guidance and support of my
colleagues and family who have stood by me atall times.

This is a critical time for the industry with lot of uncertainty and challenges, no doubt, but
we need to work together to convert challenges to opportunities to keep our Bank's flag
high in this testing time.

We have to reinvent our business strategies with leverage on our digital capabilities.
| strongly believe that smart working with technology support, judicious and timely 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
time to get back to basics, strengthen execution 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.

Take care and keep everyone safe and healthy.
With best wishes & warm regards,

P Santosh
Chief General Manager

— Ty F——
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It is a great honour to get the promotion as Chief General Manager. | express my deep
sense of gratitude to the top management for giving me ample opportunities in the past,
and now the present one, and for their faith and confidence reposed in my abilities. | 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 cornersindeed 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 satisfaction.

| 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 continuous and systematic follow-up, deliver whatever is promised and make the decisions fast, be
honestand transparent.

| strongly feel that our Bank is having tremendous potential to be the number one in the industry having
wonderful performing human assets. | once again thank everyone for the opportunity provided. And |
rededicate myself to serve the great organisation with utmost devotion.

With best wishes and Warm Regards.

| Shabbir Hussain
Chief General Manager

New General Managers’ Message

After dedicating 8 years in various Defence Establishments, | joined this great institution
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 Superstition and ignorance. 2. To spread
education among all to sub-serve the first principle. 3. To inculcate the habit of thrift and
savings. 4. To transform the financial institution 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 dedication. 7. To develop a concern for fellow human being and sensitivity 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 Bhakti marg. The contentment we
derive after enthusiastic and committed service is always the highest reward, we earn in lifetime. In today's
technology driven new age, | would urge my young colleagues to relate themselves with our great traditions,
value system and heritage and also to pass it on to next generations in its pristine form. As we actively pursue
new areas of business, let us remain committed to our enduring mission to enrich society through our
collective expertise. Let us contribute our fullest to make our Nation 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

——H T
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Making sure everybody in the organisation has great opportunities, has a meaningfulimpact
and is contributing to the good of society is all along the tradition and culture of our
esteemed organisation. This has facilitated all the deserving employees reach the peakin the
career path and deliver the best. | 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 better person in the
organisation. 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 positions, from
various backgrounds. | am grateful for all the support and love this organization has shown, from the start of my
careerasa Clerk.

With this elevation in my career, | wish to continue to push my limits to show excellence in performance. | dedicate
myself to the cause of taking the Bank's name to greater heights and contribute more for the good of society. | am
delighted to step on to the next phase of my beautiful journey in this organization.

“We are what we repeatedly do. Excellence, then, isnot an act but a habit.”
Together we can.

P Ramasubramanian
General Manager

On this occasion of my elevation as General Manager of this great institution coming from a
humble background, it gives me utmost satisfaction that | could scale up to this coveted
position. | thank the management who bestowed faith in my abilities. | 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 | remember all
those who moulded me and my career to be whatam today.

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

operations.

In the present challenging circumstancesiit 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 Bankis alocal bank for Indians and a global bank for International customers. We are a multinational banker par
excellence. The basis of progress is sincerity, honesty, dedication, integrity and pride with which we worked for our
beloved institution. With these characteristics, when we continue to work the Bank will reach greater heightsin the
days ahead.

Being at the corporate office, | assure the people down the line that | stand by your side and work along with you in
taking ourinstitution to greater heights.

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

H Seshagiridas
General Manager

—— Ty [ —
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Itis a great honour and privilege to be elevated to the post of General Manager. | owe this to
the encouragement and motivation of Seniors and Mentors throughout my career spanning
34 years.

The economy is passing through a very tough time due to Covid-19 pandemic and the
Government has reposed lot of trust in Public Sector Banks to revive the economy through
various stimulus 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 time 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 application and instant approval of
housing loan and vehicle loan. MSME customers be encouraged to utilize psb loans in59minutes.com for their
credit requirements.

In the present scenario after amalgamation, we must strive for growth of bottom line by giving priority to recovery

of NPAs, written off accounts and efficiently utilise 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.

| once again, thank our Bank for giving me an opportunity to work with renewed vigor to achieve organizational
goals. |seekthe support of all my colleagues to tread together the path of success for our beloved Organization.

With Warm Regards,

Umesh Kumar Bhalla
General Manager

After 30 years of hard work in this great institution, my elevation to the cadre of General
Manager gives me immense satisfaction. | take this opportunity to thank all my superiors
who recognised and rewarded me in various part of my carrier. | also remember in this
occasion all my colleagues who were part of my success.

o
‘ Unlike the past, our Bank has grown big after amalgamation and thrown open lot of
opportunities for young generation. Our Bank is poised to grow to newer heights in the
‘ years to come. As a General Manager, | shall reciprocate through my dedication to add
value tothe Bank.

With warm Regards,

D Surendran
General Manager

Shreyas - August - September 2020=
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/It is a great honour and privilege for me on being elevated as General Manager in our
esteemed organization. | thank the Top Management, from core of my heart, for posing
faith in my abilities and for giving me opportunity to take higher responsibly in this
esteemed institution. | express my sincere gratitude to my superiors, colleagues and my
family for their whole hearted support, guidance and motivation that contributed in my
success. Amalgamation of two big Banks has opened a vast field of business
opportunities and growth for merging entities as well as vast career opportunities 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 motivated young force we have today, there is no doubt that our Bank will certainly occupy the
number one position in Banking Industry, in the days to come.

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

| rededicate myself to continue to serve our great organization with utmost sincerity and dedication, and
deliver the best of my abilities to take our Bank to greater heights.

Regards,

Lakhbir Singh
General Manager

Itis a great honour and privilege to be elevated as General Manager of our beloved Bank.
| express my gratitude 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 opportunities giving immense
satisfaction.

With the experience of being in a Housing Finance company, | 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 production activity and fulfils the
aspirations of common people.

My message to all my young Canarites is to move out of your comfort zone, develop leadership qualities
,upgrade knowledge & skill sets continuously. The organisation will recognise your efforts & contribution.

| believe that with position 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

— Ny H—
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| am deeply moved by the confidence the top management has reposed in me, in
elevating me to the position of General Manager.

"Ajourney of a thousand miles begins with a single step". | made an humble beginningin
this great institution as an AEO. Fresh from agriculture college, with full vigour and
enthusiasm, | served the farming community and brought laurels to the bank in
agricultural lending. The saga continued with a variety of exposure ranging from,
Agriculture, General Credit, HR, Marketing, branch banking MSME, and Corporate
Credit. To top it all, | was indeed privileged to be appointed as Chairman of Karnataka
Gramin Bank(KaGB). | had a great sense of satisfaction in overseeing the successful

amalgamation of two RRBs in the state of Karnataka specially in tackling challenges of CBS migration, HR
integration and smooth transition without business disruption. It was boundless joy when we crossed a total
business of ¥50,000 crores, ason 31.03.2020, making KaGB, the largest RRB in the country.

| sincerely thank my mentors, seniors and colleagues both at Canara Bank and Karnataka Gramin Bank, who
have motivated me and given me rock solid supportin all my endeavours.

| re-dedicate myself to ensure that Canara Bank achieves the"Numero Uno" position amongst all the banks in
the country.

With warm regards,

Shreenath H Joshi

General Manager /

| feel honoured and priveleged to be elevated to the post of General Manager in this great
institution. | 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 greatinstitution.

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. | 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 time to time.

The days ahead for Public sector Bank is full of challenges with unlimited oppurtunities which are yet to be
tapped. Being a leading Bank, there is lot of expectation from each Canarite to excel in all fields and
concentrate oninclusive growth to take our Bank to the numero uno positionin the industry.

The need of the hour is to focus on our goals with improved customer service. Team work coupled with
initiative will bring laurels to our institution.

On this occasion, | reiterate to commit myself and continue to serve the Bank with the same zeal and
enthusiasm.

“Together We Can, Together We Will”,

S Packirisami
General Manager

— T
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Marketing

in trying times

The world today is passing through one of the turbulent
times in the history of humankind and almost all the
businesses have been showing a downward trend owing
to multiple factors like lockdown restrictions, scare to
visit bricks and mortar places, salary cut, loss of
employment, lack of entertainment, no tours and picnics
due to travel restrictions etc. People to people contacts
have been disconnected, borrowers and businesses
have faced losses, the bank operations have been
hampered and there has been sluggish growth in sales
and decline in profits. Marketing of products during
these unprecedented times is a daunting task of
everyoneinthe business arena. We may have to redefine
the strategy of marketing, as it is very difficult to do
physical marketing because of the present situation.

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 marketing of our products to survive and thrive
in the market. How can we transform ourselves in the
present situation and market our products effectively?
The marketing as subject is directly related to selling. In
order to maximise our selling in a highly competitive
market where the difference in quality of the products
available with peers in the industry is negligible, it is
imperative to develop a USP that stands out for our own
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Special Feature

H M Basavaraja

DGM,
HR Wing, Head Office

products. To survive and excel in the current situation we
need to focus on different aspects. Thus, many of the
banks have been effectively using the digital tool and
providing alternatives to in-person banking.

Quality of service

Quality of service plays a vital role in establishing a better
customer relationship. Our Bank is known for better
customer care and service. The amalgamation has
brought another tradition of customer centric
relationship with us. The integrated culture of two
traditionally strong customer friendly banks will pave the
way for an exceptional customer service. It makes a
differentiation and we should thrive on developing
further relationship with new clients along with
improving the relationship with the existing customers.
Service provided to the customers can be of any form
and anywhere viz; Bank counter service, attending
queries of the customer either through dedicated
customer service centre or through branches or any
other form, after sale service of the products or any
service at the time of need. Since the competition is very
high in a volatile market, we have to be more adaptive to
the situation and make necessary changes as the
situation demands.

Quality of the product

Quality of the product is the important Unique Selling
Proposition 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 application / mobile application and various
digital products of the bank should be appealing, user
friendly and fulfilling the requirements, as today's
generation is not ready to accept anything, which lacks a
better customer experience. The traditional products,
which suit to traditional customers, should be continued
and new products suiting for new generations to be
brought tolimelight.

— Ny [ —
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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 timely
launching of the product is very important to make an
impactinthe market.

Use of Social media

In the present situation, man-to-man marketing is not a
viable method. The use of technology as a tool for
marketing, publicity through various media,
advertisements through social media, sharing of banking
services and product experiences through social media
etc., can be effectively utilised to promote our products.
It is a must-use tool to establish a brand presence
amongst competitors. A strategy to be developed to
exploit this platform to our advantage by employing
creativity and innovation. The content should be
interesting and engaging to maximise the advantages of
today's digital media channels.

Leave the comfort zone

Look for new opportunities of innovations by expanding
our portfolio. Since the customer-requirements have
transformed, address consumer's specific problems and
fulfil their unaddressed needs. These tough times will
force us to leave our comfort zones in search for new
avenues. Innovation comes from experimentation. This
requires a marked mind-set shift and culture change. If
our communications help consumers deal with the
economicissues they are experiencing and are specificin
nature and provides a solution to their needs, it will
stand out and create a positive impact on the customers.

Special Feature

Presence of mind and prompt action lead to success
The present crisis has changed the people's spending
behaviour. People are staying home more often, cutting
down on discretionary spending. It is important to
understand the mind-set of the customers in these
critical times because their requirements are also
unique. If our business has to survive and grow in this
complex environment, tailor our marketing plans and act
according to the situation 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 entire divisions like marketing, 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
platform may be opted and employees play a major role
init.

Customer needs and satisfaction

In order to engender the loyalty of the customers in the
current environment, we need to understand the needs
of the customer such as financial security,
responsiveness, transparency, convenience etc. It is
important, to measure customer's satisfaction level that
reflects ability to deliver on these needs and
expectations. Customers look for easiness in using self-
service channels and responsiveness of the banks via
these channels or how quickly an application can be
processed. Resolution of the issues at the first point of
contact, holding a call not too long beforeitisanswered,
and many other areas where a customer connects with
organisation are responsible for keeping the loyalty of
the customer.

Respect the buyers and regard the value of buyers

Our communications 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 communication. Treat customers with
respect, as it is an opportunity to provide proactive
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advice on the consumer's needs rather than the
organization's needs. With good listening attitude
towards the needs of the customers, they will
understand that we stand by them at the crisis point and
it createsa goodwill.

Novel Approach and timely action

In times of the present crisis, the banks should engage
and assure users that they could still access vide range of
financial and other services on their mobiles with ease.
Further, it isimportant to interact with users creatively
through mobile-only experience for them, which would
deliver the bank's message positively. Many banks have
started using hashtags around COVID-19 awareness,
which are being used to promote cashless transaction
and net banking. Creative ideas which can suit to the
needs of the customers and beneficial for them can
generate abrand image as a whole.

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

Know Your Products:
Our product knowledge coupled with convincing

Special Feature

abilities will bring fabulous results. It is vital to know the
specification 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 questions or handle
objections. Familiarize with products and services of the
bank for efficient marketing.

Pleasing the person, Presentation and Perusal

Itis important to please the customer with our products
and services through proper presentation, which can
ultimately benefit both seller and buyer not only in
general but also in tough times. Training, translating
abilities, language skill and timing sense play a major
role in influencing sales. Quoting examples after
understanding their necessity is a better approach to
navigate the situation and transform it into business. Itis
the right time to raise to the occasion and generate
better 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 theisland and searched the scope of
marketing company's famous footwear. To his utter
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 still
had scope that proper survey and approach could give
results. Then he identified one more sales
representative 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, resulting 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 times of the company by
employing different methods of sales.

Marketing 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 activities, the real
estate, retail, aviation and the auto sectors have been
badly hit, and the banking sector is not an exception.
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 deteriorating working capital
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cycles, moratoriums or restructuring. We have to
redefine the strategies to sell our products during these
trying times.

In spite of all these negative factors Banks play a vital role
in the functioning of the economy and provides
important services to individuals and communities. 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 time of need and
marketing of our products during these trying times
should run in tune with requirement of the customers
and our society in particular.
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“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 marketing in toto. Marketing Skill in increasingly
becoming one of the most sought after competencies
that organizations 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 marketing
endeavor. In this edition, we are bringing out various
shades of “marketing skills” that has helped people in
scripting their own success stories.

Hope you are enjoying and benefitting from the
plethora of information 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
callusat080-22233480/9986693808.

S Devanarayanan
Editor
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Marrketing Skills

There are lot of interesting definitions on “Marketing”.
The one which closely sums up the entire concept is
propounded by Philip Kotler, who is often referred to as
the father of modern marketing. He defines marketing as
“the science and art of exploring, creating and delivering
value to satisfy the needs of a target market at a profit. It
defines measures and quantifies the size of the
identified market and the profit potential. It pinpoints
which segments the company is capable of serving best
and its designs and promotes the appropriate products
and services”. In a nutshell marketing 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 marketing is and
we would have also experimented with this potent
concept. But there are some prominent characteristics
that one needs to possess to excel in this life skill and the
best partitcan 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
footfall because the consumers knew how to distinguish
between high quality and mediocrity. Things started
slowly changing in the 1960s and 70s when brands like
Tide, Kraft and Lipton started setting benchmarks for
their products and services. Globally the concept of
marketing evolved somewhere around that time. In the
1980s with arrival of digital marketing, the concept of
marketing underwent a paradigm shift. Today an average
consumer is bombarded with myriad brand messages on
a daily basis and it becomes increasingly difficult to de-
clutter and sift 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 marketing 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
marketing was there through out for aeons together.

Special Feature

Kishore K

Senior Manager

Apex Centre of Excellence,
Bengaluru

When Mahatma Gandhi mobilised millions of Indians
against the imperial forces, was he not marketing the
concept of “Freedom” to these troubled, enslaved and
oppressed minds? Nelson Mandela, the anti-apartheid
activist and once President of South Africa fought against
racial segregation by selling the idea of “freedom and
equality” to all South Africans. The skill both these great
leaders had were a strong conviction for what they
believed in and articulating their visions /beliefs in a
language that was easily understood by the masses.

Belief and conviction coupled with positive
communication always translates as success in business.
Karsan Bhai Patel, at the age of 24, started
manufacturing phosphate free detergent powder Nirma
(named after his daughter Nirupama) in his backyard and
sold the same on his bicycle, cycling 17 kms to nearby
places, for I3 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 conviction, strong belief
and love that concretized the seller- consumer
relationship. There are many success stories like Karsan
Bhai's which helps us to understand better the basic
tenets of marketing skills, which is Knowledge of
Product, Strong Belief / conviction , Communication and
Perseverance.

Talking about perseverance there is one very interesting
incident which | 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 tie bearing the logo of the company. He
introduced himself and requested for a demo. After a
fascinating exhibition of the product specifics and
usages, his very lucid presentation was nearing
culmination. My dad was not convinced as the product
price was I3000 odd, which was colossal by our
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standards (at that time) and he was losing interest. The
marketing executive was quick to notice this weaning
enthusiasm in all of us (my whole family was there).
Apparently we had lot of issues with house lizards
(gecko) during that time and seeing one happily
ensconced near the window this person (marketing
executive) stood up , switched on the Vacuum Cleaner
and just pointed the hose at the reptilian. “Swish” Il 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 | knew then and
there that he had fallen for it. So, perseverance pays and
sometimes you might even surprise yourself with your
marketing skills!

For any marketing endeavour to be successful, it is
primarily important to build a relationship based on
trust. We already have a trusting relationship with our
customers. So a strong foundation is already there and to
build on this we just need to add two more factors —
Knowledge about the organisation and Knowledge
about the products. Just like every leaf of a Banyan treeis
attached to its roots, similarly each one of us should be
aware about our organisation, our roots, our culture and
tradition. It is also equally important to know about our
competitors 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 marketing
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 substantiate the
same with a lucid, clear and crisp story that narrates how
you were able to help a particular personin a similar way
might just help in strengthening the trust factor by
breaking the initial shackles of inhibition, confusion and
disbelief. It helps in connecting 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 creating 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, motivational speaker
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and a modern leadership guru) Golden Circle of
communication very interestingly explains why some of
the marketing attempts fail. He says that almost
everyone in any organisation knows “What” (job /
products/ services) they are doing, some knows “How”
(strengths and values that differentiate them from the
competitors) 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 organisational
culture and ethos. Our human brain is also similarly
wired. The neuroscience behind the Golden Circle idea is
that humans respond best when messages
communicate with those parts of their brain that control
emotions, behavior and decision-making.

The Golden Circle + Human Brain
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The Neocortex forms the outer layer, which is
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responsible for all our rational and analytical 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 identify
with what you are saying.

Successfully articulating your "Why' is a very impactful
way to communicate with your customers in defining
your particular value proposition and inspiring them to
act. Sinek's theory is that communicating the 'Why' taps
into the part of the listener's brain that influences
behavior, the reason why the Golden Circle is considered
such aninfluential theory of leadership.
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Thus the more you delve into your job, the more you
know about your organisation and its competitors, 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
marketing narrative / proposal into a successful
movement/ positive reinforcement, which will certainly
inspire and motivate the people around you.

As it is rightly said by the marketing guru Philip Kotler,
“Marketing is not the art of finding clever ways to
dispose of what you make. It is the art of creating
genuine customer value”.
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Family Folio

“Hard work and perseverance
fight the odds
in life and pave the way
to success”

Master Dhanaprasath K S/o Mrs. Vairamani R, HKP, of
Pillanallur Branch proved it with his exemplary
performance in Xth Board Examination by securing 98.8%
marks with centum in two subjects. Hailing from a very
humble family, he tasted success by sheer hard work and
determination. This is the first stepping-stone towards a
miles long journey and he is highly exultant about this
achievement. Besides academic interests, he has passion for
marathon running and drawing. He likes to serve fellow
humans with a great smile on his face, and his aspiration is

tobecome a Doctor.

Congratulations on his achievement &
Shneyas toam wishes all the beat for his future endeavors.
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How'deeplisithelcurrent
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 Indiain 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 perspective, 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). Domestic
economic growth was slowing even before the onset of the
pandemic, with a sharp slide in private consumption
growth from above 7% y-o-y in Dec'1l8 to 6.6% y-o-y in
Dec'19 and private capex plunging to contraction (-5.2% y-
o-y in Dec'19). This warranted aggressive rate cuts by the
RBI to revive aggregate demand and boost GDP growth.

Repo Rate in the Current Easing Cycle (%)
6.50% 6.25%

6.00% 5.75%

5.40%

— 5.15%
I
I
Aug’18 Feb’19 Apr’19 Jun’19 Aug’19 Oct’19 Mar’20 May’ 20

However, the unfolding of the Covid-19 pandemic along
with the nationwide 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 cutting 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 Operations (TLTRO) and
deeper cut in Reverse Repo. The current rate easing cycle is
still underway, with the window of further rate cuts still
open.

The table above shows the comparison of the current rate
easing cycle with the previous ones, starting 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

Rupali Sarkar
Divisional Manager
Economist, SP & D Wing
H O, Bengaluru

N
Repo Rate in the Current Easing Cycle (%)
B Duration of cut Quantum of cut ﬁ::i:;it:ge Rate at the
(months) (bps) of the cycle end of the cycle
Apr 2001- Mar 2004 35 300 9.00% 6.00%
Oct 2008- Apr 2009 7 425 9.00% 4.75%
Apr 2012- May 2013 14 125 8.50% 7.25%
Jan 2015- Aug 2017 32 200 8.00% 6.00%
Feb 2019 to current 19 (so far) 250 (so far) 6.50% ?

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 mentioning 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 starting rate of 6.50% in this cycle.
Further, the easing cycle this time is also supported by
various other unconventional regulatory and liquidity
measures (Targeted Long Term Repo Operations, Cash
Reserve Ratio cut, Reverse Repo cut, reduction in Liquidity
Coverage Ratio), which were either not there or used to a
very limited extentin the previous easing episodes.

In terms of the duration of the easing cycle (length), as of
now, the current cycle has spanned over 19 months
(starting 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 accommodative stance of
RBI, the current easing cycle is expected to extend through
thisyearatleast.
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However, the recent spike in inflation to above RBI's
medium term target of 4.00% has restricted the headroom
available with the inflation targeting Central Bank to cut
rates aggressively further. Hence, the RBI needs to play a
very crucial balancing act going ahead keeping inflation
under control on the one hand while supporting economic
recovery on the other. In this pursuit, we think there might

be scope foranother 25 bps rate cut in this easing cycle.
% % %k %k k
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ANGER/MANAGEMENT

Mention of anger evokes an immediate reaction that
almost resembles a religious sermon: "Oh, it is bad! Can
raise your BP, can cause a heart attack, bring about a
paralytic 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

N

T
' :

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 cortisol,
adrenalin, catecholamine, epinephrine, non-
epinephrine, and reactive oxidase species and stress
particles called free radicals (Reactive Oxidative
Particles) which damage and destroy cells and cause
diseases ranging from BP, Diabetes to cancer to heart
attacks and strokes. The basic purpose of these
chemicals in the primitive man or even in animals was to
prepare aresponse 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
action. And what follows can be beyond one's control.
But in modern times one gets angry under no such
circumstances that can only harm one's system.

Philosophically the Bhagavad Gita elucidates sequential
results of anger beautifully. The Gita says, "From anger
comes delusion, from delusion confusion of memory;

Article
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from confusion of memory the destruction of
discrimination (loss of reason); from destruction of
discrimination the angry person perishes." (Ch2 v. 63).
The Gita lists anger among the three gates leading to
Hell, the other two being Greed and Lust
(trividhamnarakasyedamdvaram - Ch 16, v 21). The Gita
also says anger is one of the demonic qualities that
hinders one's progress, both material and
spiritual(krodahsampadamasurin.Ch 16.v4).

Nevertheless, anger is not bad by itself. It is a ventilation
mechanism. The positive or negative effects depend on
how one handles it. Anger has its survival values. It was a
warning system in early evolutionary stage, such as "Do
not meddle with me, keep off my territory, food, mate
and children." Animals still speak this language. But we
humans have invented effective vocabulary to express
our anger and some thinking power to control our anger.
The difference ends there.

Yes, when humans have the emotion of anger, it must
have some uses. Many of the deities and sages in the
scriptures like Rudra or Durvasa, were known for their
fiery rage and anger, and cursing habits. Krishna himself
was no exception and got angry mid-battle and was
ready to kill Bhishma, forgetting his vow that he would
not lift any weapon!

Anger
- is the feeling that
' makes your mouth
work faster than
your mind.
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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 suggestions on
how to manage anger. Going back home, it is unlikely to
remember what they preached. Anger is not easy to
control, becauseitis one of the visceral reactions to what
one considers as challenging to one's ego, selfhood 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 time may cause more harm.
Itis 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 |
should not be angry and bite people when they are
around. | followed what you said, but then, people
started giving torture to me with sticks and stones,
enjoying themselves." The Guru said, "l told you not to
bite, but never told you not to hiss!”

Though anger has its own negativity, it is good in many
ways. Righteous or purposeful anger has built empires
(remember Chanakya), wrought revolutions (the French
Revolution), 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
constructive channels and make one's focus sharper
towards one's goal. Many great people are exceptional
achievers in their respective fields because they were
angry with the people or the systems that treated them
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badly or unjustly. Do not give up anger rather use it like
steam which cooks. At the same time 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: righteous 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 genetically 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 patience, 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 entire kingdom. If
one can really manage reactive anger by being
indifferent and neglectful towards the person who is
angry at all times, it becomes a double weapon, you do
not lose your stability and calm, and at the same time,
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

fighteris neverangry.”
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Sales Management
to optimise selling

Sales management today is the most important function
in a commercial and business enterprise. It has gained
importance to meet increasing competition and the
need for improved methods of distribution thereby
reducing cost and increase profitability. It is a strategic
plan that outlines the business targets, resources and
sales activities. It typically follows the lead by the
application of marketing, strategic and the business
plans with more specific details on how the objectives
can be achieved through the actual sales of products and
services.

Key aspects of sales management

Buildateam

The sales team is the pillar of an organization as far as
sale is concerned. They are the direct link between the
product and the customers. There are various sales
teams functioning at different levels in an organizational
hierarchy. With right co-ordination of all the teams the
ultimate aim of marketing and selling of different
banking products can be optimized.

Setting targets

Target setting 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 realistic
target has been assigned, we should be able to track and
measure the performance based on the achievements.

Marketing 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 conditions and their
requirements are also different. It is important to design
schemes to suit their particular 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 activities to achieve with each

Article

Amit Kumar,
Asst. Manager
Amingad Branch

prospect from the initial lead to the closing of the deal. It
is the process of thinking and organizing activities to
achieve a desired goal

Sales forecasting

Itis the process of estimating future sales. Accurate sales
forecast enables companies to make informed business
decisions and predicts short term and long term
performance. Sales forecasting 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, capabilities and recommended
behaviours for companies that produce goods and
services.

Execution /implementation of asales plan

It refers to the actions taken place to guide a lead
through the sales funnel and ultimately closing the deal.
Execution of a sales plan means making the product
available to the customer and closing the deal.
Converting prospect lead into a customer is called
execution of asales plan.

Sales analysis - controlling and evaluating 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 redistributing tasks. Analysis of results
involves using sales metrics or quantifiable indicators,
that tell us how each aspect of our sales operations is
performingor not.

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

Prospecting and qualifying

This is the first step of sales management process in
which we find potential 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 information collected from various
sources may be analyzed and a sales person should have
ability to convert all this information to identify a
potential customer.

Preparation

In this stage we prepare for initial contact with the
potential customers, researching the market and
collecting all the relevant information regarding our
products or services. Develop our sales presentation and
tailoritto our potential client's particular needs.

Approach

In this stage we make first contact with our potential
customers through face to face meeting or sometimes
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. Attitude, Manners and
Appearance of the salesperson are responsible for a
rightapproach.

Presentation

In this stage we give demonstration of our product to the
prospect that how our product or service meets the
needs of our potential customers. The presentation
should be capable of getting attention, holding interest,
arousing desire and obtaining action. With the
introduction of technology, sales presentation has
become very scientific and focused which not only saves

Article

n time and resources

of the sales person

but also enables

n the target audience

to understand the
product better.

Handling
objections

After presentation,
customer should
be encouraged to raise objection and doubt so that all
the objections and doubts are cleared to the best extant
possible. It is very important for sales person to handle
the situation 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 converting 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 timing of obtaining order. Finer details like terms
and conditions, 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 potential repeat business but
for referrals as well. Maintaining relationshipis the key to
sales management.

Besides helping our organisation reach its sales
objectives, 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 ratios, secure coordination of
personnel in sales and advertisement 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.

% %k %k %k
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Whether any changes have been brought

for operation of accounts on behalf of

in with respect to the legal framework e
persons with disabilities? L

Janapriya D
Manager, CO, Madurai

Branches quite often come across a situation 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 meeting medical expenses
orforotherwise.

As per the extant Guidelines issued by RBI, with respect to
the persons suffering from any mental illness or any
disabilities including autism, cerebral palsy, or such other
diseases/ disabilities covered under Mental Health Act,
1987 or National Trust for the Welfare of Persons with
Autism, Cerebral Palsy, Mental Retardation and Multiple
Disabilities Act, 1999 (hereinafter referred to as National
Trust Act), the Banks may request Legal Guardianship
Certificate issued under Mental Health Act, 1987 or by the
Local Level Committees under the National Trust for the
Welfare of Persons with Autism, Cerebral Palsy, Mental
Retardation and Multiple Disabilities Act, 1999 for the
purposes of operating bank accounts.

However, the Mental Health Act, 1987 and National 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 activities which they were able to
perform priorly.

With the enactment of Rights of Persons with Disabilities
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 Disabilities Act, 2016 provides an
inclusive definition of 'person with disabilities'. This Act
defines 'Person with Disabilities' as -

“a person with long term physical, mental, intellectual or
sensory impairment which, in interaction with barriers,
hinders his full and effective participation in society equally
with others”.

Thus this Act removed the differentiation between persons
who are mentally ill and such persons who had incurred
physical, intellectual or sensory impairment affecting his
effective participation in the activities of the society

Legal Column

Answered by

KV CJanaki Rama Rao
Deputy General Manager
RL&FP Wing, Head Office

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
definition."

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 application can be made to the
District Court or any other designated Authority by State
Government, for appointing 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 operating 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 situation 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 activities Banks may
permit operation of accounts based on the limited
guardianship certificate issued by the Competent Authority
under the said Act. With respect to the Persons with
Autism, Cerebral Palsy, Mental Retardation or such other
diseases as defined under the National Trust Act the Banks
may continue to obtain the certificates by the Local Level
Committees under the National Trust Act itself.

Hence, the Persons with Disabilities Act, 2016 is much
welcomed legislation which not only consolidates the law
as to appointment of guardians for person with disabilities
but also reduces the gaps left opened in earlier legislations.
This social legislation brought in to give effect to United
Nations Convention on the Rights of Persons with
Disabilities will on one side provide the respite to person
with disabilities to have guardian appointed to act in their
interests and for the Banks to have their risk element
adequately covered.

! 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) SCCOn Line Ker 739.
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[ Rest
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3T 14.09.2020 =T (=T HET TS &HAT
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Rt o TuRie o1 3mare g7 wer yeers, of ot
TAIY sl regeraT § HOH g3 | 36 3ae W Hel
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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

g P
Vertical

Learning and Development

Ms A Manimekhalai, ED, inaugurated Pan India Webinar
Series on Gold Loan, hosted by Training vertical, 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 participated in the programme.

Bhubaneswar

On 14.08.2020, CO, Bhubaneswar organised distribution
of Mask and Sanitizer to help the under privileged
section of society. Sri B L Meena, GM, Sri Joginder Singh
Ghangas, DGM and Sri S N Panda, AGM participated in
the event.

Circle News

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 attended the function along with staff
members. Retail Loan worth 3125 lakh and MSME loan
worth325 lakh were disbursed during the function.

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

Hyderabad

Gold loans plazas were inaugurated at 06 branches
coming under Hyderabad CO on 19.08.2020. The
inauguration 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
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Mangaluru

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 Executives from CO and RO were present on the
occasion.

RO Mangaluru organised Retail Cluster Camps on
19.09.2020 at three Branches (Derebail-Il, Surathkal —II
and Derlakatte). Ms Suchithra S, DGM, Sri Robert Dsilva
AGM, Sri Y K Raghavendra AGM, Sri Vishwanath Kamath
DM, Sri Thamarai Selvan T, DM, Branch Heads,
Marketing Team, Reputed builders and vehicle dealers
attended the Cluster Meet. Total business sourced under
various categoriesamounted to336.17crore.

J =L ) - T —

“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 attended the meet. Sri P R Bhakta,
DGM reiterated the need of internal control and

Circle News

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

" H -. ‘__-. |_. ,
Thiruvananthapuram

On 15.08.2020, as a part of our CSR Initiatives, RO-1,
Ernakulam distributed a Water Purifier to Sree
Ramakrishna Sevasramam. The Activity was conducted
in association 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.

\HEVEWEDE

On the occasion of 74th Independence day, as part of
CSR activity, 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 | Shabbir Hussain, GM, Sri Muralidhar
Behera, DGM, Sri Manmohan Singh, AGM, and other
executives from Circle Office Vijayawada attended the
function.
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COVID-19 CYBER THREATS

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 time.

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 attempt to trick users into
clicking on malicious links or opening attachments.

Examples of COVID-19 Scams:

¢ Fake notices from health organizations (local or state
health departments)

¢ Information about protecting yourself, your family
that contains malicious links or attachments

¢ Phishing emails or websites containing fake updates
aboutthevirus

¢ Charitable appeals to help victims of the virus, which
are not legitimate

Types of Attacks:

Spam Emails: Hackers are impersonating as health and
other government organizations to send emails that
include users to download files or click on links to access
coronavirus-related information. These files and links
contain malware and can attack 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 information
about coronavirus, could actually be infested with
malware. These webpages aim to harvest your
credentials and other sensitive information.

Ransomware: Hospitals, medical centres and public
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institutions are being targeted by cyber criminals for
ransomware attacks — 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 attachments,
compromised employee credentials, or by exploiting a
vulnerability in the system.

Security Measures to be followed:
1. Keep your information Safe
¢ Back up all the important files, and store them
independently from system.
¢ Always verify a company's legitimate website
before entering login details or sensitive
information.

2. Check Systems and Software

¢ Ensure that latest anti-virus software is installed on
computer and mobile devices;

¢ Perform regular scans on computers or mobile
devices.

¢ Download mobile applications or any other
software from trusted platforms only

¢ Update the applications or software with latest
patches

¢ Update the devices being used to remote into work
environments with the latest software patches and
configurations

3. Be Vigilant
¢ Regularly check and update the privacy settings on
social media accounts
¢ Update passwords and ensure that they are strong
(a2 mix of uppercase, lowercase, numbers and
special characters)

Do notclick on links or open attachments in emails which
you were not expecting to receive, or come from an

unknown sender.
%k %k %k %k k
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Marketing in banking

The information, knowledge, definitions, concepts and
theory about marketing can be searched and researched
on google. Therefore, | am not going to bore you with the
same where as | am making a humble effort to express
my views on the need of marketing 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 question that we come across is, “Is
marketing required in banking?” The answer is a big
emphatic Yes. Marketing is the most essential functionin
Banking today considering very little 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.
Itis 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 effective marketing.

The next question is, “Why should | do marketing asiit is
the job of specialist marketing officers?” If our Bank has
to grow as per its long-range plan, each one of us has to
do some sort of marketing. For a bank of our size, the
strength of our marketing team is minimal. The
marketing team cannot cater to the marketing needs of
10000+ branches across the length and breadth of the
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country and as such, the onus of marketing lies on each
and every branch. Secondly, marketing is a very
important function, which cannot be left alone to a few
marketing officers. Marketing is an essential function,
which has to be embraced by every employee. If Bank
has to survive and thrive in these challenging times, it is
marketing alone which can bring business and profitinto
the Bank.

The moratorium on EMIs until Aug 2020 has affected our
Interest income. On one hand, Bank is not getting its
dues, at the same time bank has to pay interest on
deposits without any discount or moratorium. Further,
the loans under stress are being restructured ftill 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
relatively less. This gives us ample time and scope to
enhance our marketing skills and activities. So how do |
go about thisand where should | 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
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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 sitting on an
untouched and unutilized data bank. If every employee
inthe bankis 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
requesting to contact you in case of any sort of banking
needs, the results can be amazing. It has to be a
continual process to instill 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 letter/phone call recommending you and
Canara Bank.

The above activities can be done sitting in our seats
without disturbing or getting 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, Educational Loan
with Loan protection 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
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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 Citizen 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 marketing is selling the right product at the
right time 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
position to understand the needs of a customer, selling /
marketing will be like offering solution to our customer's
current problems / needs. As such, we will always be well
poised and the customer is invariably willing to listen /
pay attention to our communication.

Other Key aspects of the marketing are:

¢ Every human craves importance, and when you make
a customer feel that he/she is very important to us
half the battle 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 clarification 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 function.
Being before time for each meetings 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
realistic about the time lines and the number of days
for processing any proposals and try to adhere to the
mutually set timelines.

¢ Rejection 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

— R O ——




dotel db Canara Bank

GIRT TSI HT 3THHA) (A Govemment of India Undertaking)

you are offering. So never, take any rejection/failure
personally.

Customer Service at the counters / branches goes a
long way in attracting good customers to our Bank. We
are in the service industry and customer has many
options to choose from. We have to make the
customer feel special for successfully attaining
business and its continuity. Hospitality industry is the
best example when it comes to customer service. Any
complaint however trivial it may be is treated with
utmost attention and is resolved to customer's fullest
satisfaction. They go out of their way to make sure to
get best rating from the customers.

=T el
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You may be wondering how a Bank like ours, which has a
rich tradition of 113 years, has been able to successfully
do business and market our products without a
structured marketing approach. Marketing has always
been there and itis generally the Branch head, who does
most of the marketing work, in his/her own way. If the
Bank has to survive in these challenging times, 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!
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ya M, Officer; Neyveli Branch.
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(HRA TER FT 3UHHA) (A Govemment of India Undertaking)

Referring to the 1938 run on banks which created
unprecedented panic, the book A Swadeshi Bank from
South India mentions: “ The crisis seemed to be a
major event in south India at that time. But it was quite
unlike the Arbuthnot crisis because somewhat
surprisingly, its after-effects were mild and perhaps,
even salutary. As a measure of abundant caution, the
Reserve Bank of India immediately granted certain
limits to the South India Banks, tried to obtain all
relevant and essential information and continued 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
justone ortwo branches - the big ones like Bombay. But
Sarvothum Nayak, then the General Manager, was
ready to face the situation. And he was in full control.
“Employ half a dozen cashiers if necessary but pay
everyone who comes, with out questioning”, were his
clear instructions. He arranged for mobilisation 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 unquestioningly, they began to
come back. Courage and instant decision making did
the trick. The crisis was bested.

C.G. Kini, retired 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. | was of course anticipating this. He
explained that he drew the money because a customer
of his had come and wanted cash (our depositor was a
moneylender). | knew it was a ruse. He drew the money
and was satisfied. If our deposits were 5 lakhs,
33 lakhs were withdrawn on a single day. As soon as
cash was paid, they were confident. After two days, |
began to get cash again. The same people would
come.”

Vignettes from the past

In RBI's orbit

The Reserve Bank of India, incidentally, was constituted
on 1stJanuary 1935 and it commenced business on 1st
April 1935. The Reserve Bank of India Scheduled Banks'
Regulations became effective from 5th July 1935 when
Scheduled Banks were required to deposit the
statutory minimum balances related to their demand
and time liabilities with the Reserve Bank. Canara Bank
Ltd. was the first bank among the South Kanara Banks
to fulfil the necessary financial conditions 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.

RBlimpressed

Following the crisis precipitated temporarily by the
collapse of the Travancore national and Quilon Bank
the Canara Bank Ltd approached the Reserve Bank of
India with a request for financial help in times of
exigencies. The Reserve Bank of India deputed a senior
officer from Bombay to the Canara Bank's Head office
in Mangalore for inspection. 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:

“After a thorough inspection of the accounts, the RBI
officer was fully satisfied and promised help from the
RBI, the quantum being decided by the Reserve Bank of
India itself. The RBI Officer was requested to attend a
Special Board Meeting of the Canara Bank Ltd., to
ascertain his views about the operations of the Bank. |
was also privilegedto be invited to this Board meeting.”
During this meeting, 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
fromthe Canara Bank'.

“Subsequently the RBI announced the limit of 7 lakh
for financial help to Canara Bank in times of

emergencies.”

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

Homage

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

Name Staff No | Designation Branch Expired on

RAM NIWAS 86415 HKP DELHI CANTONMENT 08-3-2020
HIRA LAL SAH 57804 DAFTARY DELHI MICRO FINANCE 05-4-2020
RAJ KUMAR 55227 PEON DELHI GREEN PARK EXTENSION 16-4-2020
DEVENDER KUMAR 61532 PEON DELHI MALAVIYA NAGAR 04-4-2020
JAYASHREE RAJAPUT 123046 | PROBAEO KOPPAL 13-6-2020
PANCHANANA GOCHHAYAT 69441 SWOA ANGUL 17-6-2020
SHAIK SHERIF PASHA 504946 | ATTENDER VEMPET 19-6-2020
S JAYARAM 734233 | ATTENDER HOSADURGA 30-6-2020
K SHEKSHAVALI 647797 | ASSISTANT MANAGER KODUR (KADAPA DIST) 01-7-2020
ABHILASH CHATURVEDI 60120 SWOA JABALPUR REGIONAL OFFICE 03-7-2020
KANUBHAI K KOTVAL 457501 | ASST MANAGER NAROL 05-7-020
BHIKAM SINGH 101285 | HKP PINAHAT 05-7-2020
MALLIKA B 53006 MANAGER CHENNAI PALLAVARAM 06-7-2020
MUSTAQ AHMED ABDULWAHAB | 523174 | ATTENDER BADAMI 06-7-2020
ESWARAN A 68417 SWOA KUCHANUR 08-7-2020
SUNDAR SAHA 692546 | PTS RATANPUR 11-7-2020
ARVIND KUMAR 71351 D.M. ETAH REGIONAL OFFICE 12-7-2020
ASHOK S GHIGE 56683 SWOA MUMBAI KAKAD MARKET 15-7-2020
D SAGAYA SELVARA) 67267 SWOA CHINGLEPUT CUR CHEST 15-7-2020
MUKESH KUMAR 435873 | SR.BR. MANAGER | VISSANNAPETA 17-7-2020
HARUN A VOHRA 460101 |SWOB ALKAPURI VADODARA 22-7-2020
RAVI B SHETTY 68592 HKP MUMBAI GIRGAUM 22-7-2020
ESHWARA SETTY M S 67341 HKP MADALUR 25-7-2020

| THANGAVEL M 73290 DAFTARY BRAHMADESHAM 26-7-2020
RAMKUMAR S 565736 | SENIOR MANAGER | CO BUSISTRATEGY & PLANG DEPT 28-7-2020
SATYAPAL SINGH 55744 OFFICER BULANDSHAHR D M ROAD 28-7-2020
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Shreyas, in homage to Canbank’s departed souls, Death, said Milton, is the golden key
pray that they rest in bliss, in the eternal palace. that opens the palace of eternity.
Name Staff No | Designation Branch Expired on
ANANT BABASAHEB NADAGOUDA | 58378 OFFICER ARALIMATTI 28-7-2020
EKNATH MAROTRAO BANDHE 376648 |DM. AMRAVATI 29-7-2020
RAM NARESH 70688 ARMED GUARD DARAUNDA 29-7-2020
RAJESH KUMAR 65821 OFFICER KOHBARA 30-7-2020
PRABIR PANJA 61535 DAFTARY HOWRAH 31-7-2020
M VASUDEVA RAO 58163 CM. BERHAMPUR 31-7-2020
N N MAYEE 67979 SWOA NAGPUR SOMALWADA 01-8-2020
NAND KISHORE 41862 SENIOR MANAGER | MATHURA 03-8-2020
B B LOHAKARE 59511 SWOA OWE 04-8-2020
M R RAMESH BABU 481672 | SENIOR MANAGER | BLORE SERVICE BRANCH 05-8-2020
DULAMANI NAIK 56440 SENIOR MANAGER | ZI BENGALURU 07-8-2020
MEDURI VENKATA DASAIAH 456056 | SENIOR MANAGER | VIJAYAWADA REGIONAL OFFICE 08-8-2020
GURUNATHAN C 62458 DAFTARY MADURAI BYE PASS ROAD 08-8-2020
SHANKARA KOTIAN 447685 |DGM. BHOPAL C.0. 09-8-2020
MOHD TAUSEEF KHAN 467069 |SWOB LUCKNOW C.0. 09-8-2020
AYYASAMY S 527495 | ATTENDER POLLACHI 12-8-2020
RADHA HARISH DANI 431806 | MANAGER PUNE KARVE NAGAR 14-8-2020
HASHMUKN C HIRVANIA 495989 | ATTENDER NAROL 14-8-2020
PARAMESHWARA 742355 | PTE(1/3) YELEMODALU 14-8-2020
LK KOLI 60577 SWOA VARSOLI 15-8-2020
ASWATHANARAYANA 57853 SWOA BENGALURU (TOWNHALL) CUR CHEST | 16-8-2020
SYED SAMDANI BASHA 333829 | CLERK BUCHIREDDIPALEM 16-8-2020
SBTSUNDARI 46201 OFFICER HYDERABAD IND FINANCE BRANCH | 21-8-2020
\, | LEENA LAXMAN GAIKWAD 91408 MANAGER WARTHI 26-8-2020
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Book Review

YOURINEXTRRIV/E:

— Patrick Bet-David

s e o iy sy ool s -y il

The chess grandmasters have the vision to look at the pieces in -y e

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 anticipate many moves ahead and act

Your Next
accordingly. In the book, “Your Next Five Moves”Patrick Bet-David F ive M nve S
translates this skill into a valuable methodology that applies to

high performers at all levels of business. Master the Art of

Business Strategy

Patrick Bet-David never attended college, escaped from war torn
Iran to founding his own financial firm and had to learn about f.
business as he went along. His unorthodox style of writing as same ig
as his approach to life and business has created a unique reading
experience. His suggestion 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 Patrick E"'E"'D'El'v'll:l
life. weth Greg Dinkin

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 i.r) yourself. The author advocates a personal identity audit to realise the problems that
can be fixed and study the blind spots by actively looking for them. The second important move is to own
responsibility for aflything that dBes not work out. See your role as the one who created the issue and
hasthe poWe.rto so_Iy$ it .

The next n;onls buﬂdlng ERCEY and retain the right team members based on trust that will ultimately
take you to the.spee'd which theauthor says, isvery vital for any business. With many lifeillustrations, he
takes the reader to @ newylevel of thought. In the next stage of business, the move should be to create
‘strategies for mcreasmg the speg,d of growth without crashing the business. Final level is to cultivate

your own power?d ,bal;le tested. Td*achleve this he suggests looking for multiple options instead
of looking for one %ﬁﬁme

Wi~ L]
__&t Of.thdugﬁtful strategp"‘a’swﬁt action. Though there may be times

; too many moves ahead can lead to paralysis.
we' icipating future outcomes and seeing moves and
d évelations drawn from the Author's rise to successful

Ny serious strategist or entrepreneur.

First five moves is the s
when you will want to
Five moves are enough
countermoves. Combini
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{37 17.08.2020 T 1Y Y231 Tod H THN Ik 510 Yed i Juitens Sa+ils o 3R menfid S yunett 3 Smurdt fases
R T Arfierd He gu v ez 7 7 wrurer it off v ff v, swreurers e, it v it qeer wer
gaEreh, ST 33T HAR TE, HeT yaerah, off 3elieh S1raTet, 30 Wel yaer, off ot 3T A2 |

SriLV Prabhakar, MD & CEO, Ms A Manimekhalai, ED, Sri Ashok Kumar Sahu, CGM, Sri Alok Kumar Agarwal, GM, and Sri P Thakur
Naik, DGM participating 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

14.09. 2ozoﬁmﬁéﬂ$ag@maﬁ$ﬁ ot TS dF THIHRT AT TSTHIT 42 9T UST i ST I 2T | 3H 3qq W
FruTes ez, ot ta dt Te, ot Tarsity g, goft uftriee, 9T mer yees, ot e It s ude 3N Sy et yaus, of ua
T FHa Wi Suferq o |

Sri LV Prabhakar, MD & CEO releasing the New Rajbhasha net web page on 14.09.2020. Sri M V Rao, Sri Debashish Mukherjee,
Ms Manimekhalai, EDs, SriLV R Prasad, CGM and Sri HM Basavaraja, DGM are also seen.






