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ÌSlÉÉÇMü 15.04.2023 MüÉå mÉë.MüÉ., oÉåÇaÉsÉÔÂ qÉåÇ QûÊ. oÉÏ. AÉU. AqoÉåQûMüU MüÐ 132uÉÏÇ eÉrÉÇiÉÏ qÉlÉÉD aÉD| WûqÉÉUå oÉæÇMü Måü mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ 

MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ ́ ÉÏ Måü. xÉirÉlÉÉUÉrÉhÉ UÉeÉÑ lÉå MüÉrÉï¢üqÉ MüÉ E«ÉOûlÉ uÉ xÉÇoÉÉåkÉlÉ ÌMürÉÉ| CxÉ MüÉrÉï¢üqÉ qÉåÇ MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü Måü xÉÉjÉ-xÉÉjÉ 

mÉë.MüÉ Måü MüqÉïcÉÉËUrÉÉåÇ lÉå pÉÏ pÉÉaÉ ÍsÉrÉÉ|
nd

132  Birth Anniversary of Dr. B R Ambedkar was celebrated at Head Office, Bengaluru on 15.04.2023. MD & CEO 

Sri. K Satyanarayana Raju inaugurated the event and delivered the keynote address. EDs, execu�ves and staff of 
HO par�cipated in the event.

ÌSlÉÉÇMü 24/05/2023 MüÉå AÉrÉÉåÎeÉiÉ qÉÍhÉmÉÉsÉ Måü ÍzÉuÉÉqÉÉåaaÉÉ qÉåÇ A oÉ zÉÉ/ oÉ oÉ zÉÉ WåûiÉÑ AÉrÉÉåÎeÉiÉ MüÉUÉåoÉÉU UhÉlÉÏÌiÉ oÉæPûMü qÉåÇ qÉÑZrÉ uÉ£üurÉ 

SåiÉå WÒûL ́ ÉÏ SåuÉÉzÉÏwÉ qÉÑZÉeÉÏï, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü| xÉÉjÉ qÉåÇ ́ ÉÏqÉiÉÏ Müå. MüsrÉÉhÉÏ, qÉÑZrÉ qÉWûÉmÉëoÉÇkÉMü,mÉËUcÉÉsÉlÉ ÌuÉpÉÉaÉ, mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ LuÉÇ 

´ÉÏ LqÉ eÉÏ mÉÇÌQûiÉ, qÉWûÉmÉëoÉÇkÉMü uÉ AÇcÉsÉ mÉëqÉÑZÉ qÉÍhÉmÉÉsÉ pÉÏ EmÉÎxjÉiÉ WæÇû|
ED Shri. Debashish Mukherjee giving the keynote address at the Business Strategy Meet of ELB's /VLB's held 
at Shivamogga, Manipal Circle on 24.05.2023. Seen along are Smt. K. Kalyani, CGM, Opera�ons Wing, HO and 
Sri. M G Pandit, GM & Circle Head, Manipal CO.
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MD & CEO’s Message
mÉëoÉÇkÉ ÌlÉSåvÉMü uÉ 

qÉÑZrÉ MüÉrÉïMüÉUÏ AÌkÉMüÉUÏ 

MüÉ xÉÇSåvÉ

ÌmÉërÉ MåülÉUÉCOèxÉ,

qÉæÇ AÉmÉMüÐ MüÄQûÏ qÉåWûlÉiÉ AÉæU AjÉMü mÉërÉÉxÉÉåÇ Måü ÍsÉL AÉmÉ xÉpÉÏ Måü mÉëÌiÉ 

AmÉlÉÏ M×üiÉ¥ÉiÉÉ urÉ£ü MüUlÉÉ cÉÉWûiÉÉ WÕÇû, ÎeÉxÉlÉå ÌlÉÍ¶ÉiÉ ÂmÉ xÉå CxÉ cÉÑlÉÉæiÉÏmÉÔhÉï 

xÉqÉrÉ Måü SÉæUÉlÉ pÉÏ oÉæÇMü MüÉå xÉÑSØÄRû AÉæU qÉeÉoÉÔiÉ oÉlÉÉL UZÉiÉå WÒûL ÌuÉ¨É uÉwÉï 

2022-2023 qÉåÇ EiM×ü¹ ÌlÉwmÉÉSlÉ WûÉÍxÉsÉ MüUlÉå qÉåÇ qÉSS MüÐ Wæû| qÉÉcÉï, 2023 

MüÐ WûqÉÉUÏ ÌuÉ¨ÉÏrÉ ÎxjÉÌiÉ CxÉÏ oÉÉiÉ MüÐ mÉÑ¹Ï MüUiÉÏ Wæû AÉæU WûqÉåÇ rÉWû xÉÇMåüiÉ SåiÉÉ 

Wæû ÌMü LMü xÉ¤ÉqÉ AÉæU xÉqÉÌmÉïiÉ MüÉrÉïoÉsÉ ÌuÉmÉUÏiÉ mÉËUÎxjÉÌiÉrÉÉåÇ qÉåÇ pÉÏ cÉqÉiMüÉU 

MüU xÉMüiÉÉ Wæû|

oÉæÇMü lÉå ÌlÉuÉsÉ sÉÉpÉ qÉåÇ uÉwÉï-SU-uÉwÉï 90.63% MüÐ uÉ×Î® Måü xÉÉjÉ @3175 

MüUÉåÄQû MüÐ ËUMüÊQïû uÉ×Î® WûÉÍxÉsÉ MüÐ Wæû AÉæU uÉwÉï-SU-uÉwÉï @7252 MüUÉåÄQû MüÉ 

mÉËUcÉÉsÉlÉ sÉÉpÉ SeÉï ÌMürÉÉ (16.94% uÉ×Î®) Wæû| 15 ÌSlÉÉåÇ Måü uÉåiÉlÉ MüÉ 

ÌlÉwmÉÉSlÉ xÉÇoÉ® mÉëÉåixÉÉWûlÉ UÉÍzÉ (mÉÏLsÉAÉD) (11uÉåÇ Ì²mÉ¤ÉÏrÉ xÉqÉfÉÉæiÉå Måü 

AlÉÑxÉÉU) ÎeÉxÉå mÉWûsÉå WûÏ MüqÉïcÉÉËUrÉÉåÇ Måü ZÉÉiÉÉåÇ qÉåÇ eÉqÉÉ MüÐ eÉÉ cÉÑMüÐ Wæû, CxÉ 

iÉjrÉ MüÉ mÉëqÉÉhÉ Wæû ÌMü WûqÉ mÉëoÉsÉ AÉæU qÉeÉoÉÔiÉ WûÉåiÉå eÉÉ UWåû WæÇû AÉæU xÉqÉrÉ Måü 

xÉÉjÉ-xÉÉjÉ WûqÉÉUÉ ÌlÉwmÉÉSlÉ lÉD FÇcÉÉCrÉÉåÇ MüÉå NÕû UWûÉ Wæû| ÌlÉSåzÉMü qÉÇQûsÉ lÉå 

rÉjÉÉ 31.03.2023 MüÉå xÉqÉÉmiÉ uÉwÉï Måü ÍsÉL AmÉåÍ¤ÉiÉ AlÉÑqÉÉåSlÉ Måü AkÉÏlÉ 

@12.00 mÉëÌiÉ CÎYuÉOûÏ zÉårÉU (120%) Måü sÉÉpÉÉÇzÉ MüÐ pÉÏ ÍxÉTüÉËUzÉ MüÐ Wæû| 

rÉjÉÉ 31 qÉÉcÉï 2023 iÉMü oÉæÇMü lÉå uÉæÍµÉMü xiÉU mÉU @20.41 sÉÉZÉ MüUÉåÄQû 

(11.72% uÉ×Î®) MüÉ xÉUÉWûlÉÏrÉ uÉæÍµÉMü MüÉUÉåoÉÉU xÉÇoÉÇkÉÏ qÉÏsÉ MüÉ mÉijÉU 

WûÉÍxÉsÉ ÌMürÉÉ Wæû, ÎeÉxÉqÉåÇ xÉpÉÏ urÉÉuÉxÉÉÌrÉMü qÉÉmÉSÇQûÉåÇ mÉU mÉëaÉÌiÉ EssÉåZÉlÉÏrÉ 

Wæû| SålÉSÉËUrÉÉåÇ Måü mÉ¤É qÉåÇ qÉÏrÉÉSÏ eÉqÉÉUÉÍzÉrÉÉåÇ qÉåÇ uÉwÉï-SU-uÉwÉï 10.51% MüÐ 

uÉ×Î® WÒûD Wæû AÉæU rÉWû oÉÄRûMüU @7.28 sÉÉZÉ MüUÉåÄQû WûÉå aÉrÉÉ Wæû, eÉoÉÌMü ZÉÑSUÉ 

qÉÏrÉÉSÏ eÉqÉÉ 4.52% uÉwÉï-SU-uÉwÉï oÉÄRûMüU @4.61 sÉÉZÉ MüUÉåÄQû WûÉå aÉrÉÉ Wæû 

AÉÎxiÉrÉÉåÇ qÉåÇ, UæqÉ ¢åüÌQûOû qÉåÇ (13.23% uÉ×Î® uÉwÉï-SU-uÉwÉï) MüÐ qÉeÉoÉÔiÉ mÉëaÉÌiÉ 

WûÉÍxÉsÉ WÒûD Wæû, ZÉÑSUÉ GhÉÉåÇ qÉåÇ uÉwÉï-SU-uÉwÉï 10.91% MüÐ uÉ×Î® SeÉï WÒûD, M×üÌwÉ 

AÉæU xÉÇoÉ® aÉÌiÉÌuÉÍkÉrÉÉåÇ Måü ÍsÉL AÌaÉëqÉ pÉÏ 21.24% (uÉwÉï-SU-uÉwÉï) oÉÄRûMüU 

@2.13 sÉÉZÉ MüUÉåÄQû AÉæU LqÉLxÉLqÉD qÉåÇ 3.87% uÉwÉï-SU-uÉwÉï uÉ×Î® Måü xÉÉjÉ 

@1.23 sÉÉZÉ MüUÉåÄQû WûÉå aÉrÉÉ| ÌuÉ¨É uÉwÉï 2022-23 Måü SÉæUÉlÉ MÑüsÉ @6000 

MüUÉåÄQû MüÐ mÉÔÇeÉÏ (AÌiÉËU£ü ÌOûrÉU-1 oÉÊhQû @4000 MüUÉåÄQû AÉæU ÌOûrÉU-|| 

oÉÊhQû @2000 MüUÉåÄQû) eÉÑOûÉD aÉD Wæû, eÉÉå oÉÉeÉÉU Måü ÍsÉL LMü oÉWÒûiÉ WûÏ qÉeÉoÉÔiÉ 

xÉMüÉUÉiqÉMü xÉÇMåüiÉ Wæû| mÉëÉjÉÍqÉMüiÉÉ ¤Éå§É Måü iÉWûiÉ WûqÉlÉå lÉ MåüuÉsÉ AÌlÉuÉÉrÉï 

sÉ¤rÉÉåÇ MüÉå WûÉÍxÉsÉ ÌMürÉÉ Wæû, oÉÎsMü ExÉxÉå AÉaÉå ÌlÉMüsÉ aÉL WæÇû rÉÉlÉÏ- MÑüsÉ 

mÉëÉjÉÍqÉMüiÉÉ (LLlÉoÉÏxÉÏ Måü mÉëÌiÉ 49.23%), M×üÌwÉ (LLlÉoÉÏxÉÏ Måü mÉëÌiÉ 

22.80%), NûÉåOåû AÉæU xÉÏqÉÉÇiÉ ÌMüxÉÉlÉ (LLlÉoÉÏxÉÏ Måü mÉëÌiÉ 17.44%) AÉæU 

MüqÉeÉÉåU uÉaÉÉåïÇ (LLlÉoÉÏxÉÏ Måü mÉëÌiÉ 23.50%)|

SåzÉ lÉå LMü AÉæU cÉÑlÉÉæiÉÏmÉÔhÉï ÌuÉ¨É uÉwÉï 2022-23 MüÉå mÉÔUÉ ÌMürÉÉ Wæû| eÉWûÉÇ 

qÉeÉoÉÔiÉ lÉÏÌiÉ xÉqÉjÉïlÉ, lÉL LuÉÇ AÍpÉlÉuÉ urÉÉmÉÉU qÉÊQûsÉ Måü xÉÉjÉ 

Dear Canarites, 

I would like to express my sincere gra�tude to each and every 
one of you for your hard work and relentless efforts which has 
definitely helped the Bank to remain buoyant and strong, even 
during these challenging �mes, and achieve excellent 
performance in FY2022-23. Our March 2023 financials are 
endorsing and an indica�on to the fact that a competent and 
dedicated workforce can do wonders, even under extremely 
demanding circumstances.

The Bank has achieved a record 90.63% Y-o-Y growth in net 
profit to ₹3175 crore and has recorded an opera�ng profit of 
₹7252 crore Y-o-Y (16.94% growth). The Performance Linked 
Incen�ve (PLI) (as per the 11th bipar�te se�lement) of 15 days' 
salary which has already been credited to staff accounts, is a 
valid testament to the fact that we are growing stronger and 
sturdier and our performances are scaling new heights with 
each passing day. The Board of Directors has also 
recommended a dividend of ₹12.00 per equity share (120%) 
for the year ended on 31.03.2023 subject to requisite 
approvals. The Bank has achieved a commendable global 
business milestone of ₹20.41 lakh crore (11.72% growth) as on 
31st March 2023, with promising headway across all business 
parameters. On the liabili�es side term deposits has grown by 
10.51% Y-o-Y to ₹7.28 lakh crore with retail term deposits 
growing by 4.52% Y-o-Y to ₹4.61 lakh crore. On the assets side, 
RAM cred i t  has  grown st ronger  (13 .23% growth 
Y-o-Y) with retail loans growing by 10.91% Y-o-Y, advances to 
agriculture and allied ac�vi�es growing by 21.24% (Y-o-Y) to 
₹2.13 lakh crore and MSME registering a 3.87% growth Y-o-Y to 
₹1.23 lakh crore. A total of ₹6000 crore capital (Addi�onal Tier-
1 Bonds ₹4000 crore & Tier-II Bonds ₹2000 crore) has been 
raised during the FY2022-23, sending a very strong posi�ve 
signal to the market. We have also achieved and exceeded the 
mandated targets under Priority Sector – Total Priority (49.23% 
to ANBC), Agriculture (22.80% to ANBC), Small and Marginal 
Farmers (17.44% to ANBC) and Weaker Sec�ons (23.50% to 
ANBC).

The country has sailed through another challenging financial 
year 2022-23 with strong policy support, new and innova�ve 
business models and successfully coping and complying with 
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MD & CEO’s Message

xÉTüsÉiÉÉmÉÔuÉïMü pÉÔ-UÉeÉlÉÏÌiÉMü EjÉsÉ-mÉÔjÉsÉ MüÉå AlÉÑMÔüsÉ oÉlÉÉL UZÉlÉå MüÐ 

ÌSzÉÉ qÉåÇ AmÉlÉå MüÉrÉï MüÉå eÉÉUÏ UZÉÉ Wæû| uÉWûÏÇ kÉÏUå-kÉÏUå AÉÍjÉïMü ÌuÉMüÉxÉ MüÐ 

aÉÌiÉ iÉåeÉ WûÉå UWûÏ Wæû AÉæU lÉL ÌuÉ¨É uÉwÉï 2023-24 qÉåÇ oÉæÇÌMÇüaÉ ¤Éå§É Måü ÍsÉL 

xÉMüÉUÉiqÉMü AuÉxÉUÉåÇ MüÐ mÉëiÉÏ¤ÉÉ Wæû ÎeÉxÉqÉåÇ GhÉ uÉ×Î® qÉåÇ iÉåeÉÏ, EmÉpÉÉå£üÉ LuÉÇ 

MüÉUÉåoÉÉU Måü mÉëÌiÉ ÌuÉµÉÉxÉ qÉåÇ xÉÑkÉÉU AÉæU sÉaÉÉiÉÉU oÉÄRûiÉå ÌQûÎeÉOûsÉ mÉSÍcÉ»û pÉÏ 

zÉÉÍqÉsÉ WæÇû| WûqÉÉUÏ rÉWû mÉÔUÏ MüÉåÍzÉzÉ UWåûaÉÏ ÌMü WûqÉ E±ÉåaÉ MüÐ eÉÃUiÉÉåÇ Måü xÉÉjÉ 

MÇükÉÉ xÉå MÇükÉÉ ÍqÉsÉÉMüU cÉsÉåÇ AÉæU AmÉlÉå mÉÔuÉï ÌlÉkÉÉïËUiÉ sÉ¤rÉÉåÇ LuÉÇ 

AÉMüÉÇ¤ÉÉAÉåÇ MüÉå mÉÔUÉ MüUlÉå AÉæU ExÉxÉå pÉÏ AÉaÉå eÉÉlÉå Måü ÍsÉL  ÌlÉUÇiÉU mÉërÉÉxÉ 

MüUåÇ| rÉWû xÉuÉÉïÇÌaÉhÉ ÌlÉwmÉÉSlÉ ÎeÉxÉå WûqÉlÉå ÌuÉ¨É uÉwÉï 22-23 Måü SÉæUÉlÉ SåZÉÉ, rÉWû 

oÉæÇMü ²ÉUÉ mÉëqÉÑZÉ MüÉæzÉsÉ MüÐ ÌuÉzÉåwÉ¥ÉiÉÉ MüÐ AÉåU krÉÉlÉ MåüÎlSìiÉ MüUlÉå Måü 

xÉÉjÉ-xÉÉjÉ urÉÉuÉxÉÉÌrÉMü MüÉrÉï¤Éå§ÉÉåÇ AÉæU mÉËUcÉÉsÉlÉ CMüÉCrÉÉåÇ Måü mÉëpÉÉuÉÏ 

MüÉqÉMüÉeÉ Måü MüÉUhÉ WûÏ xÉÇpÉuÉ WÒûAÉ, ÎeÉxÉxÉå mÉËUcÉÉsÉlÉ S¤ÉiÉÉ qÉåÇ xÉÑkÉÉU WÒûAÉ 

AÉæU xÉÉjÉ WûÏ EimÉÉSMüiÉÉ qÉåÇ uÉ×Î® SeÉï WÒûD| rÉWû LMü xÉUÉWûlÉÏrÉ EmÉsÉÎokÉ Wæû eÉÉå 

LMü S¤É OûÏqÉ Måü ÂmÉ qÉåÇ AmÉlÉÏ mÉåzÉåuÉU pÉÔÍqÉMüÉAÉåÇ AÉæU ÎeÉqqÉåSÉËUrÉÉåÇ MüÉå mÉÔUÏ 

DqÉÉlÉSÉUÏ AÉæU mÉëÌiÉoÉ®iÉÉ Måü xÉÉjÉ oÉZÉÔoÉÏ ÌlÉpÉÉiÉå WÒûL AmÉlÉå MüÉrÉï MüÉå AÇeÉÉqÉ 

SålÉå Måü iÉUÏMåü MüÉå SzÉÉïiÉÏ Wæû| CxÉ EssÉåZÉlÉÏrÉ EmÉsÉÎokÉ LuÉÇ ÌlÉUÇiÉU oÉæÇMü Måü 

uÉ×Î® AÉæU ÌuÉMüÉxÉ MüÐ WûqÉÉUÏ mÉUÇmÉUÉ MüÉå oÉlÉÉL UZÉlÉå Måü ÍsÉL xÉpÉÏ 

MåülÉUÉCOèxÉ MüÉå WûÉÌSïMü oÉkÉÉD|

WûqÉÉUÉ oÉæÇMü WûqÉåzÉÉ xÉWûÏ xÉqÉrÉ mÉU xÉÉqÉËUMü xÉÇaÉPûlÉÉiqÉMü mÉËUuÉiÉïlÉ sÉÉlÉå qÉåÇ 

xÉoÉxÉå AaÉëhÉÏ UWûÉ Wæû iÉÉÌMü MüÉUÉåoÉÉU Måü xÉÉjÉ-xÉÉjÉ CxÉå cÉsÉÉlÉå uÉÉsÉå sÉÉåaÉÉåÇ 

MüÉå AÉuÉzrÉMü mÉëÉåixÉÉWûlÉ mÉëSÉlÉ ÌMürÉÉ eÉÉ xÉMåü| mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ qÉåÇ ÌuÉpÉÉaÉÉåÇ 

MüÉ WûÉsÉ WûÏ qÉåÇ mÉÑlÉaÉïPûlÉ - mÉËUcÉÉsÉlÉ ÌuÉpÉÉaÉ AÉæU xÉÔcÉlÉÉ mÉëÉæ±ÉåÌaÉMüÐ ÌuÉpÉÉaÉ 

MüÉ aÉPûlÉ, mÉëirÉåMü 5 uÉÌOïûMüsÉ, UhÉlÉÏÌiÉ AÉæU xÉÇxÉÉkÉlÉ ÌuÉpÉÉaÉ iÉjÉÉ MüÉUÉåoÉÉËUMü 

AÉæU aÉæU-MüÉUÉåoÉÉËUMü mÉÉåOïûTüÉåÍsÉrÉÉå MüÉ ÌuÉpÉÉeÉlÉ, MüÊmÉÉåïUåOû E¬åzrÉÉåÇ Måü mÉëpÉÉuÉÏ 

mÉëxÉÉU qÉåÇ xmÉ¹iÉÉ, mÉëpÉÉuÉMüÉËUiÉÉ AÉæU xÉUsÉiÉÉ sÉÉlÉå AÉæU urÉÉmÉÉU Måü xÉÑcÉÉÃ 

xÉÇcÉÉsÉlÉ MüÉå oÉÄRûÉuÉÉ SålÉå Måü ÍsÉL xÉÇMüÎsmÉiÉ ÌMürÉÉ aÉrÉÉ Wæû| qÉæÇ mÉëirÉåMü AÇcÉsÉ 

mÉëqÉÑZÉ, ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ mÉëqÉÑZÉ iÉjÉÉ MüÉrÉïMüÉUÏ mÉëqÉÑZÉ xÉå AÉaÉëWû MüUiÉÉ WÕÇû ÌMü 

uÉå ClÉ xÉÉqÉËUMü ÌuÉMüÉxÉ Måü xÉÉjÉ AÉlÉå uÉÉsÉÏ xÉÔ¤qÉ oÉÉUÏÌMürÉÉåÇ MüÉå krÉÉlÉ qÉåÇ 

UZÉiÉå WÒûL CxÉ RûÉÇcÉå MüÉå mÉëpÉÉuÉÏ AÉæU xÉqÉ×® oÉlÉÉlÉå MüÐ ÌSzÉÉ qÉåÇ MüiÉïurÉÌlÉ¸É xÉå 

MüÉqÉ MüUåÇ|

AÉaÉå oÉÄRûlÉå Måü ÍsÉL AoÉ LMü qÉeÉoÉÔiÉ lÉÏÇuÉ UZÉÏ aÉD Wæû AÉæU pÉÌuÉwrÉ oÉWÒûiÉ WûÏ 

EeeuÉsÉ LuÉÇ AÉzÉÉeÉlÉMü ÌSZÉ UWûÉ Wæû| AÉlÉå uÉÉsÉå ÌSlÉÉåÇ qÉåÇ WûqÉÉUÉ krÉÉlÉ MüÉxÉÉ, 

ZÉÑSUÉ eÉqÉÉ, ÌQûÎeÉOûsÉ EimÉÉSÉåÇ Måü iuÉËUiÉ ÌuÉmÉhÉlÉ, AÉÎxiÉrÉÉåÇ MüÐ aÉÑhÉuÉ¨ÉÉ mÉU 

ÌuÉzÉåwÉ krÉÉlÉ SålÉå iÉjÉÉ zÉÑ® LlÉmÉÏL MüÉå 1% oÉåÇcÉqÉÉMïü Måü MüUÏoÉ sÉÉlÉå Måü ÍsÉL 

ÍqÉsÉMüU MüÉqÉ MüUlÉå Måü xÉÉjÉ xÉpÉÏ qÉÉmÉSÇQûÉåÇ qÉåÇ PûÉåxÉ xÉÑkÉÉU mÉU WûÉålÉÉ cÉÉÌWûL|

qÉÑfÉå ÌuÉµÉÉxÉ Wæû MüÐ AÉmÉMåü xÉqÉjÉïlÉ, mÉëÌiÉoÉ®iÉÉ AÉæU xÉqÉÉuÉåzÉÏ rÉÉåaÉSÉlÉ Måü 

xÉÉjÉ WûqÉ AÉlÉåuÉÉsÉå ÌSlÉÉåÇ qÉåÇ AÉæU pÉÏ oÉÄQåû qÉÏsÉ Måü mÉijÉU WûÉÍxÉsÉ MüUåÇaÉå|  

AÉmÉ xÉpÉÏ MüÉå WûÉÌSïMü zÉÑpÉMüÉqÉlÉÉLð

qÉÇaÉsÉ MüÉqÉlÉÉAÉåÇ Måü xÉÉjÉ,

AÉmÉMüÉ,

Måü. xÉirÉlÉÉUÉrÉhÉ UÉeÉÑ 

mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ

the geo-poli�cal upheavals. The economic growth momentum 
is gradually gaining pace and there are posi�ve opportuni�es 
awai�ng the banking sector in the new financial year 2023-24, 
with pick up in credit growth, improving consumer & business 
confidence and the ever expanding digital footprint. It will be 
our endeavour to consistently be in sync with the industry 
requirements and do the needful to match and even go beyond 
our foreseen goals and aspira�ons. The al l-round 
performance, that we witnessed during FY22-23, was possible 
due to the bank's focus on specialisa�on of key skills and 
effec�ve func�oning of business ver�cals and opera�onal 
units which improved the opera�onal efficiency and boosted 
produc�vity. A commendable feat reflec�ng the way we 
func�on as well knit teams and shouldering and execu�ng our 
professed roles and responsibili�es with utmost solemnity and 
commitment. Kudos to all Canarites for this remarkable 
achievement and staunchly suppor�ng our culture of 
perpetual growth and development. 

Our bank has always been at the forefront in bringing in 
strategic organisa�onal changes at the right �me to provide 
the requisite fillip to business as well as the people driving the 
business. The recent reorganisa�on of wings at Head Office – 
forma�on of Opera�ons Wing & Informa�on Technology 
Wing, catering to 5 ver�cals each, Strategy & Resources Wing 
and the bifurca�on of the por�olios into core and non-core, 
has been conceptualised to usher in clarity, efficacy and 
simplicity in the effec�ve dissemina�on of corporate 
objec�ves and to propi�ate smooth conduct of business. I urge 
every Circle Head/ RO Head and Func�onal heads to 
understand the subtle nuances that comes along with these 
strategic developments and earnestly work towards making 
this framework effec�ve and enriching.

A robust founda�on has now been laid for the surge forward 
and the future looks very promising. In the coming days our 
focus should be on tangible improvement across all 
parameters, with special focus on CASA, retail deposits, 
marke�ng of digital products, asset quality and working 
together to bring the Net NPA closer to the 1% benchmark.

With your support commitment and inclusive involvement, 
I am confident that we will a�ain even greater milestones in 
the coming days. 

Wish you all the very best 

With warm regards,

Yours sincerely

K. Satyanarayana Raju
Managing Director & CEO
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EditorialxÉÇmÉÉSMüÐrÉ

The whole world is in a flux and changes are happening all around at 
the blink of an eye. Industries are re-inven�ng and stretching its 
opera�onal horizons, ushering in vivacity and exuberance as part of 
its growth strategy. Digital innova�ons, enriching business models 
and effulgent paradigms of human resources management are the 
current blue prints for organisa�onal growth and development. The 
banking industry is no different and the sea changes that we have 
witnessed in the recent past, with regard to customer rela�onship 
management, digital banking services and opera�onal models are 
tes�mony to the fact that there is an emergence of new-fangled 
financial services, with banking leading the way.

Thomas Edison's wonderful quote “There is way to do it be�er. Find 
it!!” explains in a nutshell the en�re gamut of an organisa�on's 
strategic build. Learning organisa�ons are not a thing of the past, but 
a stark reality now. When Pete M Senge brought out this novel 
concept (of learning organisa�ons) through his magnum opus “The 
Fi�h Discipline – The Art and Prac�ce of Learning Organisa�on” way 
back in 1990, li�le did people realise that the theories to propi�ate 
core learning capabili�es like personal mastery, systems thinking, 
team learning and group problem solving would replace the 
quintessen�al brick and mortar organisa�onal development models. 
But it's a fact that, off late, organisa�ons have started looping and 
factoring in employee learning as part of the organisa�onal 
development and growth curve, a huge step towards crea�ng a 
perpetually growing organisa�on in terms of strategy and design. 

Our Bank has always been a pioneer in conceptualising innova�ve 
business models, supported by unique & robust organisa�onal 
designs. The recent forma�on of specific wings and ver�cals at HO to 
cater to key func�onal areas and the bifurca�on of func�onali�es 
into core and non-core speaks volumes about the Top Leadership 
involvement in scrip�ng a seamless opera�onal flow at all banking 
layers. This Special Edi�on of Shreyas is an a�empt to bring out the 
emerging facets of opera�onal banking and how it is becoming 
increasingly important to align and match organisa�onal structure 
with business innova�ons. The ar�cles /poems/essays by our 
wonderfully gi�ed writers are an exposi�on of these finer aspects, 
affirming our unique culture to consistently re-design, re-orient and 
re-focus to emerge as the best in the industry.

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

Kishore Thampi
Editor
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mÉÔUÉ xÉÇxÉÉU aÉÌiÉzÉÏsÉ Wæû AÉæU mÉsÉMü fÉmÉMüiÉå WûÏ cÉÉUÉåÇ AÉåU oÉSsÉÉuÉ WûÉå UWûÉ Wæû| E±ÉåaÉ 

AmÉlÉÏ ÌuÉMüÉxÉ UhÉlÉÏÌiÉ Måü LMü pÉÉaÉ Måü ÃmÉ qÉåÇ eÉÏuÉÇiÉiÉÉ AÉæU EixÉÉWû Måü xÉÉjÉ AmÉlÉå 

mÉËUcÉÉsÉlÉ Í¤ÉÌiÉeÉ MüÉå AÍpÉlÉuÉ AÉæU ÌuÉxiÉ×iÉ MüU UWåÇû WæÇû| ÌQûÎeÉOûsÉ lÉuÉÉcÉÉU, xÉqÉ×® 

urÉÉmÉÉU qÉÊQûsÉ AÉæU qÉÉlÉuÉ xÉÇxÉÉkÉlÉ mÉëoÉÇkÉlÉ Måü EeeuÉsÉ mÉëÌiÉÃmÉ xÉÇaÉPûlÉÉiqÉMü uÉ×Î® LuÉÇ 

ÌuÉMüÉxÉ Måü qÉÉæeÉÔSÉ mÉëÌiÉqÉÉlÉ WæÇû| aÉëÉWûMü xÉÇoÉÇkÉ mÉëoÉÇkÉlÉ, ÌQûÎeÉOûsÉ oÉæÇÌMÇüaÉ xÉåuÉÉAÉåÇ AÉæU 

mÉËUcÉÉsÉlÉ qÉÊQûsÉ Måü xÉÇoÉÇkÉ qÉåÇ WûÉsÉ Måü ÌSlÉÉåÇ qÉåÇ WûqÉlÉå eÉÉå AÉqÉÔsÉ-cÉÔsÉ mÉËUuÉiÉïlÉ SåZÉÉ 

Wæû, oÉæÇÌMÇüaÉ E±ÉåaÉ pÉÏ CxÉxÉå ANÕûiÉÉ lÉWûÏÇ Wæû| rÉWû CxÉ iÉjrÉ MüÉ mÉëqÉÉhÉ Wæû ÌMü oÉæÇÌMÇüaÉ 

E±ÉåaÉ AsÉaÉ lÉWûÏÇ Wæû| lÉuÉÏlÉ AirÉÉkÉÑÌlÉMü ÌuÉ¨ÉÏrÉ xÉåuÉÉAÉåÇ MüÐ zÉÑÃAÉiÉ WûÉå UWûÏ Wæû, 

ÎeÉxÉqÉåÇ oÉæÇMü AaÉëhÉÏ Wæû| 

jÉÊqÉxÉ LÌQûxÉlÉ MüÉ LMü A°ÒiÉ E®UhÉ Wæû ̀ `oÉåWûiÉU MüUlÉå Måü ÍsÉL xÉSæuÉ AuÉxÉU UWûiÉÉ Wæû, 

ExÉå ZÉÉåeÉåÇ|'' rÉWû xÉÇ¤ÉåmÉ qÉåÇ ÌMüxÉÏ xÉÇaÉPûlÉ Måü UhÉlÉÏÌiÉMü ÌlÉqÉÉïhÉ Måü mÉÔUå SÉrÉUå MüÐ 

urÉÉZrÉÉ MüUiÉÉ Wæû| xÉÏZÉlÉå uÉÉsÉå xÉÇaÉPûlÉ AoÉ oÉÏiÉÏ oÉÉiÉåÇ lÉWûÏÇ UWûÏÇ, oÉÎsMü AÉeÉ LMü 

mÉëMüOû uÉÉxiÉÌuÉMüiÉÉ Wæû| eÉoÉ mÉÏOû LqÉ xÉåÇaÉå lÉå 1990 qÉåÇ AmÉlÉÏ xÉuÉï´Éå¸ UcÉlÉÉ ̀ `S ÌTünjÉ 

ÌQûÍxÉÎmsÉlÉ - S AÉOïû LÇQû mÉëæÎYOûxÉ BTü sÉÌlÉïÇaÉ BaÉïlÉÉCeÉåzÉlÉ'' Måü qÉÉkrÉqÉ xÉå CxÉ 

lÉÔiÉlÉ (EmÉlrÉÉxÉ) AuÉkÉÉUhÉÉ (xÉÏZÉlÉå uÉÉsÉå xÉÇaÉPûlÉÉåÇ MüÐ) MüÉå xÉÉqÉlÉå UZÉÉ, iÉoÉ oÉWÒûiÉ MüqÉ 

sÉÉåaÉÉåÇ MüÉå rÉWû LWûxÉÉxÉ WÒûAÉ ÌMü urÉÌ£üaÉiÉ ÌlÉmÉÑhÉiÉÉ, urÉuÉÎxjÉiÉ-ÍcÉÇiÉlÉ, xÉqÉÔWû-ÍzÉ¤ÉhÉ 

AÉæU xÉqÉÔWû ²ÉUÉ xÉqÉxrÉÉ-xÉqÉÉkÉÉlÉ eÉæxÉå qÉÔsÉ AÍpÉaÉqÉ ¤ÉqÉiÉÉAÉåÇ MüÉå xÉÇiÉÑ¹ MüUlÉå Måü 

ÍxÉ®ÉÇiÉ mÉÑUÉlÉå eÉqÉÉlÉå Måü xÉÇaÉPûlÉÉiqÉMü ÌuÉMüÉxÉ qÉÊQûsÉ MüÉå oÉSsÉ SåÇaÉå| sÉåÌMülÉ rÉWû 

xÉŠÉD Wæû ÌMü, SåU xÉå WûÏ xÉWûÏ, xÉÇaÉPûlÉÉåÇ lÉå xÉÇaÉPûlÉÉiqÉMü ÌuÉMüÉxÉ AÉæU uÉ×Î® uÉ¢ü Måü pÉÉaÉ 

Måü ÃmÉ qÉåÇ MüqÉïcÉÉËUrÉÉåÇ Måü AÍkÉaÉqÉ qÉåÇ sÉÔÌmÉÇaÉ AÉæU TæüYOûËUÇaÉ zÉÑÃ MüU SÏ Wæû| rÉWû 

UhÉlÉÏÌiÉ AÉæU AÍpÉMüsmÉlÉ Måü ¤Éå§É qÉåÇ LMü ÌlÉiÉç EpÉUiÉå WÒûL xÉÇaÉPûlÉ ²ÉUÉ EPûÉrÉÉ aÉrÉÉ oÉÄQûÉ 

MüSqÉ Wæû|

WûqÉÉUÉ oÉæÇMü AÌ²iÉÏrÉ AÉæU xÉÑSØÄRû xÉÇaÉPûlÉÉiqÉMü AÍpÉMüsmÉlÉ ²ÉUÉ xÉqÉÍjÉïiÉ, lÉuÉÉålqÉåwÉÏ 

MüÉUÉåoÉÉU qÉÊQûsÉ MüÐ xÉÇMüsmÉlÉÉ qÉåÇ xÉSæuÉ AaÉëaÉÉqÉÏ UWûÉ Wæû| WûÉsÉ WûÏ qÉåÇ mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ qÉåÇ 

mÉëqÉÑZÉ MüÉrÉÉïiqÉMü ¤Éå§ÉÉåÇ Måü xÉÇcÉÉsÉlÉ Måü ÍsÉL ÌuÉÍzÉ¹ ÌuÉpÉÉaÉÉåÇ AÉæU uÉÌOïûMüsÉÉåÇ MüÉ aÉPûlÉ 

ÌMürÉÉ aÉrÉÉ Wæû| MüÉrÉÉïiqÉMüiÉÉ MüÉå MüÉUÉåoÉÉËUMü AÉæU aÉæU MüÉUÉåoÉÉËUMü qÉåÇ ÌuÉpÉÉeÉlÉ MüUlÉÉ oÉæÇMü 

Måü xÉpÉÏ xiÉUÉåÇ mÉU xÉÑcÉÉÃ mÉËUcÉÉsÉlÉ mÉëuÉÉWû MüÉå oÉlÉÉlÉå qÉåÇ zÉÏwÉï lÉåiÉ×iuÉ MüÐ pÉÉaÉÏSÉUÏ Måü 

oÉÉUå qÉåÇ oÉiÉÉiÉÉ Wæû|  MüÉ rÉWû  mÉËUcÉÉsÉlÉ oÉæÇÌMÇüaÉ Måü EpÉUiÉå WÒûL mÉ¤É ´ÉårÉxÉ ÌuÉzÉåwÉ xÉÇxMüUhÉ

MüÉå EeÉÉaÉU MüUlÉå MüÉ LMü mÉërÉÉxÉ Wæû| MæüxÉå xÉÇaÉPûlÉÉiqÉMü RûÉÇcÉå MüÉå MüÉUÉåoÉÉUÏ lÉuÉÉålqÉåwÉ Måü 

xÉÉjÉ xÉÇUåÎZÉiÉ MüU ÍqÉsÉÉlÉ MüUlÉÉ AirÉÇiÉ qÉWûiuÉmÉÔhÉï WûÉåiÉÉ eÉÉ UWûÉ Wæû, rÉWû eÉÉlÉMüÉUÏ SålÉÉ 

pÉÏ CxÉ mÉërÉÉxÉ Måü AÇiÉaÉïiÉ Wæû| WûqÉÉUå A°ÒiÉ mÉëÌiÉpÉÉzÉÉsÉÏ sÉåZÉMüÉåÇ ²ÉUÉ UÍcÉiÉ sÉåZÉ/ 

MüÌuÉiÉÉ/ ÌlÉoÉÇkÉ qÉåÇ rÉå mÉWûsÉÔ oÉZÉÔoÉÏ xÉqÉÉÌWûiÉ WæÇû, eÉÉå E±ÉåaÉ eÉaÉiÉ qÉåÇ xÉuÉï´Éå¸ Måü ÂmÉ qÉåÇ 

EpÉUlÉå Måü ÍsÉL ÌlÉUÇiÉU lÉL ÍxÉUå xÉå ÌQûeÉÉClÉ MüUlÉå uÉ mÉÑlÉ: iÉærÉÉU MüUlÉå AÉæU ÌTüU xÉå krÉÉlÉ 

MåÇüÌSìiÉ MüUlÉå MüÐ WûqÉÉUÏ AlÉÔPûÏ xÉÇxM×üÌiÉ MüÐ mÉÑÌ¹ MüUiÉå WæÇû|

AÉzÉÉ Wæû ÌMü AÉmÉ CxÉ ÌuÉzÉåwÉ xÉÇxMüUhÉ MüÉå mÉÄRûMüU mÉëxÉ³ÉÍcÉiÉ WûÉåÇaÉå AÉæU WûqÉåÇ AmÉlÉÏ 

mÉëÌiÉÌ¢ürÉÉ pÉåeÉåÇaÉå| WûqÉ AÉmÉMüÐ mÉëÌiÉÌ¢ürÉÉAÉåÇ MüÉ xuÉÉaÉiÉ MüUiÉå WæÇû| M×ümÉrÉÉ MåülÉlÉåOû mÉU 

WûqÉÉUå aÉ×Wû mÉÌ§ÉMüÉ uÉ mÉÑxiÉMüÉsÉrÉ Måü uÉåoÉmÉåeÉ mÉU rÉÉ hohml@canarabank.com mÉU 

qÉåsÉ Måü qÉÉkrÉqÉ xÉå AmÉlÉÏ mÉëÌiÉÌ¢ürÉÉ/ÌOûmmÉhÉÏ SåÇ AjÉuÉÉ AÉmÉ 080 - 22233480 mÉU 

WûqÉxÉå xÉÇmÉMïü MüU xÉMüiÉå WæÇû|

ÌMüzÉÉåU jÉqmÉÏ

xÉÇmÉÉSMü
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New CGM’s Message

It is a great honour and a rare privilege to be elevated as Chief General Manager of our Bank. I am 
extremely grateful to the Top Management for recognising my efforts and contribu�on. In this 
journey, my thoughts and acknowledgment goes to all my illustrious superiors for their 
guidance, benefac�on and relentless grooming which helped me to become the individual that I 
am today. My hear�elt thanks to all my commi�ed colleagues for their abundant love and 
unflinching support, who have toiled shoulder to shoulder, in all my endeavours. My deepest 
gra�tude also goes to my loving family who, through their uncondi�onal support, played an 
invaluable role in my growth as a banker. 

I recall my 33 years of banking career in mul�farious roles handling varied por�olios and responsibili�es. Though it 
was challenging, it was extremely sa�sfying too as I could contribute towards organisa�onal growth and 
development.  The banking paradigm has undergone a tremendous shi� in the recent past, crea�ng numerous 
challenges as well as equal number of opportuni�es. In this backdrop Human Resources Management plays a very 
significant role in effec�vely aligning employee perspec�ves and aspira�ons with organisa�onal goals and 
objec�ves and ac�ng as strategic business partners. The challenge would be to make employees future equipped 
and industry enlightened by enabling individual capabili�es and competencies through pris�ne HR models and 
prac�ces. With a fairly young workforce and an exemplary and a visionary Top Management leadership to guide, I 
am sure that we are on the right track towards regaining the coveted 'numero uno' posi�on, amidst the comity of 
banks, in the days to come

I appeal to all Canarites to work towards your professed goals and targets and Together, let us take this mighty 
organisa�on to the higher pedestals of success and glory.

D Surendran
Chief General Manager

I would like to begin by expressing my sincere thanks to all Canarites for the relentless hard work, 
dedica�on and commitment that has helped our Bank remain resilient through the challenges 
and achieve excellent performance in FY 2022-23. I express my hear�elt gra�tude to our top 
management for believing in me as I shoulder the responsibili�es of Chief General Manager of 
newly formed Opera�ons Wing. As we gear up to further strengthen our Bank's fundamentals 
and achieve newer milestones in FY 2023-24, I would like to share a few words with you all. The 
dynamics of Banking industry has undergone a massive change over the last three years with 
thrust having shi�ed to Digital Banking, greater opera�onal efficiency and enhanced customer experience.

Bank envisions to become the 'Best Bank to Bank With', by offering the best in class customer services to our valued 
customers. In this direc�on, Bank has formed the new 'Opera�ons Wing' on the first day of the current financial 
year, wherein all the five customer oriented ver�cals have been brought under one roof with the common goal to 
ensure excellence in each aspect of customer service. I am confident that with your con�nued efforts and 
commitment, the Bank will scale greater heights in the coming quarters and achieve our vision of becoming the 
'Best Bank to Bank With'. 

I Wish you all good health, happiness and success in FY 2023-24 and beyond.

“Together We Can”

Regards,

K Kalyani
Chief General Manager



I am honored and humbled to have been given the responsibility and the 
opportunity to serve as a GM. I sincerely thank you for believing in my capability and 
considering me suitable for this role. Since the day I have been associated with 
Canara Bank, everyone has treated me with utmost kindness and I have had the 
opportunity to work with and learn from some of the stalwarts of the banking 
industry.

 I am fully aware of the challenging nature of the role and the amount of hard work and sacrifice the 
designa�on entails. I want to assure you that my efforts and dedica�on is only going to increase 
manifold and I will do my utmost best to do jus�ce to the designated post. 

I also request you to con�nue mentoring and guiding me and I hope to be able to take our bank to the 
greatest heights during our country's Amrit Kaal. 

Regards,

Sudhanshu Suman
General Manager

New GM’s Message
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“I feel honored on my eleva�on to General Manager of our Mother Bank. I take this 
opportunity to thank Almighty God, my parents, Bank's Top Management, senior 
colleagues and my family who have played valuable role in my career growth. We are 
here for rendering service to the public, extending social banking and also keeping 
the profitability of the bank in mind.

Having joined the Bank as AEO during 1991, in Wandoor Kerala, I am comple�ng 32 
years of ac�ve service in this great Bank and I feel proud to be part of this glorious journey of the Bank 
as during this period the Bank has grown mul�ple �mes in all spheres of Banking both in size and 
strength. I take this opportunity to encourage all Canari�es that, if we work with dedica�on for 
growth and development of our Mother Bank, it is assured that our hard work will be recognized and 
rewarded. When I was selected for London Branch during 2017, I realized that, bank will definitely 
recognize all our hardwork invested for the bank.

Our bank has all the poten�al with right mix of customer base, geographical spread, technology and 
above all young work force. The Corporate Theme of our Mother Bank is “Casa With Customer 
Connect”, which is challenging at present. The need of the hour is to adopt new strategies and 
technology with focus on customer service and work with team spirit to achieve the goals to prove 
our Business Tagline “Together We Can”.

Regards,

M Vijayakumar
General Manager



7´ÉårÉxÉ  -   AmÉëæsÉ 2023 - qÉD 2023 | 288 Shreyas   April 2023 - May 2023 -

WûqÉÉUå oÉæÇMü MüÐ mÉWûsÉÏ oÉÉåQïû UhÉlÉÏÌiÉ oÉæPûMü  28 AÉæU 29 AmÉëæsÉ 2023 

MüÉå qÉxÉÔUÏ, E¨ÉUÉZÉÇQû qÉåÇ AÉaÉÉqÉÏ 3 uÉwÉÉåïÇ Måü ÍsÉL rÉÉåeÉlÉÉ oÉlÉÉlÉå Måü 

E¬åzrÉ xÉå AÉrÉÉåÎeÉiÉ MüÐ aÉD jÉÏ| oÉæPûMü MüÉ ÌuÉwÉrÉ -``nrÉÔcÉU TüÉåeÉï: S 

lÉåYxOû 1000 QåûÄeÉ'' - AcNåû xÉå qÉWûÉlÉ iÉMü MüÉ MåülÉUÉ oÉæÇMü MüÉ qÉÉaÉï 

mÉëzÉxiÉ MüUlÉÉ| 

oÉæPûMü qÉåÇ oÉÉåQïû Måü AkrÉ¤É ́ ÉÏ ÌuÉeÉrÉ ́ ÉÏUÇaÉlÉ, mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ 

MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ ´ÉÏ Måü xÉirÉlÉÉUÉrÉhÉ UÉeÉÑ xÉÌWûiÉ oÉÉåQïû Måü AlrÉ 

xÉpÉÏ xÉSxrÉÉåÇ lÉå pÉÉaÉ ÍsÉrÉÉ| mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ MüÉ mÉëÌiÉÌlÉÍkÉiuÉ cÉÑlÉå aÉL 

qÉÑZrÉ qÉWûÉmÉëoÉÇkÉMü/ qÉWûÉmÉëoÉÇkÉMü iÉjÉÉ ¤Éå§É MüÉ mÉëÌiÉÌlÉÍkÉiuÉ MÑüzÉsÉ 

MüÉrÉï-ÌlÉwmÉÉSlÉ MüUlÉå uÉÉsÉå AÇ.MüÉ./¤Éå.MüÉ./zÉÉZÉÉ mÉëqÉÑZÉÉåÇ ²ÉUÉ ÌMürÉÉ 

aÉrÉÉ|

´ÉÏ ÌuÉeÉrÉ ´ÉÏUÇaÉlÉ, AkrÉ¤É lÉå oÉæPûMü MüÐ ÂmÉUåZÉÉ ÌlÉkÉÉïËUiÉ MüÐ iÉjÉÉ 

mÉëÌiÉpÉÉÌaÉrÉÉåÇ MüÉå oÉæPûMü MüÐ AmÉå¤ÉÉAÉåÇ Måü ÌuÉwÉrÉ qÉåÇ oÉiÉÉrÉÉ| xÉÉjÉ WûÏ rÉWû 

pÉÏ oÉiÉÉrÉÉ ÌMü MæüxÉå rÉWû oÉæPûMü pÉÌuÉwrÉ qÉåÇ xÉÇaÉPûlÉ Måü ÌuÉMüÉxÉ qÉåÇ 

qÉWûiuÉmÉÔhÉï pÉÔÍqÉMüÉ ÌlÉpÉÉLaÉÏ|

´ÉÏ Måü xÉirÉlÉÉUÉrÉhÉ UÉeÉÑ, mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ 

lÉå oÉæÇMü Måü ÍsÉL qÉWûiuÉmÉÔhÉï qÉÑ¬ÉåÇ mÉU ÌuÉxiÉÉU xÉå oÉiÉÉrÉÉ, ÎeÉxÉqÉåÇ oÉæÇMü MüÉå 

AÉaÉÉqÉÏ iÉÏlÉ uÉwÉÉåïÇ Måü ÍsÉL UhÉlÉÏÌiÉ oÉlÉÉlÉå iÉjÉÉ oÉæPûMü Måü iÉÉæU-iÉUÏMüÉåÇ 

MüÉ xmÉ¹ÏMüUhÉ ÌMürÉÉ|  

SÉå ÌSuÉxÉÏrÉ MüÉrÉï¢üqÉ WûqÉÉUå lÉÊsÉåeÉ mÉÉOïûlÉU - qÉåxÉxÉï oÉÏxÉÏeÉÏ ²ÉUÉ 

AÉrÉÉåÎeÉiÉ ÌMürÉÉ aÉrÉÉ jÉÉ| 4 cÉÑlÉå aÉL ÌuÉwÉrÉ - pÉÌuÉwrÉ MüÉ xÉÉqÉlÉÉ MüUlÉå 

Måü ÍsÉL iÉærÉÉU qÉÉlÉuÉ xÉÇxÉÉkÉlÉ, aÉëÉWûMü MåÇüÌSìiÉ oÉæÇMü MüÉ ÌlÉqÉÉïhÉ, ZÉÑSUÉ 

urÉÉmÉÉU MüÐ uÉ×Î®, AirÉÉkÉÑÌlÉMü ÌuÉzsÉåwÉhÉÉiqÉMü uÉ iÉMülÉÏMüÐ AÉkÉÉUpÉÔiÉ 

xÉÇUcÉlÉÉ mÉU ÌuÉxiÉ×iÉ ÌuÉcÉÉU-ÌuÉqÉzÉï ÌMürÉÉ aÉrÉÉ| mÉëirÉåMü ÌuÉwÉrÉ mÉU qÉåxÉxÉï 

oÉÏxÉÏeÉÏ Måü ÌuÉzÉåwÉ¥ÉÉåÇ ²ÉUÉ ÌuÉcÉÉU-ÌuÉqÉzÉï ÌMürÉÉ aÉrÉÉ, ÎeÉxÉMåü oÉÉS 

xÉpÉÏ mÉëÌiÉpÉÉÌaÉrÉÉåÇ MüÉå zÉÉÍqÉsÉ MüUiÉå WÒûL oÉëåMüBEOû xÉ§É MüÉ AÉrÉÉåeÉlÉ 

ÌMürÉÉ aÉrÉÉ| MüÉrÉÉïluÉrÉlÉ ÌuÉpÉÉaÉ Måü xÉÉjÉ xÉ§ÉÉåÇ Måü ÌlÉwMüwÉï MüÉå xÉÉfÉÉ 

ÌMürÉÉ aÉrÉÉ|  

´ÉÏ AÉzÉÏwÉ aÉaÉï, mÉëoÉÇkÉ ÌlÉSåzÉMü LuÉÇ uÉËU¸ pÉÉaÉÏSÉU- qÉåxÉxÉï oÉÏxÉÏeÉÏ 

²ÉUÉ xÉÉuÉïeÉÌlÉMü AÉæU ÌlÉeÉÏ ¤Éå§É MüÐ xÉÇxjÉÉAÉåÇ Måü oÉÏcÉ uÉæÍµÉMü oÉæÇÌMÇüaÉ 

Måü cÉÍcÉïiÉ ÂfÉÉlÉÉåÇ mÉU krÉÉlÉ MåÇüÌSìiÉ MüUiÉå WÒûL mÉëxiÉÑÌiÉMüUhÉ ÌSrÉÉ aÉrÉÉ, 

eÉWûÉÇ pÉÔ-UÉeÉlÉÏÌiÉMü AÌlÉÍ¶ÉiÉiÉÉ AÉæU EŠ qÉÑSìÉxTüÏÌiÉ/orÉÉeÉ SU 

urÉuÉxjÉÉ mÉU ÌuÉcÉÉU ÌuÉqÉzÉï ÌMürÉÉ aÉrÉÉ| ElWûÉåÇlÉå oÉæÇÌMÇüaÉ Måü pÉÌuÉwrÉ iÉjÉÉ 

qÉÑZrÉ qÉæ¢üÉå ÂfÉÉlÉÉåÇ mÉU krÉÉlÉ MåÇüÌSìiÉ MüUiÉå WÒûL oÉæÇÌMÇüaÉ mÉU ElÉMåü mÉëpÉÉuÉÉåÇ 

Måü xÉÉjÉ AÉlÉå uÉÉsÉå ÌuÉÍpÉ³É ÌuÉMüÉxÉ Måü AuÉxÉUÉåÇ mÉU cÉcÉÉï ÌMürÉÉ, eÉÉå 

AÉaÉÉqÉÏ uÉwÉÉåïÇ qÉåÇ oÉæÇMü Måü ÍsÉL EmÉsoÉkÉ WæÇû|

xÉÑ´ÉÏ ́ ÉårÉwÉÉ eÉÊeÉï, mÉëoÉÇkÉ ÌlÉSåzÉMü LuÉÇ pÉÉaÉÏSÉU- qÉåxÉxÉï oÉÏxÉÏeÉÏ ²ÉUÉ 

aÉëÉWûMü LuÉÇ MüqÉïcÉÉËUrÉÉåÇ MüÐ AÉuÉÉÄeÉ (uÉÊrÉxÉ BTü MüxOûqÉxÉï LÇQû 

LqmsÉÊCeÉ) (aÉëÉWûMü AÉæU zÉÉZÉÉ SÉæUÉ Måü qÉÉkrÉqÉ xÉå mÉsxÉ eÉÉÇcÉ 

xÉuÉåï¤ÉhÉ) xÉÌWûiÉ WûqÉÉUå oÉæÇMü MüÐ rÉjÉÉ ÎxjÉÌiÉ mÉëxiÉÑiÉ MüÐ aÉD| MüqÉïcÉÉUÏ 

mÉsxÉ MüÉ xÉuÉåï¤ÉhÉ ÌSlÉÉÇMü 24.04.2023 xÉå 02.05.2023 Måü oÉÏcÉ 

AÉrÉÉåÎeÉiÉ ÌMürÉÉ aÉrÉÉ AÉæU CxÉqÉåÇ WûqÉÉUå oÉæÇMü Måü 10,431 MüqÉïcÉÉËUrÉÉåÇ lÉå 

pÉÉaÉ ÍsÉrÉÉ| CxÉMåü xÉÉjÉ WûÏ TüÉåUqÉ Måü xÉqÉ¤É ÌuÉxiÉ×iÉ xÉuÉåï¤ÉhÉ ËUmÉÉåOïû 

mÉëxiÉÑiÉ ÌMüL aÉL|  

oÉëåMüAÉEOû xÉ§É Måü ÍsÉL mÉëÌiÉpÉÉÌaÉrÉÉåÇ MüÉå 4 xÉqÉÔWû qÉåÇ ÌuÉpÉÉÎeÉiÉ ÌMürÉÉ 

aÉrÉÉ AÉæU ElÉMåü ²ÉUÉ ÌuÉwÉrÉ mÉU ÌuÉeÉlÉ oÉÉåQïû oÉlÉÉrÉÉ ``ÌuÉeÉlÉ 2026'' 

aÉrÉÉ| 

´ÉÏ. uÉÉxÉÑSåuÉlÉ mÉÏ - MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü (QûÏ), AÉUoÉÏAÉD lÉå CxÉ 

AuÉxÉU MüÐ zÉÉåpÉÉ oÉÄRûÉiÉå WÒûL EpÉUiÉå ÌQûÎeÉOûsÉ ÂfÉÉlÉÉåÇ mÉU LMü xÉ§É 

ÍsÉrÉÉ| ElWûÉåÇlÉå ÌQûÎeÉOûsÉ qÉÉåcÉåï mÉU AÉUoÉÏAÉD ²ÉUÉ MüÐ aÉD ÌuÉÍpÉ³É lÉD 

mÉWûsÉÉåÇ mÉU pÉÏ cÉcÉÉï MüÐ AÉæU oÉÉåQïû Måü xÉSxrÉÉåÇ Måü xÉÉjÉ oÉÉiÉcÉÏiÉ MüÐ|

´ÉÏ. uÉÂhÉ MåüeÉUÏuÉÉsÉ, mÉëoÉÇkÉ ÌlÉSåzÉMü LuÉÇ pÉÉaÉÏSÉU - qÉåxÉxÉï oÉÏxÉÏeÉÏ 

lÉå xÉÉuÉïeÉÌlÉMü AÉæU ÌlÉeÉÏ ¤Éå§É MüÐ xÉÇxjÉÉLÇ qÉåÇ qÉÉlÉuÉ xÉÇxÉÉkÉlÉ Måü 

oÉSsÉiÉå mÉÌUS×vrÉ mÉU ÌuÉcÉÉU-ÌuÉqÉzÉï ÌMürÉÉ| ElÉMüÐ mÉëxiÉÑÌiÉ xÉÇpÉÉÌuÉiÉ 

pÉÌuÉwrÉ Måü lÉuÉÉcÉÉU AÉæU zÉÉZÉÉ oÉlÉÉqÉ ÌuÉÍzÉ¹ CMüÉCrÉÉåÇ xÉå mÉëpÉÉÌuÉiÉ 

¤Éå§É( TÔüOûÌmÉëÇOû) AÉæU BmÉUåÌOÇûaÉ qÉÊQûsÉ (ËUOåûsÉ LxÉåOû WûoÉ, LxÉLqÉD 

xÉÑsÉpÉ AÉÌS) zÉÉÍqÉsÉ jÉå|

´ÉÏ ÌuÉuÉåMü AkÉÉD, xÉWûrÉÉåaÉÏ ÌlÉSåzÉMü- qÉåxÉxÉï oÉÏxÉÏeÉÏ ²ÉUÉ oÉæÇÌMÇüaÉ 

mÉËUSØzrÉ xÉå DLxÉeÉÏ qÉåÇ EpÉUiÉÏ mÉëuÉ×Ì¨ÉrÉÉåÇ AÉæU cÉÑlÉÉæÌiÉrÉÉåÇ LuÉÇ WûqÉÉUå oÉæÇMü 

Måü ÍsÉL AuÉxÉUÉåÇ mÉU LMü xÉÇÍ¤ÉmiÉ AuÉsÉÉåMülÉ ÌMürÉÉ aÉrÉÉ|

xÉÑ´ÉÏ ́ ÉårÉwÉÉ eÉÊeÉï, mÉëoÉÇkÉ ÌlÉSåzÉMü LuÉÇ pÉÉaÉÏSÉU- qÉåxÉxÉï oÉÏxÉÏeÉÏ ²ÉUÉ 

oÉæPûMü Måü SÕxÉUå ÌSlÉ MüÐ zÉÑÂAÉiÉ MüÉxÉÉ Måü qÉÉkrÉqÉ xÉå ZÉÑSUÉ urÉÉmÉÉU Måü 

ÌuÉMüÉxÉ MüÉå xÉ¤ÉqÉ oÉlÉÉlÉå LuÉÇ aÉëÉWûMü MåÇüÌSìiÉ oÉæÇMü Måü ÌlÉqÉÉïhÉ mÉU xÉ§É 

ÍsÉrÉÉ aÉrÉÉ| CxÉMåü oÉÉS,  ´ÉÏ AÌlÉÂ® qÉUÉPåû, mÉëoÉÇkÉ ÌlÉSåzÉMü LuÉÇ

oÉÉåQïû MüÐ UhÉlÉÏÌiÉ oÉæPûMüoÉÉåQïû MüÐ UhÉlÉÏÌiÉ oÉæPûMüoÉÉåQïû MüÐ UhÉlÉÏÌiÉ oÉæPûMüoÉÉåQïû MüÐ UhÉlÉÏÌiÉ oÉæPûMü
oÉÉåQïû rÉÔÌlÉOû

mÉë.ÌlÉ.uÉ qÉÑ.MüÉ.A. MüÉ xÉÍcÉuÉÉsÉrÉ 

mÉë.MüÉ., oÉåÇaÉsÉÔÂ 
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pÉÉaÉÏSÉU - qÉåxÉxÉï oÉÏxÉÏeÉÏ lÉå oÉÏqÉÉ AÉæU AlrÉ mÉ¤É MüÐ AÉrÉ mÉU LMü 

xÉ§É qÉåÇ ÌuÉcÉÉU-ÌuÉqÉzÉï ÌMürÉÉ| ElWûÉåÇlÉå urÉÉmÉMü aÉëÉWûMü EimÉÉSÉåÇ MüÐ 

mÉåzÉMüzÉ MüUiÉå WÒûL zÉÑsMü AÉrÉ qÉåÇ uÉ×Î® AÉæU xÉÑkÉÉU Måü bÉOûMüÉåÇ Måü oÉÉUå 

qÉåÇ cÉcÉÉï MüÐ|

´ÉÏ SåoÉÉzÉÏwÉ qÉÑZÉeÉÏï, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü lÉå oÉæPûMü qÉåÇ cÉcÉÉï ÌMüL aÉL 

MüÉrÉï ÌoÉÇSÒAÉåÇ Måü qÉWûiuÉ mÉU ÌuÉcÉÉU-ÌuÉqÉzÉï ÌMürÉÉ AÉæU CxÉMåü 

MüÉrÉÉïluÉrÉlÉ Måü ÍsÉL ÌuÉpÉÉaÉ Måü mÉëqÉÑZÉ ²ÉUÉ xÉÉuÉkÉÉlÉÏmÉÔuÉïMü AlÉÑuÉiÉÏï 

MüÉUïuÉÉD ÌMüL eÉÉlÉå mÉU mÉU ÄeÉÉåU ÌSrÉÉ| 

´ÉÏ oÉ×eÉ qÉÉåWûlÉ zÉqÉÉï, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü lÉå MüÉUïuÉÉD ÌoÉÇSÒAÉåÇ mÉU 

AmÉlÉå ÌuÉcÉÉU UZÉå AÉæU ÌlÉUÇiÉU mÉëSzÉïlÉ Måü ÍsÉL xÉpÉÏ xiÉUÉåÇ mÉU xÉÉqÉÔÌWûMü 

ÂmÉ xÉå MüÉrÉï (OûÏqÉ uÉMïü) MüUlÉå mÉU mÉU ÄeÉÉåU ÌSrÉÉ|

´ÉÏ AzÉÉåMü cÉÇSì, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü lÉå WûqÉÉUå oÉæÇMü Måü MüÉxÉÉ mÉU aÉWûlÉ 

mÉëxiÉÑÌiÉ SÏ ÎeÉxÉqÉåÇ zÉÉÍqÉsÉ qÉÑ¬ÉåÇ, xÉqÉMü¤É oÉæÇMü MüÐ iÉÑsÉlÉÉ AÉæU E±ÉåaÉ 

MüÐ mÉëuÉ×Ì¨É mÉU mÉëMüÉzÉ QûÉsÉÉ| ElWûÉåÇlÉå oÉÉåQïû Måü xÉSxrÉÉåÇ Måü xÉqÉ¤É WûqÉÉUå 

MüÉxÉÉ qÉåÇ xÉÑkÉÉU Måü ÍsÉL UhÉlÉÏÌiÉrÉÉåÇ mÉU pÉÏ cÉcÉÉï MüÐ|

CxÉMåü oÉÉS oÉæÇMü Måü 3 xÉÉsÉ Måü AÉDOûÏ UÉåQûqÉæmÉ MüÉå ́ ÉÏ mÉÑwMüU ÍxÉlWûÉ, 

qÉWûÉmÉëoÉÇkÉMü-AÉDOûÏ ÌuÉpÉÉaÉ, mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ ²ÉUÉ mÉëxiÉÑiÉ ÌMürÉÉ aÉrÉÉ|

´ÉÏ WûUSÏmÉ ÍxÉÇWû AWûsÉÔuÉÉÍsÉrÉÉ, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü lÉå AmÉlÉå xÉÇoÉÉåkÉlÉ 

qÉåÇ ÌQûÎeÉOûsÉ mÉËUuÉiÉïlÉ Måü qÉWûiuÉ mÉU ÄeÉÉåU ÌSrÉÉ AÉæU rÉWû oÉiÉÉrÉÉ ÌMü MæüxÉå 

rÉå WûqÉÉUå oÉæÇMü Måü ÌuÉMüÉxÉ Måü qÉÉaÉï MüÉå mÉëzÉxiÉ MüUåaÉÉ| 

´ÉÏ. Måü. xÉirÉlÉÉUÉrÉhÉ UÉeÉÑ, mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ 

lÉå oÉÉåQïû Måü xÉSxrÉÉåÇ Måü xÉqÉ¤É oÉæÇMü Måü ÍsÉL iÉÏlÉ uÉwÉï MüÐ pÉÉuÉÏ rÉÉåeÉlÉÉ 

MüÉå mÉëxiÉÑiÉ MüU oÉæPûMü MüÉå xÉqÉÉmiÉ ÌMürÉÉ| ElWûÉåÇlÉå xÉÇoÉÇÍkÉiÉ ÌuÉpÉÉaÉÉåÇ xÉå 

xmÉ¹ xÉqÉrÉ xÉÏqÉÉ Måü xÉÉjÉ ÌlÉSåïzÉÉåÇ MüÉå AÉaÉå oÉÄRûÉlÉå MüÉ AÉaÉëWû ÌMürÉÉ|

oÉÉåQïû Måü ́ ÉÏ UÌuÉM×üwhÉlÉ LqÉ qÉWûÉmÉëoÉÇkÉMü uÉ xÉÍcÉuÉ ²ÉUÉ kÉlrÉuÉÉS ¥ÉÉmÉlÉ 

ÌMürÉÉ aÉrÉÉ|

oÉÉåQïû UhÉlÉÏÌiÉ oÉæPûMü Måü mÉëÌiÉpÉÉÌaÉrÉÉåÇ

oÉÉåQïû Måü xÉSxrÉ mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ AÇ.MüÉ./¤Éå.MüÉ./zÉÉZÉÉ 

´ÉÏ. ÌuÉeÉrÉ ´ÉÏUÇaÉlÉ, AkrÉ¤É

´ÉÏ. Måü. xÉirÉlÉÉUÉrÉhÉ UÉeÉÑ, mÉë.ÌlÉ.uÉ qÉÑ.MüÉ.A.

´ÉÏ. SåoÉÉzÉÏwÉ qÉÑZÉeÉÏï, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü

´ÉÏ. oÉ×eÉqÉÉåWûlÉ zÉqÉÉï, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü

´ÉÏ. AzÉÉåMü cÉÇSì, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü

´ÉÏ. WûUSÏmÉ ÍxÉÇWû AWûsÉÔuÉÉÍsÉrÉÉ, 

MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü

´ÉÏqÉiÉÏ lÉÍsÉlÉÏ mÉ©lÉÉpÉlÉ, ÌlÉSåzÉMü

´ÉÏ. ÌSoÉÉMüU mÉëxÉÉS WûËUcÉÇSlÉ, ÌlÉSåzÉMü

´ÉÏ. ÌoÉqÉsÉ mÉëxÉÉS zÉqÉÉï, ÌlÉSåzÉMü

´ÉÏ. MüÂhÉÉMüU zÉå�ûÏ, ÌlÉSåzÉMü

´ÉÏqÉiÉÏ AÉpÉÉ ÍxÉÇWû rÉSÒuÉÇzÉÏ, ÌlÉSåzÉMü

´ÉÏ. mÉÏ xÉÇiÉÉåwÉ, qÉÑ.qÉ.mÉë, qÉÑÇoÉD AÇ.MüÉ.

´ÉÏ. xÉÇSÏmÉ eÉå aÉÉoÉUå, qÉÑ.qÉ.mÉë, MüÉåsÉMüÉiÉÉ AÇ.MüÉ.

´ÉÏ. pÉÉuÉåÇSì MÑüqÉÉU, qÉÑ.qÉ.mÉë, ÌSssÉÏ AÇ.MüÉ.

´ÉÏ. AÉsÉÉåMü MÑüqÉÉU AaÉëuÉÉsÉ, qÉ.mÉë, sÉZÉlÉF AÇ.MüÉ.

´ÉÏ. zÉÇpÉÑ sÉÉsÉ, qÉ.mÉë, AWûqÉSÉoÉÉS AÇ.MüÉ.

´ÉÏ. ApÉrÉ MÑüqÉÉU, qÉ.mÉë, MüUlÉÉsÉ AÇ.MüÉ.

´ÉÏ. ÌoÉlÉrÉ MÑüqÉÉU, E.qÉ.mÉë, xÉåÇOíûsÉ ÌSssÉÏ, ¤Éå.MüÉ.

´ÉÏ. xÉÇSÏmÉ, xÉ.qÉ.mÉë., mÉÇcÉMÑüsÉÉ ¤Éå.MüÉ.

´ÉÏ. UiÉÏzÉ cÉÇSì fÉÉ, xÉ.qÉ.mÉë, aÉÉÇkÉÏlÉaÉU ¤Éå.MüÉ.

´ÉÏ. iÉåeÉåµÉU UÉuÉ ÌMüsÉÉUÏ, mÉëoÉÇkÉMü, 
WæûSUÉoÉÉS UÉqÉcÉÇSìmÉÑUqÉ (6658)

´ÉÏ. mÉëzÉÉÇiÉ oÉÉoÉÔ LsÉ, mÉëoÉÇkÉMü, cÉårrÉÉU (6810)

´ÉÏqÉiÉÏ AsÉMüÉ UÉeÉÔ, mÉëoÉÇkÉMü, rÉsÉårÉÔU (4028)

´ÉÏ. mÉëxÉÉS uÉÏ oÉÏ, mÉëoÉÇkÉMü, 
xÉåsÉqÉ AqqÉÉmÉåOû-|| (16325)

´ÉÏ. Måü LcÉ mÉOûlÉÉrÉMü, qÉÑ.qÉ.mÉë - 

oÉ×WûiÉ MüÉmÉÉåïUåOû xÉÉZÉ ÌuÉpÉÉaÉ

´ÉÏ. rÉÔ LxÉ qÉeÉÔqÉSÉU, qÉÑ.qÉ.mÉë - 

eÉÉåÎZÉqÉ mÉëoÉÇkÉlÉ ÌuÉpÉÉaÉ

´ÉÏ. QûÏ xÉÑUåÇSìlÉ, qÉÑ.qÉ.mÉë - 

qÉÉlÉuÉ xÉÇxÉÉkÉlÉ ÌuÉpÉÉaÉ

´ÉÏ. mÉÑwMüU ÍxÉlWûÉ, qÉ.mÉë - AÉDOûÏ ÌuÉpÉÉaÉ

´ÉÏqÉiÉÏ AÉU AlÉÑUÉkÉÉ, qÉ.mÉë - 

ZÉÑSUÉ AÉÎxiÉ ÌuÉpÉÉaÉ

´ÉÏ. LcÉ zÉåwÉÌaÉËUSÉxÉ, qÉ.mÉë - 
oÉ×WûiÉ MüÉmÉÉåïUåOû xÉÉZÉ ÌuÉpÉÉaÉ

´ÉÏ. qÉWåûzÉ LqÉ mÉD, qÉ.mÉë - 
xÉÉqÉËUMü uÉ xÉÇxÉÉkÉlÉ ÌuÉpÉÉaÉ

´ÉÏqÉiÉÏ Måü L ÍxÉÇkÉÑ, qÉ.mÉë - 

mÉëÉjÉÍqÉMüiÉÉ xÉÉZÉ ÌuÉpÉÉaÉ

´ÉÏ. UÌuÉM×üwhÉlÉ LqÉ Måü, qÉ.mÉë uÉ oÉÉåQïû xÉÍcÉuÉ - 

mÉë.ÌlÉ.uÉ qÉÑ.MüÉ.A. xÉÍcÉuÉÉsÉrÉ

´ÉÏ. mÉëpÉÉiÉ ÌMüUhÉ, qÉ.mÉë - 
ÍqÉQû MüÉmÉÉåïUåOû xÉÉZÉ ÌuÉpÉÉaÉ

´ÉÏ. LqÉ LxÉ AÉSzÉï, E.qÉ.mÉë - 
mÉë.ÌlÉ.uÉ qÉÑ.MüÉ.A. xÉÍcÉuÉÉsÉrÉ

´ÉÏ. AÉU LqÉ uÉåÇMüOûcÉsÉqÉ, E.qÉÉ.mÉë - 

AlÉÑmÉÉsÉlÉ uÉ eÉÉåÎZÉqÉ AÉkÉÉËUiÉ mÉrÉïuÉå¤ÉhÉ ÌuÉpÉÉaÉ

´ÉÏ. xÉÑkÉÉÇzÉÑ xÉÑqÉlÉ, qÉ.mÉë - LqÉxÉÏxÉÏ ÌuÉpÉÉaÉ

oÉÉåQïû MüÐ UhÉlÉÏÌiÉ oÉæPûMü
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The first Board Strategy Meet of our Bank was held 
at Mussoorie, U�arakhand on 28th & 29th April 
2023 to strategize and plan for next 3 years. The 
theme of the meet was – “Future Forge: the next 
1000 days”-  Char�ng Canara Bank's Course from 
Good to Great.

The Meet was a�ended by the Shri Vijay Srirangan, 
Chairman of the Board, Sri K Satyanarayana Raju, 
MD & CEO along with all other Board members. 
Head Office was represented by select CGMs/GMs 
and Field by Top Performing CO/RO/Branch Heads.  

Shri Vijay Srirangan, Chairman set the context for 
the meet & spelt out the expecta�ons from the 
par�cipants. He also shared the important role this 
meet is going to play in the development of the 
organiza�on in future. 

Shri  K Satyanarayana Raju, MD&CEO elaborated the 
focus areas for the Bank to  strategize and grow in 
the next three years and explained the modali�es of 
the Meet.  

The Two-day Event was curated by our knowledge 
partner – M/s BCG. Detailed delibera�ons took 
place on the 4 iden�fied themes –  Future-ready HR, 
Building a Customer Centric Bank, Retail Business 
Growth, State of the Art Analy�cal & Tech 
Infrastructure. Delibera�on on each theme was 
undertaken by industry experts from M/s BCG which 
was followed by breakout sessions involving all the 
par�cipants. The takeaways of the sessions were 
shared with implemen�ng wings.

A presenta�on on Global Banking trends across 
Public & Pvt. Peers with focus on geopoli�cal 

uncertainty & high infla�on/interest rate regime 
was done by Shri. Ashish Garg, MD & Sr. Partner – 
M/s BCG. He discussed the Future of banking with 
focus on Key Macro trends & implica�ons on 
Banking along with various growth opportuni�es 
available for the bank in the coming years. 

Our bank's as-is posi�on including playback of Voice 
of Customers & Employees (through pulse check 
survey, customer & branch visit) was presented by 
Ms. Sreyssha George, MD & Partner – M/s BCG. The 
Employee Pulse Survey was conducted between 
24.04.2023 to 02.05.2023 and had par�cipa�on of 
10,431 employees of our bank. Detailed Survey 
reports were also presented before the forum. 

Par�cipants were divided into 4 Groups for breakout 
sessions and Vision Board was created by them on 
the theme – “Vision 2026”. 

Shri. Vasudevan P – ED (D), RBI graced the occasion 
& delivered a session on Emerging Digital Trends. He 
also discussed  the various new ini�a�ves taken by 
RBI on the digital front and had an interac�on with 
the Board Members.
 
Shri. Varun Kejriwal, MD & Partner – M/s BCG 
deliberated on HR transforma�on in Public & Pvt. 
peers. His presenta�on also included possible 
futuris�c innova�ons & Branch v/s Specialized Units 
footprint & opera�ng model (Retail Asset Hub, SME 
Sulabh etc.)
  
A brief overview of emerging trends & challenges in 
ESG from a banking lens and opportuni�es for our 
bank was given by Shri. Vivek Adhia, Associate 
Director – M/s BCG. 
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Day two of the Meet started with a session on 
Enabling retail business growth through CASA & 
building a customer centric bank was delivered by 
Ms. Sreyssha George, MD & Partner – M/s BCG.  
Later, Shri. Aniruddha Marathe, MD & Partner – M/s 
BCG deliberated a session on Insurance & third-
party income. He discussed about levers to augment 
a n d  i m p ro v e  fe e  i n c o m e  w h i l e  o ffe r i n g 
comprehensive customer offerings.
 
Shri Debashish Mukherjee, ED  deliberated on the 
importance of the ac�on points emanated from the 
meet & stressed on me�culous follow-up by owner 
wings for the implementa�on of the same.

Shri. Brij Mohan Sharma, ED rendered his views on 
the ac�on points and stressed on team work at all 
levels for sustained performance.

Shri .  Ashok Chandra,  ED did an in-depth 
presenta�on on CASA of our Bank highligh�ng the 

issues involved, peer bank comparison & industry 
trend. He also presented before the Board members 
the Strategies & Way Ahead to improve our CASA. 

Bank's 3 Year IT Roadmap was therea�er presented 
by Shri. Pushkar Sinha, GM – IT Wing, HO.

Shri. Hardeep Singh Ahluwalia, ED in his address 
e m p h a s i z e d  t h e  i m p o r t a n c e  o f  d i g i t a l 
transforma�on and how it will fuel the growth 
trajectory of our bank. 

Shri.  K. Satyanarayana Raju, MD&CEO  wrapped up 
the Meet by laying down the three year Road Map 
for the Bank before the Board Members .He urged 
the Owner Wings to take the direc�ons forward with 
clear �me lines.

Vote of thanks was delivered by Shri. Ravikrishnan M K, 
GM & Secretary to the Board.
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PARTICIPANTS OF BOARD STRATEGY MEET

BOARD MEMBERS HEAD OFFICE CO/RO/BRANCH

Shri. Vijay Srirangan, Chairman

Shri. K. Satyanarayana Raju, MD&CEO 

Shri. Debashish Mukherjee, ED

Shri. Brij Mohan Sharma, ED

Shri. Ashok Chandra, ED

Shri. Hardeep Singh Ahluwalia, ED

Smt. Nalini Padmanabhan, Director

Shri. Dibakar Prasad Harichandan, 
Director

Shri. Bimal Prasad Sharma, Director

Shri. Karunakara She�y, Director

Smt. Abha Singh Yaduvanshi, Director

Shri. P Santhosh, CGM, Mumbai CO

Shri. Sandeep J Gaware, CGM, Kolkata CO

Shri. Bhavendra Kumar, CGM, Delhi CO

Shri. Alok Kumar Agarwal, GM, Lucknow CO

Shri. Shambhu Lal, GM, Ahmedabad CO 

Shri. Abhay Kumar, GM, Karnal CO

Shri. Binay Kumar, DGM, Central Delhi RO

Shri. Sandeep, AGM, Panchkula RO

Shri. Ra�sh Chandra Jha, 
AGM, Gandhinagar RO

Shri. Tejeswara Rao Kilari, Manager,
Hyderabad Ramachandrapuram (6658)

Shri. Prasanth Babu L, 
Manager, Cheyyar (6810)

Smt. Alka Raju, 
Manager, Yaleyur (4028)

Shri. Prasath V B, Manager, 
Salem Ammapet-II (16325)

Shri. K H Patnaik, CGM - LCC Wing

Shri. U S Majumdar, CGM - RM Wing

Shri. D Surendran, CGM - HR Wing

Shri. Pushkar Sinha, GM - IT Wing

Smt. R Anuradha, GM - RA Wing

Shri. H Seshagiridas, GM – LCC Wing

Shri. Mahesh M Pai, GM - S&R Wing

Smt. K A Sindhu, GM - PC Wing

Shri. Ravikrishnan M K, 
GM & Secretary to Board –  
MD&CEO's Secretariat

Shri. Prabhat Kiran, GM - MCC Wing

Shri. M S Adarsh, 
DGM - MD&CEO's Secretariat 

Shri.  R M Venkatachalam, 
DGM – C&RBS Wing

Shri. Sudhanshu Suman, 
GM - MSME Wing
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Sourav Kumar Thakur
Senior Manager

Opera�ons Wing
HO Bengaluru

Operations Wing – Operations Wing – 
Verticals and FunctionsVerticals and Functions

Operations Wing – 
Verticals and Functions

BRIEF DESCRIPTION:

“Perfec�on is not a�ainable, but if we chase perfec�on 
we can catch excellence”- Vince Lombardi

On 01.04.2023, Opera�ons Wing was formed at Head 
Office, wherein all the customer oriented ver�cals have 
been brought under one roof to ensure quality customer 
service and seek excellence in each field, as men�oned in 
the above quote.

Opera�on Management plays an important role in an 
organiza�on as it helps effec�vely manage, control and 
supervise services and people. It also refers to a system, 
which an organiza�on implements to achieve its long 
term goals and mission. It involves crea�ng a system that 
maximizes the output and creates an environment 
where customer's delight can be ensured.

The ver�cals under Opera�ons Wing:

1. CENTRAL PROCESSING 

2. TRANSACTION MONITORING 

3. CUSTOMER SERVICE 

4. RECONCILIATION 

5. CASH MANAGEMENT 

The objec�ves of each ver�cal are men�oned below in 
detail:

1. CENTRAL PROCESSING VERTICAL 

Expanding the scope of banking services, CPHs are set up 
to cater mul�ple processes with reduced TAT, resul�ng in 
improvement of customer experience. The main agenda 
of CPH under CP ver�cal is to centralize the CASA account 
opening process, Compliance func�ons viz. KYC, CKYC 
and Re-KYC, which in turn reduces the burden on the 
branches. The ver�cal comprises of 3 sec�ons:

 I. CASA - Monitoring, Review & Compliance Sec�on 

 II. Development & Helpdesk Sec�on

 III. KYC Sec�on

The main objec�ves of the ver�cal are as follows:

1. To be owner of all accounts (Savings, Current & Term 
 Deposits opened without Savings/Current Account) 
 opened in the Bank 

2. To ensure compliance of all regulatory / statutory 
 guidelines by CPHs

3. To monitor the performance of CPHs 

4. To redress the issues raised by CPHs on real �me basis

5. To ini�ate steps to clear the pendency of various KYC 
 related ma�ers of all the accounts (Savings, Current & 
 Term Deposits opened without Savings/Current 
 Account) opened in the Bank and shall further ensure 
 that suitable controls are in place to avoid such 
 pendency.

2. TRANSACTION MONITORING VERTICAL

Transac�on Monitoring involves assessments of 
customer informa�on, interac�on and ac�vi�es to gain 
an accurate and complete picture of a customer's 
transac�onal behaviour. Various ac�vi�es like money 
transfers, account deposits and fund withdrawals are 
monitored based on certain scenarios to iden�fy 
suspicious transac�ons and mi�gate the risk of financial 
crime. This is a very sensi�ve and crucial ver�cal as it 
saves the hard-earned money of the customers, by 
working on 24/7 basis. Real �me frauds are caught by 
system generated alerts. The ver�cal comprises of 5 
sec�ons:

I. AML/CFT Sec�on (An�-Money Laundering / 
 Comba�ng the Financing of Terrorism)

II. EWS Sec�on (Early Warning Signals)
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5. Ensure that Doorstep Banking services are extended 
 by branches and follow-up of performance of 
 Doorstep Banking facili�es amongst all the ROs/ 
 Branches.

6. Follow-up of Co-ordina�on between ROs/ Branches & 
 Vendors.

7. Monitoring of Call Centre.

8. Revision of books & forms on regular interval. 

4. RECONCILIATION VERTICAL
Reconcilia�on allows an organiza�on to proac�vely 
iden�fy and resolve issues. It is an essen�al internal 
control tool and is necessary in preven�ng and detec�ng 
frauds. There are in total 12 sec�ons under the Recon 
ver�cal. 

The 12 sec�ons comprises of:

I.  NFS & RUPAY Reconcilia�on Sec�on  

II.  VISA & MasterCard Reconcilia�on Sec�on

III.  Cash in ATM/Cash Recycler Reconcilia�on Sec�on

IV.  Credit card & prepaid card sec�on

V.  UPI Sec�on

VI.  IMPS, AEPS & BBPS Reconcilia�on Sec�on

VII. Payment Gateway & Nuclei Sec�on

VIII. Merchant Payment Accoun�ng, Reconcilia�on & 
  Se�lement Sec�on

IX.  NEFT/RTGS Sec�on

X.  Recon Helpdesk

XI.  IBAR DDR & GL Oversight Sec�on

XII. Compliance & Governance Sec�on

The objec�ves of the ver�cal are:

1. To monitor and adjust BARs, IBAs, old entries under 
 SA and SL, Bankers Account, OSC

2. To ini�ate steps to write back and write off pertaining 
 to SL, SD, SA head and non-credit items 

3. To reconcile long pending OSC/OCC entries

4. To manage Clearing & ECS debit mandate, etc.

5. CASH MANAGEMENT VERTICAL
Cash management refers to day-to-day administra�on of 
managing cash inflows and cash ou�lows. Because of the 
mul�tude of cash transac�on on a daily basis, it has to be 
managed. It helps in efficient cash planning. CMS mainly 

III. OTM Sec�on (Offsite Transac�on Monitoring)

IV. EFRM-OM Sec�on (Enterprise Fraud Risk 
 Management – Online Monitoring)

V. Opera�onal Income & Expenditure Sec�on

The main objec�ves of the ver�cal are as follows:

1. To analyse and close alert in real-�me/near real-�me 
 by marking False Posi�ve/Assume 

2. Genuine/Suspect/Confirmed Fraud/Undetermined.

3. To iden�fy exposures of INR 50 Cr & above for 
 monitoring under EWS

4. To monitor the func�oning of OTM Cells

5. To review cash transac�ons routed through GL

3. CUSTOMER SERVICE VERTICAL
What is a good customer service? Good customer service 
means consistently mee�ng customers' expecta�ons. 
Great customer service is quick, easy, personalised and 
empathe�c. Prompt and efficient service will develop 
good public rela�ons, reduce complaints and increase 
business. Providing quality customer service makes the 
customer valued, helps us to meet their needs more 
effec�vely and improves overall customer rela�on. Also, 
nowadays doorstep banking is a major requirement 
which is being provided by our organiza�on and is highly 
appreciated. 

The ver�cal comprises of 3 sec�ons:

I. Customer Service Sec�on

II. Call Centre & Customer Rela�onship Management 
 Sec�on

III. Organiza�on & Methods Sec�on

 The main objec�ves of this ver�cal are:

1. To ensure speedy disposal of complaints received by 
 various offices/branches.

2. Redressal of customer complaints received through 
 online, le�er, telephone, CPGRS, RBI, MOF, E-Mail, 
 call center, in person and in various pla�orms etc.,

3. Redressal of Banking Ombudsman complaints 
 received through CMS portal.

4. Monitor effec�ve conduct of Customers Day / 
 Customer Meets / Standing Commi�ee Mee�ng on 
 Customer Service in all Regional Offices of the Circle. 

Article
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3. To ensure implementa�on of regulatory guidelines 
 issued by regulators 

4. To properly assess the requirement of branches / 
 offices as regards Books, Forms etc., and ensuring 
 uninterrupted supply of items to branches / offices, 
 by a�ending their indents promptly. 

Overall monitoring of ma�ers related to safe Deposit 
Lockers and safe Custody Services like Locker arrears, 
Vacant Lockers, Nomina�on, Upda�on of Master data 
etc. and Con�nuing efforts to increase Safe Deposit 
Locker income.

*****

includes cash flow management, stability, analysis, etc. 
Also the ver�cal deals with Safe Deposit Lockers, Prin�ng 
and sta�onery ma�ers, etc. The ver�cal comprises of 2 
sec�ons:

I. Cash Management & Safe Deposit Locker Sec�on

II. Sta�onery & Prin�ng Sec�on

 The main objec�ves of CMS ver�cal are as follows:

1. To monitor cash holding of currency chests, sor�ng of 
 unsorted notes and remi�ances of soiled notes to RBI 
 and to implement Clean Note Policy.

2. To iden�fy the currency chest for opening, 
 ra�onaliza�on or shi�ing and closure.

The Aspirant's StoryThe Aspirant's StoryThe Aspirant's StoryThe Aspirant's Story

AÉæU eÉoÉ oÉWÒûiÉ qÉåWûlÉiÉ Måü oÉÉS pÉÏ lÉWûÏÇ ÌSZÉiÉÉ 

ÌMüxÉÏ Result MüÐ PDF qÉåÇ AmÉlÉÉ lÉÉqÉ 

iÉÉå OÕûOû eÉÉiÉÉ Wæû qÉlÉ uÉ WûÉUlÉå sÉaÉiÉÉ Wæû WûÉæxÉsÉÉ 

AÉæU ÌTüU sÉaÉiÉÉ Wæû QûU,

ElÉ EqqÉÏSÉåÇ Måü OÕûOûlÉå MüÉ,ExÉ EqÉë Måü oÉÏiÉlÉå MüÉ

uÉ AmÉlÉÉåÇ xÉå ÌMüL uÉÉSÉåÇ MüÉå mÉÔUÉ lÉÉ MüUlÉå MüÉ|

WûqÉ Aspirants MüÉå CxÉ QûU xÉå SÕU MüUiÉÉ Wæû xÉmÉlÉÉ,

qÉÉiÉÉ-ÌmÉiÉÉ MüÉå aÉuÉï qÉWûxÉÔxÉ MüUÉlÉå MüÉ xÉmÉlÉÉ ,

oÉWûlÉ MüÐ AcNûÏ zÉÉSÏ MüUÉlÉå MüÉ xÉmÉlÉÉ ,

ClÉ xÉmÉlÉÉåÇ xÉå AaÉsÉÏ xÉÑoÉWû eÉoÉ WûqÉ eÉÉaÉiÉå WæÇû

iÉÉå ZÉÑS MüÉå WûÉæxÉsÉÉ oÉxÉ CxÉ oÉÉiÉ xÉå SåiÉå WæÇû 

ÌMü CxÉ oÉÉU WûÉå eÉÉLaÉÉ,CxÉ oÉÉU WûÉå eÉÉLaÉÉ|

mÉëqÉÉåS UÇeÉlÉ
mÉëoÉÇkÉMü

qÉWÉUÉeÉaÉÇeÉ vÉÉZÉÉ

MüÌuÉiÉÉ
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oÉÏ.Måü. EmÉëåiÉÏ
uÉËUwP mÉëoÉÇkÉMü (xÉåuÉÉÌlÉuÉ×¨É)

MåülÉUûÉ oÉæÇMü

xÉÉåcÉ MüU xÉqÉfÉMüU CluÉåxOû MüUåÇxÉÉåcÉ MüU xÉqÉfÉMüU CluÉåxOû MüUåÇxÉÉåcÉ MüU xÉqÉfÉMüU CluÉåxOû MüUåÇxÉÉåcÉ MüU xÉqÉfÉMüU CluÉåxOû MüUåÇxÉÉåcÉ MüU xÉqÉfÉMüU CluÉåxOû MüUåÇxÉÉåcÉ MüU xÉqÉfÉMüU CluÉåxOû MüUåÇ

qÉåUÏ EqÉë ExÉ uÉ£ü zÉÉrÉS 10 uÉwÉï MüÐ WûÉåaÉÏ| AYxÉU UÌuÉuÉÉU Måü 

ÌSlÉ ÌmÉiÉÉeÉÏ LMü TüÉCsÉ ZÉÉåsÉMüU oÉæPû eÉÉrÉÉ MüUiÉå jÉå| ÌSlÉ pÉU 

mÉ§ÉÉcÉÉU ÌMürÉÉ MüUiÉå jÉå AÉæU MüÉaÉeÉÉåÇ MüÉå EsÉOûiÉå mÉsÉOûiÉå UWûiÉå jÉå| 

qÉÑfÉå rÉWû xÉoÉ SåZÉ MüU oÉWÒûiÉ aÉÑxxÉÉ AÉiÉÉ jÉÉ| qÉæÇ ElÉxÉå MüWûÏÇ 

bÉÑqÉÉlÉå sÉå eÉÉlÉå Måü ÍsÉL ÎeÉS MüUiÉÉ jÉÉ sÉåÌMülÉ uÉWû rÉWû MüWû MüU 

OûÉsÉ SåiÉå ÌMü uÉWû LMü CÇmÉÊOåïÇûOû MüÉqÉ MüU UWåû WæÇû|

LMü ÌSlÉ qÉæÇlÉå aÉÑxxÉå qÉåÇ MüWû ÌSrÉÉ ÌMü BÌTüxÉ MüÉ MüÉqÉ BÌTüxÉ 

qÉåÇ ÌMürÉÉ MüUÉå| iÉÉå MüWûlÉå sÉaÉå oÉåOûÉ qÉåUÉ rÉWû ÌlÉeÉÏ MüÉqÉ Wæû| qÉæÇlÉå 

mÉÔNûÉ iÉÉå ElWûÉåÇlÉå oÉiÉÉrÉÉ ÌMü rÉWû xÉoÉ qÉæÇ iÉÑqWûÉUå pÉÌuÉwrÉ Måü ÍsÉL WûÏ 

MüU UWûÉ WÕÇû| ElWûÉåÇlÉå oÉiÉÉrÉÉ ÌMü qÉåUÏ qÉåWûlÉiÉ Måü Â2000 ÌMüxÉÏ 

MÇümÉlÉÏ lÉå kÉÉåZÉå xÉå WûÄQûmÉ ÍsÉL WæÇû| rÉWû pÉÏ oÉiÉÉrÉÉ ÌMü ElWûÉåÇlÉå 

AmÉlÉå BÌTüxÉ Måü bÉÌlÉ¸ ÍqÉ§É MüÐ xÉsÉÉWû xÉå Â2000 MüÐ UMüqÉ 

asÉÉåoÉ TüÉClÉåÇxÉ MÇümÉlÉÏ qÉåÇ eÉqÉÉ MüUÉD jÉÏ eÉÉå ExÉ xÉqÉrÉ oÉæÇMüÉåÇ xÉå 

2 aÉÑlÉÉ erÉÉSÉ orÉÉeÉ Så UWåû jÉÏ| BÌTüxÉ Måü oÉWÒûiÉ xÉå MüqÉïcÉÉËUrÉÉåÇ 

lÉå CxÉ MÇümÉlÉÏ qÉåÇ AmÉlÉÏ qÉåWûlÉiÉ MüÐ eÉqÉÉ mÉÔÇeÉÏ eÉqÉÉ MüUÉD 

sÉåÌMülÉ CxÉ MÇümÉlÉÏ Måü qÉÉÍsÉMü eÉqÉÉMüiÉÉïAÉåÇ MüÐ eÉqÉÉ mÉÔÇeÉÏ MüÉå 

sÉåMüU UÉiÉÉåÇ-UÉiÉ pÉÉaÉ aÉL AÉæU MÑüNû xÉqÉrÉ oÉÉS MÇümÉlÉÏ ÌSuÉÉÍsÉrÉÉ 

WûÉå aÉD| CxÉÏ ÌuÉwÉrÉ mÉU ExÉ MÇümÉlÉÏ Måü ÌuÉÂ® mÉÑÍsÉxÉ AÉæU 

xÉUMüÉUÏ qÉWûMüqÉÉåÇ xÉå mÉ§ÉÉcÉÉU MüUiÉÉ UWûiÉÉ WÕÇû iÉÉÌMü CxÉ MÇümÉlÉÏ qÉåÇ 

eÉqÉÉ MüÐ aÉD Â2000 MüÐ UÉÍzÉ uÉÉmÉxÉ ÍqÉsÉ xÉMåü| ÌmÉiÉÉeÉÏ lÉå 

oÉiÉÉrÉÉ CxÉ MÇümÉlÉÏ ²ÉUÉ ÌMürÉÉ aÉrÉÉ pÉëÉqÉMü AÉæU sÉÑpÉÉuÉlÉå orÉÉeÉ 

Måü cÉ‚üU qÉåÇ oÉWÒûiÉ xÉå eÉqÉÉMüiÉÉïAÉåÇ lÉå AmÉlÉÏ qÉåWûlÉiÉ MüÐ MüqÉÉD 

aÉÇuÉÉD Wæû| oÉWÒûiÉ xÉÏ LåxÉÏ ÌuÉkÉuÉÉ AÉæUiÉåÇ AÉæU ËUOûÉrÉQïû MüqÉïcÉÉUÏ jÉå 

ÎeÉlWûÉåÇlÉå AmÉlÉÏ ÎeÉÇSaÉÏ pÉU MüÐ MüqÉÉD CxÉ MÇümÉlÉÏ Måü cÉÇaÉÑsÉ qÉåÇ 

TÇüxÉ MüU aÉÇuÉÉ SÏ Wæû| CxÉ MÇümÉlÉÏ MüÉ qÉÉqÉsÉÉ AoÉ xÉUMüÉUÏ 

ÍsÉÎYuÉQåûOûU Måü mÉÉxÉ SeÉï WûÉå aÉrÉÉ Wæû| qÉÑfÉå rÉÉS Wæû ÌmÉiÉÉeÉÏ MüÐ 

sÉaÉÉiÉÉU 10 xÉÉsÉ iÉMü ÍsÉÎYuÉQåûOûU Måü mÉÉxÉ cÉ‚üU sÉaÉÉlÉå Måü oÉÉS 

LMü ÌSlÉ ElÉMüÉå AmÉlÉå SÉå WûeÉÉU ÂmÉL MüÐ eÉqÉÉ UÉÍzÉ Måü LuÉeÉ qÉåÇ 

Â200 MüÉ cÉåMü xÉUMüÉUÏ ÍsÉÎYuÉQåûOûU Måü BÌTüxÉ xÉå ÍqÉsÉÉ| 

MüÉzÉ rÉWû UÉÍzÉ ÌmÉiÉÉeÉÏ lÉå xÉUMüÉUÏ oÉæÇMü rÉÉ mÉÉåxOû AÉÌTüxÉ qÉåÇ 

eÉqÉÉ MüÐ WûÉåiÉÏ iÉÉå MüqÉ xÉå MüqÉ qÉÔsÉkÉlÉ MüÉ RûÉD aÉÑlÉÉ iÉÉå WûÉå aÉD 

WûÉåiÉÏ|  

CxÉ MÇümÉlÉÏ xÉå 10 xÉÉsÉ iÉMü sÉaÉÉiÉÉU MåüxÉ sÉÄQûiÉå sÉÄQûiÉå AÉæU 

mÉ§ÉÉcÉÉU MüUiÉå MüUiÉå qÉæÇ pÉÏ uÉrÉxMü WûÉå aÉrÉÉ AÉæU 22 xÉÉsÉ MüÐ EqÉë 

qÉåÇ qÉåUÏ lÉÉæMüUÏ oÉæÇMü qÉåÇ sÉaÉ aÉD| ÌmÉiÉÉeÉÏ MÑüNû uÉwÉÉåïÇ qÉåÇ ËUOûÉrÉU 

WûÉålÉå uÉÉsÉå jÉå| WûqÉåÇ xÉUMüÉUÏ qÉMüÉlÉ NûÉåÄQûlÉÉ jÉÉ AÉæU AmÉlÉå ÌlÉeÉÏ 

qÉMüÉlÉ MüÐ urÉuÉxjÉÉ MüUlÉÏ jÉÏ, ÎeÉxÉMåü ÍsÉL qÉÉåOûÏ UMüqÉ MüÐ 

eÉÃUiÉ jÉÏ | qÉæÇlÉå AmÉlÉå oÉæÇMü ÍqÉ§É MüÉå CxÉ xÉqÉxrÉÉ xÉå AuÉaÉiÉ 

MüUÉrÉÉ iÉÉå ElWûÉåÇlÉå qÉÑfÉå LMü ÍcÉOûTÇüQû euÉÉClÉ MüUlÉå MüÉ xÉÑfÉÉuÉ 

ÌSrÉÉ| ElWûÉåÇlÉå oÉiÉÉrÉÉ MüÐ Â2500 mÉëÌiÉ qÉÉWû MüÐ ÍcÉOû Wæû eÉÉå 20 

qÉWûÏlÉå iÉMü cÉsÉåaÉÏ AÉæU AÇiÉ qÉåÇ iÉÑqWåÇû Â50000/ ÍqÉsÉ eÉÉLÇaÉå| 

eÉoÉ qÉMüÉlÉ Måü ÍsÉL eÉÃUiÉ mÉÄQåû ÍcÉOû EPûÉ sÉålÉÉ| ÍcÉOû sÉålÉå qÉåÇ 

oÉWÒûiÉ TüÉrÉSÉ WûÉåiÉÉ Wæû iÉjÉÉ iÉÑUÇiÉ mÉæxÉå pÉÏ ÍqÉsÉ eÉÉiÉå WæÇû| qÉÑfÉå 

ExÉMüÉ xÉÑfÉÉuÉ AcNûÉ sÉaÉÉ AÉæU qÉæÇlÉå 20 qÉWûÏlÉå uÉÉsÉÏ ÂmÉL 

50000 MüÐ ÍcÉOûTÇüQû sÉå sÉÏ| lÉrÉÉ aÉëÑmÉ zÉÑÃ WûÉålÉå mÉU ÍcÉOûTÇüQû Måü 

AÉæaÉïlÉÉDeÉU lÉå iÉÏlÉ ÍxÉiÉÉUÉ WûÉåOûsÉ qÉåÇ xÉpÉÏ qÉåqoÉxÉï MüÉå SÉuÉiÉ SÏ 

AÉæU qÉæÇlÉå pÉÏ ÍcÉOûTÇüQû euÉÉClÉ MüUlÉå MüÐ ZÉÑzÉÏ qÉåÇ ExÉ ÌSlÉ ZÉÔoÉ 

SÉuÉiÉ EÄQûÉD| mÉWûsÉå ÍcÉOû oÉWÒûiÉ qÉWÇûaÉÏ WÉå aÉD AÉæU ExÉMüÉ qÉÑlÉÉTüÉ 

xÉoÉ qÉåÇoÉU qÉåÇü oÉÇOûÉ AÉæU mÉWûsÉÏ CÇxOûÊsÉqÉåÇOû eÉÉå Â2500/ MüÐ jÉÏ, 

qÉÑfÉå ÍxÉTïü ÂmÉL 1500/ WûÏ SålÉå mÉÄQåû| CxÉ iÉUWû xÉå WûU qÉWûÏlÉå 

AÉsÉåZÉ
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ÍcÉOû MüÐ oÉÉåsÉÏ sÉaÉiÉÏ jÉÏ AÉæU MüpÉÏ pÉÏ Â2500/ MüÐ 

CÇxOûÉäsÉqÉåÇOû lÉWûÏÇ SålÉÏ mÉÄQûÏ| qÉæÇlÉå xÉÉåcÉ ÍsÉrÉÉ jÉÉ AÉÎZÉUÏ qÉåÇ 

ÍcÉOûTÇüQû EPûÉFÇaÉÉ AÉæU mÉÔUå Â50000 sÉåMüU eÉÉFÇaÉÉ |

qÉæÇ CxÉ ÍcÉOû MüÐ 8 CÇxOûÊsÉqÉåÇOû Så cÉÑMüÉ jÉÉ AÉæU eÉoÉ 9uÉÏÇ ÌMüxiÉ 

SålÉå MüÉ xÉqÉrÉ AÉrÉÉ iÉÉå mÉiÉÉ cÉsÉÉ ÍcÉOûTÇüQû MüÉ BaÉåïlÉÉCeÉU 

zÉWûU NûÉåÄQû MüU pÉÉaÉ aÉrÉÉ Wæû| qÉæÇ AoÉ iÉMü Â16000 Så cÉÑMüÉ jÉÉ| 

xÉpÉÏ sÉÉåaÉÉåÇ lÉå ÍcÉOûTÇüQû Måü BaÉåïlÉÉCeÉU MüÉ mÉiÉÉ sÉaÉÉlÉå MüÐ 

MüÉåÍzÉzÉ MüÐ sÉåÌMülÉ uÉWû cÉÇmÉiÉ WûÉå aÉrÉÉ jÉÉ| eÉoÉ xÉå ÍcÉOûTÇüQû 

euÉÉClÉ MüÐ jÉÏ qÉÑfÉå sÉaÉ UWûÉ jÉÉ AoÉ iÉÉå AmÉlÉÉ bÉU oÉlÉ WûÏ 

eÉÉLaÉÉ AÉæU qÉlÉ WûÏ qÉlÉ qÉWûÉlÉ aÉÉrÉMü MÑÇüSlÉ sÉÉsÉ xÉWûaÉsÉ eÉÏ 

²ÉUÉ aÉÉrÉÉ aÉÏiÉ aÉÑlÉaÉÑlÉÉrÉÉ MüUiÉÉ jÉÉ|

LMü oÉÇaÉsÉÉ oÉlÉå lrÉÉUÉ

ÎeÉxÉqÉåÇ UWåûaÉÉ MÑülÉoÉÉ xÉÉUÉ||

qÉåUå bÉU oÉlÉlÉå MüÉ xÉÑÇSU xÉmÉlÉÉ cÉMülÉÉcÉÔU WûÉå aÉrÉÉ AÉæU 

qÉåWûlÉiÉ MüÐ MüqÉÉD Måü 16000 ÂmÉL pÉÏ aÉÇuÉÉ ÌSL|

qÉÑfÉå AmÉlÉå ÌmÉiÉÉeÉÏ MüÉ ÌMüxxÉÉ rÉÉS AÉrÉÉ| MüÉzÉ ÍcÉOûTÇüQû 

euÉÉClÉ MüUlÉå xÉå mÉWûsÉå rÉÌS qÉæÇlÉå ÌmÉiÉÉeÉÏ xÉå mÉUÉqÉzÉï ÍsÉrÉÉ WûÉåiÉÉ 

iÉÉå zÉÉrÉS CxÉ kÉÉåZÉÉkÉÄQûÏ xÉå oÉcÉ eÉÉiÉÉ| CxÉ WûÉSxÉå lÉå qÉÑfÉå LåxÉÉ 

fÉMüfÉÉåU ÌSrÉÉ ÌMü qÉæÇlÉå PûÉlÉ ÍsÉrÉÉ ÌMü pÉÌuÉwrÉ qÉåÇ SÉå AÉæU SÉå mÉÉÇcÉ 

MüÉ ZÉåsÉ lÉWûÏÇ ZÉåsÉÔÇaÉÉ|

MÑüNû uÉwÉï ÌSssÉÏ qÉåÇ MüÉrÉï MüUlÉå Måü oÉÉS qÉåUÉ xjÉÉlÉÉÇiÉUhÉ 

TüUÏSÉoÉÉS MüÐ zÉÉZÉÉ qÉåÇ WûÉå aÉrÉÉ| zÉÉZÉÉ qÉåÇ LrÉUTüÉåxÉï xOåûzÉlÉ mÉU 

WûqÉÉUå oÉæÇMü MüÉ LYxÉOåÇûzÉlÉ MüÉEÇOûU jÉÉ eÉWûÉÇ mÉU qÉÑfÉå MüÉqÉ MüUlÉå 

MüÉ AuÉxÉU ÍqÉsÉÉ| LMü ÌSlÉ LrÉUTüÉåxÉï xOåûzÉlÉ MüÉ lÉÉæeÉuÉÉlÉ 

LrÉUqÉælÉ zÉÉZÉÉ qÉåÇ Â40 Måü 16 QíûÉnOû oÉlÉÉlÉå Måü ÍsÉL AÉrÉÉ| qÉæÇlÉå 

ExÉxÉå 16 QíûÉnOû oÉlÉÉlÉå Måü oÉÉUå qÉåÇ eÉÉlÉlÉÉ cÉÉWûÉ iÉÉå ExÉlÉå oÉiÉÉrÉÉ 

ÌMü ExÉlÉå SÍ¤ÉhÉ pÉÉUiÉ MüÐ LMü ÌQûmÉÊÎeÉOû xMüÏqÉ euÉÉClÉ MüÐ Wæû 

ExÉMüÐ mÉåqÉåÇOû Måü ÍsÉL rÉWû 16 QíûÉnOû ExÉÏ xMüÏqÉ Måü iÉWûiÉ oÉlÉlÉå 

Wæû| ExÉlÉå oÉiÉÉrÉÉ xÉU rÉWû oÉWÒûiÉ AcNûÏ xMüÏqÉ Wæû oÉxÉ Â40 Måü 16 

QíûÉnOû pÉåeÉlÉå WæÇû AÉæU ExÉMåü oÉÉS ÎeÉlÉMüÉå ÍqÉsÉåÇaÉå uÉWû AÉaÉå 16 

qÉåÇoÉxÉï oÉlÉÉLÇaÉå CxÉ iÉUWû xÉå qÉÑfÉå QåûÄRû sÉÉZÉ ÂmÉrÉÉ ÍqÉsÉåaÉÉ uÉWû 

pÉÏ qÉÉ§É 640 ÂmÉL MüÐ CluÉåxOûqÉåÇOû xÉå| ExÉlÉå ÌuÉxiÉÉU xÉå qÉÑfÉå 

xMüÏqÉ xÉqÉfÉÉD AÉæU AlÉÑUÉåkÉ ÌMürÉÉ xÉU AÉmÉ pÉÏ xMüÏqÉ MüÉå 

euÉÉClÉ MüUåÇ| ExÉlÉå oÉiÉÉrÉÉ LåxÉå oÉWÒûiÉ xÉå sÉÉåaÉ WæÇû ÎeÉlÉMüÉå QåûÄRû 

sÉÉZÉ ÂmÉrÉÉ ÍqÉsÉ cÉÑMüÉ Wæû|

qÉæÇ xÉqÉfÉ aÉrÉÉ rÉWû oÉåcÉÉUÉ lÉÉæeÉuÉÉlÉ UÉiÉÉåÇ UÉiÉ AqÉÏU oÉlÉlÉå Måü 

cÉ‚üU qÉåÇ TÇüxÉ aÉrÉÉ| qÉæÇlÉå ExÉå xÉqÉfÉÉrÉÉ ÌMü rÉWû LMü mÉÉåÇeÉÏ xMüÏqÉ 

Wæû AÉæU aÉUÏoÉ pÉÉåsÉå-pÉÉsÉå eÉqÉÉMüiÉÉïAÉåÇ MüÉå qÉÑÇaÉåUÏ sÉÉsÉ Måü 

WûxÉÏlÉ xÉmÉlÉå ÌSZÉÉMüU sÉÔOûlÉå MüÉ kÉÇkÉÉ Wæû| qÉæÇlÉå ExÉxÉå mÉÔNûÉ rÉÌS 

Ã640 eÉqÉÉ MüUMåü ÌoÉlÉÉ MÑüNû ÌMüL QåûÄRû sÉÉZÉ ÂmÉrÉÉ ÍqÉsÉ 

eÉÉLaÉÉ iÉÉå MüÉælÉ qÉåWûlÉiÉ AÉæU lÉÉæMüUÏ MüUåaÉÉ| qÉæÇlÉå ExÉå oÉiÉÉrÉÉ iÉÑqÉ 

xÉqÉfÉSÉU mÉÄRåû ÍsÉZÉå CÇxÉÉlÉ WûÉå LåxÉÏ kÉÉåZÉÉkÉÄQûÏ MüÉ ÍzÉMüÉU oÉlÉ 

UWåû WûÉå| oÉæÇMüU WûÉålÉå Måü lÉÉiÉå qÉæÇlÉå ExÉå oÉWÒûiÉ xÉqÉfÉÉrÉÉ| AÇiÉiÉÉåaÉiuÉÉ 

ExÉå qÉåUÏ xÉsÉÉWû mÉxÉÇS AÉD AÉæU ExÉlÉå QíûÉnOû lÉWûÏÇ oÉlÉuÉÉL AÉæU 

xMüÏqÉ lÉWûÏÇ sÉÏ| CxÉ iÉUWû xÉå LMü pÉÉåsÉÉ pÉÉsÉÉ uÉÉrÉÑ xÉålÉÉ MüÉ 

MüqÉïcÉÉUÏ ÌuÉ¨ÉÏrÉ kÉÉåZÉÉkÉÄQûÏ xÉå oÉcÉ aÉrÉÉ| AmÉlÉÏ qÉåWûlÉiÉ Måü 

16000 ÂmÉrÉå ÍcÉOûTÇüQû xMüÏqÉ qÉåÇ aÉÇuÉÉlÉå mÉU qÉæÇlÉå pÉÏwqÉ mÉëÌiÉ¥ÉÉ sÉå 

sÉÏ jÉÏ ÌMü pÉÌuÉwrÉ qÉåÇ AmÉlÉå ÌmÉërÉ aÉëÉWûMüÉåÇ, AÉxÉ mÉÄQûÉåxÉ, ÍqÉ§É 

AÉæU xÉaÉå xÉÇoÉÇÍkÉrÉÉåÇ MüÉå CxÉ iÉUWû MüÐ kÉÉåZÉÉkÉÄQûÏ Måü cÉÑÇaÉsÉ qÉåÇ 

TÇüxÉlÉå lÉWûÏÇ SÕðaÉÉ|

LMü ÌSlÉ qÉåUå mÉÉxÉ ́ ÉÏ oÉlÉuÉÉUÏ sÉÉsÉ LrÉUqÉælÉ AÉL eÉÉå AaÉsÉå 6 

qÉWûÏlÉå qÉåÇ ËUOûÉrÉU WûÉålÉå uÉÉsÉå jÉå| uÉWû AmÉlÉå ËUOûÉrÉUqÉåÇOû mÉU ÍqÉsÉlÉå 

uÉÉsÉÏ UMüqÉ CluÉåxOû MüUlÉå MüÐ rÉÉåeÉlÉÉ oÉlÉÉ UWåû jÉå| ElWûÉåÇlÉå WûqÉÉUÏ 

oÉæÇMü MüÐ 3 xÉÉsÉ Måü ÌTüYxÉ ÌQûmÉÊÎeÉOû mÉU orÉÉeÉ SU Måü oÉÉUå qÉåÇ 

mÉÔNûiÉÉNû MüÐ| WûqÉÉUå oÉæÇMü MüÐ orÉÉeÉ SU ElÉ ÌSlÉÉåÇ 10 mÉxÉåïÇOû jÉÏ| 

rÉWû xÉÑlÉiÉå WûÏ uÉWû MüWûlÉå sÉaÉå AÉmÉMåü oÉæÇMü MüÐ orÉÉeÉ SU iÉÉå oÉWÒûiÉ 

MüqÉ Wæû| qÉæÇlÉå ElWåÇû MüWûÉ xÉpÉÏ oÉæÇMüÉåÇ MüÐ orÉÉeÉ SU AÉeÉMüsÉ 10 

mÉxÉåïÇOû WûÏ Wæû| uÉWû MüWûlÉå sÉaÉå AaÉsÉå 6 qÉWûÏlÉå qÉåÇ qÉÑfÉå oÉÏxÉ sÉÉZÉ 

ÂmÉL Måü ËUOûÉrÉUqÉåÇOû oÉåÌlÉÌTüOû ÍqÉsÉlÉå uÉÉsÉå WæÇû iÉÉå uÉWû UmüqÉ, 

AÉmÉMåü mÉÉxÉ eÉqÉÉ lÉWûÏÇ MüÃÇaÉÉ, YrÉÉåÇÌMü AÉmÉMüÉ orÉÉeÉ SU oÉWÒûiÉ 

MüqÉ Wæû| iÉpÉÏ ElWûÉåÇlÉå LMü MÇümÉlÉÏ MüÉ cÉåMü ÌSZÉÉrÉÉ AÉæU oÉiÉÉrÉÉ 

ÌMü ElWûÉåÇlÉå ExÉ MÇümÉlÉÏ qÉåÇ 2sÉÉZÉ ÂmÉL eÉqÉÉ MüUÉL Wæû AÉæU rÉWû 

MÇümÉlÉÏ ÌTüYxÉ ÌQûmÉÊÎeÉOû mÉU 24 mÉUxÉåÇOû orÉÉeÉ Så UWûÏ Wæû| qÉæÇlÉå 

ElWåÇû xÉqÉfÉÉrÉÉ ÌMü SåzÉ qÉåÇ MüÉåD pÉÏ LåxÉÏ oÉæÇÌMÇüaÉ xÉÇxjÉÉ lÉWûÏÇ Wæû 

eÉÉå eÉqÉÉ mÉÔÇeÉÏ mÉU 24 mÉxÉåïÇOû orÉÉeÉ Så | ElWûÉåÇlÉå aÉÑxxÉå qÉåÇ MüWûÉ 

AÉmÉMåü xÉÉqÉlÉå rÉWû orÉÉeÉ MüÉ cÉåMü eÉqÉÉ MüU UWûÉ WÕÇû, MüqmÉlÉÏ lÉå 

orÉÉeÉ Måü pÉÑaÉiÉÉlÉ Måü ÍsÉL 36 mÉÉåxOû QåûOåûQû cÉåMü ÌSL WæÇû AÉæU 2 

qÉWûÏlÉå MüÉ orÉÉeÉ ÍqÉsÉ pÉÏ aÉrÉÉ Wæû| qÉæÇlÉå ElÉxÉå mÉÔNûÉ, YrÉÉ aÉÉUÇOûÏ Wæû 

AÉmÉMüÉå AaÉsÉå 34 qÉWûÏlÉå Måü ÌSL WÒûL cÉåMü pÉÏ mÉÉxÉ WûÉå eÉÉLÇaÉå| 

qÉæÇlÉå ElWåÇû xÉqÉfÉÉrÉÉ AÉæU MüWûÉ qÉWûÉåSrÉ qÉåUÉ AlÉÑpÉuÉ MüWûiÉÉ Wæû ÌMü 

rÉWû MÇümÉlÉÏ TëüÊQû Wæû AÉæU LMü ÌSlÉ AmÉlÉÉ oÉÉåUÏ ÌoÉxiÉU sÉåMüU 

cÉÇmÉiÉ WûÉå eÉÉLaÉÏ| qÉæÇlÉå ElWåÇû xÉqÉfÉÉrÉÉ WûqÉÉUå oÉæÇMü MüÉ orÉÉeÉ SU 

pÉsÉå WûÏ MüqÉ Wæû sÉåÌMülÉ AÉmÉMüÐ eÉÏuÉlÉ pÉU MüÐ eÉqÉÉ mÉÔÇeÉÏ ETïü 
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qÉÔsÉkÉlÉ xÉÑUÍ¤ÉiÉ Wæû| qÉæÇlÉå ElÉxÉå AlÉÑUÉåkÉ ÌMürÉÉ pÉÔsÉMüU pÉÏ 

ËUOûÉrÉUqÉåÇOû mÉU ÍqÉsÉlÉå uÉÉsÉÏ mÉÔÇeÉÏ CxÉ iÉUWû MüÐ LåUÏ aÉæUÏ MüqmÉlÉÏ 

qÉåÇ eÉqÉÉ lÉÉ MüUÉLÇ| ElÉMåü cÉåWûUå Måü AÉuÉ pÉÉuÉ SåZÉ MüU LåxÉÉ mÉëiÉÏiÉ 

WûÉå UWûÉ jÉÉ ÌMü ElWåÇû qÉåUÏ xÉsÉÉWû mÉxÉÇS lÉWûÏÇ AÉD Wæû AÉæU uÉWû cÉsÉå 

aÉL| ZÉæU oÉæÇMüU WûÉålÉå Måü lÉÉiÉå AmÉlÉå aÉëÉWûMü MüÉå rÉWû xÉoÉ oÉiÉÉlÉÉ 

AÉæU xÉcÉåiÉ MüUlÉÉ qÉåUÉ TüeÉï jÉÉ oÉÉMüÐ ElÉMüÐ qÉeÉÏï|

AaÉsÉå qÉWûÏlÉå rÉWû qÉWûÉzÉrÉ eÉÏ LMü oÉÉU mÉÑlÉÈ oÉæÇMü qÉåÇ AÉL AÉæU 

MüWûlÉå sÉaÉå xÉU CxÉ MÇümÉlÉÏ ²ÉUÉ ÌSrÉÉ orÉÉeÉ MüÉ cÉåMü uÉÉmÉxÉ WûÉå 

aÉrÉÉ Wæû, YrÉÉ AÉmÉ oÉiÉÉ xÉMüiÉå WæÇû ÌMüxÉ MüÉUhÉÉåÇ xÉå uÉÉmÉxÉ WÒûAÉ 

Wæû? qÉæÇlÉå cÉåMü ËUOûlÉï qÉåqÉÉå SåZÉÉ iÉÉå ExÉqÉåÇ MüÉUhÉ ÍsÉZÉÉ jÉÉ Refer 

To Drawer. qÉæÇlÉå ElÉMüÉå CxÉMüÉ qÉiÉsÉoÉ oÉiÉÉrÉÉ ÌMü uÉWû MÇümÉlÉÏ  

AÉäÌTüxÉ eÉÉMüU mÉiÉÉ MüUåÇ zÉÉrÉS ElÉMåü ZÉÉiÉå qÉåÇ UMüqÉ lÉWûÏÇ Wæû|  

uÉWû MÇümÉlÉÏ Måü SniÉU xÉå sÉÉæOû MüU oÉæÇMü AÉL AÉæU oÉiÉÉrÉÉ MÇümÉlÉÏ 

Måü qÉÉÍsÉMü eÉqÉÉMüiÉÉïAÉåÇ MüÉ MüUÉåÄQûÉåÇ ÂmÉrÉÉ sÉåMüU cÉÇmÉiÉ WûÉå aÉL 

WæÇû| AÉeÉ uÉWû qÉåUå xÉÉqÉlÉå zÉÉÇiÉ qÉÑSìÉ qÉåÇ oÉæPåû WÒûL jÉå| qÉæÇlÉå ElÉMüÉå 

oÉiÉÉrÉÉ xÉU qÉæÇlÉå AÉmÉMüÉå mÉWûsÉå WûÏ xÉcÉåiÉ ÌMürÉÉ jÉÉ ÌMü rÉWû 

kÉÉåZÉÉkÉÄQûÏ uÉÉsÉÏ MÇümÉlÉÏ Wæû AÉæU WûqÉ oÉæÇMüU MüÉå mÉiÉÉ WûÉåiÉÉ Wæû ÌMü 

qÉÉMåïüOû qÉåÇ YrÉÉ cÉsÉ UWûÉ Wæû| qÉæÇlÉå MüWûÉ pÉaÉuÉÉlÉ MüÉ zÉÑ¢ü qÉlÉÉAÉå 

ÌMü rÉWû MÇümÉlÉÏ ÍxÉTïü AÉmÉMüÐ MüqÉÉD MüÉ MåüuÉsÉ 2sÉÉZÉ sÉåMüU WûÏ 

cÉÇmÉiÉ WÒûD Wæû| AaÉU rÉWû MüqmÉlÉÏ MÑüNû AÉæU ÌSlÉ ÌOûMü eÉÉiÉÏ iÉÉå 

AÉmÉ mÉÔUÏ ËUOûÉrÉUqÉåÇOû MüÐ eÉqÉÉ mÉÔÇeÉÏ xÉå WûÉjÉ kÉÉå oÉæPûiÉå|

CxÉ iÉUWû MüÐ MümÉOûmÉÔhÉï eÉqÉÉ rÉÉåeÉlÉÉLÇ mÉÉåÇeÉÏ xMüÏqÉ Måü lÉÉqÉ xÉå 

eÉÉlÉÏ eÉÉiÉÏ Wæû| 1920 Måü SzÉMü qÉåÇ CÇasÉæÇQû Måü cÉÉsxÉï mÉÉåÇeÉÏ lÉå 

WûeÉÉUÉåÇ eÉqÉÉMüiÉÉïAÉåÇ MüÉå kÉÉåZÉÉ ÌSrÉÉ| ClWûÉåÇlÉå ÌlÉuÉåzÉMüÉåÇ AÉæU 

eÉqÉÉMüiÉÉïAÉåÇ MüÉå mÉÉåxOûsÉ MÔümÉlÉ qÉåÇ ÌlÉuÉåzÉ mÉU 90 ÌSlÉÉåÇ qÉåÇ 50% 

ËUOûlÉï MüÐ aÉÉUÇOûÏ SÏ eÉoÉÌMü ExÉ xÉqÉrÉ CÇasÉæÇQû qÉåÇ orÉÉeÉ SU 5% 

jÉÏ| cÉÉsxÉï mÉÉåÇeÉÏ AmÉlÉå zÉÑÂAÉiÉÏ ÌlÉuÉåzÉMüÉåÇ MüÉå pÉÑaÉiÉÉlÉ MüUlÉå 

qÉåÇ xÉ¤ÉqÉ UWåû sÉåÌMülÉ oÉÉS Måü ÌlÉuÉåzÉMüÉåÇ MüÉå pÉÑaÉiÉÉlÉ MüUlÉå qÉåÇ 

AxÉqÉjÉï UWåû AÉæU rÉÉåeÉlÉÉ oÉÇS WûÉå aÉD|

mÉÉåÇeÉÏ rÉÉåeÉlÉÉLÇ MümÉOûmÉÔhÉï/kÉÉåZÉÉkÉÄQûÏ ÌlÉuÉåzÉ rÉÉåeÉlÉÉLÇ WûÉåiÉÏ Wæû 

ÎeÉxÉqÉåÇ LMü BmÉUåOûU uÉækÉ ÌlÉuÉåzÉ xÉå sÉÉpÉ Måü oÉeÉÉrÉ lÉL 

ÌlÉuÉåzÉMüÉåÇ xÉå mÉëÉmiÉ mÉÔÇeÉÏ xÉå mÉÑUÉlÉå ÌlÉuÉåzÉMüÉå MüÉå ËUOûlÉï MüÉ 

pÉÑaÉiÉÉlÉ MüUiÉÉ Wæû| mÉÉåÇeÉÏ xMüÏqÉ Måü xÉÇcÉÉsÉMü lÉL ÌlÉuÉåzÉMüÉåÇ MüÉå 

ËUOûlÉï MüÐ AxÉÉqÉÉlrÉ ÃmÉ xÉå EŠ AsmÉMüÉÍsÉMü sÉÉpÉ MüÉ uÉÉSÉ 

MüUMåü sÉÑpÉÉiÉå WæÇû AÉæU ÄeÉÉåUSÉU mÉëcÉÉU mÉëxÉÉU OûÏ uÉÏ, UåÌQûrÉÉå, 

AZÉoÉÉU iÉjÉÉ xÉqÉÉeÉ Måü eÉÉlÉÏ-qÉÉlÉÏ ÌTüsqÉÏ WûÎxiÉrÉÉåÇ MüÉå AmÉlÉÏ 

MüqmÉlÉÏ MüÉ oÉëÉÇQû LÇoÉåxÉQûU oÉlÉÉ MüU pÉÉåsÉå-pÉÉsÉå sÉÉåaÉÉåÇ MüÉå 

AmÉlÉÏ MüqmÉlÉÏ MüÐ xMüÏqÉ qÉåÇ ÌlÉuÉåzÉ Måü ÍsÉL TÇüxÉÉiÉå WæÇû|

ÌmÉUÉÍqÉQû rÉÉåeÉlÉÉLÇ: 

ÌmÉUÉÍqÉQû xMüÏqÉ MüÉå cÉålÉ UåTüUsÉ xMüÏqÉ pÉÏ MüWûÉ eÉÉiÉÉ Wæû| rÉWû pÉÏ 

LMü MümÉOûmÉÔhÉï urÉuÉxÉÉrÉ qÉÊQûsÉ Wæû ÎeÉxÉqÉåÇ xÉSxrÉÉåÇ MüÉå 

rÉÉåeÉlÉÉAÉåÇ qÉåÇ pÉÌuÉwrÉ Måü xÉÉÍjÉrÉÉåÇ MüÉå lÉÉqÉÉÇÌMüiÉ MüUlÉå qÉåÇ ElÉMüÐ 

¤ÉqÉiÉÉ xÉå eÉÑÄQåû pÉÑaÉiÉÉlÉ Måü uÉÉrÉSå Måü xÉÉjÉ pÉiÉÏï ÌMürÉÉ eÉÉiÉÉ Wæû| 

ÌTüsqÉ WåûUÉ TåüUÏ qÉåÇ LMü LåxÉÉ WûÏ ÌMüxxÉÉ Wæû ÎeÉxÉqÉåÇ uÉWû ÌlÉuÉåzÉMüÉåÇ 

MüÉå 25 ÌSlÉ qÉåÇ mÉæxÉÉ QûoÉsÉ MüUlÉå MüÐ rÉÉåeÉlÉÉ oÉiÉÉiÉÉ Wæû| LåxÉÏ 

oÉWÒûiÉ xÉÏ MümÉOû ÌlÉuÉåzÉ rÉÉåeÉlÉÉAÉåÇ qÉåÇ aÉUÏoÉ, pÉÉåsÉå-pÉÉsÉå sÉÉåaÉÉåÇ lÉå 

AmÉlÉÏ qÉåWûlÉiÉ MüÐ MüqÉÉD aÉÇuÉÉD Wæû|

MüÉzÉ ClÉ xÉpÉÏ eÉqÉÉMüiÉÉïAÉåÇ lÉå xÉUMüÉUÏ oÉæÇMüÉåÇ qÉåÇ AmÉlÉÏ eÉqÉÉ 

mÉÔÇeÉÏ ÌlÉuÉåzÉ MüÐ WûÉåiÉÏ iÉÉå uÉå CxÉ iÉUWû MüÐ ÌuÉ¨ÉÏrÉ kÉÉåZÉÉkÉQûÏ xÉå  

oÉcÉ eÉÉiÉå |

pÉÉUiÉ xÉUMüÉU, ÌuÉ¨É qÉÇ§ÉÉsÉrÉ, pÉÉUiÉÏrÉ ËUeÉuÉï oÉæÇMü AÉæU xÉUMüÉUÏ/ 

xÉÉuÉïeÉÌlÉMü ¤Éå§É Måü oÉæÇMü Måü qÉÉkrÉqÉ xÉå xÉqÉrÉ-xÉqÉrÉ mÉU AÉqÉ 

eÉlÉiÉÉ MüÉå CsÉåYOíûÊÌlÉMü, ÌmÉëÇOû, xÉÉåzÉsÉ qÉÏÌQûrÉÉ Måü qÉÉkrÉqÉ xÉå 

xÉcÉåiÉ MüUiÉå UWûiÉå WæÇû ÌMü ÌlÉuÉåzÉ Måü pÉëÉqÉMü/sÉÑpÉÉuÉlÉå 50 mÉxÉåïÇOû 

sÉÉpÉ/ËUOûlÉï uÉÉsÉÏ rÉÉåeÉlÉÉAÉåÇ xÉå oÉcÉåÇ AÉæU ÌlÉuÉåzÉ MüUlÉå xÉå mÉWûsÉå 

MÇümÉlÉÏ Måü oÉÉUå qÉåÇ mÉÔhÉï eÉÉlÉMüÉUÏ sÉåÇ| LåxÉå oÉWÒûiÉ xÉå ÌuÉ¥ÉÉmÉlÉ OûÏuÉÏ 

AÉæU AZÉoÉÉU qÉåÇ AÉiÉå WæÇû ÎeÉxÉqÉåÇ oÉiÉÉrÉÉ eÉÉiÉÉ Wæû ÌMü LåxÉÏ xMüÏqÉ 

eÉÉå sÉÑpÉÉuÉlÉÉ orÉÉeÉ SU Så AÉæU 2 uÉwÉÉåïÇ qÉåÇ mÉæxÉÉ QûoÉsÉ MüUåÇ CxÉ 

iÉUWû MüÐ xMüÏqÉÉåÇ xÉå oÉcÉå|

AÉeÉ pÉÏ qÉÉMåïüOû qÉåÇ oÉWÒûiÉ xÉÏ LåxÉÏ xMüÏqÉ WæÇû ÎeÉxÉqÉåÇ aÉUÏoÉ, 

AlÉmÉÄRû sÉÉåaÉÉåÇ Måü AsÉÉuÉÉ mÉÄRåû-ÍsÉZÉå, ÌuÉ²ÉlÉ pÉÏ ClÉ kÉÉåZÉå uÉÉsÉÏ  

xMüÏqÉ qÉåÇ TÇüxÉ eÉÉiÉå WæÇû AÉæU AmÉlÉÏ qÉåWûlÉiÉ MüÐ eÉqÉÉ mÉÔÇeÉÏ aÉuÉÉÇ 

oÉæPûiÉå WæÇû|

TÇüQûÉ = AÉCL WûqÉ xÉoÉ ÍqÉsÉMüU pÉÏwqÉ mÉëÌiÉ¥ÉÉ sÉåÇ ÌMü eÉÉå pÉÏ 

WûqÉÉUå xÉÇmÉMïü qÉåÇ AÉLaÉÉ , ExÉMüÉå CxÉ iÉUWû MüÐ MümÉOûmÉÔhÉï / mÉÉåÇeÉÏ 

/ÌmÉUÉÍqÉQû rÉÉåeÉlÉÉAÉåÇ Måü oÉÉUå qÉåÇ oÉiÉÉLÇaÉå , xÉiÉMïü MüUåÇaÉå AÉæU ElWåÇû 

AmÉlÉå oÉæÇMü xÉå eÉÉåÄQåÇûaÉå, iÉpÉÏ WûqÉ CxÉ iÉUWû MüÐ kÉÉåZÉÉkÉÄQûÏ uÉÉsÉÏ 

MüqmÉÌlÉrÉÉåÇ xÉå pÉÉåsÉå-pÉÉsÉå eÉqÉÉMüiÉÉïAÉåÇ MüÉå ÌuÉ¨ÉÏrÉ kÉÉåZÉÉkÉÄQûÏ 

xÉå oÉcÉÉ mÉÉLÇaÉåÇ |

***** 

AÉsÉåZÉ
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Opera�onal banking is the process of managing a bank's 
daily opera�ons, including ac�vi�es like deposi�ng and 
withdrawing money, opening new accounts, and 
processing transac�ons. To understand opera�onal 
banking, let me tell you a story: Meet Rahul, a 
hardworking businessman who owns a small bakery. 
Every day, he deposits his earnings into his bank account 
to keep his business running. One day, Rahul's bank 
experienced a technical issue and his transca�on was 
delayed. As a result, Rahul was unable to purchase the 
ingredients he needed to bake his cakes and pastries. 
Rahul was frustrated, but he understood that the bank's 
daily opera�ons could some�mes encounter issues like 
this. Opera�onal banking involves managing these types 
of issues to ensure that customers like Rahul can access 
their money and complete transac�ons smoothly.

To ensure that Rahul's needs are met, the bank has a 
team of dedicated professionals who work behind the 
scenes to process transac�ons, maintain the bank's IT 
systems, and provide customer service. These staff 
members will ensure that Rahul's deposit is processed 
quickly, his account is updated accurately, and if any 
issues he encounters, will be resolved promptly.

Opera�onal banking has undergone significant 
transforma�on in recent years, driven by the changing 
needs and preferences of customers, as well as advances 
in technology. The rise of digital channels, mobile 
devices, and Fintech startups has created new 
opportuni�es and challenges for banks to redefine their 
opera�onal models and serve a new genera�on of 
customers be�er. 

The Changing Landscape of Opera�onal Banking
I, recently, spoke at the School of Financial Studies, 
University of Amritsar on “Digital Disrup�ons in the 
Banking Sector”. I started my talk with a couple of 
ques�ons for the audience. Ques�on No 1: How many of 

you prefer Apps like Google Pay, Paytm, PhonePe, etc 
over your bank's App? Almost all the hands rose in 
agreement. Then I asked the second ques�on “How 
many of you are sa�sfied with the Banking Apps of your 
Bank? Only a small number of hands rose this �me. This 
shows a very important difference between Fintechs and 
banks. While Fintechs are Technology centric, banks are 
not, atleast not yet.

The Rise of Digital Channels
The prolifera�on of digital channels has fundamentally 
changed the way banks interact with their customers. 
From roughly 2000 crore digital transac�ons in FY 2017-
18, to a staggering 8840 crore transac�ons in the FY 
2021-22 (reports by RBI, NPCI, etc), digital banking has 
become the new norm. According to a survey conducted 
by Accenture, 87% of customers use digital channels for 
banking, and 67% prefer to use mobile devices for 
transac�ons. This shi� towards digital banking is being 
driven by a range of factors, including convenience, 
speed, and accessibility.

Banks are responding to this trend by inves�ng heavily in 
digital pla�orms that are user-friendly, secure, and 
reliable. This includes developing mobile apps, online 
portals, and other digital channels that allow customers 
to access banking services from anywhere, at any �me.

The Rise of Fintech Startups
Fintech startups, which leverage technology to provide 
faster, cheaper, and more personalized services to 
customers, are also challenging tradi�onal banks. These 
companies are disrup�ng the banking industry by 
offering innova�ve products and services that cater to 
the needs of specific customer segments.

For example, digital-only Fintechs like Paytm, PhonePay, 
and the like have been emerging as an all-new industry. 
There are hundreds of Fintechs in India today and some 
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of them have grown so big that they have become 
Unicorns, with a valua�on of more than a Billion Dollars. 
Globally, Banks like Chime and Revolut are offering fee-
free banking and easy account opening, while payment 
companies like Stripe and Square are disrup�ng the 
payments industry with their APIs and pla�orms. To 
compete with fintech startups, tradi�onal banks are 
inves�ng in digital transforma�on ini�a�ves and 
partnering with fintech companies, under the Open 
banking Model, to enhance their product offerings. 
According to a report by Accenture, globally, 63% of 
consumers are willing to use financial products or 
services provided by tech giants like Amazon, Google, or 
Apple. This demonstrates the growing compe��on faced 
by banks from non-banking companies.

The Role of AI and Data Analy�cs
Banks are leveraging Ar�ficial Intelligence (AI) and data 
analy�cs to gain insights into customer behavior and 
preferences, and to deliver personalized products and 
services. For example, banks can use machine learning 
algorithms to recommend relevant products and 
services based on a customer's transac�on history. This 
helps banks to deepen their customer rela�onships and 
improve customer reten�on.

In addi�on, AI and data analy�cs can help banks to detect 
and prevent fraud, manage risk, and enhance 
opera�onal efficiency. According to a report by 
Accenture, 70% of banking execu�ves believe that AI will 
be the primary way banks interact with their customers 
within the next five years.

The Importance of Customer Experience
The importance of customer experience has become 
increasingly evident in the banking industry. Banks need 
to focus on delivering excep�onal customer experiences 
across all channels, including digital and in-person. This 

requires inves�ng in customer service training, and using 
customer feedback to improve processes and products. 
According to a report by PwC, 73% of customers are 
willing to do business with a bank that offers a great 
customer experience, even if it means paying higher fees. 
This demonstrates the importance of customer 
experience in building customer loyalty and reten�on.

Key Strategies for Redefining Opera�onal Banking
Opera�onal banking is an essen�al aspect of the financial 
services industry. The tradi�onal model of opera�onal 
banking, however, is rapidly changing. With the rise of 
digital technologies, customers now demand greater 
convenience, accessibility, and speed in their banking 
experience. To remain relevant and compe��ve, banks 
need to redefine their opera�onal models and focus on 
providing excellent customer experience. This essay will 
examine the key strategies for redefining opera�onal 
banking.

Leveraging Digital Channels
The rise of digital channels has transformed the way 
banks interact with their customers. The use of mobile 
devices and online pla�orms has become increasingly 
popular among customers who demand convenient 
banking services. In fact, according to a report by FDIC, 
Chase and Marqeta, 71 percent of customers have used a 
mobile wallet to make payment in the last year 2022

To remain compe��ve, banks need to invest in digital 
channels to provide seamless banking experience to 
their customers. For example, many banks have 
developed mobile apps that allow customers to 
complete transac�ons, manage accounts, and access 
support from their mobile devices. 

Moreover, banks can leverage digital channels to provide 
personalized banking services to customers. For 
instance, using data analy�cs and machine learning 
a lgor i thms,  banks  can  prov ide  persona l i zed 
recommenda�ons for financial products based on the 
customer's behavior, preferences, and needs.

Embracing Fintech Partnerships
Fintech startups have disrupted the banking industry by 
offering innova�ve products and services. Many fintech 
companies have iden�fied gaps in the market and 
developed products that cater to specific customer 
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needs. To remain compe��ve, tradi�onal banks need to 
partner with fintech companies and leverage their 
technology to provide a be�er customer experience. 
Fintech partnerships can help banks to accelerate their 
digital transforma�on ini�a�ves, provide access to 
cu�ng-edge technology, and offer a wider range of 
financial products and services. For example, many 
banks have partnered with fintech startups to provide 
digital payments, wealth management, and lending 
services.

This is true for India as well as the world. For example, 
according to a survey by PwC, over 80% of banking 
execu�ves believe that fintech partnerships will be 
crucial in driving innova�on in the banking industry. In 
fact, a report by McKinsey revealed that banks which 
partner with fintech companies have higher digital 
adop�on rates and be�er customer engagement.

Inves�ng in Data Analy�cs and Ar�ficial Intelligence
Data analy�cs and Ar�ficial Intelligence (AI) are 
transforming the banking industry. Banks can use data 
analy�cs and AI to gain insights into customer behavior, 
improve risk management, and automate processes. For 
example, banks can use machine learning algorithms to 
iden�fy fraud and detect anomalies in transac�on data. 
Moreover, data analy�cs and AI can help banks to 
provide personalized banking services to customers. 
Banks can use customer data to develop personalized 
recommenda�ons for financial products, automate 
customer support, and provide predic�ve insights into 
customer needs. In fact, a study by the Interna�onal Data 
Corpora�on (IDC) predicted that worldwide spending on 
AI systems in the banking industry will reach $4.1 billion 
by 2024.

Focusing on Customer Experience
Customer experience is a cri�cal factor in the success of 
opera�onal banking. Banks need to provide an 
excep�onal customer experience across all touch points, 
including digital and in-person interac�ons. To achieve 
this, banks need to invest in customer service training, 
improve their processes, and use customer feedback to 
enhance their services. According to a survey by 
Accenture, 73% of customers are willing to pay more for  
great customer experience. Moreover, a report by PwC 
revealed that 80% of customers are willing to switch 

banks if they receive poor customer service. To provide 
an excep�onal customer experience, banks need to 
listen to their customers’ requirements.

Best Prac�ces for Redefining Opera�onal Banking
Here are some best prac�ces that banks can use to 
successfully redefine their opera�onal models for a new 
genera�on of customers:

 1. Start with a Clear Strategy: Banks need to have a 
  clear strategy for digital transforma�on that aligns 
  with their overall business goals. This requires 
  assessing their current capabili�es and iden�fying 
  areas for improvement.

 2. Invest in Talent and Culture: Banks need to invest 
  in talent and culture to drive innova�on and 
  change. This requires a�rac�ng and retaining top 
  talent, and fostering a culture of experimenta�on 
  and risk-taking.

 3. Adopt Agile Methodologies: Banks can adopt agile 
  methodologies to enable faster and more 
  interac�ve development of products and services. 
  This requires breaking down silos and promo�ng 
  collabora�on across teams.

 4. Focus on Security and Compliance: Banks need to 
  collide head on with this challenge. Cyber a�acks 
  have been wrecking havoc in India and the world.

Tail-piece: Opera�onal banking is undergoing a 
significant transforma�on, driven by changing customer 
needs and the rapid adop�on of digital technologies. To 
remain compe��ve, banks need to redefine their 
opera�onal models and focus on providing an 
excep�onal customer experience. This requires 
leveraging digital channels, embracing Fintech 
partnerships, inves�ng in data analy�cs and AI, and 
focusing on customer experience. By adop�ng these key 
strategies, banks can be�er serve the needs of a new 
genera�on of customers and posi�on themselves for 
long-term success in the evolving landscape of 
opera�onal banking. The future of banking lies in the 
ability of banks to adapt to changing customer needs, 
embrace digital innova�on, and deliver a seamless, 
personalized experience to their customers.

*****
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The Digital Rupee e₹ or E-Rupee is a tokenised digital 
version of the Indian Rupee which is issued by the 
Reserve Bank of India (RBI) as Central Bank Digital 
Currency (CBDC). As per RBI, CBDC is a digital 
representa�on of legal tender money. It is a digital 
version of the Indian Rupee i.e. fiat currency. 
Consequently, it may be traded for fiat money on a one-
for-one basis.

Fiat money is a type of currency that the government of 
a na�on issues. Historically, it was distributed as bank 
notes and coins. It is regarded as legal currency and 
may be used to purchase and sell goods and services.
 
CBDC, being a sovereign currency, holds unique 
advantages of central bank money viz. trust, safety, 
liquidity, se�lement, finality and integrity. Introduc�on 
of CBDC would result in reduc�on in opera�onal costs 
involved in physical cash management, fostering 
financial inclusion, bringing resilience, efficiency, and 
innova�on in payments system, adding efficiency to 
the se�lement system, boos�ng innova�on in cross-
border payments space and providing public with uses 
that any private virtual currencies can provide, without 
the associated risks. The use of offline feature in CBDC 
would also be beneficial in remote loca�ons and offer 
availability and resilience benefits when electrical 

1
power or mobile network is not available.

The development of CBDC would improve the digital 
economy of the country. Digital Rupee is based on 
blockchain technology. Given India's world-class digital 

payments infrastructure, the introduc�on of CBDC will 
further strengthen India's posi�on as a digital 
economy.

Features of CBDC

The features of CBDC include:

 CBDC is sovereign currency issued by Central Banks 
 in alignment with their monetary policy.

 It appears as a liability on the central bank's balance 
 sheet.

 Freely conver�ble against commercial bank money 
 and cash.

 It is interchangeable legal tender for which holders 
 need not have a bank account.

 Expected to lower the cost of issuance of money 
 and transac�ons.

How is Digital Rupee different from money in digital 
form?
CBDC differs from exis�ng digital money available to 
the public because a CBDC would be a liability of the 
Reserve Bank, and not of a commercial bank.

Legal framework for CBDC:
2

1. Exis�ng legal frameworks were typically enacted in 
 a pre-digital age. The introduc�on of CBDC in India 
 by the Reserve Bank requires enabling legal 
 framework since the legal provisions were made 
 keeping in mind currency in paper form.

2. The necessary amendments to the Reserve Bank of 

1  h�ps://www.rbi.org.in/Scripts/Publica�onReportDetails.aspx?UrlPage=&ID=1218
2  h�ps://www.rbi.org.in/Scripts/Publica�onReportDetails.aspx?UrlPage=&ID=1218
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Legal Column

 India Act, 1934 rela�ng to enhancing the scope of 
 the defini�on of 'bank note' to include currency in 
 digital form.

3. CBDC requires a legal framework that clarifies 
 whether the central bank has the mandate to issue 
 CBDC and what status it would have legally. 

The technology behind CBDC
CBDC may be seen as equivalent or comparable to 
Bitcoin. However, there are technical differences 
between the two. While CBDCs and Bitcoin are built on 
Distributed Ledger Technology (DLT), the former is 
dis�nguished by Permission Iden�fica�on. Digital 
Rupee will be backed by the RBI whereas Bitcoin does 
not have backing of any of the Central Banks in the 
world. 

Types of CBDC:

a. Retail CBDCs : Retail CBDC is the most common 
 type of CBDC. Individuals and businesses may all 
 benefit from retail CBDCs.

b. Wholesale CBDCs: Wholesale CBDCs are being 
 limited to the se�lement of secondary market 
 transac�ons in government securi�es.

Benefits of CBDC

Real-�me money transfer: Without the need for 
intermediaries such as banks, money transfers and 
payments may be made in real-�me from the payer to 
the payee.

Easy currency tracking: When a country implements 
CBDC, its central bank will trace the precise loca�on of 
each unit of currency.

Comba�ng Crime:
Criminal acts such as terror funding, money 
laundering, and so on may be readily iden�fied and 
stopped.

Vola�lity:
CBDCs will be �ed to assets like gold, so they will not 
experience the same level of vola�lity as experienced 
in case of cryptocurrencies.

The Digital Rupee gives India the poten�al to build the 
Digital Rupee as a superior currency for commerce 
with its strategic partners, elimina�ng India's reliance 
on the dollar. It would also assist India in comba�ng 
malprac�ces such as tax evasion, terror funding, 
money laundering, and other financial crimes, as the 
central bank will monitor each unit of digital currency. 
It would also enable the RBI to track transac�ons and 
credit flows across the Indian economy, elimina�ng 
scams and frauds in real-�me and protec�ng 
depositors' funds. CBDC will also divert investors' 
a�en�on away from the exis�ng high-risk crypto 
assets.

The Digital Rupee will assist RBI in a�aining financial 
inclusion, transi�oning to a cashless society, and 
lowering the cost of producing and managing currency, 
among other things. Digital Rupee will empower the 
ci�zens and will enable us all to build the digital 
economy. Let us hope that introduc�on of Digital 
Rupee revolu�onises the Indian economy and enable 
the country to take a major step towards becoming a 
$5 trillion economy. 

*****   
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"True currency of life is time, not money, 
and we have all got a limited stock of that" 
                                                                - Robert Harris
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qÉÉå. eÉÑWæoÉ 
AÍkÉMüÉUÏ 

¤Éå.MüÉ. AsÉÏaÉÄR

oÉæÇÌMÇüaÉ MüÉ MüÉqÉ Wæû ÌSlÉcÉrÉÉï urÉuÉÎxjÉiÉ MüUlÉÉ,

eÉoÉ pÉÏ eÉÉiÉå WæÇû oÉæÇMü qÉåÇ, krÉÉlÉ xÉå xÉÑlÉÉå uÉUlÉÉ|

ZÉÉåsÉlÉÉ WûÉå oÉcÉiÉ ZÉÉiÉÉ, sÉålÉÉ WûÉå GhÉ rÉÉ sÉålÉÉ WûÉå oÉÏqÉÉ,

oÉæÇMü qÉåÇ ÍqÉsÉiÉÏ AlÉÌaÉlÉiÉ xÉåuÉÉLÇ ÎeÉlÉMüÐ lÉWûÏÇ MüÉåD xÉÏqÉÉ|

eÉqÉÉ-EkÉÉU eÉæxÉå MüÉqÉ, pÉÏÄQû qÉåÇ rÉWû lÉ MüUlÉÉ,

SxiÉÉuÉåÄeÉ AcNåû xÉå UZÉlÉÉ, oÉÑUå ÌSlÉÉåÇ Måü ÍsÉL xÉÇpÉÉsÉ MüU UZÉlÉÉ|  

MüUåÇ oÉæÇMü OíûÉÇeÉåYzÉlÉ, xÉÑÌlÉÍ¶ÉiÉ MüUÉå mÉWûsÉå xÉå,

ÌuÉuÉåMü xÉå MüUåÇ urÉuÉWûÉU, MüWûÏÇ aÉsÉiÉÏ lÉ WûÉå eÉÉL aÉsÉiÉ xÉqÉrÉ qÉåÇ|

mÉëÉæ±ÉåÌaÉMüÐ Måü CxÉ rÉÑaÉ qÉåÇ oÉæÇMü Wæû AÉmÉMåü ²ÉU,

qÉÉåoÉÉCsÉ oÉæÇÌMÇüaÉ AÉæU lÉåOû oÉæÇÌMÇüaÉ WæÇû CxÉMåü AÉæÄeÉÉU|

ZÉÉiÉÉåÇ MüÐ xÉÑU¤ÉÉ UZÉÉå, mÉÉxÉuÉQïû MüÉ MüUÉå EmÉrÉÉåaÉ,

MüpÉÏ lÉ oÉiÉÉlÉÉ SÕxÉUÉåÇ MüÉå, lÉWûÏÇ WûÉålÉÉ cÉÉÌWûL aÉsÉiÉTüWûqÉÏ MüÉ UÉåaÉ|

MüÉåD qÉÉÇaÉå AÉå.OûÏ.mÉÏ rÉÉ ÌTüU qÉÉÇaÉå ÌlÉeÉÏ xÉÔcÉlÉÉ,

lÉWûÏÇ SålÉÉ Wæû MüÉåD eÉÉlÉMüÉUÏ uÉUlÉÉ sÉaÉ eÉÉrÉåaÉÉ cÉÔlÉÉ |

oÉæÇMü Måü lÉÉqÉ mÉU WûÉå AaÉU MüÉåD kÉÉåMåüoÉÉÄeÉÏ,

ÍzÉMüÉrÉiÉ MüUlÉå qÉåÇ MüUlÉÉ Wæû eÉsSoÉÉÄeÉÏ|

oÉæÇÌMÇüaÉ Wæû AirÉliÉ ÄeÉÂUÏ AÉæU oÉæÇMü Wæû uÉUSÉlÉ,

UWûÉå xÉeÉaÉ AÉæU xÉÑUÍ¤ÉiÉ, oÉlÉå UWûÉåaÉå kÉlÉuÉÉlÉ |

oÉæÇÌMÇüaÉ MüÉ MüÉqÉ Wæû, kÉlÉ-urÉuÉxjÉÉ xÉÑÌlÉÍ¶ÉiÉ MüUlÉÉ,

xÉpÉÏ MüÉå xÉÉjÉ SålÉÉ WûÉåaÉÉ, oÉæÇÌMÇüaÉ xÉåuÉÉAÉåÇ qÉåÇ ÌuÉµÉÉxÉ MüUlÉÉ|

oÉæÇÌMÇüaÉ LÇuÉ xÉÑU¤ÉÉoÉæÇÌMÇüaÉ LÇuÉ xÉÑU¤ÉÉoÉæÇÌMÇüaÉ LÇuÉ xÉÑU¤ÉÉoÉæÇÌMÇüaÉ LÇuÉ xÉÑU¤ÉÉoÉæÇÌMÇüaÉ LÇuÉ xÉÑU¤ÉÉ

MüÌuÉiÉÉ
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1. INTRODUCTION

A �me tested thumb rule has evolved in the banking 
industry over the years with regard to growth in low cost 
deposits or most appropriately, the share of low cost 
deposits among total deposit. “THE CASA SHARE/CASA 
GROWTH IS DIRECTLY PROPORTIONAL TO THE 
CUSTOMER SERVICE”.  By agreeing to this rule, let us 
throw a million dollar ques�on at ourselves. “How can 
we improve customer service?” The rest of this ar�cle 
tries to throw some insight on Service Level Agreement 
(SLA) and Opera�onal Level Agreement (OLA) and how 
customer sa�sfac�on would become one of the 
benefits of an effec�ve SLA/OLA system.

2. SLA AND OLA

Service Level Agreement (SLA) is an indispensible 
component in any service industry, which is in direct 
connect with its customers. SLA in its very technical 
form can be defined as the predefined commitment 
(o�en quan�fied in terms of metrics) between a service 
provider (here it is the Bank) and its customer. An SLA 
would necessarily define the level of service commi�ed 
by the service provider to its customer, the 
compensa�on it offers to the customer if the agreed 
service levels are not achieved within the agreed 
�meline.

Let us understand the same with the following example. 

A customer submi�ng request for upda�on of his/her 
mobile number in his account receives no formal 
acknowledgement for his /her request and the request 
doesn't carry any Service Level Agreement (SLA) which 
guarantees the specified TAT for fulfilling it. The officer 
or SWOA may receive the request in the midst of some 
other work that they are doing. So the request to update 

mobile number may be a�ended to once the present 
work is over. Amidst the busy regular schedule, there 
are chances that the request is not serviced on the same 
day. Here is the point which I was referring to earlier 
with regard to Customer Service. If the customer would 
require visi�ng the branch mul�ple �mes to know if 
his/her request is a�ended or if the customer is not 
provided with a guaranteed �meline which assures 
him/her about the �me within which the request will be 
fulfilled, the customer service is compromised. 

Now let us assume that SLA is available in the above 
scenario ie, the request of the customer for upda�on of 
mobile number is assigned with an SLA. Suppose the 
SLA in the above scenario assures the customer to get 
their mobile number updated within 24 hours (say) of 
raising the request. Don't you think that it will ins�ll a 
professional way in servicing the customer requests, 
which in turn will improve the customer service?

IMPLEMENTATION OF SLA

Any customer request received at the branch should 
invariably be entered in a centralized package and be 
given a unique number, let us call it CR-ID (Customer 
Request ID). At the �me of CR-ID genera�on, it should 
get linked with the officer who is assigned with that task 
in his KRA. Every CR-ID should be assigned with an SLA 
which guarantees the end user to get his request 
serviced within the specified �meline. If the SLA is 
breached, the CR-ID should get auto escalated to the 
controlling office, ie RO/CO/HO (as the case may be).

Officers' APAS can be assessed based on the escala�ons. 
It is the prime responsibility of the official to ensure that 
the customer request assigned to him/her is executed in 
a �me bound manner without breaching the SLA 
a�ached to the request. There should be a facility 
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available to the customer to know the status of his/her 
request by keying in the CR-ID. This approach of �mely 
and professional way of a�ending the request will 
enhance the customer sa�sfac�on.

Scope of implementa�on of CRID and SLA:

  Cheque book request

  To know the status of clearing cheque presented

  Any KYC upda�on request

  Status of ATM compliant

  Failed UPI transac�on request

  Loan proposal etc etc….

Do you think that customer service is the only benefit of 
SLA? No, if fact it is one among the many benefits. Let's 
list out the major ones:

  Properly quan�fies the work done by the staff.

o  Enables 360  appraisal of the employees.

  Helps us to analyse the pa�ern of customer 
  requests in each branch, which enables top 
  management to take informed decisions to 
  correct the missing links.

  Brings in a professional approach in dealing with 
  customer requests.

  Enhances customer sa�sfac�on. 

OPERATIONAL LEVEL AGREEMENT

The next relevant ques�on is 'whether SLA alone would 
suffice'?  

I t ' s  a  common no�on that  staff work ing  in 
administra�ve units o�en has the undue advantage in 
terms of accountability, appraisal and workload. What 
can be done to create a level playing field for staff 
working in field units and administra�ve units? The very 
answer to the ques�on is Opera�onal Level Agreement 
(OLA).

OLA is nothing but a counter part of SLA within the 
organisa�on. In other words, OLA is an internal 
agreement between different units within the 

organisa�on to ensure �mely fulfilment of requests 
raised. OLA essen�ally supports the func�onary in 
�mely fulfilment of SLA. In other words an effec�ve OLA 
system is required for the smooth implementa�on of 
SLA. Let us understand the concept of OLA and SLA using 
a simple flow chart.

Now, coming to a different and important aspect of SLA-
OLA. How does OLA help in crea�ng a level playing field 
in terms of accountability, appraisal and related 
aspects? Let's visit a new example to understand this 
further. 

A customer has approached one of our branches with a 
complaint that his loan account has been debited with 
excess interest for the previous month. What would be 
the usual procedure that is going to happen to resolve 
this complaint?

 • Branch manager notes the complaint and checks 
  if the error has occurred at branch level or if the 
  rec�fica�on can be done at branch level.

 • If the rec�fica�on cannot be done at branch level, 
  the branch sends a mail to their respec�ve RO.

 • The RO on scru�ny of the complaint, sends a mail 
  to CO if the issue s�ll cannot be rec�fied at their 
  level. 

 • On scru�ny by CO, it may be figured out that the 
  excess debit had been ini�ated at HO.

 • Further, a correspondence is sent to HO for 
  rec�fica�on of the same.

Article
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 • U p o n  f o l l o w  u p  a n d  a � e r  r e c e i v i n g 
  recommenda�ons from the RO and CO, the entry 
  will be reversed. 

 • The process may take some �me and the 
  customer may have visited the branch already to 
  seek the status of his/her complaint. 

In this scenario the customer is not given a CR-ID while 
ini�a�on of the complaint and hence he/she cannot 
check the status of the complaint by themselves. 

Let's analyse the complaint and its traversal towards 
closure. The complaint doesn't fall under the resolu�on 
purview of the branch in the first place. It had to be 
necessarily resolved by a higher office. However the 
pressure of facing the complaint was upon the branch 
alone. The complaint traversed through mul�ple levels 
of processing at RO/CO/HO before its closure. At no 
point of �me, an expected date of closure or 
accountability was assigned to the complaint. Most 
importantly, the work is not quan�fied anywhere. 

Now let us apply the concept of SLA- OLA to the above 
compliant scenario.

As soon as the complaint is raised by the customer, a CR 
ID is generated. Once the CRID is generated and 
complaint is assigned to HO for closure, an SLA (say 3 
days) is a�ached to CRID. So the customer is en�tled to 
get a resolu�on within 3 working days. Simultaneously, 
OLA is a�ached to this complaint and as per which HO 
(in this scenario) is required to resolve the complaint 
within 3 working days. So the onus of �mely resolu�on 

of the complaint rests with the official concerned at HO 
in this par�cular case. Suppose if the resolu�on is not 
provided within 3 working days, OLA is breached and 
escala�on happens. 

Similar scenarios arise in the case of requests that are to 
be serviced by RO and CO also. Through this, officials at 
admin units are held accountable for �mely service of 
requests from branches. It is notable to see that 
requests or complaints originated from customers 
alone are not brought under the ambit of SLA-OLA. The 
requests can be raised from any level. It may or may not 
have an SLA and OLA a�ached to it. In cases where 
customer is not involved, there will be OLA only. A 
request from an RO to CO to create login creden�als in a 
par�cular portal handled by CO is such an example 
where there is only OLA involved. 

Now lets chalk out the advantages of having OLA in 
place:

 • Helps crea�ng a level playing field for staff in 
  admin and branch units.

 • Helps in the performance appraisal of the admin 
  staff for meaningful assessment.

 • Helps the management in finding the missing 
  links in business process.

 • O LA essen�a l ly  a ids  in  the  successfu l 
  implementa�on of SLA.

 • Helps in quan�fying the work done by admin 
  staff.

*****
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“Happiness lies in the joy 
of achievement and 

the thrill of creative effort” 
                                        - Franklin D. Roosevelt 
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Financial Assets Financial Assets 
Composition of Households Composition of Households 

undergoing changeundergoing change

Financial Assets 
Composition of Households 

undergoing change Dr Rashmi Tripathi
DGM
Economist, SP&D Wing
HO, Bengaluru

Since April 2022, Banking sector deposits growth has been lagging behind credit growth, which is causing compe��on 
among Banks to increase deposit rates to garner addi�onal deposits to fund the credit growth and is pu�ng upward 
pressure on Banks' funding costs. The following is an analysis of the factors that are dragging the deposits growth rate.
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Execu�ve Summary:
 Banking sector deposits growth has moderated from the high of 12.3% y-o-y growth in March 2021 to 9.6% 

 y-o-y as on 24th March 2023, reflec�ng overall decline in money supply (M3) in the economy.

 The deposit growth may remain capped in Q1FY24 restricted by likely elevated currency in circula�on due to 

 state elec�ons and more household savings going towards Small Saving Schemes.

 RBI data shows an overall decline in the financial assets of the households (HH) with a change in the 

 composi�on as:

 o Share of funds allocated for Investments has increased to 9% in FY22 from 4% in FY21. In this category, 

  major spike has happened for mutual funds investment, which has increased 151% y-o-y from ₹0.64 lakh 

  crore in FY21 to ₹1.60 lakh crore in FY22. 

 o Share of funds alloca�on to Provident and Pension Funds (including PPF) in household financial assets has 

  increased to 23% in FY22 from 17% in Fy21.

 o Share of funds alloca�on to Small Savings (excluding PPF) in household financial assets has increased to 

  13% in FY22 from 9% in Fy21.

 However, going forward, there is posi�ve outlook for Banking sector deposits growth of the economy amid 

 higher Bank deposit rates, expecta�on of improved rural wages on the back of a near-normal monsoon and 

 increase in net bank credit to government as well to the commercial sector, which will support increase in 

 money supply in the medium term.

Deposits & Advances Growth y.o.y (%) of SCBs

Mar-21 Sep-21 Mar-22 Sep-22 Mar-23

22

18

14

10

6

2

Account, Female (% age) Account, Male (% age)

Advance Growth,
22-Apr-22, 11.2

24-Mar-23, 
15.0

24-Mar-23, 
9.6Deposit Growth,

22-Apr-22, 9.8

Y-o-Y Growth in deposits of SCBs

9.5%

12.3%

10.2% 9.6%

14.0%

12.0%

10.0%

8.0%

6.0%

4.0%

2.0%

0.0%

Mar-20 Mar-21 Mar-22 As on
24.03.2023



Econ speak

With respect to overall trend, deposits growth has two dis�nct trends since March 2020. It accelerated to 12.3% y-o-y 
growth in March 2021 due to precau�onary savings triggered by the uncertain macroeconomic environment, in the 
a�ermath of the pandemic. Therea�er, deposits growth moderated to 10.2% y-o-y in March 2022 and further to 9.6% 
y-o-y in March 2023 (as per RBI fortnightly data as on 24.03.2023) as economic growth momentum picked up pace in 
the economy.

Modera�on in Overall Money Supply (M3) in the economy:
The muted Bank deposit growth in FY23 reflected the modera�on in overall money supply (M3) in the economy. Any 
change in M3 is driven by its sources, i.e. Net Bank Credit to Government, Bank Credit to Commercial Sector, Net 
Foreign Exchange Assets of Banking Sector, Government's Currency Liabili�es to the Public and Banking Sector's Net 
Non-Monetary Liabili�es. The following factors led to modera�on in money supply in Fy23.

• Decline in "Net Foreign Exchange Assets of Banking Sector' (as also seen in the dwindling FX Reserves 
 of the RBI):

The growth in 'net foreign exchange assets of Banking sector', a major source of money supply M3, have slowed from 
24% y-o-y in March 2021 to -3% on March 2023. This has been due to RBI's dollar selling in the FX market to shield 
rupee deprecia�on amid global headwinds. The same is reflected in decline in forex reserves from a record high of 
$639 Bn as on 17th Sept 2021 to $578 Bn as on 24th Mar 2023. Thus, RBI has sucked up money supply from the 
economy to the tune of dollar interven�on that it has conducted in the FX market. This has also added to the 
modera�on in deposits growth in the economy.

• Increase in Net non-monetary liabili�es (NNML) of the RBI: 
The growth in 'Banking Sector Net Non-monetary liabili�es' nega�vely impacts M3. This majorly includes 'Net non-
monetary liabili�es (NNML) of the Reserve Bank' wherein the RBI witness considerable accre�on towards its 
revalua�on (CAGR) balances during periods of rupee deprecia�on. An up�ck in CGRA and in turn in net non-monetary 
liabili�es is evident during the last few months due to con�nuing pressure on rupee value. 

However, on the posi�ve side, money supply growth is supported by a robust credit growth. Growth in 'Bank credit to 
commercial sector' and 'Net Bank Credit to Government' have been robust in the last few months, on the back of 
posi�ve business outlook and consumer confidence.
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Change in the composi�on of Financial Assets of Households:

• RBI data shows that there has been overall decline in the financial assets of the households (HH) by about 19% 
 from ₹31.6 lakh crore FY21 to ₹25.6 lakh crore FY22.

• Also, there has been a dis�nct change in the composi�on of financial assets of HH, with more funds being allocated 
 to provident & pension funds (including PPFs), investments and small savings.

• Share of funds allocated for Investments has increased to 9% in FY22 from 4% in FY21. In this category, major spike 
 has happened for mutual funds investment, which has increased 151% y-o-y from ₹0.64 lakh crore in FY21 to 
 ₹1.60 lakh crore in FY22.

• Share of funds alloca�on to Provident and Pension Funds (including PPF) in household financial assets has 
 increased to 23% in FY22 from 17% in FY21.

• Share of funds alloca�on to Small Savings (excluding PPF) in household financial assets has increased to 13% in 
 FY22 from 9% in FY21. The amount allocated to this segment has increased to ₹3.41 lakh cr in FY22 from ₹2.81 
 lakh cr in Fy21.
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Comp[osi�on of Financial Assets of Households (HH)
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There is a clear shi� in households' financial assets alloca�on to investments, par�cularly to mutual funds and small 
savings schemes, likely due to higher returns. 

Outlook:
The Bank deposit growth has been on a downtrend reflec�ng the decline in money supply due to decline in net foreign 
exchange assets of the Banking sector, increase in net non-monetary liabili�es of the RBI and change in the 
composi�on of financial assets of the household sector towards mutual funds & small savings schemes. 

However, there is posi�ve outlook for Banking sector deposits growth of the economy amid higher Bank deposit rates, 
expecta�on of improved rural wages on the back of a near-normal monsoon and increase in net bank credit to 
government as well to the commercial sector, which will support increase in money supply in the medium term.
 
Views/opinions expressed in this research publica�on are views of the research team and not necessarily that of Canara Bank or its subsidiaries. 
The publica�on is based on informa�on & data from different sources. The Bank or the research team assumes no liability if any person or en�ty 
relies on views, opinion or facts and figures finding in this project.

Note: The figures in the blue box shows total financial assets of households for the respec�ve financial years.
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 "Imparting education not only enlightens 
the receiver, but also broadens the giver 
- the teachers, the parents, the friends."

                                                                - Amartya Sen
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lÉæÌiÉMüiÉÉ AÉæU urÉÉuÉxÉÉÌrÉMü AÉcÉUhÉlÉæÌiÉMüiÉÉ AÉæU urÉÉuÉxÉÉÌrÉMü AÉcÉUhÉlÉæÌiÉMüiÉÉ AÉæU urÉÉuÉxÉÉÌrÉMü AÉcÉUhÉlÉæÌiÉMüiÉÉ AÉæU urÉÉuÉxÉÉÌrÉMü AÉcÉUhÉlÉæÌiÉMüiÉÉ AÉæU urÉÉuÉxÉÉÌrÉMü AÉcÉUhÉlÉæÌiÉMüiÉÉ AÉæU urÉÉuÉxÉÉÌrÉMü AÉcÉUhÉ

lÉæÌiÉMüiÉÉ YrÉÉ Wæû?

LÍjÉYxÉ `LjÉÉåxÉ' zÉoS MüÐ EimÉÌ¨É aÉëÏMü zÉoS  xÉå WÒûD Wæû, ÎeÉxÉMüÉ 

AjÉï cÉËU§É WûÉåiÉÉ Wæû | 

lÉæÌiÉMüiÉÉ AÉcÉUhÉ/urÉuÉWûÉU MüÐ LMü LåxÉÏ SÉzÉïÌlÉMü ÌxjÉÌiÉ Wæû 

ÎeÉxÉqÉåÇ xÉqÉÉeÉ Måü pÉÏiÉU xÉWûÏ AÉæU aÉsÉiÉ MüÐ AuÉkÉÉUhÉÉ MüÉå 

mÉËUpÉÉÌwÉiÉ ÌMürÉÉ eÉÉiÉÉ Wæû| 

xÉUsÉ pÉÉwÉÉ qÉå lÉæÌiÉMüiÉÉ MüÐ mÉÌUpÉÉwÉÉ LåxÉå qÉÔsrÉ WæÇû, eÉÉå WûqÉÉUÉ 

qÉÉaÉïSzÉïlÉ MüUiÉå WæÇû ÌMü WûqÉåÇ MæüxÉÉ urÉuÉWûÉU MüUlÉÉ cÉÉÌWûL| 

DqÉÉlÉSÉUÏ, ÌlÉwmÉ¤ÉiÉÉ  ̀ `lÉæÌiÉMü qÉÔsrÉÉå'' AÉÌS  MüÐ ́ ÉåhÉÏ qÉåÇ AÉiÉå WæÇû| 

lÉæÌiÉMüiÉÉ MüÉ qÉWûiuÉ - xÉqÉÉeÉ LuÉÇ MüÉrÉï mÉëhÉÉsÉÏ qÉåÇ

lÉæÌiÉMüiÉÉ uÉWû Wæû eÉÉå WûqÉåÇ xÉcÉ oÉÉåsÉlÉå, AmÉlÉå uÉÉSÉåÇ MüÉå mÉÔUÉ MüUlÉå, rÉÉ 

ÌMüxÉÏ eÉÃUiÉqÉÇS MüÐ qÉSS MüUlÉå Måü ÍsÉL qÉÉaÉïSzÉïlÉ MüUiÉÏ Wæû| 

SæÌlÉMü AÉkÉÉU mÉU WûqÉÉUå eÉÏuÉlÉ qÉå lÉæÌiÉMüiÉÉ MüÉ LMü RûÉÇcÉÉ Wæû, eÉÉå 

xÉMüÉUÉiqÉMü mÉëpÉÉuÉ mÉæSÉ MüUlÉå uÉÉsÉå ÌlÉhÉïrÉ sÉålÉå qÉå WûqÉÉUÏ qÉSS 

MüUiÉÉ Wæû AÉæU WûqÉåÇ AlrÉÉrÉmÉÔhÉï mÉËUhÉÉqÉÉåÇ xÉå SÕU UZÉiÉÉ Wæû| 

ËUcÉQïû ÌuÉÍsÉrÉqÉ mÉÊsÉ AÉæU ÍsÉÇQûÉ LsQûU lÉå lÉæÌiÉMüiÉÉ MüÉå 

``AuÉkÉÉUhÉÉAÉåÇ AÉæU ÍxÉ®ÉÇiÉÉåÇ Måü LMü xÉqÉÔWû Måü ÃmÉ qÉåÇ mÉËUpÉÉÌwÉiÉ 

ÌMürÉÉ Wæû eÉÉå rÉWû ÌlÉkÉÉïËUiÉ MüUlÉå qÉåÇ WûqÉÉUÉ qÉÉaÉïSzÉïlÉ MüUiÉÉ Wæû ÌMü 

MüÉælÉ xÉÉ urÉuÉWûÉU xÉÇuÉåSlÉzÉÏsÉ mÉëÉÍhÉrÉÉåÇ MüÐ qÉSS MüUiÉÉ Wæû rÉÉ 

lÉÑMüxÉÉlÉ mÉWÒÇûcÉÉiÉÉ Wæû|''

lÉæÌiÉMüiÉÉ AÉæU MüÊmÉÉåïUåOû mÉëzÉÉxÉlÉ, xÉpÉÏ xÉÇaÉPûlÉÉåÇ Måü ÍsÉL 

qÉWûiuÉmÉÔhÉï Wæû AÉæU LMü PûÉåxÉ lÉæÌiÉMü RûÉÇcÉÉ MüqÉïcÉÉUÏ Måü MüÉrÉï 

ÌlÉwmÉÉSlÉ, MüÉrÉï MüÐ xÉÇiÉÑÌ¹, xÉÇaÉPûlÉÉiqÉMü mÉëÌiÉoÉ®iÉÉ Wæû, ÌuÉµÉÉxÉ 

AÉæU xÉÇaÉPûlÉÉiqÉMü lÉÉaÉËUMüiÉÉ WûqÉÉUå urÉuÉWûÉU MÑüzÉsÉiÉÉ MüÉå oÉÄRûÉlÉå 

qÉåÇ qÉSS MüUiÉÉ Wæû| 

urÉÉuÉxÉÉÌrÉMü lÉæÌiÉMüiÉÉ (ÌoÉeÉlÉåxÉ LÍjÉYxÉ) - AjÉï, ESåzrÉ LuÉÇ 

qÉWûiuÉ 

urÉÉuÉxÉÉÌrÉMü lÉæÌiÉMüiÉÉ MüÉ AjÉï Wæû LMü urÉuÉxÉÉrÉÏ Måü MÑüzÉsÉ 

AlÉÑmÉqÉÉ ´ÉÏuÉÉxiÉuÉ
AÌkÉMüÉUÏ 

¤Éå.MüÉ. sÉZÉlÉF

urÉuÉWûÉU MüÉå eÉÉlÉlÉÉ, xÉqÉfÉlÉÉ iÉjÉÉ urÉuÉxÉÉrÉ MüUiÉå xÉqÉrÉ AmÉlÉå 

AÉcÉUhÉ qÉåÇ lÉæÌiÉMüiÉÉ MüÉ mÉÉsÉlÉ MüUlÉÉ|

xÉqÉÉeÉ qÉåÇ ÎeÉxÉå WûqÉ lÉæÌiÉMü AÉæU AlÉæÌiÉMü qÉÉlÉiÉå Wæû, uÉWû urÉuÉxÉÉrÉ 

qÉåÇ PûÏMü ExÉÏ Måü xÉqÉÉlÉ WûÉå, LåxÉ eÉÂUÏ lÉWûÏ Wæû YrÉÉåÇÌMü urÉuÉxÉÉrÉ 

SåzÉ-MüÉsÉ AÉæU uÉÉiÉÉuÉUhÉ Måü AlÉÑÂmÉ MüÉrÉï MüUiÉÉ Wæû| urÉÉuÉxÉÉÌrÉMü 

lÉæÌiÉMüiÉÉ ``urÉÉuÉxÉÉÌrÉMü sÉ¤rÉÉ å Ç AÉæU ÌuÉÍzÉ¹ qÉÉlÉuÉ 

AÉuÉzrÉMüiÉÉAÉåÇ Måü ÍsÉL mÉëÉæ±ÉåÌaÉMüÐ Måü xÉÉjÉ oÉÑÌlÉrÉÉSÏ ÂmÉ xÉå 

eÉÑÄQûÉ WÒûAÉ Wæû| rÉWû urÉÌ£ü, TüqÉï, urÉÉmÉÉËUMü xÉqÉÑSÉrÉ AÉæU xÉqÉaÉë ÃmÉ 

xÉå xÉqÉÉeÉ MüÐ pÉsÉÉD mÉU ÌMüL aÉL MüÉrÉÉåïÇ Måü mÉëpÉÉuÉ MüÉ AkrÉrÉlÉ 

MüUiÉÉ Wæû|''

LMü urÉuÉxÉÉrÉ rÉÉ MÇümÉlÉÏ MüÉå MåüuÉsÉ iÉpÉÏ iÉMü lÉæÌiÉMüiÉÉ MüÐ MüxÉÉæOûÏ 

mÉU xÉOûÏMü PûWûUÉrÉÉ eÉÉ xÉMüiÉÉ Wæû eÉoÉ iÉMü ÌMü uÉWû AmÉlÉå AÉÍjÉïMü 

LuÉÇ xÉÉqÉÉÎeÉMü SÉÌrÉiuÉÉåÇ MüÉ ÌlÉuÉïWûlÉ MüU mÉÉ UWû Wæû, AjÉÉïiÉ -

 1) xÉqÉÉeÉ Måü mÉëÌiÉ AmÉlÉå  SÉÌrÉiuÉÉåÇ Måü oÉÉUå qÉåÇ xmÉ¹ WûÉålÉÉ|

 2) ElÉ sÉÉåaÉÉåÇ Måü mÉëÌiÉ pÉÏ ÎeÉlÉMåü MüÉUhÉ AÉÍjÉïMü sÉ¤rÉ 

  WûÉÍxÉsÉ MüUlÉå Måü oÉÉUå qÉåÇ  WûqÉ xÉÉåcÉ pÉÏ xÉMüiÉå Wæû|

 3) CxÉ uÉÉiÉÉuÉUhÉ Måü ÍsÉL ÎeÉlWåÇû ÌoÉlÉÉ MÑüNû ÌSL WûqÉ oÉWÒûiÉ 

  MÑüNû sÉåiÉå Wæû|

  urÉÉuÉxÉÉÌrÉMü lÉæÌiÉMüiÉÉ uÉWû lÉÏÌiÉ WæÇû eÉÉå MüÊmÉÉåïUåOû xÉÇxjÉÉAÉåÇ 

  Måü urÉuÉWûÉU MüÉå ÌlÉSåïÍzÉiÉ MüUiÉÏ WæÇû,ÌuÉzÉåwÉ ÃmÉ xÉå 

  ÌuÉuÉÉSÉxmÉS ÌuÉwÉrÉÉåÇ Måü xÉÇoÉÇkÉ qÉåÇ|

  MüÊmÉÉåïUåOû lÉæÌiÉMüiÉÉ xÉÇÌWûiÉÉAÉåÇ qÉåÇ AYxÉU xÉÉqÉÉÎeÉMü 

  ÎÄeÉqqÉåSÉUÏ, AÇSÒÃlÉÏ urÉÉmÉÉU, pÉåSpÉÉuÉ, MüÊmÉÉåïUåOû mÉëzÉÉxÉlÉ 

  AÉæU ËUµÉiÉÄZÉÉåUÏ eÉæxÉå ÌuÉwÉrÉ zÉÉÍqÉsÉ WûÉåiÉå WæÇû|

oÉæÇMü qÉåÇ lÉæÌiÉMüiÉÉ AÉæU urÉÉuÉxÉÉÌrÉMü AÉcÉUhÉ MüÉ MüÉrÉÉïluÉrÉlÉ 

oÉæMüÉåÇ lÉå mÉUÇmÉUÉaÉiÉ ÃmÉ xÉå AÉqÉ eÉlÉiÉÉ LuÉÇ aÉëÉWûMü Måü ÌuÉµÉÉxÉ MüÉå 

AÉæU qÉeÉoÉÔiÉ oÉlÉÉL UZÉlÉå qÉåÇ ÌuÉzÉåwÉ rÉÉåaÉSÉlÉ ÌSrÉÉ  Wæû| oÉæÇMü MüÐ 

NûÌuÉ WûqÉÉUå ÍsÉL xÉoÉxÉå qÉÔsrÉuÉÉlÉ xÉÇmÉÌiÉ Wæû CxÉå oÉlÉÉL UZÉlÉå Måü 

ÍsÉL oÉæÇMü Måü mÉëirÉåMü MüqÉïcÉÉUÏ MüÉå AmÉlÉå AÉcÉÉUhÉ qÉåÇ lÉæÌiÉMüiÉÉ MüÉå 

xÉqÉÉÌWûiÉ MüUlÉÉ WûÉåaÉÉ | 
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mÉUliÉÑ uÉæµÉÏMüUhÉ Måü xÉÉjÉ, MÇümÉÌlÉrÉÉÇ uÉæÍµÉMü AjÉïurÉuÉxjÉÉ MüÐ 

MüÐqÉiÉ mÉU AÍkÉMüiÉqÉ sÉÉpÉ MüqÉÉlÉå AÉæU AmÉlÉå mÉëÌiÉxmÉÍkÉïrÉÉåÇ Måü 

qÉÑlÉÉTåü MüÉå mÉÏNåû NûÉåÄQûlÉå MüÐ mÉÔUÏ MüÉåÍzÉzÉ MüU UWûÏ WæÇû| CxÉMüÉ 

SÒwmÉËUhÉÉqÉ rÉWû WÉå xÉMüiÉÉ Wæû ÌMü ÌlÉrÉqÉÉåÇ Måü AlÉÑmÉÉsÉlÉ LuÉÇ 

eÉuÉÉoÉSåWûÏ MüÐ AlÉSåZÉÏ MüÉ xÉÉqÉlÉÉ MüUlÉÉ mÉÄQû xÉMüiÉÉ Wæû| 

AÉTäüxÉÉCOû sÉålÉSålÉ ÌlÉaÉUÉlÉÏ Mü¤É, ÌlÉUÏ¤ÉhÉ ÌuÉpÉÉaÉ, oÉæÇMü qÉå 

ÌlÉaÉUÉlÉÏ MüUiÉÉ Wæû ÎeÉxÉqÉå qÉÉWû xÉqÉÉmiÉÏ/ ÌiÉqÉÉWûÏ xÉqÉÉmiÉÏ/uÉÉÌwÉïMü 

xÉqÉÉmÉlÉ Måü SÉæUÉlÉ AaÉëÏqÉÉå qÉåÇ AcÉÉlÉMü ENûÉsÉ, eÉqÉÉ eÉæxÉå 

AxÉÉkÉÉUhÉ sÉålÉSålÉ, LMü Wåû ÌSlÉ qÉå eÉqÉÉ AÉæU kÉlÉ UÉÍzÉ MüÉ 

ÌlÉMüÉsÉlÉÉ CiÉrÉÉÌS MüÐ ÌlÉaÉUÉlÉÏ MüUiÉÉ Wæû| ÌSlÉ-mÉëÌiÉÌSlÉ Måü MüÉrÉï 

AÉæU AÉcÉUhÉ qÉåÇ urÉÌ£ürÉÉåÇ ²ÉUÉ mÉëMüOû ÌMüL eÉÉlÉå uÉÉsÉå ÌlÉhÉïrÉ sÉålÉå 

MüÐ mÉëÌ¢ürÉÉ AÉæU lÉæÌiÉMü urÉuÉWûÉU MüÐ kÉÉÍqÉïMüiÉÉ MüÉå oÉÄRûÉuÉÉ SålÉå qÉåÇ 

qÉSS MüUlÉå Måü ÍsÉL oÉæÇMüÉåÇ qÉåÇ xÉqÉrÉ-xÉqÉrÉ mÉå AlÉåMü EmÉÉL ÌMüL 

aÉL WæÇû| CxÉå xÉpÉÏ oÉæÇMü qÉå  Måü lÉÉqÉ xÉå eÉÉlÉÉ ``MüÉåQû BTü LjÉÌMüxÉ''

eÉÉiÉÉ Wæû|

urÉÉmÉÉU lÉæÌiÉMüiÉÉ Måü 7 mÉëMüÉU

urÉÉuÉxÉÉÌrÉMü lÉæÌiÉMüiÉÉ Måü ÌuÉÍpÉ³É mÉëMüÉU WæÇû| MÇümÉlÉÏ Måü urÉuÉxÉÉrÉ 

MüÐ mÉëM×üÌiÉ AÉæU ExÉMüÉ xjÉÉlÉ SÉålÉÉåÇ WûÏ CxÉMüÐ AÉcÉÉU xÉÇÌWûiÉÉ MüÉå 

mÉëpÉÉÌuÉiÉ MüU xÉMüiÉå WæÇû| ÌlÉqlÉÍsÉÎZÉiÉ MÑüNû xÉÉqÉÉlrÉ urÉÉuÉxÉÉÌrÉMü 

lÉæÌiÉMüiÉÉLÆ WæÇû:

1. urÉÌ£üaÉiÉ ÎeÉqqÉåSÉUÏ - mÉëuÉåzÉ xiÉU AÉæU uÉËU¸ mÉSÉåÇ, SÉålÉÉåÇ qÉåÇ 

 MüqÉïcÉÉËUrÉÉåÇ Måü ÍsÉL urÉÌ£üaÉiÉ ÎeÉqqÉåSÉUÏ LMü qÉWûiuÉmÉÔhÉï 

 ÌuÉzÉåwÉiÉÉ Wæû| CxÉqÉåÇ AÉmÉMåü mÉëoÉÇkÉMü ²ÉUÉ xÉÉæÇmÉå aÉL MüÉrÉÉåïÇ MüÉå 

 mÉÔUÉ MüUlÉÉ rÉÉ AÉmÉMåü MüÉrÉï ÌuÉuÉUhÉ Måü MüiÉïurÉÉåÇ MüÉå mÉÔUÉ MüUlÉÉ 

 iÉjÉÉ rÉÌS MüÉåD aÉsÉiÉÏ WûÉåiÉÏ Wæû iÉÉå ExÉå xuÉÏMüÉUlÉå, AÉæU PûÏMü 

 MüUlÉÉ AÉÌS zÉÉÍqÉsÉ WûÉå xÉMüiÉÉ Wæû|  

2. MüÊmÉÉåïUåOû ÎeÉqqÉåSÉUÏ - urÉuÉxÉÉrÉÉåÇ MüÐ AmÉlÉå MüqÉïcÉÉËUrÉÉåÇ, AmÉlÉå 

 aÉëÉWûMüÉåÇ rÉÉ aÉëÉWûMüÉåÇ AÉæU ElÉMåü ÌlÉSåzÉMü qÉÇQûsÉ Måü mÉëÌiÉ 

 ÎeÉqqÉåSÉËUrÉÉÇ WûÉåiÉÏ WæÇû| ClÉqÉåÇ xÉå MÑüNû xÉÇÌuÉSÉiqÉMü rÉÉ MüÉlÉÔlÉÏ 

 SÉÌrÉiuÉ WûÉå xÉMüiÉå WæÇû, AlrÉ uÉÉSå WûÉå xÉMüiÉå WæÇû| 

3.  uÉTüÉSÉUÏ - uÉTüÉSÉUÏ OûÏqÉ-sÉÏQûU AÉæU OûÏqÉ Måü xÉSxrÉÉåÇ SÉålÉÉåÇ 

 Måü ÍsÉL LMü qÉÔsrÉuÉÉlÉ aÉÑhÉ Wæû| OûÏqÉ Måü xÉSxrÉÉåÇ Måü ÍsÉL rÉWû 

 qÉWûiuÉmÉÔhÉï Wæû ÌMü uÉå AmÉlÉå xÉWûMüÍqÉïrÉÉåÇ, mÉëoÉÇkÉMüÉåÇ AÉæU MÇümÉlÉÏ 

 Måü mÉëÌiÉ uÉTüÉSÉU UwåÇû|        

4.  xÉqqÉÉlÉ - xÉqqÉÉlÉ LMü qÉWûiuÉmÉÔhÉï urÉÉuÉxÉÉÌrÉMü lÉæÌiÉMüiÉÉ Wæû, 

 ÎeÉxÉ iÉUWû xÉå urÉuÉxÉÉrÉ AmÉlÉå aÉëÉWûMüÉåÇ, aÉëÉWûMüÉåÇ AÉæU 

 MüqÉïcÉÉËUrÉÉåÇ Måü xÉÉjÉ urÉuÉWûÉU MüUiÉÉ Wæû AÉæU ÎeÉxÉ iÉUWû xÉå 

 CxÉMüÐ OûÏqÉ Måü xÉSxrÉ LMü SÕxÉUå Måü xÉÉjÉ urÉuÉWûÉU MüUiÉå WæÇû

5.  ÌuÉµÉxÉlÉÏrÉiÉÉ - LMü urÉuÉxÉÉrÉ DqÉÉlÉSÉUÏ, mÉÉUSÍzÉïiÉÉ AÉæU 

 ÌuÉµÉxÉlÉÏrÉiÉÉ Måü qÉÉkrÉqÉ xÉå AmÉlÉå aÉëÉWûMüÉåÇ, aÉëÉWûMüÉåÇ AÉæU 

 MüqÉïcÉÉËUrÉÉåÇ Måü xÉÉjÉ pÉUÉåxÉå MüÐ ZÉåiÉÏ MüUiÉÉ Wæû|  aÉëÉWûMüÉåÇ AÉæU 

 aÉëÉWûMüÉåÇ MüÉå AmÉlÉå mÉæxÉå, QåûOûÉ, xÉÇÌuÉSÉiqÉMü SÉÌrÉiuÉÉåÇ AÉæU 

 aÉÉåmÉlÉÏrÉ eÉÉlÉMüÉUÏ Måü xÉÉjÉ urÉÉmÉÉU mÉU pÉUÉåxÉÉ MüUlÉå qÉåÇ xÉ¤ÉqÉ 

 WûÉålÉÉ cÉÉÌWûL| 

6.  ÌlÉwmÉ¤ÉiÉÉ - eÉoÉ MüÉåD urÉuÉxÉÉrÉ ÌlÉwmÉ¤ÉiÉÉ MüÉ mÉërÉÉåaÉ MüUiÉÉ Wæû, 

 iÉÉå rÉWû UæÇMü MüÐ mÉUuÉÉWû ÌMüL ÌoÉlÉÉ OûÏqÉ Måü xÉpÉÏ xÉSxrÉÉåÇ Måü 

 ÍsÉL xÉqÉÉlÉ qÉÉlÉMü sÉÉaÉÔ MüUiÉÉ Wæû| mÉëuÉåzÉ xiÉU Måü MüqÉïcÉÉUÏ xÉå 

 MüÐ aÉD DqÉÉlÉSÉUÏ, xÉirÉÌlÉ¸É AÉæU E¨ÉUSÉÌrÉiuÉ MüÐ rÉWûÏ 

 AmÉå¤ÉÉLð qÉÑZrÉ MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ (xÉÏDAÉå) mÉU pÉÏ sÉÉaÉÔ 

 WûÉåiÉÏ WæÇû|

7.  xÉÉqÉÉÎeÉMü AÉæU mÉrÉÉïuÉUhÉÏrÉ ÎeÉqqÉåSÉUÏ - MüÊmÉÉåïUåOû xÉÉqÉÉÎeÉMü 

 AÉæU mÉrÉÉïuÉUhÉÏrÉ E¨ÉUSÉÌrÉiuÉ MüÉ AjÉï Wæû ÌMü LMü MÇümÉlÉÏ 

 oÉÉÄeÉÉU Måü oÉÉWûU AmÉlÉå mÉëpÉÉuÉ MüÉå mÉWûcÉÉlÉiÉÏ Wæû| uÉå MücÉUå MüÉå 

 MüqÉ MüUlÉå AÉæU xÉÑUÍ¤ÉiÉ AÉæU xuÉxjÉ uÉÉiÉÉuÉUhÉ MüÉå oÉÄRûÉuÉÉ SålÉå 

 Måü EmÉÉrÉ pÉÏ AmÉlÉÉ xÉMüiÉå WæÇû|

CxÉMåü AÌiÉËU£ü xÉÉqÉÉlrÉ  MüÉå iÉÏlÉ qÉÔZrÉ xÉqÉÔWû qÉåÇ lÉæÌiÉMü ÍxÉ®ÉÇiÉÉåÇ

uÉaÉÏïYëiÉ ÌMürÉÉ aÉrÉÉ Wæû - OåûÍsÉAÉåsÉÌaÉMüsÉ, MüiÉïurÉzÉÉx§É AÉæU aÉÑhÉ 

lÉæÌiÉMü ÍxÉkÉÉliÉ| CxÉ mÉëMüÉU Måü ÍxÉ®ÉÇiÉ LxÉ oÉÉiÉ xÉå ÍpÉ³É WûÉåiÉå WæÇû 

ÌMü uÉå ÌMüxÉÏ MüÉrÉï Måü lÉæÌiÉMü qÉÔsrÉ MüÉå ÌlÉkÉÉïËUiÉ MüUiÉå WæÇû, YrÉÉ 

MüÉåD MüÉrÉï lÉæÌiÉMü ÃmÉ xÉå xÉWûÏ, aÉsÉiÉ, xuÉÏMüÉrÉï AjÉuÉÉ 

AxuÉÏMüÉrÉï Wæû?  

AÉcÉÉU xÉÇÌWûiÉÉ - MüÉåQû BTü LÍjÉYxÉ 

urÉuÉxÉÉrÉ AmÉlÉÏ lÉæÌiÉMüiÉÉ urÉ£ü MüUlÉå Måü MüD iÉUÏMåü AmÉlÉÉiÉÉ WæÇû| 

MÇümÉÌlÉrÉÉåÇ Måü mÉÉxÉ AYxÉU LMü AÉcÉÉU xÉÇÌWûiÉÉ SxiÉÉuÉåeÉ WûÉåiÉÉ Wæû 

eÉÉå OûÏqÉ Måü xÉSxrÉÉåÇ MüÉå ElÉMüÐ lÉæÌiÉMü ÎeÉqqÉåSÉËUrÉÉåÇ Måü oÉÉUå qÉåÇ 

xÉÔÍcÉiÉ MüUiÉÉ Wæû|  rÉå ElÉ iÉUÏMüÉåÇ Måü MÑüNû ESÉWûUhÉ WæÇû ÎeÉlÉxÉå MüÉåD 

urÉuÉxÉÉrÉ AmÉlÉÏ lÉæÌiÉMüiÉÉ MüÉ AprÉÉxÉ MüU xÉMüiÉÉ Wæû:

1.  QåûOûÉ xÉÑU¤ÉÉ : urÉuÉxÉÉrÉ AYxÉU AmÉlÉå aÉëÉWûMüÉåÇ Måü oÉÉUå qÉåÇ 

 eÉÉlÉMüÉUÏ LMü§É MüUiÉå WæÇû| rÉWû MåüuÉsÉ LMü DqÉåsÉ mÉiÉÉ WûÉå 

 xÉMüiÉÉ Wæû, sÉåÌMülÉ urÉuÉxÉÉrÉ MüÐ mÉëM×üÌiÉ Måü AÉkÉÉU mÉU rÉWû 

 ElÉMüÉ pÉÉæÌiÉMü mÉiÉÉ rÉÉ xuÉÉxjrÉ rÉÉ ÌuÉ¨ÉÏrÉ eÉÉlÉMüÉUÏ pÉÏ WûÉå 

 xÉMüiÉÉ Wæû| aÉëÉWûMü QåûOûÉ LMü§É MüUlÉå uÉÉsÉÏ MÇümÉÌlÉrÉÉÇ AÉqÉiÉÉæU 

 mÉU ExÉ eÉÉlÉMüÉUÏ MüÉå xÉÑUÍ¤ÉiÉ UZÉlÉå MüÐ uÉÉSÉ MüUiÉÏ WæÇû AÉæU 

 aÉëÉWûMü MüÐ AlÉÑqÉÌiÉ Måü ÌoÉlÉÉ CxÉå xÉÉfÉÉ lÉWûÏÇ MüUiÉÏ WæÇû| 

2.  aÉëÉWûMü mÉëÉjÉÍqÉMüiÉÉ : LMü iÉUWû xÉå LMü urÉuÉxÉÉrÉ AmÉlÉå aÉëÉWûMüÉåÇ 

 Måü ÍsÉL xÉqqÉÉlÉ ÌSZÉÉiÉÉ Wæû, MÇümÉlÉÏ MüÐ MüÐqÉiÉ mÉU pÉÏ, ElÉMüÐ 
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 eÉÃUiÉÉåÇ MüÉå mÉëÉjÉÍqÉMüiÉÉ SåMüU| ESÉWûUhÉ Måü ÍsÉL, rÉÌS MüÉåD 

 aÉëÉWûMü LåxÉÏ uÉxiÉÑLÇ rÉÉ xÉåuÉÉLÇ ZÉUÏSiÉÉ Wæû eÉÉå AxÉÇiÉÉåwÉeÉlÉMü 

 xÉÉÌoÉiÉ WûÉåiÉÏ WæÇû, iÉÉå urÉuÉxÉÉrÉ mÉëÌiÉmÉÔÌiÉï mÉëSÉlÉ MüUlÉå Måü ÍsÉL eÉÉå 

 pÉÏ AÉuÉzrÉMü WûÉå MüUiÉÉ Wæû| 

3.  ÎuWûxÉsÉosÉÉåAU xÉÑU¤ÉÉ : eÉæxÉå-eÉæxÉå urÉuÉxÉÉrÉ oÉÄRûiÉÉ Wæû, rÉWû 

 xÉirÉÉÌmÉiÉ MüUlÉÉ MüÌPûlÉ WûÉå eÉÉiÉÉ Wæû ÌMü MüqÉïcÉÉUÏ MÇümÉlÉÏ ²ÉUÉ 

 ÌlÉkÉÉïËUiÉ lÉæÌiÉMü qÉÉlÉMüÉåÇ MüÉ mÉÉsÉlÉ MüU UWåû WæÇû| MüpÉÏ-MüpÉÏ, 

 MÇümÉlÉÏ Måü pÉÏiÉU AlÉæÌiÉMü mÉëjÉÉAÉåÇ Måü oÉÉUå qÉåÇ krÉÉlÉ AÉMüÌwÉïiÉ 

 MüUlÉå Måü ÍsÉL urÉuÉxÉÉrÉ ÎuWûxÉsÉosÉÉåAU, rÉÉ LMü urÉÌ£ü eÉÉå 

 AuÉækÉ aÉÌiÉÌuÉÍkÉ Måü oÉÉUå qÉåÇ mÉëÉÍkÉMüUhÉ Måü AÉÇMüÄQûÉåÇ MüÉå xÉÔÍcÉiÉ 

 MüUiÉÉ Wæû, mÉU ÌlÉpÉïU MüUiÉÉ Wæû| AlÉæÌiÉMü mÉëjÉÉAÉåÇ MüÐ ËUmÉÉåOïû 

 MüUlÉå Måü ÍsÉL MüqÉïcÉÉËUrÉÉåÇ MüÉå AÉaÉå AÉlÉå Måü ÍsÉL mÉëÉåixÉÉÌWûiÉ 

 MüUlÉå Måü ÍsÉL, urÉuÉxÉÉrÉ AYxÉU lÉMüÉUÉiqÉMü mÉËUhÉÉqÉÉåÇ Måü 

 ÎZÉsÉÉTü xÉÑU¤ÉÉ mÉëSÉlÉ MüUiÉå WæÇû|

4.  MüÊmÉÉåïUåOû mÉÉUSÍzÉïiÉÉ : LMü urÉuÉxÉÉrÉ eÉÉå mÉÉUSÍzÉïiÉÉ MüÉ 

 AprÉÉxÉ MüUiÉÉ Wæû uÉWû MüqÉïcÉÉËUrÉÉåÇ AÉæU aÉëÉWûMüÉåÇ SÉålÉÉåÇ Måü xÉÉjÉ 

 AmÉlÉå xÉÇcÉÉU qÉåÇ xmÉ¹ WûÉåiÉÉ Wæû| CxÉMüÉ qÉiÉsÉoÉ Wæû ÌMü xÉÇcÉÉU 

 xmÉ¹ Wæû, CxÉÍsÉL ElÉ lÉÏÌiÉrÉÉåÇ rÉÉ mÉëÉjÉÍqÉMüiÉÉAÉåÇ Måü oÉÉUå qÉåÇ 

 MüÉåD pÉëqÉ lÉWûÏÇ Wæû eÉÉå urÉÉuÉxÉÉÌrÉMü ÌlÉhÉïrÉÉåÇ MüÉ qÉÉaÉïSzÉïlÉ 

 MüUiÉÏ WæÇû| mÉÉUSzÉÏï MüÊmÉÉåïUåOû xÉÇcÉÉU pÉÏ DqÉÉlÉSÉU AÉæU xÉŠå 

 WûÉåiÉå WæÇû|

5.  xÉÉqÉÑSÉÌrÉMü AÉEOûUÏcÉ : MÇümÉÌlÉrÉÉÇ AYxÉU ElÉ xÉqÉÑSÉrÉÉåÇ MüÐ 

 qÉSS MüUlÉå Måü ÍsÉL LMü lÉæÌiÉMü SÉÌrÉiuÉ qÉWûxÉÔxÉ MüUiÉÏ WæÇû 

 ÎeÉlÉqÉåÇ uÉå urÉuÉxÉÉrÉ MüUiÉå WæÇû| rÉWû MüpÉÏ-MüpÉÏ MÇümÉlÉÏ Måü ZÉcÉï 

 mÉU MüqÉïcÉÉËUrÉÉåÇ Måü ÍsÉL xuÉrÉÇxÉåuÉÏ MüÉrÉï¢üqÉÉåÇ MüÉ ÃmÉ sÉå 

 xÉMüiÉÉ Wæû| CxÉ iÉUWû Måü MüÉrÉï¢üqÉÉåÇ qÉåÇ bÉU MüÐ qÉUqqÉiÉ qÉåÇ qÉSS 

 MüUlÉÉ, mÉëÉM×üÌiÉMü AÉmÉSÉ Måü oÉÉS xÉTüÉD MüUlÉÉ rÉÉ xjÉÉlÉÏrÉ 

 xÉÉqÉÑSÉÌrÉMü MåÇüSì qÉåÇ ÍzÉ¤ÉhÉ MüÉæzÉsÉ zÉÉÍqÉsÉ WûÉå xÉMüiÉå WæÇû|  

MåülÉUÉ oÉæÇMü lÉå xÉMüÉUÉiqÉMü xÉÇxM×üÌiÉ MüÉå oÉÄRûÉuÉÉ SålÉå Måü E¬åzrÉ xÉå, 

qÉÑZrÉ lÉæÌiÉMüiÉÉ AÍkÉMüÉUÏ MüÐ AkrÉ¤ÉiÉÉ qÉåÇ AÉæ±ÉåÌaÉMüxÉÇoÉÇkÉ 

AlÉÑpÉÉaÉ, qÉÉlÉuÉ xÉÇxÉÉkÉlÉ ÌuÉpÉÉaÉ, mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ,oÉåÇaÉsÉÔÂ Måü iÉWûiÉ 

lÉæÌiÉMüiÉÉ AÉæU urÉÉuÉxÉÉÌrÉMü AÉcÉUhÉ qÉå xÉuÉÉåïiÉqÉ MüÉrÉÉïluÉrÉlÉ Måü 

ÍsÉL  MüÉ aÉPûlÉ ÌMürÉÉ Wæû |``lÉæÌiÉMüiÉÉ AÉæU urÉuÉxÉÉrÉ AÉcÉUhÉ Mü¤É''

oÉæÇMü qÉåÇ MüqÉïcÉÉËUrÉÉåÇ MüÐ lÉæÌiÉMü xÉÇxM×üÌiÉ qÉåÇ xÉÑkÉÉU MüUlÉå Måü ÍsÉL, 

YrÉÉ MÑüNû MüUåÇ AÉæU YrÉÉ lÉ MüUåÇ MüÐ LMü Sì¹ÉÇiÉ xÉÔcÉÏ ÌlÉMüÉsÉÏ aÉD 

eÉÉå CxÉ mÉëMüÉU Wæû: 

MüUlÉå rÉÉåarÉ

 MüÉrÉï ÌlÉwmÉÉSlÉ Måü SÉæUÉlÉ ÌlÉrÉqÉÉåÇ, ÌSzÉÉÌlÉSåïzÉÉåÇ, mÉëhÉÉÍsÉrÉÉåÇ AÉæU 

 mÉëÌ¢ürÉÉAÉåÇ MüÉ mÉÉsÉlÉ MüUåÇ|

 EimÉÉSÉåÇ AÉæU xÉåuÉÉAÉåÇ Måü sÉÉpÉÉåÇ AÉæU eÉÉåÎZÉqÉÉåÇ Måü oÉÉUå qÉåÇ 

 aÉëÉWûMüÉåÇ MüÉå xÉÔÍcÉiÉ MüUåÇ|

 aÉëÉWûMüÉåÇ MüÉå iÉOûxjÉ AÉæU ÌlÉwmÉ¤É xÉåuÉÉLÇ mÉëSÉlÉ MüUåÇ, eÉÉÌiÉ, mÉÇjÉ, 

 ÍsÉÇaÉ, AÉrÉÑ, ÌuÉ¨ÉÏrÉ mÉ×¸pÉÔÍqÉ/ mÉåzÉå AÉÌS Måü AÉkÉÉU mÉU 

 pÉåSpÉÉuÉ ÌMüL ÌoÉlÉÉ xÉpÉÏ aÉëÉWûMüÉåÇ Måü ÍsÉL xÉqÉÉlÉ xÉåuÉÉ mÉëSÉlÉ 

 MüUåÇ|

 rÉÉælÉ EimÉÏÄQûlÉ Måü mÉëÌiÉ eÉÏUÉå OûÊsÉUåÇxÉ UZÉåÇ|    

 ÎuWûxÉsÉ osÉÉåAU iÉÇ§É Måü iÉWûiÉ ÌMüxÉÏ pÉÏ aÉsÉiÉ MüÉrÉï MüÐ xÉÔcÉlÉÉ 

 SåÇ|

 oÉæÇMü Måü AÉcÉUhÉ ÌuÉÌlÉrÉqÉÉåÇ MüÉ AlÉÑmÉÉsÉlÉ MüUåÇ|

lÉ MüUlÉå rÉÉåarÉ 

 MüÉlÉÔlÉ Måü AlÉÑxÉÉU AÉuÉzrÉMü AÍkÉMüÉËUrÉÉåÇ MüÉå NûÉåÄQûMüU oÉæÇMü 

 rÉÉ ExÉMåü aÉëÉWûMüÉåÇ Måü oÉÉUå qÉåÇ ÌMüxÉÏ pÉÏ eÉÉlÉMüÉUÏ MüÉ ZÉÑsÉÉxÉÉ 

 lÉ MüUåÇ|

 lrÉÉrÉ, DqÉÉlÉSÉUÏ, xÉirÉÌlÉ¸É, ÌuÉµÉxÉlÉÏrÉiÉÉ AÉæU xÉÉqÉÉÎeÉMü 

 E¨ÉUSÉÌrÉiuÉ Måü ÍxÉ®ÉÇiÉÉåÇ MüÉ EssÉÇbÉlÉ/ EssÉÇbÉlÉ lÉ MüUlÉÉ|

 oÉæÇMü MüÐ xÉÇmÉÌ¨É, mÉËUxÉÇmÉÌ¨ÉrÉÉåÇ AÉæU xÉÇxÉÉkÉlÉÉåÇ MüÉ AMÑüzÉsÉiÉÉ 

 xÉå AÉæU AlÉmÉåÍ¤ÉiÉ E¬åzrÉÉåÇ Måü ÍsÉL EmÉrÉÉåaÉ lÉ MüUlÉÉ| 

 xjÉÉlÉÉliÉUhÉ/ mÉSÉå³ÉÌiÉ AÉÌS mÉU oÉÉ½ xÉÇxjÉÉAÉåÇ MüÉ mÉëpÉÉuÉ 

 sÉÉlÉÉ|

 LåxÉå ÌuÉÇQûÉå QíåûÍxÉÇaÉ aÉÌiÉÌuÉÍkÉ qÉåÇ zÉÉÍqÉsÉ WûÉålÉÉ eÉÉå zÉÉZÉÉ/ 

 AÉUAÉå/ xÉÏAÉå/ oÉæÇMü MüÐ urÉuÉxjÉÉ Måü oÉÉUå qÉåÇ pÉëÉqÉMü 

 eÉÉlÉMüÉUÏ SålÉÉ|

 aÉëÉWûMüÉåÇ/ MüqÉïcÉÉËUrÉÉåÇ Måü xÉÉjÉ AlÉæÌiÉMü xÉÇoÉÇkÉ oÉlÉÉlÉÉ eÉæxÉå 

 urÉÌ£üaÉiÉ aÉÉUÇOûÏ, xÉÇrÉÑ£ü ZÉÉiÉÉ ZÉÉåsÉlÉÉ AÉÌS|

 oÉæÇMü Måü oÉÉWûU ÌMüxÉÏ AlrÉ urÉuÉxÉÉrÉ xÉå eÉÑÄQûlÉÉ ÎeÉxÉqÉåÇ  

 ``MüÉåÎlÄnsÉYOû BTü CÇOûUåxOû'' ÌlÉÌWûiÉ WûÉå|

krÉÉlÉ UWåÇû ``lÉæÌiÉMüiÉÉ MüÉ mÉÉsÉlÉ eÉoÉ EŠ AÍkÉMüÉUÏ ²ÉUÉ ÌMürÉÉ 

eÉÉiÉÉ Wæû iÉoÉ lÉÏcÉå uÉÉsÉå xuÉiÉ: WûÏ AmÉlÉÉiÉå WæÇû|'' AjÉÉïiÉ ÌMüxÉÏ pÉÏ 

MüÉrÉÉïsÉrÉ qÉåÇ AÍkÉMüiÉU MüqÉïcÉÉUÏ AmÉlÉå lÉåiÉ×iuÉ (EŠ mÉëoÉÇkÉlÉ) Måü 

²ÉUÉ ÌMüL AÉcÉUhÉ MüÉ WûÏ AlÉÑxÉUhÉ ÌMürÉÉ eÉÉiÉÉ Wæû| CxÉÍsÉL WûU 

MüÉrÉÉïsÉrÉ AÉæU ExÉMåü MüÉrÉïmÉÉsÉMü MüÉå lÉæÌiÉMüiÉÉ Måü AlÉÑÃmÉ  

AmÉlÉÉ xuÉÉpÉÉÌuÉMü AÉæU urÉÉuÉxÉÉÌrÉMü AÉcÉUhÉ UZÉiÉå WÒûL LMü 

DqÉÉlÉSÉU NûÌuÉ oÉlÉÉlÉå MüÐ MüÉåÍzÉzÉ MüÐ eÉÉlÉÏ cÉÉÌWûL, ÎeÉxÉxÉå 

MüÉrÉÉïsÉrÉ Måü ÌWûiÉÉåÇ MüÐ U¤ÉÉ WûÉå xÉMåü |

*****   

AÉsÉåZÉ
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On an early morning of April 2005, I was sipping my hot 
filter coffee indulging in the taste & aroma of it and 
opened the newspaper to read. Neither the catchy 
headlines of poli�cal news nor crime updates gets my 
a�en�on. My interest lies in Sports and my future. 
Please don't be confused. It is not about my future in 
sports, they are two different interests. I buy 
newspapers and weekly magazines regularly to follow 
my horoscope readings and solve weekly puzzles. I am 
always curious to know what lies ahead of me. That day 
my zodiac sign said, I am going to hear some news which 
is going to alter my life. It further said that I have no 
choice but to embrace it. I speculated what that could 
be. I am already married and having a kid, what else can 
alter my life? I looked at my husband with suspicion and 
asked if it has anything to do with him. Are you holding 
something from me? Is it about your transfer or 
something important that you are hiding from me?  My 
husband who normally hesitates to break his transfer 
news to me went into defence “now don't blame me for 
everything you read. I have nothing to do with it. It must 
be related to your work” he asserted. Anyway he was 
right for once.

I did my daily puja and hoped that the news will be in 
everyone's best interest.

I reached office and was busy in the counter a�ending 
heavy foo�all in the branch. My manager came out and 
with a beaming face announced that our branch in the 
city is iden�fied for installing an ATM.  It is the 1st ATM 
to be introduced in Vizag in our Branch premises.  With 
this the foo�all in the branch will come down he hoped. 
As a staunch believer of horoscopes and sen�ments, I 
was super excited that what I read in the morning 
turned out true. My immediate thought was that we are 
going to have more quality �me for our customers.

When Cash withdrawals were only through branches, 
ATM was a great welcome. The days when internet was 
not that famous in households, innocence s�ll high 
amongst public, the “know it all” Google was not heard 
of, Whatsapp and its universi�es did not take birth yet, 
newspapers and colleagues played a vital role in 
dissemina�ng informa�on and news for us. We were 
not aware of fake news and misleading youtube 
thumbnails. All we knew was to share known 
informa�on during our lunch �mes.  We just started 
hearing news about Automated Teller Machines and its 
func�oning that cash will be dispensed if we insert a 
card. Debit cards were never heard of. We wondered 
how the card knows about our account and the balance 
it holds. Each one had a story to add. 

Our branch was on the ground floor in the heart of the 
city, hence installa�on of ATM was not only easy but also 
helpful for customers to easily access. We all felt that 
our branch customers will be highly benefi�ed with this 
machine.

Agreement was made with the premises owner and 
ATM room construc�on happened fast. Wow, it was an 

May The Tribe IncreaseMay The Tribe IncreaseMay The Tribe Increase

V Padmaja 
DM

Strategy and Resources Wing

Anecdote
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Air condi�oned room with vitrified �les, a spring door 
and a bolt to close the door from inside.  It looked cool, 
clean and beau�ful. The whole city branches waited for 
the day with all eagerness for the ATM to arrive like a 
child wai�ng for Santa to bring the gi�s. I could not sleep 
with excitement to see our new machine. 

Finally the ATM machine arrived. The beast was black in 
colour and huge in size. I looked at it with all amusement 
and wonder. I could not believe that it can work like a 
human being by debi�ng the account and coun�ng 
exact amount of cash and hand over to the person that 
too without a cheque or withdrawal form. What if it 
messes up, who will reconcile, many doubts lingering in 
my mind, s�ll I welcomed my 1st ATM wholeheartedly. 
Remember there were no CCTVs then.

Here I have to tell you my childhood story. When I was a 
child, my mother used to teach me how to pray and she 
used to tell me that whatever I wish for wholeheartedly, 
God wil l  g ive without any condi�ons saying 
“Thathasthu” which means it will be done. She also told 
me that I cannot ask for moon or stars, I should ask for 
something which is possible and I am already aware of. I 
was always a curious kid. I wanted to test God and 
wished for my favourite sweets “Jalebi” which my father 
used to bring some�mes.  God instantly blessed with 
“Thathasthu”. As an innocent child, I did not know that 
day was 1st of a month and my father had the habit of 
celebra�ng his salary day with sweets. Hence that day 
too my father brought home my favourite sweets. I was 
so delighted and thanked God for hearing me out and 
blessing me with the boon I asked for without any filters. 
I hugged my dad and thanked him for bringing my 
favourite Jalebis. God ensured that my father con�nued 
the tradi�on of bringing the same sweets on his salary 
day �ll my father's re�rement. Even though I made lot of 
amendment requests to change the sweets as my tastes 
& likings have evolved with �me, God and my father 
would s�ll cling on to their commitment come what 
may.  My escape route from Jalebis was only a�er I got 
married and moved out.

This grant of wishes con�nued but God was obs�nate 
and never allowed amendments. During my Board 
exams too I asked for dis�nc�on but forgot to ask for 
topping the state. Later, though I tried to modify my 

request, He never budged. I got everything I asked for be 
it my job, marriage, kid and transfer, but no change 
requests permi�ed on a later date.  

Let's go back to my memories with my first ATM. We 
welcomed the ATM like the 1st child in the house. There 
was fes�ve look and celebra�on in the branch. We 
decorated the ATM room like a mini wedding hall with 
flowers & Rangoli. We also dressed up befi�ngly. 
Technical team was deployed to oversee smooth 
opening of ATM.  Our Circle head inaugurated the ATM 
with pomp and show by ligh�ng the lamp, offered 
flowers, coconut and prayed for its successful 
func�oning. Priest chanted the mantras, blessed the 
Bank, branch and ATM machine. Local MP, MLA & 
District Collector were invited. MP cut the ribbon, MLA 
operated the 1st transac�on, they gave speeches about 
modernisa�on, Technical progression in Banking and 
finally we wound up by distribu�ng sweets to the 
a�endees. The news was covered in every local 
newspaper. 

My friends from other banks were envious of us that we 
got an ATM ahead of them. Our official photographer 
captured the event fully. We proudly took photos in the 
ATM room and outside too, displaying our treasured 
possession.

A�er the inaugura�on, when everyone had se�led 
d o w n ,  I  wa s  s o  t h a n k f u l  to  G o d ,  I  w i s h e d 
wholeheartedly that “may the tribe increase”. As I told 
you earlier, that I am always in a hurry to seek without 
clarity, it happened so that very minute God blessed 
with “Thathasthu”. At that par�cular �me, ATM did not 
work due to network issue and the card holder was 

Anecdote
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furious about the failure, lo behold, he walked inside the 
branch and started shou�ng at me holding me 
responsible for the failure, since I am seated at the 
entrance.  Till that point of �me, I was an innocent clerk 
who earned a very good name for my customer service, 
liked by all and never got any complaint from any corner. 
I was terrified and confused about why he was shou�ng 
at me. He said the ATM was useless and his anger cooled 
down a�er he hurled many abuses towards Govt, 
Poli�cians and the branch.  Branch manager hurriedly 
pulled the ATM shu�er down and informed the 
Technical people to look into the issue. 

Next day, ATM was set right and two opera�ons were 
successful and at the third opera�on ATM machine 
sucked the card inside it as if it was hungry for cards. 
Now the cardholder rushed to me and started shou�ng 
in frenzy. I was very scared to see him. I started chan�ng 
Hanuman Chalisa in despair. I took his phone number 
and assured him that once I get some informa�on about 
his card, I shall call him. We did not know where the 
card disappeared. We searched everywhere in the 
ATM room but could not find it anywhere to our 
disappointment. Not knowing how to feed the ATM, we 
pulled the shu�er down urgently and then we pressed 
the Technical team to inves�gate the issue. Technical 
team came the next day and helped us retrieve the card 
by enlightening us where to look for the cards by 
opening the magical door. I entered the card details in a 
register and took the signature of the s�ll furious card 
holder and handed over the card to him.

Vizag being the sultriest place with high humidity, our 
ATM had the a�rac�on of Air condi�on with a door to 
close from behind, some people would come just to get 
rid of the sweat, enjoy the coolness in hot summer and 
lock themselves inside the ATM room. People wai�ng in 
the queue would come and shout at me for the 
uncivilised behaviour of those persons chilling in the 
ATM room. 

People did not hesitate to show their resent whenever 
ATM ran out of cash and would yell at any issue like poor 
dispensing, internet issue, cyclone issue, power issue 
and everything which is beyond our control. I was 
always the person at the entrance being a�acked for all 
ATM related issues. Then I realised that God got 
confused about the wish that I made regarding the 
Tribe, I meant tribe of ATMs and God felt I wished for the 

Tribe of angry customers. I pleaded God to understand 
my request and be empathe�c towards me. I appealed 
to Him that even Regulatory Acts in India are not rigid, 
they are o�en amended in Parliament, so consider my 
request posi�vely and I will be ever grateful to you. I 
almost wrote an appeal in my heart explaining him all 
the details. I felt that all the reputa�on I earned �ll then, 
is being put to test.

With each angry complainant, my prayers intensified, I 
persuaded God that I will offer Him 100 coconuts, I will 
donate this, that and every possible thing. Every day I 
brought flowers and fruits for ATM and prayed with 
incense s�cks for it to work well and not to give trouble. 
But you know God adheres to his word like the Jalebis, 
he ensured that the tribe should con�nue. I can't blame 
Him total ly  as the popula�on has increased 
tremendously and He is very busy a�ending to mul�ple 
requests of billions of people. I should pa�ently wait for 
my number again.

A�er watching this trend for few months, I took the 
onus of unwri�en KRA to educate the customers how to 
operate the ATM, how to enter the PIN secre�vely, how 
to take the cash and how not to inconvenience the next 
operator. I started enjoying training the ATM illiterates. 
Slowly complaints started receding.

Branch was asked to issue ATM cards to all the top 
customers but many used to refuse taking them, feeling 
that they will lose the human touch. I used to lure them 
saying that they get fresh currency notes in ATMs which 
are not available in the counters. It was a fact too. We 
were supposed to load only fresh currency notes in the 
ATMs then, so there was not much le� for withdrawals 
through the cash counters. 

A�er ini�al days of struggle with ATM machine, 
somehow God heard me loud and clear and made 
amendment to what he granted. More number of 
modern ATMs were opened in the city. Public became 
more aware, network & technology improved.

I regained my old glory known for best customer service. 
I see more happy faces at ATMs. This �me I was careful in 
wishing to grant what is best for the world “Let everyone 
be happy, healthy and at peace”.

*****

Anecdote
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Board of Directors with par�cipants of Board Strategy Meet held at Mussoorie, U�arakhand 

Board of Directors with Sri. Vasudevan P, ED(D), RBI Whole Time Directors Non Official Directors Along With Shri. Vasudevan P, ED(D), RBI

Future of Baning by Sri. Ashish Garg, MD & SR Partner, BCGSmt. Sreyssha George, MD & Partner, BCGSri. K Satyanarayana Raju, MD & CEOSri. Vijay Srirangan, Chairman

Welcome Speech By Shri. Ravikrishnan M K, GM & Secretary To Board



Board Strategy Meet
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Session in Progress Break-out Session

Sri. Vasudevan P, ED(D), RBI Sri. Vivek Adhia, Asst. Director, BCG

Sri. Raghav Ghosh, Partner, BCG Shri. Mahesh M Pai, Gm, S&R Wing, HO, Bengaluru

Shri. Pushkar Sinha, GM, IT Wing, HO Sri. Debashish Mukherjee, ED
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Board Strategy Meet

Sri. Hardeep Singh Ahluwalia, ED

Smt. Abha Singh Yaduvanshi, Shareholder Director

Top Performing Co Heads with 
Shri. K Satyanarayana Raju, MD&CEO

Top Performing Ro Heads with 
Shri. K Satyanarayana Raju, MD&CEO

Top Performing Branch Heads with 
Shri. K Satyanarayana Raju, MD&CEO

Sri. Brij Mohan Sharma, ED Sri. Ashok Chandra, ED

Shri. Bimal Prasad Sharma, Shareholder Director

Shri. Dibakar Prasad Harichandan, Part Time Non Official Director



Circle News

HEAD OFFICE - L & D VERTICAL

First �me RO Heads' training programme was conducted 
at Bengaluru on 26.04.2023. The programme was 
inaugurated by Sri. Debashish Mukherjee, ED. 
Sri. K Satyanarayana Raju, MD & CEO interacted with the 
par�cipants and briefed the expecta�ons of the Top 
Management. Sri. Ashok Chandra, ED, Sri. Shankar S, 
CGM, HR Wing, Sri. M K Ravikrishnan, GM & Secretary to 
the Board, and Sri. H K Gangadhar, DGM & CLO were also 
present for the session. 56 RO Heads par�cipated in the 
training progamme.

The birth anniversary of Dr. B R Ambedkar was celebrated 
at CIBM Manipal. The programme was inaugurated by Dr. 
A K Pandey, GM, and Sri. H K Gangadhar, DGM & CLO, 
CIBM. Speech and Quiz compe��on based on the life of 
Dr. B R Ambedkar was organised and a special bulle�n 
was also released as part of the celebra�on.

Sri H K Gangadhar, DGM&CLO on behalf of Canara Bank, 
and Sri Sanjay Prakash, MD & CEO, SBI Founda�on. 
Dr Anil Kumar Pandey, GM and Sri Hemant Singh, AGM, 
L&D Ver�cal were also present. The signing of MoU will 
pave the way for training of our VI & SHI employees and 
empower them further in discharging their du�es.

CIBM
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Canara Bank signed a MoU with SBI Founda�on for the 
training of Visually Impaired and Speech & Hearing 
Impaired employees of our Bank. The MoU was signed by 

A five day Faculty Development Program was conducted 
at CIBM, Manipal from 22.05.2023 to 26.05.2023 
for newly inducted faculty members of the L&D Ver�cal. 
Sri. H K Gangadhar, DGM&CLO, and Sri. Hemant Singh, 
A G M ,  C I B M  i n a u g u r a t e d  t h e  p r o g r a m m e . 
Sri. D Surendran, CGM, HR Wing and Dr. A K Pandey, GM, 
CIBM interacted with the par�cipants. Mul�ple sessions 
were conducted by IIBF faculty members on varied 
topics.

A three day training programme for Agriculture Credit 
Centres (ACCs) heads and Hi-tech Agri Finance Branch 
heads was conducted at CIBM, Manipal from 29.05.2023 
to 31.05.2023. Execu�ves from 13 ACCs and 6 Hi-tech 
Agri Finance Branches par�cipated. Dr. Ganapathy R, 
DGM, NABARD updated the trainees about the new 
areas in agriculture and hor�culture for project 
financing. Sri. Manjunatha Bhat, External Faculty 



Circle News

The Corporate Officials Cricket League was held on 22nd 
and 23rd April 2023 at Gha�kia Mini Stadium, 
Bhubaneswar. Cricket teams from Canara Bank, SBI, PNB, 
BoI, IDBI Bank, Odisha Gramya Bank, RBI and Odisha 
State Secretariat par�cipated. Odisha State Secretariat 
bagged the trophy. Sri.  Bimal Prasad Sharma, 
Shareholder Director and Sri .  Dibakar Prasad 
Harichandan, Part-�me Non-official Director, Canara 
Bank inaugurated the league. Sri. Jagdish Chander, GM & 
Circle Head, Sri. G N Murthy, DGM, Smt. Rita Das, AGM, 
Bhubaneswar CO, Sri. Mahamaya Prasad Roy, AGM, 
Bhubaneswar RO I, Sri. Neeraj Kumar Mishra, DM, 
Bhubaneswar RO II, other execu�ves and staff were also 
present.

BHUBANESWAR
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GMs Sri. B L Meena, and Sri. Jagdish Chander, 
inaugurated the renovated premises of Babuji Nagar 
Branch and IRC Village Branch on 05.04.2023 in the 
presence of Sri.  Mahamaya Prasad Roy, AGM, 
Bhubaneswar-I RO. Officials from premises sec�on, 
Bhubaneswar CO and other staff were present during the 
event.

enriched the par�cipants on interpersonal rela�onship 
and nego�a�on skills. Smt. K A Sindhu, GM, PC Wing 
interacted with the par�cipants and briefed the 
corporate goals and expecta�ons.

BENGALURU

Bengaluru CO held a mee�ng on 20.04.2023 with KUIDFC 
execu�ves and officials to introduce our payroll package. 
Salient features of the package were discussed during 
the meet. There was an interac�on session in which all 
queries pertaining to the same were clarified. Sri. 
Manjunath B, GM, Finance (KUIDFC) appreciated the 
features of the package and also requested all interested 
employees to open their salary accounts with us. 
Sri. Ganesh R, DGM and Sri. Nithin K Pai, DM, Bengaluru 
CO took part in the event.

A presenta�on was made on the features about the 
recently launched Premium Payroll Package to our IT 
partners at a mee�ng held at Bengaluru on 20.04.2023. 
Sri. Hardeep Singh Ahluwalia, ED, Sri. Debananda Sahoo, 
CGM, Bengaluru CO, Shri. Mahesh M Pai, GM, S&R Wing 
and 14 IT partners a�ended the mee�ng. The product 
was well appreciated by our IT partners. The discussions 
with the IT partners were frui�ul and we have got 
posi�ve response from all the vendors.



Circle News

The 132nd B i r th  Anniversary  Ce lebra�on of 
Dr. B R Ambedkar was celebrated at Chennai CO in 
coordina�on with Canara Bank SC/ST Employees' 
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Review Meet of 5 ROs, branches and ver�cals of 
Bhubaneswar CO was conducted on 30.04.2023. 
Sri. Jagdish Chander, GM, Sri. P Thakur Naik, DGM, 
Smt. Rita Das, AGM, Sri. Vivek Patni, DM, Bhubaneswar 
CO, other execu�ves from CO and RO, and branch heads 
par�cipated. Two dis�nguished guests, Dr. Lalatendu 
Kesari Jena, Associate Professor, XIM University, 
Bhubaneswar and Sri. Parthasarathi Mishra, Board 
Member, Amnaya Corpora�on, US elucidated on topics 
spanning from effec�ve communica�on, team work, and 
so� skills, to business strategy and importance of 
keeping the human resource of the organisa�on safe, 
healthy, and sa�sfied inorder to achieve posi�ve results 
in the long run.

“Chennai Property Fair 2023” was organised at Chennai 
Trade Centre on 12th, 13th & 14th May 2023 by the 
Hindu Group. A stall was put up by Chennai Circle at the 
fair. The Property Fair was a grand success and our Bank 
has made a strong presence in the minds of the visitors, 
peer Banks and sourced 100 leads.

CHENNAI

A three day workshop for OL Officers of Canara Bank was 
organized at CoE, Gurugram from 17th to 19th April, 
2023. Smt. Anshuli Arya, Secretary (Official Language),  
Department of Official Language, Ministry of Home 
Affairs, GoI was the Chief Guest. A handbook compiled 
and edited by Bhubaneswar Circle was released by 
Smt. Anshuli Arya. Amongst others Shri Ashok Chandra, 
ED, Shri Shankar S, CGM, HR Wing, HO, Shri Bhavendra 
Kumar, CGM, Delhi CO and Shri E. Ramesh, AGM, OL 
Sec�on, HR Wing, HO were present during release.

Welfare Associa�on, Chennai Circle Unit on 24.04.2023. 
The func�on was presided over by Shri Purushothama 
Dass, Founder and Chairman CBSCSTEWA, in the 
presence of Shri Na Duraibhaskar, Central Commi�ee 
Member, and CBSCSTEWA. Dr S Ravi Varman, Director, 
Na�onal Commission for SCs, Tamil Nadu was the Chief 
Guest. Sri. Nair Ajit Krishnan, CGM, Chennai CO, 
distributed school bags, note books and other study 
materials to around 50 downtrodden students and also 
handed over loan sanc�ons to Iden�fied SHGs and SC/ST 
beneficiaries.



Circle News

A credit camp was conducted on 11.05.2023 at Chi�oor 
which was presided by Sri. P. Ravi Varma, GM, Vijayawada 
CO. Nearly 125 customers from various industries 
a�ended the camp and around 61 leads were received 
amoun�ng to approximately ₹100 crores. 

Sri. Mahesh M Pai, GM, S&R Wing, visited Hyderabad CO 
and held an interac�on with Scale IV and above 
execu�ves of the CO, ROs and branches on 10.05.2023. 
He emphasised on the importance of CASA improvement 
through opening of new Canara Premium Payroll 
accounts and gave valuable �ps on how to generate the 
poten�al leads from Customer 360 (New) in BD360 and 
market our bank products by highligh�ng the various 
facili�es and benefits for the customers.

VIJAYAWADA
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HYDERABAD

Sri M Vijaya Kumar, GM, Hubbali CO, visited Hubbali RO-I  
on 15.04.2023. He addressed the RO staff and provided 
guidance and explained strategies to improve business 
and also conveyed the expecta�ons of the Top 
Management. Sri. Ra� Kanta Dora, AGM, Hubbali RO-I 
presented the business performance highlights of the 
region. Sri. M Vijaya Kumar, GM also visited Regional 
Offices of Hubbali II, Vijayapura, Bagalkot and Kalburgi.

As part of customer connect and sourcing new business 
proposals and corporate customers, Sri. M Vijaya Kumar, 
GM, along with Sri. Ya�sh Kumar Goyal, AGM, Hubbali 
CO, Sri. S V K Reddy, CM, LCB, Sri A Y Pa�l, DM, Chikkodi 
RO, and Sri. Sreekumar, CM, Ghataprabha Branch, 
visited M/S Sa�sh Sugars Ltd. at Hunshyal PG Village, 
Belgaum District. Sri V M Talwar, Vice President 
Technical, Sri P D Hiremath Senior Vice President and 
Company CFO Sri Dileep Pawar guided our staff through 
all the sec�ons of their factory. 

HUBBALLI



AÉaÉUÉ

AÉaÉUÉ zÉWûU Måü xÉpÉÏ xÉUMüÉUÏ oÉæÇMüÉåÇ uÉ oÉÏqÉÉ MÇümÉÌlÉrÉÉåÇ qÉåÇ pÉÉUiÉ 

xÉUMüÉU MüÐ UÉeÉpÉÉwÉÉ lÉÏÌiÉ MüÉ mÉëpÉÉuÉÏ MüÉrÉÉïluÉrÉlÉ xÉÑÌlÉÍ¶ÉiÉ 

MüUlÉå Måü E¬åzrÉ xÉå lÉaÉU UÉeÉpÉÉwÉÉ MüÉrÉÉïluÉrÉlÉ xÉÍqÉÌiÉ, AÉaÉUÉ 

(oÉæÇMü uÉ oÉÏqÉÉ) aÉÌPûiÉ Wæû| CxÉ xÉÍqÉÌiÉ MüÉ xÉÇrÉÉåeÉMü MüÉrÉÉïsÉrÉ 

MåülÉUÉ oÉæÇMü, AÇcÉsÉ MüÉrÉÉïsÉrÉ, AÉaÉUÉ Wæû | xÉÍqÉÌiÉ MüÐ ÌuÉ¨ÉÏrÉ 

uÉwÉï 2023-24 MüÐ mÉëjÉqÉ oÉæPûMü Måü ÃmÉ qÉåÇ 21uÉÏÇ NûqÉÉWûÏ 

xÉqÉÏ¤ÉÉ oÉæPûMü MüÉ AÉrÉÉåeÉlÉ ÌS. 21.04.2023 MüÉå AÇcÉsÉ 

MüÉrÉÉïsÉrÉ, AÉaÉUÉ Måü xÉqqÉåsÉlÉ Mü¤É qÉåÇ ÌMürÉÉ aÉrÉÉ| oÉæPûMü MüÐ 

AkrÉ¤ÉiÉÉ xÉÍqÉÌiÉ AkrÉ¤É ´ÉÏ eÉÉåÌaÉlSì ÍxÉÇWû bÉlÉbÉxÉ, 

qÉWûÉmÉëoÉÇkÉMü, lÉå MüÐ| oÉæPûMü qÉåÇ qÉÑZrÉ AÌiÉÍjÉ uÉ xÉqÉÏ¤ÉÉMüiÉÉï Måü 

ÃmÉ qÉåÇ pÉÉUiÉ xÉUMüÉU, aÉ×Wû qÉÇ§ÉÉsÉrÉ, UÉeÉpÉÉwÉÉ ÌuÉpÉÉaÉ MüÐ AÉåU 

xÉå QûÊ. NûÌoÉsÉ MÑüqÉÉU qÉåWåûU, EmÉ ÌlÉSåzÉMü (MüÉrÉÉïluÉrÉlÉ), ¤Éå§ÉÏrÉ 

MüÉrÉÉïluÉrÉlÉ MüÉrÉÉïsÉrÉ (E¨ÉUÏ ¤Éå§É-2) EmÉÎxjÉiÉ UWåÇû |

AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| MüÉrÉï¢üqÉ MüÉ AÉrÉÉåeÉlÉ qÉWûÉmÉëoÉÇkÉMü LuÉÇ 

AÇcÉsÉ mÉëqÉÑZÉ ́ ÉÏ zÉqpÉÔ sÉÉsÉ eÉÏ MüÐ AkrÉ¤ÉiÉÉ qÉåÇ ÌMürÉÉ aÉrÉÉ| 

MüÉrÉï¢üqÉ qÉåÇ xÉWûÉrÉMü qÉWûÉmÉëoÉÇkÉMü ´ÉÏ UÉqÉ UiÉlÉ, xÉWûÉrÉMü 

qÉWûÉmÉëoÉlkÉMü ́ ÉÏ xÉÌiÉlSU AÉlÉÇS LuÉÇ AÇcÉsÉ MüÉrÉÉïsÉrÉ Måü AlrÉ 

MüÉrÉïmÉÉsÉMüaÉhÉ uÉ MüqÉïcÉÉUÏaÉhÉ EmÉÎxjÉiÉ UWåû| MüÉrÉï¢üqÉ MüÉ 

zÉÑpÉÉUÇpÉ SÏmÉ mÉëeuÉsÉlÉ xÉå WÒûAÉ LuÉÇ EmÉÎxjÉiÉ xÉpÉÏ lÉå oÉÉoÉÉ 

xÉÉWåûoÉ MüÉå  mÉÑwmÉ AÌmÉïiÉ MüU xqÉUhÉ ÌMürÉÉ|

AWûqÉSÉoÉÉS
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pÉÉåmÉÉsÉ

AÇcÉsÉ MüÉrÉÉïsÉrÉ pÉÉåmÉÉsÉ qÉåÇ mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ xÉå qÉWûÉmÉëoÉÇkÉMü 

´ÉÏ mÉëpÉÉiÉ ÌMüUhÉ MüÉ SÉå ÌSuÉxÉÏrÉ SÉæUå mÉU AÉaÉqÉlÉ WÒûAÉ| ElÉMüÐ 

rÉÉ§ÉÉ MüÉ qÉÑZrÉ krÉårÉ lÉrÉÉ urÉuÉxÉÉrÉ eÉÑOûÉlÉÉ, qÉÉæeÉÔSÉ AÉæU pÉÉuÉÏ 

aÉëÉWûMüÉåÇ xÉå ÍqÉsÉlÉÉ AÉæU MåülÉUÉ mÉåUÉåsÉ mÉæMåüeÉ xMüÏqÉ ZÉÉiÉÉåÇ Måü 

oÉÉUå qÉåÇ mÉëcÉÉU MüUlÉÉ jÉÉ| ´ÉÏ mÉëpÉÉiÉ ÌMüUhÉ lÉå AmÉlÉÏ rÉÉ§ÉÉ Måü 

SÉæUÉlÉ pÉÉåmÉÉsÉ Måü AÇcÉsÉ mÉëqÉÑZÉ, qÉWûÉmÉëoÉÇkÉMü ́ ÉÏ ÌuÉ¢üqÉ SÒaaÉsÉ 

Måü xÉÉjÉ 22.05.2023 MüÉå CÇSÉæU zÉWûU MüÉ iÉjÉÉ 23.05.2023 

MüÉå pÉÉåmÉÉsÉ zÉWûU MüÉ SÉæUÉ ÌMürÉÉ AÉæU ÌuÉÍpÉ³É LcÉLlÉAÉD, 

AÇcÉsÉ xÉqÉÉcÉÉU

WûqÉÉUå AÇcÉsÉ MüÉrÉÉïsÉrÉ qÉåÇ xÉÇÌuÉkÉÉlÉ Måü eÉlÉMü QûÊ. pÉÏqÉUÉuÉ 

AÇoÉåQûMüU eÉÏ MüÐ 132uÉÏÇ eÉrÉÇiÉÏ (14 AmÉëæsÉ 2023) Måü 

EmÉsÉ¤rÉ qÉåÇ ÌSlÉÉÇMü 13 AmÉëæsÉ 2023 MüÉå xÉqÉÉUÉåWû MüÉ 

ÌSlÉÉÇMü 05.04.2023 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ, oÉåÇaÉsÉÔÂ ²ÉUÉ 

AkrÉrÉlÉ LuÉÇ ÌuÉMüÉxÉ MåÇüSì, oÉåÇaÉsÉÔÂ qÉåÇ LMü ÌSuÉxÉÏrÉ ÌWÇûSÏ 

MüÉrÉïzÉÉsÉÉ MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| CxÉ MüÉrÉïzÉÉsÉÉ qÉåÇ 

UÉeÉpÉÉwÉÉ MüÉrÉÉïluÉrÉlÉ xÉqoÉÇkÉÏ ÌlÉrÉqÉÉåÇ uÉ AÍkÉÌlÉrÉqÉÉåÇ iÉjÉÉ 

LxÉOûÏAÉU-18 MüÉå mÉëxiÉÑiÉ MüUlÉå MüÐ eÉÉlÉMüÉUÏ xÉÌWûiÉ MåülÉUÉ 

oÉæÇMü qÉåÇ mÉëcÉÍsÉiÉ UÉeÉpÉÉwÉÉ xÉqoÉÇkÉÏ ÌuÉÍpÉ³É mÉëÉåixÉÉWûlÉ rÉÉåeÉlÉÉ, 

rÉÔÌlÉMüÉåQû, ÌWÇûSÏ OûÉCÌmÉÇaÉ Måü xÉÉjÉ oÉæÇÌMÇüaÉ zÉoSÉuÉsÉÏ, mÉ§ÉÉcÉÉUÉåÇ 

iÉjÉÉ urÉuÉWûÉËUMü urÉÉMüUhÉ MüÐ pÉÏ eÉÉlÉMüÉUÏ mÉëSÉlÉ MüÐ aÉD| 

oÉåÇaÉsÉÔÂ



AÇcÉsÉ xÉqÉÉcÉÉU

cÉå³ÉD

MåülÉUÉ oÉæÇMü, AÇcÉsÉ MüÉrÉÉïsÉrÉ cÉå³ÉD ²ÉUÉ ÌS. 13.04.2023 MüÉå 
lÉUÉMüÉxÉ, cÉå³ÉD Måü iÉiuÉÉuÉkÉÉlÉ qÉåÇ rÉÔÌlÉMüÉåQû mÉëÍzÉ¤ÉhÉ MüÉrÉï¢üqÉ 
MüÉ AÉrÉÉåeÉlÉ MåülÉUÉ AkrÉrÉlÉ LuÉÇ ÌuÉMüÉxÉ MåÇüSì, cÉå³ÉD qÉåÇ ÌMürÉÉ 
aÉrÉÉ Wæû| CxÉ MüÉrÉï¢üqÉ qÉåÇ ÌuÉÍpÉ³É oÉæÇMü LuÉÇ oÉÏqÉÉ xÉÇxjÉÉAÉåÇ Måü 
xOûÉTü xÉSxrÉÉåÇ lÉå EixÉÉWû Måü xÉÉjÉ pÉÉaÉ ÍsÉrÉÉ|

MüÊmÉÉåïUåOû AÉæU xÉUMüÉUÏ MüÉrÉÉïsÉrÉÉåÇ Måü zÉÏwÉï AÍkÉMüÉËUrÉÉåÇ xÉå pÉåÇOû 

MüÐ| pÉåÇOû Måü SÉæUÉlÉ MüÊmÉÉåïUåOû MüÐ urÉÉuÉxÉÉÌrÉMü AÉuÉzrÉMüiÉÉAÉåÇ 

Måü xÉÉjÉ-xÉÉjÉ mÉëÏÍqÉrÉqÉ mÉåUÉåsÉ mÉæMåüeÉ Måü ÌuÉÍpÉ³É sÉÉpÉÉåÇ mÉU 

cÉcÉÉï MüÐ aÉD| AÍkÉMüÉËUrÉÉåÇ lÉå xÉMüÉUÉiqÉMü mÉëÌiÉÌ¢ürÉÉ SÏ Wæû AÉæU 

WûqÉÉUå oÉæÇMü MüÉå CxÉ xÉÇoÉÇkÉ qÉåÇ mÉëxiÉÉuÉ mÉëxiÉÑiÉ MüUlÉå MüÉå pÉÏ MüWûÉ 

Wæû| CxÉMåü xÉÉjÉ WûÏ oÉÄQûÏ xÉÇZrÉÉ qÉåÇ oÉæÇMü MüÉå lÉuÉÏlÉ ZÉÉiÉå pÉÏ mÉëÉmiÉ 

WÒûL| CxÉ mÉëMüÉU ElÉMüÐ rÉWû rÉÉ§ÉÉ AirÉÇiÉ xÉTüsÉ uÉ oÉæÇMü Måü ÍsÉL 

sÉÉpÉmÉëS ÍxÉ® WÒûD|
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WæûSUÉoÉÉS

oÉæÇMü Måü mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ 

´ÉÏ Måü xÉirÉlÉÉUÉrÉhÉ UÉeÉÑ lÉå 18qÉÉcÉï, 2023 MüÉå WûqÉÉUå AÇcÉsÉ 

MüÉrÉÉïsÉrÉ WæûSUÉoÉÉS MüÉ SÉæUÉ ÌMürÉÉ| CxÉ AuÉxÉU mÉU OûÊElÉ WûÊsÉ oÉæPûMü 

xÉÇxÉSÏrÉ UÉeÉpÉÉwÉÉ xÉÍqÉÌiÉ MüÐ iÉÏxÉUÏ EmÉ-xÉÍqÉÌiÉ ²ÉUÉ ÌSlÉÉÇMü 

21 AmÉëæsÉ 2023 MüÉå ÍzÉqÉsÉÉ ÎxjÉiÉ MåÇüSìÏrÉ xÉUMüÉU Måü 

MüÉrÉÉïsÉrÉÉåÇ Måü UÉeÉpÉÉwÉÉD ÌlÉUÏ¤ÉhÉ Måü SÉæUÉlÉ, WûqÉÉUå ¤Éå§ÉÏrÉ 

MüÉrÉÉïsÉrÉ ÍzÉqÉsÉÉ MüÉ UÉeÉpÉÉwÉÉD ÌlÉUÏ¤ÉhÉ ÌMürÉÉ aÉrÉÉ|  

cÉÇQûÏaÉÄRû

ÌlÉUÏ¤ÉhÉ WåûiÉÑ xÉÇxÉSÏrÉ UÉeÉpÉÉwÉÉ xÉÍqÉÌiÉ MüÐ AÉåU xÉå xÉÍqÉÌiÉ Måü 

xÉÇrÉÉåeÉMü LuÉÇ qÉÉlÉlÉÏrÉ xÉÉÇxÉS, ´ÉÏ qÉlÉÉåeÉ UÉeÉÉåËUrÉÉ eÉÏ, 

xÉÍqÉÌiÉ Måü AlrÉ qÉÉlÉlÉÏrÉ xÉÉÇxÉSaÉhÉ ́ ÉÏ ÌSlÉåzÉ cÉÇSì rÉÉSuÉ eÉÏ 

uÉ QûÊ. AqÉÏ rÉÉÍ¥ÉMü eÉÏ qÉÉæeÉÔS jÉå| ÌlÉUÏ¤ÉhÉ MüÉrÉï¢üqÉ qÉåÇ oÉæÇMü 

MüÉ mÉëÌiÉÌlÉÍkÉiuÉ MüUlÉå WåûiÉÑ MåülÉUÉ oÉæÇMü, mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ MüÐ AÉåU 

xÉå ́ ÉÏ eÉÏ LxÉ UÌuÉxÉÑkÉÉMüU, qÉWûÉ mÉëoÉÇkÉMü, ́ ÉÏ D UqÉåzÉ, xÉWûÉrÉMü 

qÉWûÉ mÉëoÉÇkÉMü uÉ ́ ÉÏ QûÏ oÉÉsÉÉM×üwhÉÉ, uÉËU¸ mÉëoÉÇkÉMü iÉjÉÉ AÇcÉsÉ 

MüÉrÉÉïsÉrÉ cÉÇQûÏaÉÄRû MüÐ AÉåU xÉå AÇcÉsÉ mÉëqÉÑZÉ, ́ ÉÏqÉiÉÏ xÉæsÉÏlÉÉ 

aÉÉårÉsÉ, qÉWûÉ mÉëoÉÇkÉMü, ´ÉÏqÉiÉÏ xÉÑlÉÏiÉÉ MÑüqÉÉUÏ, xÉWûÉrÉMü qÉWûÉ 

mÉëoÉÇkÉMü, ́ ÉÏ mÉÏ LxÉ lÉåaÉÏ, uÉËU¸ mÉëoÉÇkÉMü (UÉeÉpÉÉwÉÉ) LuÉÇ ¤Éå§ÉÏrÉ 

MüÉrÉÉïsÉrÉ ÍzÉqÉsÉÉ MüÐ AÉåU xÉå ¤Éå§ÉÏrÉ mÉëqÉÑZÉ, ´ÉÏ mÉëuÉÏlÉ UÉrÉ, 

xÉWûÉrÉMü qÉWûÉ mÉëoÉÇkÉMü qÉÉæeÉÔS UWåÇû| CxÉMåü AsÉÉuÉÉ ÌuÉ¨ÉÏrÉ xÉåuÉÉLÇ 

ÌuÉpÉÉaÉ, pÉÉUiÉ xÉUMüÉU MüÐ AÉåU xÉå ´ÉÏ xÉÑkÉÏU zrÉÉqÉ, AÉÍjÉïMü 

xÉsÉÉWûMüÉU iÉjÉÉ ´ÉÏ xÉuÉåïzÉ MÑüqÉÉU ÍqÉ´É, xÉWûÉrÉMü ÌlÉSåzÉMü lÉå 

pÉÏ ÌlÉUÏ¤ÉhÉ MüÉrÉï¢üqÉ qÉåÇ WûqÉÉUå oÉæÇMü MüÐ AÉåU xÉå pÉÉaÉ ÍsÉrÉÉ|



AÇcÉsÉ xÉqÉÉcÉÉU
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AÉrÉÉ åÎeÉiÉ MüÐ aÉD| CxÉ MüÉrÉ ï¢üqÉ qÉ å Ç sÉaÉpÉaÉ 500 

AÍkÉMüÉUÏ/MüqÉïcÉÉUÏ EmÉÎxjÉiÉ jÉå| CxÉ AuÉxÉU mÉU AÇcÉsÉ Måü qÉÑZrÉ 

qÉWûÉmÉëoÉÇkÉMü ́ ÉÏ Måü LcÉ mÉOûlÉÉrÉMü, qÉWûÉmÉëoÉÇkÉMü ́ ÉÏqÉiÉÏ AÉU AlÉÑUÉkÉÉ 

xÉÌWûiÉ AÇcÉsÉ LuÉÇ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ Måü xÉpÉÏ MüÉrÉïmÉÉsÉMüaÉhÉ 

EmÉÎxjÉiÉ jÉå| mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ ´ÉÏ Måü 

xÉirÉlÉÉUÉrÉhÉ UÉeÉÑ lÉå ÌuÉÍpÉ³É qÉWûiuÉmÉÔhÉï qÉÑ¬ÉåÇ mÉU MüqÉïcÉÉËUrÉÉåÇ MüÉå 

xÉÇoÉÉåÍkÉiÉ ÌMürÉÉ| ElWûÉåÇlÉå  oÉåWûiÉU aÉëÉWûMü xÉåuÉÉ MüÉ qÉWûiuÉ, aÉëÉWûMü xÉåuÉÉ 

qÉåÇ xÉÑkÉÉU Måü ÍsÉL zÉÉZÉÉ mÉëqÉÑZÉÉåÇ MüÐ pÉÔÍqÉMüÉ, MüÉxÉÉ qÉåÇ xÉÑkÉÉU Måü 

ÌuÉÍpÉ³É iÉUÏMåü CirÉÉÌS mÉU cÉcÉÉï MüÐ| 

WûqÉÉUå oÉæÇMü Måü MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü ´ÉÏ AzÉÉåMü cÉÇSì lÉå ÌSlÉÉÇMü 

18.04.2023 MüÉå WûqÉÉUå AÇcÉsÉ MüÉrÉÉïsÉrÉ, eÉrÉmÉÑU MüÉ SÉæUÉ ÌMürÉÉ 

AÉæU LxÉ xÉÏ/ LxÉ OûÏ ÌlÉaÉqÉ/ Måü mÉëoÉÇkÉ ÌlÉSåzÉMü ́ ÉÏ UÉeÉåzÉ uÉqÉÉï iÉjÉÉ 

AÌiÉËU£ü qÉÑZrÉ xÉÍcÉuÉ (AÉD L LxÉ) ÌuÉ¨É ÌuÉpÉÉaÉ ́ ÉÏ AÎZÉsÉ AUÉåÄQûÉ 

xÉå pÉÏ pÉåÇOû ÌMürÉÉ|  

eÉrÉmÉÑU

MüÉåsÉMüÉiÉÉ

23 qÉD, 2023 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ MüÉåsÉMüÉiÉÉ qÉåÇ mÉëkÉÉlÉ 

MüÉrÉÉïsÉrÉ ²ÉUÉ ÌSL aÉL ̀ `MüÉUÉåoÉÉU xÉÇuÉkÉïlÉ qÉåÇ xÉÏxÉÏxÉÏ (MüÉxÉÉ, 

MüxOûqÉU, MülÉåYOû)MüÉ qÉWûiuÉ'' ÌuÉwÉrÉ mÉU mÉËUcÉcÉÉï MüÉrÉï¢üqÉ MüÉ 

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

qÉÑZÉeÉÏï, qÉWûÉmÉëoÉÇkÉMü, lÉå MüÐ| ´ÉÏ UeÉlÉÏzÉ MÑüqÉÉU, EmÉ 

qÉWûÉmÉëoÉÇkÉMü, ́ ÉÏ aÉhÉåzÉ cÉÇSì xÉUMüÉU, xÉWûÉrÉMü qÉWûÉmÉëoÉÇkÉMü LuÉÇ 

´ÉÏ ÎeÉiÉåÇSì MÑüqÉÉU ÍxÉÇWû, xÉWûÉrÉMü qÉWûÉmÉëoÉÇkÉMü xÉÌWûiÉ xÉpÉÏ 

AlÉÑpÉÉaÉÉåÇ Måü mÉëÌiÉÌlÉÍkÉ EmÉÎxjÉiÉ jÉå| AÇcÉsÉ mÉëqÉÑZÉ ́ ÉÏ MüsrÉÉhÉ 

qÉÑZÉeÉÏï lÉå xÉÇoÉÉåÍkÉiÉ MüUiÉå WÒûL MüWûÉ ÌMü MåülÉUÉ oÉæÇMü 85000 

MüqÉïcÉÉËUrÉÉåÇ MüÉ LåxÉÉ xÉqÉÔWû Wæû ÎeÉxÉMåü mÉÉxÉ ÌmÉNûsÉå 117 xÉÉsÉ 

MüÐ ÌuÉUÉxÉiÉ MüÉå AÉaÉå sÉåMüU cÉsÉlÉå MüÐ oÉÄQûÏ ÎeÉqqÉåSÉUÏ Wæû| CxÉ 

mÉëÌiÉÌ¸iÉ xÉÇxjÉÉlÉ MüÐ aÉËUqÉÉ MüÉå iÉpÉÏ oÉlÉÉL eÉÉ UZÉÉ xÉMüiÉÉ Wæû 

eÉoÉ WûU MüqÉïcÉÉUÏ AmÉlÉÏ mÉëÌiÉoÉ®iÉÉ, AmÉlÉå ¥ÉÉlÉ AÉæU qÉåWûlÉiÉ xÉå 

MüÉrÉï MüUå| 

sÉZÉlÉF

ÌSlÉÉÇMü 22.05.2023 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ, sÉZÉlÉF qÉåÇ xOÉTü 

xÉSxrÉÉåÇ MüÉå mÉëËUiÉ uÉ mÉëÉåixÉÉÌWiÉ iÉjÉÉ SæÌlÉMü ÂmÉ xÉå oÉÄR UWÏ 

qÉÉlÉÌxÉMü SÑÎvcÉÇiÉÉAÉåÇ MüÉ oÉåWiÉU mÉëoÉÇkÉlÉ MüUlÉå Måü ESèSåvrÉ xÉå 

qÉÉlÉÌxÉMü vÉÎliÉ WåiÉÑ mÉëoÉÇkÉlÉ AÉæU qÉÉlÉuÉ qÉÎxiÉwMü MüÐ vÉÎYiÉ 

ÌuÉwÉrÉ mÉU urÉÉZrÉÉlÉ MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ | urÉÉZrÉÉlÉ xÉ§É qÉå 

AÌiÉÍjÉ uÉ£üÉ Måü ÃmÉ qÉåÇ xÉÑÌuÉZrÉÉiÉ ́ É®årÉ xuÉÉqÉÏ qÉÑÌ£ülÉÉjÉlÉlS, 

AkrÉ¤É, UÉqÉM×üwhÉ qÉPû LuÉÇ xÉÍcÉuÉ UÉqÉM×üwhÉ ÍqÉzÉlÉ xÉåuÉÉ´ÉqÉ, 

sÉZÉlÉF xÉÉSU EmÉÎxjÉiÉ UWåûÇ| urÉÉZrÉÉlÉ xÉ§É MüÐ AkrÉ¤ÉiÉÉ 

AÉsÉÉåMü MÑüqÉÉU AaÉëuÉÉsÉ, qÉWûÉmÉëoÉÇkÉMü LuÉÇ AÇcÉsÉ mÉëqÉÑZÉ ²ÉUÉ 

MüÐ aÉD| AÇcÉsÉ MüÉrÉÉïsÉrÉ qÉåÇ sÉÉåMü lÉÉjÉ EmÉ qÉWûÉmÉëoÉÇkÉMü, xÉÇeÉrÉ 

MÑüqÉÉU EmÉ qÉWûÉmÉëoÉÇkÉMü, EwÉÉ MÑüsÉMühÉÏï, EmÉ qÉWûÉmÉëoÉÇkÉMü lÉå pÉÏ 

xÉÌ¢ürÉ xÉWûpÉÉÌaÉiÉÉ MüÐ| CxÉ urÉÉZrÉÉlÉ xÉ§É MüÉ mÉëxÉÉUhÉ AÎZÉsÉ 

pÉÉUiÉ xiÉU mÉU uÉåoÉÏlÉÉU Måü qÉÉkrÉqÉ xÉå WÒûAÉ, ÎeÉxÉqÉåÇ MåülÉUÉ oÉæÇMü 

mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ oÉåÇaÉsÉÔÂ xÉÌWûiÉ mÉÔUå pÉÉUiÉuÉwÉï qÉåÇ ÎxjÉiÉ MåülÉUÉ 

oÉæÇMü MüÐ sÉaÉpÉaÉ 9500 zÉÉZÉÉAÉåÇ/ MüÉrÉÉïsÉrÉÉåÇ MüÉå eÉÉåÄQûÉ aÉrÉÉ 

AÉæU sÉaÉpÉaÉ 30000 MüÉrÉïmÉÉsÉMüÉåÇ, xOûÉTü MüqÉïcÉÉËUrÉÉåÇ lÉå 

BlÉsÉÉClÉ eÉÑÄQûMüU urÉÉZrÉÉlÉ MüÉ sÉÉpÉ mÉëÉmiÉ ÌMürÉÉ|
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qÉÑÇoÉD

MåülÉUÉ oÉæÇMü Måü UÉeÉpÉÉwÉÉ AÍkÉMüÉËUrÉÉåÇ Måü ÍsÉL iÉÏlÉ ÌSuÉxÉÏrÉ 

ÌWûlSÏ MüÉrÉïzÉÉsÉÉ MüÉrÉï¢üqÉ MüÉ AÉrÉÉåeÉlÉ ÌSlÉÉÇMü 17.04.2023 

xÉå 19.04.2023 iÉMü MåülÉUÉ EiM×ü¹iÉÉ MåÇüSì, aÉÑÃaÉëÉqÉ qÉåÇ ÌMürÉÉ 

aÉrÉÉ| ÌSlÉÉÇMü 17 AmÉëæsÉ 2023 MüÉå MüÉrÉïzÉÉsÉÉ Måü E«ÉOûlÉ xÉ§É 

Måü SÉæUÉlÉ ´ÉÏqÉiÉÏ AÇzÉÑsÉÏ AÉrÉÉï, AÉD.L.LxÉ., xÉÍcÉuÉ, 

UÉeÉpÉÉwÉÉ ÌuÉpÉÉaÉ ²ÉUÉ AÇcÉsÉ MüÉrÉÉïsÉrÉ AlrÉ mÉÌ§ÉMüÉAÉåÇ Måü 

AsÉÉuÉÉ qÉÑÇoÉD MüÐ D-mÉÌ§ÉMüÉ ``qÉÑÇoÉD sÉÉåMüsÉ'' Måü 25uÉåÇ AÇMü 

MüÉ ÌuÉqÉÉåcÉlÉ ÌMürÉÉ aÉrÉÉ| E£ü MüÉrÉï¢üqÉ qÉåÇ MåülÉUÉ oÉæÇMü Måü 

MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü ́ ÉÏ AzÉÉåMü cÉÇSì, qÉÉlÉuÉ xÉÇxÉÉkÉlÉ ÌuÉpÉÉaÉ, 

mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ Måü qÉÑZrÉ qÉWûÉmÉëoÉÇkÉMü ´ÉÏ LxÉ. zÉÇMüU, MåülÉUÉ 

oÉæÇMü ÌSssÉÏ AÇcÉsÉ MüÉrÉÉïsÉrÉ Måü qÉÑZrÉ qÉWûÉmÉëoÉÇkÉMü ́ ÉÏ pÉuÉålSì 

MÑüqÉÉU LuÉÇ UÉeÉpÉÉwÉÉ AlÉÑpÉÉaÉ, mÉëkÉÉlÉ MüÉrÉÉïsÉrÉ Måü mÉrÉïuÉå¤ÉÏ 

MüÉrÉïmÉÉsÉMü ́ ÉÏ D. UqÉåzÉ pÉÏ EmÉÎxjÉiÉ jÉå|

´ÉÏ oÉ×eÉ qÉÉåWûlÉ zÉqÉÉï, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü ²ÉUÉ ÌSlÉÉÇMü 24 

AmÉëæsÉ 2023 MüÉå WûqÉÉUå mÉOûlÉÉ AÇcÉsÉ MüÉ SÉæUÉ ÌMürÉÉ aÉrÉÉ| 

´ÉÏ AÂhÉ MÑüqÉÉU ÍqÉ´ÉÉ, qÉWûÉmÉëoÉÇkÉMü, AÇcÉsÉ MüÉrÉÉïsÉrÉ mÉOûlÉÉ 

xÉÌWûiÉ AlrÉ AÍkÉMüÉËUrÉÉåÇ lÉå ElÉMüÉ xuÉÉaÉiÉ ÌMürÉÉ| MüÉrÉïmÉÉsÉMü 

ÌlÉSåzÉMü lÉå MåÇüSìÏrÉ mÉëxÉÇxMüUhÉ MåÇüSì (xÉåÇOíûsÉ mÉëÉåxÉåÍxÉÇaÉ WûoÉ 

(xÉÏmÉÏLcÉ) MüÉ pÉÏ SÉæUÉ ÌMürÉÉ AÉæU AÇcÉsÉ Måü MüÉrÉïÌlÉwmÉÉSlÉ MüÐ 

xÉqÉÏ¤ÉÉ MüÐ| xÉÏmÉÏLcÉ MüqÉïcÉÉËUrÉÉåÇ Måü xÉÉjÉ xÉÇuÉÉSÉiqÉMü xÉ§É 

xÉqÉÉmiÉ MüUlÉå Måü mÉ¶ÉÉiÉ, DQûÏ lÉå oÉæÇMü Måü xÉqÉaÉë ÃmÉ xÉå ÌuÉMüÉxÉ 

WåûiÉÑ xÉÌ¢ürÉrÉiÉÉmÉÔuÉïMü MüÉrÉï MüUlÉå ÍsÉL xOûÉTü xÉSxrÉÉåÇ MüÐ 

xÉUÉWûlÉÉ LuÉÇ ElWåÇû mÉëÉåixÉÉÌWûiÉ ÌMürÉÉ| iÉimÉ¶ÉÉiÉ MüÉrÉïmÉÉsÉMü 

ÌlÉSåzÉMü lÉå ¤Éå§ÉÏrÉ mÉëqÉÑZÉÉåÇ, LsÉxÉÏoÉÏ / LqÉxÉÏoÉÏ / LAÉULqÉ / 

AÉULLcÉ, DLsÉoÉÏ / uÉÏLsÉoÉÏ Måü mÉëqÉÑZÉÉåÇ AÉæU AÇcÉsÉ Måü 

AÍkÉMüÉËUrÉÉåÇ / MüqÉïcÉÉËUrÉÉåÇ MüÉå xÉÇoÉÉåÍkÉiÉ ÌMürÉÉ|

mÉOûlÉÉ

qÉÍhÉmÉÉsÉ

ÌSlÉÉÇMü 24.05.2023 MüÉå WûqÉÉUå qÉÉlÉlÉÏrÉ MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü 

´ÉÏ SåuÉÉzÉÏwÉ qÉÑZÉeÉÏï AÉæU qÉÑZrÉ qÉWûÉmÉëoÉÇkÉMü ´ÉÏqÉiÉÏ Måü 

MüsrÉÉhÉÏ Måü xÉÉÌlÉkrÉ qÉåÇ ÍzÉuÉqÉÉåaaÉÉ qÉåÇ urÉÉuÉxÉÉÌrÉMü UhÉlÉÏÌiÉ 

oÉæPûMü MüÉ AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| AÇcÉsÉ mÉëqÉÑZÉ LuÉÇ qÉWûÉmÉëoÉÇkÉMü 

´ÉÏ LqÉ eÉÏ mÉÇÌQûiÉ, EmÉ qÉWûÉmÉëoÉÇkÉMü ´ÉÏ UÉeÉÏuÉ PÒûMüUÉsÉ, 

xÉWûÉrÉMü qÉWûÉmÉëoÉÇkÉMü ´ÉÏ ÌuÉlÉÉåS ÌuÉwhÉÑ eÉÉåzÉÏ AÉæU qÉÇQûsÉ 

mÉëoÉÇkÉMü ́ ÉÏqÉiÉÏ mÉÌuÉ§ÉÉ eÉå mÉÏ, xÉpÉÏ ¤Éå§ÉÏrÉ MüÉrÉÉïsÉrÉ Måü mÉëqÉÑZÉ, 

DLsÉoÉÏ/uÉÏLsÉoÉÏ, LqÉxÉÏoÉÏ AÉæU LxÉÏxÉÏ Måü mÉëpÉÉUÏ MüÉrÉï¢üqÉ 

qÉåÇ EmÉÎxjÉiÉ UWåû | AmÉlÉå qÉÑZrÉ pÉÉwÉhÉ qÉåÇ, ElWûÉåÇlÉå uÉiÉïqÉÉlÉ uÉwÉï MüÐ 

jÉÏqÉ "MüÉxÉÉ MüxOûqÉU MülÉåYOû" Måü AlÉÑÃmÉ UhÉlÉÏÌiÉrÉÉåÇ MüÉå 

AmÉlÉÉlÉå MüÐ xÉsÉÉWû SÏ AÉæU nrÉÔcÉU TüÉåeÉï mÉU eÉÉåU ÌSrÉÉ|
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WûqÉÉUå oÉæÇMü Måü mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ, 

´ÉÏ Måü xÉirÉlÉÉUÉrÉhÉ UÉeÉÑ lÉå ÌSlÉÉÇMü 15 qÉD 2023 MüÉå AÇcÉsÉ 

MüÉrÉÉïsÉrÉ, mÉÑhÉå MüÉ SÉæUÉ ÌMürÉÉ| mÉëoÉÇkÉ ÌlÉSåzÉMü uÉ qÉÑZrÉ 

MüÉrÉïMüÉUÏ AÍkÉMüÉUÏ MüÐ AkrÉ¤ÉiÉÉ qÉåÇ OûÉElÉ WûÊsÉ qÉåÇ oÉæPûMü MüÉ 

AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ| CxÉ oÉæPûMü qÉåÇ ´ÉÏ UÉeÉåzÉ MÑüqÉÉU ÍxÉÇWû, 

qÉWûÉmÉëoÉÇkÉMü uÉ AÇcÉsÉ mÉëqÉÑZÉ, ´ÉÏqÉiÉÏ sÉÏlÉÉ ÌmÉÇOûÉå, EmÉ 

qÉWûÉmÉëoÉÇkÉMü LuÉÇ ´ÉÏ mÉÇcÉÉlÉlÉ qÉWûÉmÉÉ§É, EmÉ qÉWûÉmÉëoÉÇkÉMü, Måü 

xÉÉjÉ-xÉÉjÉ AÇcÉsÉ MüÉrÉÉïsÉrÉ Måü xÉpÉÏ MüÉrÉïmÉÉsÉMüaÉhÉ, ¤Éå§ÉÏrÉ 

MüÉrÉÉïsÉrÉ, mÉÑhÉå-| LuÉÇ mÉÑhÉå-|| Måü ¤Éå§ÉÏrÉ mÉëqÉÑZÉÉåÇ Måü AÌiÉËUYiÉ 

xjÉÉlÉÏrÉ zÉÉZÉÉAÉåÇ Måü zÉÉZÉÉ mÉëqÉÑZÉ EmÉÎxjÉiÉ jÉå|

mÉÑhÉå ÌuÉeÉrÉuÉÉÄQûÉ

AÇcÉsÉ MüÉrÉÉïsÉrÉ, ÌuÉeÉrÉuÉÉÄQûÉ ²ÉUÉ UÉeÉpÉÉwÉÉ ÌuÉpÉÉaÉ, aÉ×Wû qÉÇ§ÉÉsÉrÉ, 

pÉÉUiÉ xÉUMüÉU ²ÉUÉ ÌSL aÉL ÌlÉSåïzÉÉåÇ Måü AlÉÑxÉÉU ÌSlÉÉÇMü 04 qÉD, 

2023 xÉå 06 qÉD, 2023 iÉMü mÉëuÉÏhÉ mÉUÏ¤ÉÉÍjÉïrÉÉåÇ Måü ÍsÉL iÉÏlÉ 

ÌSuÉxÉÏrÉ MüÉrÉïzÉÉsÉÉ LuÉÇ ÌSlÉÉÇMü 10 qÉD, 2023 xÉå 12 qÉD, 2023 

iÉMü mÉÉUÇaÉiÉ mÉUÏ¤ÉÉÍjÉïrÉÉåÇ Måü ÍsÉL iÉÏlÉ ÌSuÉxÉÏrÉ MüÉrÉïzÉÉsÉÉ MüÉ 

AÉrÉÉåeÉlÉ ÌMürÉÉ aÉrÉÉ Wæû| CxÉ 6 ÌSlÉ MüÉ mÉëÍzÉ¤ÉhÉ MåülÉUÉ oÉæÇMü,AkrÉrÉlÉ 

uÉ ÌuÉMüÉxÉ MåÇülSì, ÌuÉeÉrÉuÉÉÄQûÉ qÉåÇ AÉrÉÉåÎeÉiÉ ÌMürÉÉ aÉrÉÉ| UÉeÉpÉÉwÉÉ 

ÌuÉpÉÉaÉ, aÉ×Wû qÉÇ§ÉÉsÉrÉ, pÉÉUiÉ xÉUMüÉU, ÌWÇûSÏ ÍzÉ¤ÉhÉ rÉÉåeÉlÉÉ, WæûSUÉoÉÉS 

Måü EmÉ ÌlÉSåzÉMü (pÉÔiÉmÉÔuÉï) ´ÉÏ LqÉ QûÏ MüqÉÉsÉÉå¬ÏlÉ eÉÏ MüÉå AÍjÉÌiÉ 

xÉÇMüÉrÉ Måü ÃmÉ qÉåÇ pÉÏ EmÉÎxjÉiÉ jÉå|

mÉÉxÉoÉÑMü xÉå D- mÉÉxÉoÉÑMümÉÉxÉoÉÑMü xÉå D- mÉÉxÉoÉÑMümÉÉxÉoÉÑMü xÉå D- mÉÉxÉoÉÑMü

oÉæÇMü MüÉ oÉxÉ CiÉlÉÉ xÉÉ TüxÉÉlÉÉ Wæû, mÉÉxÉoÉÑMü WûÉjÉ qÉåÇ Wæû AÉæU ÌmÉëÇOû MüUÉlÉå eÉÉlÉÉ Wæû

ÌmÉëÇÌOÇûaÉ Måü oÉÉS oÉëÉÇcÉ qÉåÇ ÂMülÉÉ Wæû, AÉæU eÉÉå 15 ÂmÉrÉå MüOåû Wæû rÉå eÉÉlÉMüU WûÏ eÉÉlÉÉ Wæû|

mÉU AoÉ iÉÉå eÉlÉÉoÉ lÉrÉÉ WûÏ ÄeÉqÉÉlÉÉ Wæû, qÉÉåoÉÉCsÉ EPûÉMüU LAÉD1 LmÉ sÉÊaÉ ClÉ MüU  eÉÉlÉÉ Wæû

sÉÊaÉClÉ MüUiÉå WûÏ D mÉÉxÉoÉÑMü MüÉ OæûoÉ AÉLaÉÉ, ÌTüU iÉÉå qÉÉlÉÉå oÉæÇMü WûÉjÉ qÉåÇ WûÏ AÉ eÉÉLaÉÉ

eÉÉå ÌTüU pÉÏ lÉÉ xÉqÉfÉ AÉL ÌMü MüWûÉÇ MüOûÉ Wæû mÉæxÉÉ, iÉÉå 1800-1030 CxÉ lÉÇoÉU MüÉå bÉÑqÉÉlÉÉ Wæû|

AoÉ CiÉuÉÉU zÉÌlÉuÉÉU MüÉ lÉÉ MüÉåD fÉqÉåsÉÉ Wæ,û qÉåUÏ D-mÉÉxÉoÉÑMü qÉåUå qÉÉåoÉÉCsÉ qÉåÇ Wæû,

AoÉ oÉæÇMü eÉÉlÉå MüÉ lÉÉ MüÉåD fÉqÉåsÉÉ Wæû YrÉÔÇÌMü LAÉD 1 LmÉ xÉå xÉÉUÏ eÉÉlÉMüÉUÏ SåiÉÉ qÉåUÉ oÉæÇMü AsÉoÉåsÉÉ Wæû|

mÉÉxÉoÉÑMü xÉå D- mÉÉxÉoÉÑMü
DvÉÉlrÉÉ Ì²uÉåSÏ

AÌkÉMüÉUÏ

lÉÉåLQÉ xÉåYOU 51 zÉÉZÉÉ

 AÇ. MüÉ. ÌSssÉÏ
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Swarnika Bhardwaj Bhavsar

D/o Bhardwaj Pradip Bhavsar & Pooja Bhardwaj Bhavsar, 
Manager Igatpuri Branch.

Atharv Tiwari

S/o Shalini and Raghwendra Kumar Tiwari  
SM, OL Sec�on, HO. 

Sanvika Shree

D/o Sreejith R.G & Veena B Nair, 
Officer, Advances Sec�on, Mumbai CO.

Baby’s CornerBaby’s CornerBaby’s Corner

Sri. Raunak Saxena, 
S/O Sri. Deepak Saxena, DGM, 

FM Wing, HO Bengaluru,

has passed class XIIth ISC Board Exam with 95.50%.

Shreyas team congratulates Sri Raunak on his 

achievement!

Family Folio
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Operational Banking means 

I operate his bank account

My son is a Surgeon.

His wife is a banker. But I 

do not know what is Banking 

Operation between them...
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Maximising Efficiency and Maximising Efficiency and 

Minimising Risks: Strategies for Minimising Risks: Strategies for 

Operational ExcellenceOperational Excellence

Maximising Efficiency and 

Minimising Risks: Strategies for 

Operational Excellence
Senthil Murugan K

Manager
Systems & Procedures Sec�on

Integrated Treasury Wing
Head Office

Introduc�on:
Opera�onal banking is an essen�al aspect of the banking 
industry that deals with the day-to-day opera�ons of a 
bank. It includes func�ons such as account opening, 
deposit and withdrawal of money, fund transfer, loan 
processing, and many more. In India, the banking sector 
has undergone significant changes in the past few 
decades, and opera�onal banking has evolved to keep up 
with the changing �mes. With the advent of technology, 
banking has become more accessible, efficient, and 
customer centric.

Evolu�on of the Indian Banking Industry:
The Indian banking sector traces its roots back to 1770 
with the establishment of the Bank of Hindustan. Over 
the years, the industry evolved, witnessing the 
emergence of a myriad of banking units. Canara Bank, 
founded in 1906 by Shri. Ammembal Subba Rao Pai, 
stands as a testament to progress. Some of the major 
phases in the evolu�on of opera�onal banking in India 
are listed below:

• Post-Independence and Na�onalisa�on (1947-
 1990): A�er India gained independence in 1947, the 
 government focused on the development of the 
 banking sector to promote social welfare and 
 economic growth. The Reserve Bank of India (RBI) was 
 na�onalized in 1949, and in 1969, 14 major 
 commercial banks were na�onalised. This was 
 followed by the na�onalisa�on of six more banks in 
 1980.

• Liberalisa�on and Reforms (1991 onwards): In 
 response to the economic crisis of 1991, the 
 government ini�ated a series of banking sector 
 r e f o r m s .  T h e  N a r a s i m h a m  C o m m i � e e ' s 
 recommenda�ons led to the liberaliza�on of the 
 banking industry, allowing the entry of private and 
 foreign banks. These reforms also included measures 
 to strengthen pruden�al norms, increase capital 

 adequacy, and improve risk management.

• Advent of Technology and Digital Banking (late 1990s 
 onwards): With the prolifera�on of computers and 
 the internet, Indian banks started adop�ng core  
 banking solu�ons, electronic fund transfers, and other 
 digital services. This period also saw the emergence of 
 ATMs, mobile banking, and internet banking, 
 revolu�onizing the way customers interacted with 
 banks.

• Financial Inclusion and Payments Banks (2010s): To 
 extend banking services to the unbanked popula�on, 
 the RBI introduced differen�ated banks, such as small 
 finance banks and payments banks. These ins�tu�ons 
 aimed to provide basic banking facili�es, remi�ance 
 services, and micro-savings to underserved segments 
 of the popula�on.

• Demone�sa�on and Digital Payment push (2016): 
 The Indian government's demone�sa�on move in 
 November 2016, which invalidated 86% of the 
 currency in circula�on, prompted a significant shi� 
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 towards digital payments. The adop�on of digital 
 payment pla�orms such as UPI, BHIM, and various 
 mobile wallets increased significantly during this 
 period.

• Open Banking and Fintech collabora�on (2017 
 onwards): With the rise of fintech companies, the 
 banking industry started embracing open banking and 
 API-based collabora�ons. These partnerships allowed 
 banks to offer innova�ve financial products and 
 services, enhancing customer experience and 
 promo�ng financial inclusion.

Major Challenges in Opera�onal Banking in the Indian 
Banking Industry:
The Indian banking industry faces several challenges in 
managing its daily opera�ons. Some of the significant 
challenges include:

1. Legacy Systems and Infrastructure: Many banks in 
 India, par�cularly Public Sector Banks (PSBs), 
 con�nue to operate on legacy systems and 
 infrastructure that are inefficient, costly, and difficult 
 to maintain. These systems can be a significant barrier 
 to innova�on and digital transforma�on.

2. Cybersecurity: With the increasing digi�za�on of 
 banking opera�ons, cybersecurity has emerged as a 
 cri�cal challenge. Between June 2018 and March 
 2022, Indian banks reported 248 successful data 
 breaches by hackers and criminals; the government 
 no�fied the Parliament on Aug 2, 2022, exposing the 
 vulnerabili�es in systems and networks.

3. Regulatory Compliance: The Indian banking industry 
 is subject to a complex and ever-evolving regulatory 
 framework, which require inves�ng significant 
 resources in compliance and risk management 
 func�ons. 

4. Compe��on: The entry of new age fintech players, 
 payment banks, and small finance banks has disrupted 
 the tradi�onal banking landscape, forcing incumbents 
 to rethink opera�onal strategies and adapt to 
 changing customer expecta�ons.

Strategies for Overcoming Opera�onal Banking 
Challenges:
To overcome the challenges faced by the Indian banking 
industry in managing daily opera�ons, the following 
strategies can be adopted:

1. Embrace Digi�za�on: Digi�za�on can significantly 
 improve the efficiency and effec�veness of banks' 
 daily opera�ons. Banks can use digital channels to 
 automate processes, reduce manual interven�on, and 
 improve the speed and accuracy of their opera�ons.

2. Invest in Infrastructure: Banks need to invest in 
 modern infrastructure to support opera�ons. 
 Upgrading legacy systems and infrastructure can 
 s ignificantly  improve efficiency and reduce 
 opera�onal costs. This will also help banks to comply 
 with regulatory requirements and improve 
 cybersecurity.

3. Collabora�on with Fintechs: Collabora�on with 
 fintech companies can help banks to leverage their 
 exper�se and technology to improve their opera�ons. 
 Fintechs can provide innova�ve solu�ons to help 
 banks automate processes and improve customer 
 service.

4. Focus on Customer Experience: Banks need to focus 
 on providing an excellent customer experience to 
 remain compe��ve in the market. This includes 
 providing personalized services, reducing wait �mes, 
 and improving the speed and accuracy of their 
 opera�ons.

Canara Bank's Opera�onal Transforma�on: A Roadmap 
to the Future
With the Union Government pushing PSBs to have an 
increased focus on a�rac�ng low-cost Current Account 
and Savings Account (CASA) deposits, our bank has 
adopted the mo�os “CASA Customer Connect” and 
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“You deserve the best” by offering 
end-to-end banking delivery through 
the digital channels, including CASA 
products bundled with free term life 

insurance, Insta overdra�, free personal and air accident 
insurance coverage, premium cards, and many more 
products.

Some of the strategies outlined by 
o u r  T o p  M a n a g e m e n t  f o r 
mobilisa�on of liability products 
include a focus on maximising high 
value current accounts and offering 
cash management product to clients to capture cash 
inflows; priority to provide all financial services under 
one roof with a dedicated rela�onship manager for HNI 
individuals and corporate customers.

To achieve these objec�ves and guarantee that 
customers are connected and that employees have 
access to the finest facili�es, it is essen�al to op�mise 
opera�ons to free up human resources and enhance 
customer connec�vity. From the perspec�ve of our bank, 
this ar�cle discusses the future of opera�onal banking in 
the following two key avenues:
 • Regulatory Compliance
 • Digi�zing Trade

Regulatory Compliance:
Implemen�ng advanced regulatory repor�ng tools to 
simplify the crea�on, valida�on, and submission of 
regulatory reports to authori�es can improve efficiency, 
reduce opera�onal costs, and ensure be�er adherence 
to regula�ons, ul�mately enhancing our reputa�on and 
nullifying poten�al fines and penal�es.

1By adop�ng an Automated Data Flow (ADF)  for the 
submission of regulatory returns, we would be able to 
submit accurate and �mely data without any manual 
interven�on. The automa�on of data flow will benefit us 
in terms of the following:
 • Improved Timelines
 • Enhanced Data Quality
 • Improved Efficiency of Processes
 • Reduced Costs
 • Use of the Centralised Data Repository (CDR) for 
  MIS Purposes

A comparison of the issues with the manual scenario and 
the benefit of automa�on is given in the table below:

1  Approach Paper on Automated Data Flow from Banks by RBI

Parameter
Issues with 

Manual Process
Benefits of 

Automa�on 

Timelines Preparing the data for 
submission to 
regulator is a 
challenge owing to the 
extent of manual 
interven�on required 
for the en�re process.

The en�re process of 
submi�ng the data 
will be driven by 
automated processes 
based on event 
triggers, thereby 
requiring minimal 
manual interven�on. 
This would ensure 
that the returns are 
submi�ed to Reserve 
Bank with minimal 
delays.

Quality Data Quality and 
Valida�on is not 
driven by defined 
processes. Hence the 
onus of valida�ng and 
ensuring that the data 
is entered correctly is 
dependent on the 
individuals preparing 
the returns. The data 
is not integrated 
across the different 
source systems.

Minimal manual 
interven�on reduces 
errors and ensures 
be�er data quality.

A well-defined process 
for ensuring data 
quality ensures that 
the source data is 
cleansed, 
standardised, and 
validated so that data 
submi�ed to Reserve 
Bank would be 
accurate and reliable.

Efficiency Being a manual 
process, efficiency is 
person dependant.

Automa�on will 
eliminate dependence 
on individuals and 
improve efficiency.

Cost Returns prepara�on is 
a non-core ac�vity for 
the bank which does 
not generate any 
revenue.

Manual processes 
require more 
manpower.

Automa�on will 
reduce the manpower 
required for returns 
genera�on. So, more 
manpower will be 
available for revenue 
genera�ng ac�vi�es.

Automa�on will also 
improve decision 
making process and 
MIS within the bank 
leading to be�er 
business strategies 
and improved bo�om 
lines.
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At present, about 116 statutory returns are to be 
submi�ed to the RBI through ADF. Even though the 
above process is nothing new and has been an ongoing 
exercise since 2011, issues such as the non-integra�on of 
mul�ple systems, the manual data collec�on process, 
the uploading of manually prepared spreadsheets in the 
ADF workflow, etc. s�ll persist.

This area of regulatory repor�ng can benefit from 
innova�ve technologies l ike robo�c process 
automa�on and cogni�ve machine learning. In the 
future, with the realisa�on of the end state objec�ve of 
automated data flow, from source system data to report 
mapping and business rule automa�on to report 
genera�on, we may benefit in terms of enhanced data 
quality, �meliness, and reduced costs.

Digi�sing Trade Finance:
At present, processing a trade transac�on typically 
involves 5 to 8 employees and a period ranging from 45 
minutes to around 4 hours. As a leading financial 
ins�tu�on in India,  we can benefit from the 
implementa�on of trade digi�za�on to streamline and 
modernise trade finance opera�ons.
 
How do we go about it?

1. Assess pain points in our trade finance opera�ons, 
 such as manual processes, delays, errors, and lack of 
 transparency.

2. Develop customized digital solu�ons by partnering 
 with technology providers to address the iden�fied 
 challenges.

3. Integrate digital solu�ons with our exis�ng 
 infrastructure and processes, ensuring seamless 
 communica�on and data exchange.

4. Facilitate collabora�on between us and our partners, 

 including exporters, importers, and shipping 
 companies, to enhance the efficiency of the trade 
 process.
5. Con�nuously monitor and improve the performance 
 of the digital solu�ons based on feedback from our 
 stakeholders.

Here is a breakdown of how digi�sed, automated 
processes can be used in each aspect of trade finance:

• Document checking and classifica�on: AI and 
 machine learning algorithms can be used to check and 
 classify trade finance documents such as invoices, bills 
 of lading, and le�ers of credit. These algorithms can 
 automa�cally iden�fy key data points and metadata 
 within the documents, facilita�ng efficient document 
 processing.

• Data extrac�on and reviews: Natural Language 
 Processing (NLP) techniques can be employed to 
 extract relevant informa�on from unstructured text in 
 trade finance documents. This enables the automa�c 
 extrac�on of cri�cal data, such as names, dates, 
 amounts, and other transac�on details, which can be 
 reviewed and processed further.

• Data verifica�on: Blockchain technology can be used 
 to create a decentralised and secure pla�orm to verify 
 and validate the extracted data. This can help reduce 
 the risk of fraud and human errors while providing a 
 transparent and tamper-proof system for data 
 management.

• Business rules implementa�on (AML, UCP, and 
 Transac�on Monitoring): Automated systems can be 
 programmed to implement business rules, such as 
 An�-Money Laundering (AML) policies, Uniform 
 Customs and Prac�se for Documentary Credits (UCP) 
 guidelines, and Transac�on Monitoring alerts, etc. 
 This ensures adherence to regulatory requirements 
 and reduces the risk of non-compliance.

• Scru�ny decisions and escala�on: Machine learning 
 algorithms can analyse the extracted data and make 
 scru�ny decisions based on predefined criteria. In the 
 event of any discrepancies or poten�al issues, the 
 system can automa�cally escalate the case to the 
 appropriate personnel for further inves�ga�on.

• Tr a n s a c � o n  t r a c k i n g  a n d  d a s h b o a r d :  A 
 comprehensive dashboard can be created to display 
 all relevant trade finance data, providing real-�me 
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Parameter
Issues with 

Manual Process
Benefits of 

Automa�on 

U�lisa�on 
of CDR

Use of spread sheet or 
CBS for genera�ng 
MIS.

The CDR created can 
be used for internal 
MIS purposes also. 
This would free up the 
core opera�onal 
systems for 
transac�onal 
purposes.
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 visibility, and tracking of transac�ons. This allows 
 stakeholders to monitor the status of transac�ons, 
 iden�fy bo�lenecks, and make informed decisions to 
 improve overall efficiency.

This will lead to faster processing �mes, lower costs, and 
increased transparency in trade finance opera�ons. As a 
result, digi�sa�on and automa�on of trade finance 
opera�ons can benefit both bank and customers 
significantly.

Conclusion:
The Indian banking industry is at a cri�cal juncture, with 
opera�onal banking playing a pivotal role in shaping its 
future trajectory. By embracing digital transforma�on, 
leveraging advanced technologies, fostering a culture of 
innova�on, and priori�sing customer experience, our 
Bank can successfully navigate the challenges and 
capitalise on the opportuni�es presented by the rapidly 

evolving landscape. As the industry con�nues to evolve, 
a forward-looking approach to opera�onal banking will 
be essen�al for us to thrive in the digital era and 
contribute to the sustainable growth of the Indian 
economy.

*****

aÉëÉWûMü xÉÇoÉÇkÉaÉëÉWûMü xÉÇoÉÇkÉaÉëÉWûMü xÉÇoÉÇkÉaÉëÉWûMü xÉÇoÉÇkÉ
UålÉÏ ´ÉÏuÉÉxiÉuÉ 

AÍkÉMüÉUÏ

MüØÌwÉ ÌuÉ¨É LuÉÇ mÉëÉjÉÌqÉMüiÉÉ 

¤Éå§É AlÉÑpÉÉaÉ, ¤Éå.MüÉ. AÌsÉaÉÄR

aÉëÉWûMü xÉå ËUziÉÉ AlÉÔPûÉ,

ÌoÉlÉ CxÉMåü AÎxiÉiuÉ AkÉÔUÉ|

ËUziÉÉ Wæû AmÉlÉåmÉlÉ MüÉ,

qÉÑÎzMüsÉ bÉÄQûÏ qÉåÇ WûÉjÉ jÉÉqÉlÉå MüÉ|

lÉÄMüS cÉÉÌWûL rÉÉ MüÄeÉï,

mÉæxÉå pÉåeÉlÉå WûÉå SåzÉ rÉÉ mÉUSåxÉ,

aÉÉÄQûÏ ZÉUÏSlÉÏ WûÉå rÉÉ bÉU,

urÉuÉxÉÉrÉ zÉÑÃ MüUlÉÉ WûÉå rÉÉ ÌlÉuÉåzÉ|

eÉÏuÉlÉ xÉÑUÍ¤ÉiÉ MüUlÉÉ WûÉå rÉÉ,

MüÌuÉiÉÉ

oÉÑÄRûÉmÉå qÉåÇ AÉrÉ oÉcÉÉlÉÉ WûÉå|

WûU xÉqÉxrÉÉ MüÉ xÉqÉÉkÉÉlÉ Wæû,

YrÉÉåÇÌMü WûU aÉëÉWûMü ZÉÉxÉ Wæû|

qÉÑxMüÉlÉ WûqÉÉUÉ qÉÔsÉ urÉrÉ Wæû,

xÉÇiÉÑÌ¹ WûÏ WûqÉÉUÉ krÉårÉ Wæû|

WûqÉ xÉåuÉÉ xÉå ÌuÉµÉÉxÉ MüqÉÉiÉå WæÇû,

WûqÉ fÉÔPû lÉWûÏÇ xÉŠÉD oÉiÉÉiÉå WæÇû,

DqÉÉlÉSÉUÏ MüÉ xÉÉjÉ ÌlÉpÉÉ MüU,

ËUziÉå qÉÄeÉoÉÔiÉ oÉlÉÉiÉå WæÇû|

Article



56´ÉårÉxÉ  -   AmÉëæsÉ 2023 - qÉD 2023 | 288 Shreyas   April 2023 - May 2023 -

Operational Banking –Operational Banking –

The Way ForwardThe Way Forward

Operational Banking –

The Way Forward
  Prema Sundareshwaran 

SWO-A 
Navi Mumbai Sampadajuin

As we all know, we operate in a hyper-compe��ve 
marketplace. The banking space is overcrowded with 
banks of all types, and we now have new compe��on 
from non-bank en��es as well like Google Pay, PhonePe, 
and various fintech startups and companies. Given this 
background, change is inevitable. Let's find out what 
opera�onal banking is and how it should be going 
forward.

OPERATIONAL BANKING
Opera�onal Banking cons�tute of mul�ple elements like 
transac�on processing, customer service, sales from 
service, risk management, regulatory compliance, 
digital banking, and others. They support the bank's 
businesses. How they work seamlessly and efficiently is 
fundamental to the success of the business. 

TRANSACTION BANKING
This involves processing client transac�ons and requests 
at the branches for walk-in customers. As we process 
transac�ons for clients' day in and day out, there is a 
tendency to make errors leading to customer issues. 
A�er all, to err is human! But these errors create issues 
for our clients. They need to be corrected, and such 
correc�ons create rework for us and waste of �me and 
effort. Time saved is money saved. In opera�onal 
banking, we need to follow the mo�o –

'DO IT RIGHT THE FIRST TIME AND AT ALL TIMES'.

This will ensure customer issues are kept to the bare 
minimum which, in turn, will improve customer 
sa�sfac�on.

TIMELY BANKING 
There are transac�ons which do not have a TAT (Turn 
Around Time) In the absence of defined TATs, client 
checkout �me becomes en�rely subjec�ve. An efficient 
cashier will process the cash withdrawal transac�on and 
check out the client in say 10 minutes, while the same 

transac�on may take more than 20 or 30 minutes with 
another cashier. This is just an example and one can draw 
parallels with other transac�on types. There is a need for 
standardiza�on. Irrespec�ve of whether there is a long 
queue or few clients or no clients at the branch counters, 
the transac�ons need to be processed within the 
defined �meframes at all branches. We need to value 
our client's �me. Prompt and �mely client checkout is 
the key to customer sa�sfac�on.

RESPONSIBLE BANKING 
A banker friend of mine working for another PSU bank 
narrated this incident which happened in her branch 
some �me ago. A client had come to their branch on a 
Saturday to close his FD of ₹5 lakhs that was maturing 
the next day (Sunday), and proceeds had to be credited 
to his savings account on maturity of the deposit. 
Instead of processing the FD closure request on the next 
business day i.e., on Monday, the FD team closed the 
deposit prematurely on Saturday itself and credited the 
proceeds to the client's savings account. A 1% penalty 
was applied for premature closure which led to interest 
loss for the customer. The client was very upset and took 
the deposit to another bank.

Drawing insights from the above incident, if the bank 
had followed 'Responsible Banking', they would have 
advised the client that his transac�on will be processed 
on Monday to avoid interest losses, and then taken his 
consent. Clients appreciate responsible behavior and 
good advice from bankers, and it goes a long way to 
establish customer trust and loyalty.

DIGITAL BANKING
This is a digital world and banking is fast moving towards 
an era of digital banking. Every single client interac�on at 
the branches is an opportunity to migrate clients to the 
digital pla�orms. We all need to make conscious efforts 
to educate our clients to do digital banking. It is going to 
help them and all of us. Ar�culate the benefits of digital 
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banking to clients. Give a demo of mobile banking and 
internet banking and make them aware how easy and 
convenient it is. Digital banking is the future and clearly 
the way forward. When clients do self-banking, it frees 
up our processing �me and provides great benefits like:

 o Crea�ng opera�onal bandwidth

 o Decongested branches

 o Less opera�onal workload at branches

 o Improved client servicing at branches

 o Qualita�ve interac�ons with clients

 o Be�er customer sa�sfac�on, happy and loyal 
  customers

 o Crea�ng more �me for sales and business

MACHINE BANKING
It is true that we rely a lot on machines like ATMs, CDMs, 
Passbook printers etc. to deliver banking services to our 
clients every day. But what happens when machines 
don't deliver?

A familiar sight in many bank branches across the 
banking industry:

 o Passbook printer out of order

 o ATM out of cash

 o CDM (Cash Deposit Machine) out of service

 o And there are other examples of machines not 
  working.

When machines become non-func�onal, it diverts the 
client traffic back to the branches. The load shi�s to the 
branch staff and they need to process the transac�ons 

for the clients. Instead of fixing the machine issue, they 
prefer to process transac�ons for prolonged periods of 
�me. I am not saying we should not help our clients with 
their transac�ons, we should, but we also need to make 
sure the machines are up and running, quick and fast. 
Prompt escala�on of such issues to the technical 
support team and a speedy response and fixing by them 
would help avoid heavy loads at the branches and 
improve client sa�sfac�on. In the end, both humans and 
machines need to work together be�er to offer great 
customer experiences.

CUSTOMER SERVICE

If we do opera�onal banking efficiently and in a �mely 
and error-free manner, this itself will help improve client 
sa�sfac�on in a big way. But is this enough? 

It is not about customer service anymore. It is all about 
customer experiences now. Is there a difference 
between the two? Yes, there is, and a big one. Let's find 
out with these examples:

1. A client's request for an RTGS transac�on was 
 processed promptly by the bank staff within the 
 defined �meframes, but the air condi�oner in the 
 branch was not working and it was a hot summer day.

 □ Did the client receive great customer service from 
  the branch staff? YES

 □ Did the cl ient receive a great customer 
  experience? NO

2. A client's request for upda�ng the KYC was processed 
promptly by the bank staff within the defined �melines, 
but the security guard at the branch was rude. 

 □ Did the client receive great customer service from 
  the branch staff? YES

 □ Did the cl ient receive a great customer 
  experience? NO

Clients talk about both good and bad experiences. In 
fact, they talk more about bad experiences as that is 
what everyone is interested in. Bad news always sells, 
and they travel fast too. Many �mes, customers amplify 
their bad experiences while narra�ng to others or 
pu�ng it on social media. It is important that every 

OUT OF
SERVICE
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employee in the bank is responsible for delivering great 
customer experiences. All the stakeholders need to work 
in a harmonious and coordinated way to deliver great 
customer experiences. It is several steps above 
customer service.

LEVERAGING GREAT CUSTOMER EXPERIENCES
Ok, we have offered great customer experiences to 
clients, but have we leveraged that for our own benefit; 
to grow our business?

When the client receives great service, he will be 
extremely happy and loyal to the bank. We need to start 
deriving benefits from events like these, such as:

 o Cross-selling other bank products and third party 
  products to the client

 o Ge�ng our clients to do more transac�ons and 
  business with us.

 o Increase revenues for the bank.

 o Customer reten�on

 o Taking referrals from them and acquiring new 
  clients.

 o And others 

Every great customer experience is a sales opportunity, 
and we should not let go of these opportuni�es.

BANKING – PRODUCT SATURATION
Products offered in banking services has reached a level 
o f  s a t u ra� o n .  T h e re  i s  h a rd l y  a ny  p ro d u c t 
differen�a�on. What we offer is also offered by other 
banks. When all banks have similar products and 
services to offer, what differen�ates our bank from 
others?

It all boils down to the quality of customer interac�on. 
What we deliver is important but what is more 
important is how we deliver, and that becomes our key 
differen�ator. There is a tremendous responsibility on 
the frontline staff and backoffice and technology teams 
to deliver quality and differen�ated service at the 
branches and across all customer touchpoints.

COMPLAINT MANAGEMENT

We must try and ensure clients don't have any 

complaints in the first place through be�er process 
management. In case they do, and they bring it to our 
a�en�on, we must acknowledge, thank them for 
bringing it to our no�ce and address the complaint 
promptly to the full sa�sfac�on of the client. All 
customer complaints need to be logged into a complaint 
resolu�on system and tracked for closure.

RISK MANAGEMENT

One of the biggest challenges the banking industry is 
facing today is NPA or Non-Performing Assets. The other 
challenges include fraud, counterfeit currencies, money-
laundering, phishing, and others. The focus is even more 
today on the quality of clients that we acquire and 
onboard. When we acquire a new asset client, we should 
have done our proper due diligence before disbursing 
the loans. The quality of clients ma�ers as much as 
quan�ty. Following strict KYC norms and background 
checks, verifying income and other financial documents, 
checking out collateral security etc. is the key.

Once the loans are disbursed, we must track the loan 
performance diligently �ll it is fully repaid. New 
technologies like Early Warning Systems, Risk analy�cs, 
Machine Learning and Ar�ficial Intelligence can be 
adopted to help mi�gate the risks. 

The frontline staff should be more aware and alert to 
fraud and money-laundering a�empts at the branches. 
If  they find anything suspicious, they should 
immediately escalate to their supervisors. The counter 
staff at branches and phone banking staff should follow 
strict data privacy and confiden�ality policies of the 
bank and not fall prey to phishing a�empts.

WAY FORWARD

Banking has already become a buyer's market. 
Consumer behavior and trends are changing fast. They 
are far more demanding than before, and they are 
wil l ing to pay a premium for great customer 
experiences. It is, therefore, impera�ve that the various 
facets of opera�onal banking come together in a well-
coordinated manner to deliver those experiences.

*****
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ApÉÏ iÉÉå xÉÉsÉ oÉÉMüÐ Wæû

rÉWûÏ xÉÉåcÉiÉå xÉÉåcÉiÉå mÉÔUÉ xÉÉsÉ ÌlÉMüsÉ aÉrÉÉ

CÎiqÉlÉÉlÉ xÉå xÉoÉ xÉå MüUåÇaÉå oÉÉiÉåÇ, 

ËUziÉåSÉUÉåÇ xÉå MüUåÇaÉå pÉåÇOû AÉæU qÉÑsÉÉMüÉiÉåÇ 

aÉmmÉå sÉÄQûÉLÇaÉå AÉæU oÉUxÉÉiÉ qÉåÇ oÉÔÇSÉåÇ xÉå oÉÌiÉrÉÉLÇaÉå

ApÉÏ iÉÉå xÉÉsÉ oÉÉMüÐ Wæû

rÉWûÏ xÉÉåcÉiÉå xÉÉåcÉiÉå mÉÔUÉ xÉÉsÉ ÌlÉMüsÉ aÉrÉÉ| 

NÒû�ûÏ ÍxÉTïü LMü xÉÉsÉ MüÐ jÉÏ AÉæU cÉÉWûiÉ jÉÏ mÉÔUÏ ÎeÉÇSaÉÏ eÉÏlÉå MüÐ

MürÉÉåÇÌMü uÉÌMïÇüaÉ uÉÑqÉålÉ MüÉå MüWûÉð TÑüxÉïiÉ WûÉåiÉÏ Wæû MüUuÉOû pÉÏ oÉSsÉlÉå MüÐ

oÉÄQûÏ EqÉÇaÉ xÉÏ jÉÏ xÉÉUå zÉÉæMü AUqÉÉð CxÉÏ qÉåÇ ÌlÉoÉOûÉlÉå MüÐ

ÍxÉsÉÉD, oÉÑlÉÉD, MüÄRûÉD xÉoÉ MÑüNû xÉÏZÉ eÉÉlÉå MüÐ

ApÉÏ iÉÉå xÉÉsÉ oÉÉMüÐ Wæû
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Steps to make day-to-day banking 
a smooth and fulfilling experience

Cura�ng the banking experience is our job now, given 
how banking has evolved from offering banking products 
to rendering banking service, to now, giving customers a 
banking experience, be it physical banking or digital 
banking.

When we enter a bank's premises, we are entering a 
whole new world. What makes us feel at peace is the feel 
and ambience of the branch. An environment that is 
pleasing for the senses gives an aesthe�c feel and makes 
us feel welcomed. Clean and hygienic premises is a must-
have for a good customer friendly experience. Visually 
pleasing and soothing colours add to the liveliness of the 
branch. Good fragrance upli�s the mood of the 
customer, entering the branch. 

Similarly, a seamless digital experience is essen�al for a 
holis�c banking experience. Having a smooth interface 
and easy to understand icons and tabs, all neatly placed is 
essen�al for a pleasing digital experience.

The following changes could be brought about to make 
our day-to-day banking a smooth and fulfilling 
experience for all:

1. Employees need to shi� from a 'Branch to Bank 
 mindset'. Employees need to realize that we are not a 
 staff of a branch, but a staff of the bank. Similarly, a 
 customer is no longer a branch's customer but the 
 bank's customer. This perspec�ve shi� will minimize 
 a lot of complaints and unpleasant experience that 
 customers face.

2. For the shi� to happen, employees first and foremost 
 need clarity and empathy. Clarity whether a 
 par�cular transac�on is possible in non-home branch 
 or not would be extremely important. When we call it 
 Core banking, there is a percep�on among customers 
 that it is anywhere banking, any branch banking, that 
 any transac�on could happen at any branch. 

 However, as bank employees, we need to be aware of 
 the limita�ons, in line with our bank's manuals and 
 circulars. We need to be aware and develop the 
 ability to convince customers of the same. 
 Informa�on, wherever necessary, must be displayed 
 on no�ce boards to create awareness among our 
 customers. 

3. Every staff of the branch, irrespec�ve of the 
 designa�on, must be given training about our 
 different products and must be aware of our ongoing 
 campaigns, so that they are able to disseminate 
 informa�on and canvass ac�vely during our different 
 campaigns. Right from HKP and part-�me employees 
 to the branch in-charge, if every person joins the 
 mission, nothing is impossible for a branch.

4. Customers have an inherent need to be heard, if they 
 visit the branch with a complaint. Usually, it is easy to 
 observe that, a customer escalates a complaint, only 
 when they feel that they haven't been heard 
 completely. Hearing them out and genuinely wishing 
 to resolve their issue, mostly calms down the 
 customer, no ma�er what or how big the issue is. This 
 makes them trust the bank employee that their issue 
 will be resolved soon. Now whether or not it is 
 possible to resolve the issue then and there could 
 vary, depending on whether it is a technological 
 issue, or whether it could be solved at the branch 
 level or not, but just the feeling of being heard and 
 genuinely wishing to be helped makes the customer 
 feel important. This empathy creates a ripple effect 
 and acts as a word-of-mouth publicity for our bank, 
 which has always had the reputa�on of being a 
 customer-centric bank in the market.

5. When we say core banking, one thing we all need to 
 realize is that Customer is at the centre of core 
 banking, the focal point of all that we do. So, 
 customer must face minimum fuss during normal 
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9. Help desk must be made mandatory in all branches 
 where all forms are easily available and all 
 informa�on is available in one stop, at the �p of a 
 finger�p. Knowing how to access informa�on is also 
 equally important as this makes things easier for the 
 customers.  Wherever required, the customer must 
 be assisted and directed to the right department. If 
 customers feel that they are not receiving adequate 
 accurate informa�on, they may feel frustrated. 
 Providing immediate response to customer's queries 
 gives a fulfilling customer experience. Misguiding 
 them to a different department without completely 
 hearing them out and iden�fying their need could 
 infuriate the customers. Ac�ve listening is an 
 essen�al skill for every individual, more so, for an 
 employee working in the service sector, more 
 importantly, the essen�al service sector. 

10. Ideally, we must not give any room for our customers 
 to complain. However, if customers complain of ATM 
 or passbook prin�ng machine not working, system 
 being down, technical or server error, then having 
 enough empathy to be courteous and to understand 
 their plight, while we do our best to get them 
 working, at the earliest, is important. We must strive 
 to have minimal down �me to avoid inconvenience to 
 customers, if our focus is on taking the digital path 
 ahead. It is equally important to not confront the 
 customer, but always be courteous. Having and 
 developing pa�ence is the key to being an efficient 
 employee. 

11. We must be aware that employees are not just brand 
 ambassadors of the bank; or representa�ves of the 
 bank, but 'Employees are the bank'. The banking 
 experience that a customer gets, makes him create 
 an impression of not an individual employee, but the 
 bank as a whole and even the whole banking industry. 
 This must be sufficient for us to realize the enormous 
 responsibility we shoulder, as a public sector bank 
 employee, in addi�on to being a Canara bank 
 employee.

12. Strict compliance of Opera�onal banking circulars 
 and special communica�ons will protect our bank 
 from financial and reputa�on loss. Having stringent 
 consequences for inten�onal breach will dissuade 
 others from doing the same.

13. We realize that Customers are the king, but at the 

 banking opera�ons. A seamless experience leads to a 
 happy and loyal customer.

6. Value of building rela�onship with customers needs 
 to be realized. On one side, as services become 
 increasingly digital and appeal to the Gen Z, we must 
 not forget that our old customers s�ll prefer a human 
 touch to banking services. Senior ci�zens may not be 
 able to place as much trust on online banking as the 
 new genera�on, with their hard-earned money. 
 While we strive to spread awareness of our digital 
 products, we cannot expect senior ci�zens to keep 
 equal pace with the digital world.  Machines cannot 
 provide the comfort that a conversa�on with an 
 employee could provide. If the machine does not 
 work, human beings are required to repair it. 
 Technology can aid but never replace the human 
 caring touch.

 Hence providing tradi�onal banking services to 
 senior ci�zens, including door step banking must be 
 given impetus. The fact that senior ci�zens may 
 forget passwords, PIN more frequently with age 
 should urge us to be more considerate towards them. 
 Understanding their difficulty and trea�ng them with 
 respect is of utmost importance. 

7. Special service to senior ci�zens, differently abled 
 customers, and people with special needs must be 
 made available in every branch. Employees must be 
 trained on how to assist them. This will provide an 
 inclusive experience for our diverse range of 
 customers. Employees must be given training in so� 
 skills like empathy, kindness, and maintaining a 
 balanced calm mind even amidst hec�c banking 
 hours. 

8. If I enter a bank, what really gives me a posi�ve 
 experience, (even if I am not a customer of a 
 par�cular bank), is the way I am being treated. When I 
 enter the branch/ bank premises with a certain 
 banking query, and if my query is resolved with the 
 same respect as that of a customer, chances are I will 
 wish to be a customer of the bank, at the slightest 
 instance of a need. This gives a clue to how my 
 fellow colleagues and I should treat any person 
 entering the premises of the branch. Any person who 
 is not our customer is our poten�al customer. 
 Remembering this will help us render impar�al 
 service to any person entering our branch.

Article
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 same �me, we must not fall prey to manipula�ons. 
 We must always go by the rule book, our bank's 
 m a n u a l ,  c i r c u l a r ,  m e m o s  a n d  s p e c i a l 
 communica�ons. Not ge�ng too friendly with 
 regular customers is important as it would disallow 
 them from taking advantage of the trust placed on 
 them. Many incidents of fraud involve such trust 
 placed on an outsider. We need to be alert and aware 
 of the happenings in the branch. Despite placing 
 CCTV cameras, the lack of alertness of the staff is a 
 prime factor in perpetua�ng fraud in a branch.

14. Being careful with stamp and seal: Allowing a regular 
 customer access to bank's stamp and seal could get 
 us involved in bigger trouble than we can ever 
 imagine. No doubt, we are buried under pile of work, 

 but some aspects cannot be compromised, as it 
 might lead to loss of reputa�on for the bank.

15. Any unauthorized access, if it comes to our no�ce, 
 must be brought to the no�ce of the concerned 
 higher official. Whistleblowing must be encouraged 
 and incen�vised sufficiently as a risk mi�ga�ng 
 measure.

Developing a rela�onship that goes beyond banking is 
the need of the hour. The above changes are just 
indica�ve and if implemented not just superficially at an 
implementa�on level, but imbibed at an intrinsic & 
deeper level by all employees, our presence in the 
banking industry would only keep strengthening year-
a�er-year, day-a�er-day.

***** 

THE FARMERTHE FARMERTHE FARMER

“Tiller of the soil” goes to the farm!

“Pillar of wisdom” -sun-wakes him up!!

“The son of the soil seats into dusk

Drops of sweat fall to the earth!!

Brave farmer sets out at dawn

Grave of sorrows, pains, he carries

To work like a �reless tyre he goes

A torn dhothi he has worn as a “cover”

Bare-bodied, he sets out to strive

He looks underfed, �red, worn-out

What to do His kith and kin needs mouthful!!

His be�er-half kindles his spirit

So he smiles as he goes out

He works on unto the dusk-fall!!

Mouthful of gruel is his “Mid-day meal”

He comes back with his meagre wages

Heavy supper they never eat

Alas!! They merry-make with gruel!!

At last he re�res to bed unto the next dawn!!

Poem

Article
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I always feel that we are passing through a transi�on. 
It is true. Any organiza�on or industry has to go 
through a transi�on con�nuously, because 'change is 
the rule of this universe'. Change is growth, change is 
progress, and is essen�al in any field. Coming to 
opera�onal banking, we are serving the customers, 
which is our main mo�o and the means of our 
revenue. But the method of serving is changing from 
�me to �me. In my long service, I have experienced 
the change as a posi�ve force, which led the 
organiza�on towards it's success. I would like to share 
some anecdotes here.

Scenario I:
It was a Semi-Urban Branch. I, a newly joined clerk was 
trying hard to understand the procedures of Branch 
banking. Salary has to be credited to hundreds of 
teachers' accounts. Yellow coloured challans, salary 
slips are lying on the counter in a big bundle. Already 
teachers have arrived and a long queue is wai�ng with 
a cheque in hand, and some are asking for withdrawal 
order forms to draw their salary. Some are enquiring 
about the balance in their accounts. But wait! First, 
the amounts have to be credited to the respec�ve 
accounts, and then a fixed amount has to be 
transferred to their loan accounts. The cheques can be 
passed only a�er that. People are in a hurry, but 
DON'T carry out the transac�ons without cross 
checking the account number and name of the 
customer, I told myself. 

“What is this, madam? We are ge�ng late for school. 
We have come from nearby villages to withdraw our 
salary on an hour's permission. How long have we to 
wait?” 

I smiled apologe�cally at the angry customer.

“Madam, give me way. I will credit the salary and debit 
for loans. You receive cheques and issue tokens.” A 
senior clerk pulled a heavy ledger towards him. 

“Thank you, Sir.” I swept the sweat on my face.

“Don't worry, you will learn to handle such rush within 
a few days.”

Yes, I learnt. I learnt to smile at the customers, iden�fy 
them by name and talk to them casually while my 
hands did their work automa�cally. I started enjoying 
my work when people thanked me for the quick 
service and my supervisors appreciated for my hard 
work and sincerity. Soon, there developed bondage 
between me and the customers, and need not say, 
with my colleagues! 

Not that we always had good �mes; some of the 
customers blamed us for no fault of ours, only for 
strictly following the procedure.

“Why, madam? Why should I produce my passbook 
for withdrawing my own money through a loose 
leaf?”

“Sir, it is not that we are suspec�ng you. See, these 
procedures are meant for your own safety. If 
somebody comes and withdraws your money through 
a loose leaf by forging your signature, you will be at a 
loss, right? These rules and regula�ons are meant to 
safeguard your property with us, Sir. Please don't get 
offended.”

Some would agree, some would grumble. But we 
were told clearly in our job training that customer is 

Ancedote
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the king. Those are the golden words which taught us 
enormous pa�ence while serving our customers. 
 
The Bank's slogan was “Serving to grow, Growing to 
serve.”

Scenario II: 
The heavy ledgers are nowhere to be seen. Desk top 
computers have replaced them. When I returned from 
my sabba�cal leave of 3 long years, IBBS package was 
running in Branches. I was new to that Branch, new to 
computers and the customers were also new to me. 
Within a week of my joining the Branch, the counter 
clerk went on leave for 10 days.  Alas! How can I 
handle? I had to. Though the Branch was rural, we had 
very big accounts, as the place was a trade centre. The 
transac�ons were big with heavy amounts. SBI served 
as the clearing centre for the 3-4 Banks in the town, 
and daily the clearing cheques were passed and 
challans were collected from other Banks at 4pm. The 
cash closing �me also happened to be 4pm. As the 
amounts were very heavy and the customers were 
eager to collect them on the same day, they used to 
present cheques at 3.45pm. Not 5-6 cheques! Some 
industries would present minimum 50-60 cheques 
every day at 4pm. The clearing amounts have to be 
credited, the cheques have to be passed and the 
cashier has to dispense cash, all within a very short 
�me! I was so tense on my first day at the counter. I 
humbly requested the customers to give me some 
�me. Humility pays. One of the customers, who posed 
himself as a leader, told others to wait pa�ently. 

“Madam is a new comer and she needs more �me to 
understand the transac�ons. Let us not hurry her. 
Everybody take your seat and be calm.” 

I thanked him immensely and focused on my work. A 
senior clerk came to my rescue and sorted the clearing 
challans and cheques and arranged them. He stood 
beside me and taught me how to process the cheques 
in the computer. Within a few days I was accustomed 
to the situa�on. Here also I developed a close bonding 
with the customers. They became so close that they 
used to bring delicacies from home for us! On the day 

of bundh or any such uncalled for event, food was 
arranged for those staff, who relied on the local hotels 
for lunch. Even a�er my transfer from there, some of 
our esteemed customers use to come and see me in 
my new branch when they visited the place.

Apart from this, or much more than this, we have to 
exercise cau�on in another field; lending. It is not 
enough to conduct pre-sanc�on visit and verifying the 
financial documents at the �me of sanc�oning a loan. 
We have to keep an eye on the transac�ons, the ups 
and downs in the business, the securi�es and the 
work pa�ern of the borrower constantly. If we let go a 
big loan unpaid, it will be a heavy loss to the Bank and 
we are answerable not only to the organiza�on, but 
also to the shareholders and the other customers of 
the Bank, who have lent us the funds through 
deposits, for further lending. Many big loans which 
have gone bad, are making the headlines in 
newspapers, which is an irreparable blemish on the 
reputa�on of the Bank. The credibility of the Bank will 
be at stake.

Scenario III:
The Bank's slogan has changed to “Together We Can”. 
Doesn't it sound par�cipatory in nature?

Oh! Everything has changed dras�cally! A bridge is 
constructed between the Branch and the customers. 
Si�ng in an admin unit, I was wondering what is 
happening. But soon I realized that this change is 
inevitable, as many private Banks have already done it 
in a much bigger way and the youth who are tech 
savvy, are greatly a�racted towards the private Banks. 
We cannot afford to lag behind and a�er all what is 
wrong in treading a new path? The change is not local 
or na�onal. It is GLOBAL. 

The change from manual to computeriza�on was 
internal. It made no difference to the customer, 
except that the rela�on became somewhat 
impersonal to some extent. But soon, both the 
Bankers and the customers got accustomed to the 
new atmosphere. But now what happened is, the 
customer is also made an employee to some extent! 

Ancedote
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Yes, he can open his CASA, term deposit account, close 
them too, apply for some loans, carry on transac�ons 
like funds transfer, etc. He need not come rushing to 
the Branch in his busy schedule. 

It all started with the inven�on of internet. It 
connected the whole world in its web. Debit card, 
Credit card, Internet Banking, Mobile Banking are the 
first few features which made it easy for the customer 
to do Banking on his own. The customer need not go 
to a Branch but will be constantly connected to the 
Bank with his account. All the transac�ons he carries 
out will be recorded in his account. Now a days, 
anything which is one-sided is not considered to be 
good. So this type of Banking which we may call 
par�cipatory banking, is a welcome step in the future 
of Banking industry. It saves �me, money and energy 
for customers. But, the rela�on between the Bank and 
the customers has become impersonal to some 
extent, I must say. 

So what's the big issue? Yes, there are certain issues 
about this new mode of Banking. Whatever said and 
done, the onus of protec�ng the customers' property 
lies with us. Many of our customers, well educated, 
government officials, intellectuals and the society 
elites, are being defrauded by the conmen, who learnt 
more about Banking applica�ons than the users. We 
read about such frauds in newspapers daily. It's high 
�me that some ac�on must be taken about it. Not that 
we have kept quiet. Our people are sending SMS daily, 
to our customers about the dos and don'ts of digital 
banking. But a man having a mobile phone will be 
receiving a number of messages for promo�ons and 
sales, daily.  Most of the �mes, he simply deletes the 
messages without even opening them.  Moreover, the 
fraudster is always one step ahead and he finds new 
ways and means to swindle people. 

But we should not forego our efforts in stopping these 
frauds. We have to inform our customers when they 
receive the Debit/Credit card or other facili�es. We 
should not lose a single opportunity to educate them 
about the careful usage of these applica�ons. In the 
first place, we should not wait for the Bank to do 

everything. We have a large work force with 
thousands of employees all over the country. If each 
employee can educate atleast 100 people through 
whatsapp groups, chats and messages about these 
frauds like the varied modus operandi of the swindlers 
and how to avoid such mishaps, we can definitely 
reduce such frauds to a great extent. This is not a 
one�me measure; whenever we receive new 
guidelines from our digital banking divisions, we 
should spread the message without delay. The 
anonymous phone calls, the links on whatsapp, the 
SMS messages asking for confiden�al informa�on, 
changing the Banks helpline number in search 
engines, etc. The innumerable ways and means of 
fraudsters who come across new ways to cheat our 
customers should be promptly brought to the no�ce 
of our customers then and there. 

Also, we are launching many new products for the 
benefit of our customers, like the latest one, Canara 
Premium Payroll Package for salaried people. It has 
many features which persuade the customer to u�lize 
the beneficial package instantly, like zero balance, free 
term life insurance, free personal accidental 
insurance and air accidental insurance, free issuance 
of Rupay debit card and many opera�onal charges are 
made free.

We see many other Banks and Financial Ins�tu�ons 
are in the race for retaining the exis�ng customers and 
enroll more and more new customers. Unless we 
impress on our customers that it is beneficial for them 
to be with us, it is very hard to maintain our growth 
rate. 

So here we are, striding in a fast pace towards 
achieving our goals through hard work. At the same 
�me, we have to keep in mind that in spite of our 
innova�ons and a�rac�ve products, the paving stone 
for success is the interpersonal, cordial and a 
responsible rela�on between the Bank and it's 
customers. We may further improve our apps by 
making them more customer-friendly and interac�ve 
to the extent that an illiterate person also can do 
business with us without any constraints.

*****
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Banking is an integral part of any modern economy and 
India is no excep�on. With a popula�on of over 1.3 billion 
people, India is among the most populous countries with 
a large customer base for banking. The banking industry 
in India is experiencing significant growth and 
development. The basics of banking in India, include 
customer support ac�vi�es, retail banking, corporate 
banking, savings, investment, and credit cards. The 
banking sector in India is one of the largest in the world. It 
has evolved significantly over the years and has 
witnessed many changes that have changed the way 
banks operate. In this ar�cle, I will provide a 
comprehensive guide to banking in India that includes 
the various aspects of opera�onal banking in India.

Customer service and support in banks
Customer service is an essen�al component of the 
banking industry, and it plays a vital role in building 
customer trust and loyalty. Banks in India have 
recognized the importance of customer service, and they 
have made significant investments in this area to 
improve customer experience. 

Customer service is the cornerstone of any successful 
bank. In India, banks are expected to provide superior 
customer service to their clients, whether they are retail 
or corporate customers. This includes providing accurate 
and �mely informa�on to customers and handling 
customer complaints effec�vely, offering a wide range of 
financial products, services, and technical support for 
issues in tech products.

Many banks in India have taglines focused on customers 
such as “Together We Can” by our bank which 
emphasizes the importance of customers in opera�onal 
banking. Customer service is a driver to achieve success 
for Indian banks. Indian banks have been inves�ng in 
customer service to improve the overall banking 
experience for customers. They have implemented 

various measures to improve customer service such as 
the adop�on of digital channels like online and mobile 
banking, chatbots, and social media pla�orms. A 
feedback system has also been implemented to take real-
�me feedback from the customers. 

One of the ways banks in India provide excellent 
customer service is through the use of technology. With 
the widespread adop�on of mobile banking, customers 
can now make transac�ons, check their account 
balances, make u�lity service payments, hotel, flight 
bookings, etc. With the increase in smartphone 
penetra�on, mobile banking has become a popular 
mode of banking for many customers. Indian banks have 
recognized this trend and have invested heavily in mobile 
banking applica�ons to provide customers with a 
seamless banking experience. Our bank has already 
launched mobile banking super apps Canara ai1 with 
more than 250 banking features making it convenient for 
the customers. 

These measures have made it easier for customers to 
access banking services and get their queries resolved 
quickly. UPI from NPCI has been a game changer for the 
banking industry and has changed the way of opera�onal 
banking. The transac�ons have become digital and the 
foo�alls in the banking outlets have reduced dras�cally, 
especially in the Tier 1 and Tier 2 ci�es. Since the 
interac�on with the customers is now limited, it is of 
prime importance for the banks to provide top customer 
support services through the available means.

Apart from mobile banking and UPI, Indian banks have 
also adopted chatbots and WhatsApp banking to 
improve customer service. Chatbots are computer 
programs that use Ar�ficial Intelligence (AI) to interact 
with customers conversa�onally. These chatbots can 
handle rou�ne customer queries and provide instant 
responses, reducing the �me and effort required by 
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customers to get their queries resolved. Indian banks 
have also implemented social media pla�orms such as 
WhatsApp, Twi�er, and Facebook to provide customer 
service. Banks o�en use pla�orms like YouTube and 
Instagram to share product informa�on to the public. 
Customers can also use these pla�orms to ask queries, 
provide feedback, and get their grievances resolved. 

In addi�on to digital channels, Indian banks have also 
focused on improving their physical branch network to 
enhance customer service. Recently banks have opened 
Digital banking Units where special services have been 
offered in both self-service and assisted modes. Banks in 
India have modernized their branches and made them 
more customer-friendly. They have installed self-service 
kiosks, digital display boards, automated teller 
machines, and customer service desks to improve the 
overall banking experience for customers. Banks have 
also started doorstep banking services making it 
convenient for customers to avail services.

Another aspect of customer service in banks is the 
provision of well-trained and knowledgeable staff. Banks 
in India invest heavily in training their employees to 
ensure they have the necessary skills and knowledge to 
provide excellent customer service. This includes training 
in areas such as communica�on, problem-solving, and 
product knowledge. Banks in India have implemented 
various training programs to enhance the skills of their 
employees. Reserve Bank of India also mandates banks 
to place trained staff with specialized cer�fica�ons based 
on the nature of work. Banks, have also introduced 
employee recogni�on programs to mo�vate employees 
to provide excellent customer service. 

Furthermore, Indian banks have implemented various 
measures to ensure customer data privacy and security. 
Banks in India have implemented robust data security 
protocols to protect customer data. They have also 
implemented two-factor authen�ca�on to ensure the 
security of online transac�ons as mandated by the 
regulator Reserve Bank of India (RBI).

With these measures, Indian banks have been able to 
provide customers with a seamless banking experience 
and enhanced customer sa�sfac�on. However, there is 
s�ll room for improvement, and Indian banks must 
con�nue to invest in customer service to build customer 
loyalty and trust since customers in India have op�ons for 
mul�ple banks. 

Corporate and retail banking
There are two main types of banking in India: corporate 
banking and retail banking. Corporate banking is 
primarily focused on providing financial services to large 
companies and corpora�ons, while retail banking is 
focused on providing services to individual customers, 
small enterprises, groups, etc. Let us have a look at 
corporate and retail banking aspects of the opera�onal 
banking : –  

Corporate banking
Corporate banking in India is an essen�al part of the 
banking industry as it helps companies finance their 
opera�ons, expand their business and invest in new 
projects. India being a fast growing economy in the world 
needs robust corporate banking services such as cash 
management, trade finance, foreign exchange, and 
investment banking. One of the major challenges faced 
by corporate banking in India is the high level of 
compe��on. With so many banks offering similar 
services, it can be challenging for companies to choose 
the right bank to associate with. To overcome this, banks 
in India have started differen�a�ng themselves by 
offering specialized services and products that target 
specific industries or sectors.
 
Corporate banking in India has evolved significantly over 
the years. Corporate banking services in India include 
working capital finance, trade finance, foreign exchange 
services, project finance, and cash management 
services. Indian banks have been proac�ve in providing 
corporate banking services to businesses and have 
invested in technology to streamline their opera�ons. 
With the adop�on of digital channels such as online 
banking and mobile banking.

Corporate banking in India has certain challenges like the 
high level of risk associated with lending to large 
corpora�ons. To mi�gate this risk, banks in India have 
implemented strict credit risk assessment and 
management systems. These systems use various 
techniques such as financial analysis, credit risk 
assessment, and collateral assessment to determine the 
creditworthiness of poten�al borrowers. I have 
discussed risk management further in this ar�cle.

Retail banking
Retail banking is the provision of financial services to 
individual customers rather than corpora�ons or 
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ins�tu�ons. The Indian banking industry has a significant 
focus on retail banking, and it has grown enormously in 
recent years.

Retail banking is an important component of the Indian 
banking industry, as it caters to the financial needs of 
individual customers. The per capita income in India is 
not as high as other developed countries. Retail banking 
provides a backbone to the major chunk of the Indian 
popula�on which comprises of the lower-class, middle 
class and upper-middle-class segments, of the 
popula�on. Retail banking includes services such as 
savings accounts, current accounts, deposits, credit 
cards, personal loans, housing loans, mortgage loans, 
vehicle loans, jewel loans, and other retail products. 

Indian banks have implemented Internet banking to 
deliver retail banking services. Internet banking provides 
customers with 24/7 access to banking services from the 
comfort of their homes. Customers can transfer funds, 
pay bills, and manage their accounts and even pay taxes, 
u�lity bills using Internet banking. Indian banks have also 
introduced e-wallets and other digital payment op�ons 
to cater to the changing needs of customers.

Personal loans are a popular retail product in India, and 
many banks offer personal loans to customers for various 
purposes such as educa�on, marriage, and medical 
emergencies. Housing loans are also a popular retail 
product in India, and many banks offer loans to 
customers for the purchase of a new home or property 
which is a dream for many Indians. Government schemes 
like Pradhan Mantri Awas Yojana have also boosted 
housing loans in the country and helped individuals avail 
of loans in easy terms with subsidies.

Credit cards are another popular retail product in India, 
and many banks offer credit cards to customers with 
various features and benefits. Credit cards provide 
customers with the convenience of making purchases 
without carrying cash. Indian banks have introduced 
various types of credit cards, including cash back cards, 
travel cards, and reward cards, to cater to the diverse 
needs of customers. Credit cards now can also be linked 
with UPI. Canara Bank has also started issuing RuPay 
Select and Pla�num variant credit cards which could be 
linked with UPI to make payments to UPI merchants.

Banks have invested heavily in digital channels to deliver 
retail banking services and introduced various retail 

products to cater to the financial needs of individual 
customers. Indian banks have also introduced value-
added services to enhance the retail banking experience 
for customers. With these measures, Indian banks have 
been able to provide customers with a seamless retail 
banking experience and build customer loyalty. However, 
with changing �mes, Indian banks must keep on 
improving customer experiences.
 
One of the challenges facing retail banking in India is the 
low level of financial literacy among the general 
popula�on. To overcome this, Indian banks have started 
inves�ng in financial educa�on programs to help 
customers understand the basics of personal finance and 
make informed financial decisions. NABARD and RBI 
have started mul�ple ini�a�ves for financial literacy to 
make the popula�on aware of banking and avail the 
benefits it has to offer. Social security schemes such as 
Atal Pension Yojana, Pradhan Mantra Jeevan Jyo� Bima 
Yojana, and Pradhan Mantra Suraksha Bima Yojana have 
also been linked with financial inclusion to extend the 
benefits to common people. 

Risk management
Risk analysis and mi�ga�on are cri�cal func�ons within 
banks to ensure the safety and soundness of their 
opera�ons.  

Banks must manage a wide range of risks, including credit 
risk, market risk, opera�onal risk, and legal and 
reputa�onal risks. Failure to adequately iden�fy, assess, 
and mi�gate these risks can result in significant financial 
losses, regulatory fines, and reputa�onal damage. Banks 
have been using latest technologies such as Ar�ficial 
Intelligence, big data, and machine learning for risk 
mi�ga�on. Technology has played a key role in risk 
management in banks.

The first step in risk analysis and mi�ga�on in banks is to 
iden�fy the risks associated with the bank's opera�ons. 
Once the risks have been iden�fied, the bank must assess 
the likelihood and poten�al impact of each risk.

Credit risk is one of the most significant risks faced by 
banks. It arises from the possibility that a borrower may 
not repay a loan or other credit obliga�on. To mi�gate 
credit risk, banks must establish and maintain robust 
credit risk management systems. This includes policies 
and procedures for credit underwri�ng, credit 
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monitoring, and credit risk repor�ng. Banks must also 
establish appropriate limits on credit exposures and 
diversify their loan por�olios to reduce concentra�on 
risk.

Market risk arises from changes in market prices, 
including interest rates, exchange rates, and commodity 
prices. To mi�gate market risk, banks must establish and 
maintain comprehensive market risk management 
systems. This includes establishing risk limits, monitoring 
market posi�ons, and stress tes�ng the bank's por�olio 
under different market scenarios.

Opera�onal risk arises from the possibility of loss due to 
failures in the bank's systems, processes, or people. 
Opera�onal risk can include anything from technology 
failures and cyber a�acks to human errors and fraud. To 
mi�gate opera�onal risk, banks must establish incident 
management procedures and conduct regular 
assessments of opera�onal risk and implement strong 
internal control. Banks are looking into the opera�onal 
risk factors while conduc�ng risk-based internal audits of 
the banking units. Based on the findings of RBIA, further 
strategies are formulated for risk mi�ga�on.

In India, banks are mandated to comply with the various 
regulatory guidelines which could be issued by RBI, SEBI, 

IRDA, PFRDA, etc. Failure to do so may lead to legal and 
reputa�onal risks. Legal and reputa�onal risks are also 
significant risks faced by banks. Legal risk arises from the 
possibility of loss due to a failure to comply with laws, 
regula�ons, or contractual obliga�ons. Reputa�onal risk 
arises from the possibility of damage to the bank's 
reputa�on due to nega�ve publicity or a loss of customer 
confidence. To mi�gate legal and reputa�onal risks, 
banks must establish policies and procedures for 
compliance with laws and regula�ons, conduct regular 
compliance training, and establish a code of conduct that 
emphasizes ethical behavior.

In conclusion, risk analysis and mi�ga�on are cri�cal 
func�ons within banks to ensure the safety and 
soundness of their opera�ons. 

Conclusion
In summary, opera�onal banking is a fundamental aspect 
of the financial industry, and banks must adapt to 
changing customer demands and emerging technologies 
to achieve opera�onal excellence. Banks that priori�ze 
opera�onal efficiency can create a compe��ve 
advantage, reduce costs, and increase customer 
sa�sfac�on, ul�mately resul�ng in sustainable growth 
and profitability.

*****
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Recipe Corner

RAS'AAMRAS'AAMRAS'AAM

G Vijaya Durga
SM, RAH
CO Bengaluru

Ingredients:  

Raw Mango- 1 (Medium size)

Garlic cloves-2

Mustard – 1 spoon

Jeera – 1 spoon

Urad dal- 1 spoon

Dry mirchi- 1

Curry leaves- few

Turmeric- 1 small spoon

Salt- as per requirement

Jaggery- 1 small cube

Coriander leaves- few    

                                      

Procedure:

1. Wash the raw mango (do not peel the skin).

2. Take a pressure cooker and fill water so that 
 the mango will be immersed fully in the 
 water.

3. Let the mango gets cooked in the pressure 
 cooker wait for 7 to 8 whistles to ensure the 
 mango gets cooked fully.

4. Let it get cooled. A�er cooling down, peel 
 off the skin gently without losing the pulp.

5. Take all the mango pulp in a mixer jar and 
 blend to a fine course of paste by adding 
 li�le water.

6. Now, take a kadai and add 2 to 3 TBSP of oil. 
 Once oil gets heated, add garlic cloves, 
 mustard seeds, jeera, urad dal, dry mirchi, 
 curry leaves for tempering.

7. Next, add the blended mango paste to it. 
 Add water to it for making rasam. Be careful 
 not to add more water as it may lose the 
 mango taste and remain watery.

8. Let it boil for few minutes and during this 
 process add salt, turmeric powder, jaggery. 
 Give it a mix. (Salt and jaggery may be 
 added if required, according to your taste. 
 Avoid adding more jaggery as you will miss 
 the taste of mango).

9. Once the rasam comes to a boil, add 
 coriander leaves.

10. This simple yet tasty rasam is ready to serve 
 with hot steaming rice.

“You will love the �ngy tangy taste of 
mango with a blend of jaggery in this 
MANGO MAHARAJA season”- 

*****
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Homage

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

Shreyas, in homage to Canbank’s  departed souls, 
pray that they rest in bliss, in eternal peace.
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Ashneer Grover is an Indian businessman, one of the most 
controversial entrepreneurs, and the former Co-founder and 
Managing Director of the Indian fintech company BharatPe, 
which he co-founded along with Shashvat Nakrani and Bhavik 
Koladiya in the year 2018. Grover also appeared, as an investor, 
on the reality TV show called 'Shark Tank India' and is 
considered to be the poster-boy of the emerging start-up 
culture. “Doglapan: The hard truth about life and start-ups” 
is his first book and was released in the year 2022. The term 
“Doglapan”, which has its roots in Hindi and when translated into English means “hypocrisy”, 
was used by Grover during one of the episodes of the first season of Shark Tank India. This 
taunting and amusing remark became part of the entrepreneurial world, taking the internet 
by storm via hilarious memes and trolls. The book “Doglapan” is the author's life journey in his 
own words.

It is not hard to comprehend why Ashneer Grover's tell-all book is a total bestseller. In the 
consecrated and ethically correct corridors of India Inc., Grover's memoir is like a chapter that 
is out of syllabus. Most Indian entrepreneurs, the budding ones, the new age ones and even the 
established ones are guarded about what they say in public for fear of offending their 
ubiquitous stakeholders — be it existing investors, potential investors, regulators, clients, or 
employees. But Ashneer Grover, the proverbial miscreant of the Indian startup ecosystem, 
doesn't play by these rules. His Shark Tank persona of being a blunt and intransigent straight 
talker is writ large over the course of the 185 pages of the book. This is Grover at his 
contentious, rabble-rousing and polarising best, as he boldly unveils the reasons for his 
cataclysmic fall from being an extremely successful startup operator.

Doglapan spotlights the fact that nothing is made in one day, it is all a matter of consistent 
effort. It is interesting to read how this Bharat Pe co-founder made his way up in his career. 
Clarity of thought makes the book a breezy read and we need to appreciate how the author 
builds up his case, brick by brick. The book espouses the startling fact that entrepreneurship is 
not as glitzy as many think it to be and arguably the reason why the book ends with lessons for 
aspiring entrepreneurs from the author's viewpoint. Overall “Doglapan” portrays the success 
and the setbacks in the life of an entrepreneur and how to manoeuvre the occupational 
potholes that the journey posits. It is lucidly written, in an unfiltered way as 
the author never holds back while proclaiming his bold opinions to the world. 
A must read for all wannabe entrepreneurs or for anyone who wants to learn 
more about the interconnectedness / reticular nature of hard work, 
determination and success.

By Kishore Thampi

Book Review

— Ashneer Grover

DoglapanDoglapanDoglapan



AÇcÉsÉ MüÉrÉÉïsÉrÉ, eÉrÉmÉÑU qÉåÇ ́ ÉÏ AzÉÉåMü cÉÇSì, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü MüÉ ́ ÉÏ xÉeÉsÉ xÉqÉÏU, xÉWûÉrÉMü qÉWûÉmÉëoÉÇkÉMü ²ÉUÉ xuÉÉaÉiÉ ÌMürÉÉ aÉrÉÉ| CxÉ 

AuÉxÉU mÉU ́ ÉÏ mÉÑÂwÉÉå¨ÉqÉ cÉÇS, qÉWûÉmÉëoÉÇkÉMü LuÉÇ AÇcÉsÉ mÉëqÉÑZÉ, eÉrÉmÉÑU pÉÏ iÉxÉuÉÏU qÉåÇ lÉÄeÉU AÉ UWåû WæÇû|
ED Sri. Ashok Chandra being welcomed by Sri Sajal Sameer, AGM, Jaipur CO. Sri Purusho�am Chand, GM and Circle Head, 
Jaipur CO is also seen in the picture.

ÌSlÉÉÇMü 19.05.2023 MüÉå AÇcÉsÉ MüÉrÉÉïsÉrÉ, MüUlÉÉsÉ Måü SÉæUå mÉU ́ ÉÏ oÉ×eÉ qÉÉåWûlÉ zÉqÉÉï, MüÉrÉïmÉÉsÉMü ÌlÉSåzÉMü MüÉ ́ ÉÏ ApÉrÉ MÑüqÉÉU, qÉWûÉmÉëoÉÇkÉMü 

²ÉUÉ xuÉÉaÉiÉ ÌMürÉÉ aÉrÉÉ| ́ ÉÏ mÉëuÉÏhÉ MÑüqÉÉU Mü‚üÄQû, EmÉ qÉWûÉmÉëoÉÇkÉMü, AÉæU ́ ÉÏ lÉå§ÉÉ qÉÉåWûlÉ mÉÉ§ÉÉ, EmÉ qÉWûÉmÉëoÉÇkÉMü, AÉæU AlrÉ AÍkÉMüÉUÏ pÉÏ iÉxuÉÏU 

qÉåÇ ÌSZÉÉD Så UWåû WæÇû|
ED Sri. Brij Mohan Sharma being welcomed by Sri. Abhay Kumar, GM on his visit to Karnal CO on 19.05.2023. Sri. Praveen 
Kumar Kakkar, DGM, and Sri. Netra Mohan Patra, DGM, and other execu�ves also seen in the picture.
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