
IMPACT
January 2022 ISSUE 80

INNOVATIVE MANAGEMENT PRACTICES 
AND CREATIVE THINKING

A JOURNAL FOR MANAGEMENT PROFESSIONALS

http://impactjournal.in


2 IMPACT January 2022

EDITORIAL TEAM

Dr. N.V Subbaraman
“Kalki” V Murali
Dr M G Bhaskar

EXPERT ADVISORY
BOARD

Dr. R Rangarajan
Professor & Head

Dept. of Commerce
University of Madras

Dr. R Krishnaveni
Assistant Professor

Head Department of English
Government Arts and Science College

Palladam, Tirupur (Dist)

All opinions expressed in the articles
appearing in the e-journal IMPACT, 
are that of the respective authors. 
The Publisher or Editor of IMPACT 
cannot be held responsible / liable 
in any manner whatsoever for any 
claims and / or damages.

Gree� ngs from IMPACT

ImpacTINNOVATIVE MANAGEMENT PRACTICES 
AND CREATIVE THINKING

A JOURNAL FOR MANAGEMENT PROFESSIONALS

Dear Readers,

5 ways the world will change in 2022

Let’s talk about space travel, mRNA, crypto, in� ation, the Great 
Resignation, EVs and the metaverse.

COVID-19 vaccine will forever change the way vaccines (and 
potentially other therapies) are created. It’s not unusual for vaccines 
to take a decade to develop, but these were created in 10 months 
using genetics and mRNA technology. � is could prove to be one 
of the most important medical breakthroughs of the century.

Crypto currencies have been breaking new highs and attracting 
more interest. Some view the world’s most popular cryptocurrency, 
Bitcoin, as a hedge against in� ation. Politicians, athletes and others 
started taking their paychecks in Bitcoin in 2021. We’ll see if your 
employer will o� er you that option in 2022.

� e Great Resignation. More people are quitting their jobs and 
reprioritizing their lives than ever.

A Foresight Brief developed by the UNU/UNITAR-SCYCLE 
Program and UNEP-IETC, provides a snapshot of the recent 
developments in the EV sector. It highlights major challenges 
and opportunities in the mainstreaming of EVs and in ensuring a 
sustainable supply of material resources with a focus on the end-
of-life (EoL) management of EV batteries. It also provides an 
overview of recent policy developments concerning the promotion 
of EVs and the management of EoL batteries. Finally, it o� ers 
policy recommendations for ensuring the long-term resource 
sustainability of EVs.

� e Metaverse is a proposed expansion to existing internet 
technologies. Potential access points for metaverses include general-
purpose computers and smartphones, in addition to augmented 
reality (AR), mixed reality, virtual reality (VR), and virtual world 
technologies.

Let us all WELCOME 2022 with Positive Optimism. 

Editorial Team

http://impactjournal.in
http://impactjournal.in
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“Brigadier, You Have More 
Important Things To Do, Than 

Wasting Your Time On Me”
Said Deputy Prime Minister Sardar Patel to Brig L.P. Sen on 4th Nov 1948

Herewith a portion from my book ‘THE 
RISE & FALL OF ARTICLE 370’, 
published more than a year ago. 

“On the fateful day of Nov 4th when Srinagar 
faced the grim prospect of falling into the hands 
of hordes of tribesmen from Pakistan, Sardar 
Patel accompanied by his daughter Mani Ben � ew 
into Srinagar. He went straight to the Brigade 
Headquarters to know the ground situation from 
Brig Sen. After listening to Brig Sen, Sardar said 

‘Srinagar must be saved at any cost’.’� en I must 
have more troops, and very quickly; and if possible, 
I would like to have some artillary’ Brig Sen said. 
‘Yes, you will get everything’ said Sardar Patel and 
got up. When Brig Sen wanted to drive Patel to the 
airport, he said ‘Brigadier, you have more important 
things to do than wasting your time on me’ and left. 

Sardar Patel immediately � ew back to Delhi. By 
evening, Brig Sen got the message that two battalions 
of Infantry, One squadron of armoured cars and a 
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battery of � eld artillary were being dispatched to the 
valley by road. Patel’s timely visit to the valley on the 
cold night of 4th Nov, actually saved the situation”. 

� e above episode bring to fore a few sterling qualities 
of Sardar Vallabhbhai Patel, the ‘iron man’ who was our 
Deputy Prime Minister till he passed away on 15th 
Dec 1950. He was pragmatic down to earth, saw in 
advance how things would shape in a given situtation, 
he never bothered about false prestige, a man of few 
words & at the same time a man of action. But for 
Sardar Patel, we would have lost Srinagar and the 
portion of Jammu & Kashmir which is still with us. 

23Impact March 2019

Interesting news for 
admirers of MGR!

I am bringing out a book titled “CRITICAL 
YEARS OF AN IMMORTAL LEGEND”.

This recounts briefly, series of incidents, 
namely how MGR who was always a picture of 

health, became suddenly giddy on 15th Sept 1984 
at a function in Tanjore Bragadeeswarar Temple. 

Later, on the night 5th Oct 1984, he developed 
respiratory distress and was admitted into the 

Apollo Hospital. Exactly a month later, he was 
transported to U.S.A. 

The problems faced in the Aircraft while shifting 
MGR to Newyork, and the days he spent in the 
Brooklyn Hospital are also highlighted. How 
MGR was ‘reborn’ and stood before a massive 
crowd during the first week of February at the Polo 
ground in St Thomas Mount and how he became 
the C.M for the third time are also narrated. 

Hopefully this book will see the light of the day 
during the first week of April.

Dr.H.V. Hande

Former Health Minister of 
Government of  Tamilnadu.  

Founder& Director of 
Hande Hospital.
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How to Write Job Ads Fit for Recruiting 
Talent in the Labor Shortage

A job ad is an invitation to the application 
process at an organization. Often, it serves 
as an introduction to the company. � ose 

who choose to read between the lines can pick up 
bits about both the job opening and the company’s 
values.

But the traditional job ad is stale, outdated, and not 
e� ective during this historic labor shortage. 

“Your recruitment process is only as strong as its 
weakest aspect, and for many employers that’s the 
job posting,” according to Money Wise. “Many 
employers make job posting blunders without 
even knowing it. � en, they wonder why nobody 
applies.” 

Some Human Resources experts have said that 
writing job ads today requires a new mindset about 
the entire application process. � ey are ripping up 
the old rule book and starting from scratch. 

After all, today’s job ads must be employee-centric. 
Previously, companies wrote job postings that 
explained the role and function of the position. It 
would include a list of required quali� cations. � ere 
would be at least a tagline about the company. Now, 
companies have to tell potential applicants what’s 
in it for them, what they can gain from taking on 
such a role at this business. 

Discover what you must include in job ads today: 

De� ne “Job Ad”

One big mistake many people make is writing 
a job description rather than a job ad. While 
you want to make people aware of what the 
job opening would entail, you also need to 
entice people to apply. � e word “ad” implies 
advertisement. � e language and description 
should be easy to understand, but it should also 
highlight what makes this job exciting. Use an 
accurate and descriptive job title in the heading, 
but describe the value of the opportunity within 
the text. 

Sell the Job

Don’t just describe what the new hire will be doing. 
Sell it like you would a product. For example, you 
would write about how an editor “has the chance 
to help shape and share moving and informative 
stories with the company’s target audience,” 
rather than merely writing that an editor needs to 
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“copyedit, manage deadlines, and assess tra�  c to 
stories.”

You should cover how the new hire will be able to 
grow in this position, and mention any learning 
and development opportunities taking the job 
might o� er. 

“� e most important step in creating a strong job 
posting is making sure candidates can identify 
what the job is, where it is, and whether it’s in their 
desired � eld,” according to Career Builder. “Once 
those basic facts are covered, it’s time to sell them 
on the opportunity and the company.”

Stress the Location

Include the location up front and close to the job 
title. You don’t want applicants who are unwilling 
to move or commute to your location. If the job 

is all remote or hybrid, express it in the job ad. 
Providing employees with � exibility is well regarded 
nowadays. And if there are people who really want 
to be in an o�  ce, they will opt out of applying. 
Location is a must-know for all applicants, so give 
it the proper visibility. 

Talk about the Positives

All anyone keeps saying is that employees are 
quitting because of low wages, poor bene� ts, 
lack of � exibility, and an overall feeling of being 
unappreciated. Address these issues head on in the 
job ad. Explain how the company prizes its workers. 
Talk about di� erentiators in your o� erings. If there 
is a level of � exibility available for the new hire, 
then mention it. 

� ink about the target audience. If this is for a more 
seasoned applicant, then focus on practical bene� ts 
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and opportunities to grow. If it is for a more junior 
role, you might want to talk about social networking 
opportunities or the company’s culture of internal 
promotion or pursuit of social justice. � e point is 
to share the details that will most resonate with the 
group you’re targeting. 

Describe the Company Culture

Every company has its standard “About us” language. 
But the job ad should be more meaningful. You 
want to try and attract people who are a good 

match. � erefore, you should describe the culture 
and de� ne the organization’s values. For a startup, 
for example, you might write, “We’re a group of 
innovators, who believe in the company’s mission 
and want to e� ect change of X, Y, and Z.”

Include Salary

� e debate about whether to include salary in 
your job ad can be laid to rest. It should always be 
included. Now that applicants and employees have 
the upper hand, mentioning the salary is a must. 
Even before the pandemic and labor shortage, 
applicants wanted employers to show them the 
money up front. 

In 2018, SHRM found that 70% of professionals 
wanted to hear about salary in the � rst message 
from a recruiter. Money was the number one 
motivator for 67% of job seekers, according to a 
2018 Glassdoor survey that was also reported by 
SHRM.
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Sharing salary or salary range serves a few purposes. 
First, you eliminate people who want to be paid 
more than you can o� er. Second, you prove your 
seriousness about hiring someone who is capable 
and worthy of such a salary. � ird, you demonstrate 
your willingness to be transparent. Indeed, you 
begin to build trust with applicants and potential 
employees. 

Finally, you should have someone else take a look 
at the job ad before you post it. A second set of eyes 
can look for errors like typos. But he or she can 
also o� er suggestions on how to clarify points and 
attract the right applicants. 

Olga Sanchez, Chief People O�  cer at GFR 
Services, suggests asking current employees to 
review job descriptions and to provide feedback on 
tone, language, and level of detail. She adds that HR 
should continue to discuss the job description and 
the promises in the job ad throughout onboarding. 

In that way, the job ad can be your north star, so you 
remember what you need to deliver and what the 
new hire needs to do. 

Source courtesy: https://www.hrexchangenetwork.com

Author: Francesca Di Meglio

Fresher’s Required
for

Digital Marketing
* Fire to Achieve
* Willing to Learn and Grow

Send Your Resume to:
inforesource@gmail.com
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Negotiation and Infl uencing 
Techniques in Business

A Negotiating Approach

“If there is any one secret of success, it lies in 
the ability to get the other person’s point 
of view and see things from his angle as 

well as from your own” – Henry Ford.

“Everything you may want in this life is presently 
owned or controlled by somebody else. Surely it 
makes sense to spend a little time studying how to 
acquire it” – Roger Dawson

“In business as in life, you don’t get what you 
deserve, you get what you negotiate.” – Chester L. 
Karrass

De� nition

A negotiation is a strategic discussion that resolves 
an issue in a way that both parties � nd acceptable. 
In a negotiation, each party tries to persuade the 
other to agree with his or her point of view. By 

negotiating, all involved parties try to avoid arguing 
but agree to reach some form of compromise

Negotiation is a term most commonly applied to 
formal situations relating to ‘making a deal’, e.g. 
between an employer and his/her employees.

� ere are considerably more occasions when the 
interaction between individuals or bodies can 
bedescribed as negotiation.

We do not automatically recognise all or any 
negotiation discourse as such, and therefore fail 
to apply the principles of e� ective negotiation to 
them. � e problem with this lack of awareness… 
we inevitably fail to achieve as good a deal as we 
could on those occasions, and can miss out on 
achieving the best outcome.

� e following are some reasons why 
negotiation skills are very important in 
the business world.

• Bene� cial to both leader and follower – � e 
ability to negotiate is bene� cial to everyone 
be it a leader or an employee. While the 
ability to negotiate is an important part 
of business meetings and accomplishing 
contracts, its bene� ts extend far beyond.

• Win – win situations – A win – win 
negotiation is an agreement between parties 
after taking into account each other’s 
interests. Finding a deal which makes 
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everyone happy and satis� ed is not easy but 
this is exactly what a good negotiator does.

• Improves the � nal result – � e main aim of 
a negotiation is to get the best deal possible 
for you and your organization.

• Build respect – In order to get the utmost 
productivity out of your employees, it is very 
important that your employees and others 
whom you negotiate with respect you.

� e Core Characteristics of Negotiation

1. Parties perceive that they have a con� ict of 
interest 

2. Parities are engaged in communication
3. Compromises are possible
4. Parties can make provisional o� ers & counter 

o� ers
5. Parties are temporarily joined together 

voluntarily – outcomes are determined 
jointly

6. � ose involved have mixed motivations to 
compete to further self-interest.

Types of Negotiation:

Positional Negotiation “a gain for one is a loss for 
the other”

Characterised by:

o Letting them make the � rst o� er – this will 
determine the rest of your negotiation

o More competitive negotiations

o Any additional information from the 
opposition could be used as leverage to 
negotiate a better deal

o Limit potential options
o Win/ lose attitude/behaviour

Integrative Negotiation

“Di� erences in priorities could lead to a win-win 
outcome”

Characterised by:

o Discouraging groupthink and encouraging 
exploration of multiple perspectives

o Creative solutions for both parties
o Development of trust through mutual 

respect
o Stronger long term relationship
o Greater commitments to decisions
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� e 4 Step Model of Negotiation

1. Prepare:

• Assess both parties’ objectives
• Decide on areas of possible fl exibility
• Plan approach and sequence events

2. Discuss

• Exchange positions and issues
• Create a positive working climate
• Listen carefully and question thoroughly

3. Propose

• Specify what you want
• Seek compromise – get to a win-win
• Remember fall back positions

4. Exchange

• Ask for what you want- modify when 
necessary

• Reiterate the value of your solution
• Don’t conclude without an exchange

Negotiator Personality Types:

1. Hard: A challenging Negotiator/ competitive.
2. Easy: Willing to go along to get along. 

Believes nothing should be hidden i.e. All 
cards on the table.

3. Closed: Skeptical about sharing information 
& being taken advantage of.

4. Open: Initially trusting – believes everyone 
has good intentions.

5. Hard and Closed:I will tell you my best o� er, 
take it or leave it

6. Hard and Open: I will listen to you, but my 
perspective will be hard to alter.

7. Easy and Closed: I am cautious and 
apprehensive, but I am willing to see where 
this goes.

8. Easy and Open: I follow your lead, I trust 
you.

3 Pillars of Successful Negotiating

1. Attitude – our feelings/opinion

o Know what you want
o Con� dence (believing you can get what you 

want)
o Be interested in the needs of the other party
o Acknowledge that the use of negotiating 

skills is more important than the exercise of 
power.
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2. Process – our perceptions/memory/ thinking and 
approach

o What is going on in the negotiation? (the 
ingredients for negotiating)

o How to approach the negotiation (being 
prepared)

o What is the other party’s approach (how are 
they prepared/how do they want to handle 
the process)?

o Be � exible and have options

Preparation accounts for 90% of 
negotiating success.

3. Behaviour – What to do (Practice e� ective 
negotiating behaviour)

o Know which behaviours you want to use- 
di� erent behaviours suit people and situations 
di� erently

o Know how to be impactful (voice and body 
language)

o Use di� erent behaviours at di� erent stages 
(push behaviour more e� ect at bidding/
bargaining at the end of the negotiation, pull 
behaviour often used in early stages)

o Avoid the use of negative behaviours e.g. 
Aggressive/patronising or passive behaviours

In� uencing – � e Art of Persuasion

Persuasion techniques involve the manipulation 
of the laws of persuasion. � ey also involve 
manipulating other current circumstances, which 
can include the masterful use of questions, sharing 
secrets, using power words and phrases, applying 
time pressure and others.

Persuasion is the ability to induce beliefs and values 
in other people by in� uencing their thoughts and 
actions through speci� c strategies.

Story: � e wind and the sun decided to have a 
competition to decide once and for all who was 
stronger. � ey agreed that the winner would be the 
one who could persuade a man to take o�  his coat. 
� e wind blew and blew, but the man only held on 
more tightly to his coat.

� en the sun shone gently down, and within 
minutes, the man took o�  his coat.

� e moral of the story here is that you can’t force 
someone to do what they don’t want; instead, the 
art of persuasion is to get them to want to do what 
you want.

Key Skills for Successful Persuasion

Research shows that there are a number of things 
that people like about successful persuaders…. 
these elements are largely emotional!
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o Reliable
o Honest
o Taking responsibility
o Sincere and genuine
o Building rapport
o Positive thinkers

Highly Persuasive People Demonstrate 
the Following Qualities:

• High self-esteem
• Emotional Intelligence
• Self-motivated
• Empathetic (care about others)
• Good listening skills (active listening)
• Good communication skills
• Objective Problem analysis
• Intelligent Decision-making

Keys to Successful Persuasion

Positive:

o “Let’s consider options”
o Win-win outcome
o Understand the position of others
o Respect others with rapport and trust
o Reason using examples
o A range of approaches and � exibility
o Long term commitment and success

Negative:

o “My way or the highway”
o Win no matter what
o Undermine the position of others
o No respect for others
o No reasoning with others
o One approach and no � exibility
o Overt competition or dominance
o One-o�  success

How Negotiating and in� uencing are 
linked

Negotiation Psychology

In most Negotiation interactions there are di� erent 
motivational factors lurking and operating in the 
background. People have di� erent needs, desires, 
and aspirations… etc. – our di� erent wants have an 
impact on the vast majority of negotiations.

“� e wise negotiator will be aware of and try to 
� nd out more about the motivational factors that 
are driving people behind the scenes.”

Wrapping up your negotiation

Document the terms

• record where you ended up so that both 
parties have a shared understanding of the 
speci� cs
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• Include any notes you and your counterpart 
made along the way including � ipcharts and 
post its

• In a formal setting this is where you would 
create a formal contract that captures your 
agreement and requires signatures 

Communicate to make sure you have 
agreement

• Now’s the time to confi rm that everyone 
involved with the decision is on-board

� ink through the implementation

• Th ink about what steps will ensure a smooth 
transition from agreement to implementation

• Explicitly discuss with the other party the 
important milestones and deadlines and 
capture them in a document

• If your job was to simply negotiate, think about 
what the people who will be implementing it 
will need

Review what happened

• Every negotiation is an opportunity to learn 
and improve your skills as a negotiator

• Set aside time as close to the end of a 
negotiation as possible so that the events are 
fresh in your mind – for complex negotiations, 

• set up reviews after each session
• Determine what worked well and where to 

improve
• Capture what you’ve learned
• Share what you’ve learned with others

Time Factor 

Remember, time can be either or asset or a liability. 
� e person who needs something faster will 
normally pay more than the person who can wait.

In negotiations of all kinds, if you are under no time 
pressure, you probably have little to lose. When this 

is the case you needn’t worry. All the pressure will 
be on the other party.

Conclusion

“You must never try to make all the money that’s 
in the deal. Let the other fellow make some money 
too, because if you have a reputation for always 
making all the money, you won’t have many deals”, 
said J.Paul Getty.

Any ‘principled negotiation’ is based three basic 
three principles to the situation:

1. Look at thing, not person;
2. Find similarities, not di� erences;
3. Aim to get good enough, not perfect.

Negotiation skills are not always inborn, they have 
to be developed through learning and can be very 
useful in resolving any di� erences between others 
and you.

Dr. S. Jeyachandran

He is basically a Concrete 
Technologist turned into a 

Construction Management 
professional by experience. He has had 
over 4 decades of experience in selling, 

Quality Control of Construction 
Materials, teaching in various 

institutes. Presently Vice President in 
Marutham Group, Chennai..
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What is Google???
1. Google earns about 9,40,000 rupees in a 

second.

2. Its founder’s name is Larry Page and Sergey 
Brin.

3. Google has more than 70 o�  ces in 40 
countries. � is in itself is a great achievement.

4. Google has bought 827 companies in the 
last 12 years. Now you can guess how big a 
company Google is.

5. At present, more than 420000 employees 
work in Google, but till now many employees 
of Google have become billionaires.

6. Although no one can tell the exact income 
of Google, but the annual income of Google 
is about $ 55,00,00,00,000,000,000,000,000 
dollars.

7. You must know that the Android operating 
system is a gift of Google itself. But do you 
know that 4 out of every 5 smartphones run 
on the Android operating system only.

8. Google has kept about 20000 goats in its 
“Head O�  ce” to cut grass. Yes, you read it 
right, in fact Google does not use a mower 
in the lawn of its o�  ce because the smoke 
and sound coming out of it causes trouble to 
the employees working there.

9. Every week more than 220,000 people apply 
for jobs in Google.

10. More than 95% of Google’s earnings come 
from the advertisements published by it.

11. Believe me, in the blink of an eye, Google 
would have earned Rs.550 lakhs.

12. You must have often wondered where the 
word “Google” came from, we tell you, in 
fact the number formed by putting 100 zeros 
behind 1 is called “Googol” and “Google” is 
formed from this word itself.

13. Now you must be thinking that why 
Google  was not named “Googol”, why 
was it named “Google”? Actually the 
name “Google” is a spelling mistake. 
Meaning while typing  “Google” instead 
of “Googol” was typed and the result is in 
front of you.

14. Google bought “You Tube” in 2006, at that 
time many people considered this deal to be 
a big mistake of Google and today YouTube 
is watched every month for about 6 billion 
hours all over the world.
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15. More than 60,000 searches are done on 
Google every second.

16. Since 2010, Google has bought at least one 
company per week.

17. Google has taken photographs equivalent to 
80 lakh 46 thousand kilometers of road for its 
Street View map.

18. Google’s entire search engine is 100 million 
gigabytes. To save that much data with you, 
one lakh drives of one terabyte would be 
required.

19. Google has named its Android operating 
system according to the alphabet of ABCD 
Cupcake, Donut, Eclair, Froyo, Gingerbread, 
Honeycomb, Ice Cream Sandwich, Jelly 
Bean, Kitkat, Lolipop Marshmallow than 
N & next O

20. Yahoo company wanted to buy Google for 
one million dollars but it could not happen.

21. When Google was launched, the founder 
of Google did not have much knowledge 
of HTML code, that is why he kept the 
homepage of Google very simple and still it is 
absolutely simple.

22. In 2005, Google launched new applications 
like Google Map and Google Earth. It has 
such features, which can measure the whole 
world in a moment. � at is now its reach is up 
to the moon.

23. “Don’t be evil” is an uno�  cial slogan of 
Google.

24. 88 languages can be used on Google’s 
homepage!



20 IMPACT January 2022

Snippets
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The Game Is Not Over Till The 
Last Whistle Is Blown

September is a very signi� cant month for us 
Indians since it is during this month in 
1893 that our Great Swami Vivekananda 

addressed the World Parliament of Religions 
at Chicago USA starting his historic speech 
with the call, “ My Dear Brothers and Sisters of 
America”.

Yes, the above information is known to all people 
but how many of us know as to what were numerous 
di�  culties Vivekananda underwent before that 
event. He reached the shores of Chicago travelling 
for more than a month by ship in June 1893 after 
so much ordeal in the ship. � en only he came 
to know that this Conference was postponed to 
September 23. He had come with very little money 

since he was under the impression that he would 
be back in India immediately after the seminar. 
Chicago was a costly city to stay for three months 
and hence Vivekananda moved to the nearby 
Boston to spend time. With great discomfort, he 
spent his days thanks to the help of known and 
unknown friends in a foreign soil and he did not 
have cash to purchase a ticket to Chicago to attend 
the conference. Luckily one Mr Right � nally 
got him a ticket and gave a letter to one of his 
friends at Chicago to help him enter the seminar 
hall. But again unfortunately Vivekananda lost 
all these papers at Chicago and had to sleep on 
the pavement in the bitter cold the earlier night 
near the conference hall and somehow could enter 
occupy a place inside the auditorium.

� at was not the end. He could not get up due to 
hunger and tiredness when he was called twice by the 
organisers of the conference. At last, Vivekananda 
raised himself and went to the dais when he was 
invited the third and the last time. When he 
took the mike and addressed the gathering as “ 
My dear Brothers and Sisters of America”, there 
was a thunderous applause for full � ve minutes 
immersing the speeches of all the earlier speakers. 
� e rest is history, as people always say.

� e Takeaways

Swami Vivekananda did not lose courage when 
he faced innumerable di�  culties in the ship while 
travelling to the USA.
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He did not turn back to India when he learnt that 
the conference was postponed by three months. 
With so little money in hand, any other person 
would have simply returned to the Motherland.

For Vivekananda his aim and ambition was 
to address the conference and propagate his 

theory of Hinduism which is “ Vasudaivaham 
Kutumbagum- � e whole world is one Family”. 
He did not mind waiting in a completely alien 
land bearing all the problems to accomplish his 
mission.

Yes, the game was not over for him when 
bottlenecks cropped up, when there was no 
money, when he had to sleep on the pavement 
in the biting cold or when he could not stand up 
and go to the podium when called twice. For him, 
the � nal whistle was not blown till his goal was 
achieved.

It is not over till everything is over

I recently saw a Hindi � lm Bell Bottom with Mr 
Akshay Kumar as the lead actor. It is based on a 
true life story of a hijack of an Indian plane with 
hundreds of passengers by a few terrorists. 
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With so many twists and turns, the story moves 
to a situation where it appears that the terrorists 
almost win their plan and get the release of 
some extremist elements lodged in the Indian 
jail. When everybody in his team is losing the 
hope and accepting the inevitable, it is only Mr 
Akshay Kumar who refuses to concede defeat 
and says “ It is not over until it is over and the last 
whistle is blown”. Yes, he is right, some divinely 
help comes at the last moment in the form of 
the Indian Army and the hijackers are caught 
and prevented from escaping the airport with 
the dreaded extremists and all the passengers 
are saved without a loss of any single life. Yes, 
all is not over till it is over.

Does this spirit exist in real life?

Now the question arises.

Is this kind of � ghting spirit possible in our real 
life?

Every one is not Swami Vivekananda.

May be in sports and games, the last minute goal 
can save the match, before the Umpire blows the 
� nal whistle. Is it happening in our day to day 
lives?

How many of us have trust in the maxim “ You 
can not change the Beginning but you can always 
change the End”?

How many of us have given up attempting more 
than three times in the Departmental examinations 
and other pursuits?

How many of us have lost con� dence in the System 
when we miss the promotion for the second year 
and desist from attending the interviews from the 
third year onwards and remain stagnant whereas 
our own persistent colleagues go up in the ladder 
of life?

How many of us believe in the following saying?9

Strength grows when we dare,

Unity grows when we pair,

Love grows when we share

And Relationship grows when we care.

Let us not give up our courage and commitment in 
the face of hardships like the Covid.

If an invisible virus can shake the world, an Invisible 
God and Spirit can save the world too.

In a Lighter vein without malice!

� e Lady Teacher told the Class “ I am Beautiful. 
Tell me, what is this Tense?”

One student shouted “ It is Past Tense Madam”!

R. Venugopal

Mr. Venugopal has served in 
LIC of India from 1968 to 2006 

for 38 years and retired as an 
Executive Director.
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Source courtesy: https://leena.ai
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