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cjtp Mrpupaupd; cs;sj;J cjpu;Tfs;

tho;ehs; tq;fpahsupd;> nrg;nlk;gu; 2014y; KbTWk; 
miuahz;bw;fhd fhyfl;lj;jpy; ,yq;if tq;fpapy; khtl;l 
u Pj pa pYk ;  khfhzu Pj pa pYk ; >  ehlsht pa u Pj pa pYk ;  
tpisahl;Lg;Nghl;bfs;> fiy fyhr;rhu epfo;Tfs;> 75k; 
Mz;Lf;fhd gtstpoh (Platinum Jubilee)f;  nfhz;lhl;lq;fs; 
mj;Jld; fd;dpepfo;thf 'Kd;Ndhbfs; jpdk;" (Pioneers' day) 

vd;gd ,lk;ngw;Ws;sij thrfu;fs; mwptPu;fs;. 

,jpy; rkfhy Copau;fSk; Kd;dhs; tq;fpahsu;fSk; 
mf;fiwAlDk; Mu;tj;JlDk; gq;Fnfhz;L gu];gu cwTfis Vw;gLj;jpf;nfhs;s 
gytha;g;Gf;fs; fpilj;jd. ,jw;fhf ,r;rQ;rpif Clhf Kfhikj;Jtj;jpw;F 
xa;T+jpau;fs; rhu;ghf ehd; vdJ ed;wpfis njuptpj;Jf;nfhs;fpNwd;.

? Nkw;$wg;gl;l tplak; ',yq;if tq;fpahsu;fisj;jtpu;e;j Vida thrfu;fSf;F 
mf;fiwia Vw;gLj;jhtpl;lhYk; mtu;fSf;F xU tpopg;Gzu;it Vw;gLj;Jk; vd 
ek;GfpNwd;.

?,t;ntspaPl;by; fhNrhiy (Young's cheques) vd;w jiyg;gpy; rfy 
tq;fpahsUf;Fk; kpfTk; ,d;wpaikahjhJk; Mq;fpyj;jpyhdJkhd xU fl;Liu 
ntspaplg;gl;Ls;sJ. fhNrhiy gw;wpa Vwf;Fiwa KOikahd xU 
Mf;fkhfTk; ePz;ljhfTk; mik;Js;sjhy; gadhspfspd; ed;ik fUjp mjd; 
Kjw;gFjpia kl;Lk; ,q;F je;J ,Wjpg;gFjpia mLj;J miuahz;Lr; 
rQ;rpifapy; juTs;Nshk;.

?'Njrtoikr;rl;lk;" vd;w jiyg;gpy; mjhtJ gyuhYk; ,d;Dk; rupahf nghUs; 
nfhs;s Kbahj xU tplaj;ijAk; xU rl;l MNyhrfupd; cjtpAld; 
Nru;j;Js;Nshk;.

?,yq;iftq;fp Copau;fs; kl;Lkd;wp rfy epjp epWtdq;fSlDk; rk;ge;jg;gl;l 
Copau;fsJk; ed;ikfUjp vjpu;fhyj;jpYk; ,JNghd;w gy tplaq;fis 
Nru;f;fTs;Nshk;. ,jw;fhf thrfu;fs; jq;fs; Njitfis vkf;F njuptpj;J 
cjTkhW md;Gld; Nfl;Lf;nfhs;fpNwhk;.

?tlkhfhz tq;fp Xa;T+jpau; rq;fk; (Norther Province Bank Pensioners' Association) vDk; 
mikg;gpy; ehKk; mq;fj;jtuhf cs;Nshk;. mt;tikg;G jdf;nfd xU ,iza 
jsj;ij www.northernbankers.com vDk; Kftupapy; jdJ 20tJ Mz;L 
G+u;j;jpjpdkhd 30.09.2014y; cUthf;fpAs;sJ. ,jD}lhf vk;khy; Vw;fdNt
ntspaplg;gl;l  rQ;rpiffisAk; vjpu;fhy rQ;rpifiaAk; cynfq;Fk; thOk; 
thrfu;fspd; juprdj;jpw;fhf ju cs;Nshk; vd;gijAk; kfpo;r;rpAld; njuptpj;Jf; 
nfhs;fpNwd;.

?,isg;ghwpa vkJ Copau;fSk; rkPgj;jpy; ,isg;ghw cs;stu;fSk; vkJ 
nraw;ghLfSf;F Mf;fG+u;tkhd gq;fspg;ig ey;FtJld; mLj;j rQ;rpif 

(March 2015),y; Rajfty;fis mjhtJ (Pensioners  Directory)I 
gpioapd;wp G+uzg;gLj;jp ntspapl cjTkhWk; Nfl;Lf; nfhs;fpNwhk;.

e.rptuj;jpdk;
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Message from  Asst. General Manager 

(Northern Province) 

It gives me immense pleasure and pride to pen this message of 

felicitation to the Journal “Eternal Banker” published half yearly by 

the Jaffna District Pensioners' Association.

Pensioners are the pillars of this great institution in the Banking 

Industry.   Everybody knows that they have toiled hard and 

contributed their invaluable service to this giant entity which has grown from strength to 

strength over the past 75 years.   Only with the valuable contribution  of our pioneers, Bank of 

Ceylon has come up to the present  position and celebrating its Platinum Jubilee today.

Even though tremendous developments have taken place in this Institution with the 

advanced modern technology, we still need the support and assistance of the pensioners to 

protect the Bank's No. 1 position and to grow further.  It is my humble request to them to 

always render their fullest co-operation and support in all our endeavors.

It is really pleasing to note that the Pensioners' Association is doing well in the Jaffna 

District.   I am very much happy to note that this Journal which consists of many useful 

reading materials is published by them half yearly with their painstaking labour. I wish that 

this publication be continued for many more years to come with unique reading materials to 

all, including the younger generation of the BOC Family, who will be members of this 

Association one day.

With a great sense of satisfaction and pleasure I extend my warmest wishes and 

appreciation for the hard work and unwavering efforts of the Pensioners and I wish every 

success towards their future efforts to enhance the mutual benefit of the Pensioners and the 

Bank.

B  Nanthakumar

Asst. General Manager

(Northern Province)

Bank of Ceylon



Secretary's Report for the period 1st January 

2014 to 30th September 2014 

Committee of Management :

During the period under review 6th Annual General Meeting and 

three committee meetings were held and I am pleased to inform that 

all meetings were well attended  to.

Membership :

The total number of members as at 30.09.2014 is 196. This total 

comprises of 130 pensioners and 66 widow pensioners.

Deaths :

Total number of death of members during the period was two. Our Association's banner was 

displayed  and our members attended the funeral.

Meetings in Colombo :

Mr.K.Balasubramaniam, Vice President of our Branch Association and Management 

Committee member for the Jaffna District attended three meetings of the Management 

Committee held in Colombo.

Mr.A.Rasanayagam, Secretary of our Branch Association and Member of the Consultative 

Council attended a meeting of the Consultative Council on 19th July 2014 held in Colombo.

6th Annual General Meeting :

Our 6th Annual General Meeting was held at the Bank of Ceylon Northern Province Assistant 

General Manager's Office Auditorium on 2nd March 2014, Sunday. Mr.M.Thirunavukkarasu 

Retired District Judge and a satirist was the Chief Guest. Our 5th Edition, "BOC Eternal 

Banker" Volume 3 No. 1 of  March 2014 was released on this occasion  by our senior 

pensioner Mr.M.Palasingham. Our Colombo Parent Association's members M/S Asoka 

Perera, M.G.Mendis and M.A.Nawaz graced this occasion.

75th Anniversary of Bank of Ceylon :

In commemoration of our Bank's 75th Anniversary "BOC Walk with releasing balloons" was 

held on Saturday, the 16th August, 2014, in Jaffna. Most of our members took part in this event.

Bank of Ceylon Pioneer's day was conducted Island wide at Branch level on 19th August 2014 

to felicitate retired staff members of Bank of Ceylon.

In our District, Pioneer's Day Celebrations took place in Jaffna Super Grade, Jaffna Second 

Branch, Chavakachcheri, Chunnakam, Manipay, Nelliyady, Kopay and Point Pedro branches.

As part of the Pioneer's Day Celebration, arrangements were made by us to deliver a wall 

clock, supplied by our Parent Association, to each Branch in the district through the nominated 

members. Our members were satisfied with the way they were treated at the function.

A.Rasanayagam

Secretary.
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Elders and defaulted Bank loans - Some striking 

similarities

I am a retired Banker. It is interesting to note that there are 

striking similarities and can draw parallels between how elders and 

defaulted Bank loans are created and treated. No malice is intended.

For the Banks, an advance (loans) is the staple diet. Like the 

excessive intake of starch, also causing diabetes, some Banks are 

beyond the pale of even the advanced treatment resorted to for chronic diabetics. The cause is 

excessive consumption of this staple eastern diet.

Advances can be broadly categorized as regulars and defaulted ones. Bank is healthy 

if the regulars occupy a preponderant proportion of their portfolio. Such loans also conform to 

banking norms.

Rot in the mango manifests at the ripe stage but its genesis is at the flowering stage. 

The insect settles there. Similarly the seeds of default are sown at the pre - sanction stage. 

When considerations other than banking creeps in and sweeps away the cautious banking 

norms it erodes the Trustee aspect of banking. The burden of this note is not the plight of a 

banker overburdened with an overdose of delinquent advances.

The burden of the note is the plight of the elders which manifests features observed in 

the past due loan or nonperforming advances as is termed now may more politely and their 

treatment in the branches and even the decentralized controlling offices.

The elderly people are now referred to as Senior Citizens. So also the defaulted loans 

are referred to as non - performing advances. The matter of fact names, elders and past due 

loans, are preferred for the change in nomenclature has not achieved its purpose.

The elders are the leftovers in most of the households. They are no longer performing 

therefore idle or unemployed. They get neglected. The children are too busy fending for 

themselves that the aged parents have to fend for themselves. When the work load is heavy 

there is always a victim who gets neglected. At home it is the elders. In the banks it is the non - 

performing advances.

In most of the households in most parts of the country the householders are the older 

people and the young ones are either away, abroad, or missing and if around have no time to 

look after them, their parents. Even those who have the heart or the conscientious desire find it 

almost impossible. Thanks to the prevailing situation of uncertainty and insecurity and the 

need to overexert.
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The move to create a separate institution to mind the past dues is similar to what one 

amiable Peradeniya Don of our time long long ago for it is a crystallized practice now said that 

those returnees from abroad come with newfangled notions with their degrees and may be the 

LLD, no sooner they arrive they go in search of elders homes to pack off their aging parents.

The treatment of past dues is an interesting study in bank management. Here too the 

rot begins no sooner the loans is granted. Like the pre - election smile and post - election frown 

or the arrogance, the defaulter shows his ugly face right from the beginning of the repayment 

period, especially if he used unconventional moves. When the first installment itself is due 

they do not pay. If the loan is granted by the same set of staff, they know the reason and they 

tend to soft pedal. What happens is the first default, and the non - action gives that required 

impunity and he continues the non - performance. Well the printed forms are sent or recorded 

as sent. There is no follow - up. He is made to feel that he has bought the loan, by greasing the 

palms.

Similarly children too neglect their aged parents to live on their reserves. Once the 

parents ignore that indifference, the children get emboldened and think that their parents can 

manage on their own and can be left to fend for themselves. Nobody knows whether they are 

living, half - fed or starving. Parental indulgence or even self esteem prevents them from 

exposing their progeny or even demanding from them. They too become as scarce as the 

elected members until the next hustings.

The branches have an interesting thing called allocation of duties and rotation of staff. 

The strong go into the lending side, said to be the playground for the efficient ones. The least 

efficient or aging person or the garrulous one that does not sit and work is asked to man the past 

due section or the non - performing section. When the branch is short of staff (something that 

happens quite often) this past due section is the first casualty. It is temporarily closed without 

even a 'by your leave'. Even the least efficient is co - opted into the mainstream. In most of the 

branches, monitoring is confined to printed letters and may be a letter of demand. If there is 

intervention from immediate top or the ultimate top the action gets suspended. At home of 

course when all are busy the neglected ones are the elders.

Similarly in medical service in our country there is no geriatric service. Unfortunately 

special counters for elders are manned by those who too need such services and even 

counseling.

Even children have their work commitments and social commitments and parents are 

remembered more as child minders or their security. Parents are the casualty in a nuclear 

household. Of course in the joint family they at least have physical presence of children of 

other members.



When past dues exceed the permissible limit the provision for same erodes their 

profits as well. If the parents are neglected and isolated the medical bill may erode their 

savings and earnings for which they concentrated on without caring for old and the feeble.

This can be extended with numerous citations. Suffice it to say the genesis of the rot as 

in the mango may be traced back to the very victims. It is similar to those who failed to take the 

correct decision at the correct time as in child bearing and child rearing, as in proper lending 

conforming to banking norms.

Part of the suffering of the elders could be classified as self imposed as they missed the 

wood for the tree or is it vice versa?

R.Suntharalingam

B.A. (Econ, Ceylon) F.C.I.B. (lond). M.A. (Econ Jaffna),

Retired Banker

People's Bank.

1. Three sentences for getting SUCCESS (a) Know more than other (b) Work more than other 

(c) Expect less than other - William Shakesphere 

2. Romance mathematics - 

Smart man + Smart woman = Romance 

Smart man + Dump woman = Affair 

Dump man + Smart woman = Cheating 

Dump man + Dump woman = Pregnancy

3. Discovery consists of seeing what every body has seen and thinking what no body has 

thought - Albert Szent gyorgyi

4. Learn from yesterday, live for to-day, hope for to-morrow -Albert Einstein

5. The power of imagination makes us infinite - John Muir

 

6. Worry is a misuse of imagination - Dan Tadro

7. Starting point of achievement is desire. Weak desires bring weak results. Just as a small 

amount of fire makes a small amount of heat - Napoleon Hill

8. Kind words do not cost much. Yet they accomplish much - Blaise Pascal
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Njrtoikr; rl;lk;

Njrtoik> gy E}whz;Lfshf ,yq;ifapd; tlgFjpapy; 
kf;fis topelj;jp te;Js;s rl;ltoik newpahFk;. 
fhyhfhykhf r%f khw;wq;fSf;nfy;yhk; <LnfhLj;J 
epd;wpUf;Fk; Njrtoikr; rl;lk; goikahd toik newpr; 
rl;lq;fspy; xd;W. md;iwa rKjhaf; Nfhl;ghLfSf;F rl;ltY 
nfhLj;J toikapy; ,Ue;j Njrtoik newpKiwfisf; 
Nfhitg;gLj;Jk; Kaw;rp Kjd; Kjyhf lr;R murpdhy; 

Nkw;nfhs;sg;gl;lJ. 1707 Kjy; 1796 tiu lr;R ePjpkd;wq;fs; Njrtoikr; rl;lj;jpd;gb 
ePjp toq;fpd. 1796k; Mz;by; ,yq;ifia ifg;gw;wpa gpupj;jhdpaUk;> lr;R murpy; 
gpd;gw;wg;gl;l rl;lq;fisAk;> toik KiwfisAk; njhlu;e;J gpd;gw;WtJ vdj; 
jPu;khdpj;jdu;. vdNt Njrtoikr; rl;lKk; njhlu;e;J mKypy; ,Ue;jJ. 

tlgFjp ePjpkd;wq;fSk; ,e;ehl;bd; Nkd;KiwaPl;L kd;wq;fSk; Njrtoik 
rl;lnewpfSf;F tpahf;fpahdq;fs; je;J mspj;j gy jPu;g;Gf;fisAk; jpul;b              
jpU. Kj;Jf;fpU\;zh ntspapl;l 'Njrtoik" E}Yk; ,e;E}w;whz;bd; eLg;gFjpapy; 
fyhepjp H.W.Y. jk;igah vOjpa 'aho;g;ghzj; jkpou;fspd; rl;lq;fSk; toik 
newpfSk;" vd;w E}Yk; Njrtoikr; rl;lj;jpd; tsu;r;rpf;F cWJizahf mike;jd. 
fhyj;Jf;F fhyk; Nkd;KiwaPl;L ePjpkd;wq;fs; mspj;j jPu;g;Gfs; %yk; 
Njrtoikr;rl;lk;> Nuhkd; lr;Rr; rl;lj;jpdJk; Mq;fpyr;rl;lj;jpdJk; jhf;fq;fSf;Fk; 
cs;shdJ.

Njrtoik Nghd;w toik newpr; rl;lk; xd;wpd; mk;rq;fs; vitNaDk; 
gpd;gw;wg;glhJ tplg;gl;lhy; fhyg;Nghf;fpy; mit rl;ltYtpoe;Jtpl;litahFk; vd;gJ 
nghJr;rl;l epajp. mt;tz;zk; NjrtoikapYk; gy mk;rq;fs; fhyg;Nghf;fpy; 
gpd;gw;wg;glhj toikfSk; gof;ftof;fq;fSk; Mfptpl;ljhy; mit rl;ltYtpoe;J 
tpl;ld.

,e;j tuyhw;Wg; gpd;dzpapy; tsu;e;J ,d;W tlkhfhzj; jkpou;fisAk; 
mtu;fspd; nrhj;Jf;fs; ahtw;iwAk; (me;j kfhzj;jpypUe;jhnyd;d mjw;F ntspNa 
,Ue;jhnyd;d mirTs;s> mirtw;witAk;) MSfpd;w Njrtoikr; rl;lj;jpid 
ntt;NtW jiyg;Gf;fspy; Muha;Nthk;. 

Njrtoikr; rl;lj;jpd; Ml;rpf;Fl;gl;l egu;fs;
tlkhfhzj;jpy; trpf;fpd;w jkpo;f;Fbfs; ahtUk; Njrtoikr; rl;lj;jpd; 

Ml;rpf;Fl;gl;ltu;fs;. tpahghuk; my;yJ njhopy; epkpj;jk; xU aho;g;ghzj; jkpou; 
tlkhfhzj;jpw;F ntspNa ePz;lfhyk; trpj;jhYk; $l mtu; aho;g;ghzf; Fbkfd; 
vd;w epiyia ,of;fkhl;lhu;. ,e;j tplaj;jpy; ,d;W ePjpkd;wq;fisf; fl;Lg;gLj;jty;y 
jPu;g;G 1988k; Mz;L ngg;utup jpq;fs; gjpide;jhk; ehsd;W cau;ePjpkd;wk; 
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rptQhdypq;fk; vjpu; Re;juypq;fk; tof;fpy; toq;fpa jPu;g;ghFk;. (1988) 1- =yq;fh rl;l 
mwpf;iffs; 86k; gf;fj;jpy; mwpf;ifg;gLj;jg;gl;Ls;s ,t;tof;fpy; 'NjrtoikahdJ 
MSfpd;wJ" vd;w tpdhtpw;F tpil je;J gpujk ePjpauru; ru;thde;jh vOjpa jPu;g;gpy; 
'xU tlkhfhzj; jkpo;f;Fb mtd; vq;fpUe;jhYk; mtdpd; nrhj;Jf;fs; ,yq;ifapd; 
vg;gFjpapy; ,Ue;jhYk; Njrtoikr;rl;lj;jpd; Ml;rpf;Fl;gl;ltd; Mthd;" vdr; 
Rl;bf;fhl;lg;gl;Ls;sJ. xU tlkhfhzj; jkpo;f;FbkfDf;Fk; mtdpd; nrhj;Jf;fSf;F 
Njrtoikapd; Ml;rpapy;iy vd vtUk; thjpl Kw;gl;lhy;> mf;Fbkfd; mj;jifa 
Fbkfd; epiyiaj; Jwe;J tpl;lhd; vd;W ep&gpg;gJ mt;thjj;ij itj;jpUg;gtupd; 
nghWg;G vd;gNj ,j;jPu;g;gpd; mbg;gilf; fUj;J.

,d;W tlkhfhzj; jkpou; gyu; ,yq;ifapd; Vida khfhzq;fspy; 
kl;Lky;yhky; gpwehLfSf;Fk; nrd;W njhopy; ghu;g;gJld; gy Mz;Lfshf mq;F 
trpf;fpwhu;fs;. ,e;epiyapy; mtu;fs; Njrtoikapd; Ml;rpf;Fl;gl;ltu;fsh? vd;w tpdh 
gy rkaq;fspy; vjpu; fhyj;jpy; voyhk;.

Njrtoikapd; Ml;rpf;Fl;gl;l nrhj;Jf;fs;
Njrtoikapd; Ml;rpf;Fl;gl;l egu;fspd; nrhj;Jf;fs; ahTk; Njrtoikapd; 

Ml;rpf;Fl;gl;lit. mit tlkhfhzj;jpNyh md;wp mjw;F ntspNaNah 
cs;sitahfTk;> mirthditahfNth> mirtw;witahfNth ,Uf;fyhk;. 
rptQhdypq;fk; vjpu; Re;juypq;fk; tof;fpy; gpujk ePjpauru; ru;thde;jh Rl;bf; fhl;ba 
tz;zk; Njrtoik Xu; Ms;rhu;G rl;lNkad;wp ,lrhu;G rl;lky;y. ,J 
Njrtoikr;rl;lj;jpd; epiwfspy; xd;W vd;Nw nrhy;y Ntz;Lk;. Njrtoikr; rl;lj;jpd; 
MSikf;F cl;gl;l xUtUf;F nrhj;Jf;fs; rpy aho;g;ghzj;jpYk; NtW rpy 
nfhOk;gpYk; ,Uf;fyhk; . aho;g ;ghzj;jpypUf;Fk; nrhj;Jf;fs; kl ;Lk; 
Njrtoikr;rl;lj;jpdhy; Msg;gLk; vd;Wk; nfhOk;gpypUf;Fk; nrhj;Jf;fs; Nuhkd; 
lr;R rl;lj;jpdhy; Msg;gLk; vd;w epiyapypUe;jhy;> mjdhy; Vw;glf; $ba 
Fog;gq;fSk; f\;lq;fSk; nrhy;nyhzhjitahf ,Ue;jpUf;Fk;.

jpUkzkhd xU ngz; G+uz cupikaw;wpUj;jy;
jpUkzkhd xU ngz; Njrtoikr;rl;lj;jpd; fPo; G+uz cupikaw;wtshf 

guhakilahj xU gps;isiag; Nghd;W fzpf;fg;ngWtJk;> mtisf; fztdpd; 
mjpfhuj;jpw;Ff; fl;Lg;gl;l ghitahff; fUJtJk; Njrtoikr; rl;lj;jpd; xU ngUk; 
Fiwahf ,Uf;fpd;wJ. Njrtoikr;rl;lj;jpdhy; Msg;gLfpd;w kidtp xUj;jpapd; 
epiyapidr; RUq;ff; $wpd; gpd;tUk; tplaq;fis vLj;Jf;fhl;lyhk;.

m. Njrtoikj; jk;gjpfspd; jpUkz cupikfis ,d;W ghjpf;Fk; rl;lk; jpUkz 
cupikfSk; thupRupikAk; (aho;g;ghzk;) fl;lisr;rl;lk;. mr;rl;lj;jpd;gb jdJ 
jdpg;gl;l nrhj;Jf;fspy; mirTs;sitia kl;Lk; fztdpd; rk;kjkpd;wp tpw;fNth 
NtW tpjj;jpy; mtw;iw <LgLj;jNth KbAk;. Mdhy; mirtw;w nrhj;jhdhy; 
fztdpd; rk;kjkpd;wp mts; mjid tpw;fNth NtW tpjj;jpy; <LgLj;jNth 
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KbahJ. Mdhy; kuz rhjdk; %yk; mts; jhd; tpUk;gpagb jd; nrhj;Jf;fs; 
vtw;iwAk; tpl;Lr; nry;yyhk;. fztdpd; rk;kjk; Njitahdtplj;J mj;jifa 
rk;kjk; ngWtJ mrhj;jpak; vd;why; mr;rl;lj;jpd; 8k; gpuptpd; fPo; khtl;l 
ePjpkd;wj;jpd; mDkjpiag; ngw;W jd; nrhj;Jf;fis (mirtw;wjhapDk;) tpw;fNth 
my;yJ NtW Kiwapy; <LgLj;jNth KbAk;. xU ePjpkd;wj;jpd; rl;lG+u;tkhd 
jPu;g;Gf; fl;lisg;gb fztd; kidtp gpupe;jpUe;jhy; jpUkzkhfhj ngz; Nghd;W 
fztdpd; rk;kjNkh ePjpkd;wpd; mDkjpNah ,d;wp me;j kidtp jd; nrhj;Jf;fis 
jhd; tpUk;gpa tz;zk; vd;dTk; nra;ayhk;.

M.NtW xg;ge;jq;fspw;Fk; fztdpd; rk;kjkpd;wp rl;l G+u;tkhff; fl;Lg;gLk; cupik 
xU Njrtoik kidtpf;Fk; ,y;iy. mtspd; Raed;ikf;fhf my;yJ nghJ 
tu;j;jfu; vd;w uPjpapy; my;yJ tPl;ltrpa NjitfSf;fhf me;j xg;ge;jq;fs; 
nra;ag;gl;lhy;> fztdpd; rk;kjk; ngwg;glhtpl;lhYk; rl;lG+u;tkhditahfr; 
nry;YgbahFk;. jk;gjpfs; rl;lg;gb gpupe;jpUe;jhy; ,e;jf; fl;Lg;ghLk; ,y;iy.

,. xU ePjpkd;wj;jpy; tof;fpd; vjpu;f;fl;rpahfTk; xU Njrtoik kidtp 
fztDlNdad;wpj; jdpNa tof;fhl KbahJ. (,f;fl;Lg;ghL xU tpthfuj;J my;yJ 
tpthfg;gpupT tof;fpw;F nghUe;jhJ)

<. jd;kidtpiag; guhkupg;gJ fztdpd; nghWg;ghFk;. Mdhy; RftPdkhd my;yJ  
jd;idj;jhNd guhkupf;f Kbahj fztidg; guhkupf;Fk; nghWg;gpid jdpg;gl;l 
nrhj;Js;s (nghJr;rl;lj;jpdhy; Msg;gLk;) kidtpf;F jpUkzkhd ngz;fspd; 
nrhj;Jf; fl;lisr;rl;lk; Rkj;jpapUf;fpd;wJ. Njrtoikr; rl;lj;jpd; 
MSiff;Fl;gl;l kidtpf;F mg;gbahd nghWg;gpy;iy.

,g;gbahd toiknewp gpwe;j fhyfl;lj;jpNy ,Ue;j rKjha epiy NtW. 
,d;iwa epiy NtW. md;iwa Njrtoik kidtp fy;tpawptw;w Ngijahf cyfwpT 
,y;yhj kle;ijahf ,Ue;jpUg;ghs;. ,d;W Njrtoik kidtpkhu;> gyu; 
rl;lj;juzpfshfj; njhopy; ghu;f;fpwhu;fs;. mj;jifa ngz; rl;lj;juzpfs; 
kw;wtu;fSf;F Mltu;fSf;Fk; $l gpd;dtupd; rl;l cupikfisg; gw;wp MNyhrid 
toq;Ffpwhu;fs;. xg;ge;jq;fs;> cWjpfs;> jahupj;J mj;jhl;rpg;gLj;Jfpd;whu;fs;. 
VidNahUf;fhf ePjpkd;wq;fspy; tof;fhLfpwhu;fs;. mt;thwhd ngz; rl;lj;juzpfspy; 
xUtu; ,d;W ePjpgjpahfTk; nghWg;Ngw;W ,Uf;fpwhu; vdTk; mwpfpNwd;. ,e;j epiyapy; 
Njrtoik kidtpkhiu ,d;Dk; guhakwpahg; ghyfu; epiyf;Fj; js;sp fztu;fspd; 
Mjpf;fj;jpw;F fl;Lg;gl;ltu;fshf;Fjy; epahakhdjhfhJ. ek; ehl;bd; murpayikg;Gk; 
ru;tNjr kdpj cupikfs; gpufldKk; kl;Lky;y ghl;Lf;nfhU Gytd; ghujp Kjy; 
,d;iwa jkpopyf;fpaq;fs; $l ngz;iz MZf;F epfuhff; fzpf;fpd;w ,d;iwa 
fhyfl;lj;jpy; Njrtoik ,d;Dk; xU kzkhd ngz;iz guhakw;w gps;is epiyf;Fj; 
js;StJ vt;tpjj;jpYk; ePjpahfhJ vd;gij vtUk; Vw;gu;. vdNt Njrtoikr; rl;lj;jpd; 
,e;j mk;rk; nghUj;jkhd Kiwapy; jpUj;jg;gl Ntz;Lk;.
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KJrKk; cupikAk;
jdJ ngw;Nwhupd; my;yJ VWtupirapYs;s  Kd;NdhuplkpUe;J xUtUf;F 

fpilf;Fk; nrhj;J 'KJrk;" vdTk;> mt;thwy;yhj cwtpdu;fsplkpUe;J te;J NrUk; 
nrhj;J 'cupik" vdTk; Njrtoikr; rl;lk; tFj;jpUf;fpd;wJ. ,g;gbahff; fpilj;j 
KJrk;> cupik nrhj;Jf;fspd; cupikahsu;> jdJ nrhe;jg; gps;isfis tpl;L 
,we;jhy; mit mg;gps;isfisr; Nru;e;jilAk;. Mdhy; mtUf;Fk; gps;isfspy;yhky; 
,Ue;jhy;> ngw;NwhUf;F my;yJ  Vida cwtpdu;fSf;F (my;yJ mtu; jk;thupRf;F) 
te;j topNa kPz;Lk; Ngha;r; NrUk;. ,yq;ifapd; nghJr;rl;lkhd Nuhkd; lr;Rr; 
rl;lj;jpd; fPo; mg;gbahd nrhj;Jf;fspd; miuthrpg; gq;F ,we;jtupd; fztDf;Nfh 
kidtpf;Nfh Nru;e;jilfpd;wd.

rPjdk;
jpUkzj;jpd; NghJ xU ngz;zhy; Gjpa FLk;gj;jpw;Ff; nfhz;Ltug;gLk; 

nrhj;Nj rPjdk; MFk;. mg;ngz;zpd; jpUkzj;jpd; NghNjh> Kd;Ngh> gpd;Ngh 
ngw;Nwhu; my;yJ  ghJfhtyu; my;yJ  NtW cwtpdu;> mg;ngz; GJf;FLk;g tho;f;if 
Muk;gpf;f toptFf;Fk; tifapy; md;gspf;Fk; ,r;nrhj;J> mg;ngz;zpd; 
thupRupikiag; ghjpf;Fk; vd;gijAk; ehk; ftdpf;f Ntz;Lk;. rPjdk; ngw;w xU 
ngz;Zf;F jd; ngw;Nwhupd; nrhj;jpy; thupR cupik fpilf;fhJ. Mdhy; mts; jhd; 
ngw;w rPjdj;ijAk; ,we;j ngw;Nwhupd; nrhj;Jf;fSld; Nru;j;J kw;w rNfhjuq;fSld; 
gfpu;e;J nfhs;s Kd; te;jhy;> mtSk; rPjdk; ngwhj xU gps;is Nghd;W thupRupik 
ngwyhk;. ,g;gb rPjdj;ijAk; Nru;j;J thupR cupik ngWk; trjp Nghjpa rPjdk; ngwhj 
ngz;Zf;F thupRupik toq;Fk; Nehf;FlNd cs;sJ vd;Nw $wyhk;.

Njba Njl;lk;
jpUkz tho;tpy; ngWkjpahd gpujpgyDf;F fztdhy; my;yJ  

kidtpapdhy; Njlg;gl;l nrhj;Jf;fSk; jpUkz tho;tpy; cioj;j ,yhgq;fSk; 
ed;ikfSk; Njba Njl;lq;fshFk;. Mdhy; mr;nrhj;J ve;jnthU jk;gjpapd; jdpg;gl;l 
nrhj;Jupikia ,oe;J gpujpahfg; ngwg;gl;ljhf ,Uf;ff; $lhJ. mg;gb ,Ue;jhy; mJ 
Njba Njl;lkhfhJ> mj;jk;gjpapd; jdpg;gl;l nrhj;jhFk;. ve;jj; jk;gjp cioj;Jj; 
Njba Njl;lkhdhYk; mr;rkak; jpUkz ge;jj;jpdhy; ,izf;fg;gl;Ls;s kw;wj; 
jk;gjpf;Fk; mr;nrhj;jpy; ruprk gq;F fpilf;Fk;.

Njrtoikapd; Njba Njl;lk; rl;lf; Nfhl;ghL fhyj;jpw;Ff; fhyk; khwp 
te;jpUf;fpwJ. Muk;gfhyj;jpy; Njrtoikr; rl;lj;jpd; fPo; Njba Njl;lk;> kztho;tpy; 
fztd; my;yJ kidtpapd; jdpg;ngaupy; cioj;j my;yJ Njba nrhj;jhdhYk; $l> 
m/J ,UtupdJk; nghJr; nrhj;jhf> ,UtUf;Fk; ruprkgq;Fs;s nrhj;jhf> Vw;Wf; 
nfhs;sg;gl;lJ. 1911k; Mz;by; ,aw;wg;gl;l jpUkz cupikfSk; thupRupikAk; 
(aho;g;ghzk;) fl;lisr; rl;lk; ,e;epiyia khw;wpaJ. me;j khw;wk; Njrtoikf;F 
xt;thjJ vdr; Rl;bf;fhl;lg;gl;ljd; Ngupy; 1947k; Mz;by; me;jr; rl;lk; jpUj;jg;gl;lJ.
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,e;j khw;wq;fspd; fhuzkhf> Njba Njl;lr; nrhj;jpy; jk;gjpapdUf;F cs;s 
cupik gw;wp ePjpkd;wq;fspy; gyKiw ru;r;irfs; vOe;jd. 1986 nfhOk;G 
Nkd;KiwaPl;Lr; rl;lwpf;if 1k; njhFjpapy; 458k; gf;fj;jpy; mwpf;if nra;ag;gl;Ls;s 
khzpf;fthrfu; vjpu; fe;jrhkp tof;fpy; md;iwa gpujkePjpauru; ru;thde;jh 
,g;gpur;ridia myrp Muha;e;J toq;fpa jPu;g;gpy; gpd;tUk; tplaq;fisf; 
Fwpg;gpl;Ls;shu;.

1. Njrtoikr; rl;lj;jpd; fPo; Njba Njl;lr; nrhj;Jf;F ,U jk;gjpapdUk; $l;L 
cupikahsu;fs;. mtu;fspy; xUtu; mr;nrhj;jpd; miuthrpf;F Nkyhd 
gq;nfJitAk; ed;nfhil nfhLf;f KbahJ.

2. jpUkz cupikfSk; thupRupikAk; (aho;g;ghzk;) fl;lisr; rl;lj;jpd; 20k; gpupT> 
Njba Njl;lf;  Nfhl;ghl;il mfw;wNth> Gjpa rl;lj;ij ,aw;wNth ,y;iy. Mdhy; 
tof;fpy; ,Ue;j toik newpia kl;LNk gpufldg;gLj;jpaJ. vdNt mg;gpupTf;F 
nra;ag;gl;l ve;j tpjkhd khw;wKk; me;j toik newpia khw;wpajhff; fUj 
KbahJ.

3. xU jk;gjpapdhy; Njlg;gl;l my;yJ ngwg;gl;l Njba Njl;lr; nrhj;jpd; miuthrpg; 
gq;Ff;F mt;thW Njlg;gl;l my;yJ ngwg;gl;l fzNk> kw;wj; jk;gjp cupikahsu; 
MfptpLtJld;> Njba Njl;;lj;ijj; Njba jk;gjp kuzrhrdk; my;yJ 
NtWtifapy; kpFjp miuthrpg; gq;ifAk; tpl;Lr; nry;yhJ kuzkhdhy;> me;j 
kpFjp miuthrpapd; miug;gq;Ff;Fk; thupRupikAk; ngWfpwhu;.

4. kztho;tpy; ngWgit my;yJ Njlg;gl;lit vy;yhk; Njba Njl;lk; vd Muk;g 
fhyj;jpy; Njrtoikapd; fPo; ,Ue;j rl;l Cfj;ij jpUkz cupikfSk; 
thupRupikAk; (aho;g;ghzk;) fl;lisr; rl;lk; mfw;wp tpl;lJ. vdNt ,d;W vtUk; 
xU nrhj;jpidj;  Njba Njl;lk; vdf;Nfhupdhy; mg;gbf; NfhUgtu; mjid ep&gpf;f 
Ntz;Lk;.

5. xUtupd; kuzj;jpd; kPJ MAs; fhg;GWjpj; jpl;lj;jpd; fPo; fpilf;Fk; gzk; Njba 
Njl;lk; my;y

nfhs;tdT Kd;Dupik
nfhs;tdT Kd;Dupik nrhupayha; xUtUf;F Nkw;gl;ltuhy; cupik ghuhl;lf; 

$ba fhzpfSf;Nf cz;L. nfhs;tdT Kd;Dupikia ,lrhu;ghd rl;lkhff; 
nfhs;syhk;. Vnddpy; tlkhfhzj;jpYs;s fhzpfisNa ,r;rl;lk; MSfpd;wJ.

Njrtoikf; nfhs;tdT Kd;Dupik gw;wpa ,d;iwa rl;ltpjpfis Njrtoik 
nfhs;tdT Kd;Dupikf; fl;lisr;rl;lj;jpy; fhzyhk;. xd;Wf;F Nkw;gl;l 
gq;Fjhuu;fSf;F nrhupayha; xU fhzp cupanjd;why; mf;fhzpia %d;whk; Ngupd; 
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iff;F khwhky; toptFf;Fk; Nehf;Fld; vOe;jNj ,e;jf; nfhs;tdT Kd;Dupikf; 
Nfhl;ghL. mg;gbahd xU nrhupay; fhzpapd; ve;jg; gq;ifAk; nfhs;tdT nra;tjpy; 
kw;wtu;fistpl Vida gq;Fjhuu;fSf;Fk; jd; gq;if tpw;f tpUk;Gk; gq;Fjhuupd; 
thupRupikf;fhuUf;Fk; Kd;Dupik cz;L. gioa Njrtoikg;gb maw;fhzp 
cupikahsUf;Fk; xw;wp <L vLj;jtu;fSf;Fk; $l ,e;j cupik ,Ue;jJ. xw;wp 
cupikahsUf;Fk; ,Ue;j cupik Njrtoikf; Nfhitapid Mq;fpyj;jpy; 
nkhopngau;f;fg;gl;l NghJ Vw;gl;l jtwpdhy; mfw;wg;gl;lJ. maw;fhzp 
cupikahsUf;F ,Ue;j cupikapid ,aw;wg;gl;l rl;lk; ePf;fpaJ. Vida gq;FjhuUk; 
tpw;f tpUk;Gk; gq;Fjhuupd; (%d;W jiyKiwfSf;Fl;gl;l) thupRupikahsUk; 
Nkw;$wg;gl;l rl;lj;jpd; tpjpfSf;fika jq;fspd; nfhs;tdT cupikiag; 
gpuNahfpf;fyhk;.

nrhupay; fhzpapy; md;dpaUk; gq;Fjhuuha; tuhJ fl;Lg;gLj;Jk;. nrhupayhd 
fhzpiag; gpuptpLjy; nra;ayhk;. gpupf;fg;gl;lJk; mf;fhzpf;F nfhs;tdT Kd;Dupikr; 
rl;lk; nry;YgbahfhJ. ,e;j epiyapy; nfhs;tdT Kd;Dupikr; rl;lj;jpidj; jpUj;j 
Ntz;ba mtrpakpy;iy.

md;iwa rKjha #o;epiyapy; gpwe;J fhykhw;wq;fSf;F <L nfhLj;J ,d;Wk; 
tlgFjp jkpo; kf;fspd; tho;it newpg;gLj;JtJ Njrtoikr; rl;lk;.

K. fpupjud;
,isg;ghwpa gpujk rl;l mYtyu;>

,yq;if tq;fp.

Kd;Ndhbfs; jpdk;

,yq;if tq;fp vd;Wk; vkf;nfhU Mykuk;

 ,jDld; ,ize;jJ vkf;nfhU ey;ytuk;

 ,jd; MzpNtUf;F ehk; vd;Wk; ,l;l cuk; 

vd;Wk; ,izAk; ck;Kld; vk;fuk;.

f. ,yl;Rkz ru;kh
Kd;dhs; Kfhikahsu;>

,yq;if tq;fp
.
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,yq;if tq;fpr; Nrit 
md;Wk; ,d;Wk;

(vkJ neQ;rpd; epidTfs;)

,yq;if tq;fpapy; ,d;W gy juj;jpYk; gzpahw;Wk; 
cj;jpNahfj;ju;fspy; xU rpyNu jw;Nghija fhyj;jpypUe;J 
Rkhu; 25 Kjy; 30 tUlj;Jf;F Kd;du; ,yq;if tq;fpapy; 
,ize;J nfhz;ltu;fs;. ,yq;if tq;fpapd; nraw;ghLfSk;> 

mjd; gbg;gbahd tsu;r;rpAk;> etPd njhopy;El;g khw;wq;fSk;> mf;fhyj;J 
Copau;fspd; jpahf rpe;ijAk; Jzpr;rYk;> mu;g;gzpg;Gk; mtu;fspy; xU rpyUf;Nf 
njupaf;$Lk;. mJTk; tlf;F fpof;fpy; gzpahw;wpatu;fshf ,Ue;jhy; kl;LNk mtw;wpd; 
cz;ikahd mu;j;jq;fSk; GupAk; vd ehd; ek;GfpNwd;.

tlf;F fpof;F khfhzq;fspy; ,Ue;j tq;fpf; fpisfspy; gzpahw;wpa mDgtk; 
epr;rak; kw;w khtl;lq;fspy; gzpahw;wpatu;fSf;F ,Uf;fhJ vd;W ehd; epr;rakhff; 
$WNtd;.

cyfpNyNa ,y;yhj tifapy; ghupa ,lg;ngau;TfSk;> capu;j;jpahfq;fSk; 
Jzpr;rYk; tho;f;ifapy; xUtu; re;jpf;ff; $ba rfy mtyq;fSk; ,q;Nfjhd; 
muq;NfwpapUe;jd.

jw;fhy tq;fpg; gzpahsu;fSf;F ,e;jr; rupj;jpuj;ijr; rw;Wk; Gul;bf; 
fhl;LtJjhd; ,e;jf; fl;Liuapd; Nehf;fk;. mtu;fs; ,g;NghJ mDgtpf;Fk; rfy 
trjpfSk; ,y;yhj NghJk;> ve;j Neuj;jpYk; capuhgj;Jf;fs; mtu;fisr; #o;e;jpUe;j 
NghJk; ,e;j tq;fpf;fhfTk; mjd; thbf;ifahsu; eyd;fSf;fhfTk; jq;fs; nrhe;jf; 
FLk;gq;fisj; njUNthuk; gha;fspy; thotpl;L tq;fpf;fhf cioj;j jpahfpfs; gyuhy; 
tsu;e;jJjhd; ,e;j ,yq;if tq;fp. ,e;j tq;fpapd; Xa;T+jpau;fs; xt;nthUtupd; 
mDgtj;ijAk; njhFj;jhy; mJ gy Mapuf;fzf;fhd gf;fq;fisf; nfhz;lJk; gy 
ghfq;fis cs;slf;fpaJkhd xU fhtpakhf cUntLf;Fk;.

Mdhy; gy epfo;r;rpfs; kw;Wk; kwf;f Kbahj epidTfs; xUtuhYk; 
Mtzg;gLj;jg;glhky; Nghdjhy; mitahTk; gy gzpahsu;fspd; epidTfspNy 
kl;Lk; epiyj;J epd;W mtu;fsJ kiwNthL me;j epidTfSk; mope;JtpLk; epiyjhd; 
,d;W ,Uf;fpwJ.

MfNt XusTf;fhtJ vd; epidTfis kPl;b rpwpa Mdhy; kwf;fKbahj 
rk;gtq;fisj; njhFj;J ,f;fhy ,sk; gzpahsu;fspd; ghu;itf;Fr; rku;g;gpg;gJjhd; 
vd; Nehf;fk;.
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1939k; Mz;L ,uz;lhk; cyf Aj;jk; %z;l ,Uz;l Mz;L. me;j Mz;Ljhd; 
xU ngupa tpUl;rj;Jf;fhd tpij gpup];ly; tPjpapy; (jw;Nghija CITY OFFICE) 
tpijf;fg;gl;lJ. Mk;> ,d;iwa ,yq;if tq;fp Muk;gkhd jpfjp 01.08.1939.

md;wpypUe;J ,d;Wtiu xU Mykuk; vj;jid tpOJfis tpLNkh mj;jid 
tpOJfisAk; gbg;gbahf tpl;L 75 Mz;Lfisf; fle;J epkpu;e;J epw;Fk; xU mofpa 
mRud; jhd; ,yq;if tq;fp. tq;fpapd; ghupa tp];jupg;G 1972k; Mz;Lj; 
njhlf;fj;jpypUe;J Muk;gpj;jJ. Vwj;jho 300 tptrha Nrit epiyaq;fNshL ,ize;j 
tq;fpf; fpisfs; jpwf;fg;gl;ld. gzpahsu;fSf;fhd gjtp cau;TfSk; ngupa mstpy; 
ele;jd. mg;NghJ tlf;F> fpof;F> njw;F vd;W ve;j tpj;jpahrKk; ,Uf;ftpy;iy. 
njw;fpypUe;j tq;fpf; fpisfspd; eilKiwfspy; ,Ue;J tlf;F fpof;F tq;fpf; 
fpisfspd; nraw;ghLfs; khwtpy;iy.

Mdhy; 1977k; Mz;L ele;j ,df;fytuk; xU rkepiyia khw;wpaikf;Fk; 
Muk;gg; Gs;spahf mike;Jtpl;lJ. tlf;F fpof;fpy; tq;fpf; nfhs;isfs; Mq;fhq;Nf 
elf;fj; njhlq;fpd;. ,tw;iw mlf;Ftjw;fhf MAjg; gilfspd; gpurd;dk; gbg;gbahf 
mjpfupf;fg;gl;lJ. vy;NyhiuAk; re;Njff; fz;nfhz;L ghu;f;f Neu;e;j mtyKk; 
nfhQ;rk; nfhQ;rkhf mjpfupj;jJ.

,yq;if tq;fpapd; gbg;gbahd nraw;ghLfspy; tpj;jpahrkhfTk;> 
Mgj;Jkpf;fjhAk;> vq;FNk elf;fhj tplaq;fisf; nfhz;ljhfTk; ,Ug;gJ ,yq;if 
tq;fpapd; tlfpof;F khfhzq;fspYs;s fpisfspy;jhd;. mNjNghy; me;j 
khfhzq;fspy; gzpahw;wpNahupd; epiyg;ghLk; kpfTk; tpj;jpahrkhdjhfTk;> ,d;iwa 
gzpahsu;fSf;F xU Mr;rupakhd fijNghYk; njd;gLk; vd;gjhy; ,e;jf; fl;Liu 
tlf;F fpof;F khfhzq;fis mjpfkhf ikag;gLj;jp vOjg;gLfpwJ.

Nfhitahf vOjg;gLk; NghJ kpfePz;l fhtpakhf ,J mike;JtpLnkd;gjhy; 
,q;F eilngw;w rpy tplaq;fisf; Fwpg;gpl;L me;jr; re;ju;g;gq;fspy; mg;Nghija 
gzpahsu;fs; vt;tsT jPukhf tq;fpf;Fr; Nritahw;wpdu; vd;gijf; $Wk; NghJ 
jw;Nghija gzpahsu;fs;> %j;j tq;fpahsu;fspd; NritiaAk; mtu;fsJ gzp vt;thW 
,e;j tq;fpia ,e;j epiyf;F cau;j;jpaJ vd;gijAk; Gupe;J nfhs;sj; jtwkhl;lhu;fs;.

Vw;fdNt ,q;F Fwpg;gpl;lJ Nghy; 1977 ,d; gpd;du;jhd; xU nfhjpepiy Vw;glj; 
njhlq;fpaJ. mjd; gpd;du; 1983k; Mz;L [Piy fytuj;Jf;Fg;gpd; epiyik kpfTk; 
NkhrkhfpaJ. kpfTk; ghjpf;fg;gl;ltu;fs; vd;dNth tlfpof;Fg; gzpahsu;fs;jhd;.

mg;NghJ jpUNfhzkiyapy; gzpahw;wpf; nfhz;bUe;Njd;. mq;fpUe;j 
jkpo;g;gzpahsu;fs; kuz gaj;jpy; ,Ue;jhu;fs;. ntspNa elkhl Kbahj epiy. 
aho;g;ghzj;Jf;Fg; Gwg;gl;l ,uz;L g];fs; gd;Fsk; vd;w ,lj;jpy; kwpf;fg;gl;L 
gazpfs; <tpuf;fkpdd;wp ntl;br; rha;f;fg;gl;lhu;fs;. ,e;j epiyikf;Fg; gpwF xU 
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gazj;ijAk; Nkw;nfhs;s Kbahj epiy. mg;NghJ ,d;iwa fhyfl;lk; khjpup 
njhiyNgrp trjpfs; tpupthf;fg;gl;bUf;ftpy;iy. ifNgrp vd;gJ vd;dntd;Nw 
njupahj fhyk;. aho;g;ghzj;ijr; Nru;e;j gzpahsu;fs; jq;fs; tPLfNshL njhlu;G 
nfhs;s Kbahj epiy. gj;jpupifr; nra;jpfspd; thapyhfg; gytw;iw mwpe;J 
cwtpdu;fs; aho;g;ghzj;jpy; Jbj;Jf; nfhz;bUe;j fhyk;.

Culq;F cj;juT mKypy; ,Ue;j Neuk; mJ. mj;jpahtrpar; Nritfs; (tq;fpg; 
gzpfs; cl;gl) GupNthUf;F tpNrl mDkjpg;gj;jpuq;fs; ghJfhg;Gg; gilfshy; 
toq;fg;gl;ld. Culq;F ,y;yhj Ntis me;j tpNrl milahs ml;iliaf; fhl;btpl;L 
tq;fpf;Fr; nry;Nthk;. gzp Kbe;J Culq;F mKyhf Kd;du; jq;Fkplk; jpUk;g 
Ntz;ba fl;lhak;.

aho;g;ghzj;ijr; Nru;e;jtu;fs; mNefkhNdhu; FLk;gj;Jld; ,Uf;ftpy;iy. 
rhg;ghl;Lf;Ff; filfisAk;> rpyNtis jdpg;gl;l rikaiyAk; ek;gpapUe;j Neuk;.

Culq;F ,y;yhj Ntis tq;fpg; gzpf;Fj;jhd; rfyUk; Kf;fpaj;Jtk; 
nfhLj;Njhk;. MfNt czTf;F ehq;fs; ntspNa nry;y Kbatpy;iy. kw;wg; 
gzpahsu;fs; jq;fshy; Kbe;jij vkf;fspj;jhu;fs;. Mdhy; mtu;fshYk; vt;thW 
KOikahf vkJ Njitiag; G+u;j;jp nra;a KbAk;?. mtu;fSk; miug; 
gl;bdpahfj;jhNd ,Ue;jdu;?

tq;fpg; gzpf;Fr; nrd;W jpUk;gpa gpd;du; ehq;fs; mNdfkhNdhu; gl;bdpahfTk; 
rpyNtis Xupuz;L ghz;Jz;LfNshLk; fhyk; fopj;Njhk;. Mdhy; ve;jr; 
re;ju;g;gj;jpYk; ehq;fs; Ntiyf;Fr; nry;yhkypUf;fNth thbf;ifahsu; Nritiag; 
Gwf;fzpj;jNjh ,y;iy. tapW grpj;jhYk; trjpaPdq;fs; ,Ue;j NghJk; tq;fpiaj; 
jho;e;J Nghf xUtUNk tpltpy;iy. vq;fs; rNfhju ,dq;fSk; Kbe;j cjtpiar; 
nra;jhu;fs;. mtu;fspy; rpyUf;F ntspNa Ngha;tu ,aYk; epiy ,Ue;jjhy; vk;ikAk; 
ftdpj;jij kwf;f KbahJ. Mq;fpyj;jpy; nrhy;yg;Nghdhy; me;j epiyapYk; 'We Kept  

the  Bank's  flag  flying  high'.

,g;gbr; rpy khjq;fs; fope;j epiyapy; vq;fs; FLk;gj;ijg; ghu;f;f Ntz;ba 
mthit vq;fshy; mlf;f Kbatpy;iy epiyikapd; gaq;fuk; rw;Wj; jzpe;j 
Ntisapy; ghJfhg;Gg; gilapdupd; JizNahL aho;g;ghzk; te;J xU g];]py; 
capUf;Fj; Jzpe;J ehq;fs; 7> 8 Ngu;fs; aho; te;J Nru;e;Njhk;.

me;j epiyapy; kPz;Lk; jpUkiy Nghf ,ayhj epiy. jw;fhypfkhf ahopy; 
cs;s tq;fpfspy; gzpahw;w mDkjp jUk;gb (Temporary  Assigment) cau;gPlj;jplk; 
Nfl;Nlhk;.  mtu;fSk; je;jhu;fs;. Mdhy;> jpUkiyapy; vq;fs; ntw;wplj;Jf;F 
xUtiuANk epakpf;f Kbahj epiy. MfNt> VjhtJ topapy; vk;ik te;J NrUk;gb 
miog;G te;jJ. mjw;fhf tq;fpapd; [Pg; tz;bia ehq;fs; cgNahfg;gLj;jpf; 
nfhs;syhk; vd;w mDkjpAk; fpilj;jJ.
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vq;fs; FLk;gj;jhu; vjpu;j;jhu;fs;> kd;whbdhu;fs;. Ntiy NghdhYk; capu; 
,Ue;jhy; gpioj;Jf; nfhs;syhk; vd;W thjhbdhu;fs;. Mdhy;> tq;fpf;F tpRthrkhd 
ehq;fs; FLk;gg; ghrj;ijAk; kPwp jpUkiy gazkhf KbntLj;Njhk;.

jpUkiy- aho;ghij %lg;gl;L tpl;lJ. Mdhy;> Ky;iyj;jPT - Gy;Nkhl;il vd;W 
gy ,lq;fspYk; Rw;wp jpUkiyia milayhk; vd;W vkf;F mwpTWj;jg;gl;lJ. Mdhy;> 
ghij mghafukhdJ. vq;fs; [Pg; tz;bia ghJfhg;Gg; gilapdu; NtWtpjkhfr; 
re;Njfg;gl;lhy; my;yJ NkNy gwf;Fk; n`ypnfhg;glu;fs; fz;L NtWtpjkhf 
epidj;jhy; ehq;fs; midtUk; moptJ epr;rak;. mLj;j Nfs;tp G+jhfhukhf vOe;jJ. 
[Pg; tz;bia tq;fp jUfpwJ. Mdhy;> ,e;j Mgj;jpy; ,ij ahu; nrYj;jr; rk;kjpg;gJ? 
me;j Neuk; aho; gpuhe;jpaf; fhupahyaj;jpy; gzpahw;wpa kpfTk; rpwe;j rhujpahd        
jpU. Njtuh[h vq;fSf;fhfTk; tq;fpf;fhfTk; Kd;te;jhu;.

mLj;jjhf ,d;ndhUtu; Njit. vk;ikj; jpUkiyapy; tpl;Ltpl;L Njtuh[h 
jdpNa mNj fhl;L topahfj; jpUk;g KbahJ. mg;NghJ vkf;Ff; ifnfhLj;jtu; mkuu; 
eNlr%u;j;jp. mtUk; kpfr; rpwe;j xU rhujp.

xU RgNahf Rg jpdj;jpy; aho; gpuhe;jpaf; fhupahyaj;jpy; ,Ue;J vkJ gazk; 
njhlq;fpaJ. md;W capuhgj;ij vjpu;Nehf;fpAk; tq;fpia Kjd;ikg;gLj;jp tq;fpapd; 
eyDf;fhf kl;LNk gazpj;jtu;fs; jpUthsu;fs; eluh[hypq;fk;> jtul;zk; kw;Wk; ehd;. 
mj;Jld; mkuu;fshd Jiuuh[h> tp[aul;zk; kw;Wk; n[fehjd; MfpNahu;.

ghiytdq;fs; Nghd;w gue;j ntspfs;> rfjp epyq;fs; mlu;e;j fhl;Lg; gFjpfs;> 
MWfs; Nghd;w ,lq;fSf;$lhf ehq;fs; nrd;Nwhk;. filrpapy; Gy;Nkhl;ilf;F 
te;Njhk;. mq;F xU ngupa Mw;iwf; fle;jhy; jhd; kWfiuf;Fg; Ngha; njd;id kuthb 
Clhfj; jpUkiy nry;y KbAk;. Neuk; khiyahfptpl;lJ. mq;fpUe;j rpy Cuhu;fsplk; 
top tprhupj;Njhk;. kpfTk; mghafukhd ghijapy; ehk; te;jpUg;gjhfr; nrhd;dhu;fs;. 
gilapduplk;> td tpyq;FfsplkpUe;J jg;gpAk; ehq;fs; Mw;wq;fiuf;F te;jJ ,iwtd; 
nray; vd;whu;fs;. Mw;iwf; flf;fg; glFfs; ,y;iy Mdhy;> khu;gsT jz;zPu; kl;LNk 
,Ug;gjhy; vy;NyhUk; xUtu; ifia xUtu; gpbj;Jf; nfhz;L kWfiuia Nehf;fp 
elf;fyhk; vd;Wk; nrhd;dhu;fs;. kWfiu tiu vk;NkhL tu xUtu; Jzpr;ryhf xg;Gf; 
nfhz;lhu;.

Mdhy;> IPg; tz;bia vd;d nra;tJ? gpwF ehq;fs; mf;fiuapypUe;J jpUkiy 
nry;tnjg;gb? Nahrpj;J %is gprfptpLk; NghypUe;jJ. mg;NghJ jpU. Njtuh[hTk; 
eNlr%u;j;jpAk; Jzpr;ryhd xU fhupaj;ijr; nra;jhu;fs;.

,UtUk; xU [Pg;gpd; mfyj;Jf;Ff; iffis tpupj;jgb Mw;wpy; ,wq;fp eL 
MWtiu ele;jhu;fs;. eL Mw;wpy; rupahf mtu;fsJ khu;gsTf;Fj; jz;zPu; ,Ue;jJ. 
MfNt> mJjhd; Mff; $ba Mok; vd;W Gupe;jJ. kPz;Lk; fiuf;F te;J [Pg;ig 
mse;jhy;> jz;zPu; mjd; [d;dy; fjT tiu tUk; vd;W njupe;jJ. vy;yhf; 
fz;zhbfisAk; G+l;b tpl;L Ml;fspy;yhky; [Pg;igr; nrYj;jyhk; vd;W 
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KbntLj;jhu;fs;. mJ ,uhZtk; ghtpf;Fk; mjprf;jp tha;e;j [Pg; Mdgbahy; ,J 
KbAk; vd;W mtu;fs; nrhd;dhu;fs;. fz;zhbfisg; G+l;bdhy; rpyNtis Mok; 
fhuzkhf ePu; cs;Ns Gfyhk;. MfNt> cLg;Gg; igfis tpl;Ltpl;L NtW rpy 
nghUl;fis kl;Lk; vLj;J [Pg;gpd; Nky; itj;Jf; fl;bdhu;fs;.

gpwF> topfhl;l te;jtupd; ifia vy;NyhUk; tupirahfg; gw;wpf; nfhz;L 
elf;fj; njhlq;fpNdhk;. mNefkhf ,Lg;gstpypUe;J khu;gsT tiu vq;fs; cauj;ijg; 
nghWj;J jz;zPu;; ,Ue;jJ. [Pg; nkJthfj; jhd; jz;zPupy; ,wq;fp vq;fs; gpd;dhNyNa 
te;jJ. ,J xU kpfj; Jzpr;ryhd Mgj;jhd tplak;. [Pg; %o;fpdhy; vq;fs; fjp 
mNjhfjpjhd;. mij kPl;gnjg;gb? tq;fpf;F gjpy; nrhy;tnjg;gb? vJTk; ele;jhy; 
cq;fis ahu; ,g;gb 'up];f;" vLf;fr; nrhd;dJ? ,f;fiuapNyNa epd;wpUf;fyhNk vd;W 
tq;fp vq;fisj; jhd; Fiw fz;bUf;Fk;.

mg;gb ehq;fs; ele;J nfhz;bUf;Fk; NghJ vq;fSf;F topfhl;l te;jtu; 
thiar; Rk;kh itj;Jf; nfhz;buhky; 'njhiukhNu! cq;fSf;Fj; njupAkh? ,e;j 
Mw;wpy; KjiyfSk; tUtJz;L" vd;W nrhd;dhNu ghu;f;fyhk;. ehq;fs; vy;NyhUk; 
cs;@u eLq;fpdhYk; thiaj; jpwf;ftpy;iy. rpy Ntis  thu;j;ijfs; tutpy;iyNah 
njupatpy;iy. jpU. eluh[ypq;fk; ntspg;gilahf eLq;fpaNjhL topfhl;l te;jtiuAk; 
Ngrj; njhlq;fptpl;lhu;. njupe;Jk; Vd; $l;bf; nfhz;L te;jha;? vd;W mtu; eLq;fpa 
FuNyhL Nghl;l rj;jk; vq;Fk; vjpnuhypj;jJ. mNefkhf Kjiy ,Ue;jpUe;jhYk; mJ 
,e;jr; rj;jj;ijf; Nfl;L XbapUf;Fk;. mg;NghJ topfhl;l te;jtu; ,d;Dk; xU thu;j;ij 
nrhd;dhu;. 'Mdh njhNu mJ fbf;fhJ!" ,ijf; Nfl;lTld; te;jNj jpU. elhTf;F xU 
Nfhgk;. 'fbf;f khl;Nld; vd;W Kjiy cd;dplk; nrhy;ypah tpl;lJ" vd;wgb mtiu 
mbf;ff; ifia vLj;jhu;. Mdhy;> vy;NyhUila iffSk; gpize;jpUe;jjhy; mtuhy; 
ifia vLf;fTk; Kbatpy;iy. mtiu mbf;fTk; Kbatpy;iy. Mj;jpuk; Kw;wpg; Ngha; 
mtu; gl;l mt];ijiaf; fz;L me;j epiyapy; vk;khy; rpupf;fhky; ,Uf;f Kbatpy;iy. 
,ij vOj;jpf; nfhz;bUf;Fk; NghJ $l me;jf; fhl;rpia epidj;J vd;dhy; rpupf;fhky; 
,Uf;f Kbatpy;iy.

<w;wpy; flTs; mUshy; gpur;rpidapy;yhky; [Pg;Gk; ehq;fSk; fiuNawpNdhk;. 
mg;NghJ ,d;ndhU tprpj;jpuj;ijf; fz;Nlhk;. cz;ikapNy xU Kjiy ehk; 
fiuNawpa ,lj;jpypUe;J 25kPl;lu; njhiytpy; gLj;Jf; fple;jJ. mijf; fz;lTld; vkJ 
cly; gaj;jhy; rpypu;j;Jf; nfhz;lJ. VNjh jg;gptpl;Nlhk; vd;W epidj;Jf; nfhz;L <u 
cilfNshL [Pg;gpy; VwpNdhk;.

mjw;Fg;gpwF ehq;fs; fhl;bypUe;J gpbf;fg;gl;L te;jtu;fs; Nghy; jpUkiy 
khtl;lf; fhupahyaj;jpy; Ngha; ,wq;fpaJk;> [Pg;gpy; vk;ikf;nfhz;L gj;jpukhfr; 
Nru;j;jtu;fs; aho;g;ghzj;Jf;Fj; jpUk;gpaJk; NtW fij  mijnay;yhk; tpgukhfr; 
nry;yf; fhyKk; ,lKk; NghjhJ.

,e;jr; rk;gtj;ij ehd; Vd; Kjypy; Fwpg;gpl;Nlndd;why; capuhgj;jhd 
vj;jidNah #oy;fSf;F kj;jpapy; tq;fpapd; eyid kl;LNk Kjd;ikg;gLj;jpr; Nrit 
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nra;j vkJ gzpahl;fisg;gw;wp XusT rkfhyg; gzpahsu;fs; njupe;J nfhs;s 
Ntz;Lnkd;gjw;Fj;jhd;.

,ijtpl tq;fpr; NritNa ek;%r;rhff; nfhz;L ngUk; Mgj;Jf;fspd; 
kj;jpapYk; gzpf;Fr; r%fkspj;Jtpl;L tPL jpUk;gpa Ntisapy; n\y; mbapdhy; 
capupoe;jtu;fSk; tPjpapy; Rlg;gl;ltu;fSk; mtu;fspd; kuzj;ij Mtzg;gLj;j 
Kbahj epiyapy; vy;NyhuJ epidTfspypUe;Jk; kiwe;J nfhz;bUf;fpwhu;fs;. 
,g;gbahdtu;fspd; rhk;gypUe;Jjhd; jw;Nghija Mykuk; (,yq;if tq;fp) 
jioj;Njhq;fp vz;ztw;wtu;fSf;F epoy; nfhLj;Jf;nfhz;bUf;fpwJ.

fhyk; ,e;j epfo;r;rpfshy; epd;Wtplg; Nghtjpy;iy. ,af;fk; vg;NghJk; 
njhlu;e;Jnfhz;Nl ,Uf;Fk;. ,yq;if tq;fpAk; Nghu; tLf;fisg; ngw;Wg; ngw;W 
kPz;Lk; kPz;Lk; Rlg;gl;l nghd;Nghy; xspu;e;J> vy;NyhiuAk; ftu;e;J ,d;W Njrj;jpd; 
Kjd;ik tq;fpahfg; gupzkpj;Jf; nfhz;bUf;fpwJ.

xU tq;fpNah epWtdNkh ngUik ngWtJ thdshtpa fl;blq;fshNyh 
my;yJ etPd trjpfshNyh my;y. ,itfs; ntWk; cliyg; Nghd;wit. Mdhy; capu; 
my;yJ Mj;kh mq;Fs;s gzpahsu;fspy; jhd; ciwe;jpUf;fpd;wJ. me;jg; 
gzpahsu;fspd; mu;g;gzpg;Gs;s Nritfshy;jhd; xU epWtdk; epiyj;J epd;W 
ngUik ngWk; epiy cUthfpd;wJ. me;j tifapy; mg;Nghija gzpahsu;fshfpa 
jw;Nghija Xa;T+jpau;fspd; gq;fspg;G kpfTk; fhj;jpukhdJ.

,ij ehd; Vd; Fwpg;gpLfpNwndd;why; mtu;fspd; kdg;ghd;ikiaAk;> 
mu;g;gzpg;igAk; Kd;khjpupahff; nfhz;L jw;Nghija gzpahsu;fs; Nrhitahw;wp> 
,e;j tq;fpia> fhynky;yhk;> ngUk; cauj;jpy; itj;jpl Ntz;Lk;> mjdhy; 
Mapuf;fzf;fhNdhu; gad;ngwNtz;Lk; vd;w Nehf;fj;Jf;fhfj;jhd;.

tq ;f pj ;Jiwapy ;  cyf mstpy ;  Vw ;gl ;Lf ;nfhz;bUf ;Fk ;  et Pd 
khw;wq;fSf;fika ,yq;if tq;fpAk; ntF Jupjkhf Kd;Ndwpf; nfhz;bUg;gij 
ePq;fs; vy;NyhUk; mwptPu;fs;.

Kd;G 'Trial Balance' vd;W khjj;Jf;F ,uz;L jlit vy;yhtpjkhd fzf;F 
kPjpfisAk; $l;b 'General Ledger' cld; rup ghu;f;f Ntz;Lk;. fzzpfSk; 
,ae;jpuq;fSk; ,y;yhj fhyj;jpy; ifahy;jhd; ,tw;iwf; $l;l Ntz;Lk;. 
nyl;[upypUe;J 'Trial Balance' jhspy; vy;yhf; fzf;Ffspd; kPjpfisAk;> fzf;F 
vz;fisAk; vOj Ntz;Lk;. gpwF mtutu; jpwikf;Nfw;g 10 my;yJ 15 kPjpfisf; $l;b 
sub total vLj;J> kPz;Lk; mNj ghzpapy; Grand total vLf;f Ntz;Lk;. mjpy; xU rjk; 
gpioj;jhYk; ,uT 10 kzpahdhYk; gpioiaf; fz;Lgpbj;J Balance nra;Jtpl;Lj;jhd; 
Nghf Ntz;Lk;. mg;NghJ Nkyjpf Ntiyf;Fg; gzk; fpilahJ. rk;gsk; kl;Lk;jhd;.

gpwF Adding machine, ledger posting machine vy;yhk; gbg;gbahf te;jd. Mdhy; 
kpd;rhuk; ,y;yhj ehl;fspy; Kd;GNghy ifiaNa ek;gpapUf;f Ntz;baJ jhd;. gpd;G 
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nfhQ;rk; nfhQ;rkhfg; gpujhd fpisfspy; Muk;gpj;J kw;wf;fpisfspYk; fzdpfs; 
,lk; gpbf;f Muk;gpj;jd. ,g;Nghija Kiwfs; mjhtJ 'online system' tUKd;G gy 
gbfis tq;fp jhz;l Ntz;bapUe;jJ. 'stand alone system' vd;Dk;> Fwpg;gpl;l fpisf;F 
kl;Lkhd fzdp tiyaikg;Gk;> AS400 (MICRO Banking), Unysis gpwF ntt;NtW 
tpjkhd> rpy fpisfis kl;LNk ,izj;J tiyaikg;Gk; Vw;gLj;jg;gl;ld.

jw;NghJ mijnay;yhk; jhz;b 'One Bank Concept' vd;w Kiwapy; 
vy;yhf;fpisfSk; fzdp tiyaikg;gpy; ,izf;fg;gl;Ltpl;ld. (ICBS, Signature 

project) mjhtJ fpisfs; vq;fpUe;jhYk; cq;fs; fzf;F vq;fpUe;jhYk; nfhLf;fy; 
thq;fy;fis ePq;fs; vq;NfAk; nra;Ak; trjp te;J tpl;lJ. mjw;fika cq;fSf;F 
toq;fg;gl;bUf;Fk; fzf;F ,yf;fk; KO ,yq;ifapYk; NtW xUtUf;F 
toq;fg;gl;bUf;fhJ.

Kd;G mg;gbay;y aho;g;ghz fpisapy; toq;fg;gl;l mNj fzf;F ,yf;fk; 
khj;jis fpisapYk; toq;fg;gl;bUf;fyhk;. Mdhy; ,lk; ngau; NtW NtW. Mdhy; 
fzdp tiyaikg;gpy; 'One Bank concept' te;j gpweF fzf;F ,yf;fKk; xUtUf;F 
xd;W kl;Lk;jhd;.

fhykhw;wk; ,d;Dk; vj;jidNah nra;jpUf;fpwJ. tPl;bypUe;Nj fzf;Ffis 
eilKiwg;gLj;Jk; Kiwfs;> kpd;rhuf; fl;lzk; Kjy; rfy nfhLg;gdTfisAk; 
ifj;njhiyNgrpapD}lhf tq;fpf; fzf;F %yk; nrYj;Jk; Kiwfs; vd;W gyg;gy 
mijnay;yhk; rk fhyg;gzpahsu;fs; epiwaNt njupe;J itj;jpUg;gu;. ,d;Dk; gy 
khw;wq;fs; tuyhk;. vjpu;fhyj;jpy; tq;fp vd;W nry;yg;gLk; ,lk; ngupa fl;bllkhf 
,Uf;fhJ. gzpahsu;fSk; ngupa vz;zpf;ifapy; ,Uf;fkhl;lhu;fs;.

tq;fp xU tprhykhd miwia kl;LNk nfhz;ljhfTk; ,uz;L my;yJ %d;W 
gzpahsu;fisf; nfhz;ljhf kl;LNk ,Uf;Fk;. rfy tq;fpr; NritfisAk; kf;fs;> 
tq;fpf;F ntspNa vq;Fk; epWtg;gl;bUf;Fk; fzdpfs; %yNk ngw;Wf; nfhs;tu;. my;yJ 
tPl;by; epWtg;gl;bUf;Fk; jdpg;gl;l fzdp me;j Ntiyiar; nra;JtpLk;.

cz;ikapNyNa ,e;jf; fl;Liuia ehd; Muk;gpj;jNghJ> njhlf;fj;jpy; ehd; 
Fwpg;gpl;l epfo;r;rpiag; Nghy; ,d;Dk; rpytw;iwAk; glk;gpbj;Jf;fhl;LtjpYk; 
,g;Nghija Xa;T+jpau;fspd; mu;g;gzpg;ig XusTf;fhtJ ntspr;rk; Nghl;Lf; 
fhl;LtjpYk; rw;W mjpfkhd thu;j;ijfisr; nrytpl Ntz;L nkd;Wjhd; 
vjpu;ghu;j;Njd;. Mdhy; xU epfo;r;rpia tpgupf;fNt gy gf;fq;fs; te;Jtpl;ld. ,jw;F 
NkYk; RUf;fTk; KbahJ.

vdJ 39 1/2 tUl tq;fpr; Nritapy; aho; Flhehl;bNyNa gy juq;fspy; rpy 
tUlq;fs; mJTk; kpfTk; f\;lkhd fhyfl;lj;jpy; gzp nra;Ak; tha;g;G vdf;Ff; 
fpl;bajhy; ,d;Dk; vj;jidNah Nguhgj;J epiwe;j - Mdhy; jw;NghJ epidj;Jg;ghu;f;f 
re;Njh\khfTk; rpy rkak; eifr;RitahfTk; ,Uf;Fk; tplaq;fs; vd; neQ;rj;jpy; 
,Uf;fpd;wd. mit ahtw;iwAk; ,dp tUk; ,jo;fspyhtJ cq;fSld; gfpu;e;J nfhs;s 
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Mirg;gLfpNwd;. mijtpl td;dpg; gFjpapy; vkJ gzpahsu;fs; nra;j kfj;jhd 
NritAk; capiuj;Jr;rkhf kjpj;Jg; gzpahw;wpa KiwfSk; fhyj;jhy; kwf;f KbahJ.

,e;jf; fhyg;gFjpapy; mjhtJ 2006k; Mz;Lg; gaq;fuq;fSf;F Kd;ghf vkJ 
gzpahsu;fs; gl;l f\;lq;fSk; epr;rkhf Mtzg;gLj;jg;gl Ntz;bad.

,e;jf;fhyk; rk;ge;jkhd Kf;fpakhd juTfis kdjpy; Gijj;J 
itj;jpUg;gtufspy; xUtu;jhd; Xa;Tngw;w tl khfhz nraw;ghl;L Kfhikahsu; jpU 
f.cyfehjd; mtu;fs;> mNjNghy; 2006 Mk; Mz;Lf;Fg; gpd;duhd mdu;j;jq;fis 
kdjpy; nfhz;bUg;gtu;fs; gyu;. Xa;Tngw;w cjtpg; nghJKfhikahsu; jpU rptul;zk; 
kw;Wk; td;dp khtl;l Kfhikahsuhf ,Ue;j jpU jpUr;nry;tk; vd ,d;Dk; gyu; 
,Uf;fpwhu;fs;.

vjpu;tUk; ,jo;fspy; ,iwtd; MrpapUe;jhy; mtu;fsJ mDgtq;fisAk; 
,izj;J vd; mDgtq;fisAk; Nru;j;J cq;fsplk; kPz;Lk; tUfpNwd;. rQ;rpifapd; 
,ltrjp Kf;fpakhd fhuzkhf ,Ug;gjhy; ,j;Jld; mjhtJ xNu xU epfo;r;rpAld; 
cq;fsplkpUe;J tpilngWfpNwd;.

f. ghyRg;gpukzpak;
Kd;dhs; cjtpg; nghJKfhikahsu;>

,yq;if tq;fp.
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,J Nghd;w kwf;fKbahj Mdhy; Mtzg;gLj;jg;gl Ntz;ba 
epfo;Tfis vkf;Fj; je;JjTkhW Xa;T epiy Copau;fisf; 
Nfl;Lf;nfhs;fpNwhk;. 

,it vjpu;tUk; fhyj;jpy; ,izaj;jsq;fs; %yk; (web site) 
Mtzg;gLj;jg;gl;L ghJfhf;f eltbf;iffs; Nkw;nfhs;sg; gl;L 
tUfpd;wd vd;gjidAk; mwpaj;jUfpd;Nwhk;.
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,sk; re;jjpapd; RgPl;rj;Jf;F 
,yq;if tq;fp

,yq;if tq;fpapd; 50k; Mz;L epiwT tpohit xl;b 
jpU. f. fNzr%u;j;jp> Kd;dhs; ,yq;if tq;fp 

aho;. khtl;l 
Kfhikahsu; mtu;fshy; vOjg;gl;l fl;Liu

kdpj tho;f;ifapd; ghijapNy nts;sptpoh> itutpoh vd;W fhyj;ij 
ikakhf itj;J epfo;r;rpfisf; nfhz;lhLtJ cyfpd; rfy ghfq;fspYk; 
tof;fj;jpYs;s xU ghuk;gupa nrayhFk;. ,Nj Nghy xU epWtdKk; kf;fs; Nritapy; 
<Lgl;L ntw;wp fz;L Fwpg;gpl;l Mz;Lfisf; flf;Fk; NghJ tpohf;fs; eilngWtJ 
cyf tof;fNk!

Mdhy; ntWkNd Mz;Lfis kl;LNk fzf;fpy; vLj;J Mlk;gukhd 
epfo;r;rpfis elj;jhky; ve;j Nehf;fj;jpw;fhf ,yq;if tq;fp ];jhgpf;fg;gl;lNjh> me;j 
Nehf;fk; Fiwapd;wp epiwNtwpAs;s kfpo;r;rpiaj;jhd; ,yq;if tq;fp ,e;j Ik;gJ 
Mz;L fhyg; G+u;j;jpiaf; nfhz;lhLk; epfo;r;rpahy; njuptpf;fpd;wJ.

fle;j rpy thuq;fshfg; gj;jpupiffs; kw;Wk; nra;jpr; rhjdq;fs; %yk; ekJ 
,yq;if tq;fpapd; fle;jfhy rhjidfs; kf;fSf;fhf mJ Mw;wpa Nritfs; vd;gd 
gw;wp ePq;fs; jhuhskhfNt mwpe;jpUg;gPu;fs;. mtw;iwg; gw;wp ehd; kPz;Lk; Fwpg;gpl;lhy; 
,dpg;ig mjpfk; cz;L jpfl;Ltijg; Nghd;w xU czu;T cq;fSf;F Vw;gLk;. MfNt> 
xU tq;fpnad;gJ rhjhuzkhf xUtu; vjpu;ghu;g;gij tpl vd;ndd;d tpjkhf xU 
rKjhaj;jpd; tsu;r;rpf;F gq;nfLf;f KbAnkd;gijg; gw;wp cq;fSld; rw;W Muha ehd; 
,j;jUzj;jpy; tpUk;Gfpd;Nwd;.

rpy kdpju;fs; jhk; gpwe;j jpdq;fspy; gy r%f eyj;jpl;lq;fis mq;Fuhu;g;gzk; 
nra;fpd;whu;fs;. mjpy; ,Utop ed;ikfSz;L. Fwpg;gpl;l kdpju;fisg; nghWj;j 
mstpy; mtu;fsJ tho;tpy; tpN\rkhd xU jpdj;ijg; Gjpa Kiwapy; nfhz;lhbNdhk; 
vd;w jpUg;jp epyTk;. mtu;fshy; ed;ik ngWgtu;fs; Fwpg;gpl;l kdpjupd; gpwe;j jpdg; 
guprhf mtw;iw vz;Zfpwhu;fs;. ,jpy; nghjpe;Js;s kNdhjj;Jtj;jpd; Mok; tpupthfr; 
rpe;jpj;jhy; ed;whfg; GupAk;.

,e;j Kiwapy; jhd; ,yq;if tq;fpAk; gyJiw kf;fspd; tho;tpYk; VjhtnjhU 
tp\aj;jpy; gq;nfLj;Jj; jd;id mtu;fNshL If;fpag;gLj;jpf; nfhs;s ,e;jg; 
nghd;tpohit xU re;ju;g;gkhfg; gad;gLj;j vz;zpaJ.
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,jpy; xU tpj;jpahrkhd epfo;r;rp jhd; ,d;iwa itgtk;; Vnddpy; xU ehl;bd; 
tUq;fhyk; khztr; rKjhaj;jpd; iffspNyNa jq;fpAs;snjd;gij czu;e;J ,e;j 
tUq;fhy rKjha rpw;gpfspd; ,yf;fpa Mw;wiyAk;> rpe;jpf;Fk; jpwidAk; 
ntspf;nfhzu;e;J mtu;fis Cf;Ftpf;f vz;zpa ,yq;if tq;fpapd; NtWgl;l 
nfhz;lhl;lNk ,J.

xU tq;fpapd; eilKiwfspypUe;J ,J vt;tsT J}uk; NtWgLfpd;wJ vd;gij 
ePq;fs; czuyhk;.  mNjNtis ve;j msT xU Gjpa rpe;jidAld; ,yq;if tq;fp 
nraw;gl Muk;gpj;jpUf;fpwnjd;gijAk; ePq;fs; Gupe;J nfhs;syhk;.

fy;tpaikr;rpd; mDruizNahL ehlshtpa mstpy; xU fl;Liug; Nghl;bia 
,yq;if tq;fp mwptpj;j NghJ aho;. khtl;lg; ghlrhiyfspy; ,jw;fhd ey;yhjuT 
fpilj;jik ,q;F Fwpg;gplj;jf;fjhFk;. fl;Liug; Nghl;bf;fhd KO tpguq;fis mwpe;J 
nfhs;tjw;Fk; tq;fpapd; Nritfs; kw;Wk; mjd; rhjidfs;> rupj;jpuq;fs; gw;wpj; njupe;J 
nfhs;tjw;Fk; Mu;tk; Nkypl;l khztu;fs; gyu; jkJ ghlrhiy mjpgu;fs; %yk; tq;fp 
mjpfhupfNshL rpy fye;Jiuahly;fSf;Fk; Vw;ghL nra;jdu;.

khztu;fis Cf;fg;gLj;Jk; Nehf;fpy; cldbahfNt> tq;fp mjpfhupfs; 
khztu;fSf;fhf ve;jr; rpukj;ijAk; ghuhJ fye;Jiuahly;fis Vw;ghL nra;J gy 
re;Njfq;fis eptu;j;jp nra;jJ kl;Lky;yhky; tq;fpapay; rk;ge;jkhd rpy 
nrhw;nghopTfisAk; Mw;wpdu;.

,e;jf; fye;Jiuahly;fspy; khztu;fs; kl;Lky;yhky; Mrpupau;fSk; 
Mu;tj;Jld; fye;J nfhz;lik> tq;fpfs; ve;j msT kf;fNshL If;fpag;gl;bUf;fpd;wJ 
vd;gij czu;j;Jfpd;wJ.

mNjNtis fl;Liug; Nghl;bf;fhfr; rku;g;gpf;fg;gl;l jkpo;> Mq;fpyf; 
fl;Liufspd; juk; vk;ik tpaf;f itj;jJ. vkJ khztu;fspd; rpe;jidj;jpwd; ve;j 
msT cau;thf ,Uf;fpd;wJ vd;Dk; tp\ak; vk;ik kfpo;r;rpf; flypy; Mo;j;Jfpd;wJ.

khtl;l uPjpapy; ,g;Nghl;bia elhj;j vkf;Fg; ngUk; Mjutspj;j gpujpf; 
fy;tpg;gzpg;ghsu; nry;tp ngupajk;gp mtu;fSf;Fk;> rpwe;j fl;Liufisj; njupT nra;a 
vkf;F cjtpa Mrpupakzpfs; jpUthsu;fs; mUikehafk;> fdfrpq;fk; MfpNahUf;Fk; 
vkJ Mo;e;j ed;wpia ,j;jhy; njuptpj;Jf; nfhs;fpNwhk;.

fl;Liug; Nghl;bapy; fye;J nfhz;l rfy khztu;fSk; kpfTk; rpwe;j Kiwapy; 
fl;Liufis mikj;jikf;Fk; vkJ ghuhl;Lfisj; njuptpj;Jf; nfhs;fpNwhk;. 
mtu;fSf;F xU ey;y vjpu;fhyk; ,Uf;fpd;wJ.
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rpwe;j fl;LiufSf;fhd guprspg;G itgtk; ,d;W eilngWfpd;wJ. ,e;j 
epfo;r;rpf;F ve;j msT Kf;fpaj;Jtj;ij tq;fp toq;Ffpwnjd;gJ ,e;j 
itgtj;Jf;F vj;jidNah mYty;fSf;F kj;jpapYk; tpN\rkhfr; rKfkspj;Js;s 
vkJ mjpAau; mjpfhupfspd; tUifNa rhd;whFk;.

tUq;fhy re;jjpapdu; mwptpy; kl;Lky;y> Gjpa rpe;jidfis tsu;j;Jf; 
nfhs;tjpy; kl;Lky;y> nghUshjhuj;jpYk; rpwe;J tpsq;f Ntz;Lk; vd;w rPupa 
Nehf;fpy; rpy mupa Nrkpg;Gj; jpl;lq;fisAk; ,yq;if tq;fp mwpKfg;gLj;jj; 
jtwpajpy;iy. ,jpnyhd;Wjhd; ,yq;if tq;fpapd; rpWtu; Nrkpg;Gj; jpl;lk;.

kpfr; rpwpa njhifia Muk;gkhff; nfhz;L epjptsj;ijg; ngUf;fpf; 
nfhs;s khztu;fSf;Ff; fpilj;Js;s xU rpwe;j jpl;lk;jhd; ekJ rpWtu; Nrkpg;Gj; 
jpl;lk;. ,ijr; rupahd Kiwapy; gad;gLj;jpf; nfhs;tJ ngw;Nwhu;fspd; 
iffspNyNa jq;fpAs;sJ.

,e;jj; jpl;lj;ijg; gpugyg;gLj;Jk; Nehf;fj;jpNyjhd; ey;Y}u; fe;jRthkp 
Nfhtpy; kw;Wk; njy;ypg;gio Ju;f;ifak;kd; Mya cw;rt fhyq;fspy; tq;fpapd; 
tpN\r fUkgPlq;fis Mya Kd;wy;fspy; mikj;Njhk;.

kf;fspd; NjitfSf;Nfw;g ekJ Nritfisg; gutyhf;fTk; etPd 
kag;gLj;jTk; vd;WNk ehk; jaq;Ftjpy;iy.

fle;j fhyq;fspy; xU rpyupd; Fwpg;gpl;l NjitfSf;fhfNt tq;fpfs; ,aq;fp 
te;jd. Mdhy; ,e;j epajpia Kwpabj;J vy;yh kf;fspd; xt;nthU NjitfisAk; 
epiwNtw;wp mtu;fs; tho;tpy; jd;id If;fpag;gLj;jpf; nfhz;L ve;j epiyapYk;> 
,lu; Vw;gl;l #o;epiyapYk; xU cw;w Jiztdhf ,yq;if tq;fp ,aq;fp 
te;jpUg;gij ehk; ngUikAld; epidT $u;fpNwhk;.

,yq;if tq;fpapd; ,e;j Ik;gjhtJ Mz;L epiwT fhyk; vkf;F xU 
nghd;tpoh kl;Lky;y vy;yh kf;fSf;Fk; nghd;id ms;spj;jUk; xU tpohthfTk; 
tpsq;f Ntz;Lnkd;gNj vkJ jiyaha tpUg;gk;.

vq;Fk; kq;fsk; nghq;f - ,yq;if tq;fp
vd;nwd;Wk; JizahapUf;fl;Lk;
ehisa ey;tho;Tf;F ,d;Nw tpj;jpLq;fs;
ehb thUq;fs; ,yq;if tq;fpia.

   Carry out a random act of kindness, with no expectation of reward, safe in the 

    knowledge that one day some one might do the same for you - Princess Diana  
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Words for successful Living 

1. Accuracy : jpl;gEl;gk;> tOthik kpfTk; rupahd> gpioaw;w epiy 
The state of being exact or correct
The ability to do something skillfully without out making 
mistake.

2. Adaptability : nefpo;Tj;jpwd;
Gjpa #o;epiyf;F jf;fthW khWk; jpwd; my;yJ khw;wp 
mikf;Fk; jpwd; 
A character by which anything is adapted or adjusted to 
conditions.

3. Alertness : ,iltplhJ tpopg;ghf ,Uj;jy;:
tpiuthfr; rpe;jpj;jy;:
tUk; tplaq;fis> gpur;ridfis> mghaq;fis> clNd 
mtjhdpj;jy;: cd;dpg;ghf ,Uj;jy;.
Able to think quickly and notice quickly especially a 
problem or danger. 

4. Ambition : Nguhty; :
mila tpUk;Gk; Fwpf;Nfhs; my;yJ ,yf;F Nehf;fpa 
Nguhty; ngwNtz;Lk; my;yJ nra;aNtz;Lk; vd ngupJk; 
tpUk;Gk; tpUg;gk;
Strong aspiration for success or advancement.

5. Concentration : fUj;J}d;wy; : xUkpj;j ftdk;> xU Kfg;gLj;jy;> xd;wpy; 
KOf;ftdj;ijAk; nrYj;Jjy;. xd;wpy; KOKaw;rpAld; 
<LgLk; jpwd;.
The ability to direct all your attention or effort on one 
thing

6. Confidence : cWjpahd ek;gpf;if. cd;Dila Mw;wy;fs;> jpwd;fs;> 
fUj;Jf;fs; Kjypatw;wpy; eP nfhz;Ls;s cWjpahd 
ek;gpf;if. 
A belief in your own ability to do things and be successful.
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7. Courage : kd cuk; : JzpT
Mgj;J Neuf;$ba re;ju;g;gj;jpy; my;yJ xt;thj 
#o;epiyapy; jdf;F Vw;gLk; mr;rj;ijg; ngUl;gLj;jhJ 
Kfk;nfhLj;jy;.
The ability to do something dangerous or unpleasant to 
face pain or opposition without showing pain.

8. Courtesy : md;Gs;s cgrhuk; : kupahij
ew;gz;GfNshL cgrupf;fpd;w my;yJ cjTfpd;w 
md;ghjuthd Fzk; :
kw;wtu;fSf;F kupahij fhl;Lk; gz;ghu;e;j elj;ij :
The polite behavior that shows respect for other people 

9. Decision : jPu;khdpf;Fk;  Mw;wy; :
KbTNkw;nfhs;Sk; jpwd; :

 njspthfTk;> tpiuthfTk; KbT vLf;Fk; Mw;wy; :
The ability to decide something clearly and quickly 

10 Determination : kd cWjp :
kNdhjplk; :
rq;fy;gk; :
fbdkhdjhf ,Ue;jNghJk; xd;iwr; nra;tjw;fhd 
kd cWjp :
The quality that makes you continue trying to do 
something even when this is difficult 

11 Discretion : Kd;ftdj;Jld; NgRjy; nray;gLj;jy; :
gpwUf;F rq;flj;ijNah my;yJ rpukj;ijNah Vw;gLj;jhky; 
,Uf;f nrhy;ypYk; nraypYk; fhl;lg;gLk; ftdKk; 
tpNtfKk; :
Care in what you say or do in order to avoid causing 
embarrassment or difficulty to others.  

12 Diligence : Cf;fk; jsuhj ftdk; :
Cd;wpa ftdj;JlDk; KOikahfTk; Ntiynra;Ak; jpwd;:
The quality of doing work carefully and thoroughly.

13 Earnestness : kdkhu;e;j nka;ahd cWjpg;ghL :
fz;Zk; fUj;Jk; cilatuha; ,Uj;jy; :
nra;a ,Ug;gJ Fwpj;J cs;shu;e;j mf;fiwAlDk; 
nray;Kidg;GlDk; elj;jy;.
Very serious and sincere about what you are going to do.

K.Jeyaratnam
Former Principal, Technical College,

Former Director. Dept of Technical Education & Training.

28



Segmenting a Consumer Market
(Dr. Jeyaraman Deva Rajan, Lecturer (casual), Bachelor of Business Program, Kent 

Institute of Business and Technology,  Sydney, Australia, Formerly Senior Lecturer in 

Management, University of Jaffna)

Introduction
Marketing is the process of identifying customers' needs and wants, and satisfying 

these needs and wants through the exchange of goods and services.'Marketing is the delivery 

of customer value and satisfaction at a profit' (Kotler et al, 2005, p.4). As such, the goal of 

marketing is to enhance customer value and satisfaction. Customers compare the benefits and 

costs of various goods and services, and will tend to select goods and services that provide the 

maximum benefits, for the minimum cost. Further, the extent to which goods and services 

fulfil the customers' expectations will determine the customers' level of satisfaction.

The key element in marketing is satisfying customers' needs and wants. A successful 

business is able to clearly identify its targets market and satisfy the needs and wants of 

customers in this target market. However, this presents a challenge, in that it is virtually 

impossible to satisfy all customers with a target market, with a single good or service, owing to 

the varying and dynamic nature of customers' needs and wants. Hence, market segmentation 

becomes a pivotal component of any successful marketing activity.

Market Segmentation:
An understanding of market segmentation begins with a clear understanding of the 

concept of markets. A market is a set of current and potential buyers of a good or service 

(Kotler, 2005, p.11). Markets can be defined as a group of individuals and/or organisations 

with a need for goods and services, with purchasing power and the willingness and right to 

purchase those goods (Pride, and Ferrell, 2013,p.36). This definition emphasis that factors 

aside from need alone, such as purchasing power, willingness to purchase and right to 

purchase, are required to create a market. For example, in third-world countries, although 

people have needs, they are not able to satisfy them because they don't have adequate income; 

consequently, there are no markets for certain goods and services. For example, in Liberia, 

about 85% of the population lives on less than$1 a day, and in Afghanistan, 42% of the 

population lives on less than $1 a day (www.therichest.com).

The buyers within markets differ in many ways, such as in terms of their wants, 

resources, locations, buying attitudes and buying practices (Kotler et al 2005, p.229).

A market can be classified as either a consumer or business market, based on the 

purpose of purchasing the good or service. A consumer market consists of individuals and 

households who purchase goods and services for individual or household use. Conversely, a 

business market consists of individuals and organization, who purchase goods and services 

either to utilize them, resell them or use them as inputs in the manufacturing process.
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In 1956, Wendell Smith first introduced the concept of market segmentation(Kim 

&Lee, 2011).Market segmentation refers to the process of dividing a total market into groups 

of customers with relatively similar needs and wants, so that a marketing mix can be designed 

for each of these groups to match their different needs and wants. (Pride & Ferrell 2013, 

p.122). Each particular group is referred to as a segment.

Mass marketing refers to the approach of producing a single good or service to satisfy 

all customers within a market. Mass marketing involves mass production, mass distribution 

and mass promotion (Kotler et al2005, p.228). This approach requires less resources, and 

minimises costs. For example, when Coca Cola first introduced its soft drink to the market, a 

mass marketing strategy was implemented. Even though mass marketing has been 

implemented by many organisations in the past,the strategy is now in a declining stage. 

Importance of Segmentation
Market segmentation plays an important role in marketing. Market segmentation 

assists marketers to have a better understanding about customers' needs and wants. This 

allows them to define marketing objectives more accurately, in order to effectively allocate 

resources (Lamb et al2013, p. 64).Marketers should be able to identify customer groups with 

similar needs and wants, and analyse their characteristics and buying behaviour to design an 

appropriate marketing mix for that segment. This will also enhance marketers' understanding 

about the market, allowing them to develop accurate and precise marketing mixes for market 

segments, thereby enhancing the competitive position of the business or organisation (Fripp 

2012). Market segmentation also assists in identifying new opportunities in underserved 

customer groups (Sally & Lyndon1997).  

Segmenting a Market
Segmenting a market is a process. Lamb et al (2013, p.66) explains the six steps of this 

process.

1. Identify a market or product for study is impossible to undertake market 

segmentation without first gathering adequate and accurate information about the 

market.

2. Choose appropriate variable or variables for segmenting the market  marketers can 

choose geographic, demographic, psychographic or behavioural factors to segment 

the market.

3. Select segmentation descriptors  descriptors are units in a segmentation variable. For 

example, demographic segmentation covers age, gender, family size, family life 

cycle, income, occupation, education, religion, race, and nationality, and these are 

descriptors.

4. Profile and analyse segmentation  based on the desired segmentation, marketers must 

prepare a market profile for each market. The market profile covers information about 
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the market characteristics such as the size of the market, growth rate, customer 

behaviour and competitor information. Based on the market profile, marketers then 

rank market segments based on their attractiveness.

5. Select the target market  based on the ranking, an attractive segment (the target 

market) will be selected for marketing activities.

6. Design, implement and maintain a marketing mix for the target market.

Kotler et al (2005, p.229) suggests that there are three main steps in target marketing, each 

with two components, namely:

1. Market segmentation

a. Identify the base for segmentation

b. Develop a market profile for segments

2. Market targeting

a. Develop measures of segment attractiveness

b. Select the target segment (s).

3. Market positioning

a. Develop positioning for each target segment

b. Develop a marketing mix for each target segment.

Irrespective of the number of steps, the outcome of market segmentation is to meticulously 

analyse and select a suitable target market and develop and implement an appropriate 

marketing mix for the chosen target market.

Bases for Segmentation
Although there are many variables available to segment a consumer market, choosing 

an appropriate variable is critical in the segmentation process. The potential consequences of 

choosing an inappropriate variable is the failure of the marketing strategy. In order to select an 

appropriate variable, marketers need to obtain information about the market, by undertaking 

market research.

Consumer market segmentation can be classified into five main types:

1. Geographic segmentation

2. Demographic segmentation

3. Psychographic segmentation

4. Behavioural segmentation

5. Benefit segmentation

Geographic segmentation

Geographic segmentation involves dividing a market into different geographical 

areas or units, such as neighbour hoods, cities, counties, regions, states or countries (Kotler et 

al, 2005, p.230). For example, regional marketing programmes can be used to meet the needs 

of individual regions (Kotler et al, 2005); different geographical areas have different climates 
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and weather patterns, which can be used in geographical segmentation(Lamb et al 2013, p.66).

Countries have different cultures and socioeconomic factors which impact the lifestyles of 

those living in the country. Hence, organisations operating in various countries use geographic 

segmentation (Fripp, 2012).

A limitation of geographic segmentation is the assumption that all customers in a 

geographic area have similar needs and wants.  Therefore, geographic segmentation cannot be 

used alone, and should be used in conjunction with another segmentation variable (Fripp, 

2012).

Geodemographic segmentation allows marketers to combine segmentation variables.  

Geodemographics is an area of study about the relationship between geographical location 

and demographics. Geodemographic segmentation provides an opportunity for marketers to 

develop marketing strategies for customers who live in small geographical areas, such as a 

neighbourhood, or who have specific lifestyle and demographic characteristics (Lamb et al , 

2013, p.69). Research reveals that banks use this variable to segment their markets. For 

example, Citibank provides a different mix of banking services in its branches depending on 

the local, demographic and socioeconomic characteristics of the area's residents 

(Erdener&Talha 2005, p.75).

Demographic segmentation
Demographic segmentation involves dividing the market into groups based on 

demographic variables, such as age, gender, family size, family life cycle, income, 

occupation, education, religion, ethnic community and nationality (Kotler et al, 2005, p.230). 

A customer's needs, wants, and usage rates often vary with demographic variables. 

Demographic variables are also easier to measure (e.g. from statistics, governments sources) 

than other variables (Kotler et al, 2005, p.230). For such reasons, this is a popular form of 

market segmentation implemented by marketers.

Demographic segmentation can prove particularly useful in the banking sector. 

Banking needs are closely associated with age, income, family life cycle, family size, 

ethnicity, and religion. For example, research reveals that different ethnic communities have 

different banking preferences, which can be satisfied by banks through the introduction of 

different and tailored banking products. (Shanmuganathan et al, 2003). Further, individuals 

belonging to different occupation groups (e.g. self employed, professionals, semi-

professionals) have different banking needs and banking habits, which require different 

banking products.

Many countries have introduced the Islamic banking system to effectively serve 

Islamic customers. Research reveals that Islamic banking has become increasingly 
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successful. This banking system has not only been developed in Islamic countries, but also in 

developed countries, such as the United Kingdom (UK) and France (Mansour, Abdelhamid, 

Masood, and Niazi, 2010,pp185-199).

Due to technological advancement, banks can use different channels to provide 

services to customers, including an automated teller machine (ATM), electronic banking and 

telephone banking. These services are commonly referred to as a'virtual bank' or 'non branch 

bank'. Research also reveals that demographic factors are associated with the adaptation of 

banking channels (Wan, Chung Leung Luk, & Chow 2005).

Psychographic segmentation
Psychographic segmentation involves dividing customers based on socioeconomic 

status, life style or personality characteristics. Socioeconomic status is based on household 

social standing, income, educational levels and occupation (Kotler, et al., 2005, p.235). 

Socioeconomic factors have a significant bearing on key financial decisions, such as savings, 

investment and borrowing, and can therefore play a key role in segmenting a market.

Life style demonstrates an individual's pattern of living, as expressed through their 

activities, interests and opinions (Pride & Ferrell, 2013, p.130). Personality denotesan 

individual's distinguishing psychological characteristics that lead to relatively consistent and 

lasting responses to his or her own environment (Kotler, et al 2005, p.171).Life style and 

personality both have an influence on financial needs and spending habits, which can lead to 

the successful implementation of different banking products. 

Behavioural segmentation
Behavioural segmentation involves segmenting a market based on customers' 

knowledge of the good or service, their attitude towards and how they use and respond to 

it(Kotler et al, 2005, p.235).

Benefit segmentation

Benefit segmentation involves segmenting the market according to the benefits 

anticipated by customers from a good or service (Kotler et al, 2005, p.236). Marketers need to 

analyse and response to the different benefits that customers expect from a good or service. 

Often, customers can expect different benefits from the same good or service.

Benefit segmentation can be used to segment bank customers. Bank customers seek different 

benefits, of which there are three main categories:

1) Security orientated  the fundamental benefit of any bank is to provide 

security for its customers' funds.
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2) Task-orientated  customers place emphasis on the bank's professionalism, and value 

the speed, accuracy and efficiency of transactions.

3) Interaction-orientated  customers who value relationships between themselves and 

the bank; these customers' behaviour is influence by factors such as how banks 

manage their portfolios, credit facilities and banking products they offer and the 

variety of services offered by the bank. (Erdner&Talaha, 2005).

Hence, it is arguable that banks can introduce different products to cater for the varying 

benefits expected by these customers.

Requirements for effective segmentation
To ensure that market segmentation is effective, it is important to ensure, that an 

appropriate segmentation variable is selected. Segments need to be evaluated against a set 

criteria to ensure that market segmentation is effective. The following four criteria can be used 

for evaluation.

?Measurability  the ease at which the market is measurable in terms of size, profits and 

purchasing power. 

?Accessibility  the ease at which marketers are able to reach the segment and serve its 

customers.

?Substantiality  the ease at which a market segment is attractive; a market segment 

must be reasonably large or with adequate sales and profits to justify serving that 

market.

?Actionability  the ease at which an effective program can be designed to attract and 

serve a given market segment (Kotler et al, 2005, p.240).

Evaluating Segments
The analysis of effective segmentation helps marketers identify potential segments 

for marketing activities. It is important to evaluate all these potential segments, in order to 

select the target market.

 

Kotler et al (2005, p.241) outlines three factors that can be used to evaluate market segments.

1. Segment size and growth  in order to select an attractive segment, organisations need 

to collect and analyse various data about all the potential segments; this data includes 

the size of segments, projected growth rates, sales volumes, and expected profit 

margins.

2. Segment structural attractiveness  analyse major structural factors, current and 

potential competitors, availability of substitute products and the bargaining power of 

buyers and sellers.

3. Company objectives and resource  marketers must consider the long term objectives 

and resources of the company, and whether the market segment fits with the 

company's objectives and resources to justify penetrating and successfully competing 

in this segment.
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 Based on the above evaluation, marketers can choose one or more segments to 

penetrate, which then become thetarget market for the particular good or service. Once the 

target market is selected, the company must utilise product positioning for the selected target 

market and develop a marketing mix for the target market.

Conclusion
Consumers' needs and wants are shaped by many factors. As such, it is no longer 

possible to satisfy the entire customers within a market with a single good or service, giving 

increasing importance to the concept of market segmentation. A successful marketing strategy 

should be underpinned by effective market segmentation. Marketers must clearly define their 

market and conduct market research to identify the appropriate base and variables to segment 

the market. Following evaluation of these segments, relevant segment(s) must be selected for 

marketing activities, which form the target market. The final step involves the use of product 

positioning and development of a marketing mix. This ensures that customers' needs and 

wants are effectively satisfied and that customer satisfaction is maximised.
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.1. ez;gNu> thdj;jpy; gwe;J nfhz;bUe;j xU gwit jd; kyj;ij vd; fz;zpy; 

nrhl;lr; nra;J tpl;lJ. ehd; ftiyailatpy;iy> ehd; motpy;iy> ehd; 

kfpo;r;rpahfNt ,Ue;Njd;. 

Vnddpy;> gRf;fs; thdpy; gwg;gjpy;iy. 

1. The best things in life are free. The second best are very expensive - Coco Chanel

2. Keep your eyes on the stars, and your feet on the ground - Theodore Roosevelt

3. There comes a point when a dream becomes reality and reality becomes a dream - 

Frances Farmer 

4. Do not let what you cannot do interfere with what you can do - John Wooden
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THE PAYING BANKER

THE expression "Paying Banker" is the name given to the banker to whom a cheque is 

addressed by the drawer, and who pays the cheque either to the presenter, over the counter, or 

to another banker, known as a "Collecting Banker",who is collecting the proceeds.
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Among the many services which a banker renders to his customers, and in these days 

their number is legion, the payment of cheques play an important part. However, the 

honouring of a customer's cheques is more than a service. It is a duty which is imposed upon a 

banker by the implied terms of the contract entered into between the banker and customer at 

the time of opening the account.

 Relationship of Banker and Customer

It is commonly thought that when a customer pays money into his account this money 

remains the property of the customer and that the banker holds it for his customer in some 

fiduciary capacity. Legally, this is not the case. The moment a customer pays in money for his 

account, that money becomes the property of the banker to employ and use it as he pleases. If 

this were not so, the banker, to be sure of his position, would be compelled to place the money 

in his vaults and his source of profit, which arises from the employment of the funds in his 

hands, would disappear. Actually the money belongs to the banker, and the relationship which 

is automatically established between banker and customer when the account is opened, is that 

of debtor and creditor with the super-added obligation imposed on the banker that he will 

honour his customer's cheques to the extent of the customer's credit balance provided there is 

no legal reason to preclude him from doing so. This relationship of banker and customer was 

first expounded more than a century ago in Foley v.Hill 1848. In a more recent case, 

Joachimson v. Swiss Bank Corporation 1921, the court gave a valuable summary of the mutual 

relations of banker and customer in the following words. 

"The bank undertakes to receive money and to collect bills for its customer's account. 

The proceeds so received are not to be held in trust for the customer, but the bank borrows the 

proceeds and undertakes to repay them. The promise to pay is to repay at the branch of the bank 

where the account is kept and during banking hours. It includes a promise to pay any part of the 

amount due, against the written order of the customer addressed to the bank at the branch, and 

as such written orders may be outstanding in the ordinary course of business for two or three 

days, it is a term of the contract that the bank will not cease to do business with the customer 

except upon reasonable notice. The customer on his part undertakes to exercise  reasonable 

care in executing his written orders so as not to mislead the bank or to facilitate forgery. I think 

it is necessarily a term of such contract that the bank  is not liable to pay the customer the full 

amount of his balance until he demands payment from the bank at the branch at which the 

current account is kept". 

These  words sum up the whole duty of a banker towards his customer in respect of the 

fundamental debtor and creditor relationship. It should be remembered in this connection that 

rights and duties are reciprocal - the duties under which the banker labours are the rights of the 

customer, and conversely the banker's rights will be found in the duties by which the customer 

is bound. The customer is not free from responsibility. The banker is bound to pay his cheques, 

38



but the customer is also bound to see that his mandate to the banker, as contained in the cheque, 

is clear and free from ambiguity. The customer must not be careless in the matter of drawing 

his cheques. If , he is , and a fraud is committed by which the banker makes a loss, the banker 

will be able to look to the customer for reimbursement as will be seen later on.

Effect of Carelessness by the Customer 
The most common from of carelessness in filling up cheques is to leave spaces before 

or between the amount expressed in words. Thus any fraudulent person, into whose hands the 

cheque may come, is provided with an opportunity to raise the amount of the cheque so that the 

alteration is not apparent to the paying banker. It is equitable that any loss which may arise as a 

result of such carelessness should fall on the customer and not on the banker.   In an attempt to 

protect such customer against themselves, banks have their cheque forms printed to include 

the words "the sum of" in the hope that customers will commence writing the amount in words 

immediately thereafter.

This form of carelessness is by no means a recent development, as we find examples of it as 

long ago as 1827 in the case of  Young v. Grote, and later in the Macmillan  case 1918.

In the latter case, it was made quite clear that a duty is imposed upon the customer to see that 

the cheques drawn upon a banker are properly drawn, when it was said :

      "It is beyond dispute that the customer is bound to exercise reasonable care in drawing the 

cheque to prevent the banker being misled. If he draws the cheque in a manner  which 

facilitates fraud, he is guilty of a breach of duty as between himself and the banker ,and he will 

be responsible to the banker for any loss sustained by the banker as a natural and direct 

consequence of this breach of duty"

"It has often been said that no one is bound to anticipate the commission of a crime, 

and that to take advantage of blank spaces left in a cheque for the purpose of increasing the 

amount is forgery, which the customer is not bound to guard against. I am unable to accept any 

such proposition without a very great qualification. As the customer and the banker are under 

contractual relation in this matter, it is obvious that in drawing a cheque the customer is bound 

to take usual and reasonable precautions to prevent forgery . Crime is indeed a serious matter, 

but everyone knows that crime is not uncommon. If a cheque is drawn in such a way as to 

facilitate or almost to invite an increase in the amount by forgery if the cheque should get into 

the hands of  dishonest  person, forgery is not a remote but a natural consequence of 

negligence of this description".

The Banker's Position with a Forgery.
     If a banker pays a cheque upon which the drawer's signature has been forged or the 

amount fraudulently altered, his position is not a happy one. In the first case, he has no 
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statutory protection at all, but in the second, he may be able to recover the amount by which the 

cheque has been raised from his customer, if there has been contributory negligence on the part 

of the customer.

With regard to payment of a cheque on which the drawer's signature has been forged, 

it  should be noted that negligence has nothing to do with the matter - it is a question of 

breaking the contract to repay against the customer's written order. Many bankers no doubt, 

will have seen forgeries which are so perfect that the exercise of the utmost care would not 

have detected them. where the drawer's signature is  forged and the banker pays the cheque, 

then the banker will, in normal circumstances, be liable to refund the amount to his customer. 

The qualifying words "in normal circumstances" are added in view of the case Green wood v. 

Martins Bank Ltd. 1933,in which a husband did not disclose to the bank that his wife had 

forged certain cheques on his account until after her death. The husband sought to recover the 

amount of the forged cheques from the bank , but failed, for the reason that by not informing 

the bank earlier, he had deprived it of recourse to  the person who committed the forgeries. In 

this case the doctrine of estoppel was invoked against the customer who by his silence  

prevented the bank from springing an action against the forger. (for practical purposes 

estoppel arises where one party by his acts or words leads another party to believe that a certain 

state of affairs exists)

      Where a person is aware or has reasonable grounds for suspecting that his signature 

has been forged on cheques, he must advice his banker, otherwise if a loss occurs by payment 

of the cheques, he may be estopped from setting up the forgery. This does not mean, however, 

that a banker has a ready way out of trouble if he pays a forged cheque. Actually the cases 

where estoppel has been successfully set up are few

      If cheques are wrongly debited to a customer's account, the customer can demand that 

his balance be restored, even if he has received his statement  from the bank and has had an 

opportunity of verifying the details.

     It should be noted that where a customer has received  his pass- book or statement and 

raised no query thereon, this does not mean that he condones the forgeries, for as the law at 

present stands, receipt of the pass-book or statement and its return without comment cannot be 

taken to mean that the customer has adopted the entries stated therein as his own.

          

      It is sometimes thought that a banker cannot charge a cheque, which is a   forgery, to 

his customer's account because the banker should know the signature of his customer and that 

his negligence in not detecting the forgery prevents him from debiting the account. The 

true reason, as was pointed out in the case River Plate Bank v. Bank of Liverpool 1896, is that 

the banker cannot charge his customer with moneys paid away with out his mandate or 

authority.
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A  BANKER'S OBLIGATION TO HONOUR CHEQUE

Earlier we saw that the relationship between banker and customer was that of debtor 

and creditor with an added obligation, so far as the banker was concerned, to honour his 

customers' cheques subject to certain conditions.

      These conditions will be considered in detail in the following pages. Some of them 

may now be stated as follows: (1)There must be funds available :(2)The cheque must be drawn 

in proper form: (3)There must be no legal bar, that is no legal reason justifying a refusal to pay: 

(4)There is no countermand of payment.

   

 Availability of Funds.  
     The customer must have an account with a credit balance or an arrangement for an 

overdraft which would not be exceeded by the payment of any cheque. As regards the 

sufficiency of the balance, the amount must be sufficient to pay the full amount of the cheque. 

The banker is under no obligation to pay part of a cheque, and, in the absence of an 

arrangement to the contrary, a customer is not entitled to have a cheque paid if the funds in the 

account are insufficient. A cheque is an order to pay money, addressed to a banker, and nothing 

more. Therefore the payee has no right of action against the banker if the cheque is returned 

unpaid.

Where a customer keeps accounts at various branches of a bank, each with a credit 

balance, he is only entitled to draw to the extent of the available balance at the branch upon 

which his cheque is drawn. A banker, before returning a cheque unpaid, is not bound to make 

inquires as to whether or not the customer has funds available at another branch, or whether 

credits have been paid in at other branches and not yet received.

As to the availability of the balance, the banker must be allowed a reasonable time to 

clear cheques paid in for collection, and he must have time to post credit in the account. For 

example, money which is being paid in to one teller cannot be regarded as immediately 

available for the payment of a cheque which is being    presented to another teller for payment. 

A reasonable time must be allowed for credits to be posted to the ledger. What would constitute 

a reasonable time will depend upon the circumstances of the case. In a South African case, 

Witbank District Coal Agency v. Barclays Bank 1928, it was held that an interval of one and a 

quarter hours was sufficient. (of course, where the delayed posting system is in operation a 

longer time would be necessary)

     Cheques presented for payment should be paid in the order in which they are 

presented. Where several cheques for different amounts are presented at the same time and 

funds will not permit payment of them all, the banker would be justified in paying the larger 
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cheques so as to cause as little damage as possible to his customer's credit. Where two cheques 

for identical amounts are presented for payment and the balance of the account is sufficient to 

pay only one, pay the first one issued. Where a customer has more than one account at a 

branch, in the same right, the banker would, in the absence of any agreement to the contrary, be 

justified in paying a cheque against the combined balance. He should notify his customer of 

this action. 

 Cheque must be Drawn in Proper Form.
     When a cheque is presented for payment , the banker must see that it is in proper form 

and free from ambiguity. The mandate must be signed by the drawer or his authorized agent. 

We saw earlier that a customer must not issue cheques leaving spaces which facilitate the 

raising of the original amount of the cheques. A drawer would have no legal redress against the 

paying bank, where he signed a cheque with the space for the amount in words left blank, only 

the figures being inserted, and the amount of the cheque was fraudulently raised, the larger 

amount being paid.

If a customer signs a  cheque in blank leaving a clerk to fill in the amounts, it has been 

held that he is bound by the instrument, as completed by his agent, to a Holder in Due Course, 

provided  the cheque is not marked "not negotiable". On this point SIR JOHN PAGET has 

said:

"If a banker elects to pay on an ambiguous mandate and does so on a reasonable 

misinterpretation of its meaning , he may set up  that the misleading him by the customer, 

disentitled the customer to complain, or he may rely on the recognized rule that an agent 

cannot be made liable who has adopted a reasonable course in the face of ambiguity in the 

principal's instruction whether such ambiguity arise from the method of expression or the 

medium of communication''. 

Before paying his customer's cheque the banker must ask himself certain questions. 

Does the signature on the cheque purport to be the one which the customer has authorized the 

banker to honour, and is it genuine? Has the cheque been altered since it was issued? If it is 

payable to order, is the endorsement in proper form? Has payment been stopped? Has the 

banker received notice of the death of the drawer? Or has the banker received notice of any 

other disability, such as lunacy or bankruptcy? Has the banker been served with a garnishee 

order or other order prohibiting payment? Is there sufficient money in the account? Is the date 

on the cheque in order? Is it post-dated or ante-dated? Answers to all these questions should be 

considered before payment of the cheque is made.   
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Form of Cheque 
      According to the Bills of Exchange Act one of the requisites of a valid bill (a cheque is 

a bill of exchange drawn on a banker and payable on demand) is that it should be in writing. 

According to the Act, writing includes printing and type-writing. It may be written in pencil, 

although, for obvious reasons, this practice is discouraged by bankers. A cheque written in 

ordinary pencil would not usually be paid without reference to the drawer, as the banker 

cannot tell whether or not it has been altered. Cheques written in indelible pencil, although 

discouraged by bankers, are generally paid if otherwise in order.

Amount of a Cheque 
      The amount of a cheque must be a sum certain in money. As a rule the amount is 

usually written in words in the body of the cheque and , in most cheque forms, the figures 

appear on the right hand side, opposite or just under the words. However, if the amount 

payable were only shown once on the cheque, this would be sufficient under certain 

circumstances. The Bills of Exchange Act does not specifically say that the amount must be 

stated in words and in figures. Actually many firms and banks now use a special cheque 

writing machine which writes the amount in figures only, e.g "Exactly £130.55" in bold type 

which  would be difficult to alter in any way

The Bills of Exchange Act implies that where the amount is stated in words and in 

figure and there is a discrepancy between the sum payable in words and that expressed in 

figures, then it is the amount expressed in words which is the amount legally payable. The 

insertion of the amount in words in the body of a cheque in the case of a written cheque is a safe 

guard to bankers and others  against fraudulent alteration.

 

In practice, a banker rarely pays the amount in words if it is the larger amount. Such 

cheques are usually returned marked "Amounts differ", although some bankers will pay the 

amount in words if it is less than the amount stated in figures.

Customers frequently make mistakes when drawing cheques, but it is a good idea not 

to refuse payment if the drawer's intention is plain on the face of the cheque. For example, the 

omission of one of the words "pounds" ,"shilling"or"pence" is not sufficient to invalidate the 

cheque if the amount agrees with the amount in figures. (Phillips v. Tanner 1833) The omission 

of the words "dollars" and "cents" would have the same result. Thus a cheque drawn for 

"twenty six forty-five cents" or 'twenty-six 45 cents" may reasonably be paid if the amount in 

figures is given at £ 26-45, as the omission is only a clerical error.
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Alterations in Cheques.

As regards alterations in cheques, the paying banker should require the signature of 

the drawer to confirm the alteration rather than initials, as the latter can easily be forged. 

However, it is the practice of bankers to pay where the alteration is initialled only. Where a 

bank pays a cheque which has been materially altered without the consent of the drawer, he 

runs the risk of being unable to debit his customer because the instrument would be considered 

void.

By virtue of the Bills of Exchange Act, any alteration of the date, sum payable, place 

of payment, or crossing on the face of a cheque is material and should be confirmed by the 

drawer. This list is not exhaustive, other alteration include alteration to payee's name, deletion 

of the word "order" and the substitution of the word "bearer". Actually any alteration which 

has the effect of varying the terms of the cheque must from its nature be material.

If a cheque is altered after it leaves the hands of the drawer, without his permission 

(additions permitted by the Act excepted), it can be disowned by the drawer and if paid by the 

banker it cannot be debited to the drawer's account. if the alteration is apparent  and the banker 

pays, the latter have to stand the loss, just as he will if the alteration is non-apparent, provided, 

of course, that the drawer used due care when drawing the cheque. Where the alteration is non- 

apparent, however, and it can be shown that the drawer was careless in drawing the cheque, 

then he will suffer any loss occasioned by the alteration.

Dates on Cheques.

By the Bills of Exchange Act, a cheque is not invalid because of the omission of  the 

date. The date is not a material part of a cheque - that is to say, it is not essential for its validity. 

The date of issue may be proved by parole evidence. While an undated cheque may be valid for 

the purposes of negotiation from one person to another the position would be different where 

such a cheque is presented for payment and discharge. In practice, no banker should pay an 

undated cheque, and there are judicial grounds for refusing to pay (Griffiths v. Dalton 1940).

Although a lawful holder has authority to insert a date, it is not the banker's duty to 

advise the holder to do so. The object of returning an un-dated cheque is to protect the 

customer, for although he may have signed the cheque he may not have wished it to be issued 

and paid.

It should be noted that an alteration of the date is a material alteration and requires the 

drawer's confirmation. The difference between the insertion of an omitted date, and the 

alteration of a date on a cheque should be noted. The Act permits a lawful  holder to insert a 

date, but requires all parties to agree to an alteration, as the alteration to the date is material and 

cheque  should bear evidence that the drawer approves of the alteration. Although the date is 
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not essential to the validity of a cheque, the date is important to a holder in certain 

circumstances. For example, according to the Bills of Exchange Act, "When an overdue 

cheque is negotiated it can only be negotiated subject to any defect of title affecting it at 

maturity, and thenceforward no person who takes it can acquire or give a better title than that 

which the person from whom he took it had. "A cheque would be overdue for the purposes of 

negotiation when it has been in circulation for an unreasonable length of time. What 

constitutes "an unreasonable length of time" for this purpose is a question of fact. Sir John 

Paget suggests that in the absence of special circumstances, 10 to 14 days would probably be 

held to be the limit.

An overdue cheque ceases to be a negotiable instrument and can only be transferred 

subject to any defect of title.

Thus any person taking an overdue cheque gets and gives precisely the same title as 

his transferor- that is to say, he takes the cheque subject to equities, and is in the same position 

as if the cheque  were crossed and marked "not negotiable". It is necessary to distinguish 

between a cheque that is overdue for the purposes of transfer and one that is "stale"for the 

purposes of payment. This latter term refers to a cheque bearing a date 6 months previously.

Ante - dated Cheques. 

An ante-dated cheque is one which is dated prior to the date on which it was issued. 

For example, a cheque issued on the 1st July, 1974, but dated 1st July, 1973, would be ante-

dated. Although such a cheque is not invalid it is the practice of bankers to refuse payment of a 

cheque bearing a date six months prior to the date of presentment for payment. The reason for 

returning such cheques is to give the drawer the opportunity to confirm that he still wishes 

payments to be made.

Although a banker may refuse to pay a cheque which has been outstanding 6 months 

or more, the drawer is not discharged from liability on it until a period of six years from the 

date of issue has elapsed.

Some bankers, rather than return an antedated cheque, will pay the cheque and have 

the date confirmed by the drawer. This is often done at the beginning of a new year when 

customers inadvertently insert the wrong year on their cheques.

Post-dated Cheques.

A post-dated cheque is one dated later than the date of issue. By the Bills of Exchange 

Act, "a bill is not invalid by reason only that it is post dated".  A post-dated cheque is, therefore, 

a legal instrument and can be negotiated as soon as it is drawn. However, a banker is not 

entitled to pay a post-dated cheque before the date it bears.
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The main reason for this is that a post-dated cheque must not be paid by the drawee 

banker or debited to the drawer's account until the date shown thereon arrives. Should a banker 

pay a cheque before the date shown on the instrument he will be liable for any consequences 

that may ensue-as, for example, where the customer stopped payment before the date of the 

cheque. Furthermore, payment of a post-dated cheque may entail dishonour of a regular 

cheque, which is subsequently presented, in which case an action for damages to his 

customer's account may lie against the banker. In such an event the banker would be virtually 

disobeying his customer's mandate.

Where a banker on whom a post-dated cheque is drawn pays it by mistake, and its 

payment is stopped before the date arrives, Sir John Paget has expressed the opinion that the 

banker could not debit the cheque to the drawer's account and that he is not entitled to the 

position of a holder in due course and could not sue his customer.

If a cheque is dated on a Sunday it should not be paid until the following business day.

Although a post-dated cheque is recognized by the Bills of Exchange Act as a valid 

instrument, it is not payable on demand. Actually it is a bill payable at a determinable future 

time, and as such would be subject to ad valorem duty.

In practice, however, it would appear that post dated cheques are often accepted by 

traders and presented for payment on their due date.

Mutilated Cheques.

If a cheque bears evidence of having been torn, as though to cancel it, payment should 

be refused. If, however, the mutilation is confirmed by the singnature of the drawer or by the 

collecting banker that the cheque was accidentally torn by him, the paying banker usually 

accepts such explanation and will pay the cheque. An unconfirmed mutilation is not generally 

accepted.

Return of Customer's Cheques.

Earlier we stated that the banker was under an obligation to pay his customer's 

cheques to the extent of such customer's credit balance or the extent of any overdraft 

accommodation, provided there was no legal reason or excuse to the contrary. While it is the 

primary duty of a banker to honour his customer's cheques, the banker may be precluded from 

carrying out that duty on the happening of certain circumstances. In other words, his authority 

to pay cheques and charge the customer's account will be determined.

Before considering these various circumstances, we shall deal with other points 

arising out of the return of a customer's cheque.
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Firstly, the wrongful dishonour of a customer's cheque could prove a costly business 

for a banker, for such an event will give the drawer a right of action for breach of contract, 

which, if proved, may result in an award of damages against the bank. Damages in some cases 

in the past have been substantial and in the case of traders or businessmen this is 

understandable, because the return of cheques drawn by these parties with answers indicating 

lack of funds may well have serious results for the drawers of the cheques. In recent years, 

however, there has been a tendency in the case of private individuals to award nominal 

damages only, unless special damages are proved. If it is necessary to return a customer's 

cheque, care should be taken to put an answer on the cheque which, with due regard to the facts 

of the case, is least liable to damage the customer's credit.

Secondly. while on the subject of unpaid cheques, it is interesting to note that there is 

nothing in the Bills of Exchange Act or other enactment that requires any unpaid cheque to 

have on it in writing the reason for dishonour. Of course the rules of the Clearing House require 

the reason to be stated on any returns passing through the exchanges.

As regards cheques presented over the counter, there is no legal obligation on the 

drawee banker to write an answer on an unpaid cheque, but it is in his interests to give an 

answer, so as to avoid any subsequent controversy as to what in fact was the reason for non-

payment. However, it should be noted that writing of an answer on an unpaid cheque would be 

very definite notice to any subsequent party of previous dishonour.

Statutory or Legal Duty to Refuse Payment.

We will now deal with the occasions where a banker is under a statutory or other legal 

duty to refuse payment or where for his own protection he finds it incumbent to do so.

The Bills of Exchange Act provides that "the duty and authority of a banker to pay a 

cheque drawn on him by his customer are determined by: (a) Countermand of payment, (b) 

notice of the customer's death".

If should be noted that these are by no means the only occasions when a banker is 

released from his contractual duty to honour his customer's cheques - the other cases will be 

dealt with in their turn.

With regard to countermand of payment, the drawer's right to stop payment of a 

cheque exists right up to the last moment when payment must be made or refused by the 

banker. For example, where a banker has up to the close of business on the day of presentation 

at the Branch to pay or return a cheque, the drawer may exercise his right to stop payment up to 

that time. The cheque would not be considered paid until the last moment when the banker 

could return it, even though it  may have been debited to the drawer's account. In such case  the 

drawer has the right to countermand payment up to the bank's closing time, but in certain cases 
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where payment has been advised to the presenting banker (such as special presentation, or fate 

required by telephone, telegram or post), or any other party, payment is irrevocable as soon as 

that advice is given, and thereafter the drawer would have no right to stop payment.

Time Allowed in which to Return Unpaid Cheques  

The time available to a paying banker depends on the circumstances of each case as to 

how and when the cheque is presented, and on current banking practice. The legal position 

where both the collecting and the paying banker are in the same town is that an unpaid cheque, 

unless the local rule is to the contrary, should be returned so as to reach the presenting banker 

on the day following receipt by the drawee bank. Where, however, a cheque is presented by 

post direct to the paying banker and is unpaid, it must be returned, to the presenting banker, not 

later than the day following receipt, or if there is no post on that day, then by the next available 

post. While this is the legal position it is often varied by the custom and practice of bankers in 

connection with the local and central clearings, the rules of which must be strictly followed, 

otherwise the banker may suffer liability.

Cheques Presented through the Clearing House.

Where a cheque is presented through the Clearing House the banker is subject to its 

rules which are co-ordinated by agreement between the banks, so as to provide a uniform 

method of procedure, Usually a limited time is allowed in which unpaid cheques must be 

returned. The cheques may be returned through the Clearing House or direct to the presenting 

banker.

If a cheque is not returned by the paying banker within the time specified, the 

presenting banker can regard it as paid, and could refuse to accept it after the expiration of the 

time laid down under the Clearing House rules.

Cheque Presented by Post Direct to the Paying Banker.

Where a collecting banker presents a cheque by post direct to the paying banker for 

payment, the latter need not legally return the cheque until the day following receipt. 

However, it is the practice of bankers to return the unpaid cheque on the day of presentation.

Cheques Presented over the Counter for Encashment.

Where an open cheque is presented for payment over the counter of the drawee bank, 

the holder is entitled to payment or an answer immediately. Such a cheque is payable on 

demand and the banker is not entitled to hold it until the close of business. 

Where Payee and Drawer are Customers of the Same Bank.

Where a customer pays in to his account a cheque drawn on the same branch, the 

banker collects the cheque as agent of the customer paying it in and as such could legally hold 

it over until the close of business on the following day if funds were insufficient to meet it.
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In practice, however, such a cheque would usually, in the absence of other 

circumstances, e.g- deferred posting,  be paid or returned on the day of receipt. Of course, if 

the customer at the time of paying in the cheque asks for and is given an affirmative answer, the 

cheque would be treated as paid and thereafter the drawer has no right to countermand 

payment.

Time when a Cheque is Paid.

The time when a cheque is paid is that point of time in the process of clearance at 

which the drawee, banker's express or implied intimation that the cheque is paid cannot be 

withdrawn - that is to say, the time after which his right to send it back either by virtue of the 

Clearing House rules or other rules has expired (Re Hone 1950). It is sometimes thought that a 

cheque is paid at that point of time when it passes through the Clearing House, but this is not 

the case.

Contd....

1. What you get by achieving your goals is not as important as what you become by 

achieving your goals - Johann Wolfgang von Goethe.
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TRUST RECEIPTS

A Trust Receipt is a document used by a Consignee to obtain facilities from an 

approved credit agency for the following purposes:-

1. For importation of goods

2. To purchase goods for exportation

3. To purchase goods for local market

Based on the above requirements there are three kinds of Trust Receipts.

1. Trust Receipt for imported goods

2. Trust Receipt for exportation

3. Inland Trust Receipts

Trust Receipts are operative by the Trust Receipt Ordinance No. 12 of 1947 

amended by Act No. 13 of 1990, which imposes Director's liability and Act No. 14 of 

1990, which deals with the Inland Trust Receipts.

Section 5 of the Ordinance defines what an 'Approved Credit Agency' is.

This is a short - term facility usually (90 or 120 or 180 days) and granted only to 

the Consignee who are trustworthy. Consignee is bound to the credit agency by 

executing a Trust Receipt, which lays down terms and conditions and is registered at 

the relevant Land Registry of the area where goods are stored as per the Registration 

of documents Ordinance treating as a Bill of Sale affecting the goods. Goods have to 

be properly described in the appropriate place of the Trust Receipt in a manner that 

goods could be identified at a later stage.

The Consignee further undertakes to insure all goods against all insurable risks 

to their full insurable value in the name of the credit agency.

When granting the facility the goods are held in trust for the credit agency. 

Though the goods as imported by the consignee documents of title to the goods is 

given to the Bank and then the consignee takes the documents from the Bank and 

collects goods and are held on trust. In other words Bank is the owner of the goods and 
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it is given to the consignee on Trust. Possession of goods lie with the borrower and the 

ownership rests with the credit agency. Default in payment of the facility and 

subsequent failure to hand over the goods which are held in trust, on demand will lead 

the credit agency, to sue the Consignee, either under the Trust Receipt Ordinance for 

breaching of conditions, in the Magistrate's Court, or in the District Court for recovery 

of dues, either under normal money recovery procedure or under Debt Recovery 

Legislation.

When a Trust Receipt is executed and registered at the Land Registry as a Bill 

of Sale, credit agency is entitled to recover its dues in the following ways:-

1. By selling the goods, if properly delivered on demand.

2. In the event of seizure of goods by any other party in execution of a decree in a 

Court of Law, upon making an application to that specific court seeking for an 

order directing that goods be delivered to the credit agency and selling by public 

auction.

3. In the event of insolvency of the Consignee, upon making an application to the 

court in which the insolvency proceedings are pending, seeking for an order 

directing that the goods be delivered to the credit agency and selling by public 

auction.

In terms of section 4 (l) (iv) of the Ordinance if any person who has executed 

the Trust Receipt commits a breach or fails to comply with any undertaking referred to 

in the Trust Receipt is guilty of an offence and shall be liable for imprisonment of 

either description for a period of three years or to a fine not less than the amount due by 

the Consignee, and not exceeding three times of the amount borrowed.

As per the amendment made by Act No.13 of 1990 section 4A has been 

incorporated to the Ordinance according to which when an offence is committed 

punishable under this Ordinance every Director of a Company, or every partner of a 

Firm, or each individual if an unincorporated body is also liable and shall be deemed to 

be guilty of the offence until they prove that such offence, was committed without their 

knowledge, or that he exercised due diligence to prevent the commission of the 

offence. It may be noted that since a company is not physically punishable the 

Directors have been made liable.
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In civil cases the proof required is on the basis of 'balance of probability' i.e 

word against word and whom to believe. In criminal cases, the proof should be 'beyond 

reasonable doubt'. i.e there should be no doubt about the offence in the mind of a 

reasonable prudent person. In criminal cases the standard of proof is very high. Same 

principle applies to the Trust Receipt cases filed in the Magistrate's Court.

Defence Counsel always point out the slightest deficiency in documentation in 

courts, and therefore the Bank has to be accurate, specific and clear in documentation.

Damayanthi Munasinghe

Senior Legal Officer

Recoveries
(Courtesy Legal News BOC Legal Department) 
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vkJ mq;fj;jtu;fNs cq;fisAk; ,izaj;jsj;jpy; 
,izj;Jf; nfhs;Sq;fs;

vkJ tlkhfhz tq;fp Xa;T+jpau; rq;fj;jpdhy; Muk;gpf;fg;gl;Ls;s 
www.northenbankers.com  vDk; ,iza jsj;jpy; cqfisg;;gw;wpa 
tpguq;fis gjpe;J itj;J cyfyhtpa uPjpapy; jq;fis mwpKfg;gLj;JtJld; 
vkJ tiyg;gpd;diyAk; (Network) tpupTgLj;j vz;zpAs;Nshk;. 

jaT nra;J cq;fs; Gifg;glj;jpidAk; (Colour) cq;fisg;gw;wpa 
tq;fp kw;Wk; FLk;gk; rk;ge;jkhd tpguq;fisAk; cldbahf je;JjTkhW 
md;GlDk; mtruj;JlDk; Nfl;Lf;nfhs;fpNwhk;.

tpguq;fis vkJ fhupahiyaj;Jf;F mDg;gp itf;fTk;.

kyu;f;FO



75k; Mz;L epiwTjdpy; vkJ
Njrj;jpd; tq;fpia tho;j;JNthNk!

nea;jdpy; jPgj;jpd; jphp Rlu;tJ Nghd;W
itak; tho;tJ tuyhW gilf;Fk; khe;juhNy
Iak; jpupGw mile;j ew;NgWfs; midj;Jk;
tq;fp tho;tpdpYk; itu thpfis tiue;j
vq;fs; %j;j tq;fpahsu; Kaw;rpapd; gaNd!

mQ;rNyhl;l ehafuha; Mz;L vOgj;ije;J fle;J
tpQ;RGfo; tq;fpaha; gy;yhz;L juthpir(y;) cau;e;J
Njrj;jpd; tq;fpaha; jpfOk; ek;tq;fpj; jha;f;F
,e;ehs; tq;fpahsu; ,izapyh mzpfyd; mzpe;J
,d;GWk; Nritapy; ,jak; eide;jpLk;; epr;raNk!

tho;ehs; tq;fpahsu; ,e;ehs; tq;fpahsu; ,ize;J
thd;top gwf;ftpl;l gY}d; gwitfs; gwe;jij
<onkq;Fk;; vLj;jtu; fuk;jdpy; Mapuk; nfhLj;J
mfkfpo; tq;fpahsu; midj;J jpl;lq;fSk; kf;fis
mile;jpl Mw;wpLk;; gzp ,kakhFk; rhj;jpaNk!

tuyhw;W tq;fpapd; tho;f;ifg; ghijapy; Nghu;Nkfk; 
tq;fpahsuJ tuk;gpy;yh Nritf;F tbtk; nfhLj;J 
nghwpj;jpl;l nghd; vOj;Jf;fNsh vz;zpy; mlq;fh
cyf kfhAj;jKk; Kg;gjhz;L cs;ehl;Lg; NghUk; 
cYf;fpa kf;fs;; tho;thjhuk; fhj;jpl;l tq;fpad;Nwh! 

tq;ff; flypy; Kj;jhf tpsq;Fk; ek;Njrj;jpd; 
tq;fpf; FLk;gj;jpy; Kd;Ndhb tq;fpaha; KjYjpj;J
Njrj;jpd; tq;fpnad jpUehkk; nfhz;L tiyaikg;Gk;
kpd;dQ;ry; nfhLg;gdT jq;feif milTr; Nritnad
jd;dpfuw;w Nritfs; gw;gy toq;fpLk; tq;fpad;Nwh! 

vjpu;fhyf; fdTfs; Rkf;Fk; kf;fs; tho;tpdpy;
Vw;wk;jUk; Nrkpg;Gj; jpl;lq;fSk; fld; trjpfSk;
vq;fs; tq;fpapd; J}uNehf;Fg; ghu;itahy; Jy;ypakhfp
kf;fs; kdij ntd;wpLk; ehnsyhk; Rgjpdkhfpl
khwptUk; cyfpy; tq;fpj; jhia tho;j;JNthNk!

jpU.v];.eluh[h
Xa;Tepiy tq;fp mjpfhup. 
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fhy jhprdk;

,yq;if tq;fpapd; 75tJ Mz;L epiwTf; nfhz;lhl;lKk; 
fhyju;rd epfo;Tk; 

gz;lhuehaf;f ru;tNjr khehl;L kz;lgj;jpy; (BMICH) ,y; 
ele;Njwpa VO (7) epkpl epfo;rp gw;wpa Xu; fz;Nzhl;lk;.
 

,yq;if tq;fpapd; 75tJ Mz;L epiwitf; nfhz;lhLk; Kfkhf 'gpujPgh gpugh' 
vd;w fyhr;rhu epfo;tpid tq;fpapd; epue;ju Copah;fisf; nfhz;L nraw;gLj;jp mt;tt; 
khfhzq;fspd; fyhrhuq;fisg; gpujpgypf;Fk; tifapYk; Copah;fspd; jpwikfis 
ntspf;nfhzUk; tifapYk; 30.08.2014 md;W gz;lhuehaf;f rh;tNjr khehl;L 
kz;lgj;jpy; Nghl;b epfo;thf 18 FOf;fs; gq;Fgw;wpd.
  

tlkhfhzj;ijr; Nrh;e;j ngUk;ghyhd fpisfspd; epue;ju Copah;fs; 44 Nghpd; 
gq;Fgw;wNyhL fhyjhprdk; vDk; epfo;T NkilNaw;wg;gl;lJ. NkilNaw;wg;gl;l 
epfo;Tfspy; muq;fpy; ,Ue;jth;fspd; mNkhf tuNtw;ig ngw;w epfo;thfTk; ,J 
mike;jJ. 

,yq;if tq;fp tl khfhzj;jpy; tptrhak;> kPd;gpb vDk; ,U JiwfspYk; 
epfo;e;J nfhz;bUe;j 'fe;J tl;b" kw;Wk; kPw;wu; tl;b vDk; mjp$ba tl;b 
mwtPl;lhsh;fis mUfr;nra;J> tptrhapfl;Fk; kPd;gpbahsh;fl;Fk; mth;fSf;F cfe;j 
tifapy; tq;fp trjpfis toq;fp> mth;fis tsk; ngwr; nra;jJ> vd;w nra;jpapidAk; 
,yq;ifj; Njrj;jpd; rfy ,dj;jtUk; xd;wpize;J ehl;il tsk;gLj;Jfpd;w 
nraw;ghl;by;> 75 tUl tuyhw;W ngUik kpf;f vk; tq;fpAk; gpujhd gq;F 
tfpf;fpd;wnjd;gjid rkpf;iQfs; %ykhfTk; ehlfj;jpy; gad;gLj;jg;gl;l nghUl;fs; 
%ykhfTk; fiyfspd; espdq;fs; ClhfTk;  vk;kth;fs; ntspg;gLj;jp epd;whh;fs; 
vd;why; mJ kpifahfhJ. ,j;jid fUg;nghUl;fisAk; ikakhff; nfhz;l ,f; 'fhy 
jhprdk;' epfo;tpd; fhy msT ntWk; VNo epkplq;fshFk;. 

nra;jpahsu;

jpU. K.rptQhdRe;juk;
Kfhikahsu;>

,yq;if tq;fp>
fpspnehr;rp.  
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Our sincere thanks to…
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?The A.G.M (NP) Mr.B.Nanthakumar for

a. Sending the blessing message.

b. Showing keen interest towards the pensioners, especially 

organizing the 'Pioneers' day' in a fitting & felicitating manner 

on the 19th Aug 2014 in every Branch under his perview with 

the leadership of the respective managers.

?Our subsidiary institution ceybank unit trust  for assisting us 

financially by way of their advertisement and its cerimonial opening 

of the Jaffna Branch too, which is  going to coincide with the release 

this magazine.

?Our special thanks to Mr.K.P.Anandanadesan the A.G.M (EP) and 

Mr. Roy Jeyakumar the manager City Branch BOC Vavuniya for 

distributing and Disseminating our messages through our 

magazines in Eastern Province and Wanni District.

?All our committee members, Area co-ordinators and the Editorial 

committee members for their untiring support.

?The branch Managers and staff who have send us various photo 

graphs of events to be included in this magazine. 

?The "Gruru Printers" Thirunelvely for providing their continuous 

service by printing the magazines in time.

 Thanking to all of you who have directly 

or indirectly involving in our activities.
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