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SUVEEN SINHA
NewDelhi,22December

Last week, the Supreme
Court appointed two
retired judges as media-

torsbetweenLalitModiandhis
mother,Bina.Lalit,sonofindu-
strialistKKModi, isbetterkno-
wn as the man behind the
IndianPremierLeagueofcrick-
et.Heandhismotherhavebeen
at loggerheadssinceModiSen-
ior’s death in November 2019.

It is amessyaffair.Binaand
her other two children, Charu
and Samir, are on one side and
Lalitontheother.Lalithadstart-
ed arbitration proceedings in
Singapore. Bina filed a lawsuit
in India to stop the arbitration.
The route to mediation came
throughtheusualcourseofhigh
courts, single judges, and divi-
sionbenches.

Youcouldlookatitasyetan-
othersuccessionbattle.Thewor-
ldisfulloffamilybusinessesthat
witheredawaywiththepassing
of generations, creating much
bitterness and ill will. Entire
clansthatusedtobehousehold
nameshavebecomepale shad-
ows of their once-mighty emp-
ires.KKModi’sgroupitselfem-
ergedfromalongsagaoffamily
settlement in theModiclan.

Except that at the heart of
the dispute between Lalit and
Bina is a trust deed. This trust,
accordingtosubmissionsinthe
case, was executed in 2014 by
ModiSeniorasthesettlororma-
nagingtrustee.Bina,Lalit,Cha-
ru,andSamirwerethetrustees.
Thisshouldbeacautionarytale
at a time business families are
gravitating towards trusts to
avoid successionbattles.
Mortalityalert:Themost rec-
entof these is theShriramGro-
up,thefinancialservicesmajor,
which announced a board of
management to run the Shri-
ramOwnershipTrust.Thepro-
motergroup’sshareholdinghas
beentransferredtothetrustand
noneofit iswithanyindividual
orfamily.DaysbeforeShriram’s
announcement,Bloombergrep-
ortedthatMukeshAmbani, the
64-year-oldheadoftheReliance
group of companies, has pre-
paredablueprintforsuccession.

Ambani,whobravedabitter
battle with his brother Anil in
the aftermath of their father’s
death,isconsideringmovinghis
family’s shareholding into “a
trust-likestructure”,saysBloom-
berg.Apparently,Ambani’smo-
deltakesitsinspirationfromthe
Walton family, which controls
abouthalf ofWalmart Inc thro-
ughtheWaltonFamilyHoldings
Trustandtheirchiefinvestment
vehicle,WaltonEnterprises.

One theory going around is
thatmanymoreheadsofbusin-
essfamiliesareconsciouslythin-
king of succession because the
Covid-19 pandemic has made
them aware of their mortality.
Maybe mortality is something
humans need to be reminded
of, but business families need
noreminderoftheirvulnerabil-
ity to a change of generations.

As business families grow
largerwith theadditionof sons
anddaughters andsons-in-law
anddaughters-in-law,theydrift
awayand live in their own sep-

arate houses. That happens
with any family, except that in
a business family there is a lot
more at stake. The trust route
of successionhasmerit. It can-
notholdthefamilytogether,but
itcankeepthefamily’sholding
together in away that provides
more flexibility thanawill.

Trustsdoawaywiththeneed
to transfer legal ownership as
controlpassesfromonegenera-
tiontoanotherandprotectaga-
inst hostile takeovers because
nosinglememberof the family
cansell theirholding.However,
are trusts truly the panacea for
all successiontroubles?
Eachunhappyfamily…:Suc-
cessionbattles inbusinessfam-
iliescomeinawidearrayofdis-
agreements,especiallyinIndia,
where family dynamics are
morecomplexthaninthewest-
ernworld.Thereistheusualbr-
other versus brother and there
are inter-generationfeuds (fat-
her versus son, mother versus
son). There are disputes beca-
use the women in the family
feelmarginalised.Andthereare
theoddities,suchasachartered
accountant versus his client’s
family. Inoneofthemorehigh-
profilecases,aretiredpatriarch
managedtoousthisownhand-
picked successor.

Thelastmentionedsagapla-
yedoutagainstthebackdropof
the Tata Trusts, which have
near-total control over the gro-
up’s holding company, Tata
Sons. Ratan Tata chose Cyrus
Mistry tosucceedhimaschair-
man 2011 after a global search.
Things turned sour whenMis-
try tried to reduce the group’s
debt by actions that were seen
tobeanundoingofTata’s lega-
cy.Tata,alreadyintoretirement
butincontrolofthetrusts,gave
Mistry the option to resign.
Mistry,whosefamilyheld18per
cent in Tata Sons, refused. The
trusts could not prevent the
public spat that ensued, just as
KKModi’s trustcouldnotkeep

hiswifeandson together.
Lalitbelievedthefamilyhad

reachedapoint,afterhisfather’s
death, where the trust’s assets
should be sold because there
was no unanimity among the
four trustees about the path
ahead.Binahadotherideas.She
chosetotakeupanactiveman-
agement role and became the
president andmanaging direc-
torofGodfreyPhillipsIndiaLtd,
thegroupflagshipknownforits
popularcigarettebrandssuchas
FourSquareandRedandWhite.

Indeed, business families
havebickeredoverevery imag-
inable reason. The most
common,ofcourse, iswhogets
howmuchof thefamily jewels.
But it can also be a disagree-
ment over strategy,whichwas
the issue intheBajajAuto fam-
ily. More specifically, it was
whether to continue making
scooters, the product that had
built the empire.

TheSinghaniafamilybehind

Raymond disagreed over not
only the control of their textiles
businessbutalso flatsworthcr-
ores in Mumbai. The Muru-
gappa family was perceived to
have managed its transition
well, until Valli Arunachalam,
the elder daughter of the late
patriarch,MVMurugappa, ter-
med the restructuringunfortu-
nate, saying itmarginalised the
daughters and mentored only
thesons for leadershiproles.

In 2004, when the former
chairmanof Birla Corporation,
Priyamvada Birla, died, a will
emerged. Dated 1999, it bequ-
eathed her ~5,000 crore assets
toco-chairmanandwell-known
charteredaccountantRajendra
Singh Lodha. The rest, as they
say, is a longcourtbattle.

To distort Leo Tolstoy’s
opening line from Anna
Karenina, each unhappy busi-
ness family is unhappy in its
ownway.Mutualtrustwillhelp
them, trustsmayormaynot.

The trust issue
with trusts

SHIVANI SHINDE
Mumbai,22December

A sector-specific professional networking
platformforseniorleadership.Thisisagap
thathasexisted,despiteapopularprofessi-
onal networking platform like LinkedIn.
Andthis is thegapBlueCircle tapped into.

Realisingtheneedandopportunity,Sid-
dharthAnandandGoutamAnandlaunch-
edBlueCircle’smobileappthisyear. Ithas
seenitsmembershipsoarto8,000leaders.

BlueCircle appoffers focused content,
communities and conversations across 20
industries, and brings together decision-
makerstoexchangeopportunitiesconcern-
ing specific sectors.

Blue Circle started out in 2017 as an
exclusiveofflinenetworkforseniorleaders
across industries. Siddharth and Goutam
Anandhostedoverahundredphysicaland
virtualeventsandenabledseveralconnec-
tions,andlearnt.Theneedtolaunchadigit-
alplatformfortopleaderswasbasedonthe
feedback he and his team received when
theyconductedofflineevents, saysSiddh-
arthAnand. “Over theyears,while leaders
benefitedfromourengagements,byconne-
ctingwiththerightpeopleandexchanging
quality dialogue, they often told us that
theywantedtohavethesediscussionsand
contact leaders on amore frequent basis.”

The 20 communities on the app are e-
mobility, energy,healthcare, logistics, real
estate, aerospace and defence, agriculture
and food processing, auto components,
BFSI(banking,financialservicesandinsur-
ance),chemicals,education,hospitalityand
tourism,IT,infrastructure,metalsandmin-
ing,mediaandadvertising, retailandcon-
sumer goods, talent search and develop-
ment, and telecomandtextile.

Memberships
Thanks to its focused approach, saysAna-

nd,BlueCirclesawmorethan3,000-5,000
sign-upsbefore its launch. It nowhasover
8,000 members and expects to touch the
10,000 figure by the end of this financial
year.BlueCircleboastsnames likeNaveen
Munjal (MD, Hero Electric), GautamKha-
nna (CEO,HindujaHospital),RakeshMal-
hotra (Founder, Livguard/
SAR Group), Ram Gopal
(CEO, Barclays), and
ArvindMehra (ED & CEO,
MahindraAerospace).

AccordingtoSiddharth
Anand, Blue Circle is the
firstsector-focusedprofes-
sional network andmem-
bershipsarestrictlybyinvi-
tation only. In its first
version, the platform only
focuses on an individual’s
designation.Theentry-lev-
el designation requiredon
BlueCircle isDGM.

“This platform is built
for leaders and it is gated,
henceentryisonlybyinvi-
tation. We’re not focusing
on company size or rev-
enue, and we have a good
mix of leaders coming in.
We also have policy mak-
ers, and education leaders
who have joined Blue
Circle,” addsAnand.

Thisfirmhasalsoman-
aged to attract investors who believe that
suchaplatformisneededforseniorleaders.
RaghavanGovindan,anIndianInstituteof
Management Ahmedabad alumnus,
foundingpartnerofmanagementconsult-
ing firmNxtPracticeGrowthPartners, and
an independent director on the board of
AmrutanjanHealthcare, isaninvestorand
director. He says: “My investment in Blue
Circle fully validatesmy conviction that it

addresses a real networking problem that
most leaders like me face — being bom-
barded with irrelevant connections, and
gettingspammedwithanoverloadofplat-
itudinous content. Blue Circle’s problem-
solving construct crafts a solution, strate-
gically, elegantlyandrelentlessly.”

Thecompanyhasraisedaseedfunding
roundanditisplanningtoraiseapre-series
Around in thenext fewmonths.

Businessandrevenuemodel
Themobileappissimpletouseandisdivid-
ed by sectors, so the discussions are B2B-

led.Theplatformalsocur-
ates its own discussion
sessionswithmembers of
particularsectors.Besides,
there are webinars and
offline conferences. The
apphas seenusers spend-
ing almost 12 minutes a
day, compared with Link-
edIn’s about 17 minutes.
“We’regrowingmonth-on-
month, too,” says Anand.

At present 95 per cent
ofthesubscriberbase,con-
tent creation and conver-
sations are India-focused,
while the rest come from
theUS,UKandUAE.

Anandisconfidentthat
the app will have 100,000
leaders with membership
over thenext year.On rev-
enue generation, he says
the company has several
avenues such as sponsor-
ships with companies,
webinar and conferences,
and membership fee. For

the offline version that Blue Circle began
with, entry fees went from as high as ~1.5
lakhperyearto~10,000.However,thecom-
pany is yet to start charging members for
the app. “In future, we will look at several
models like premium and freemium. For
now, our focus is on addingmembers and
giving them a platform that caters to their
requirements. We plan to come up with a
marketplacemechanism, too,”headds.

WhatareGames24x7’sexpans-
ionplansinIndiaandabroad?
InIndia,peoplewanttoplayif
theycangetsomethingin
returnforit,ifthereisareal
senseofcompetition.Casual
playingisnotabigthingyet.
Thatisbecauseofthe
nascencyofthemarketand
ourculture.Ifyoulookatthe
West,wherecasualgamingis
doingverywell,ithasevolved
afteryearsofpeoplebeing
exposedtoit.Oneofthe
biggestrealisationsisthatif
youareofferingyourproducts
inIndia,theyhavetobegames
ofskillwherepeoplecanplay
formoneyandwinmoney.
Internationally,casualgaming
hasaverybright
future.Soweare
workingonbothof
theseaspects.

Rummydid
wellforus,and
alsofantasygames
(My11Circle).But
apartfromthese
two,andmaybealittlebitof
poker,thereisnorealmonet-
isationinIndia.Wearetrying
todesignnewergamesofskill
wherepeoplecanactuallyfeel
engaged.Wearedoingthat
throughourbrandPlayCircle,
whichwaslaunchedthisyear.
Onthecasualgamingside,
we’vebuiltthisstudiooutof
ourBengaluruofficebutwe’ve
noticedthatinIndiayoudon’t

havethecasualpayer,you
havethecasualplayer.Andnot
asmanyofthat.

Ifyouwantarealcas-
ualplayer,youhavetogo
West,gototheUSwhere
themarketisalotmore
mature,andcatertothe
middle-agedwomenaudi-
encethatisdoingreallywell
intermsofmonetisation.
Thatiswherewearefocused.

Doesthedoublingof
investmentsthisyearreflect
industrygrowth?Andisthere
thenabiggerneedtofocuson
hyper-personalisation?
There’sverylittlecorrelation
betweenincreasein

investmentand
howwellthe
Indiangaming
industryisdoing.
Itwasdoingwell
evenpre-March
2020.Whatthe
pandemicdidwas
bringgaminginto

thelimelight,becausealotof
peoplecouldn’tgooutandsaw
itasalegitimatepastime.

Whatyouarealsoseeingis
thatalotofpeopleareleaving
veryquicklyorarenot
monetisingverywell.These
areplayerswhowereexposed
togamingbeforethe
pandemicbuthadother
thingstodoandwerefence-
sitters.Gamingisnota

legitimateformof
entertainmentforthem.In
fact,insomecases,wehave
seenthatyouarespendinga
lotmoremoneytoacquire
theseplayersandnotbreaking
evenafter10-12months.Why
isthathappening?Oneis,let’s
say,theyarelower-quality
players.Theycome,checkout
yourplatformandsay,“thisis
notforme”andmoveaway.
Theotherbigreasonisthat
whenyouacquirebythe
masses,youuseoneformula.
Youdon’tappealtoaplayer
understandingwhatheor
sheisallabout.

IcandothatonlyifIam
abletoidentifyplayersbeforeI
acquirethem.That’swherea
lotofourworkgoesinto.It’s
likeabigcomplexpuzzle,and
that’swhatdatasciencehelps
tosolve.That’swhathyper-

personalisationisallabout.

Sincedataplaysapivotalrole,
whatkindoftoolsdoyou
usetopresenttheright
optionstoplayers?
Firstandforemost,totryand
understandmyplayersIhave
toconstantlytrackdatain
realtime,onceausergives
permission.We’vebuilt
someofthetracking
softwareonourown,
somearethird-party.
Trackingplayers
givesyoualotofraw
datathatyouhaveto
figureouthowto

structure.Thisis
whereatleastatourend

weusesomeoftheservices
thatAWS(AmazonWeb
Services)provides.Our
businessintelligenceteam
alsohasbuiltsolutionswhere
theyareconstantlytryingto
organisedatabasedonthe
kindofuseitwillhave.

Onceyou’vestructuredthe
data,firstyouhavetoaskthe
hypotheticalquestion,“What
amItryingtolookatinthe
data?”Thatcomesfromthe
productandbusinessteamsto
formbehaviouralviewson
players.Thenyoubuild
models,andfigureoutthe
differenttypesofplayers.We
trytobuilddifferentcohortsor
groupsofplayersthatare
similarintheiractivitybutwe
willnotbindthemtoacertain
characteristicbecausethen
youarerestrictingyourself.

Moreonbusiness-standard.com

Can business family trusts ensure smooth succession?
The answer lies with Leo Tolstoy
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The 30/13/3 ‘myth’
InAprilthisyear,WayneRiverspostedavideotoexpresshis
bafflementathowoftentheruleof30/13/3isattributedtotheFa-
milyBusinessInstitute,ofwhichRiversistheco-founderandpre-
sident.Accordingtothisrule,nomorethan30percentoffamily-
ownedorclosely-heldbusinessessurviveintothesecondgenera-
tion,13percentintothethird,andjust3percentintothefourth.

Riversdistancedtheinstitutefrom30/13/3,sayingitwasanold
statisticthatinfactcamefromJohnWardandwasbasedona
smallgroupofmanufacturingcompaniesinIllinoisfrom1987.

Thisdilutesastatisticthatwasattimestakentobegospel,but
itdoesnotdilutetherealitythattheworldisfulloffamily
businessesthatwitheredawaywiththepassingofgenerations,
creatingmuchbitternessandillwill.

(Top) TheRatanTataandCyrusMistry sagaplayedout
against thebackdropof theTataTrusts,whichhave
near-total control over thegroup’sholdingcompany,
TataSons; (bottom)GautamandVijaypat Singhania

Lalit Modi believed the
family had reached a
point, after his father’s
death, where the trust’s
assets should be sold

‘InIndiayoudon’thavecasual
payer,youhavecasualplayer’
OnlinegamingcompanyGames24x7,whichbeganoperationsin2006, isat its
heartatechnologyfirm,saysCEOandco-founderBhavinPandya. Inaninterview,
hetellsRitwikSharma thattheirconstantfocushasbeentounderstandplayerson
itsplatformswiththehelpofdatascienceandhyper-personalisation.Excerpts:

BHAVIN PANDYA
CEO and co-founder,
Games24x7

BlueCircle logs infor
C-suitenetworking

WE’RENOTFOCUSING
ONCOMPANYSIZEOR
REVENUE,ANDWE
HAVEAGOODMIXOF
LEADERSCOMINGIN
SIDDHARTH ANAND,
Founder,BlueCircle
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Website: www.pspcl.in (Contact No. 96461-18774)
Tender Enquiry. No. MQP-192/2021-22/PR Dated: 21.12.2021

CE/Metering, PSPCL, C-3 Shakti Vihar, PSPCL, Patiala invites E- tender for
procurement of 2550 no. -/5 Amp, 11KV/110V & 50 no. -/1 Amp, -/110V DLMS Compliants
AC, 3 Phase, 4 wire CT/PT operated fully Static and AMR compatible HT & EHT Tri vector
Consumer Energy meters (CATEGORY C-1) of accuracy class 0.2S and Empanelment
of technicaally eligible firms for private sale of above material. For detailed NIT & tender
specitications please refer to https://eproc .punjab.gov in form 22.12.2021 from 11:30
AM onwards.
Note:- Corrigendum & addendum, if any will be published online at
https://eproc.punjab.gov.in CE/Metering,

PSPCL, C-3 Shakti Vihar, PatialaC-449/21 76155/12/590/2021/11577
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LôY X o ÏÓ m T j § ]  Ú d Lô]  úYû X Yô n l× ØLô m

ùN uû] , ¥N. 22:  ù N uû]  úY[ f ú N ¬ 
« p LôY X o ÏÓ m T j § ]  Ú d Lô]  R² 
Vô o úYû X Yô n l× ØLôûU N hP m} 
JÝ eÏ ¥´© £.û N ú X k § W Tô× ×R u 
¡ ZûU ùRôPd¡ ûY j Rô o.

 CÕ Ï± jR ®Y W m: ùN u û ]  « p 
LôY X o ÏÓ m T j § ]  Ú d Ï m, Aû U f 
Ñ l T¦ Vô [ o L s ÏÓ m T j § ]  Ú d Ï m 
R² Vô o ¨ß Y ]  e L ° p úYû X Yô n l 
û T l ùT tß RÚ Y R t Ï ¬V SP Y ¥ d û L 
« p ùTÚ S LW LôY p Õû\  DÓ T hÓ YÚ 
¡ \ Õ. 

CR u JÚ TÏ § VôL ùTÚ S LW LôY p 
Õû\  C k §V ùRô¯ p á hP û U l×, 
C k §V Y o j RL U t ß m ùRô¯ p Õû\  
N e L e L ° u á hP û U l× B¡ V Y t ß 

P u Cû Q kÕ úY[ f ú N¬ ÏÚ Sô ]  d 
ùU h¬ d Ï ú X N u T s ° « p R² Vô o 
úYû X Yô n l× ØLôûU  ×R u ¡ ZûU 
SP j § VÕ.

Ø u ]  RôL C kR ØLô ª u ùRôP dL 
®Zô Sû P ù T t \ Õ. C kR ®Zô Ü dÏ 
ùN uû]  ùTÚ S LW LôY p Õû\  Bû Q 
V o N e L o ´Yô p Rû XûU Y¡ j Rô o. 
LôY X o SX l © ¬Ü H¥ ́ © ûNú X x Ï 
Uô o, ùTÚ S LW LôY p Õ û \  « u áÓ R p 
Bû Q V o G u. L i Q u B¡ ú Vô o 
Ø u ²ûX Y¡ j R ]  o.

 £\  l× ®Ú k § ]  WôL T e ú L t\  Rª 
ZL LôY p Õ û \  « u N hP m U t ß m 
JÝ eÏ ¥´© £.û N ú X k § W Tô× 
ØLôûU ùRôP e¡ ûY jÕ úT£ ] ô o. 

Cû R j ùRôP o kÕ úYû X Yô n l× 
ØLô m Sû P ù T t \ Õ. ØLô ª p LôY 
X o ÏÓ m T j û R f úN o kR ÑUô o B« W m 
úT o T e ú L t \  ]  o.

 ØLô ª u JÚ e ¡ û Q l Tô [ WôL áÓ 
R p LôY p Bû Q V o G u. L i Q u, 
úU t Tô oûY A§ Lô ¬ VôL Rû X û U 
«P CûQ Bû Q V o ©.Nô Ø i ¼ v 
Y¬ B¡ ú Vô o ùNV p T h P ]  o. ØLô 
ª p ÑUô o 100 R² Vô o ¨ß Y ]  e L s 
T e ú L tß, R e L Þ dÏ úRû Y Vô]  RÏ 
§ L Þ P u CÚ k R Y o Lû[ úR oÜ ùN n 
R ]  o. LôûX ùRôP e ¡V ØLô m UôûX 
YûW Sû P ù T t \ Õ. C kR ØLô m ®Vô 
Z d ¡ Z û U Ù m (¥N.23) Sû P ù T ß
 ¡ \ Õ. 

U d L ° P m U§ l û T l ùTß m § hP e L s ùRôP Ú m
ùN uû] , ¥N. 22: U d L ° u S u U § l û T l 
ùTß m § hP e L s ùRôP Ú m G uß 
ØR p Y o Ø.L. v Pô # u úT£ ] ô o. 
ùN uû]  ùTW m é ¬ p ×R u ¡ ZûU Sû P 
ù T t\  ¡± v Õ U v ®Zô ® p T e ú L tß 
AY o úT£ VÕ:}

§ØL B h£ l ùTôß l × dÏ Y kR Bß 
UôR LôX j § p TX § hP e Lû[ ¨û \  
ú Y t± YÚ ¡ ú \ ô m. Aû ]  jÕ Yô d Ï ß 
§ L û [ Ù m ̈ û \  ú Y t± ® hú Pô m G uß 
ùNô p X ® pûX. 

500} dÏ m úU t T hP Eß § ù Uô ̄  Lû[ 
úR o R p A± d û L « p GÓ j Õ f ùNô p# 
CÚ k ú Rô m. A§ p H\  d Ï û \ V 300} dÏ m 
úU t T hP Eß § ù Uô ̄  Lû[ ¨û \  ú Y t 
± « Ú d ¡ ú \ ô m. G] úY T¥ l T ¥ VôL ÁR 
ª Ú d Ï m Yô d Ï ß § L û [ Ù m ¨û \  ú Y t 
ß ú Yô m. 

U d L ° P m ùN uß, AY o L ú [ôÓ 
CÚ kÕ Aû ]  j Õ l T¦ L û [ Ù m 
ùN nÕ ùLô i ¥ Ú d ¡ ú \ ô m. NôUô ²V 
U d L Þ d LôL Aû ]  jÕ § hP e L û [ Ù m 

Sô m ¾ h¥ d ùLô i ¥ Ú d ¡ ú \ ô m. úR o 
R p A± d û L « p ùNô p X l T h ¥ Ú d Ï m 
ùTÚ m Tô uûU Yô d Ï ß § Lû[ Sô m 
¨û \  ú Y t± CÚ d ¡ ú \ ô m. AÓ jÕ YÚ m 
LôX L h P j § p A j R û ]  û V Ù m ¨û \  
ú Y t ß ú Yô m. 

ùT i L s SL W l úTÚ k Õ L ° p CX Y 
N Uô L l TV Q m ùN n V Xô m G uß úR o 
R p Yô d Ï ß§ R k ú Rô m. AÕ C u û \  dÏ 
¨û \  ú Y t \  l T h ¥ Ú d ¡ \ Õ.

"U d Lû[ úR¥ UÚ j Õ Y m', AÕ ùTôÕ 
U d L ° P j § p JÚ S u U § lûT ùT t 
± Ú d ¡ \ Õ. A k R l T¦ C u û \  dÏ 
ùY t ± L W UôL SP kÕ ùLô i ¥ Ú d 
¡ \ Õ. 

NôûX ®T j Õ Lû[ N k § l T Y o L Þ dÏ 
ØR p 48 U¦ ú S W j § tÏ BÏ m ùNXûY 
AWúN H t ß d ù Lô s Þ m G u\  A kR 
A± ® l × m C u û \  dÏ TX u A° j § 
Ú d ¡ \ Õ. G] úY C kR T h¥ V p ¨ f N V 
UôL ùRôP Ú m G uß úT£ ] ô o ØR p Y o 
Ø. L. v Pô # u.

LôYXo ÏÓmT Eßl©]oLÞdLô] R²Vôo úYûXYônl×  ØLôûU, ùNuû]«p ×Ru¡ZûU ùRôPd¡ ûYjR 
RªZL  ¥´© £.ûNúXk§WTô×.

ùTWméo ùRôuúTôvúLô Ts° Y[ôLj§p ×Ru¡ZûU SûPùTt\ 
¡±vÕUv ®Zô®p  SXj§hP ER®Ls YZe¡V ØRpYo Ø.L.vPô#u.

ØR p Y o Ø.L. v Pô # u

ùN uû]  LôY p Bû Q V o
¥´© ùRôP d¡ ûY j Rô o

Uô¨X A[ ® p ©W v LÜ u £ p: 
LÚ jÕ úLôÚ ¡ \ Õ EV o ¿ § U u \  m
ùN uû] , ¥N.22:  Uô ̈ X A[ ® p ©W v LÜ u £ p Aû U dL N hP j § p 
Y¯ YûL E s [Rô? G u TÕ Ï± jÕ C k §V ©W v LÜ u £ p, YZ d Ï 
û W O o L s LÚ jÕ ùR¬ ® d L Xô m G uß ùN uû]  EV o ¿ § U u \  m 
ùR¬ ® j Õ s [Õ.

 £û X d LP j R p RÓ l × l ©¬Ü £\  l× A§ Lô ¬ VôL T¦ Vô t ±V 
ùTô u. Uô ¦ d L ú Y p ÁÕ Ï t \  m Nô h¥ ùN uû]  EV o ¿ § U u \  j 
§ p T j § ¬ û L Vô [ o úNL o Wô m YZ d Ï j ùRôP o k Rô o. YZ dûL ¿§ T 
§ L s G u. ¡ Ú Tô L W u, ©.ú Y p Ø Ú L u B¡ ú Vô o ®Nô ¬ j R ]  o. A l 
ú TôÕ, úTô# T j § ¬ û L Vô [ o L s Ï± jÕ ¿§ T § L s LY ]  j Õ dÏ 
ùLô iÓ YW l T h PÕ. Cû R V Ó jÕ, E f N ¿ § U u \  m A p XÕ EV o ¿ 
§ U u\  K nÜ ùT t\  ¿§ T § « u Rû X û U « p ê jR  T j § ¬ û L Vô [ o 
L s, AWÑ A§ Lô ¬ L s, LôY p Õû\  A§ Lô ¬ L s AP e ¡V  "Rª r SôÓ 
©W v LÜ u £ p' G u\  Aû U lûT Uô¨X A[ ® p 3 UôR e L Þ d Ï s 
H t T Ó jR úY i Ó m G uß ¿§ T § L s E j R WÜ ©\  l © j R ]  o.

 C kR YZ dÏ ùTôß l× Rû XûU ¿§ T§ ØÉ v Y o Sô j T i 
Pô¬, ¿§ T§ ©.¥. B § ú L N YÛ B¡ ú Vô o Ø u× ×R u ¡ ZûU ®Nô 
W û Q dÏ  Y k RÕ.  A l ú TôÕ ¿§ T § L s, "Uô¨X A[ ® p ©W v LÜ u 
£ p Aû U dL N hP j § p Y¯ YûL E s [Rô? G u TÕ Ï± jÕ C k §V 
©W v LÜ u £ p U t ß m ©\  YZ d Ï û W O o L s LÚ jÕ ùR¬ ® d L Xô m. 
C kR YZ dÏ ®Nô W û QûV AÓ jR UôR j Õ dÏ R s ° û Y d ¡ ú \ ô m 
G uß E j R W ® h P ]  o. 

B u û X u ®Nô W û Q « p ùT i Ô P u YZ d Ï û W O o ùSÚ d L m:
NêL Yû X R [ e L ° p ®¥úVô T¡ o k Rô p LÓ m SP Y ¥ dûL

 ù N uû] , ¥N.22:  B u û X u ®Nô W 
û Q « u ú TôÕ ùT i Ô P u YZ d 
Ï û W O o ùSÚ d L UôL CÚ kR ®¥ 
ú VôûY NêL Yû X R [ e L ° p T¡ o k 
Rô p LÓ m SP Y ¥ dûL GÓ d L l T Ó m 
G]  ùN uû]  LôY p Bû Q V o N e L o 
´Yô p G f N ¬ j Õ s [ô o.

ùN uû]  EV o ¿ § U u \  j § u 
Lôù Qô# Lô h£ Yô« XôL Sû P 
ù T t\  YZ dÏ ®Nô W û Q « u úTôÕ 
YZ d Ï û W O o JÚ Y o JÚ ùT i Ô 
P u ®Ú m T j R LôR Yû L « p SP kÕ 
ùLô iP ®R m Ï± jÕ, ùN uû]  EV o 
¿ § U u \  m RôUôL Ø u Y kÕ ¿§ U u\  
AY U § l× YZ d Ï l T§Ü ùN nÕ ®Nô 
W û Q dÏ GÓ j Õ d ù Lô i PÕ.

AY U § l× YZ dÏ ®Nô W û Q « u 
ú TôÕ ¿§ U u \  m R] Õ E j R W ® p 

CÕ N m T k R Uô]  Ï t\  YZ d ¡û]  
®Nô WûQ ùN nV £© £ I ¥ dÏ E j R 
W ® h PÕ. úUÛ m, CÕ ùRôP o Tô]  
®¥úVô T§ ®û]  TW l × Y R tÏ RûP 
®§ j Õ s [Õ.

G] úY, ùTôÕ U d L s VôÚ m úU t 
á ±V ®¥ ú VôûY NêL Yû X R [ e 
L [ô]  úT v × d, Yô h v B l, ùP# 
¡ Wô m,   h® hP o, C u v Pô ¡ Wô m 
U t ß m ë¥ ë l úTô u \  Y t ± p T§ ® 
PúYô, TW l TúYô áPôÕ G uß G f 
N ¬ d L l T Ó ¡ \ ô o L s. CûR Á± ùNV p 
T Ó T Y o L s RL Y p ùRô¯ p Ö hT 
N hP j § u T¥ LÓ û U Vô]  SP Y ¥ d 
û L dÏ E s [ô d L l T Ó Yô o L s G uß 
ùN uû]  ùTÚ S LW LôY p Bû Q V o 
N e L o ´Yô p R] Õ ùN n § d Ï ± l © p 
ùR¬ ® j Õ s [ô o.

ÏÚ Yô ë o W« p 
úNû Y « p Uô t \  m

 ù N uû] , ¥N. 22:  G o Qô Ï [ m 
Vô o ¥ p ùTô± « V p T¦ ¥N m 
T o 29}B m úR§ Sû P ù T \  Ü s 
[Õ. CR u LôW Q UôL, ÏÚ Yô ë o 
®û WÜ W« p úNû Y « p Uô t \  m 
ùN n V l T P Ü s [Õ.

ùN uû]  GÝ m é o} Ï Ú Yô ë 
Ú dÏ ¥N m T o 29}B m úR§  LôûX 
9 U¦ d Ï l ×\  l T Ó m ®û WÜ 
W« p(16127) G o Qô Ï [ j § p ¨ß j 
R l T Ó m. 

C kR W« p G o Qô Ï [ m} Ï Ú 
Yô ë o Cû PúV CV d L l T PôÕ 
G uß ùR tÏ W« púY A§ Lô ¬ L s 
ùR¬ ® j R ]  o.


