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The Leadership Qualities

Leader is one who transforms information into a vision. There are three types of people in the
present times :

The first are the ones who make things happen. They take up the leadership and become a
source of mspiration for others also. The second are the ones who follow whatever is happening.
They are thus the followers. And the third are the ones who do not realize what is happening and by
the end of the day they ask, "What has happened today?' They hardly realize that the world around
them has completely changed. Let me ask this question to myself to which category do I belong to?

Somebody has beautifully defined a leader as "One who never reacts, but observes, understands,
analyses and then acts decisively”. He has some powerful, charismatic qualities. These are known
as the 5Cs of a leader.

A leader is a COOL and CALM person. He would not lose his temper instantly. Being a cool
and calm personality there is no confusion. He possesses a clear vision, that is, a clear understanding,
of what he is doing and why and how he is going to do it. This enables him to be CONFIDENT and
therefore he has a high level of COMMITMENT and while performing he becomes highly
CREATIVE in his ways. This is how he becomes a source of inspiration...

A leader is effective and efficient due to certain attitudes and inherent abilities he has,

THE EIGHT ATTITUDES

1. Power to Listen - Patience 5. Discrimination - Knowledge

2. Availability - Humility 6. Decision Making - Clarity of Mind
3. Tolerance - Love 7. Ability to Respond - Courage

4. Adaptability - Maturity 8. Team Spirit - Co-operation.

The best way to remind the self of these abilities is to take inspiration from the image of Lord
Ganesh, Who is also known as the Lord of Wisdom. He was able to get this Wisdom when his
Father Shiva cut off his head and placed the head of an elephant, which is known as the wisest
creature on earth. To cut off the head means shed the head of ego. When there is ego, there is great
resistance.

Therefore, Ganesh has all the leadership capabilities in him. His ears show that he is a good
listener, his presence of mind shows his availability and he has the strength to tolerate anything.
The Stomach shows the power to accommodate, he has in himself. His small eyes tell us the
foresightedness and discriminating ability that he has. When he is seated, he has one leg on the
ground and the other folded showing that the decisions he took were down to earth but at the same
time uninfluenced and impartial. He had the strength to take up the responsibility and the laddus
(sweetmeat) show the art of uniting all the particles of the laddu, i.e., through his sweetness he
creates the team-spirit with sweetness. Similarly, in the changing times the challenge can be met by
a leader through spiritual wisdom or insight. As a result, he becomes successful and a source of
inspiration for all.

Tongue has no bones but it can break bones if not managed properly
Give a man a fish, and you feed him for a day.

Teach a man to fish, and you feed him for life.

Don't marry for money; you can borrow it cheaper.

Source : " Self Managing Leadership" - Brahmakumari's

Contributed by : Mr. P. Sambhu Prasad GM. (F) i
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Selling Success

Many Sales professionals get ahead of themselves in this regard. They spend the better part
of their day answering the “How “Questions: “How can I make more Sales? How can | make more
money? How will I meet my Quota? They are all good Questions that have their place but answering
them is not where a successful career begins. It is not enough to know how to be a good sales
person. To become successful for the long term, in high and calm seas, you must also know why
you sell. And then never forget it. If you are just in sales for the money, the statistics show that you
probably won’t, make it very far. You will either quit in three years or less or you will accept a
mediocre career in which stress and disappointment are common place. Very few who are in it for
the money have the nerve to push themselves past the toughest times. Determine the deepest
reason you enjoy selling and then let that be the force that compels you to succeed. It is often the
only force strong enough to weather the changing seasons. Selling success begins by determining
your higher purpose in the sales profession.

Your foundational purpose is .....
B Your core motivation for thought and action in every area of your job.
Your deepest inspiration for setting things done.
Your critical filter for decision making.
Your built in accountability — HIGH TRUST SELLING.

“Building lifetime relationships with every client must be your goal. And the only way to do
that is to communicate trust consistently to every one of your clients on a regular basis” — KILLING
TO SALE.. “It does not matter how many prospects you see. It matters how to see the right prospects.
To maximize your prospecting efficiency you must replace the traditional’ “more is better” Quantity
concept with “a less is best” Quality Concept “HIGH TRUST SELLIN

Of an authentic relationship is not your goal with every customer then you will be forced to
rely on new faces in order to stay afloat. You will ... with too many clients and too many calls each
day. The Question you have to ask yourself is this. Would you rather spend your days investing in
people you already know or trying to earn the trust of people you don’t? In the end, it is your choice.

Dream MORE
Think HIGH
Analyse TWICE
Choose the BEST
Plan PERFECT
Be CONFIDENT
Work HARD
Execute WELL
“SUCCESS IS YOURS ...

Mr: 8.Venu Gopal,
Assistant General Manager (HR).
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Spanish Omlette

Ingredients :

l. eggs - two

2. Onions - Large - two

3. green chillies - large 2
4. ginger - 1/2 inch piece
5. lason - 4 pebs

6. dhania leaves - small bunch 1
7. Cooking oil - 5 spoons
9. salt - as desired

10. turmeric powder - little
11. jheera - little

Note :

Keep the flame always low.
Eat the Omlette hot.

Omlette will be very pluffy and
tasty.

Try once - you will relish it.

Preparation ;-

Cut both the onions in to big pieces, add chillies, lason
and ginger to that and paste them in small jar of the
grinder (dry paste)

Take little oil in a deep pan. After the oil is heated fry
the jheera add onion paste and fry this paste to brown,
add little salt and turmeric powder while frying and
keep separately.

Fine cut the dhania leaves and keep ready.

Whip both the eggs separately and add little salt while
whipping.

Heat frying pan and put little cooking oil. Pour one
whipped egg on the pan and spray half quantity of on-
ion paste evenly over the egg and add little oil. Close
the pan with a lid. Keep the flame low. After 2 minutes
remove lid and turn the omlette up side down. Spill the
fine cut dhania leaves and remove omlette from the
pan. Sprinkle little pepper powder and serve.

Remaining portion of onion paste can be used for 2nd
omlette.

By
Mr. VV.R.K.Mohan
DGM, Ped - sales
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Mr. M5 Mani
Loyal Custorner for MG Brothers,
Cell - SB486 02472

Mr. M. Subba Reddy

Mr, Divakar
Rotary Club Member, Tirupathi

Loyal Customer for PCD Thrupathi

Mr. 5. Nagaruna Reddy
Sig, Sni Krishna Reddy, Nellore,

| Sio. S Peda Batamma Naidu,

Loyal Customer for CVD Workshep,
Call ; 94403 34006 _}

Mr. Ashok Kumar Chowdhary
Slo. Sn Dasaradharam
Layal Customer for CVD WS
Cell - 34406 40780 /ol

Mr. Azib Rasool Khan

Mr. Ch. Srinivasulu Reddy

; Sacratary
0.V Satram, Neflore Dist i Nellore (rural) Loyal Customer,
Quba Caliege of Engineering & Technolegy s
Opinon leader for Tafe Traclors 28 Viehicles purchased for his staff & Tate Division, Neliore
Cell: 99510711809  J | heowned one 180 CC pulsar Cell : 94410 61087 )

% S:;é ﬁﬁ:&:ﬁm:a:im . Mr. D. Mahendran
: SHRIOR, 8o, 8ri D. Doraiswamy Puttur,
EC member, Ghrlgnr Dist Badminton Loyal Cu TPTPCO
\ Loyal Customer PCO Tirupathi, ¢ - 4

Mr. N_ Srinivasulu Naidu

Maidupet
Loyal Customer for CVDWS,
Cell : 84406 52832 _#

Mr. D. Elumalai
Sio. Sri Narayanaswamy, Chittoor
‘ Loyal Customner CVD Chittoor
Cell : 94419 02270 )

Mr. T.V. Durgaprasad
Sri Vijaya Durga Tradars, Tirupathi
Loyal Customer for Tinupathi
\ PCD Division )
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As part of National Campaign, Commercial
Vehicles Divison, Nellore, conducted a major
Service camp at wood complex on 3rd, 4th &
5th of March 2008. The Mega Camp, true to
its name, went on for 3 days on full strength
and arranged useful side activities also.

During the 3 days camp, a total of 519
Vehicles were attended to for service
requirements, completed and delivered in
time.

To help assist the driver Community,
M.G. Brothers arranged Eye testing for all
drivers on all days and provided necessary
guidelines and medicines where needy for
full vision during driving process.

Secondly, the Tata Motors limited conducted
a stall for all drivers on driving techniques,
driving guidelines and the latest driving rules
-- from time to time for information and follow

up.

In addition, M.G. Brothers has arranged a
special programme for all drivers on all three
days - an AIDS Awareness Programme which
is effecting the drivers on high ways on long




Nellore

journeys. The programme was taken up by a
voluntery organisation which is giving a
helping hand to these effected called "NNP+".
The Aids advices those were given by who
are effected by HIV / AIDS and volunteered
to help others avoid it.

The whole CVD Mega Service Camp is
witnessed by Mr. Swaminathan, General
Manager, Quality, Pune, Mr. Biju Joseph, Area
Manager, Customer Support, Vijayawada and
Mr. V. Padmanabhan, Manager, Customer
Support, Nellore.

The GM was very much impressed with the
ISO QMS implementation, 55 at CVD. His
main observation is that M.G. Staff maintains
very good smooth relations with their
customers.

From the Management side the Managing
Director Mr. M.R. Gangadhar and the Executive
Directors Mr. M.G. Raghavendra ED (Admn)
and Mr. M.G. Gopalakrishna ED (M)
participated in the CVD Mega Camp.

We have displayed 10 photographs of CVD
Mega Service camp in these pages.
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Mr. N. Venkata Rao Mr. Ch. Dilipkumar, Mr. SK. Abbas, Mr. Mr. G.V.Badri,
Sr. Sales Executive, Sales Executive, Bajaj NW Area, Bajaj Tafe, Nellore
CVD Ongloe. March 08 Jan 08 Feb 08
Jan, Feb & March 2008

f
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: Mr. S. Bhaskar, Mr. Ch. Vijay Kumar,
| I 5% Btk Do, Tafe, Nellore Bajaj, Nellore
l ]:EH 08 March 08 Feb 08
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The way of spirtuality

The body is inert (passive)
So always be alert

The mind is a monkey
Intelligence is its key

First help others than self

Do not run after pelf (Riches)

It 1s a locked shelf

And a bottomless delf (earthen pot)

All are one

Hate none

Like every one

Life's mission surely done

Silence is godliness

It is your sixth sense

Which is your prescience (foresi ght)
and life is quite essence

Give up bad habits :
They eat you up into bits i
do good, be good, see good
This is your spirtual way

Mr. LV.S. Kirshna
Sr. Mgr (Estates), NLR




The most selfish one letter word...........coccciiiiiiicnenn
The most satisfying two-letter word........cccccoeveienns
The most used four-letter word..........cccvvireeinicnnine
The most pleasiﬁg five-letter word ........c.oiniiniiinns
The hardest working seven-letters word ...................
The most enviable eight-letter word .............coco....c..
The most powerful nine-letter word ...........cccccevenenne
The most essential ten-letter word..........ccccoeeeevnnnn.

A b - Avoid it.

"WE" - Useit
"LOVE" - Value it.
"SMILE" - Ignore it.
"SUCCESS" - Achieve it.
"JEALOUSY" - Distance it.
"KNOWLEDGE" - Acquire it.
"CONFIDENCE" - Trust i,

Collected By
Ramakrishna. K

Works Manager
MGB-TAFE-VJA

e

Interpersonal Skills

In any organization, the functioning of the employees is interrelated. The bigger the
organization the bigger is the need for good interrelation. In the past few years, this
maintenance of good interrelation has attained the status of a specialty qualification as
"interpersonal skills",

This interpersonal skill is an additional qualification in normal companies for recruitment
and an essential abstract qualification looked for by panel selectors in corporate
companies.

Different types of interview processes are adopted by panel selectors to analyze qualities
of this type thru group discussions, two-minute talk on current controversial regional/
national topics and the like.

This abstract qualification makes one's life in the society and success in employment
more and more smoother.

Non hurting attitude of a person can be a base for attaining/achieving good interpersonal
skills. The non-hurting can be physical, in looks, in expressions, in words, in reactions
and in any manner that the opposite person can understand or a combination of all /
some of the above.

Secondly, a similing face is a quality that supports good interpersonal skills, A smiling
face is always an inviting feature. A smiling face is always a sparkling ornament.

(contd)
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? INTERPERSONAL SKILLS (contd)

7. Positive thinking & positive expression adds to the strength of the interpersonal skills.
Positive thinking/expression can be habituated by continuous practice over period of
time. Like non-hurting attitude, positive thinking also requires good effort & conscious
effort in the beginning stages.

8. Patient listening capability is yet another quality liked by all. When thought expressions
of the opposite person are given free time for expresson, he always feels contended/

satisfied. This creates a liking in his mind on you and this is an essence of interpersonal
skill.

9. Patient listening is a great opportunity to get complete subject knowledge on the point
of discussion and also a silent Wweapon to exhaust the opposite person's ammunition,

10. Usage of soft language in communication is another ingredient of interpersonal skills,

The soft language attracts the opposite man very much. This is one, which creates a
good inpression on the person speaking.

12. Not contradicting other person's vewpoint directly, keeps his mental door open for
understanding your viewopint on the subject.

13. Avoiding usage of superlatives in your talk either positive or negative, keeps your options
open for future on the subject/point,

14. Also, avoid strong comparisons in your talk because all situations are not exactly

identical. Any storng comparison or any persistent comparison may lead to argument
and disapproval.

15. Look directly into the opposite person's eyes when you are interacting with a person.
Then the opposite person will be obliged to react in a factual way. This avoids/minimizes
any avoiding nature of the man. Direct looks will make the opposite man feel demanding.

16. All the above factors are tools only. Using them and implementing them in day to day
practical life is skill. Applying these skills constantly/continuously with other persons
is termed as interpersonal skills. The Positive result of the application is success.

;
é 17. We require the interpersonal skills to successfully complete the assignment on hand.
,'5

i

§

5‘ i
: 11. Well modulated voice at an optimum pitch is one which helps soft language get its real a
, effect with the opposite person. 5

The assignment can be of any type or magnitude. The above factors are a cluster of
qualities which foster your efforts,

18. This is one side of the coin.

19. The other side of the coin is the subject strength of the assignment, the righteousness of
the issue - the utility value of the subject to the opposite person or the ability of the
Opposite person to help you out in the matter.

20. The end result of the interpersonal skills is seen in the success of the man, in the growth

of the man in life, in employment, in the applaud/silent appreciation he gets from his
colleagues.

. Try out, try out and try out continuously - you will reach perfection.

Prakash
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