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For the
Asking

Repo vs reverse repo
What is the meaning of the terms repo
and reverse repo? 

Sulochana Mohan, Chennai
Repo is the facility extended by the
Reserve Bank of India to the banking
sector to borrow short-term from it on
the strength of the gilts — government
issued and guaranteed short-term
papers such as treasury bills. 
Any increase in the repo rate dampens
the enthusiasm of banks to borrow thus
and any decrease therein whets their
appetite to borrow. 
Repo is characterised by sale followed
by purchase of the securities. 
When securities are sold to the RBI,
more money is released into the system.
Precisely the opposite happens with
reverse repo — the RBI sells securities
to the banks and follows it up with
purchase on maturity. 
Repo and reverse repo thus help the
RBI control money supply.

If it wants to squeeze it, it
increases both the repo and
reverse repo rates, and does the
opposite if it wants to increase
the money supply. 

Regional exchanges
Why have regional exchanges
like the ones in Kolkata,
Chennai, etc., when almost all
transactions are done by the
public either in the BSE or the
NSE?

Ragavendra Rao, e-mail
I do agree. The London Stock
Exchange is the only stock

exchange in the UK. With Internet- and
screen-based trading being on the
ascendant, there is no need for regional
exchanges. 
But those who are not Net-savvy may
depend on the old-world brokers
attached to the regional exchanges to
hook to the system. 

Home loan exemption
We own a house in the joint names of
me and my wife for which a joint loan
has been taken. EMIs (equated-
monthly instalments) are being paid
by my wife. 
Can both of us claim Section 80C and
other tax benefits? What documents
are required to be attached by both of
us with our income-tax returns?

Ravi Kiran, email
I am afraid only your wife is eligible for
the tax benefits. The one who pays gets
the tax benefits. 
The fact that the house as well as the
loan are in joint names by itself is not
sufficient to confer on you the tax
benefits.

S. MURLIDHARAN

ASK! Send in your queries to ask@thehindu.co.in
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I
n 2010, the top priorities for
the coal sector should be ener-
gy security, conservation, and

environmental issues, says Arun
Srivastava, Executive Director,
IRG (Infrastructure, Real Estate &
Government) Practice, Ernst &
Young. “At the grassroots, we must
ensure rapid capacity addition to
achieve service standards and af-
fordability,” he adds, during a re-
cent email interaction with
Business Line. 

Excerpts from the interview:
At the start of the century, or

even mid-decade, what were the
policy expectations to be ful-
filled by the end of the first
decade?

Of the many expectations on the
policy front at the beginning of the
millennium, the most important
one was of a new Act providing the
much-needed direction and impe-
tus to the sector. 

Expectations were also on en-
hanced private participation
through the mega power projects
— calling for a changed policy in
this regard. Reformed SEBs (State
Electricity Boards) and a more
competitive market were again ve-
ry much expected. 

Introduction of Standard Bid-
ding processes and documents
were expected to further stream-
line project development process
and support increased private par-
ticipation. There was also an un-
expressed expectation of seeing
some tangible reforms in the coal
industry.

At the close of 2009, where
were we?

While the expectations on the
policy front were met, the country
is still unable to enthuse the private
sector adequately. The pace of de-
velopment shows that we not only
need to work further on the foreign
investments, but the needs of the
domestic investor merits attention
too. 

While the government policies
and the requirements of the proc-
esses, especially under Case-I,
need better alignment, those with
regard to private sector participa-
tion need a paradigm shift. 

To encourage private invest-
ment all that we seem to have done
is to permit the private sector to
participate in an environment es-
sentially created for the public sec-
tor. 

We must realise that there are

fundamental differences in the way
the two operate, perceive and miti-
gate risks and evaluate an invest-
ment opportunity. 

The private investor manages
risks through alternative arrange-
ments, which don’t exist in the
power sector. 

We must also be mindful of the
fact that while the public sector is
sector-bound, the private investor
is not. The subdued private partici-
pation is reflection of this reality. 

The sectoral reforms were re-
luctantly carried out in most States
— perhaps due to the humungous

burden of commitments required
for any meaningful reforms. Real
competition is still some distance
away in the sector. 

The competition that the sector
has witnessed so far is generally in
the area of power supply where the
market conditions only push up the
offer price.

For 2010, what should be the
agenda?

The year 2010 and beyond must
focus at a higher level, on energy
security, conservation and envi-
ronmental issues. At the grass-
roots, we must ensure rapid

capacity addition to achieve ser-
vice standards and affordability.
Private sector is the most depend-
able bet for this to happen. 

Private participation must not
be just allowed but ensured by pro-
viding alternatives to hedge project
risks and this is most urgently
needed in the coal sector — the
mainstay of the Indian power sec-
tor. 

While imports could be an op-
tion for coastal regions, indigenous
coal remains the best bet for the
rest of the country and alternatives
must be created to ensure its avail-
ability. 

The focus must also shift to ade-
quate development and offering
mature projects to the market.
There can be no better manifes-
tation of the effect of project devel-
opment on the risk perceptions and
the resultant tariffs than the com-
parison of tariffs in the case of
UMPPs (ultra mega power pro-
jects) with those under Case-I. The
differentiator is management of
project risks through project
development.

D. MURALI

Coal sector needs capacity addition
�While imports could

be an option for
coastal regions,
indigenous coal
remains the best bet
for the rest of the
country.
ARUN SRIVASTAVA,

EXECUTIVE DIRECTOR, 

ERNST & YOUNG.
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V. K. Madhav Mohan 

E
very CEO knows that lis-
tening is a powerful
weapon in his leadership
armoury. Only by honing

his listening skills can he decipher
the thoughts, ideas, emotions, feel-
ings and concerns of people around
him. Decoding what is innermost
in the minds and hearts of people is
crucial to his ability to address the
real issues in the workplace. Pre-
venting, pre-empting and resolving
the real issues is the key to the
leader’s effectiveness and this, in

turn, is the single most important
factor in the complex equation that
delivers results consistently.

All this is of course very well
known … in theory. Practice, how-
ever, is a vastly different ballgame.
I am yet to come across a CEO who
is a finessed practitioner of the art
of listening. Most people in lead-
ership positions will give you a
wonderful and comprehensive lec-
ture on the art and craft of listen-
ing, replete with high-level
analytics and amusing anecdotes
packaged into a slick presentation.
But observe a leader at work in his

home territory and at once the gap
between pontification and practice
is evident.

Don’t blame just the CEO. Most
organisations foster a culture of
sycophancy without even being
aware of it. Hierarchies by defini-
tion enforce compliance. The “yes-
sir” syndrome is pervasive in every
social setting in which money and
power are present. 

Social service organisations and
NGOs are no exception. The lure of
money, prestige, opportunity to en-
hance income and recognition, and
prospects for future assignments
are all powerful guarantors of ac-
quiescence if not downright sub-
servience. The CEO has been
weaned on a diet of instant agree-
ment. He is used to getting his way
without the slightest exertion.

TALK RATIO
This background and culture has
created a formidable barrier for the
CEO. He has to demolish it if he is
to cross the line from mediocrity to
greatness as a leader. Difficult, but
not impossible. The Talk Listen

Ratio (TLR) could be a powerful
metric to help him. If he invests
some time and effort to under-
standing it and then applies it even
fleetingly the benefits could be ex-
ponential. In fact, anyone who
wants to harnesses the power of
listening can use the Talk Listen
Ratio.

The TLR is the ratio of the
amount of time that you talk in a
conversation relative to the
amount of time that you listen. So,
if you talk for 30 minutes and listen
for 10 minutes, the TLR is 3. If you
talk for 2 minutes and listen for 4
minutes the TLR is 0.5. It’s a really
simple concept. Even though we all
understand the importance of lis-
tening very few of us can translate
it into action. If we can think of the
TLR and track it even approxi-
mately we can derive huge
benefits.

If the TLR is 1 the indication is
that you talk way too much. In fact,
chances are that you are talking
even when the other person is talk-
ing. Both parties in the conversa-
tion are cancelling each other out.

Neither is able to fathom what the
other is trying to communicate.
The situation is tailor-made for a
breakdown in the relationship. 

A good example of TLR-equals-1
situation is the nightly farcical “de-
bates” on TV news channels that
know-it-all news anchors and poli-
ticians inflict on the viewing pub-
lic. The debate is actually a
shouting match with all participa-
nts screaming at the top of their
voices. 

Nobody is listening or even mak-
ing a semblance of an attempt to
understand what the other is say-
ing. Each person is only focused on
propelling his or her position into
the arena within the 10-second
window available before the an-
chor makes gratuitous interpreta-
tions. It is no wonder that
TLR-equals-1 is a recipe for wordy
duels that leave all parties simmer-
ing with anger and resentment.

BALANCE
The situation is even more extreme
when TLR is more than 1. That is
indeed a catastrophe in the making.

It means that you’re talking far
more than you’re listening. You are
not allowing others to articulate
their point of view. 

On the few occasions that they
can get in a word edgewise you’re
already tearing into their views by
projecting and rationalising your
own position. 

After the other person realises
that you are not allowing him to
speak he’ll simply shut up and let
you rant. That’s even more danger-
ous because it means the other per-
son has given up trying to
communicate with you. Mean-
while, you think you’re winning
the argument and putting your
views across convincingly.

The other person’s silence is
mere resignation caused by a con-
viction that trying to communicate
with you is an exercise in futility.
Your relationship is sliding down
the slippery slope to destruction.
You don’t have a clue about what
the other person is thinking or feel-
ing. You have no idea about his
concerns. 
>>More on the Web:
www.businessline.in/webextras

�Only by honing listening skills can a CEO decipher the thoughts, ideas,
emotions, feelings and concerns of people around him. 

Listen your way to success

� IT’S LONELY AT THE TOP

TheLonelyCEO@gmail.com
http://TheLonelyCEO.blogspot.com
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