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Disclaimer 

The views and opinions expressed herein, are in no way to be considered legal or consultative advice. The 

expressed thoughts merely represent the respective author’s opinion and for information purpose only. It 

cannot be treated as Legal Advice. Neither the Author nor HR Vidyalaya Corporate Services LLP makes any 

representation or warranties on the information published.                                            

(Author: Anandan Subramaniam) 

 

News Update:  As per the recent amendments in PMLA Legislation, the financial transactions carried out by a 

relevant person on behalf of his client, during his or her profession, in relation to the following activities -   

(i) buying and selling of any immovable property;    
(ii) managing of client money, securities or other assets;    
(iii) management of bank, savings, or securities accounts;     
(iv) organization of contributions for the creation, operation, or management of companies;   
(v) creation, operation or management of companies, limited liability partnerships or trusts, and buying 
and selling of business entities 

 Shall be considered as an activity under the Act. Be conscious if you are (1) RECEIVING ADVANCE AMOUNT 

(2) ANY TRUST – PF, Gratuity, ESOP etc. (3) Money Movement Services for Clients…. Etc.…. 
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Rs.3,000.00 per person (inclusive of GST) 

Group Discount: 4 and above as a group – 10% Discount 
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Best Sales technique 

 I am about to buy a gift to my senior colleague who has just Superannuated on 20th May 2023 

 He is an individual contributor and likes to work and deliver, alone. (though he is a good and 

collaborative team member) 

 I decided to give him an ALEXA (a kind of product), so that it engages him in his retirement 

routine. He can spend time listening to his favorite songs too, while relaxing. 

 I thought he would remember me always, when he listens (relaxes) to songs, every time. 

 As it is a new experience of buying a new electronic item, I chose not to shop online and went 

into a local showroom. 

 I told the Salesperson, of my wish to buy a gift for my senior colleague, for a reason & explained  

 He just took as many models as possible (different brands), displayed it and kept on talking about 

features of each one. 

 I could sense something missing from him during his selling brief. He is not willingly showing and 

explaining each product.  

 I felt like -  he was hiding good products and wanted to push the Old/Outdated models to me, as 

I am too old (by age) to look/demand latest digital products. 

 I just asked him why he was different to me, by not giving the expected customer service. 

 He just stopped and took away all the pieces politely and started talking to me. 

 He started with the following Sales Technique, to which I was astonished with his new 

(successful) Sales Technique…… 
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His Model of Sales was: 
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How to overcome Hammock Effect? 

  

 Where you start talking or presenting the customer will pay attention to the maximum 

 But it will suddenly get dropped to the lowest, for no reason (or sometimes with reason) 

 And at the end it is always Full, as the customer wants to close the call and remembers only 

what was discussed finally 

 Such an effect of Hammock shape happens in all types of Sales 

 One need to keep the Customer (like an Audience) with Presentation Spikes, in between 

 Researchers confirms that people pay attention in the beginning (because they think the 

information may contribute to their survival) 

 And they pay more attention at the end because they feel that they will be freed from the 

conversation 

 How an Audience, will be alerted?  The Word – In conclusion (or any similar phrase) or you 

wanted to recap the key points, which will wake up the brain (Researches call it as Reptile Brain) 

 So to avoid such wandering / distraction and keep the audience (Customer) attention, one should 

“insert” Spike in the Presentation / Discussion 

 Such Spikes can be Facts and Figures in between 

 If it is a Product – display it and show the experience, which will excite them.  If it is a Service, 

explain in detail 

 Ask questions to the Customer – about product/services/features – keep them engaged / let them 

participate 

 Always use the SPIKES – how the product/services will ease the work of the Customer or lessen 

the workload what they do now. 

 Best Conversations will Win Complex Sale…. 

 Try your best next time…. 
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Do You Know 
Women are Restricted to work in Commercial Establishments during few hours of the day (night time) 

Respective State Governments permit, upon  

(a) written requests  

(b) application through specific forms  

(c) establishments take appropriate safety and security precautions, suo moto 
 

STATE TIMINGS RESTRICTED 

COMMERCIAL ESTABLISHMENTS 

ANDHRA PRADESH 8.30 pm to 6 am 

ASSAM 7 pm t0 6 am 

BIHAR 10 pm to 8 am 

CHANDIGARH 8 pm to 6 am 

CHHATTISGARH 9 pm to 7 am 

GUJARAT 7 pm to 6 am 

HARYANA 8 pm to 6 am 

HIMACHAL PRADESH 8 pm to 6 am 

JAMMU AND KASHMIR 9 pm to 7 am (restricted to work only 6 hours in a day with a 
break of 30 minutes after 3 hours, during the permitted time) 

JHARKHAND 10 pm to 8 am 

KARNATAKA 8 pm to 6 am 

MADHYA PRADESH 9 pm to 7 am 

KERALA 7 pm to 6 am 

MAHARASHTRA 9.30 pm to 7 am 

NEW DELHI 9 pm to 7 am (Summer) 

8 pm to 8 am (Winter) 

ODISHA 10 pm to 6 am 

PUNJAB 8 pm to 6 am 

RAJASTHAN 10 pm to 7 am 

TAMILNADU 8 pm to 6 am 

TELANGANA After 8.30 pm  

UTTAR PRADESH 10 pm to 6 am 

UTTARAKHAND 10 pm to 6 am 

WEST BENGAL After 8 pm 

PONDICHERRY 10 pm to 8 am 
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The Success of every Organization depends on the performance of their 

Human Resources Department 

 

If it is a Successful Organization, it tells that there is a Competent Human Resources 

Department. Else, it is an Ordinary Organization.   

The Emerging Roadblocks for the Industries is a Dynamic Industrial Relations. 

Concerns are not limited to Industrial Harmony….. it is more towards Change in Nature 

of Work, as Workers become Operators / Technicians.   

Also, the Expectation of the Workers is changing, where socially they would like to 

have change in their profile, wanted to be treated equally among others in the 

organization.   

Besides the aspiration of the working class is to have better social security benefits, 

not only those which is mandatorily by the Government – PF, ESI and Gratuity.   

The Expectations are more welfare schemes, like – Medical Insurance, Housing, 

Death Relief, Housing and Transportation facilities, etc.  

In this highly demanding environment, HR is adopting measures which can create an 

effective ecosystem for a better productivity.  Is your Organization following the suit? 

 

INTERNATIONAL HR DAY WISHES FROM  

HR VIDYALAYA CORPORATE SERVICES LLP 

 


