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R K Swamy was an unusual
advertising professional. He was born in
a humble background in a village near
Kumbakonam in Tamil Nadu, India in
1922. The family's poverty made them
move to Bombay in an effort to make a
living. He was enrolled in a
neighbourhood School where the
primary language was Gujarati. As soon
as he finished School, he had to go
looking for a job.

His break with the world of
advertising took place when he was
given a temporary posting at ] Walter
Thompson Eastern Limited as a
translator from English to Gujarati in
1940. From thereon, he became a self-
taught professional through sheer
hard work.

Later in his life, when faced with a
professional crisis, he created his own
enterprise, R K Swamy Advertising
Associates which went on to become a
leader in the business.

As an educationist he was
instrumental in expanding the Lady
Sivaswami Ayyar Girls Schools in
Chennai to serve the needs of over
3,500 students.

An ardent devotee of his religious
order the Ahobila Math, he served with
great dedication, renovating old temples
and even building new ones.

In all walks of life, he was
acknowledged as a man of principles
and unquestionable integrity.

This book is for all young men and
women who wish to take a peek at the
origins of a leading Indian advertising
and marketing services group. It is the
story of a man who lifted himself, and
thousands of others, up in life, without
compromising his values, and standing

tall and unwavering by the causes he

held dear.









R K Swamy’s Credo:

The ability to separate
- milk from water
- the core from the mass
- the essential from the irrelevant
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PREFACE

hat makes this gentleman,

Mr R K Swamy so special? Is it

the fact that he came from a very
humble village background and made his
mark in the world of advertising? Is it
because of his success in an intellectually
oriented profession without being formally
educated? Is it because that this person could
make such an impact on an all India basis
starting out his agency in Chennai, in a
Bombay-centric world? Is it because of his
ability to quote from itihasas, puranas, vedas
and epics and relating it to any issue at hand?
Or is it because of his devotion to religion,
education, women’s empowerment,
management movement or as an ardent
spokesman for the advertising industry?

To me he was special because he valued
self-respect beyond anything else. When he
had to give up all the comfort, security and
position he enjoyed at a leading organisation
at the age of 50, and started his own business,
he did so to hold his head high. For a
conservative brahmin from Chennai who had
four daughters for marriage and all his six
children either in school or college, he risked
all his savings in a new business. A major,
shaky step indeed!

But that he succeeded is no miracle, in
hindsight. His hard work, meticulous
planning, financial discipline, coupled with
a risk taking ability based on his confidence
of tomorrow being better... he was no
ordinary man!

After his demise in June 2003, the Board
of Directors of R K SWAMY BBDO met to record
his contribution to the industry and to the
Company. After some discussions, the
Board felt it would be unfair to this great
man if his story was not told in a manner
that befit him! Hence this book!

Many people have been involved in
getting this book written and published. Our
beloved Director, Mr V S Chakrapani was

assigned the responsibility to be the Editor of
this book and he took on this challenging
assignment with tireless enthusiasm. But for
his effort and dedication, this book would
have been a mere idea.

Mr Chakrapani engaged the services of
Mr V Ramnarayan a renowned writer.
Between Ram and he, they decided that Ram
would meet with many people Mr Swamy
worked with in his various capacities, to get
to the essence of the man. Ram spoke to
dozens of people in different parts of India
and the first section of the book, the
biography, is the outcome of such an effort.

Section 2 contains “Tributes’ written by
25 people who have had personal experience
with Mr Swamy. These are his clients, friends
and other associates in various organisations
he was involved in.

Section 3 comprises Reminiscences of
17 people extracted from what they wrote as
articles. Editor has taken the liberty to
condense them for which he wishes to
apologise to each one of the authors.

Interesting advertising examples from
R K SWAMY BBDO, a collection of principles he
used to guide the destiny of his company, and
a brief introduction of the enterprise he

created are added to this book.

ACKNOWLEDGEMENTS

[t is important that [ record here the help
that we received from many people. I would
like to express my thanks to them
individually. Various organizations like
Advertising Club, Madras, Madras
Management Association, Advertising
Agencies Association of India, Audit Bureau
of Circulation, Advertising Standards Council
of India helped by providing photographs,
identifying past president and members,
besides giving the list of participants in the
events which Mr Swamy attended.

Mr C L D Gupta, retired Group Creative



Director of ] Walter Thompson and a close
associate of Mr Swamy provided old
photographs and advertisements that were
released during Mr Swamy's period with HTA.

M K Raju Consultants has provided a nice
photograph of Mr Swamy and Mr M K Raju.
Picture of Subhas Ghosal and R K Swamy
came from the former’s son Sumantra. Various
offices of R K SWAMY BBDO provided us
samples of creative work and photographs for
the book. The Hindu and The Statesman,
Kolkata were kind enough to provide various
ads released by R K Swamy Advertising
Associates in its early days. Sri Sukar
Ashramam provided us with some
photographs of their events with Mr. Swamy.

Mr K R Bilimoria, Mr R Raman and
Mr P Dhanasekhar provided us with certain
unique photographs/ads. The staff members of
Sri Nrisimhapriya were helpful in providing
valuable inputs for the book. The company
employees have contributed their skills and
creativity (in particular S Ramesh,

Raju Gondhlekar, Kumar Aiyar,

S Ranganathan, R Guruvayurappan, Dhawal
Malekar, M S Ramesh, S K Sivasankar,

K Ravi and a host of others) to bring the
book to its final shape. Artist Anil Naik has
done fine illustrations of Mr Swamy
separating the sections. My thanks are due to
all of them.

[ also want to formally thank the family
members of Mr Swamy who not only found
time to give interviews readily, but also
provided us with photographs for the book.

Mr Swamy was always humble while doing
remarkable things. It is our duty to continue
to build on what he has left. Whatever we do,
given the start that he has given us, it

will hardly compare to the legacy he has
left behind.

Srinivasan K Swamy

March 5, 2007
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INTRODUCTION

“R K Swamy

was indeed an unusual man.”

e left us a few years ago, but even

today the name R K Swamy evokes

eulogistic responses from a wide
spectrum of people who came into contact
with him. Paeans of praise - what appear to be
platitudes, hyperbole, occasionally words of
grudging respect - come tumbling out from
admirer after admirer, until you start
wondering if the object of all this adulation
could have existed in flesh and blood. Was
this man for real? Can a single individual
combine so many admirable traits, such a
variegated array of talents, yet remain
unspoiled by it all, essentially god-fearing and
philanthropic, putting community before self,
knowledge before worldly wealth? Somewhere
along the way, you realize that these are not
mere words dictated by the need to praise
someone for gain, real or imagined.
R K Swamy was indeed an unusual man.
Professional, social, religious - take any aspect
of life - he was a complete individual,
according to one former employee, “very well
read in Vedic philosophy, totally devoted to
the Ahobila Math, and we all know his
eminence in advertising.”

According to another, he contributed
more of his energies to causes that would
benefit the advertising profession than any of
his peers.

“In the cynical world of advertising, in
which good-humoured deprecation is the
farthest form of expression of loyalty to their
vocation most practitioners allow themselves,
he was unabashedly committed to what he
described as the greatest profession in the
world,” marvels an ad filmmaker who admired
him from a distance. “I knew he cut a striking
figure in suit and tie in boardrooms and at
agency presentations, towering over everyone
with his tall, imposing presence,” he
continues, “but to go on a temple tour and see
him emerge from the inner courtyard of one

of them, resplendent in traditional dhoti, and
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Swamy as President of Advertising Agencies Association of India organized a Convention of Advertising Agencies in 1984 to discuss the industry’s
problems for the first time. Others seated L - R: Prakash Hansraj, Harish Jain and PV Gadgil.




vermilion and sandal marks of devotion to
the Lord prominent on his forehead and
upper body, was a stunning revelation of a
side of his personality I had not known
till then.”

A contemporary senior advertising
professional describes him as a strong man in
a weak world, one of the early icons of Indian
advertising, a living embodiment of the ethic
that equates work with worship.

“He was a humanist and laid stress on the
social and national obligations of his
enterprise as well as those of his clients,” is

the assessment made by a long time associate.

A contemporary advertising
legend describes him as a strong
man in a weak world, one of the
early icons of Indian advertising,
a living embodiment of the ethic
that equates work with worship.

“He understood the DNA of the client,”
says a senior executive in the agency he
founded; he has never got over the awe
Swamy inspired in him when he started

working with him a couple of decades ago.

“Any problem of the client is a problem of
the agency. They have placed their trust in us,

Advertising

and we are spending their money for them.

We should produce results for them,” quotes a

veteran art director, who worked in close
proximity with him, in the heady days of
JWT's beginnings in Madras.

“I was twice the copywriter, four
times the ad man, working under
Mr Swamy”, confesses another hard-core
advertising man.

A finance professional, who found in him
an expert in finance, law, and advertising,
likens him to the HANSA, of the R K SWAMY
logo, capable of separating milk from water.

A long time associate and major client of

Standards
Council
of
Ind1a

Swamy supported the formation of the Advertising Standards
Council of India in 1985. He was the Chairman of ASCI in
1988-89.

R K SWAMY HIS LIFE & TIMES
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Swamy’s contribution to the Rotary
movement is noteworthy. Here he
receives a memento from Sardar Ujjal
Singh, Governor of Tamil Nadu, at a
Rotary District Conference in 1966.



INTRODUCTION

“I think with this approach you
will be wasting your money,
but if you are determined to
waste your money, you may as
well waste it through me!”



the past remembers Swamy as a clear thinker
and analyst. He places him on par with
Subhas Ghosal, Gerson da Cunha, Mani Ayer
and other members of Indian advertising's
super elite of all time.

“I would put him right there at the top.
He was not lesser than any of them.”
According to him, Swamy was one of the first
advertising professionals to foster the concept
of client-agency partnership. “Most
advertising agency heads tend to be very good

advertising professionals but very few are good

Swamy as Chairman, Audit Bureau of Circulations, addressing the AGM in 1984. Seated L - R: Saroj Goenka (Indian Express), Mammen Varghese
(Madlayala Manorama), R Lakshmipathy (Dinamalar) and M Yunus Dehlvi (Shama Magazine) .

business leaders,” he continues, “Mr Swamy
was an outstanding business leader. He had a
very clear vision of what he wanted to be, and
where he wanted to go. His vision was to be
world class.”

Almost all the people he came into
contact with, be they clients, colleagues
senior, peer or junior, creative or business,

fellow Rotarians, school principals,
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Swamy enjoyed a close relationship with the 44th Jeer of the Ahobila Math.

bureaucrats, recipients of his largesse,
members of his religious fraternity, newspaper
publishers and members of his extended
family are unanimous in their view that he
was a man of integrity: principled, disciplined,
ethical. He would sacrifice business if it
meant compromising his values.

An oft repeated story has him telling his
client, bent upon an approach he did not
approve of, “I think with this approach you
will be wasting your money, but if you are
determined to waste your money, you may as
well waste it through me!” He always saw the
agency as the custodian of the client's
finances, which it spent for the client, and
therefore must do so as if the money belonged
to the agency.

“He was a perfectionist, always punctual,
always well dressed, a strong critic of his own
agency's output”, according to a former client.
He would not hesitate to withdraw a
campaign, if he thought it did not fit in with
his own expectations.

A strong critic of his own agency's output

he might have been, but he also almost never
berated or treated harshly any member of his
team if a campaign or advertisement did not
meet these standards but instead offered
constructive criticism that stood the recipient
in good stead. Ask any employee who was
ever at the receiving end, and this is the
standard response.

Swamy was known to be a superb
communicator whose preparation for his
speeches and presentations was thorough and
based on solid research. Even though he
never went to college, he had an excellent
grasp of the English language, which he used
to telling effect - with eloquent passion when
the occasion demanded. He was known for
his clarity of expression, his unambiguous
style. He was widely read and knowledgeable,
especially in the Hindu scriptures, from which
he could quote at will.

To many who came under his influence
professionally, he was an elder brother and an
old friend who was available to them as a

staunch ally, especially in times of adversity.



He encouraged young talent, especially if it
came from a humble background, and was
known to fight for the underdog throughout
his career. Even in the evening of his career,
he made time for young people who could go
to him with their troubles or philosophical,
moral or ethical dilemmas, and he would give
them a patient hearing, though his response
was not always predictable.

To him, friendship and loyalty meant
standing up for people in times of trouble. He
never turned away anyone who approached
him with a request for help, financial or
otherwise, say his family and friends. When
an intrepid journalist was harassed by the
government for an expose, Swamy
unwaveringly stood by him. The journalist's
moving tribute to Swamy appears elsewhere
in this book.

For a man of a charitable disposition who
grew up steeped in the traditions common to
his orthodox vaishnavite Brahmin

background, it may not be surprising that

Swamy gave generously to temples for their
upkeep and renovation. But his religiosity and
philanthropy went beyond that. What struck
people involved in conserving our traditions
and heritage was his total dedication to the
sustenance, nurturing and resuscitation of
institutions of religious and philosophical
learning. His deep interest in reviving and
furthering the beautiful temple rituals which
were vanishing for want of support was
commendable. So were his enthusiastic
attempts to network with NRI youth by
involving them in the upkeep of temples in
their homeland.

His role in the preservation and
propagation of vaishnavism included his
contribution of the ninth tier of the
Srirangam temple tower erected in 1983,
from his personal funds; the rebuilding and
consecration of an eighth century shrine in
the Oppiliyappan temple in Thanjavur district;
the renovation of another eighth century

temple at Terazhundur, near Mayiladuthurai;

Swamy’s devotion to the Ahobila Math was total. He was actively involved in vedic education sponsored by the Math.
Shown here - The Veda Pathasala of Sri Ahobila Math, Selaiyur.
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He was widely read and
knowledgeable, especially
in the Hindu scriptures,

from which he could

quote at will.

setting right the utsava murti at the venerated
Sarangapani temple at Kumbakonam; and his
donation of a significant part of the
investment in the renovation and
consecration of the Sarangapani temple as
Chairman of the Renovation Committee.
These acts have earned him a place of
reverence among followers of the faith.

His devotion to the Ahobila Math, the
spiritual home of vaishnavites was
extraordinary. That the hallowed centre of
Ahobilam is today comfortably accessible and
offers excellent facilities for visitors is largely
due to Swamy 's munificence and missionary
zeal in mobilizing support. He was the
moving spirit behind the grand Sixth
Centenary Celebrations of the Math in
1998, when the Ahobilam Complex in
Andhra Pradesh was renovated.

The official publication of the Math,

Sri Nrisimhapriya is a first rate journal today,
high in production values and content.
Swamy took over the management of the
periodical back in the sixties and enhanced
its quality, maintaining it over the decades.
No stone has been left unturned in these
worthy endeavours.

Swamy was the co-founder and President
of Sri Visishtadvaita Research Centre,

a voluntary organisation that supports Vedic
and Sanskrit studies. He extended substantial
organizational and financial support to an
oriental school run by the Centre at
Madhurantakam near Chennai.

Swamy built around him a dedicated band
of friends and likeminded volunteers with

whose help he was able to make giant strides
in all the activities he took up.

“Despite his deeply religious nature,
Mr Swamy held a catholic and inclusive view
of life. Vaishnavism did not preclude him
from building relationships with people of
other backgrounds and faiths. Some of his
close and trusted friends were from other sects
and R K SWAMY BBDO as an organisation has
people of different beliefs from all parts of the
country.” These are the words of a former
corporate chief who shared an unusual bond
with the considerably older Swamy in his last
years, even acquiring a belief in the
supernatural in the process.

Besides being religious, Swamy also had
a strong faith in rituals and belief systems
that some of us may dismiss as superstition.
Auspicious and inauspicious times as
prescribed in Hindu sastras played an
important part in Swamy’s scheme of
things. He would never start any activity of
significance during parts of the day
demarcated as inauspicious periods. He
believed in astrology, which he learnt
to practise quite expertly, according to a
close friend.

The practice of a soothsayer reading
from palm leaf manuscripts, to aid in decision
making, found great favour with him. He
rarely took a major decision without
consulting the sage who he believed advised

him through these readings. This is probably

He was the moving spirit
behind the grand Sixth
Centenary Celebrations

of the Math in 1998, when
the Ahobilam complex in
Andhra Pradesh was

renovated.
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Always happy to participate in the activities of the school he engineered, Swamy inaugurates the Annual Exhibition of

Sir Sivaswami Kalalaya Senior Secondary School held in 1991.

the only aspect of Swamy ‘s life that did not
entirely meet with approval from his family.

Deprived of college education by poverty
and family responsibilities he had to shoulder
at an early age, Swamy was a great believer in
the power of formal education. He strongly
advocated the cause of empowerment of
women, and led the way by educating his
own daughters to post graduate studies and
more. “He made sure that he gave all of us
every opportunity to pursue higher
education,” say his daughters. Both his sons
and his four daughters are highly educated
and each of them has postgraduate and
professional qualifications.

His interest in women’s education was

more abiding than that. Associated with the
National Boys’ and Girls’ Education Society
since 1964, and its President from 1987 to
his death in 2003, he developed a new
co-educational school, Sir Sivaswamy
Kalalaya to which he donated handsomely,
besides closely monitoring its affairs. “The
school represented his dream and vision for
21st century Indian education. In it he had
made a huge emotional investment...” says a
former principal of the school.

“Above all, he was a patriot, who believed
that India would one day emerge as a super
power”, says another friend and former
colleague. His patriotism directed all his

activities, professional, social and religious,
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“The school represented his dream

and vision for 21st century Indian

education. In it he had made a

huge emotional investment...”

and yes, even his passion for cricket - he was
the most enthusiastic supporter of the Indian
cricket team no matter who the opposition
might be.

It gave him the confidence to start his
own agency after he quit India’s biggest
agency, which like leading agencies of the
time, was foreign owned. It gave him pride in
the mission that the better public sector
undertakings were trying to accomplish: that
of transforming an ancient civilisation into a
modern, vibrant society. And when he
brought these public sector undertakings one
by one into the fold of the advertiser
community, he was not merely acting as a
businessman intent on furthering his own
interests, but assiduously creating new
perceptions about these mega enterprises in
the national psyche.

His own offspring believe that to Swamy
whatever he did was a cause he championed,
not a job or task. According to them, ‘He

gave the first 32 years of his advertising
career to ] Walter Thompson for whom he
worked. This was one of his earliest causes.
The next thirty years were devoted to the
cause of R K SWAMY BBDO, the agency he
founded and nurtured.’

Swamy reserved his most passionate
devotion to the cause of his own industry.
As one of the pioneers of Indian advertising,
he was often the one tall figure his peers
looked up to, to fight unreasonable, unfair, or
unjust moves against the industry. Swamy was
never found wanting in that role of opinion
leader. Whether it was the Indian Newspaper
Society attempting to reduce the credit
period allowed to agencies or the
Government of India disallowing advertising
expenditure for tax purposes, it was he who
spearheaded the opposition to such moves,
building a strong case each time for the
industry, based on solid facts and figures.

Almost everyone who has been anyone in



Swamy teamed up with BBDO in 1985, twelve years after he started on his own. Geoffrey Wild (Chairman, Asatsu BBDO
Clemenger Ltd) and Willi Schalk (President - BBDO International) came to India to formalise this.

Indian advertising has lauded the major role
he played as the industry’s voice.

In 1972 the management of JWT (by then
Hindustan Thompson Associates or HTA)
decided to appoint an outsider with no
advertising background to head the company,
overlooking Swamy’s obvious credentials.
People who sympathized with him then and
felt he was wronged, also admired him for his
principled stand and the courage with which
he quit Thompson and started a new agency
bearing his name. They also respected him for
not attempting to persuade HTA clients to
move over to his agency, as that would be
unethical. But a number of them did in fact
switch over to R K Swamy Advertising
Associates in time. In Swamy’s own words,
“We did not believe in cannibalizing or
pinching accounts. My greatest contribution
is that I have brought in a large number of

first time advertisers both in JWT and in

R K Swamy Advertising Associates.”

If bringing in first time advertisers was a
worthy achievement, persuading public sector
enterprises to advertise was a major
accomplishment. Some derided him as a
“public sector wallah”, although there were
no easy victories in winning PSUs over.

A senior advertising heavyweight credits him
with creating a value for advertising in the
public sector, opening its eyes to the need for
publicising the sector’s contributions to the
economy and society, the social security
blanket it provided to tens of thousands of
employees, the educational and medical
facilities it extended to their families.

If Swamy was a pathbreaker when he
founded a full fledged wholly Indian owned
advertising agency at a time when
multinationals were the norm, he broke fresh
ground once again when, recognizing the

need for India to integrate with the world
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Swamy’s belief
that marketing is
infrastructure and
media-led, made
him bring out a
Market Guide with
the district as the
marketing unit.

economy, he sought and cemented an alliance in practice.

with BBDO Worldwide in 1985. What began as Swamy created Hansavision as an

a non-equity deal changed in 1989 and BBDO independent programme producer for

became an equity partner when the TV channels and to sell advertising time to

Government of India policies changed to advertisers. Hansavision has produced over

allow equity transfer to overseas partners. 6500 hours of high quality programming
An equal share in the equity shareholdings covering mythologicals, serials, sporting

was effected by his company when the and musical events.

Government allowed majority holdings by A firm believer in research as the

foreign advertising agencies and here again, foundation for good advertising, Swamy

Swamy was the first to apply this concept created the Hansa Research Group which



has developed over the years into a
powerhouse of research. Besides providing the
basis for excellent consumer insights for the
industry at large, Hansa Research also
provided the substance for a number of
important publications.

Apart from achieving excellence in
professional skills and business administration,
Swamy bestowed his attention on the
activities of public bodies and associations.

They in turn recognized his meritorious

contribution and yeoman service by awarding
him suitably. Important events with which

Swamy was associated are highlighted below:

AWARDS AND HONOURS

Advertising Club Calcutta’s Hall of Fame
in 1985: Inducted for meritorious services
rendered to the industry (citation at
page no 17).

Distinguished Service Award of the

R K SWAMY HIS LIFE & TIMES
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Advertising Club, Madras in 1994: First
recipient of the honour (citation at
page no 18).

Advertising Agencies Association of India
Award in 1998: For outstanding contribution
to the growth and development of the
industry (citation at page no 19).

Lifetime Achievement Award of the
Madras Management Association in 2001:
First and only recipient of the honour
(citation at page no 21).

R K Swamy receiving the first Distinguished Service Award conferred by the Advertising Club, Madras, on April 14, 1994,
from A M M Arunachalam, Murugappa Group. R V Rajan, President of the Club, looks on.
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ADVERTISING CLUB MADRAS

DISTINGUISHED SERVICE AWARD

CITATION

For the first time, (n the Ristory of Advertising Club Madras a Distingulshed Service Awand is being institutal.
It is the proud privilege of the Olub and its present Managing Commitiee 10 introduce this Awand and confer

1t om an individual of great intellect whose meaningful contribution 10 the development of advertising in India
and active involvement in several social, cultural and religious activities has been a bracon showing the way for

Fuccending generations:
Sri. R.K. SWAMY

A man whose professionalism, leadership qualities and unnwmdng commitment enabled him to rise W0 the highest
echelons ﬂflﬁlnlgﬂ-tnl-fm very modest beginnings in a carcer spanning 37 vears with JTWT'HTA.

A man whose ploneering effors helped develop the basic Infrastnacture for advertising agency business in
Madras, and whose dynamism and business dﬂmﬂlﬂﬂfduﬂ&uﬂlu;ﬁmﬂ;ﬂ Agm-;vnrmwﬁ"
R.K.-Swamy/BBDO — which (ater went global with a view Lo reallsing the pﬂmm‘?lnwﬂﬂlﬂ opportunitics

A man who hus creatively utlllsad the medium of advertising in wckling soclal problems (ike Family Planning and
Rural Development.

As the President of the Advertising Agencies Assoctation of India (AAAD, fic stoutly defended the causc of
adwrtising agencles with his negotiating skills,

And won several laurels as the hend of business related organisations ike Audit Bureau of Circulation and
Advertising Standan(s Council of India (ASC1) which he helped form as the Founder President and

won recognition in the Hall of Fame in Calcutta along with other peers in adiertising.

A man who has been the inspiring force that promoted the Advertising Club of Madnas in its nascent stage.

A man who has also promoted advertising edication irough a preseniation e made t the STACA Committee fof
establishing an Advertising Institute, s

As the only advertising professional 1o fave occupled the chair of the President of All India Management
Association (AIMA), the apex body of managoment institutions, fue carmed the distinction of beng

a lifelong Honorary Fellow of AIMA for his sutstanding contributions to the Management movement through
Inrovative bdeas,

A man who as a (cading Rotarian of Als time and as the President of the Rotary Club of Madras contributed rend
ketting ideas of the time. Like the first ever Business Conference, a colfoquism on the ‘Place of English in our
Educational System' and o seminar on 'Service through Self Rellance’ hie omganised in Madras. ASE
A man who as the President of the National Bavs and Girls Education Society, developed a new school with CBSE:
curriculum in the Contenary Memorial Building of Sri. P.5. Subramanla Aiver.

And who as President of the Vishlstadvaita Research Centre, rund @ 50 wears old Oriental Lducational
Irustitution at Madurantakam and fhias recendy published a book tled ‘A dialogic on Hinduism* intendad for the

younger gemeration,

A man of charitable disposition who has contributed 10 the consecration of the 9th tier of Srirangam Temple

Tower and rebuill a shrine deovoted 1o Lond Naravana at Opplliappan Koil and at the behest of MR & CL Boant
performed the reconsecration functon, and who Is curreily the Chainman of the Renowation Commitiee of Lo
Samngapani Temple at Ku A,

This then is S3rl. R.K. SWAMY, the man the Adwrtising Club of Madras has chosen 1o confer its first
Distinguished Service Award on. A muli-faccied personality, who though an Adwrtising Professional, has also .
oxelled in other spheres such as Education and Religion. A man about whom a (ot more can be sald and yet, W&
would not suffice.

Presented on this the 18th of April, 1994 w a great leader and a Givi enad in, the Art & Sclonce
i, of Apri ng egend in

U JEEARA] RAD R RALAN
ALCRETAEY FREMDEST
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Advertising Agencies Association of India

Yors /z%ada/'g tre prresesling V7
Ternddd LAA S - %MZM/’JW/Z Award

Jor the year 7997

M. Ro. K Srwamy

For /15 &wzfd/a/zaé'/% conliitulion lo he
Sndbar Mﬂ/&%ﬁl{[d//% f/zaémfly.

Tor 103 inspiring leaderstign, and
/i W and direct involvement,

cver lhe years
wilhh isseees peertacning lo
ralitrng dlaridarrds, Mé%/ﬂ'/?% /Z/v%dﬂbm%fd//z
s well as the
Wyﬂ/ﬂ,’m@/ %ﬂﬂw% a/

Mﬁz‘dﬂ}zy, mré/;/% arnd media.

v 1613 Jreneering el and
6/2//’?2/’6/2%/’/4/ viitosre
thirough which fre ts luill
orne ﬂ/ Ve %/’WJZ( tredlelelioses
of adverlising in India.

Tor /i3 wurnliring g/%/z? arnd
/é/' So0's /zg/:mm/ contoililiorn
lowardy lhe Mﬂ/é/l/ﬂgﬂ/ 0/
Sttt Awareness and-Focial” %@ﬂ%g
i e %a/z//y.
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INTRODUCTION

PUBLIC OFFICES

A D R A

rm'm  / A‘s Madras Management Association
wanacemint  President, 1972-74

ASSOCIATION

All India Management Association
AN ) President, 1977-78

@ Advertising Agencies Association of India
President 1982-83 and 1983-84

Audit Bureau of Circulation
Chairman 1983-84

adversning 5is Advertising Standards Council of India

Gl w12 Eounder member and Chairman, 1988-89

Swamy was active till the age of 80. The
accompanying pages narrate his life story from his

early years, furnished by his relatives and friends.

On the suggestion of All
India Management
Association, Madras
Management
Association honoured
Swamy with its first ever
Lifetime Achievement
Award in 2001.



& -
FPRRERERFrPRPERRD

(XTI NIIT NN ITNIETINNT N ]

-
-
-
-
L
L 1
-
-
-
=
-
-
-
-
L3
-
-
-
-
-
-
£
£
-
-
&
-
L 3
-
-
-
L
=
-
L]
-
-
L
-
-
-
E
-
-
-
-
-
-
&
-
L
-
L}
L]
[
-
L]
-
L
L}
L]
Y

On the occasion of the 28" National Management Convention
MADRAS MANAGEMENT ASSOCIATION

Deem it a privilege to bestow upon

%%WJ&/W

this

LIFETIME ACHIE*VEMENT AWARD

For

Meaningful Contribution to the Management Movement

3V

Mr R K Swamy an inspiring leader and thorough professional is a self made man. He was actively involved in the
formation of the Madras Management Association and served as its President from 1972 to 1974. He took the initiative to
promote and organize the First Management Convention in Madras to coincide with the MMA Business Leadership Award
given every alternate year which continues to date. The National Management Convention, now conducted by the All India
Management Association every year from 1971, is following the model set by him.

As President of the All India Management Association between 1977-78, he promoted the concept of individual
membership. It was during his year of office as President a code for practicing managers was formulated and adopted at
the National Management Convention held at Madras in 1978. It was at this Convention that decisions were made to
recognize practicing managers as Fellows, Members and Associate Members. His contribution to the management
movement brought him the honour of being conferred “Fellow Member” and lifelong “Honorary Member” status of the
All India Management Association. As leader of the management delegation to Singapore, his presentation on “India
Today” at the Asian Association of World Management resulted in persuading a large number of foreigners to come to
Delhi, for the World Management Congress in 1978.

As a Rotarian he was responsible for the First Business Relations Conference in Madras in 1964, which focussed attention
on the “Social Responsibilities of Business”. He took the initiative to organize a Seminar on the “Challenge of Self-
Reliance in Industry ” in 1966, immediately after the end of the Indo-Pakistan War. This seminar was attended by 27 CSIR
Scientists, Union Ministers connected with Industry and Commerce and brought out a blue print on the gaps in our
industrial pursuits, particularly related to defence and larger economic self-reliance.

His book “India How to succeed without tears” demonstrates his deep understanding and analysis of what India needs to
do to emerge as a serious economic power.

He is one of the prime movers of the advertising industry in India and his mentoring and encouragement provided countless
opportunities for people to grow and mature under his guidance. His contributions to the advertising industry led
him to be a co-founder of the Ad Club, Madras as President, the Advertising Standards Council of India as its Chairman,
President of Advertising Agencies Association of India and as Chairman of the Audit Bureau of Circulations. The
Advertising Clubs in Madras and Calcutta, and Advertising Agencies Association of India have recognized him for his life-
long service to the industry in their respective Awards. His speeches on those occasions are significant reference documents
on the history of advertising.

His patriotic zeal and everyday spirituality is evident in his interest in Indian heritage, culture and Hindu philosophy.
He has been actively involved in restoring old temples and ancient heritage monuments. He is the co-founder of
Sri Vishishtadvaita Research Centre, to support Vedic and Sanskrit studies, and is a disciple of the Ahobila Mutt, whose
monthly journal Svi Nrisimha Priya he has been running for over 35 years.

He believes in the power of education and is actively associated as President of the National Boys' and Girls' Education
Society which runs the Lady Sivaswamy Aiyar Higher Secondary School and Sir Sivaswamy Kalalaya Senior and Higher
Secondary Schools. He was responsible for conducting a Convention on the “Place of English in our education system”
which was attended by over 3800 academicians and was taken serious note of by educationists and the Government of
India.

Madras Management Association is proud to present this award to Mr R K Swamy, a visionary leader, a doyen in the
advertising industry, a well rounded personality, who gave the much needed impetus to the management movement in the
country.

Chennai Arun Bewoor S Mahalingam A Satish Kumar  Srinivasan K Swamy
September 8, 2001 Immediate Past President Sr. Vice President  Vice President President







“We did not believe in
cannibalizing or pinching
accounts. My greatest
contribution is that I
have brought in a large
number of first time
advertisers both in JWT
and in R K Swamy
Advertising Associates.”



THE EARLY YEARS

wamy was born to Vaishnavite parents,

Rangaswamy Iyengar and Seshammal,

on 11 December 1922 at Manganallur
village, near the temple town of
Kumbakonam, located in the heart of the
Thanjavur agricultural belt, some 300 km
from Chennai, in Tamil Nadu, India.
Ramanujan was the eldest of the children.
Besides Swamy, there were three other sons,
Kasturi, Narayanan and Vasudevan, and two
daughters, Vedavalli and Jayalakshmi.
(Narayanan and Vedavalli are still with us).

Like many south Indian children of the

time, Swamy had two names: his official
name at school and a nickname at home.
Named Krishnaswamy at birth, he was known
as Mani at home. It was the name of a dear
school friend, and Krishnaswamy wanted to
be called that. The name stuck, even though
it was not a Vaishnavite name, Mani being
short for Subramanya, son of Siva. In his
grown years, after he shortened his name to

R K Swamy, he became just that, or ‘RK’ to

the outside world.

The early years of Swamy’s life were of
struggle and uncertainty. It was a period of
general want and shortages, when the nation
was still very much under British rule, and
Gandhiji was leading the Indian National
Congress in a movement of non-violent non-
cooperation. There was already talk of purna
swaraj or total freedom in the air, but
independence was still 25 years away.

Life in many an Iyengar and Iyer
household of the time was marked by honest
poverty and a strong belief in the orthodox
brahmin ways of observing religious rituals,
learning the scriptures, strict vegetarianism
and an austere lifestyle. The joint family
system was the norm, and the patriarchal
head of the family was invariably the
unquestioned leader of the household.

Many of these families lived in temple towns
like Kumbakonam, and daily visits to the
temple provided the spiritual anchor to most

of these families.

Swamy’s parents

M V Rangaswamy Iyengar
1894 - 1948

R Ranganayaki (also known as) Seshammal

1900 - 1967
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The early years of
Swamy’s life were of
struggle and uncertainty.
[t was a period of general
want and shortages,
when the nation was
still very much under
British rule.
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THE EARLY YEARS

The brothers got into a huddle and decided that Swamy
should quickly learn stenography and offer to take Kasturi’s
place at N Powell & Co., while Kasturi made his tryst with
the flying club.

Boys practised brahmacharya or a strict in favour of ‘cropped’ hair of the
regimen of scholarship and religious rituals ‘European’ style.
after undergoing the thread ceremony at an Though there was a strong emphasis on
age between seven and eleven. A tonsured education, of the traditional Vedic kind as
head relieved only by a chignon or tuft of hair well as the formal British school and
tied in a knot at the back of the head was the university education, only a small minority of
norm for a brahmachari. Only increased the community was able to pursue higher
contact with the British system of education studies and build careers. Some assumed
and employment gradually led to many priestly duties and some others became school
youngsters shedding their traditional hairstyle teachers, often poorly paid but enjoying a

Humble beginnings in Bombay for Swamy and his family in the 30’s
. e,
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certain social status.

These were the circumstances Swamy was
born into, as grandfather Vedantachari
gradually faded away into poverty after
inheriting a reasonable amount of wealth. An
absentee landlord, who lost his wife at age 32,
he spent all his time at the local branch of
the Ahobila Math, the spiritual headquarters
of vaishnavite Brahmins, a religious
institution established more than 600 years
ago at a place called Ahobilam, a pilgrimage
centre set in thick, hard to reach jungles in
Andhra Pradesh.

Grandfather is said to have frittered away
a sizable inheritance of some 40 acres of
farmland, while enjoying a certain status at

the Math, selling his property away bit by bit

whenever financial need arose. With his

wife’s death, the family became a rudderless,
shattered household. The children grew up
without the care of a mother and amidst the
kind of benign neglect that was common in
joint family households of the time, with no
one in particular accountable for their
upbringing. Rangaswamy Iyengar, Swamy’s
father, was married in 1908 at the age of 14,
to 8-year-old Ranganayaki (also known as)
Seshammal. By the time she entered her
teens, Seshammal began to do housework and
care for her husband’s little younger brothers.
Rangaswamy Iyengar did not approve of
his father’s profligate ways and surrendered all
rights to his property, or whatever might
remain of it after the old man. He did odd
jobs at a cloth shop owned by his landlord
Mappillai Iyengar at Kumbakonam. It was at
Mappillai Iyengar’s house on Iyengar Street of
Kumbakonam that both Swamy and
Narayanan were brought up. (Chubby little
baby Swamy became a great favourite of
Mappillai Iyengar’s daughter, who never lost
an opportunity till her dying day, to remind
Mr Swamy and his wife Radha how she used
to carry him around when he was a child).
Rangaswamy Iyengar left that job and
Kumbakonam over a misunderstanding at the
shop, and spent three years at Mysore. The
details of his employment at Mysore and the
circumstances of his return to Kumbakonam
are not known. Unable to find a decent
livelihood, he and his wife left Mysore and
tried their hand at raising a vegetable garden
and coconut grove at nearby Komal village,
thanks to help from Seshammal’s family.
Finding this an unprofitable venture,
with the village offering little attraction
for the produce that resulted from their
hard work, the couple returned to
Kumbakonam with their children. Life
continued to be a struggle with Rangaswamy
barely eking out a livelihood.

In the meantime, Rangaswamy’s younger
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brother Ramaswamy had moved to Bombay to
take up a job as a salesman in Dunlop & Co.
Successful in his career, Ramaswamy who had
lost his first wife and remarried, bought a shop
that he wanted his father-in-law to run.
When the father-in-law refused to leave
Kumbakonam, Ramaswamy asked his elder
brother Rangaswamy to take charge of the
shop. This is how Rangaswamy Iyengar

came to take the train to Bombay one

fine day in 1928, to take care of Murugan
Stores, Bombay.

That was the year the Simon Commission
visited India, with a view to judging Indian
demands for constitutional reforms leading to
swaraj, and was met everywhere with protests
and boycotts. In Bombay, the protest was
complete, as the commission went from city
to city, state to state. The protest rallies were
often greeted with police brutality. Leaders
like Jawaharlal Nehru and Govind Vallabh
Pant became victims of police violence and
Lala Lajpat Rai, beaten up at Lahore, was
never to recover from the blows he received
from the police.

These were stirring times, but to the
majority of middle class and poor families,
struggling to make a livelihood, the freedom
movement was something outside the
periphery of their daily existence. They had
more immediate, important problems to
wrestle with, those of feeding hungry mouths,
educating children, caring for the old and
infirm of their families. If the Rangaswamy
Iyengar clan was in any way involved in the
freedom movement, there is no record or
recollection of it.

Life in Bombay began at a chawl on Grant
Road for Rangaswamy’s family which joined
him a year later. The shop sold coffee, tea,
groceries and sundry items such as appalam,
vadam, vathal and condiments favoured by
the Tamil community in the vicinity. This

was before the suburbs of Dadar and Matunga

came into being, and became the favoured
destination of middle class Tamils migrating
to Bombay.

Rangaswamy’s elder sons, Ramanujan and
Kasturi, were admitted in a school called
Robert Money High School, while
Krishnaswamy and Narayanan joined Grant
Road Proprietary High School on Lamington
Road. The school was run by an elderly Parsi
lady who was also a next-door neighbour, and
a friendship across language barriers
developed and flourished between her and
Seshammal. As the study of one vernacular
language, either Marathi or Gujarati, was
compulsory under the school system in force
in Bombay then, the children had to learn
Gujarati, an accomplishment that was to
prove crucial in Mr Swamy’s career in later
life. Within a year, Swamy earned two double
promotions to the fourth standard.

All the siblings were brilliant students but
Swamy was a particularly precocious child. He
did not stop with earning double promotions
at school. In his brother Narayanan’s words,
his thirst for learning was phenomenal. By the
time he was nine, he had completed learning
the Ramayana, the Mahabharata and the
Bhagavatam from his grandfather, and “most
of his actions in life were conditioned by this
foundation. He was in the most modern
profession and yet he depended mostly on
age old intelligence handed down by our
itihasas and puranas.” All his life, he was able
to delve deep into this rich store of
knowledge and wisdom and relate stories to
illustrate situations and resolve moral and
other dilemmas, for himself and others who
sought his advice.

Unfortunately, for all his thirst for
knowledge, Swamy was unable to pursue
studies at the college level because of the
impoverished circumstances of his family.
Murugan Stores fell on bad days, as the newly
developed suburb Matunga drew a sizable
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THE EARLY YEARS

proportion of the Tamil population away from
areas like Grant Road. Hard pressed to do the
various roles of shopkeeper, delivery boy,
business development, finance manager and
so on, Rangaswamy inducted his eldest son
Ramanujan who had just completed school
into helping him as a delivery boy. He also
ensured that the boy learned stenography, in
order to keep his job prospects alive.

Soon, a Mysorean friend M L Bhat was to
help Ramanujan get his first job, at Bombay
Motors, sole selling agents for Chevrolet,
Daimler and Dodge, a company owned by
Sultan Chinai, an eminent personality of
Bombay, who was among other things, the
Chief Steward of the Bombay Race Club.

Ramanujan impressed Chinai straightaway

His thirst for learning
was phenomenal. By
the time he was nine,
he had completed
learning the
Ramayana, the
Mahabharata and the
Bhagavatam from his
grandfather, and most
of his actions in life
were conditioned by
this foundation.

with his stenographic skill and he became
such a favourite in a very short while that he
received increments almost every month.
Such rapid progress was to prove his undoing,
as it predictably created envy at the
workplace. He resigned his job in a huff, but
found better employment at Lloyds Bank,
where he progressed steadily.

Second son Kasturi too found a job around
this time, joining N Powell & Co, chemists.
Kasturi was of a different mould, quite
brilliant, but dazzled by Hindi cinema, and
quite taken up with his own good looks.
Swamy was in his final year of school, when
Kasturi resigned the chemists’ job to take up a
position at the Bombay Flying Club, but his
erstwhile employer would not let him go.
The brothers got into a huddle and decided
that Swamy should quickly learn stenography
and offer to take Kasturi’s place at
N Powell & Co., while Kasturi made his
tryst with the flying club. This would also
ensure that the family finances were
placed on a firmer footing.

The brothers were regular readers of the
Times of India’s editorials, and all of them
had a good command over the English
language. The elder brothers Ramanujan and
Kasturi brainwashed Swamy into believing he
could master shorthand in 15 days, provided
he adopted the Sloan’s method, and not the
time-consuming, time-honoured Pitman
method. Within 15 days, Swamy could learn
enough shorthand to pass for a stenographer
at N Powell & Co., enabling Kasturi to keep
his promise to the flying club. Working day
and night, in what was a strong pointer to
both his capacity for industry and his
enormous self confidence that later became
evident in his highly successful advertising
career, he was all set to start working from the
day he reported for duty the first time.

Swamy was just 17.
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AN ADMAN

IS BORN

Swamy joined JWT in 1939 as a Proof reader/Gujarati Translator. The office was situated in
Lakshmi Building at Bombay Fort.

wamy became an advertising man

almost by accident. With no formal

education beyond school, he had
gained some experience in shorthand and
typewriting in his early jobs, first at
N Powell & Co. and after that at Ford
Motors. When the car company wound up its
operations in Bombay in 1940, World War II
was raging, jobs were scarce, and Swamy,
barely 18, desperately needed to contribute to
the family coffers. When he was trudging
from office to office in search of a job, Swamy

met with ‘no vacancy’ signs everywhere. At

JWT too, he was told there was no job and was
about to leave, when someone there realised
one of the languages department staff was
going on a long vacation. That is when
Swamy’s knowledge of Gujarati came in
handy. The work was that of a proofreader
who could also translate advertisements and
other material from English to Gujarati and
vice versa. A Tamil speaking lad fluent in

English and Gujarati!

Once he joined
Thompson, Swamy
never looked back. In
his own words,

“I was just looking for
a job but it turned
me into a committed
professional.”

Appointed on a temporary basis, Swamy
cleared a great deal of backlog, impressing
everyone with his diligence. If given a week
to finish a job, he would do it in a couple of
days. His colleagues recommended his
permanent appointment to Edward ] Fielden,
the man who headed JwT’s Indian operations
then. In due course, Fielden too came to be
impressed by young Swamy.

Once he joined Thompson, Swamy never
looked back. In his own words, “I was just
looking for a job but it turned me into a
committed professional.”

Not satisfied with merely carrying out his
translation duties, he took a keen interest in
other aspects of work and lent a helping hand
wherever possible in the office. He
straightaway made his presence felt in the
billing section where he did a neat job of

arranging the voucher copies of



advertisements released, to be sent to the
client for purposes of billing. He impressed his
seniors with his capacity for hard work and
thirst for knowledge and soon became very
popular in the Bombay office. In 1942, when
the Calcutta office wanted someone for the
media department, his boss Edward Fielden
recommended his transfer, with an increase in
his monthly salary from Rs. 90 to Rs. 120. It
was a huge jump, one that came in very useful
to Swamy, given his family circumstances.

The journey to Calcutta turned out to be
an adventure, albeit touched by divine
blessings! It was a brave move, what with the
freedom movement gaining momentum and
sections of the Congress and other patriots
turning violent, contrary to the avowed path
of ahimsa that the nation had chosen.
Volunteering for a transfer to Calcutta needed
courage for yet another reason - the city was
under evacuation as a precaution against
Japanese bombing . To make things worse,
Bengal was already heading for famine,
though it was quite likely that it was not yet
evident in Calcutta.

Swamy left for Howrah in August 1942,
perfectly timed to coincide with Mahatma
Gandhi’s clarion call for the Quit India

movement. The whole nation was caught up
in an upsurge of patriotism. Swamy’s train was
forced to make an extended stopover of
nearly a week at Banaras or Kasi station, as
extremists had blown up the tracks ahead of
the holy city. Thus it was that the 20-year old
took his first dip in the holy Ganga, quite
fortuitously. After an anxious week when the
family had no assurance of his safety, Swamy
managed to report for work at the Calcutta
office of JWT to Mr Warrier who was in charge
of media planning there.

By this time, the three brothers,
Ramanujan, Kasturi and Swamy were able to
shoulder the financial burdens of the family,
with all of them earning modest salaries.
Their father’s business had run into rough
weather and accumulated debts. Rangaswamy
Iyengar moved back to Kumbakonam after
closing shop, heeding the advice of his sons,
who felt it would be easier to support him
there rather than in the big city with its
much higher cost of living. The brothers not
only sent remittances home but also made
sure that the debts incurred by the business
were fully repaid. It meant that the youngsters
had to make a few sacrifices; Swamy for
instance stopped drinking coffee, and either

Swamy attained professional recognition in Kolkata in 1950 based on his study of the tobacco market.

He moved back to Bombay in 1951.
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AN ADMAN IS BORN

Swamy married Pramila, also known as Radha in 1948.

walked or took trams everywhere in Calcutta.
Swamy stayed at bachelor digs at the
famous Komala Vilas in south Calcutta,
sharing a room with two others. Unlike
youngsters of the general run, Swamy was not
only abstemious, he was also deeply interested
in the scriptures and temple worship. He
joined a group of devotees who learnt the
Nalayira Divya Prabandham (a collection of
passionate hymns by the 12 Alvars including

one woman, Andal, sung in praise of Vishnu),

He was the baby of the team,
as most of the other members
of the prayer group were in
their thirties and forties.
Vedantachari was so impressed
by Swamy’s devotion and clear
enunciation that he even
waived the monthly five rupee
subscription for him.

taught by Mr Vedantachari.

Swamy had a nice, sonorous voice with
which he soon began to dominate the group
recitations of the holy verses. He was the
baby of the team, as most of the other
members of the prayer group were in their
thirties and forties. Vedantachari was so
impressed by Swamy’s devotion and clear
enunciation that he even waived the
monthly five-rupee fee for him.

It is at this prayer group that Swamy met a
couple of men who were to have a distinct
impact on both his lifestyle in Calcutta and
the shaping of his intellect, knowledge of
world affairs, and his belief system on the
whole. The first was A Rangachari, a Dunlop
executive who gave Swamy - and his youngest
brother Vasudevan who had joined him by
now - paying guest accommodation at his
residence. Rangachari was no mere landlord.
Besides providing them comfortable
accommodation, he gave the youngsters
loving care so that they hardly missed home.

It was a close friendship that extended



beyond Swamy’s Calcutta days (and years
later, Rangachari’s brother Srinivasan came to
work at R K Swamy Advertising Associates).
Voltas Narayana Iyengar and Narasimhan
were among the other older men of the
prayer group with whom Swamy spent his
evenings learning Sanskrit slokas and

Tamil bhakti poetry.

The man who had profound impact on
Swamy’s development as a thinker and man
of action was C Jagannathachari. ‘CJ’ to the
Swamy family, was an eccentric genius of a
man whose interests and knowledge
covered a wide span of subjects, from
economics and world history and
politics to spiritualism and mysticism.
Jagannathachari, who was at the time the
editor of a financial journal, later became a
government official. CJ took the young

Swamy under his wing, and this unusual duo

was regularly seen taking long walks around
the famous lake in southern Calcutta. CJ
would expound on all his favourite themes on
politics, economics, history and philosophy,
and his eager young sishya lapped it all up.
Swamy began to think for himself and
became a voracious reader of books on all
these subjects, sometimes deputing his
brothers to read on his behalf and make
notes, summarising the books he did not have
the time to read! ¢J also introduced Swamy to
the esoteric practice of nadi sastras, believed
to be a system of reading of individual life
histories as told by an ancient sage, from a
vast collection of palm leaf manuscripts. (It is
this association that led to Swamy going to
Vaideeswaran Koil in Thanjavur in 1956,
along with CJ, to have a nadi reading done for
his elder brother Ramanujan, who was still

living in Bombay. The accuracy of the

Swamy was influenced greatly in his early years by C Jagannathachari. Their friendship was deep and special.
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AN ADMAN IS BORN

reading, of both the past and future, as
Swamy found out later, made him a firm
believer in the sastras. He then switched to
the Sukar nadi and began a lifelong
association with S J S Jayakanta Naidu, who
held a collection of nadi scriptures. Close ties
with the present guru S Kumaar marked
Swamy’s deep involvement with nadi till the
very end. Nadi sastra played a huge part in
Swamy'’s life, and after he came into contact
with it, he took no major decision without
consulting it.)

Swamy’s marriage was arranged while he
was in Calcutta. He married Pramila (alias
Radha), belonging to the M D Brothers’
family, wealthy timber merchants in Madras,
on 27 May 1948 at the family’s palatial
residence on Eldams Road. The horoscopes
matched and Swamy was by now a great
believer in astrology. He was delighted that
the girl was born under sravana nakshatra, the
same star as his ishta devata or favourite deity,
Lord Uppiliappan.

There was nothing very surprising about a
young girl from such a wealthy background
being given in marriage to a bright young

man of good, clean habits and with a good

Swamy set the standard
with a major report, which
won him plaudits from the
client and JwT London.
He also won his spurs from
his British bosses in India,
in particular Edward
Fielden, the man who was
Mr Indian Advertising

for decades.

job and a bright future. It was in fact not
entirely uncommon for parents, even wealthy
parents, especially in Swamy’s community, to
prefer academic qualifications, good job
prospects and character to wealth and
position in their sons-in-law and daughters-
in-law. Mrs Kamala Seshadri Iyengar, Radha’s
grandmother shed tears at the Central
Railway Station in Madras, while seeing off
the young couple en route to Howrah. Having

raised her grand daughter in luxury, she was

The National Library, Calcutta, where Swamy researched extensively for his report on tobacco. He frequently wisited this place
to expand his knowledge.
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not sure of what the situation would be for
the young couple in Calcutta.

Radha loved and respected her husband,
and was a great source of support to him all
his life, the difference in their social status
never coming in the way of her total
acceptance of him. Soon, the young couple
started their life together in Calcutta, but
their happiness received a setback when news
of Swamy’s father’s death reached them
on October 2, 1948.

Reluctant to project herself, Radha, a fit
77-year old today, still active in the kitchen
and the rest of the household, is chary with
words. When pushed to recollect the past, she
says: ‘Of the early days of our marriage, I only
remember how busy he was at work.’

‘While at Calcutta during the evacuation,

he learnt Sanskrit slokas and the Nalayira
Divya Prabandham for about two years from
Vedantachari. Voltas Narayana Iyengar and
Narasimhan were some of the older friends
whom he joined in these classes. He learnt
economics from Mr Jagannathachari, a
government official who became a lifelong
friend and mentor. Self-taught in so many
subjects, like history and international
politics, he read the Ramayana and
Mahabharata, from which he could quote
chapter and verse.’

The turning point in Swamy’s career with
JWT came while he was in Calcutta. When
Fielden received an inquiry from the UK,
about a market research study commissioned
by Murray Sons and Co., a client of JWT
London on tobacco plantations, tobacco
usage and the tobacco market in the
subcontinent, he quietly passed it on to
Swamy at Calcutta, little expecting any
serious results. Swamy, however, took the
task seriously as he did any task assigned to
him. For a non smoker who abhorred paan
chewing and cigarette smoking, never used
deodorant or perfume because he could
never afford them, he showed an unusual
aptitude for research and plunged into the
tobacco study.

Swamy set the standard with a major
report, which won him plaudits from the
client and JwT London. He also won his spurs
from his British bosses in India, in particular
Edward Fielden, the man who was Mr. Indian
Advertising for decades. The tobacco report
earned him a promotion to client servicing
and a posting back in Bombay.

That is how Swamy ended up back at the
Bombay office in 1951, when Fielden recalled
him. Another of Fielden’s boys, Subhas
Ghosal, a great name in Indian advertising,
and Swamy were to remain lifelong friends
and colleagues with a healthy respect for each

other’s ability.
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BACK IN BOMBAY

wamy spent the next four years in

Bombay, making an enormous success

of his new role in client servicing. In
that period, he built a tremendous network of
clients, knowing each of them thoroughly,
not merely as “accounts” to be serviced, but
developing great sensitivity to their needs and
problems. According to many of his clients
with whom he struck lifelong friendships,
most of them felt that he was synonymous
with JWT. He soon earned a reputation as a
good team leader and a sincere person who
gave honest, well-meant advice to his clients.

J C Chopra had joined Hindustan Lever as
a trainee in 1951. For a long time, Lever’s
advertising had been handled by Lintas, the
in-house agency. The first account to move to
] Walter Thompson was the Lux account.
That was when Chopra first met Swamy.
According to him, ‘Swamy was the moving
spirit of the JWT office, next to Mr Edward
] Fielden, who headed the office.’

‘Normally, the client-agency relationship is
quite a formal one, but I got to know
Mr Swamy quite intimately. I used to take his
advice on advertising as well as other matters.
He had built an enormous base of clients,
who basically felt he was JwT. They were
wedded to him, not JWT. A great team leader,
he built warm, close relationships. He was a
very sincere person; his sincerity came
through if you spent an evening with him.
Whatever he told you, came straight from
the heart.’

‘He was a dear friend, a very clearheaded
man, an excellent team leader, who knew
what he wanted and set out to achieve it.
There was no messing around, no changing
his mind, and he never played any games with
anybody. You knew within ten minutes of
meeting him that here was a very, very
straight man. He was a wonderful man.’

[t was during this stint at JWT Bombay that

Swamy masterminded a memorable campaign

for the Western Suburban Railway. It was a
public relations exercise to explain the
problem of overcrowding during peak hours
and pilferage in the trains to the commuter.

Single-handedly Swamy did extensive
research work with the Railway authorities
concerned and the travelling public. He also
studied the conditions prevalent during peak
hour traffic in the great metros of the world,
to draw parallels. With information scarce
and hard to come by, his effort was a major
task. The suburban trains and local
advertisements soon carried messages such as
‘The Railway is your property. Help us catch
the thief’ and ‘Overcrowding is inevitable
during peak hours, when we carry massive
numbers of passengers. The conditions are the
same in London and New York as well,” or
words to the effect. The campaign led to
better understanding among the travelling
public; it helped reduce pilferage in trains and
criticism on overcrowding.

Veteran advertising professional and now
educationist Walter Saldanha is an old
colleague of Swamy who has clear
recollections of the years he spent at JWT
Bombay with Swamy.

According to Saldanha, who joined
Thompsons in 1951 as a stenographer, he was
a small man in the agency, and Swamy was
senior to him in every way, in terms of age,
seniority, and what he was doing. He was
already attached to a group of people
servicing major clients. Thompsons in those
days was the leading advertising agency. ‘To
get into the agency was regarded as a blessing,
and you had achieved nirvana. You got a
chance to work with senior executives who
were one step ahead of the rest. Those days,
we were paid our salary once a week.
Therefore we were paid 52 weeks’ salary
in a year, instead of 48 weeks’ salary!’
he reminisces.

Swamy’s group was headed by an



American called Ray Senior, a very dynamic
person. Advertising was still in its infancy,
and Indian advertising came imported along
with the products imported. The advertising
for a product came as a total package from
abroad and the Indian agency only changed
the name of the distributor or the selling
agent. There were few clients who asked
Indian agencies to create local advertising,
and as it cost money, most clients used
international advertising. Because of its
international connections, Thompsons
enjoyed tremendous strength in being able to
leverage international accounts and therefore
source international advertising material for
their clients. ‘Whether it was Champion
spark plugs, Ponds or Kodak, JwT India always
had advertising material coming from the
international parent company.’

Geoffrey Manners was an Indian company
that was introducing the toothpaste Kolynos,
and Swamy was attached to the group
handling that account. He was a very active
member of that group. Swamy was like a
little child, possessed by what he was doing
on that account, because it involved a great
deal of study. For once, the material was not
presented on a platter. The agency had to do

The headquarters of the Western Railway, one of Swamy’s earliest clients

some real work, and its personnel had to use
their talent, their grey cells. Here was
Swamy’s opportunity.

The makers of Kolynos came out with this
idea of advertising it as toothpaste with
chlorophyll in it. It was the first toothpaste
with chlorophyll, and ‘made a song and dance
about it.” A lot of research had to be done.
Swamy had tremendous insight, he had the
ability to understand the minds of readers,
finding out why they would like to use a
toothpaste that offered the benefit of
chlorophyll. He would ask himself “What are
they using today and why would they want to
use a toothpaste with chlorophyll?”” On the
answer to the question would depend the
theme of the advertisement.

That was a time an advertisement with
a smart headline and a good looking girl in a
good-looking layout, was considered a good
ad, and advertising was sold on golf courses
over lunch or dinner. Kolynos was a product
whose advertising needed consumer insight
based on research; it required analysis of
figures. Swamy was extremely good at
understanding such figures and translating
them into real ideas. With his logical mind,
he was interested in producing advertising
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BACK IN BOMBAY

that was result-oriented, not flippant. It had
to bear relevance to the objective to be
achieved. That was creative advertising

for him.

Saldanha remembers Swamy’s ‘tremendous
strength in selling such advertising to clients.
His approach to advertising was a hard sell
approach, a reason why approach’. He was
able to convince the client that a pretty face
was not necessary to sell his product. The
inherent features of the product would sell it.
He was good with figures and his creative
ideas were based on hard facts. He had the
ability to argue, debate, and word got around
about these traits of his. Research was
Swamy’s strength, it was the basis of his
thinking, and helped him arrive at good
concepts, and argue with his clients. There
were no hollow ideas, no shallow thinking.

On reflection, Saldanha is convinced that
Swamy was driven by the passion that one
day he might run his own agency, though he
never expressed it. Saldanha could see as they
were climbing up the ladder, that he was
gathering speed with every promotion he got.
Increasingly, he came to handle a variety of
accounts, as one by one, the foreign bosses
left India. Everything he did bore his stamp.
He believed in documentation; that nothing
short of facts and insights could lead to good
advertising. He had a very good mind for
media. He could argue with people within the
agency. He never accepted anything lying
down, within the agency or with the client,
arguing up to the point he had perforce to

give in to the client.

“When you are spending
the client’s money, you are
the custodian of his money,
therefore spend it wisely.”

Swamy was also dealing with a paint
account, Jenson & Nicholson, which allowed
the use of colour. The foreign clients
appreciated good work and the importance of
advertising, unlike Indian clients, who felt
you did not need advertising in a controlled
economy with an assured market. He was
constantly busy and worked very hard, long
hours, not merely on weekdays, but also on
Sundays and holidays. He never let his clients
down, and met every deadline. These are
some of the qualities that made him what he
was, according to Saldanha.

Swamy sometimes reported directly to
Edward ] Fielden, the MD, a stickler for
delivery on time, ensuring client satisfaction.
You had to do a good job, the best job
possible everytime; there was no compromise
on quality. Fielden was a man of details. You
had to explain everything to him, long copy,
short copy, visuals. He insisted that you show
the client a complete layout. ‘Don’t give a
client a layout which doesn’t look like the
final product; it’s like showing your father a
rough sketch of the girl you were going to
marry,” he would say.

‘From Fielden, Swamy and all of us learnt
the finer points of good management of
advertising. He taught us discipline. This is
what Swamy inherited from Fielden and
Thompsons. The discipline extended to
finance. You couldn’t travel by taxi if there
was a bus available, just because the client
was footing the bill. Mr Fielden would
question every rupee you spent on taxi fare.
“If it was your money, would you spend it?” he
would ask. “When you are spending the
client’s money, you are the custodian of his
money, therefore spend it wisely,” Fielden
would say. He was giving you a lesson in
economics and planning. This is what Swamy
gained in that process,’ says Saldanha.

In the mid-fifties, Swamy got his chance.
He had reached a point when he couldn’t



progress any further in the agency, at least in
Bombay. This was the time JWT opened its
Madras office and Fielden posted Swamy to
take charge of it. The South was the smallest
advertising market in the country. The
businessmen there were very careful with
their money, but Swamy’s confidence had
reached such a level that he could say to
Fielden, ‘Give me a chance to go to the
South, and I will make it happen.’

Once in Madras, Swamy proved his mettle
and brought in the accounts of Ashok
Leyland, Parrys and Ti Cycles. The Binny
account was already there. By and by, he
began to build the strengths of his office
locally. Displaying tremendous drive and
energy, Swamy delivered, doing what most
people thought he could not. He made a
success of his mission. ‘He succeeded in an
industry whose trappings were wining and
dining, long hair, coloured clothes, and what
have you.’

‘Swamy was a man of many parts. He
could at a pinch write copy if needed! That is

how we grew in Thompsons. We were driven

to do certain things by circumstances, and the
training stood us in good stead’.

Saldanha saw Swamy as a man of great
conviction, in the midst of shallow men who
dot the industry. He saw advertising as a
serious business. In his own solemn way,
despite his lack of formal education, he
brought common sense, ability, confidence,
dedication, determination and foresight to his
work. Ultimately, these values made him a
legend in his own lifetime. ‘He was one of
those trained to run with their feet on
the ground, not in the air. He lived by
those tenets.’

‘Swamy created an aura around him. He
fired people who worked around him
with the spirit of challenge, of defiance.
There are no shortcuts to reaching the top,
was his message. He proved that you could
reach there without doing any of the
conventional things.’

‘He had the personality to head the
agency. He developed Thompsons South from
nothing. He had the mettle to perform

and deliver.’

Fielden was very fond of |
Swamy and engaged him

in all important aspects of
the agency and industry. H
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THE MOVE TO MADRAS

hen Swamy moved to Madras to

expand JWT’s operations there, it

was not the best of times for the
advertising business, nor was Madras a
marketing or advertising savvy city.
‘Conservative’ was an understatement when it
came to describing the attitude of most
Madras-based enterprises towards any
expenditure on marketing in general, and
advertising in particular. The city’s first
skyscraper housing the LIC office on Mount
Road was in the future, its tram service was
slowly grinding to a halt, Chevrolets,
Plymouths and Dodges were still a gracious
presence on its streets, and colour
advertisements were not even a gleam in the
eye of the inveterate optimist among account
executives. Madras was no more than an
overgrown village or at best a conglomeration
of several hamlets, where temple bells and
church bells and muezzin calls ushered the
day in before dawn, men were barely
beginning to discard the solar topees that
their British masters had introduced, and the
only night life available was in the form of
the ‘second show’ at its cinema halls.

[t was in such an atmosphere that Swamy
opened shop for JwT, with the barest
minimum of furniture, a lean staff of four, and
the daunting prospect of converting hardcore
Madrasis into advertisers substantial enough
to justify his move from the safety of the
Bombay headquarters.

The late K S Krishnamoorthy’s association
with Swamy began when JWT began its
operations at Madras in October 1955,
although he had met Swamy earlier in 1950
at a dinner at a friend’s house in Calcutta.
(KSK was one of several old Swamy associates
to be interviewed during the writing of this
book). He was perhaps Swamy’s first recruit
in Madras, beginning his life in JWT as a
steno typist. All creative work was done at
Bombay, the head office. That was the time

Union Minister Rafi Ahmed Kidwai
introduced the Night Airmail Service and
JWT South was able to service its clients
thanks to that.

‘With his relentless pursuit and talent,’
Swamy added so many new accounts in a
period of one year that JWT felt that it could
no longer service the Madras clients
efficiently from a distance. So the office was
made into a full-fledged branch, with all the
departments functioning under Swamy’s
supervision. This was the time Umesh Rao,
an art director of repute, moved to Madras
from Bombay to head the art department.

Within a decade of existence, JWT South
moved into a spacious building at Fagun
Mansion, on Commander in Chief Road,
with a staff strength of nearly 75 persons,
fulfilling a long-felt need of business and
industry in Madras. ‘The client roster read
like a who’s who of Madras, Bangalore,
Hyderabad and Cochin,’ recalled KSK. KSK
listed the reasons for this progress: ‘This
stupendous performance was not a little due
to the dynamism, entrepreneurial and
management capabilities of Mr Swamy. The
factors behind this success he achieved in
advertising agency management were: that he
delegated responsibility, he had and gave full
freedom of action, he practised prudent
financial management, he groomed a strong
professional team, he was obsessed with
quality and thoroughness, he developed a
personal relationship with the clients, and
above all maintained high standards of
business ethics. This approach gave him
time to develop business contacts, improve
client relations and participate in social
activities in the fields of education
and health.’

KSK narrated a couple of instances ‘to
demonstrate Mr Swamy’s professionalism and
his human side’. ‘In 1961, we had an

important but non-advertising assignment on



our hands, when Queen Elizabeth of England,
came to Madras. We were asked to put up two
decorative welcome arches on Mount Road,
near the airport. The job was tough because
the span of the arches was very wide. We had
to do the job without digging the road for
supporting the pillars, filling tar drums with
sand on either side of the road for that
purpose. As the traffic was very heavy, we had
to carry out the erection only the night before
the queen’s visit. In the end, we managed to
bring it off, with our staff controlling the
speed of the vehicles on the road, literally
acting as traffic policemen. Swamy and some
of his colleagues, including me, were on our
feet all night. It was a cool February night
and we completed the job around 6.00 a.m.
Mr A M M Arunachalam, the Chief
Executive of the TI Group was the client with

British connections and he visited us around
four in the morning. He was satisfied with the
job we had done and remembered it for a long
time afterwards. Mr Swamy dropped me home
after that. The door was locked and my
neighbours informed us my wife had been
admitted to Isabel Hospital for delivery.
When we reached the hospital, we learnt that
she had delivered a baby boy. Mr Swamy
insisted on buying sweets - a substantial
quantity of Parry’s Lacto Bon Bon, his
favourite toffees.’

Two months of preparation preceded a
major presentation JWT made soon afterwards
to TI Cycles. Swamy deputed ksSK and other
colleagues to travel extensively in the country
to gather insights into the competition faced
by the brand in question. They used all means

of transport - air, train, bus, boat and so on -

Swamy with his colleagues, K Rangarajan, K S Krishnamoorthy and T S Nagarajan.
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A M M Arunachalam in conversation with
Edward ] Fielden while Swamy looks on.




THE MOVE TO MADRAS

and met a vast number of people, vendors,
factory workers, students, and many others.
Swamy had the ability to assemble the right
people and get the best out of them. Money
was no constraint when it came to giving the
client the best deal possible. The sky

was the limit, and Swamy spent a fortune on
the TI campaign. The income from that
campaign was hardly commensurate with the
expenditure. It however had a long-term
impact, as the account stayed with JWT for
many, many years. Out of that nationwide
research project came the slogan, ‘Hercules:
A Lifetime Companion’, based on what one
of the respondents told the researchers.

The presentation of the proposed
advertising and marketing campaign lasted
four hours. All the top executives of the
company sat glued to their seats. It was a four
- pronged presentation of slides, 16 mm film,
and recorded cassettes with video and
computers still in the future. ‘Mr Swamy
skilfully presented the final proposition, a
masterly presentation of high calibre,
meticulously planned and professionally
executed. We had no facilities those days,
and we carried a carload of equipment and
material’, KSK recalled.

The client applauded Swamy for the
presentation, appreciated his efforts and
profusely thanked him, going on to confirm

the continued awarding of the advertising

“Swamy had the ability
to assemble the right
people and get the best
out of them. Money was
no constraint when it
came to giving the client
the best deal possible.”

contract to JWT. ‘Significantly, he ordered
that all the material available in the
presentation be transferred to the company’s
archives for later study and assimilation, and
also safekeeping from competitors’ eyes!” The

JWT team took only the hardware from the

“He possessed a horizon
outlook, with a grassroots
approach to problems. The
fragrance of his saga of
success from humble
beginnings to his pre-
eminent stature will surely
endure for posterity.”

room when they left. The collation of
information over the last two months and the
actual presentation had indeed been a
Herculean task. Appropriately, the product
was the Hercules bicycle launched by TI. The
resultant campaign, which featured Test
cricketer Venkataraghavan among others,

ran for several years.

KSK was firmly convinced that it was
Swamy who put Madras on the advertising
map of India. Swamy was guided in all his
endeavours by the Gita principle: ‘Your
right is to work only, but never to the
fruits thereof.’

Swamy groomed many advertising
professionals in the country. ‘To sum up, he
possessed a horizon outlook, with a grassroots
approach to problems. The fragrance of his
saga of success from humble beginnings to
his preeminent stature will surely endure
for posterity.’

Another old JwT hand, Ram Sehgal,
(former Managing Director, Contract
Advertising, a JWT subsidiary) came into
close contact with Swamy in the early 60s.

‘Mr Swamy features in Ad people I can’t



"1 want
to make certain

| have locked up

my Hercules"

The Hercules is his most
precious possession

To Buy A CYCLE, you and your family will probably deny
yourselves in many ways saving on bus fares and
luncheon expenses, on sarees and jewellery...

Naturally you'd like to buy the very best. Buy a
HERCULES. It's the most wanted cycle in over 134
countries around the world. Its streamlined beauty,
smooth effortless drive, make it the finest cycle you can
buy.

Every component in the HERCULES cycle is
manufactured to exacting standards at the largest, best-
equipped factory in India. It is rust-proofed by a special
“Spra-Garnodizing” process
and enameled thrice to give
the sparkling finish that
lasts.

Your cycle is an invest-
ment - Hercules is the best
value for your money.

Hercules

is more than a cycle-
it's a lifetime companion

Made by:
T.1. CYCLES OF INDIA
Ambattur-Near Madras
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Chief Minister

K Kamargj and
Gowvernor Bishnuram
Medhi inspect the
Republic Day float
made by JWT for the
Parry Group on
26th January 1960.

forget, one of the chapters of my book in the

making, Mixed Feelings. When [ joined
Thompson 32 years ago, Mr Swamy was
running its Madras operation. He was already
a legend in advertising. Everyone respected
him. As a Director, he would come down to
Bombay to attend the quarterly board
meetings. My secretary would tell me,
‘Mr Swamy’s here,” and I'd stand in the
corridor hoping to catch a glimpse of the
man. | never got to shake his hand or talk to
him. To me at that stage he was a giant.’
Sehgal made contact with Swamy when
the Calcutta office under Subhas Ghosal was
handling Nestle Delhi, as jwT’s Delhi office
was a small one with no business
development. Ghosal did the creative
thinking. When the Nescafe account came up
for review, the client put it up for a
competitive pitch. ‘John Gaynor was hopping
mad, and Ghosal said, “Let’s not pitch for it.
When we the incumbent agency are being
asked to pitch for the account, it means they
don’t want us.”

Nevertheless, Gaynor wanted JWT to pitch

for the account, and he asked Swamy from
Madras to handle that task. ‘He was pitting
one legend against another’ as Sehgal put it.

Swamy told headquarters that he needed
an account manager to assist him for ten days.
Sehgal was deputed for the job, and he went
to Madras with some trepidation, ‘as there
was this myth that the man was demanding,
uncompromising, so on and so forth. I was
really scared.’

In Madras, when Sehgal ‘walked into the
lion’s den,’ the myth was destroyed in a few
moments, when Swamy got up and walked
over to Sehgal, making him feel comfortable.
He said, ‘You have come about a coffee
account, so you'd better have coffee first.’

Without further ado, Swamy straightaway
came to the task at hand. “Have you got a
writing pad?” he asked, and rattled off details
of the work to be done. “These are the things
you need to do. One, two, three.” Sehgal was
taking notes. “First research - [ want Nag to
arrange these groups. | want to see the guide
questionnaire.” ‘He reeled off ten things

[ needed to do in a day and a half. I said to



myself, “Does this man need help?! He has it
all worked out.”

When Sehgal sat down in his room to
study it, the plan made complete sense.
Swamy had done the whole thing for him
and he only had to follow up.

During those ten days, Swamy kept
himself completely hands-on on the project
despite running a large office. He knew hour
to hour what was happening in the agency on
that pitch. ‘I’d never seen a man with so
much overview and detailing at the same
time. People who have the big picture are
often not good with details and vice versa.
Mr Swamy was going into every detail:
“This bromide won’t come on time. So do
this logo”, etc.” Sehgal was hugely
impressed. ‘Those ten days were my

education. Mr Swamy showed me how the

big picture could be drawn and he gave me
meticulous details.” “After planning
everything, sit down and think what can go
wrong, and plan for it. Plan for failures. You
may think everything is under control, but
when things go wrong, don’t get unnerved,
have ready solutions to likely problems,” he
advised his young colleague.

According to Sehgal, in those ten days, an
enormous amount of work was done for the
pitch. ‘We carried a whole suitcase of
material. Research, writing a brief, pre-testing
ads, storyboards, the works. Slides had to be
made mechanically those days. His room was
like the VT station platform.” The Delhi
presentation was made but the account went
to McCann as predetermined, we learnt later.
The gain for Sehgal was what he learnt from

his brief association with Swamy. “His

Colleagues for three decades and friends for life, Subhas Ghosal and R K Swamy had a deep mutual affection and

admiration for each other.
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“They received me like

family. I was just 21 and it
mattered so much to me.”

insistence that ‘God lives in the details’ made
a great impact on me.”

After that Sehgal had no personal contact
for years with Mr Swamy, though the
relationship remained cordial at chance
meetings at airports etc. ‘He was very warm
and caring though formidable.’

V Narayanan, one of the outstanding
marketing professionals in India, who now
heads a management education institution,
ACME, came to Madras in 1967, after joining
Ponds India in Bombay. He had been with
Hindustan Lever and Unilever in the UK for
ten years. He took over as Marketing Director
of Ponds, and the company moved from
Bombay to Madras.

‘JWT was our advertising agency in
Bombay, and the JwT branch had opened in
Madras with Mr Swamy in charge,’ recalls
Narayanan. ‘When we arrived here, we
became their No.1 account. By Bombay
standards, we were not a very large account,
but in Madras, we were by far the largest
account he had. Apart from that both our
offices were housed in the same building. My
previous boss, Mr Mani, and Mr Swamy were
personal friends, having lived in the same
neighbourhood. As a consequence, we got to
know each other very well.’

Art director Chuni Lal Dutta Gupta

C L D Gupta and R K Swamy

(Retired Group Creative Director, JWT) came
on transfer from JWT Calcutta to Madras and
met Swamy on 18 Feb 1957, though he had
seen him at Calcutta in 1954. It was a
memorable day. Gupta landed in Madras
early morning by the Howrah Mail. As his
boss Subhas Ghosal had asked him to meet
Swamy the day he arrived, Gupta went
straight to his house. Swamy and Umesh Rao
were then staying in the same building,
upstairs and downstairs. ‘They received me
like family. I was just 21 and it mattered so
much to me,’ recalls Gupta.

Swamy then lived off Sir C P Ramaswami
Iyer Road, in Abhiramapuram, a residential
locality in the southern part of Madras. It was

not even a tarred road then, and had many



vacant plots. Gupta later went to the office,
which was then located on the Speedaway
building on Mount Road.

It was a very small office, with just two
chairs, two tables joined together, a
telephone, typist Ramasethu, KSK, Swamy,
artist Rangarajan, and a handful of others.
Swamy and Umesh Rao made a great pair.
The Madras office was so much smaller than
the huge Calcutta office. ‘Moorhouse had
been our manager and Mr Fielden used to
drop in. Mr Ghosal came from a big family,
had been born into wealth. We all worked
day and night, just as we did in the Calcutta
office. All the creatives for the Madras office
were earlier done at Bombay and Calcutta.
Clients like Binny and Parrys sweets were
handled from there. To Mr Swamy, work was
worship, and all of us followed his example.’

Gupta did not go to Calcutta for two years
after moving to Madras. In fact, he did not
even see the girl he married till the day of the
wedding. He was so busy he couldn’t make an
earlier trip. Heavily involved in getting an
exhibition ready in Delhi, Gupta asked his
parents, “Why should I see her when you
have selected her as my bride?”

In the first two months in Madras, Gupta
feels he learnt what he had learnt in two
years in Calcutta. ‘I learnt what advertising
was all about. Mr Swamy never treated me
like a junior. Above me in Calcutta, there
had been Account Directors, Creative
Directors, Managers, a whole lot of them.
Here I was reporting direct to the Manager,
though it was hard to tell who the manager
was, Mr Swamy or Mr Umesh Rao!

Mr Umesh Rao was senior in age, and
Mr Swamy gave him so much respect.’

Swamy and Umesh Rao were so close to
the client. “Any problem of the client is a
problem of the agency” was their philosophy.
“They have placed their trust in us, and we

are spending their money for them. We

should produce results for them,” Mr Swamy
used to say. When TI Cycles launched new
products, JWT successfully tackled their
problem in marketing them. The result was
that the campaigns were well received and led
to increases in their advertising budget year
after year. That was Swamy’s real success.

Swamy’s ability of getting under the
client’s skin had led to the successful
handling of the TVS accounts - Southern
Roadways, SI (Sundaram Industries) Rubber,
sI Retreading and others. S M Ramaswami,
the advertising manager in TVS then, had a
great command over the advertising needs of
the group. He and Swamy enjoyed a great
rapport. Swamy and Umesh Rao would
discuss the advertising needs of each unit
with him and do a thorough job of it.
T S Nagarajan joined the office then and he
was a very good research man, very thorough.
He would travel extensively to every nook
and corner of the areas TVS served and based
on his findings the agency would make a
detailed creative presentation with visuals,
two alternatives each and so on.

‘Mr Swamy wanted me to think and act
like an adman not an artist,” Gupta
acknowledges. ‘He took part in all the

Swamy’s modest house in Abhiramapuram, Chennai,
1955 to 1966.
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The JWT office at Mohan Mansion - 1958 to 1968. Swamy and Umesh Rao found their
team had to expand to keep up with the rapid expansion of business.

creative meetings. As the clientele grew,
there were different creative teams for
different clients. Almost every week, new
clients came in, making the competition
nervous. Ghosal and Fielden would send us
congratulatory messages and Mr Swamy
would share these with us. “Your
achievements have been recognized,” he
would tell us. For us youngsters, the
campaigns, like the new TI Cycle ads -
Hercules, Philips, BSA - were exciting. We
had no facilities like now. We had no in-
house photographer, no dark room. Even to
make prints, we had to go to a lane near
where the Anna Statue stands now on Mount
Road. Typesetting was done at another place.
As

90 % of our clients were new clients,

Mr Swamy and Mr Umesh Rao made it clear
that our presentations had to be top class.
We'd do illustrations, get the typesetting
done, and make neat artpulls for the
presentation. Mr Swamy was a great believer
in research and market analysis. He was sure
that the client should see a complete
advertising product. Mr Umesh Rao was a

very good creative person, who had a feel for

the pulse of the people for whom the
campaign was meant. The campaign must
touch their hearts, they felt, and make them
want to buy the product or accept the service
being advertised. None of our campaigns were
rejected. Never. Because they were tested
before they were presented.’

Within six months of Gupta’s joining the
Madras office, the office had to move because
the business had expanded, and JwT Madras
had more and more people. They first moved
to Mohan Mansion and then to Fagun
Mansion. One after another, three floors
were occupied as more and more creative
and client-servicing executives were hired.

Those days, agencies did not use
photography much in advertisements
because the quality of reproduction in the
newspapers was a problem, especially in the
vernacular newspapers. The ads of products
like bicycles and Amrutanjan, the pain
balm, were often directed at rural readership
and the quality of the newsprint in the
language newspapers was not quite up to the
mark. Only quartertones were to be used.
[llustrations were extensively used and
illustrators were in great demand. Production
manager Padmanabhan, in time, became a
good photographer. He would shoot pictures
and Gupta would use them as references.

He didn’t have to draw from memory or
sketch on the spot. ‘In a Hercules cycle
campaign, we made Mr Swamy and Shekar
model as father and son, which they were!’
recalls Gupta. The headline for that ad was
‘A lifetime companion.” ‘Mr Swamy had a
very good rapport with Mr Iyer of TI Cycles
when the Philips cycle brand was launched.
We sent the ads for publication and display at
Commercial Artist Guild (CAG), Bombay.
Those days, that was the only ad club in India
and agencies from all over India, Madras,
Calcutta, Delhi, sent their entries there.’

‘Mr Swamy made a great contribution to
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Fagun Mansion, Chennai. The Ponds account, Swamy’s biggest catch, had followed
him from Bombay to Madras. It was but natural that JWT South and Ponds should be
located in the same building. The move to Fagun Mansion took place in 1968.

advertising. His impact was all India; I don’t
think it was confined to the South. He
developed so many people he recruited. He
worked along with his team, very often late
into the night. I remember his working at the
office till two a.m, then going home and
leaving for another city early morning.
Sometimes he would work all night and then
drive to Trichy in the morning. Whatever
time it was, Mrs Swamy would still be sitting
up for him. We youngsters were welcome at
his home, we could knock on the door at any
time of day or night if the work demanded it.
Mrs Swamy would offer us coffee every time.
Mr Swamy’s mother too was very kind to us.
We could freely walk in and out of the house.’
After 1965, a new generation of executives
came in to advertising. Slowly, Umesh Rao
moved out of the mainstream activity and
began to look after a handful of clients like
TVS. The new people had ideas different from
Umesh Rao’s and Swamy’s. S N Nair who had
come from Bombay did fashion advertising
like the campaigns of Bombay Dyeing or
Mafatlal. Binny was a big advertiser and the
Binny client knew what he was getting when

he saw the JWT campaigns for Cotswol or
Binny drill. They had an understated elegance
about them. Nair’s new campaign used
fashion models and was altogether more
glamorous. Swamy and Umesh Rao thought
this was not appropriate. “This is not the
market we are addressing,” they said. ‘But

the client accepted the new campaign and
the ads were released, but Mr Swamy was
100% correct, and it bombed. The new
generation may believe in hype, but according
to Mr Swamy the truth must be told. That’s
where Mr Swamy and Mr Umesh Rao scored.
They felt the pulse of the target audience.
This is where Nagarajan too was good. They
knew that if you are selling a product or
service, you must decide first who the target
audience is.’

Another successful campaign was the
Ashok Leyland campaign. The objective was
for their trucks to gain greater acceptance
than Tatas’ and the JWT campaign
accomplished that. In this, the agency
benefited from its association with its clients
TVS, who were the distributors. Swamy’s boys
were able to gain firsthand knowledge of the
target audience with their help.

The first BHEL campaign, probably the last
one Swamy masterminded while still with
JWT, gave Gupta the most creative satisfaction
of all. BHEL had many problems at the time.
Their image was poor and a lot of noise was

“None of our
campaigns were
rejected. Never.
Because they were
tested before they
were presented.”
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“He developed so many people he
recruited. He worked along with his

team, very often late into the night.’

)

Swamy with Umesh %
Rao, his first creative N

partner in Chennai.

being made in Parliament about it.

V Krishnamurthy (VK) was at the helm in
BHEL, Trichy and he had seen jwT’s work for
Best & Crompton in the form of leaflets and
booklets. VK was impressed by the quality of
the work and asked who had done that work
for Best & Crompton. He had particularly
wanted to know who did the illustrations.
This eventually led Swamy to meet
V Krishnamurthy.

After Mr Swamy met VK, he deputed TSN
to visit the remote places where BHEL Trichy’s

boilers were installed. TSN did an extensive

survey and submitted a report on each plant:

How much power was generated? Who were
the beneficiaries? Agriculture? ssI? Townships?
Common people? Copywriter Ramaswami
whom Swamy had groomed was a brilliant,
sensitive person, a fantastic writer, who
unfortunately died young. ‘Ramaswami and

I together came up with a campaign idea,’
Gupta relates. ‘Ramachandran, an assistant of
photographer Harry Miller, joined us then.
We wanted to feature the power generated by
the Ennore power station where BHEL

equipment was installed. In our scribble, we



showed transmission lines, paddy fields, water
pump sets. We scouted around in Porur, then
full of paddy fields. At Porur, we found an
irrigation water pump and children playing in
the gushing water. There were transmission
lines and paddy fields in the background and
we had all the elements we needed to show in
one single frame. We used photographs of the
children playing in the water, Ramaswami
wrote the line, ‘Power to the People.” The
photographs had to be taken very carefully to
reproduce well. Light and shade had to be
contrasted sharply and strong sunlight was
needed. We waited for proper sunlight, asked
the kids to go on playing, and then shot the
pictures. We made a complete layout and

Mr Swamy with the help of our media

Planting prosperity through power...1

New power from Ennore will turn a tale of woe
into a song of joy!

plied by the BHEL

creating the power
to prosper

BHARAT HEAVY ELECTRICALS LIMITED
High Pressure Boiler Plant, Tiruchirapalii-14

manager Warrier made a media plan
presentation as well as creative presentation.
By his salesmanship, Swamy turned what
might have remained a catalogue design
account into a large account.’

‘After the presentation, Swamy came into
our room and said that VK had not changed a
single layout, a single word. ‘Swamy was a bit
worried about the short time available and
asked Gupta how long it would take to get
the final artwork ready. ‘I had everything
ready for the release of ads and told him
[ was only waiting for release instructions
based on the media plan. That’s how we
worked together.’

Gupta stayed on in JWT until his
retirement, and though he did not join
Swamy’s agency, his respect and admiration
for his former boss have never left him.
‘When my book of illustrations on old Madras
was brought out by city historian S Muthiah,
I told him I wanted Mr Swamy to be the first
recipient of the book. I went to Mr Swamy’s
office to give him a personal copy and invite
him to the function to receive the first official
copy. He said, “You can’t ask me to come, you
must order me.” Such was his loyalty and
affection for people who worked with or
under him.’

At an election meeting in Calcutta,

Indira Gandhi referred to the slogan

‘Power to the people’ which made the BHEL
campaign so successful. The client liked it so
much that the campaign carried on from 1968
to the 1980s.

‘When I think of Mr Swamy, I think
of the words, “honest”, “committed”, and
“great achiever,’ asserts K Rangarajan, a long
time employee of ] Walter Thompson, until
his voluntary retirement a few years ago. ‘Self-
belief was his dominant attribute. An
incident in the Thompson Madras office -
where [ worked from 1968 to 1994 - comes to

mind. A major client, a very big name in
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The tough o1

Ashok Leyland Comet thrives on hard work

ASHOK LEYLAND LIMITED
Enn

It's a heavy - duty track. One of a race of giants.

A sturdy 7/1.2- tonner that can effortlessly carry
more (where local rules permit). Economical to
maintain. Easy on replacements. Amazing in fuel
economy.

A great truck. And a popular truck, too ! Why not
make a decision today? Buy it. Make a fleet with
it. You'll never regret it!

Strike a partnership for profit with

ASHOK LEYLAND GCOMIET

ROBUST... RELIABLE... ECONOMICAL

industry had come to our office, and everyone
was raving about him. Mr Swamy said to us
all: “Why are you so awestruck by him? True,
he is a great figure in his own field, but here,
he has come to us to seek our help, our
advice. He doesn’t know anything about
advertising, we have to teach him, advise
him.” Such was his confidence.’

‘Mr Swamy never finished school, but his
reading and learning were phenomenal,” says
Rangarajan. An Economics honours graduate,
Rangarajan was amazed at the depth of his
mentor’s knowledge of economics after he
spoke to him on the subject one day, freely
mentioning such topics as consumer surplus
and indifference curves. In explanation of
how he acquired all that knowledge, he said,
“You had a youth, you went from school and
college to a playground. I went to work at age
17, and after office, went to the library,

[ missed out on playing games.”

Swamy was thorough in any subject he
learnt. Another secret of his astonishing
reading was his insomnia, according to
Rangarajan. He read himself to sleep late at
night, well after midnight. At the office, he
would study the Reserve Bank’s periodic
economic surveys, mark the thrust areas
identified by the Bank and send them on to
the research department. In Calcutta, he had
disregarded his English boss’s pessimism
(when he showed him an article on media he
had written for publication) and surprised the
boss by getting his writing published in a
magazine. He was pretty good at writing
media reports, and his famous report on the
tobacco industry is by now part of
advertising history.

‘When he came to Madras, Swamy knew
no one here; he did not even own a car. His
in-laws gave him some business leads, and he
borrowed a car belonging to one of them,

M S Pattabhiraman, and went round meeting

prospective clients like T S Santhanam of



TVS, ‘Swadesamitran’ C R Srinivasan of
EID Parry, and M V Arunachalam of
TI Cycles.’

V Vaidyanathan, a director of the Tamil
weekly ‘Kalki’, and brother of
V Krishnamurthy of BHEL fame, who
remembers the close friendship between
Fielden and the Sadasivams, corroborates
the catalytic role Sadasivam played in
Swamy’s career. Fielden would stay as a guest
of Sadasivam and M S Subbulakshmi at
Kalki Gardens at Kilpauk whenever he
was in Madras. It was at Fielden’s instance
that Sadasivam decided to take Swamy
under his wing.

In fact, says Vaidyanathan, Swamy, in his
early thirties then, was quite daunted by the
prospect of calling on the industrialists and
businessmen of Madras none of whom he
knew on a social level. Sadasivam and
Swamy’s in-laws, however, believed he could
impress the elite of Madras with his thorough
knowledge and sincerity of purpose. Armed
with that kind of moral support, Swamy’s
natural abilities soon came to the fore, and he
was in his element before long.

Soon after JWT South opened at the
Speedaway building, T S Santhanam of TVS
visited Swamy at his office one day. There
were only two chairs and a table, where
Santhanam might have expected a posh office
(as JWT was an international agency), but in
the next couple of hours Swamy captivated
him with a detailed exposition of JWT
worldwide, JWT India, and the advertising and
marketing strategy he was proposing for TVS.
At the end of that inspired lecture, he won
the TVS account for his company.

‘Mr Swamy and my late brother
M V Arunachalam were contemporaries,
interacting with each other in the Rotary and
all other activities, though Mr Swamy’s first

contact with my family was when he met

my uncle Mr A M M Arunachalam in the

Swamy and Rangarajan shared a good relationship in JWT.
Rangarajan however did not join Swamy when he started his
own agency.
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Swamy in sation with M 'V Aru am and D P Rangaswamy.
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With S H S Mani, former Managing Director, Pond’s India Limited. They were friends for life.
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fifties, to persuade him to move the TI
group’s advertising business to ] Walter
Thompson’ , reminisces M V Subbiah,

now an elder statesman of the TI/ Murugappa
group, recently retired from active business.
‘Mr Swamy succeeded in his mission and the
result was the memorable campaign JWT
developed for Hercules bicycles, which had
the slogan, ‘Lifetime companion’, and
represented a villager and his family, all
users of Hercules cycles. This was a fantastic
campaign that went on for ten years. By the
time I came into the business, Hercules

was a well-established name in this part of
the country.

According to Subbiah, Swamy was very
proud of the campaign as TI was the first
account he secured for JWT South, but he was
equally proud that he managed to convince
Mr Arunachalam that he must advertise his
products even if he had no difficulty in selling
them under the license-permit-quota raj, in
which demand far exceeded supply. It was his
view that it was important to build your
brand, for the time would come when the
industry would open to competition and there
would be a glut in the market. ‘He proved so
prophetic, as indeed the Hercules brand was
firmly established by the time the government
controls were eased and competition began.’

Subbiah’s other memory of Swamy’s
accomplishments is of the successful conduct
of the Business Leadership Conference by
‘him, Mr M K Raju and my brother
Arunachalam at Abbotsbury in the late
sixties. They did an excellent job, when the
concept of business leadership was very new,
and they had the younger business people all
charged and motivated’.

According to Rangarajan, Swamy built his
career in Madras based on his public speaking
ability. He was a popular draw at Rotary and
other meetings, and that is how he became

known in advertising circles.

But for a peculiar circumstance,
Rangarajan would have never joined JWT as
he is related to Swamy. The latter held the
view that no relative could apply for a job in
his agency. ‘I was applying for jobs elsewhere,
and invariably gave Mr Swamy’s name as
reference because by that time, he was a
director in JWT. I naturally had to keep him
informed. When the agency desperately
needed someone to go to Cochin as resident
representative - a stipulation by a new
prospect, Coir Board - Swamy asked me to
appear before his colleague Umesh Rao for
an interview. There was no commitment,
but if Umesh Rao found me fit, Swamy
would not “interfere!”

Umesh Rao interviewed Rangarajan for
more than two hours, and at the end of it he
found him the most suitable among the
candidates he had interviewed. Though he
“was completely satisfied” with Rangarajan’s
credentials, Umesh Rao advised him: “Think
twice before joining advertising. After one
year in advertising, you will be fit for
nothing.” When Rangarajan mentioned this
to Swamy, he said he was right. “In other
industries, you are learning a trade. This is an
ideas business.”

Umesh Rao was Swamy’s right hand man,
but Swamy believed in checks and balances.
The agency had four art directors, with Niku
Nair the chief. Bilimoria, C L D Gupta and
T N Rajagopal were the others. Each of them
had a different style, skill set, and
temperament. It was a great team.

The year Rangarajan joined was a good
year for the agency, and a number of new
accounts were acquired. The excellent
creative team was backed by solid research.
T S Nagarajan would turn out solid work,
but Swamy would irritate him by tweaking
his work in the last minute and telling him
he was like the head cook at a wedding who,

after the cook had done fantastic work, would



add a little spice here, salt there and declare
the finished product was good. TSN would get
really worked up at times like this. It was all
in fun.

‘[ remember the BHEL campaign, when we
were all working day and night,’ recalls
Rangarajan. Swamy would not approve the
campaign after the copy team had done their
job. “Some link is missing, even though the
ads are good,” he kept saying, until
Ramaswami, came up with the line, “Power to
the People.” This was the payoff line Swamy
had demanded, and he literally jumped up,
shouting: “That’s it, all of you can go home
now. This is what | wanted.”

JWT Madras had a great relationship with
its major client, Pond’s. Swamy and
S H S Mani of Ponds were great friends, as
were Chandru (V S Chandrasekhar, Client
Servicing) and Nair with Nari
(V Narayanan). It worked out very well. TVS,

Swamy introducing Ramasethu to Tom Sutton.

N Krishnan of Yenkay Instruments,
Bangalore, M V Arunachalam of the TI group,
and C R Srinivasan of EID Parry were some of
the clients who stood by Swamy and JwT,
whatever happened.

The public sector accounts came later to
the agency - when it was Indianised and
known as Hindustan Thompson Associates or
HTA - largely thanks to Swamy’s efforts. In
fact, the Indianisation was an outcome of JWT
securing PSU accounts, as questions were
raised in Parliament about public sector
advertising being done by foreign agencies. In
the political conditions prevailing then, you
had to be a 100% Indian company to serve
PsUs. Other agencies in their place would
have left India for good under those
circumstances, but JWT continued to lend
their name to HTA.

When there was a major pitch, the office
would wear a festive look. The team would
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THE MOVE TO MADRAS

“For Swamy, work came before everything else. He
was a doting parent and very fond of his son Sundar,
the first boy born after three girls. Once, when
frantic calls came from home to inform him that the
boy had sustained a fracture while playing, he calmly
sent Gopal of Accounts with money and instructions
to ensure Sundar received the best medical attention.
He could not leave the office until the next morning,
as he was working on a most important presentation.

Such was his dedication.”



work all night, four or five cars would be
hired, ready to go out on errands. Food would
be brought from outside, and the whole place
would resemble the venue of a wedding!
Swamy would leave for home after midnight
and when he came back in the morning
everyone would be there, freshly bathed and
dressed for work, and the office would be
spick and span.

For Swamy, work came before everything
else. He was a doting parent and very fond of
his son Sundar, the first boy born after three
girls. Once, when frantic calls came from
home to inform him that the boy had
sustained a fracture while playing, he calmly
sent Gopal of Accounts with money and
instructions to ensure Sundar received the
best medical attention. He could not leave
the office until the next morning, as he was
working on a most important presentation.
Such was his dedication.

His devotion to client service was
complete. When Dr S M Patil of HMT
Bangalore was admitted in Willingdon
Hospital, Madras, for surgery, he made sure
that he had a copy of the Bangalore
newspaper Deccan Herald delivered at his
hospital room. “He should not miss home,”
Swamy would tell people.

Two other qualities made him the larger
than life figure he became. One was that he
never gave up, and the other that he never
sacked anyone. ‘In all my years at
Thompsons, I never saw any of his pitches for
new business end in failure,’ says Rangarajan.
‘Even if at first, the client rejected us,
Swamy analysed what went wrong, went
back and made a fresh presentation, until he
convinced the client to do business with us.
He always tried to redeploy an employee
found wanting in one department, and it
almost always paid off.’

These are the qualities that made
Mr Swamy such an all round personality, a

human being worthy of respect and affection.’
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hen JWT overlooked Swamy’s

unimpeachable credentials for the

top position in JWT India, it was
time for him to recast his life. He decided to
start his own advertising agency. His friend
and long time associate KSK summed up the
situation thus: ‘A time comes in every man’s
life when he has to make difficult decisions.
In Mr Swamy’s life, he had to decide on
enlarging the scope of his entrepreneurial
strength, guided by his inner vision. At age
50, in 1973 he ventured out on his own, to
start the agency, R K Swamy Advertising
Associates (now R K SWAMY BBDO), with a
capital of Rs. 100,000, a sum perhaps greater
than his life savings. In this, he took a
calculated risk, but since his faith in his
intuition and trust in colleagues were beyond
doubt, the agency grew from strength to
strength and today it is among the top
agencies in the country.’

According to his son Srinivasan, known to
one and all as Sundar, Swamy’s greatest life
challenge came when he had to face the
reality of leaving JWT, an organisation he had
served for 33 years. Swamy had been sent to
the US in 1960 for training at the JWT
headquarters. He was then the Madras
manager, the newest office in India. Going to
JWT USA at that time was a rare honour. He
went to many US and UK offices, and had an
excellent three-month tour. In 1970, he was
again sent for an Advanced Management
Programme to Columbia University. Everyone
in the company felt he was being groomed for
the top spot. He went to Europe and returned
via the Far East, visiting numerous JWT

offices. His training for nine weeks was fully

paid for by the New York office. After all this,

Swamy saw a door where
others saw only a wall.

he was denied the top spot. He was told the
bad news in September 1972.

The extended Swamy family was
holidaying at Ooty at the time. Swamy’s elder
brother R Ramanujan (RR), his children,
Swamy’s wife Radha and all her children were
there. Swamy joined them here a day or two
later from Bombay. He was very disappointed
but RR promised him any help he needed to
start his own agency.

‘Imagine a person from Chennai being
asked to go to Bombay to write a
memorandum on why foreign agencies should
be allowed to work for government accounts,
when there were so many senior people
already there!” says Sundar. Again, when the
government planned to impose a 20% tax on
advertising, Swamy was invited by the JwT
bosses in Bombay to explain why the tax was
wrong. This was an ability his foreign bosses
found in him, starting with the tobacco
report, early in his career. Whatever work
came to him, he took it seriously and
excelled in it

‘That the company decided he was not fit
to lead it, after leading him on to believe he
was to be the next MD, was a shock. It seemed
unfair, because his Madras office was
contributing 58% of the agency’s profits all
India, when only 28% of the revenue came
from his office. In his last letter to HTA, he
pointed out that it was wrong to appoint a
rank outsider as the CEO, that it should have
been Subhas Ghosal or he. He even suggested
the position be offered to Ghosal first and to
Swamy only if he declined the offer. Later he
came to know that Ghosal had indeed been
offered the post and had not taken it, stating
he wanted to remain in Calcutta. The same
offer was not made to Swamy, apparently
because he lacked western sophistication and
he did not have a formal college education.’

Coincidentally, this was one of the lowest

periods in Indian history, politically,



At creative meetings,
he could make ordinary
work look better with
little touches here and
there. He could present
the logic of an idea in
meetings in such a way
that he inspired those
present beyond the first
right answer. G
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Yes... Power to activate tens of thousands of
pumpsets to irrigate parched fields ...power to turn
the wheels of industry ... power to light-up the faces
of our people even in the remotest villages.

Power to the people ... the Power of Freedom.
Freedom from dependence on erratic rains for
agriculture. The freedom of self-sufficiency in food.
The freedom of confidence to compete in
international markets, and match international
standards of sophistication and technical know-how.

The freedom of security.

Providing India's much needed heavy electrical
equipment to promote self-reliance in the vital area of
electric power are Bharat Heavy Electricals Limited and
Heavy Electricals (India) Limited.

BHEL has its manufacturing units at Hyderabad,
Tiruchirapalli and Hardwar set up in collaboration with

i

The first ad from R K Swamy Advertising Associates, 1973. R K Swamy wrote the copy himself. K R Bilimoria was the Art Director.

Skoda Export and First Brno Engineering Works of
Czechoslovakia, Nuovo Pignone of Italy, ASEA of
Sweden, Leningrad Metal Works and Electrosila of
USSR and Combustion Engineering of USA.

HEIL operates from Bhopal working in collaboration
with the AEI-EE of Great Britain.

Twenty-five years ago, India's total generation of
electric power was two million kilowatts. Today, India's
generation and distribution capacity has enlarged
tenfold and yet the prevailing power shortage is
halting progress.

TO
THE

BHEL and HEIL will help double the current capacity in
the decade of the seventies. That is some measure of
self-reliance BHEL. HEIL power-complex is poised to
achieve in bringing power to the people.

Py BHARAT HEAVY ELECTRICALS LIMITED
pe Hydrabad, Tiruchirapalli and Hardwar

? Registered Office

5, Parlimeent Street, New Delhi, India

HEAVY ELECTRICALS (India) LIMITED
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economically, socially. After nationalizing

14 of the leading banks and the general
insurance companies, the Indian government
was plunging headlong into a path of
continued licensing and controls,
strengthening Nehruvian socialism and its
mixed economy model. It was a time of
strikes, power cuts, coal shortages, bottlenecks
of every kind in the infrastructure sector,

and very little incentive for growth and
increased productivity.

Concentration of power in the hands of
the ruling party and catchy slogans became
the order of the day, and a restless youth was
beginning to unify under the inspiring
leadership of Jayaprakash Narayan. The
opposition was becoming vocal and several
questions were being raised in Parliament
about the government’s populist schemes,
especially the functioning of the public sector.
It was not known then, but the Emergency
was barely two years away. Bharat Heavy
Electricals Limited (BHEL) under the
Chairmanship of Dr V Krishnamurthy was a
performing PSU, but it was equally under
attack on the floor of the House. Its image
needed sprucing up, as the public remained
hugely ignorant of its accomplishments.

As widely quoted in the media, Swamy
saw a door where others saw only a wall. Even
while at JwT, he had seen an opportunity in
PSU advertising, and with the help of ‘Kalki’
Vaidyanathan, approached V Krishnamurthy
and unfurled his plans for improved
communication by the power sector giant.

Sundar continues: ‘All the so-called
deficiencies identified in Swamy by JwT did
not matter to BHEL, who awarded their
account to R K Swamy Advertising
Associates, based on his marvellous
presentation. R K Swamy never looked back
after that.’

In KsK’s words, ‘One of the significant

contributions of Mr Swamy to the industry
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Swamy always regarded K R Bilimoria as ‘his man’. Here he was at Bili’s
family function with his own family members.

was to identify radically new business
potential. He was a pioneer of advertising by
public sector enterprises, most of which were

engaged in infrastructure activities. This

sphere alone contributes highly now to the
advertising business.’

His approach to the PSUs (public sector
undertakings) was simple. He emphasised that
advertising is an expression of the economic
system and that performance has to be
consistently presented in the right light to
counter unfounded criticism. Advertising also
helps to establish and maintain a distinct
personality of the corporation. All of these
were radical concepts for the time.

The work done for BHEL by the fledging
agency was outstanding. It was bold, different
and set a whole new trend. BHEL was an

important case study of a successful

“His approach to the PSUs was simple.
He emphasised that advertising is an
expression of the economic system and
that performance has to be consistently
presented in the right light to counter
unfounded criticism.”

organisation in the 1980s in the Advanced
Management Programme of AIMA and

Mr Swamy’s contribution to the institution
was acknowledged and appreciated.

‘Mr Swamy started his agency on my
assurance that [ would join him,’ says
K R Bilimoria, the agency’s first creative
chief. ‘I was 34 when I left JwT and joined his
agency. It was a very big step. My wife Pervin
was scared. She was pregnant then. The
astrologer whom Mr Swamy introduced to us
said that I would leave the job when our child
was born. My wife was not willing to believe
it, until I came home one day and told her.
After [ left the job, Mr Swamy paid me a
salary of Rs. 2,000 p.m. from his personal
funds for three months until his agency
started operating.’

‘While I was still in JwT, the new CEO
Morris Mathias threw a party, at which he
cornered me, and tried to convince me that
I was making a mistake in going over to
Swamy’s agency, even if it was but natural
for me to do so. “This is an international
company," he told me, but I had made up
my mind.’

Swamy being overlooked for the top job at
JWT was the only reason why Bilimoria was
quitting. He remembered with some emotion
that his appointment letter as an artist in JWT
in 1961 had been signed by Swamy, and the
tremendous camaraderie Swamy had fostered
in JWT South in all the years Bilimoria
worked there. He was totally on Swamy’s side
on the JWT leadership issue, because he firmly
believed he was the best man for the job.

When Bilimoria first landed from Bombay
to join JWT Madras, Swamy had arranged for
him to stay at the Parsi Dharmashala in
North Madras. He took care of every little
detail so that ‘Bili’ was very much at home
in a new city.

Bilimoria believes that the early days at
R K Swamy Advertising Associates were



All it needs
is a kick...

That's the improved
MICO Spark Plug for
2-stroke engines

Motor-cyclists, scooterists
and autorickshaw drivers

are finding MICO Spark Plugs

better than ever before.

The new 'Z' series means
gas||er starting a kick will
o!

What's more, you now get
better acceleration _gtl;ea er
economy... and [eha le,
trouble-free running.

LICENCE BOSH

SAA/MICO/1053

The MICO account was won based on a competitive pitch in 1974.

heady, full of challenges. ‘It was all most
enjoyable, as we had a very good team. The
office was in Mr Ramanujan’s (Swamy’s
brother) house on Habibullah Road. The
MICO account was won in competition with
Thompson. It was an advertisement for MICO
spark plugs for motorcycles. The visual was of
a football, and the headline said: ‘All it needs
is a kick.” We thought our ad gave a kick to
Thompson. There were some great ideas in
the BHEL campaign. One of the ads had a
visual of a complete power plant inside an egg
and the copy said: ‘High protein diet for
industry.” Another ad showed a hydro power
station encased in a bowl, and the copy said:
‘All it needs is water.’

During that period, Swamy attended most
of the creative meetings. He was the
motivator behind most of the campaigns, and
he was a workaholic. He often worked
through the night, coming back with his
family to the office at 11.30 p.m. after dinner
at home. He liked to show his wife the work
his team was doing. They would all be excited
by the work and he loved it.

All the tension and hard work caught up
with Swamy and he suffered a massive heart
attack in 1979. When he was admitted in
HM Hospital, Dr Pratap Reddy, who later
founded Apollo Hospitals, treated him. When
he was a little better, and Bilimoria visited

him at the hospital, he was already discussing

“Swamy attended most
of the creative
meetings. He was the
motivator behind most
of the campaigns, and
he was a workaholic.”
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Swamy at Borobudur Temple, Indonesia, during his wisit to PT Texmaco Jaya, a client he served in the early 1980s.



office work. He was on the job all the time.
Years later, Swamy helped write a business
plan for Apollo Hospitals, and that led to
government approval of the project. He used
to sit at Dr Pratap Reddy’s house and do the
report, with Sumit Chatterjee (the Agency’s
Copy Chief) and Bili joining him there. ‘The
first draft of the drawings was made then.

Mr Govind Rao was the architect. Dr Reddy
would talk of his vision by telling us how the
senior people of the agency could get the
best of treatment from the best doctors

in the world.’

[t was a sad moment when Bilimoria left
Swamy’s agency over a difference of opinion.
‘I can never forget this paragraph of a letter
Mr Swamy wrote to me when [ left his
agency,’ says Bilimoria:

“Despite such abiding relationships, there does
come a time in the evening years of Rama, when
the brothers get separated. Through the
machinations of God, sage Durvasa enters the
scene and makes it obligatory for Rama to banish
Lakshmana. This is one of the saddest chapters in
that great epic. What is relevant to us in the
present context is it is Lakshmana who is
banishing Rama. Since it is your will to seek
voluntary retirement, you leave me with no
choice but to accept the inevitable. The play of
time is inexorable. I accept it with all humility. In
light of the last paragraph in your letter, I shall
continue to hope that our reunion is not far off.”

R Raman, who now runs the advertising
agency Aspirations Communications in
Chennai, was among the first people to join
Swamy when he left HTA to start his own
agency. He remembers that Swamy always
contributed ideas to every campaign.

‘A full-fledged presentation would be
made to him before it was taken to the client.
Those were the days of carousel slide
presentations. There would be anything from
two to several projectors, with synchronizing

units. | remember that for the Lucas Indian

Raman enjoyed a personal relationship with Swamy

till his last days.

Service golden jubilee in 1976, celebrated on
Independence Day, we collected old
advertisements from the Madras Mail’s
archives and put them into an audiovisual,
which we exhibited at the newly constructed
Rani Seethai Hall on Mount Road,” Raman
recollects. ‘Rajah Sir Muthiah Chettiar was
the chief guest that day. The AV covered 50
years of advertising.’

K S Krishnamoorthy, K R Bilimoria,
N S Rajagopalan, N Padmanabhan and Sumit
Chatterjee were some of the colleagues to
join in the early days of the agency. All the
TVS accounts had moved over from HTA -
Lucas TVS, Brakes India, Sundaram Clayton,
Wheels India, Sundaram Industries, TVS &
Sons, Madras Auto Service, IMPAL and so on.
TT (Private) Ltd., the makers of Prestige
pressure cookers, and Hindustan Photo Film
were among the earliest accounts. Soon BHEL
and HMT became the new agency’s clients.

Most senior professionals in the
advertising industry in Chennai today would
have worked in JWT or R K SWAMY at one time
or other. “Trained in R K SWAMY” was a
popular brand! Raman’s advertising friends
had the gall to telephone him and ask him to
“give them good client servicing executives”.
Raman would respond with, “Udambu nalla
irukka (Are you feeling well)?” hinting that
he would gladly change that state of affairs if
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they persisted in their line of enquiry!

The major campaigns in which Swamy
was involved, starting from his JWT days and
continuing into the years of his own agency,
carried powerful messages, based on hard-
nosed research and a deep understanding of
the consumer’s mind, and were creative trend
setters. Even when photography was not yet a
popular tool in Indian press advertising for
technical reasons, the visual appeal of most of
these illustration-based advertisements was
compelling and the copy was telling and to
the point. ‘I want to make certain [ have
locked up my Hercules’ ran the headline of a
bicycle ad, accompanied by the picture of a
humble family man clad in simple house
clothes, and a smiling, happy family in the
background. Another ad for the same
product has another happy householder,
returning home from work, vegetable bag in
hand. His wife tells her friend, ‘With his
bonus, my husband wanted to buy me a pair
of gold bangles, but, I insisted on his buying
himself a bicycle. Naturally, we bought the
very best - Hercules.” The Hindustan Photo
Films campaign was equally well conceived
and neatly executed.

What is of vital importance is that the
advertisements did the job expected of them.
They created product awareness where none
existed earlier, combining brand building and
corporate image building, something hitherto
unheard of in the realm of the public sector.

In the early days, Madras had few models
for advertisements. Raman modelled for quite
a few ads. Those were the days of illustrations
and photographs were used only as references
for the artist.

One such improvisation was the use of an
employee, Srinivasan, as a model for an
Amrutanjan campaign of five or six
advertisements. ‘“The first ad was about to be
released, and you can imagine the amount of

work that entailed in pre-computer days.

Twelve different art works and blocks had to
be made. Srinivasan suddenly developed cold
feet and told us the ad could not be released,
as according to local superstition, he would
not get married if his photograph appeared in
the newspapers!” Swamy had to persuade
Srinivasan’s father to prevail upon his son to
let the campaign go ahead as planned, as
cancelling it was out of the question,
involving huge loss of face and business.
Luckily, he succeeded in his efforts, and the
campaign was a success. On the lighter side,
‘Srinivasan has come a long way since. He
married an American, goes by the name of
Sam Namakkal and his children naturally
speak English with an American accent!’
Raman regales.

Swamy was a simple man, and used an
Ambassador car for a long time. He never
thought twice about travelling in Raman’s old
Austin of England. He would even accept
parcels to hand over to other offices when he
was flying on official work.

His clients treated Swamy with great
respect bordering on reverence. Whenever he
visited TVS Madurai, he would be picked up
in Mr T S Krishna’s Cadillac and taken to
their guesthouse, an exclusive privilege. The
grandsons of T V Sundaram Iyengar treated
him with the same respect as their parents.
One particular episode is fresh in Raman’s
memory: ‘Once Mr Mahesh of Sundaram
Abex called Mr Swamy for discussions at his
office and then took him home. He never
discussed any business, confining the
conversation to general topics. At the end of
it, he said to Mr Swamy, “Thank you, I am
very happy and light at heart now. Talking
to you for a couple of hours cleared my
head. I did not have any business to
discuss with you.”

When the BBDO partnership came about,
the agency could no longer devote quality

time to small accounts. TVS, for all their size



and diversity, were small in terms of billing.
Raman describes his departure thus: ‘TvS
wanted the personal attention to continue
and they were comfortable with me. So, with
their support, I started Aspirations. When |
left R K SWAMY BBDO, | came out with

Mr Swamy’s blessings. He had tears in his
eyes when he let me go. Mr Mahesh of the
TVS group called Mr Swamy while I was
sitting in his room and took his consent

for the move. My relationship with

Mr Swamy continued till the end.’

According to V Ramasethu, who joined
JWT in 1956 as a stenographer, one of the
business strategies adopted by Swamy in the
early days of his new agency was to run an
independent creative studio under the name
of Collage, which could do design work for
other agencies as well. In organisations like
the Rotary, he would ensure that his agency
rendered excellent service in the area of
publicity and display material. His
commitment to his clients was so complete
that he would even order coffee for his office
guests from India Coffee House, which
belonged to a client, the Coffee Board! The
result was that R K SWAMY was always top of
the memory when people looked for
advertising services.

Swamy received tremendous support when
he started his own agency, which formally
opened its doors on 2nd April 1973 and the
Prestige pressure cooker advertisement
appeared in The Hindu that very day. The
honour for the agency’s first advertisement
must, however, go to a release on behalf of
BHEL that appeared on 26th January 1973,
even before the agency was incorporated The
Prestige pressure cooker account of Bangalore
was one of the first accounts of the new
agency. The TVS accounts came one after the
other. Ramasethu remembers a half page ad
on behalf of MMA in memory of
S Anantaramakrishnan of Amalgamations,

which was released by the new agency even
before it had opened an office. Hindustan
Photo Films became a client of R K SWAMY in
1974. When HPF vacated the Film Chamber
building in 1976, R K SWAMY moved in there
and continues to function there even today.

Surojoy Banerjee, at present an Executive
Vice President of R K SWAMY BBDO, met
Swamy first at a seminar organised by JWT in
Bombay, bringing together all the bright
sparks of the agency. It was a ten-day in-house
workshop, the first time in JWT. Growing up
in Calcutta and working in JWT there, 22-year
old Banerjee had come to Bombay to attend
the seminar.

One of the sessions, on agency
finance, was by Swamy. Banerjee was deeply
impressed by him and spent time chatting
with him after the workshop. Getting to
know him, the youngster developed
tremendous respect and fascination for him.

Back in Calcutta, Banerjee learnt a year
later that Swamy had started his own agency.
When he saw the first ad of the new agency
for BHEL, he felt he wanted to be in that
agency, even though he was doing well in
JWT. He wrote to Swamy to congratulate him
and wish him well. Promptly came a reply,
inviting him to join the new agency. While
Banerjee was thinking it over, Sumit
Chatterjee, a director of R K SWAMY, rang him
and asked, “Why don’t you come over?

Banerjee flew to Madras and spent a day
there with Swamy and Co. The entire Board
of Directors was there, to interview this young
copywriter. He met the directors individually
as well. After Mr Swamy, he met Sumit and
the creative chief, K R Bilimoria. They all
took the youngster out to lunch at the
Madras Club.

[ was overwhelmed that so many senior
people spent so much of their time with a
youngster. Mr Swamy sat down at the end of

the day and called me Joy, the first person to
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They created product awareness
where none existed earlier,
combining brand building and
corporate image building,
something hitherto unheard of in
the realm of the public sector.

do so. The name stuck. When he said,
‘Welcome to the organisation,’ I felt
honoured and overwhelmed. [ said to him,
‘Please stand,” wanting to do what we
normally do in Bengal to elders. I touched his
feet and he hugged me. We never discussed
terms, but it was clear [ would go back, put in
my papers and come over to SAA.” Banerjee is
overcome with emotion even now, as he
recalls that moment from the distant past.

When Banerjee submitted his resignation
at JWT Kolkata, he faced a lot of problems.
‘They didn’t want to let me go. Mr Ghosal
was Chief of JwT and [ had worked personally
with him for two years. He said, “What are
you doing? Why are you joining this fledgling
agency! You have a great future ahead of you
at JWT.” Deepak Sen, the manager of the
Calcutta office was a man of remarkable
leadership qualities. He took me out and
bought me a drink. He too advised me
against the step I was taking. My parents
were worried too.’

Banerjee had made up his mind, and in a
month and a half, he wound up and went to
Madras, where from day one, he worked very,
very closely with Swamy. ‘He was that kind of
boss. He'd delegate but also sit down and
spend a long time discussing the work with
you. I was only a junior copywriter, and I
responded to the confidence he placed in me.
It became my organisation very fast and it has

been that way ever since I left the comfort of

family, Kolkata and JwT. I didn’t think too
much ahead but just believed that wherever
Mr Swamy was, there’d be a great future. |
wanted to be part of the excitement of the
new venture.’

Every new project was exciting. There was
no one driving the team but they would work
through the night to finish creative work.

If Banerjee hero-worshipped Swamy,
Swamy reciprocated with affection. The duo
went out to meetings together in the same car
and they would discuss a variety of subjects.
The young man would ask all kinds of
questions on life, philosophy, and Indian
mythology and he loved listening to the older
man. According to him,

‘Mr Swamy had this enormous
treasurehouse of stories. There was no
situation in life for which he could not draw a
parallel from the Vedas, Mahabharata, or
Ramayana. At presentations, I would always
look at him expectantly waiting for him to
say something, so apt for the particular
situation. I became so emotionally attached to
him, he was like my father to me and he
called me his third son.’

‘All of us became a bunch of friends,
doing many things together, while Sundar and
Shekar were away studying,’ recalls Banerjee.

“We were pitching for the ONGC account
in 1974-75,” Banerjee speaks of one of the
most exciting projects in his early days with
the agency. ‘Those days, PSUs were very
different from today. They did not believe in
advertising and communication, other than
statutory stuff. Most agencies were therefore
not interested in them. They were not
glamorous. Much mining work was involved
in converting a customer into a business.

R K SWAMY did all of that. Clients who have
grown today into large advertising accounts
were at one time accounts other agencies
would not even look at.’

Swamy had met the Chairman and



members of ONGC and suggested to them that
though ONGC was doing so much basic work
for the country’s economy, there was lack of
understanding among the people of what
ONGC was doing. There were questions in
Parliament about the money spent on
exploration not resulting in oil finds. He met
senior people and prevailed upon them to

agree to look at their communication as a

il
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Surojoy Banerjee and R K Swamy worked together
for 28 yeanrs.

serious problem, at creating the right
understanding of what ONGC stood for, among
not only people in the oil industry, but also
people who moulded public opinion in the
country - certainly the bureaucracy,
government departments around ONGC and to
some extent, the people at large. ‘When
ONGC asked us to offer our suggestions, the
ball was in our court,” Banerjee says.

Swamy told him: ‘Joy, we’re doing this
project, and we need to understand the entire
oil industry in India, see what ONGC is doing,
how it compares with the big players in the
world.” He dedicated Banerjee to the project
and made him spend three months of
company time and money on the study. First
Swamy and he went to Dehra Dun and spent

three days there to understand the whole

process, have discussions with the officials
and make notes. Banerjee visited some of
their oil fields in Gujarat, at Ankleshwar,
Kallol and southern Gujarat, accompanied by
a staff photographer. They shot extensively,
understood how oil was drilled, met scientists,
geologists, and engineers and walked around
the oilrigs. It was thrilling to land by
helicopter at Bombay High, the new oil field.
Banerjee read up on the international oil
industry and based on his extensive notes,
wrote a huge document. He then went
through these notes for a week with Swamy
and put together a brief for the agency.

An advertising campaign to be presented to
ONGC was soon ready.

The whole process took three months.
Not a single rupee of the expenditure was
funded by ONGC, nor was there any
commitment on their part to work
with R K SWAMY.

Swamy was determined to project ONGC as
a corporation, which could play a serious role
in the Indian economy, hounded by
misinformation as it was.

A four-hour presentation covering the
global and Indian oil scenarios and ONGC’s
stage of development in oil exploration was
prepared. Swamy then sought a meeting with
the ONGC Chairman and Directors.

The duo went to Delhi soon and at the
presentation, there was an audience of 10-15
people. After Swamy made his introductory
speech, Banerjee started making his
presentation. Within ten minutes seven or
eight of the audience, including the
Chairman, had left, answering phone calls or
messages brought by their staff.

Swamy stopped the presentation and told
the officials present that he and Banerjee
needed their undivided attention after
spending three months and putting in a great
deal of effort into their presentation. He said,

‘We believe you need this. If you don’t have
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time, we can wait till you are ready. We can
sit here until midnight or tomorrow. We
believe we have something important to
communicate, and it is important for you to
listen.” There was stunned silence. Someone
rushed out and soon, the Chairman walked
in. ‘When Mr Swamy explained the situation,
the Chairman apologised and promised to
reassemble a few hours later and really listen
to us this time.’

Swamy and Banerjee did make the
presentation the same evening and the
agency won the ONGC account. ‘This kind of
commitment made Mr Swamy so different.
We made this approach our way of life. Every
job is approached in the same manner; no
superficial or frivolous work is ever done.
Personally, I learnt plenty of lessons from this
experience,” recounts Banerjee.

In Banerjee’s own words, ‘Mr Swamy
believed that only a deep and complete
understanding of the Indian marketplace
and consumer could form the basis for
meaningful marketing communications. To
this end, he invested substantial sums of his
own money in undertaking research projects
to understand and assess the market potential
for various products and services in rural and
urban India.’

‘This information became a spring from
which our agency drew repeatedly, to add
value to our client’s businesses. It was many
years later that this research activity of
R K SWAMY became a formalised company,
Hansa Research Group. The landmark
documents in the series titled R K Swamy
Guide to Market Planning have today
become ready reckoners for hundreds of
business houses across the country.’

Banerjee reveals another facet of Swamy
the professional - his cool temperament in a
crisis, while describing a presentation the
agency made on behalf of BHEL, when the PSU
was looking to raise a loan from the World

“I became so emotionally
attached to him,

he was like my father to
me and he called me his
third son.”

Bank. The bank’s high profile President
Robert McNamara, was to visit BHELs
Hyderabad unit where a multi-projector,
multi-screen presentation was to provide him
with a quick yet comprehensive overview of
BHEL's activities and achievements. [t was
critical that this presentation made an impact
on the World Bank chief. ‘I was privileged to
work on this presentation under the close
guidance of Mr Swamy,’ recalls Banerjee.

After almost three weeks of non-stop
working, the team was ready for the great day.
But on the night before the presentation,
things went topsy-turvy, literally. The
carefully arranged slides, some 750 of them,
spilled out of the slide trays during the final
rehearsal, just three hours before McNamara
was due to walk into the auditorium.

‘Mr Swamy, confident and composed as
always, sat with me through those next
agonising hours helping me re-arrange the
slides and getting the presentation together
again. [ believe Mr McNamara was impressed.
And to the best of our recollection, BHEL got
the finance they were seeking. That was
typical R K Swamy: never backing out when a
job had to be done and never leaving you
alone to do it.’

Surojoy Banerjee was the manager of the
Kolkata office when it ran a campaign for
Regent Cigarettes in the early eighties. To
announce the price reduction of the Regent
Cigarettes Special Filter series, some teaser

ads were developed, involving the gradual



baring of the back of a woman’s body, with
the zipper coming down in a series. The ads
were noticed well and did their job
effectively. This camaign met with Swamy’s
disapproval, even though the point was
effectively made for the advertiser.

Swamy was quite disturbed at the
approach. He felt that women should not be
used in such a manner with no relevance to
the product to gain attention. He also felt
that the ad was against the culture of the
organization. Banerjee and the entire agency

were told not to use such means to gain the

future from the past,” says Sundar. ‘He was an
excellent student of history related to
business. He would actually go back centuries
to how industrialisation took place and draw
its relevance to why things are the way they
are today and how they will be different
tomorrow. He could explain it in an
interesting, logical manner. In his articles and
speeches, you will see how he relates the past,
present and future. This is a quality I have
not seen in many people.’

Virtually unmatched was his ability to
come up with stories most appropriate to

attention of the consumer.

Sundar, who joined the agency in 1978,
was perhaps the only one of the Swamy
siblings to work directly under his father. He
observed him at work and is able to throw
light on some aspects of his work style.
According to him, the only hero Swamy ever
had was Edward | Fielden, his boss in jwT. On
his part, Fielden was Swamy’s great supporter
in the organisation.

‘R K Swamy had this ability to predict the

causes he was propounding, or the logic he
was building up. For any situation, he would
have a story rooted in our mythology or
puranas, and he would come up with parallels
and reasons why.

‘While analysing a report presented to
him, Swamy would come up with a logical
new direction on every page, only possible for
someone with insight into and behind the
lines. Your preparation would not help,

because he would come up with a new angle.
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In 1986-87, MMTC's

turnover stood at
Rs.2763 crore

with a pre-tax profit of
Rs. 44.18 crore. Export
earnings touched an

all-time high at

Rs. 700 crore. And MMTC
emerged as India's

largest exporter,

financing nearly half its
free foreign exchange
needs for imports.
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Of course, this ability is common among
many business leaders.

He used to give Sundar meaty
assignments. ‘Neither did he say it nor did
[ ask, but it must have been an attempt to
make me a better professional sooner rather
than later,” guesses Sundar.

Observing his letters, Sundar styled
himself after his way of letter writing. Swamy
would never sign a letter with pen
corrections, and his son too follows that.
Since he had no direct boss, Swamy, the big
boss, was Sundar’s boss when he joined the
agency. ‘I would give crazy ideas, and he
would mellow it down, nurture me, and
encourage me,’” remembers Sundar.

Initially, Sundar analysed the company’s
expenses based on revenue and other criteria.
He benchmarked these with other agencies
and tried to find out why a particular expense

was more or less. He would study the balance

sheets of others, and see where the agency
was spending more. He would irritate the
managers by asking questions, confident he
knew how to drive the company and make a
point in a particular manner. He would try to

see it all objectively, go into numbers and ask

“While analysing a
report you presented to
him, he would come up
with a logical new
direction on every
page, only possible for
someone with insight
into and behind

the lines.”




why 14% and not 8%. In response, Swamy
would try to explain to him, taking it all very
seriously. “That continues today. His
mentoring of me was informal. [ took him on
as mentor like Ekalavya did Dronacharya.’
Whenever the agency made audiovisual
presentations, Sundar would make the slides,
write the text and Swamy would correct his
work. There would be a research component,
logic, creative design; a lot of work went into
it. ‘Up until the mid-1980s, a campaign
presentation was all canned, not as we do it

today, when people stand up and talk. We

“He invested substantial
sums of his own personal
money in undertaking
research projects to
understand and assess the
market potential for various
products and services in
rural and urban India.”

had to put Kodak slides in order, record the
sound and pulse. We had to synchronise auto
slide movement. We used a professional
voice, recorded music, graphics, and colour
slides. There would be a minimum of 2
projectors, but there could be 6, 8 or 12
projectors. As one projector projected, the
next one took over; there would be no gap.
The quality of projection was world class.
We did rehearsals with the full complement
of equipment. The whole thing was

a nightmare.’

There was a time when Sundar did
presentations himself. He would number
the slides, carry the heavy equipment, and
set up the presentation. ‘I did all that heavy
stuff. Today they don’t know how to
connect the equipment.’

Ricory instant coffee from the Nestle
stable was a major account that Sundar
serviced. Another was Texmaco Jaya,
Indonesia. The agency did work in India to
service the client in Indonesia. Bilimoria and
Sundar handled that account.

In 1980-81, the agency made its first major
campaign pitch for the Hyderabad Allwyn
account. It was the Seiko watch launch. Ajit
Singh was chairman of Allwyn, and Swamy
led the pitch. Ajit Singh was very impressed,
but decided to give the business to the No.1
agency, HTA. At the same time, he gave
R K SWAMY the business of other products like
water coolers, air conditioners, and furniture,
‘because he did not want to not give us work’.
It was a consolation prize of sorts.

Swamy felt insulted, but on second
thought accepted the accounts, as he felt it
was better to be inside and fight rather than
outside. Within six months to a year, HTA was
removed and agency got the Seiko account. It
was a very important lesson. Swamy felt,
‘Never lose heart and walk away from
business. We can outlive our rival. Someone
else may come into a decision making
position and decide in our favour.’

Sundar states that ‘as a company, we still
believe that, and bide our time, build bridges
and try to get a bigger, legitimate share of
business. I was a key member in building
relationships in Hyderabad Allwyn. I worked
with all the GMs and managers and
convinced the next Chairman Jayabharat
Reddy, that they should give us the account.
Their launch had failed because of factors like
the wrong choice of range of products, or the

client approving inappropriate work by the
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agency. We always knew we had a great
relationship going and our work was good.’

Approvals of campaigns are usually joint
decisions by the client and the agency. The
client invariably gives the agency an
opportunity to argue a point. They do not
dictate. If they insisted on going ahead with
an approach he did not like, Swamy would
say, ‘If you must waste money, waste it
through me.” Sometimes clients blindly
accepted his advice. He commanded that
kind of respect. Once he convinced the client
about the approach, it was difficult for others
to change it.

At creative meetings, Swamy could make
ordinary work look better with little touches
here and there. He could present the logic of
an idea in meetings in such a way that he
inspired those present beyond the first right
answer. He always drove a consensus at
meetings, even on issues others would
imagine it would be difficult to reach
agreement on. He would slowly, gradually
\ ‘ build the consensus. All decisions were

\" A unanimous and nothing went to vote.
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| someone who has suffered a bereavement,’

with him, in drafting the communication.

Every communication, whether
congratulatory or condolence, especially if it’s
a condolence message, has to be personal. It is
once again something I learnt from father.
When I do not know the person so well, I try
to connect with my own grief and share that
feeling I experienced with the person I am
now addressing.’

Swamy never sent back anyone who came
to him for help, financial or otherwise. People
who approached him knew they'd get

something from him, though not how much.



Now! 18 million watches

and 20 pioneering years after...

HMT launches its "space age generation"

]

They’d never go back empty-handed. It was
not necessarily about money alone. It could
be a request for a job. He would call someone
immediately, in the presence of the visitor. He
would make an earnest attempt to help. He
felt this compulsion to help.

N V Ramanan, Swamy’s son-in-law, who
heads his own creative boutique today, met
Swamy and Sumit Chatterjee in Bombay in
1973 through common friends in Readers
Digest. He joined R K Swamy Advertising
Associates then. ‘Bilimoria, Sumit, Suri and
[ used to sit in a hall at the Habibullah Road
office,” Ramanan remembers. ‘It was a small
team, and the atmosphere was exciting.

There were no computers, and we used to

“But he understood that
copywriting was more
than good English and
gave a lot of freedom to
his creative staff.

He had ways of getting
alternatives out of his
people. He had an eye
for detail.”

work late into the night, on accounts like
BHEL, MICO, TVS, HPE.’

‘From the time he started the agency in
1973, it only grew, on all parameters, never
looking back. It is the only south-based
agency consistently in the top ten in India.
His success can be ascribed to his
perseverance and clarity of goals. He had no

short-term goals. He was never fully satisfied
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With the extended agency family in 1994 at Hyderabad.

with the growth achieved. There was always a
higher place to go to. He was a pioneer of the
industry, played out a broad-based industry
role. For example, he pioneered PSU
advertising. Before him, no one touched
them. He made them very appealing. Under
his leadership, the agency showed the
advertising world that corporate
communication could be very exciting. Then
everyone fell in line. BHEL, HMT, HPF, ONGC,
MMTC... there were memorable campaigns
for each.’

‘You must however redefine your old goals
and objectives as time passes by. In today’s
circumstances, the need came to go
multinational, and the agency did, with its
partnership with BBDO. The need came again
to ensure a good mix of more and different
accounts. Personal style plays a great role in
all this, and you see a bit of the individual
who runs an organisation in its evolution. In
Mr Swamy’s case, it may be possible to equal

his contribution in any one aspect of his life.

In advertising, you may find a few people like
him. In a management association, you may
find others like him, and yet others doing
work similar to what he did for the Ahobila
Math, publishing a periodical like

Sri Nrisimhapriya, but in all of them put together
Mr Swamy would be a hard act to follow.’

‘He was a good judge of creativity. He
knew what would work, and is said to have
written copy in his very early years in
advertising. Though I haven’t seen samples
of that, he was creative in making the
appropriate propositions. His English was
excellent. But he understood that copywriting
was more than good English and gave a lot of
freedom to his creative staff. He had ways of
getting alternatives out of his people. He had
an eye for detail.’

‘He believed in himself and the causes he
pursued so completely that he was not put off
by negative criticism or temporary setbacks.
He had great clarity in his mind. Creativity

does not only mean writing copy or designing



a brochure. Creativity is in thought. He was
very appreciative of ideas, very sharp.

He caught on to ideas at the draft stage, and
he spent time on his campaigns. Some
creative people might find painful the
thoroughness behind the competitive
presentations he insisted the agency made:
12 press ads, 2 brochures, 4 catalogues.
Everything must be comprehensive. It was
almost as if it was print ready, the client
would approve and run the campaign.

He was demanding and there’s nothing
wrong with that.’

‘He would apply his mind to any task and
that applied to matters legal or financial that
affected the company. He had the
competence to do it and he gave it the time
needed. He was a generalist who was a
specialist in each area.’

‘His personal lifestyle did not ever come in
the way of his performing his role as an
advertising man. He once produced a curtain
raiser so impressive on prawns that the client
said, “I am sure you love prawns.” Swamy said
he never touched the stuff. He could equally
have delivered excellent ads for Scotch
whisky, [ am sure.’

Ramanan travelled on a few occasions
with Swamy on campaigns. He would get very
involved with the work, highly participative,
staying up nights with the team if necessary.
He would bounce ideas off them, but never
put undue pressure on the team. Instead
he would try to help. He made people
very comfortable.

What distinguished Swamy from other
great men was the completeness of his
personality. Ramanan explains: ‘[ don’t know
of many people who rose to be leaders in so
many facets of life. Professional, social or
religious. Take any aspect, he was a complete
individual - very well read in Vedic
philosophy, totally devoted to the Ahobila

Math, and we all know his eminence in

advertising. Whatever he did, in any field he
entered, and he ventured into quite a few
areas, he had to be No.1. He’d pursue it with
a very clear goal and passion. He achieved
almost every goal of his. This is somewhat
unusual. Not many advertising men can claim
to be scholars in philosophy or religious
matters, or were such well-rounded
personalities. All other qualities like vision,
perseverance, hard work, etc., would I suppose
be true of most successful people. He had the
ability to trust people and delegate authority.
He excelled in championing causes. He never
saw himself as an individual in an Agency, or
a Math or Management Institution. He saw
himself as a representative of an industry.
This is the role he took upon himself.’

‘In The Roll Call of Honour, a book of
biographies by Arthur Quiller-Couch, the
author lists a set of parameters that make for
greatness in a man. One of the qualities he
stresses is that of self-devotion to an idea, a
cause. If success was delayed, he’d always say
he knew it was coming. He had the courage
of his conviction, as when he took on huge
organisations like the INS.’

‘According to Mr Swamy, the whole
purpose of most of our epics is to help us
resolve dilemmas that life throws up by
following the precedents in these stories; they
are something to fall back on; they have
morals you can follow in your everyday life.’

This faith is perhaps what gave Swamy
clarity of thought. From a very early age, he
studied the scriptures and became a good
astrologer. Even while he was working on the
BJP campaign, he impressed the party
leadership with his erudition. He used a quote
from the Ramayana to develop the Bjp
concept of freedom from fear, from
discrimination. He was very aware of his
duties and had immense faith in God. He had
both knowledge of our scriptures and the

wisdom to apply them judiciously. ‘That is
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”” i
Swamy in conversation with Chris Jaques at the 1998 Silver Jubilee celebrations of the agency at
New Delhi. Sundar is slicing the cake.

why [ call him a complete human being,’
Ramanan sums up.

According to his younger son Shekar,
Swamy started the agency, not as a one-man
show, but as a full-fledged team, because he
did not know any other way. He never played
the small professional game. He could only
operate on a reasonably large platform; he did
not know whether he was creating a large or
small canvas. He knew that he needed all
these people to do his work.

‘My father created something on the basis
of what he knew, starting a relatively large
operation. It was either a stroke of genius, or
sheer bravado. It could have gone the other
way. Knowing what we know now about how
the game works, it’s certain he was playing
blind man’s bluff. May be that’s why he was
an entrepreneur, though true entrepreneurs

assess their risk, and he did not do any

assessment.’

From Day One, he had 30 people and
started with high overheads. His chief
motivation was to cover those overheads. The
strong goodwill he enjoyed from customers
reduced his risk. He must have had many
anxious moments and lived a hand-to-mouth
existence for a long time. Starting in 1973, he
opened offices all over the place - Delhi,
Bombay, Calcutta, Bangalore - even before
streamlining the first office. ‘Was that smart?
I don’t know,” wonders Shekar. ‘I don’t think
he sat around wondering if he was right or
wrong. He knew he needed to be an agency
with an all-India operation, with four or five
offices. His energy carried him through. He
would go to a new location and go get the
business. BHEL wanted him to be present in
Delhi, so he went there and then started
looking for more business. His costs were



Swamy never put undue
pressure on the team.
Instead he would get
involved and try to help.
He made people very
comfortable.

already running ahead of him, and he
somehow had to cover costs. That’s the way
the business grew. His thinking was simple:
“How can you be an agency and not have an
office in Bombay? So open an office there.”

Swamy formed strong bonds and
encouraged strong bonds among employees.
He hated to see people leave the company.
He wanted to hire Bilimoria back when the
latter had to leave Kamerad News, the agency
he had started. However this could not
happen as R K SWAMY BBDO had changed
considerably in the ten to twelve years Bili
had been away. The youngsters of Bili’s time
were now senior people and running the
operations. How could he come in now and
report to his erstwhile juniors?

Swamy never carried grudges. Instead, he
felt an obligation towards people who had
once come on board. “They helped me when
[ was starting out.” He never saw that they
too had seen an opportunity when they
joined him.

In less than a decade from
commencement, the agency had achieved
a turnover of Rs. 100 million and was
established as one of the leading advertising
agencies within the top ten in India. This was
a remarkable achievement.

He always attached a premium to
development of advertising based on
consumer insights. He therefore had a
Research Department from the early days of
the agency. He persuaded a senior Researcher
from Hindustan Lever in the mid seventies,
Dr A K Vasumathi to join the agency with
whom he would engage in serious intellectual
debates. This Research department was
launched as a separate company Hansa
Research in 1987, at the time when
Dr Vasumathi retired. His daughter
Vathsala Ravindran, a professional researcher
who was the deputy to Dr Vasumathi till

then, ran this company and it made steady
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progress till 2001. To further accelerate the
progress, Hansa Research invited Ashok Das,
who had stepped down from ORG Marg as
President, to join the company as a Managing
Director and equity partner. Hansa Research
has since leap-frogged to the position of
India’s largest Indian-owned market

research company.

Swamy created HansaVision as a subsidiary
company of the main agency in 1987.
HansaVision initially was in the business of
TV programme syndication - i.e selling TV
commercial time on TV programmes and
events to advertisers and other advertising
agencies. A few years later HansaVision set up
facilities to produce their own programme
with state-of-the-art production and post
production equipment.

Under his guidance Hansavision took
many pioneering strides and made significant
contributions to the television industry as
detailed below:

a) In 1991, HansaVision for the first

time in the country bought TV rights for

the Benson & Hedges World Series

Cricket played between India, Australia

and New Zealand. These 11 one-day

international matches played in Australia
and New Zealand were telecast live on

Doordarshan as sponsored programmes.
b) Telecast the boxing event of Mike

Tyson live on Doordarshan in 1995
¢) International Music event - Yanni Live at

Agra was aired on Doordarshan in 1997
d) Produced and telecast the first Tamil

5-day a week serial “Vizhudugal” for

Chennai Doordarshan in 1995.

e) Significant role played in marketing
various Doordarshan, Sun Tv and

Gemini TV programmes.

Between 1986 and 2003, the year Swamy
passed away, HansaVision had put on air
5400 hours of programming and events in

six languages (Tamil, Telugu, Kannada,

Malayalam, Hindi and English) and sold in
the process 800 hours of commercial time to
various advertisers. The company was dealing
with virtually every serious advertiser and
agency in this business segment.

To take advantage of other opportunities
in the market place, HansaVision (trade name
HANSA) today has moved into the area of
marketing services. It is now a specialist group
offering unique solutions in the Out-of-home
media space, Events and Activation, Retail
ID, Consulting, Continuing Medical
Education, India Market Information and
copy-protection of digital media.

Swamy created bonds of friendship and
loyalty in the organisation that went beyond
the employer-employee relationship. To most
employees, he was a father figure, and many
took pride in that special bond.

A driver working at R K SWAMY BBDO
S Paul Raj, remembers that ‘Mr Swamy was so
punctual. Once, when he wanted to be
dropped at Bombay Gymkhana at 6.00 p.m.,
we reached there at 5.55. He got down from
the car, walked around the club and came
back exactly at 6.00 p.m., to keep his
appointment. When I went back to pick him
up at the appointed hour of 7.00 p.m., he
walked out, on the dot!’

‘Whenever I think of Mr Swamy,

[ am reminded of Big Ben, the London
clock tower,” is the unexpected way

Paul Raj remembers him, in a possible
reference to his giant stature, both literally

and figuratively.



R K Swamy internalized

his own set of guidelines. Here are

some of the principles he followed

in building his business.
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"Profit is important, but it is not
the be all and end all of business."

"Profitability is important. But it
should not deter us from making
short term investments to secure
that long term."

"Reinvest as much as possible.
Capital is scarce and expensive.
Follow a frugal dividend policy."

BUSINESS DEVELOPMENT

"Look for a big tamarind tree and
stand next to it. Enough tamarind
will fall down in the breeze that
you can pick up easily."

"There is no point hunting where
others are also hunting. Look for
unusual pastures. Develop
altogether new businesses and
segments. You will have a run of
such opportunities for some time,
till competition catches up."



"Try to maximise what the

current Clients can give us.
Chances are we have not exploited
this potential.”

"When you go for a new business
pitch, prepare carefully and
thoroughly. Even if you do not win,
it will pay off in some manner."

ON MEDIA & VENDOR RELATIONS

"Be respectful always. You can't run
your business without them."

"Be fair and open in your dealings."

"It is OK not to do business with
someone. It is not OK not to tell
them why."

"The Media are our partners.
Pay their dues on time.
Respect their business needs,
and they will respect yours."
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N THE INDUSTRY

"We carry a responsibility
to the Industry. No amount of time or
money is an excess in serving the Industry.

It is the hand that feeds us."

IN GENERAL

"Integrity is not only about
being good and moral. It is a sound
business strategy."

"Time changes everything.
The most difficult situations
will change, often for the better".

"You can never work too hard.
Enjoy it. It will be light."

"Flashes of brilliance are good.
But consistency will always win
in the long term."

"It is not failure, but low aim that is a crime



Right from its inception, R K SWAMY BBDO has worked

with the simgular goal that its clients must derive genuine value from
IS seTvices.

The company has worked with the firm belief that its work can be
a force multiplier in the marketplace.

In category after category, market after market, time after time,
and across media and customer contact points, R K SWAMY BBDO's
work has delivered disproportionate results for its clients.

Presented in the following pages is a small selection of such work
done over the years. What is noteworthy is that many of these examples
have really had only modest investments behind them. No wonder then
that such work has endeared the agency to its clients, many of whom

have remained with the agency for years and vears.
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Client
Bharat Heavy
Electricals Limited

Brand
BHEL

Year

1973 - 80

DuhiggestcompetitomwesksionlylZhonssiajday;

Power generation equipment from

BHEL-Hyderabad delivers nearly 800 MW
round-the-clock energizing industries,
electrifying villages.

The sun. A boundless source of energy but
available only for twelve hours a day. And
twelve hours of energy is just not enough for
India’s industries and rural areas.

That's where BHEL-Hyderabad steps in. To
provide power twenty-four hours a day. To keep
the wheels of industry moving with its power
generation equipment.

BHEL-Hyderabad's main line is manufacturing

110 MW and 60 MW turbo-sets. This power
generation equipment has been supplied to
various thermal stations: Ennore, Kothagudem,
Indraprastha, Guru Nanak and Harduaganj.
And right now, more turbo-sets are being

manufactured for supply to Faridabad, Barauni,

Panipat, Patrathu and Panki thermal stations.
In addition, industrial turbo-sets
manufactured by BHEL, Hyderabad are a
powerful package deal at work in giant paper
mills, steel plants, refineries, chemical
factories and sugar mills, serving their power
and process requirements. These turbo-sets,
manufactured in collaboration with SKODA of

Czechoslovakia, range in capacity from 1.5 to
25 MW.
BHEL-Hyderabad putting on the pressure.

A wide range of Centrifugal Compressors from
BHEL-Hyderabad find wide application in
fertilizer and chemical complexes, steel and
oxygen generating plants and many more.
Putting on the pressure, they deliver gas up to
350 kgs per square centimeter.

BHEL-Hyderabad's role in industry doesn't end
here: it also manufactures Minimum Oil Circuit
Breakers for voltages from 25 KV, and Air Blast
Circuit Breakers for voltages from 132 KV. Plus
Boiler Feed Pumps.

Today, BHEL Hyderabad's annual capacity is
9,00,000 KW of power generation equipment.
It provides employment to over 8,000 people,
who are involved with various trades, skills, and
disciplines, people who are part of BHEL's
growing family.

Power
1///[{ltothe
people
BHARAT HEAVY ELECTRICALS LIMITED

(A Goverment of India Undertaking)
Hoauy Power Equipment Pant. Ramachancrapuram, Hyderabad 500032
Registered Office 18-20 Kasturba GandhiMarg New Delhi - 110 001

BHEL's 12-point Corporate Plan is a clear
ion of its total i

our nation to achieve its goals through

well-defined objectives. Yes, the

Corporate Plan proves BHEL's commitment

to deliver more and more power to the
people - power for progress and
prosperity.

-
S

BHEL announces a Rs.22-crore error-
with some pride

BHEL climaxed 1973-74 with a turnover
of Rs 228 crores that’'s Rs 22 crores
more than the forecast. Keeping pace,
profits before taxes doubled

to Rs. 27 crores.

It wasn’t just a good year for BHEL.

It was a great year.

A highlight of 1973-74
an over 60% increase in
BHEL's turnover :

1973-74 was BHEL's best year yet.
Turnover and profitability both
exceeded expectations ; productivity
increased significantly and power

generation eqt
reached an all-time high.

‘The turnover increased to Rs. 228
crores from Rs.141 crores of the
previous year an increase of over
60%. Profits in the current year were
Rs. 27 crores, as against Rs. 13.2
crores in 1972-73.

BHEL: Ready 10 serv

2,100 MW worth of power generation

And for products like switchgear,

equipment
1973-74 alone -- equal to the total
output of the last six years !

Profits go up but prices remain
competitive :

BHEL offers power generation
equipment at international prices
‘with of course, the additional
advantages of spares and after-sales
service being available right here.
Plus, equipment is also made
available on a turn-key basis.

e

over

witl
15 MKW of power:

BHEIL/ and HEIL

that eleci mm«{
the country

\d boilers, BHEL has
been able to secure orders against
Stiff i i d national

Undertkings, n plee of i, profts
have gone up and prices
remained competitive.

ly have prices remained

by quoting

ces.

In addition, BHEL has not availed of
the 10% extra margin in pric
which is available to all Public Sector

itive, but so has quality. Thats
why BHEL

technical expertise available. This has
led to collaboration agreements with
reputed companies in USA, Sweden,
‘West Germany etc., for manufacturing
sl peobester, o electrostatic

and axial and radial fans.

equipment, to Mahymy Smgapmv
Ghana, Iraq, Malawi, Cambodia, Sri
Lanka, Kenya, UAR and UK. BHEL has
also sent its technical consultancy
experts abroad.

1973-74 a year of Firsts from
BHEL :

During 1973-74, the first 100 MW
generator and turbine were
‘manufactured. Plus, the first 100 MW
station and the first 120 MW station
have all

you can see, it wasn't just a good
year for BHEL. It was a great year.

Power
)/ /[ tothe

people
Bharat Heavy Electricals Limited

(A Goverment of ndia Underlaking)
Hoavy Power Eqpmont

As a policy, BHEL has sought to
acquire the most highly sophisticated

BHEL strikes a blow
for economic freedom
at Jhansi

BHEL: Geared
1o move India
up in the Power Club

Hyderabad 500032
Registered Office

1820 Kasurba Ganivery
New Delhi -

SAABHEL/1567

Our lifeis
an open book

1. To achieve a dominant position in the
engineering, development and manufacture of
electrical and mechanical equipment for
generation, transmission and utilization of energy
and electric power.

2. To carry on a growing and profitable world-

development in different fields of engineering and
technology in the areas of work relating to the
business and to ensure a steady flow of new
products, processes, services, methods
organizational patterns and relationships.

4. To ensure sound commercial policies, customer

wide business in electrical/
for the generation, transmission and utilization of
energy and its related products, systems and
services for power stations, industry, agriculture
and transport.

3. To become a leader in research and

for the Company's
products and services.

5. To design, manufacture and market all
Company’s products and services at good quality
and fair prices.

6. To build public confidence for products and
services bearing the Company's name and brands
through sound competition, advertising,
promotion, selling and services.

7. To evolve a participative style of management
which will ensure good working conditions and
job satisfaction to all employees, wages
commensurate wit their performance, career
advancement and goodwill amongst all
employees, and respect for the human individual
8. To ensure continuous development of
competent managerial personnel and make best
use of both the human and material resources of
the business.

9. To design an organizational structure with
clearly enunciated objectives and policies where
freedom to function and flexibility to perform will
be ensured for all in accordance with their
abilities, capacities resourcefulness and initiative.
10.To provide a reasonable and adequate return
on the invested capital and generate adequate
internal resources to finance growth of the
Company and fulfil national objectives.

11.To fulfi, as an instrument of social change, by
adapting Company policies, products, services,
facilities, plants and schedules, the social, civic
and economic responsibilities, commensurate
with the opportunities afforded by the size,
success and nature of the business and of public
confidence in it as a corporate enterprise.

12.To give full consideration to the environmental
impact of all products and

processes developed, designed and built by BHEL.

Bharat Heavy Electricals Limited

18-20, Kasturba Gandhi Marg
New Delhi 110 001

Bffr tothe

people

Power to the people.

An advertising baseline or a rallying call for an entire corporation?

The '"Total Communication System' propagated and implemented by

R K SWAMY for BHEL was a stunning example of how communication

can help achieve corporate goals. The work put the fledgling Agency

on the map.

High-protein diet for in dusiry!

Industrial turbo-sets
from BHEL Hyderabad
are a powerful package
deal at work in giant
paper mills, steel plants,
refineries, chemical
factories and sugar mills,
serving their power and
process requnrements

MW turbo-sets. These pows
enerating machines have aiready
cen supplied to the Ennore,

Kothagudam, Indraprastha, Guru

Nanak and Harduaganj thermal

stations.

Right now, more turbc -sets are
being built for Suppg to Barauni,
Panipat, Faridabad, hrathu and
Panki thermal stations.

BHEL Hyderabad's annual capacity
is 9,00,000 KW of power

Tt emgsla yoa o have power to
serve your industry whenever you
nt it.

These turbosets come in capacites
from 1.5 MW and upwards and are
o ufactured i colabaration v
SKODA of Czechoslovakia.

BHEL-Hyderabad's main line, however
is manufacture of 110 MW and 60

And, BHEL, Hyderabad provides
employment to over 8,000 people
peoplé who are involved wi

Varous trades, skills and disciplines;
people who are part of BHEL's
growing family.

BHEL-| Hyderabad more than
turbo-se

BHEL—Hyderabads role in industry

doesn't end with turbo-sets. It also
manufactures Minimum Oil Circuit
Breakers for voltages from 25KV, Air-
Blast Circuit Breakers for voltages
from 132 KV. Plus, there is a wide
range of Centrifugal Ccmpressors
also Boiler Feed Pumps.

Bl R
people

Bharat Heavy Electricals Limited
(A Government of India Undertaking)
Heavy Power Equipment Plant
Ramachandrapuram

Hyderabad 500032

Registered Office:

18-20, Kasturba Gandhi Marg

New Delhi - 110001
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Client
TVS Group

Brand
TVS

Year
1973 onwards

TVS Service:

Not just

more kms

per litre

But more
years per

vehicle

SAATVS/2837

Trust was the basis.

The TVS Group of
companies was an early
supporter of R K SWAMY, and
placed their trust with the
Agency. The Agency
reciprocated with
enthusiasm and
commitment to meet their
needs across all media —
print, exhibition, audio
visuals, road shows, dealer

conferences, et al.

GET A FIRM GRIP ON
SAFETY AND ECONOMY.
GET YOUR OLD
WORN-OUT TYRES.
RETREADED BY TUS.

THE GRIP YOU CAN TRUST

Retreading done in 24 hours. With
exclusive TVS-made ‘camelback
rubber your guarantee of a real, sure
grip on the troughestroads !

For passenger cars, commercial
vehicles, two-wheelers and tractors.

YOUCA
TRUSTTUS

SUNDARAM INDUSTRIES
PRIVATE LIMITE!

Bangalore, Cmmnamu Kalamassery,
Madras, Madurai Mangalore, Pudukotta,
Salem, Secunderabad, Tirunelveli,
Vijayawada, Visakhapatnam.

Client
Oil & Natural Gas
Corporation

Brand
ONGC

Year

1977-82

Oil and natural gas - the prime
nourishers of industry. As sources of
energy and fuel for power, transport,
process, metallurgical and several
other priority industries; as feed-stock
for fertiliser, chemical, plastic and
textile industries industries upon
whose progress depends India's
economic advancement. And, with
world oil prices becoming prohibitive,
ONGC has taken up the challenge ...

Presenting

the complete food
for all-round
growth:

Our ceaseless quest...

In its ceaseless quest for oil ONGC's
emphasis has always been on self-
Sufliciency. In every aspect of oil
exploration, drilling and pruductlon -
including equipment, expertise and

ersonnel. Of the potential oil and gas
Ldnn\f structures on shore as well as off
shore, located so far, 124 have been
tested and 39 found oil and gas- bearing.
Till the end of 1975,
recovered 39.67 million tones of crude
oil and condensate, and 3750 million
cubic metres of gas. Now, (o fully meet
the nation's needs ONGC has moved
in new directions.
StriRing it rich off-shore...

The oil strike of Bombay High has
Fmom a very encouraging start to

dia's off-shore programme. To
establish a production potential of
2 million tones per year, by the end of
1976 and to step it up to 10 million
tones per year in about four years.
an exciting prospect, indeed. This also
opens up new oppoﬂumne< f r
mastering off-shore technol
developing indigenous capamlmes for
building sophisticated off-shore
equipment, and for preparing young
engineers for the new
challenges ahead

ONGC: at home abroad

In its quest for self-sufficiency, ONGC
is looking for sources of crude in foreign
countries too. It has been exploring for
oil in the Persian Gulf along with three
international oil companies. This joint
venture yields India over 500,000 mnms
of crude oil every year. ONGC is

drilling in the deseTts of Iraq, Under a
service contract with the Iraq National
Qil Co. That isn't all. ONGC is even
exporting its expertise: it has won a
contract for carrying out seismic surveys
in Southern Iraq. Also, ONGC will soon
be drilling for gas on the tropical

island of Songo-Songo for Tanzania.

All these efforts are going to oil the
wheels of India's progress. The roads
you walk on, the vehicle you drive, the

Io(hes you wear, the food you eat

they are all linked with oil. As you can
see. ONGC is closer to you than you'd
imagine forming an integral part of
your life

Oil & Natural Gas Commission,
Dehra Dun

0Oil flows
-the nation grows

SAAJONGC/2046

Black is the colour of the

most precious gold in the world
today: Oil the Black Gold. The
sold on which depends India's
future economic mdcpgndcnu

and prosperity. Against a total
8 of 23 million

produced only 8.30 million
tonnes. World oil prices and our

national secu NOW make e =y = g 5 wmm = sy

it imperative that India

finds h(.r own oil-and =: &

> has taken up ¥ ¥
the challenge. [ * - _

All that's gold,

dnesn't always glitter

i

o -
r 4 -

SAA/ONGC/1752

The oil gap is 14.70 million

Qil & Natural Gas Commission.
Du

tonnes wide!
Dehra
o oil row§
= -the nation grows

1
i nncc

=
The world oil crisis costs India
+ Rs.1,150 crores

ONGC accepts the challenge
to build the nation with
Black Gold.

Misinformation leads to misunderstanding.

When ONGC was criticized as a non-performer in Parliament, it turned to R K SWAMY

to set the record straight. What followed was an extraordinary effort in understanding of a Client.

And communication that made the corporation a star in many people's eyes.
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Client
Hindustan Photo Films

Brand
INDU

Year
1975-11

The difference

between
life and death

was 2¢cms

The three pins Janakiraman
swallowed got lodged in his

lungs. He started battling for
breath and his life.

Indu X-Ray came to the
rescue. The clear X-Ray

showed where the pins were
lodged and an operation was

performed immediately.
Janakiraman's case meant

yet another life served by Indu.

Last year, the number of

cases diagnosed on Indu X-Ray
totalled around seven million.
An impressive figure when you

consider that Indu's the only
totally indigenous film!

The Indu Range - playing a

vital role in India's drive
towards self-reliance.

Indu X-Ray Film, Indu Cine

positive. Indu Cine Sound

Negative, Indu Roll Film, Indu

photographic papers, Indu

Medium contrast Graphic Arts

Film, Indu diepositive, Indu
Document Copying Paper.

gives you proof
of quality.
In black and white.

Hindustan Photo Film Mfg. Co. Ltd
Indu Nagar Ootacamund - 643008
(A Government of India Enterprise)

Indu X-Ray
stepped in

to play a

part in
Operation

Hope

Capture the inherent drama.

In some cases, what companies do makes a huge difference
in the lives of people. Communication works best when it
captures this drama. Which is exactly what R kK swaMY did for
Hindustan Photo Films, to show case that company's
performance. A resounding success, in black and white.

Indu

Harjitc?itngh‘ helped him
L o face it
in the :C:}E}fnl? sector once again.

s e a s

The Indu Range-
playing a vital role
in India's drive

towards Indu gives you proof

self-reliance. of quality.

-l
§edes Baps Indu X-Ray Film, Indu In black and white.
' Cine positive. Indu Cine

HINDUSTAN PHOTO FILMS

MANUFACTURING CO. LTD.

(A Government of India
uuuuuuuuuuuuuuuu

Remember
"Khamoshi",
"Dastak”,
"Anokhi Raat"?

Indu brought i gt
them into your &

life. o

As it did every -
black-and-white
award-winning
film. ]

Indu gives you proof of quality.
gIn blayck a’:1d whi(e(? ¥

SAAPF/1202

yyyyyyyy
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Client
Nestle India Ltd

Brand
Cerelac

Title
Mother and child

Duration
30 Secs

Year

1985

Mother: Tum chaar mahine ke ho Mother: Doctor aunty kehati hai ki Mother: ab tumhe tos aahar bhi
gaye... ma ke doodh ke saath... chahiye.

Mother: Iski shuruaat tum Cerelac Baby: Heeee Mother: Haan isme doodh aur
se karo. cheeni pehle se hi maujoot hai...

Mother: Tum abhi badon ka khana Mother: Lekin Cerelac ka har ahaar
nahin kha sakte... tumhaara har vishesh zarooraton ke
liye paushtikta se bharpoor hai...

r4

Baby: Hecee Mother: Tum isse pasand karoge...
Cerelac ka swaad bacchon koh
bahut accha lagta hai

Helping build Cerelac to No. 1.

R K SWAMY worked on Cerelac for over 10 years,

from 1979 to 1989. During this period, the brand raced
ahead to be the leader in the weaning foods category.
The line "Give your baby the Cerelac advantage" is still
being used.

MVO: Tos aahar ke pehle swaad se
hi apne shishu ko dijiye Cerelac ka
anupam uphaar.

Giveyour baby
the Cerelac advantage!

Nutrition advantage: Each Cerelac feed
provides all the nutrition your baby

needs proteins, carbohydrates, fats, vitamins
and minerals. All balanced correctly for your
baby's very special needs.

Timing advantage: When your baby wants
it, Cerelac is ready in seconds. It already has
milk and sugar. You just mix Cerelac with pre
boiled water.

Taste advantage: The first solid feed is a
strange new experience. Babies love the

At about 4 months, your baby needs solids in addition to milk
feeds. This is the time to give him the Cerelac advantage.

Cerelac taste. That's the best start!

Please follow the instructions on the tin
carefully to ensure hygiene in preparation
and balanced nutrition for your baby.

Free Growth Chart:
Send for your baby's very own growth
booklet write to CERELAC Post Box 3

New Delhi 110008.

Cerelac care: nutritionally complete-and delicious
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Client
Campco Ltd.

Brand
Campco

Title
Line up

Duration
30 Secs

Year

1987

C is a chocolate called CAMPCO A - Means it's No. 1 M - is for milk to give you strength

P - is for protein full of fun

C - is creamy rich taste

A fun line up.

When India's largest cooperative of cocoa growers
wanted to launch their own brand of chocolate, they
turned to R K SWAMY to help support the launch.

With children as the focus, R kK swaMY lined them up to
make the brand endearing and most memorable.

Laaa... lalala ala

Oh what fun to have CAMPCO MVO: Creamy Milk Chocolate from
India's largest most modern plant.

Client

New India Assurance
CoLtd

Brand
New India cattle
insurance

Title
Farmer

Duration
30 Secs

Year
1988

Farmer 1: Arre Sukhiya, yeh
pichle hapte hi toh tere dono

Farmer 1: ... aur tunne naya

bail kharid bhi liya... Kahan

> bail be mauth mare gaye thei... se mila paisa?

Farmer 2: Arre maine New India Farmer 2:Bailon ki poori keemat

Assurance ka Pashudhan Bima joh de di unhone
kara liya tha...

S X o i'._ L

Farmer 1: Pashudhan Bima?
Kaise karathe hai ?

Leading in Rural Communication.

R K SWAMY has been a pioneer in Rural
Communication. This award winning TVC promoted
cattle insurance for New India Assurance. The Agency
has produced the gamut of rural work for various clients

over the years.

Farmer 2: Arre uskeliye janwar ki
keemat ki...

Farmer 2: ...har sau rupye par saal MVO: New India Assurance
bharme zyaada se zyaada chaar Nuksaan mein aapka sahara.
rupye dene honge... bus

R K SWAMY HIS LIFE & TIMES
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Client
Hyderabad Allwyn Ltd.

Brand
Allwyn Trendy

Title
The way to be

Duration
30 Secs

Year

1988

When you are young...

...The time has come

...And you're free ... Trendy is the way to be

The power of Youth.

Over the years, R K SWAMY has helped launch scores of
new products in the market, targeting all sorts of
consumers. In this example, Allwyn Trendy was among
the first to target the Young, recognising this emerging
demographic segment as a powerful consuming force.

Allwyn Trendy Tough 'N' light

Water tight The new Allwyn Trendy Quartz.

LIC Mutual fund

LIC Mutual fund

Is there one way of getting
the benefits of safety,
a higher return,
growth on investment
—linked to family security?

I Like the high return
on a Company deposit.
Is there a way to get
growth on investment, also?

!

Now! Get a high return on your investment.
And security for your family.

Today, you are faced with numerous
investment options.

. Bank deposits that are safe but don't give a
high return on investment.

Company deposits that give a higher return
but don't really allow for much growth on
investment.

Shares that give growth on investment but
require indepth knowledge of the stock market
to avoid risks.

.Or, you could opt for the one investment
option so unique, it gives you the benefits of all

ee.

LIC Mutual Fund. The investment option
that gives maximum benefits.

How's that possible ?

_Quite simple, really. As one of a large group
of investors, you will enturst your savings, to
the L IC Mutual Fund.

This substantial amount will then be
d by a team of i iali

Some of these schemes will offer a fourth
i ion life cover for the investor.

drawn from LIC... an organisation with a_track
record of ing a fund of the itude of
Rs.19,000 crores.

Naturally, %iven this high level of expertise,
the LIC Mutual Fund will develop a portfolio of
growth oriented investments that will yield
maximum returns without sacrifying liquidity or
safety.

LIC Mutual Fund The dimension of security.

The LIC Mutual Fund plans to offer a
variety of investment schemes... each one an
attractive blend of high return, growth on
investment and safety.

L£1C Mlutual Fund

We'll help you meet your goals

Under the life cover schemes, the investor
can set a target amount for savings in a certain
time frame.

. Shoulc the unforeseen happen, and the
investor dies, the LIC Mutual Fund will pay the
target amount to the investor's nominee.

The LIC Mutual Fund is committed to
serving the investor in more ways than one.

For a balance of high return, growth on
investment, safety and life cover, look to the
LIC Mutual Fund for the right investment
option for you.

*For further details and conditions,

please contact the L IC Mutual Fund
Yogakshema, Jeevan Bima Marg,

Bombay - 400021
=¥

sEr

Education, to establish the new player.
When India's most trusted financial services brand decided to step into

new territory, it was time to break out all stops. From designing the new
logo to audio visuals, from product literature to a multi media launch,
everything was created overnight (or so it felt). A rousing start!
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Client

Hindustan Latex Ltd.

Brand
Moods condoms

Title
Chemist

Duration
30 Secs

Year

1990

Customer-1 (shyly): Excuse me... Can I have some... Ummmm...
Umm,

>

A pack of....

Customer-2 (confidently): Moods
condoms

First, the consumer insight. Then, the communication.

Research clearly showed that men hesitated to ask
the shopkeeper for condoms by brand. The result was
a piece of communication that addressed this
head-on. Asking for Moods was no longer something
to ... er ... hesitate about.

MVO: Act with confidence.

Client
Rashtriya Ispat

Nigam Ltd. ’KELW ’ﬂ-ﬂ’.’.ﬂ'

Brand
Vizag Steel

Year

1991-94
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The draw of aesthetics.

The company was born with the handicap of huge
cost overruns. It needed to establish its brand quickly,
on a quality platform. Perhaps the most beautiful
presentation that the steel industry has ever seen
accomplished the task.
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Client
Indian Shaving
Products Ltd.

Brand
Oral B toothbrushes

Title
Upside down dentist

Duration
30 Secs

Year

1995

Dentist: Daton ki safai par

dyan nahin hai

>

Patient (Mumbling): Kya

kaha?

Patient: Main toh accha Dentist: Sirf accha
toothpaste istemaal karta hun toothpaste istemaal karne
se bath nahin banthi

Dentist: Asal mein danton Patient (Mumbling): Kya
koh chahiye ek accha brush... kaha ?

Joh danton ke saath saaath

kitanuon ka bhi safaya kar

sake

Dentist: Oral - B istemaal
karke dekho, joh mein

istemaal kartaa hun.
Duniya bhar mein...

Dentist: Sahi Kaha...

Dentist: Sahi kaha. Mein
Oral - B he istemaal karta hun.

Dentist: ...zyaada dentist
yahi brush istemaal karte
hain

Patient (Mumbling): Oral-B

MVO: Duniya bhar mein zyaada
dentist yahi istemaal karte hain.... Oral - B istemaal karte hain ?
Ab Bharat mein

Patient ( Mumbling): Aap vakhi

Turning things upside down.

A category dominated by MNCs. An unknown name.

A premium price. A limited budget. Against the odds
R K SWAMY BBDO helped launch Oral B with the

upside down dentist endorsing the toothbrush 'more
dentists use'. The sales went only one way - straight up.

Client

TTK Sara Lee Ltd.

Brand
Brylcreem

Title
Snap Test

Duration
30 Secs

Year

1996

FVO: Looking for today's man?
) o

A

... that greasy old fashioned stuff

MVO: New Protien enriched
Brylcreem, keeps your hair healthy,
well groomed and yet non-greasy

BRYLCREEMVS.OIL .

THE SHAP TEST

Do the snap test and snap He's using...

Do the same with his hair and... ...snap your fingers
Right... he's your Brylcreem man

FVO: For today's hair in a snap

A grandfather's brand. For the grandson.

Brylcreem was a brand from the 1950s.

When R K SWAMY BBDO was charged with the responsibility
of relaunching it in the 1990s, it came up with a snappy

idea. The snap test on television demonstrated the non-
greasy feature. The brand started appealing to the young
virtually overnight.

New Brylcreem- for today's hair in a snap.
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Client
Hawkins Cookers Ltd.

Brand
Futura pressure cooker

Title
Chandan

Duration

30 Secs

Year

1995

Music... Jingle: Chandan sa badhan... Jingle: Chanchal chitvan...

Jingle: Dhire se tera ye Jingle: Mujhe dosh na dena
muskana... jag walon...

An ode to a beauty.

Futura pressure cooker from Hawkins is a product of
stunning design. It deserved communication that would
extol its beauty and its virtues. This "Chandan" TvC did
that and more. It doubled sales in one year and the

brand never looked back.

Jingle: Ho jaaon agar mein
diwaana

PRESSURE COOKER

Music continues... MVO: Futura Pressure Cookers
from Hawkins.

Client
Citizen
Brand

Eco-Drive

Year
1998-99

CITIZEN

CITIZEN

Eco-Drive

Shed light on the one powered by light.

Look clean. Exude premiumness. Stay product focused. Introduce the new.
Showcase the technology. Create the aura. Be serious. Differentiate.
Surprise. Kindle desire. No wonder the Eco Drive flew off the shelves.
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Client
TTK Sara Lee Ltd

Brand
Kiwi Shoe Polish

Title
Whiteboard

Duration
20 secs

Year
1996

=L TS

New KIWI Classic

o

) o

has more rich

KIWL KWl
OTHERS QTHERS

natural wax than any other liquid shoe polish

£ §
™
| ARSI

[ Frg Ty P

So KIWI Classic is richer and
thicker, giving you a better shine Shine.

New KIWI Classic. More wax. More Now also in 40 ML pack.

The simpler the better.

What better way than to spell out the communication
on a white board! The demonstration was so powerful
that the market share of Kiwi moved up smartly and
oh so quickly. Seldom has so little investment yielded
such high returns.

Client
VISA International

Brand
Visa credit cards

Title
Locker room

Duration
30 Secs

Year
1996

Player -1 : Our holiday Tickets nahin Sachin: VISA Power...
mile. Didn't go with enough cash ... Go Get It

) o

Player -3 : Pata hai. At the
restaurant, we had to skip lunch

Player -2 : And the special Sachin: VISA Power...
saree, woh bi nahi mile. Go Get It

Sachin: VISA Power... Player -4: Teek hai, Sachin: La...
Go Get It teek hai... Can your power fix this too?

Get Visa power.

The power to do not only what one has to, but also
what one wants to, that's Visa power. With this simple
insight, R K SWAMY BBDO has helped Visa to become the
undisputed leader in the payment systems business in

all dimensions.

Sachin: VISA Power... Go Get It.

R K SWAMY HIS LIFE & TIMES

XXIX



Client

Living Media India
Ldd..

Brand
Cosmopolitan
magazine

Title

Smart six

Duration
6 x 10 Secs

Year

1997

Title: Wine Glass

Title: Ladder

Title: Board room

Music...

Have you ever felt...

The women’s magazine that shows...

that your career could do...

how to succeed here...

Dressing for success at work

...and at play

Cosmopolitan. Are you up to it?

5

with a little help

Cosmopolitan. Are you up to it?

...and here

Cosmopolitan. Are you up to it?

Title: Feel Good

Title: Hands

Title: Learning

You have never seen a woman...

Here's a women's magazine that
believes...

who makes you feel...

so good...

about yourself.

Cosmopolitan. Are you up to it?

e

that the battle of the sexes...

should end in a draw...

Where did you...

learn that

Cosmopolitan. Are you up to it?

Cosmopolitan. Are you up to it?

Communication to reflect the audience.

Honest. Sexy. Smart. That in a nutshell describes the
TV campaign created to launch the Indian edition of
Cosmopolitan magazine for the India Today Group.
Backed by an innovative TV plan that called for

concentration in a single channel, the launch was a

resounding success.
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Client
adidas India Ltd.

Brand
adidas

Title
Full Tension

Duration

60 Secs

Year Music... Music continues...

1997

Capturing the drama by pausing it.

The world stands still while the master is at the crease.
This was captured in a special camera technique called
the dramatic pause. With this most recalled TvC for
adidas, R K SWAMY BBDO ensured the most dramatic of
results on a most modest budget.

Music continues...
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Client
Daimler Chrysler

Brand
Mercedes Benz

Year
1999 onwards

We rest our case.

The new 5-class salaon:

The Mercedes-Benz among Mercedes-Benzes.

Ty fn ey e |3 baal | o ek me e e sy sl PR LN 0 1 TR | gt m o o i g o e e ol B s p—
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R e

The term “love triangle” just soquired an entirely ew meaning. - E Meiees tons

Hold a mirror. Success will follow.

The Mercedes Benz is like, well, no other. The work for
Mercedes Benz has to be like, well, no other.

R K SWAMY BBDO has produced hundreds of pieces of
work for this brand, perhaps the most consistent body of
work in the automotive category.
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Client
Piaggio Vehicles .

Brand
Ape

Year
2000 onwards

The proof is in the performance.
An intra-city low volume cargo carrier on three wheels?

The prevailing view said there was no such viable
category. R K SWAMY BBDO has helped Piaggio create
exactly such a new category working on all aspects of

the communication, from the ground up.

Client
ICI India Ltd. %

Brand
Dulux paints

Title
Football

Duration
30 Secs

Year Music...
2000

&

i

v {\-r .
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-
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Dulux 3-in-1 paint.

Bina koi...

<

LS

-
=11 |
[t
f

The power of demonstration.

When 1¢1 Dulux delivered a unique product, it needed
a unique television presentation. The stage was set to
create a mess that could then be wiped clean.

The character of the cleaning lady added that extra
something. A clean wipe, some would say!

f

Jis par se aap doh sakte hain... har tarah ka daag...

als

n
R
..nishaan chode, har baar. Dulux 3-in-1 paint.
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Client
Government of India

Brand
Women & Child
Development

Year

2002/03

Her husband beats her if his dinner isn’t
served hot, if his clothes aren’t ironed,
sometimes, even if he’s had a difficultday at
work. Deep down, she knows it isn’t
accidental, because accidents don’t happen

Towards a new dawn

every day. To all those men who use
physical violence against their wives, we
have this to say: think about your mother,
your sister, your daughter before you
raise your hand on your wife.

When he was one year old, he started
walking around. By two, he had
learnt how to speak. By the time he

as a construction labourer.To all
those who make children work for
them, our only request is this:

reaches seven or eight, he’ll be working @ Think of your child before youdoso.

Towards a new dawn

Powerful campaigns. For fundamental causes.

As a recognized leader in the field, R K SWAMY BBDO's
SocialARural Marketing Group has developed numerous
campaigns for worthy causes over the years. This series
on Women and Child development created quite a
flutter. An unexpected result — the logo was adopted by
the Ministry as its own.

Her marriage was not made in heaven. It
was arranged in a shop. For several
thousands of rupees, her husband sold
himself. And her parents thought they had

Towards a new dawn

Dopariment of
Women and Child Development
overnment of India

bought happiness. May we remind all those
who demand or offer dowry, whether in
kind or in cash: one day your daughter or
sister could be living this nightmare.

There are a few among us who won’t give
a second thought before murdering their
own newborn. And that too, just because
she is a girl. Even a jail term doesn’t deter

Towards a new dawn

them. Before they kill again, we would like
them to consider: Would you have been
alive today had your mother met with the
same fate?
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Client
Raymond Led.

Brand
Raymond

Title
Baby

Duration
30 Secs

Year

2002

Managing a leader, carefully.

When R K SWAMY BBDO started work with Raymond, it
knew it was dealing with a legacy brand with a strong
following. This 'Baby' commercial preserved the brand's
sensitivity even as it showcased the superior fabric and

looks. Feels like heaven indeed.

Music...

Music... Music... Music...

Music... Music... Music...

RAVIMONA

!

Raymond - The Complete Man




R K Swamy founded R K Swamy Advertising Associates Put

Ltd, in 1973 with all the money he had at that time - a capital of
Rs 100,000 (the equivalent of USD 12,000).

He opened as a large format agency, with 30 employees on
day one. His clients sometimes bailed him out in the early days,
paying for services in advance. He homoured every commitment,
to clients, people and vendors alike.

The foundation that he laid has led to the creation of one of
India's leading multi-disciplined, multi-location, marketing
communications and services groups, operating under two brands
- R K SWAMY BBDO and HANSA.

The Group employs over 700 full-time people, across 17
distinct offerings, located in 14 offices in six cities, plus a field

network spanning an additional 12 cities.
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EMBRACING GLOBALISATION

Wah Alen Renakene, Usafrmam gmd CECY, PRI Worldwide

sy was one of the eacliest basiness

leaders in India to realise the

inevitahility of India’s integration with
the world cconomy. He starmed believing in
plobalization kefore it became a buzzword,
and once again he did something pioneering
iny mdvertising. He soughr our a large
mulrinational corporation as a joint venmure
partner when ic was consileread not feasible’,

Thus it canmwe about that Swamy, wha

dared vo starr a wholly Indian agency with an
all-India network 1o rival those of Mg
AT i in |".'r|"-':. I.ll."'l. |-|I|.'I.I [y II'\I\.IL o o [il‘-l.lr‘:
with an inrernaitional apency in the cightics
in order to offer reach to global clients in the
ecmerging liberalised scenario. Here, too, he
proved to be prophetic. Soon alter he
finalised an agreement with Bamo
Worldwide, one of the biggest players
i the business, other Tnadian agencies

started joining bands with multinational
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EMBRACING GLOBALISATIORN

Dhrecioms of B K Swamy Advermmg Asociss with vaimg BEDO) persommaed m. 1955

arencies one after another,

In this mission, Swamy was helped by the
presence of Shekar in the US, Shekar was
already working in the advertising and
marketing field, at | Walter Thompson
Chicapo, hiz sdvertising [H,-;“;.;I:L_'L- urk nown
tor his employer. Father and son knocked on
a few doors, but it was ot BRI chat their
approach met with seccess. Shekar believes
that & K swast'’s hype-free, transparent
approach that eschewed rall ¢laims and glib
pEarmises e |1.'|~.'|:' ||1|.|'l|'-|,'5-.'-\.|.\i BRI -F:-ﬂ.::lm'!.'
and Shekar were equally impressed with the
down-to-garth, non-condescending artitude
of Allen Bosenshine, the CEO of BaDO,

When & K SWAMY and BEOO signed an MOU
in 1983 o work together, it was a non-equity
deal, s government policy at the time did no
permit equity transfer 1o overseas partners in
the advertising indusory. The policy changed
in 1989, and R ¥ swamy was the first agency

in India to sell a minonty stake to a foreign

partmer and & K Swasy BB00O was [aunched.
Today, every large Indian agency has a foreign
ety partner. By 2000, even as BBDO
acquired 50.1 % in the joint venture, the
management control was firmly vested with
the Indian partner. The partnership has only
grown from strength to strength. [t s an equal
partnership, with the Indian am succeeding
on its merit and not sutomatically benehiting
trom the foreign partner’s existing business. It
has consistently fought and won in open
-:_'..:-||L'|'H.'I|I!i|.1|1 from is rivals on Indian ourd,

In the globalised environment post-1991,
thi customer profile of the agency had o
underpo vast chianges to sty competitive. T
could no longer afford to bask in its past glory.
Swamy, encouraged by Sundar and Shekar,
mache some hard calls. The o derermined a
new coyrse of action and recast the business,
and the way the company was working, quite
dramatically. In voday’s language, this would

be called *re-enmneering, but this was



When R K SWAMY and BBDO
signed an MOU in 1985 to
work together, it was a non-
equity deal, as government
policy at the time did not
permit equity transfer to
overseas partners in the
advertising industry. The
policy changed in 1989, and
R K SWAMY was the first
agency in India to sell a
minority stake to a foreign
partner and R K SWAMY BBDO
was launched.

;n:.'l.'uanth'l:d ¢|||ir!|1.' withiout sy fanfure.

s the company morphed, changed and
transtormed itseld, it became very different
from what it had been in Swamy's heyday - in
its elient base and its approach. The entire
business complexion, particularly in the client
base became very different.

Mew management teams at the office level
were fully empowered. Critical competency in
Television creative was developed. Madia
mamagement became sharper. Mew business
focus wis on wivertising-dependent private
sector brands, The rransformation was
dramatic. Owver o s of five years, the
contribution from the private sector jumped
tor 80% of total business. Multinational clients
share of business was well over one thied of

the total. (Today's clicon list reads like a whe's
wheo of almest every feld of basiness, from
banking and insurance 1o every type of
consumer durables and FuoGs - Apollo
Hospitals, Birla Group, Canara Bank,
Corporation Bank, Dr Reddy's Laks,
Howkins, Hindustan Latex, 103, Margadarsi,
Indhian Aidines, Kirur Vs Bank, L,
Mercedis-Benz, Ministry of Tourism,
Ministry of Health, omGe, Orient,

Piageio, Procter & Gamble, Raymond,
Sara Lee, Shrirm, Wipro, Ste Bank of
Inddian, Visa etch.

Swamyy, in his seventies now, saw this
transformation as moving the company he
haad foumnded o the nexe level, While he was
not involved in new busines development
directly, his interest was as keen as ever, He
wotld personally congramilate the winning
reams and ask ro see the presentations, often
criticizing them and offering sugpestions for
improvement. It was satisfying for him o see
the Agency he had founded with many
mearguiee clients, and gain grudging
admirtion from its peers.

As Shekar puts ir, 'Our (mine or Sundar's)
relevance comes from the need to preserve a
cerrain culture. We don't have 1o be ar the
operational level. We can provide ovemll
direction, stravegic drive, but we don’t have 1o
provide operational energy. The game needs
tox be played at a higher level. It's nor about
owning something and therefore orying 1o
inanage ot The dkill s nesded o dove for
overall leadership are multifscered. Some
mcasure of energy and leadership can be
providied, bur the rest has 1o be created.”

‘Ag we grow’, Shekar continuees, ‘it as a
professional services company, not a physical
pszet-based, capital-intensive business, Some
measure of capiral is needed but thar is not
the discriminaror. The abiliry to antract
professionals and mould them to o way of
thinking and driving them rowards delivering
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EMBRACING GLOBALISATION

a certain standard of quality are the
organisational areas that we shoubd work on.
Handling a client, doing the work is not
necesarly the focus, We don't shy away from
that but progressively we should do less and
less of that, and more and more of creating
capacity. We are partners to o professional
services firm; it comes not by equity
cnership, but by mutual professional respect.
Thar is the test.”

Tisday Mumbai i= the largest opemtion,

Shekar continues, “33 vears after we
startecd, we are restarting operations, as it
were. We feel we can be among the top few
in the coumtry, For a company, which has
grown out of Chiennii, the opportuniny
tosdivy 15 exciting.”

Croang beyvond, Swamy biwd taken the view
thar the competitive flavour was clearly not
evien in India. [t is beyond. Seen from this
perspective, the Group management fecls

thar it o hardly srarmed. *Righe o, we ore

Sy, fommdby members and Lading lights of nalversisng wath Allon Roserabime dben he visited Pl in 1999

accounting for 30% of the business, while
Chennm contributes 15%, The B & Swasy +
HANSA Droup is now a multi-divisional,
miulti-locational morketimg commumcations
anid =ervices entity with leadership in many
sepments, It s clearly in the -|:n|‘l 5 im India in
this area of marketing services with over 700

people. That pesition is indisputable

working o see how we can scale the
operation up significantly and with impact.
We are poing torwands I.I.!.il..Il.'r‘\.I'll:"" in ||:|'.|f|-u;rll'|:.;
communications and services, with clear
competitive offerings. We have redetined our
pairpose ina manner that s quite mtenesting
we are very bullish',

L e ol '!"'h|1.-|'l::|.r'\ fePnels 15 thar Swamy s



not around to enjoy the changes in the
agency. "As we recast our business, my father
would have been the man most kicked about
the whole thing'. Swamy would get excited
whenever new plans came up.

According to Sundar, *Some other things
have changed too since his days. ‘In his time,
profit was whar was left after expenses, not
what you plan to work towards achieving.
Profit was not the reason for the business,
though you did eam it ar the end of the day.'

It the first five years of his agency, hiring
quality people was not a problem. Both his
reputation and the arrraction of a career in
sdvertising were strong factors in drawing
goosd talent to the agency, Today, advertising
is less glamorous than say IT ar Financial
Services. It is a greater challenge to hire
bright people.”

"Whenever the indusory was in any kind
of trouble, my father took on the
responsibility to protect the industry's
collective interests’, remembers Sundar.

In that entire struggle, he was not always
mindiul of media interests, and he strongly
I!j'r]'rtm.hl moves by INS 1o curtail agencies.

It was one cartel pitted against another
and the indusery often used him as
its mouthpiece.

Today there is no room for the kind of
adversarial positions that sometimes existed
between NS and ad agencies, the kind of
situations in which Swamy had perforce o
take positions to protect the intereses of the
agencies. With multinationals entering Indian
agencies, their sheer size leaves no room. for
the old prul‘:-ltmﬁ of creditworthiness, size ekc.
The media’s money is safe. Many of the
agencics are larger than the media or even
their own clients. The better agencies are
perhaps better, more professionally managed
than some of these media howses or clients.
Today, agencies have no inferiority complex

VIR Vs IMNS.

Suwarey meroducing his frimd T T Ve o Allen Hosenchine

Swamy built a reputation for holding top
positions in industry and management bodies.
He also took care internally o prepare his
company to withstand competition from
outside. He further ensured a human touch
with all the members of his staff who, in wm,
gave their best to make him satisfied with
their work. In fact one of the reasons for his
company to be flourishing was the extreme
lovaley his staff bestowed on him. As he
prew older he rreated them softly and kindly

and they in tum looked ar him with awe
and admiration.
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A SPOKESMAN FOR THE

INDUSTRY

autam Rakshit (Managing Director,

Advertising Avenues, and past

president of AAAI) knew Swamy first
as a legend. He was a rookie in advertising
and marketing and Swamy was one
generation ahead. Rakshit had heard of him
much before meeting him.

‘Interestingly, Mr Swamy’s legendary
reputation - my perceptions of him before
I met him - and the reality when I met and
interacted with him, seemed to be in perfect
synchrony,” Rakshit states, with a dramatic
flourish. ‘To understand this, consider the gap
between perception and reality when you
come face to face with a movie star of your
fantasies. In this particular case, the strength
of the person was that whatever he thought,
he expressed, he did it strongly and clearly.
There was no dichotomy between the real
man and the mythical man.’

‘He remained in the AAAI until 1997,
during which period I was its President three
times. That is when [ interacted regularly
with him. He never talked down to me, and
often showed a peculiar sense of humour that
challenged your intellect.’

‘In the early nineties, he was almost ready
to start preparing the next generation, when
[ became President of AAAL [ was based in
Mumbai and he in Madras. [ was a teenager

in his eyes, walking into a position [ knew

Gautam Rakshit and Swamy at an Advertising Agencies
Association of India meeting in 1992.

“He was invariably
the master of any subject

he touched.”

nothing about. That is when he took on

the role of allowing me to walk and ensuring
that I did not fall flat on my face - and he did
that without my having to interact with him
face to face.’

‘He had a view on every topic. I found in
him a level of intellectual capacity that
allowed you to differ with him and still gain
respect for your opinion. One such area of
divergence of opinion was his stance on the
media, whom he saw as adversaries of agency
bodies, though he later softened that view. He
was not alone in his view in that period, and
was possibly seen to be a flagbearer of that
school of thought.’

‘However, we shared together an anxiety
to get the government to change its view of
the industry. We both served in several
committees formed by the government and
[ would make detailed presentations, and
Mr Swamy would speak. Rarely did I actually
have to pull out the acetate sheets in vogue
those days to support Mr Swamy’s talk, as he
would had thought the problem through in
his mind. Most certainly, his charisma - his
towering personality - was far greater than
mine. | played the able assistant whose
assistance was not always required!’

‘When P V Narasimha Rao was Health
Minister in Rajiv Gandhi’s cabinet, the
government was keen to give Family Planning
a new, human face. Swamy must have spent a
whole year of his time in a condensed fashion,
and [ one or two months of mine.’

‘Over this period of time Mr Swamy saw

me as a slightly wayward godson. Somehow,



Ram Tarneja delivering an
address with (L - R):

V A Adya, R K Swamy,

Ram Tarneja, S R Ayer,

C S Kamnik and ] C Chopra at
the 35th Annual General
Meeting of the Audit Bureau
of Circulations

in 1983.

he was willing to give me space even against

his best intellectual judgement, which was a
facet of the man not generally seen by the
professional world at large.’

‘This was demonstrated a few years ago,
when my son married a Tamil girl, and the
wedding took place at Chennai. Mr Swamy
was very ill, but he took the trouble of being
wheeled into the wedding, just to say, ‘You are
in my heart.’

‘He saw me quite often as a ‘westerner’;
while I thought I was unconventional, he
might have considered me immature, but that
seemed to make no difference to his affection
for me. In his more expansive moments, he
would sit down and recite slokas to me and
say: ‘Not followed? and then go on to explain
the significance of the sloka. He was a great
raconteur and many of his stories were about
the bureaucracy, with whom he had worked
quite closely. For a hard core private sector
professional like me, his stories of BHEL, HMT

and other PSUs were from a different world

altogether. The bureaucrats and media people
respected him a great deal, but they were also
scared of him. To meet him was like going to
an examination.’

‘Mr Swamy was one of the first Indians to
believe he could take on foreign
multinational agencies, and build an
institution that would make Indians proud.

I held it against him, however, that finally

R K Swamy Advertising Associates did
become R K SWAMY BBDO, though I knew I was
being harsh, as by that time he was no longer
at the helm of affairs. It was perhaps his way
of saying that it was a practical consequence
of globalisation’s inexorable march. He must
have resisted for a long time before giving in.
Still, the name of the agency has

R K SWAMY first and BBDO second.’

‘ used to dread receiving letters from
Mr Swamy. They were never less than four
pages long. He would go through every
minute detail of the subject under discussion

and put down everything. This is something
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“He had a view on
every topic.

[ found in him a
level of intellectual
capacity that
allowed you to differ
with him and still
gain respect for

your opinion.”
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[ have not seen in any other person in the
advertising industry. He was invariably the
master of any subject he touched.’

‘The all-time advertising legends of India
in my book are Subhas Ghosal,

R K Swamy and Subroto Sengupta who
brought me from a marketing job in Cadbury’s
to advertising. Each was a giant in a different
way. Subroto was the perfect academician,
Ghosal was a great leader with ethics and
integrity - yet to see a greater one - and
Swamy was ever willing to court unpopularity
in defence of his convictions. If you were to
look for such examples in the industry today,
you may not find them. Today, ethics and
corporate governance are so easily worn like
a flag. My all-time legends actually

practised them.’

In 1976-77, Ram Sehgal was posted to
Delhi as HTA manager. The R K SWAMY agency
had come into being by then. The Janata
government was about to impose an

advertisement tax. Subhas Ghosal asked

Sehgal to coordinate a meeting with the
Finance Minister H M Patel, to be attended
by Ghosal, Mani Ayer, Gerson da Cunha and
R K Swamy. His job was to take the delegates

INDUSTRY

to Parliament House to meet the Minister.

Swamy arrived a day in advance, equipped
with great documentation. Two secretaries
were given to him, and he stayed busy
drafting and redrafting. ‘They had to type
documents and put them on charts. He had
the complete hard facts needed to back us -
GDP, India’s, worldwide. He didn’t need any
reference material, because he had all these
figures in his head. The entire presentation
was crafted by Mr Swamy. What harm the tax
would do, what role advertising plays in the
economy, was all explained clearly.’

The unfortunate part was that
Mr Patel was an early riser, up at 4.00 a.m.,
and the presentation was at 5.00 p.m. Sehgal
recalls that ‘it went for a toss, with the
Minister snoring away through it. Mr Swamy
being Mr Swamy, was quite ready for just
such an eventuality, and produced a booklet
out of his briefcase for H M Patel to read.
The presentation lasted all of 15 minutes.
The tax stayed.’

‘Who in the world can build an empire at
age 50 and reach the top 10 in 5 years?
Ghosal used to say. “That man is grossly
underestimated by the industry.” He had great

L - R: R K Swamy,
Avinash Jain, Reyaz
Ahmed, PV Gadgil,

Vijay S Padukone,

R N Joshi,

Ajit K Sachdeva and
Baggu A Ochane at the
3rd Annual General
Meeting of the
Advertising Agencies
Association of India

on 30.4.1984. Swamy
was the President then.




Chairman P K Lahiri
welcomes new council
member R K Swamy
at the AGM of the
Audit Bureau of
Circulations on

27th September 1984
at Mumbai.

regard for him.’

When Ram Sehgal was president of AAAL,
the body decided to give Swamy the AAAI
Premnarayen award. Sehgal called him at his
home and asked him if he would accept the
award. “What sin have I committed to
deserve this award?” he asked. “We've decided
to overlook your sins and remember only
good things,” the younger man assured him.

Sehgal was delighted when at his request,
Swamy brought his wife with him for the
awards ceremony. The moment they met,
Swamy said, “I told her you’d be very annoyed
if she didn’t come.” He was unwell, he had a
problem with his limbs and had to be helped
to climb on to the dais.

Swamy was struggling when he walked
in, to a standing ovation. He was a sick
man, but once on the podium, he made a

45-minute slide presentation of his view of

“Well, quite frankly,
what a waste of
talent in advertising!”

advertising. Sehgal thought he was back to

being ‘old Tiger Swamy’ once on stage. ‘No
sign of pain or sickness!

For that occasion, Mani Ayer (former
Managing Director of O & M and a close
friend of Swamy) who could not make it, sent
this David Ogilvy story:

“In 1982, when David Ogilvy visited
Madras, I requested Swamy to host a dinner.
Swamy readily obliged. After interacting with
Swamy for sometime, the following
conversation ensued between me and David.
“Mani, tell me seriously, is this man in
advertising?”

[ said “Yes”.

“Really? Or is it a hobby?” asked David Ogilvy.
I said, “No, he is a very serious practitioner.
Why do you ask?”

David said “Weell, quite frankly, what a waste of
talent in advertising!”

Bobby Sista who headed Sistas until its
acquisition by Saatchi & Saatchi, and now
devotes his time to Population First, a mission
close to his heart, always had high respect for
Swamy. ‘He was a few years my senior. [ met
him first in the 1960s when I was working for
Readers Digest. He was in Madras, where he
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Swamy, as President
of AAAI was invited
to inaugurate
Madurai Advertising
Club in 1984.

Dr Sivanthi Adityan
applauds Swamy
unveiling the plaque.
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Both Ghosal and Sista

were full of admiration
for the way R K would
pull out a sheaf of
documents and rattle off
facts and figures, when
any point came up and
people refuted his
arguments.

did a fantastic job for ] Walter Thompson.

I remember that the succession issue came up
after Gaynor left JWT India. I also remember
how unceremoniously Fielden was asked to
clear the way for Greg Bathon. Fielden was
literally thrown out overnight. No one would
have thought that was possible.’

Sista is unequivocal about the injustice
done to Swamy when the time came for the
appointment of the first Indian CEO of JWT.
‘Swamy should have rightly been given the

INDUSTRY

MD’s post, when an outsider was brought in.

[ was at Readers Digest and it did not concern
me directly, but [ felt it was the wrong choice.
I mean you can’t have heading an agency, an
eminent person whom clients feel bound to
get up and greet when he walks into their
office. You don’t expect him to last in the
service business. I don’t suggest agencies
constantly kowtow to clients, but they need
to have a relationship with them’.

Swamy was a man of considerable
erudition. Nobody among clients or peers
would have read as much on subjects that he
spoke on. He had the most resourceful library
on advertising subjects from cuttings of
articles to books. He had statistics, facts and
figures at his fingertips. His peers came to
know this when the industry had a strong
confrontation with IENS on the credit period
allowed to agencies, the accreditation process
etc. When IENS tried to reduce the credit
period from 60 days to 30 days, Swamy fought
very hard. Sista was then VP, Subhas Ghosal
President of the AAAIL and Swamy a key
member of the committee that interacted
with IENS. Both Ghosal and Sista were full of
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Receiving the AAAI-Premnarayen award from Ram Sehgal, President, AAAI in 1998.



Swamy as past
President of AAAI
participating in a
AAAI meeting in
1992. His interest in
industry matters was
total till his last days.
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admiration ‘for the way RK would pull out a
sheaf of documents and rattle off facts and
figures, when any point came up and people
refuted his arguments. He used to silence
most people, and there was no need to argue
any further. That’s the kind of mind he had,
the kind of preparation he made.’

He was a committed professional. When
he was tongue-in-cheek called ‘public sector
wallah’, it did not bother him. In whatever
manner he managed it, he was able to gain
the confidence of public sector clients, ‘even
if we were all jealous’. It meant to a large
extent that he was able to create in the public
sector a value for the role of advertising.

He was able to bring a semblance of
professionalism to public sector perceptions.
Sistas too had public sector clients. For
instance, the agency handled every division
of HMT, while BHEL was one of Swamy’s big
clients. Very few advertising people
commanded respect like that.

Personally, he was a thoughtful friend,
and caring host, remembers Sista. ‘Once on a
visit to Madras, | had dinner with him at the
Madras Club. Prohibition was then in force
in Madras. He made sure I wore shoes in

honour of club rules. When we sat down on
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the lawn, he pulled out a briefcase, which
had contained documents in the morning.
Now it held a bottle of whiskey. We chatted
away for three or four hours. He was a fund
of knowledge and it was a pleasure talking
to him.’

To illustrate Swamy’s commitment to
causes and his team spirit, Sista tells this
story: ‘When Karan Singh was Minister for
Family Welfare, the Government gave AAAI
the entire Family Planning exercise for the
first time. Bal Mundkur (founder of Ulka
Advertising) coordinated the work zonally:
Thompson in West Bengal, Interpublicity for
the West and so on. RK was put in charge of
the South, where the focus was on Andhra
Pradesh. Subroto Sengupta of Clarion did a
campaign on Nirodh. For the first time the
advertising profession did an exercise together
as a unified whole without any problems of
ego. It was the most fantastic professional
exercise in public service communication
I have ever seen. | happened to be associated,
not because Sistas was directly given any
advertising assignment, but because Swamy
invited me to be a consultant for the AP
campaign as the only advertising person who
could speak Telugu! I was privy to all the
work RK did - music, films, messages, posters.
They were all different for different states.
Each state was given full freedom, and there

was no common strategy. Right from

“I regard Swamy’s
contribution to
advertising as no less
than anyone else’s,
perhaps more important
than that of any other
advertising giant.”



burrakatha to you name any folk medium, was
used. We were all very proud of the exercise.’
Sista regards Swamy’s contribution to
advertising as no less than anyone else’s,
perhaps more important than that of any
other advertising giant. ‘You could not ignore
RK’s views, even if you did not agree with
them. He ran a fine agency, a good research
agency, a film unit, he built up a partnership
with BBDO. He was given due honours by the
industry and everyone had high regard for
him. The only disappointment could be that
his contribution to the advertising profession
could probably have been highlighted more.
Prem Pandhi succeeded Swamy as
President of AIMA. He found him to be ‘a man
of great integrity and humility.” According to
him, ‘if ever there was a man with expertise
in his field, running an outfit as good as the
best in the market, yet benign, helpful,
simple, not showy, and with whom
everybody would like to be associated,

it was Mr. Swamy.’

Pandhi relates an episode in AIMA that
underlined Swamy’s scruples. ‘We had a
problem with a chief executive in AIMA. We
both felt strongly that he had to be removed
as he lacked integrity. Everyone had his own
opinion on the issue but Mr. Swamy was of
the firm opinion that integrity was
paramount, especially in an organisation like
AIMA, even at the cost of monetary benefits.
He stood like JRD Tata for these values.’

At business lunches, both Swamy and
Pandhi would end up having just a soup and a
sandwich. “We would finish our lunch in 15
minutes and chat for two hours. He was a rare
individual whose nature and personality grew
on you.’

Krishan Premnarayen who runs the agency
Prem Associates knew Swamy as an
advertising icon, AAAI President and winner
of the AAAI award he instituted in his father’s
memory. ‘My father, the late Inder
Premnarayen, started this agency in 1971 and
he passed away in 1979. Having worked from

L - R: Dr Bharat Ram, President CIOS, George Fernandes, Union Minister for Industries, R K Swamy,
M R R Punja, President, Madras Management Association and R Viswanathan, Honorary Treasurer, at the Sixth National

Management Conwvention on 9th April 1978.

IR LR

INVER

],

i8S mwmds fuhler;:nulu s Qun

‘“’ m ‘..0 :,

( |

R K SWAMY HIS LIFE & TIMES | 101




A SPOKESMAN FOR THE

the beginning for the agency, I took over its
running on his death, and became its
representative in AAAL’

Premnarayen met Swamy first in 1985 in
the executive committee of AAAIL He then
became AAAI President and Premnarayen was
in the executive committee. Premnarayen has
very fond memories of the way Swamy
conducted the meetings. ‘He had an iron
hand with a velvet heart’ is the way he
describes Swamy. Once at a Calcutta meeting,
Swamy and Premnarayen were the only two
members out of 16 to attend, and there was
no quorum to conduct the meeting, yet
Swamy did not lose heart. He still gave the
East Zone members an opportunity to interact

with the committee.

INDUSTRY

‘Those couple of days we spent together in
Calcutta were rewarding. Mr Swamy shared
his rich life experiences, told me stories from
our mythology, quoted from the Vedas and
Upanishads,’ says Premnarayen. ‘It was all
very fascinating. His knowledge of temples
was impressive. | treated him like a parent, as
he was older to my father. He commanded
respect with his behaviour. The only liberty
[ took with him was to tell him his sixth
finger brought him luck all his life!’

‘Swamy was no dictator as president of
AAAL He always invited the views of all
members and tried to achieve consensus,
though he would overrule the others when he
was convinced he was right.’

‘He was dedicated to the industry. He had

Receiving the Madras Management Association’s Lifetime Achievement Award from J J Irani. Others seen in the picture are:
L-R: TT Thomas, President, All India Management Association and Srinivasan K Swamy, President, Madras Management Association at the function
at Chennai in 2001.




“If ever there was a man with
expertise in his field, running
an outfit as good as the best
in the market, yet benign,
helpful, simple, not showy,
and with whom everybody
would like to be associated,

it was Mr. Swamy.”

the guts to leave JWT, start his own agency,
fought his way up the ladder and won
multinational accounts without any tie-up.
The BBDO connection came about later.’
Premnarayen recounts an experience he
shared with Swamy, to demonstrate that he
was a man of principles, who when he
believed in a cause, went all out to defend it.
‘Mr Swamy and I, along with some others,
went to Delhi to meet the Finance Minister,
to take up the issue of the proposed
advertisement tax. Mr Swamy made a forceful
presentation on why the tax should be
withdrawn, how it would harm the economy.
Mr H M Patel, the Finance Minister, did
not relent, but the subsequent Minister did,
and the tax was withdrawn in the late 80s.
H M Patel’s son-in-law Sylvester D’Cunha
was also in the advertising business, but
Mr Patel had an iron hand and an iron heart!
‘Swamy took the AAAI to court and won the
case, when that body wanted each member
agency to furnish a copy of their Profit & Loss
account and Balance Sheet. ‘He held the
strong view that we had no business to ask
agencies to furnish their balance sheets.
When we asked him why he objected when
he had no qualms about giving such fiscal

information to bodies like the INS, he

explained that AAAI members competed with
one another and therefore might not want to
part with such information. He fought hard
for a principle but there was no enmity or ill
will between him and AAAL In fact, we gave
him the Premnarayen Award after the court
case. | still feel that he was wrong on that
issue, as reading the Balance Sheet was the
only way we could ascertain whether agencies
were collecting the full 15% agency
commission or not. That is the only way we
could check unethical client-agency
relationships. But the law is above everyone,
and he won.’

The association of Atma Saraogi (formerly
Advisor Corporate, the Times of India
Group) with Swamy had been through the
council of the All India Management
Association, in which he had been involved
as the representative of Eastern India since
the late 1960s.

In Saraogi’s view, two things were
uppermost in Swamy: his dynamism and his
affectionate nature. He was always deeply
emotionally involved with his tasks and the
people he came into contact with in
accomplishing those tasks. He was a nice
man, decent, wedded to his task, and an able
administrator. ‘As president of AIMA, he got
things done within the discipline and
parameters of that body, with the agreement
of all of us.’

When he became the President of AIMA, a
position he held in 1977-78, he undertook

“He was very upbeat
about India and spoke
proudly of the PSUs as
having some of the best
human resources.”
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the revamping of the image of the
organisation, designing its logo and stationery.
Saraogi says the documentation of that
exercise by him is still vivid in his mind. “We
again revamped the AIMA’s corporate identity,
and by coincidence, Swamy’s son, Srinivasan
Swamy was the MMA President then.’

Saraogi recalls a few major issues actively
pursued in AIMA. One of them was the
question of managerial remuneration. The
Government of India had fixed a ceiling of
Rs.5,000 pm for the salary of the Managing
Director of a company, and half that towards
perquisites. AIMA had made itself party to an
individual petition in the Supreme Court
when the government refused to listen to
industry’s pleas against this artificial ceiling.
Swamy took an active interest in the matter
and made sure that our voice was heard. He
was committed to AIMA’s various programmes.

S Narendra (Retired Principal Information
Officer to the Prime Minister and former
Executive Director, R K SWAMY BBDO) knew

INDUSTRY

Swamy as a person who strongly believed in
the power of professional Public Relations. It
was 1991. A new government in Delhi was
unveiling one economic liberalization
package after another. Swamy was excited and
spoke to Narendra several times, asking him
to send him copies of all the press releases
from the government and the speeches of the
Prime Minister.

When Swamy met Narendra at Delhi on a
brief visit, he kept asking questions about the
way the government was going about
projecting the new policies, especially abroad.
He was very upbeat about India and spoke
proudly of the Indian steel industry, the
petroleum sector, particularly ONGC and its
contribution and, of course Bharat Heavy
Electricals, as having some of the best human
resources. If only these companies were
allowed to venture out, these could be some
of the best brands to launch India into the
MNC league. He expressed regret that India

was not riding on brands which were market

“Mr Swamy shared his

rich life experiences,
told me stories from our

mythology, quoted from the
Vedas and Upanishads.”



leaders in the government sector as well as
the private sector.

Narendra points out that Swamy ‘agreed
with my own assessment that in PR, the public
sector had done a better job and were
pioneers in recognizing PR as the fulcrum of
any image building strategy. We parted with
the conclusion that the new initiatives on the
Indian economic front would throw up a lot
of opportunities for PR for brand building and
projecting India’s image abroad.’

Swamy went to Delhi to seek meetings
with the powers that be. He met the principal
secretary to the PM and several others. He was
convinced as never before that the
advertising and PR industry had a unique
opportunity to take the reforms to the people
- for building a consensus and explaining its
benefits in terms of jobs, incomes and other
development outcomes. He wanted to do
something about it on his own, but was
disappointed with the official PR steps being
taken by the External Affairs Ministry on this

front. He felt that the Indian PR industry was
missing out on a huge opening.

After a few months, Swamy returned to
Delhi from a tour abroad. He had collected
feedback from NRIs and potential investors,
particularly from the USA and had discussed
with a well-known American PR firm a
proposal for undertaking public relations for
India as a destination for foreign investment.
Swamy spoke to Narendra about a detailed
plan for a PR campaign focused on the USA,
UK and Germany to promote India as an
investment destination. Narendra ‘was
both happy and surprised that someone from
the private sector advertising industry was
ready to bat for India’s economic reforms,
without any commitment of support from
the government.’

Swamy persisted with the project for one
or two years. Narendra describes his efforts
colourfully: ‘The Government is like the large
intestine of an elephant. Whatever goes
through the mouth of such a large system
often comes out in an ill digested form. In
most cases what is consumed does not get
converted into body energy. Swamy’s
passionate solo efforts for promoting India’s
image abroad through PR travelled through
this system with predictable outcome.” He
passionately believed that India’s moment had
arrived and as one in the business of
communication he must play his role.

Swamy meticulously gathered information
on the Indian economic development and at
every forum he highlighted the positive
trends in the system, especially the abundance
of our human resources, which could be the
differentiator in the competitive world of
tomorrow. His fervent optimism was captured
in his monograph titled “India - How to
Succeed Without Tears in 1992”.

According to Narendra, he would ‘always
remember Swamy as a very young man in a

deceptively old, sagely frame.’
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he two-storey building that houses

the Lady Sivaswami Ayyar Girls’

Higher Secondary School is a fixture
on the east side of the Mylapore Mada streets
quadrilateral surrounding the famous
Kapaleeswarar temple in south Chennai. To
generations of Mylaporeans, this school has
often been the first and automatic choice for
their girl children. R K Swamy was a member
of the Managing Committee of the National
Boys’ and Girls’ Education Society that runs
the Lady Sivaswami schools for four decades,
its President for 16 years.

The School was founded in 1869 by His
Highness Maharajah Sri Sri Sri Vijayarama
Gajapathi Maharaj I1I, Manne Sultan
Bahadur, K.C.S.I., Maharaja of Vizianagram. It
was then ‘The Vizianagram Maharaja’s Hindu
Girls School’. With only three classes in the
beginning, the school remained a primary

School till 1919.

The Maharajah passed away in 1879, and
in 1897, his son, Sri Ananda Gajapathi
Maharaj died, leaving a minor son. The
management of the school passed over to the
National Indian Association. A financial
crisis in 1904 forced NIA to withdraw from
the management of the school. The fate of
the school was in jeopardy.

Mylapore stalwarts V Krishnaswami Aiyar
and Bashyam Aiyangar, legal luminaries of
the time, came forward to fill the void.
Together with other advocates of women’s
education, they formed the V Krishnaswami
Aiyar - Sir V Bashyam Aiyangar Committee
to run the school, and continued their
devoted service till 1918. The school was
renamed the Mylapore Girls’ School.

The school lurched from one financial

crisis to another. V Krishnaswami Aiyar




donated his apprentices’ fee to keep it going.
In 1908, Sir V Bashyam Aiyangar raised a
donation of Rs 15,000 from the founder
Maharaja’s daughter, who was at the time Her
Highness Maharani Appalakondayamba,
Maharani of Rewa. The school had a new
building and was renamed The Vizianagram
Rani’s Girls’ School.

The school encountered its next crisis
when both Krishnaswami Aiyar and Bashyam
Aiyangar passed away in quick succession.

Dr Annie Besant and the Theosophical
Education Trust took over the running of the
school, renaming it the National Girls’ High
School. In 1919, it became a middle school,
and in 1924 a high school.

In 1930, Annie Besant handed over the
management of the school to a committee

Students at the classroom at Lady Sivaswami Ayyar Girls’ HSS

of august personalities headed by

Sir P S Sivaswami Ayyar, another legal
luminary of Mylapore. Leading lights of
Madras like Sister Subbulakshmi Ammal,
Sir C P Ramaswami Ayyar, T R Venkatrama
Sastriar, Dewan Bahadur K V Sesha lyengar,
Mrs Hilda Wood and Sir S Varadachariar
became advisors and members of the
Governing Body. So committed was

Sir P 'S Sivaswami Ayyar to the school that he

sold his palatial residence in south Madras

Lady Sivaswami Ayyar Girls’ Higher Secondary School. It is managed by the
National Boys’ and Girls’ Education Society of which Swamy was the President.

and donated the entire proceeds to it, and

went on to live in a small rented house.
When Sivaswami Ayyar passed away in 1946,
the school was renamed Lady Sivaswami
Ayyar Girls’ High School.

Three notable personalities formed a
formidable troika to lead the school to a
position of eminence. Sir S Varadachariar,
another stalwart advocate of the time, took
over as President of the School Society.

S Chellammal had already been appointed
the first Indian Head Mistress by

Sir Sivaswami Ayyar in 1940. A leading
educationist, retired Head Master of the
Hindu Theological High School and a
member of the managing committee,
Mahakulapati K Rangaswami Aiyangar took
on the reins as Secretary. This team ran the
school successfully till 1970.

R K Swamy was introduced to the school
management in the mid-1960s by his uncle,
fondly known in family circles as Desikan
Mama. Desikan had studied under

Rangaswami Aiyangar and held his former
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Head Master in high regard. When the latter
wanted some help in raising resources for the
School, Desikan introduced his nephew

R K Swamy as someone who can do the job.

Varadachariar is reported to have looked
askance at Swamy and said: “What does an
advertising man know about an educational
institution and how can he possibly help?”
Unaware of the skepticism with which his
name had been received, R K Swamy who
was in his early forties then, and whose
daughters were all studying in the School,
assured Desikan mama that he would help in
every manner possible.

Swamy'’s first initiatives were
advertisements he collected for the school’s
souvenir. His moment of recognition came
during the School’s centenary year in 1969.
Setting himself a target and applying himself

with vigour, he collected Rs 50,000 in ads for
the centenary volume souvenir. This was a
substantial amount beyond the imagination of
most of the school’s management. Even
Varadachariar changed his opinion of the
young man, who then became a fixture on the
management committee.

Sir Varadachariar passed away in 1970,
and the reigns passed in succession to Senior
Advocate T V Viswanatha Ayyar (till 1981)
and Justice V Sethuraman (1981-87), both
serving as Presidents of the Society. It was
following in the footsteps of this line up of
the legal lights of Mylapore R K Swamy was
elected President of the School Society in
1987, when the school had 1,851 students on
its rolls.

The School had then already become

state-funded private institution, operating

This school, Sivaswami Kalalaya with CBSE curriculum was started under Swamy’s initiative in July 1989
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Mr Swamy with committee members of National Boys” and Girls’ Education Society.

under the State Board. The State government
was paying for the teachers’ salaries, and the
quid pro quo was that the school was
essentially providing free education. There
was no question of charging fees or
encouraging parents to contribute to the
school’s development in any manner. This
was a major constraint that the school
laboured under.

The State Board school, faced another
major issue. The students of the school were
not easily mobile, in case the parents
relocated to a different state, as the

curriculum would be different elsewhere. This

also acted as a constraint in attracting the
best of students, as the parents preferred a
school affiliated to the Central Board of
Secondary Education (CBSE).

Swamy was convinced that these
constraints were hindering the progress of the
school. In his mind, the school would be
better off if it was not held back by the ‘aid’
received from the State. Not one to accept
the status quo, Swamy mooted the idea that
the present Higher Secondary School should
be converted to the CBSE curriculum and
affiliation, free of State-level constraints.
When this was felt to be too radical a move
(as it meant giving up the regular State
contributions to the School and moving away
from free education to the girls), Swamy
mooted the idea of a separate CBSE School
in an adjacent building that already existed.

The idea gathered momentum among
the managing committee members. Swamy
believed that it was the best way to provide
excellence in education, an objective
stressed over and over again. For a school
with a 125-year old heritage that placed a
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This school is also managed by National Boys’ and Girls’ Education Society with State Board curriculum.

Swamy was the President of the Society from 1987 to 2003.

huge premium on tradition, this was a
radical move.

Naturally, some of the members were
worried that this would hamper the existing
Higher Secondary School, as comparisons
between the new and the old would be
natural. For Swamy, who had seen the
competitive forces of a marketplace and the
benefits of competition in his professional life,
a dual offering was a natural way to enhance
the quality of both the schools.

He proceeded with vigour and opened the
Sivaswami Kalalaya Senior Secondary School
under the CBSE format and curriculum, with a
new complement of staff. The first batch of
students who enrolled in 1989, were ready to
sit for the CBSE exams in 1994. Trouble came
in the guise of some dissenting members who
represented to the CBSE Board that the
provisional accreditation given to the school
should be withdrawn. (The dissenters were of
the view that the poorer children Sivaswami

Ayyar School served would suffer in

comparison.) The future of the children about
to sit for the CBSE exams was threatened.

Swamy would countenance none of it.
Calmly and with a great sense of purpose, he
mobilized his resources. He made a
convincing representation to the Secretary
for Education of the Central Government
who ruled that the differences between
adults could not come in the way of the
future of the children. The CBSE accreditation
was restored and the students took their
exams successfully.

The story does not end here. When the
key dissenting member passed away, Swamy
came to the fore and organized a fitting
farewell to ‘the great soul’ who had performed
a lifetime of service to the school. Swamy
saw the issue in perspective and did not hold
it against the person, and was able to see
how a different view of the situation was
indeed possible.

Even as Swamy was the prime mover
behind the creation of the second School



under CBSE format, he did not lose sight of his
obligations towards the ‘main school’. The
Lady Sivaswami Ayyar Girls’ Higher
Secondary School received a great fillip from
his stewardship. He contributed towards the
schools’ developmental activities, and ensured
that the 125th anniversary of the school was
celebrated in a grand manner at the Madras
University Senate Hall on December 12
1994, with Chief Minister | Jayalalitha as the
chief guest.

According to Hemalata Ramamani,
Member, National Boys” and Girls’ Education
Society: ‘R K Swamy was determined to start
Sivaswami Kalalaya as a CBSE school. To
achieve that, he had to overcome several
obstacles. He spared no expense or effort to
achieve the task. He even had to face
allegations and accusations along the way
but he continued to spend his money and
time nevertheless. Eager to contribute to
society in every way possible, he handpicked
the right personnel and created an enabling
atmosphere that brought out the best
in them.’

Swamy saw himself essentially as a trustee
of the School. His concern for the long term
welfare of the schools was in full view when a
proposal was put up for the commencement of
the Sivaswami Kalalaya Higher Secondary
School in the late nineties, to offer the 11th
and 12th standard classes to students. The
proposal was spearheaded by Dr. Vasanthi
Vasudev, Principal of Sivaswami Kalalaya, and

called for bank borrowings to the tune of

Rs one crore. The money was needed for a

new building and other facilities.

Swamy was a worried man and did not
agree immediately. The man who had taken
big risks in his personal life was worried that
the school could get into a debt trap. He
mulled over it long and hard, and went over
the financial assumptions over and over
again. In the end, he relented and agreed to
the borrowings, as he saw the need for the
higher classes, and this was the only way the
facilities could be set up.

The Sivaswami Kalalaya Higher Secondary
School came up in 1999 at Mandaiveli, not
far from the main school complex. Another
branch of the School had been added to
complete the offering to the students.
Happily, the loan was repaid as scheduled and
Swamy and the Managing Committee heaved
a sigh of relief.

Members of the Managing Committee are
uniform in their view that in his role as
President, Swamy was democratic. He was a
good listener and worked towards achieving a
consensus in all vital matters. His analysis of
problems was invariably clear and
uncluttered. He understood people well,
and was able to quickly assess their strengths
and weaknesses.

Did Swamy make a difference to the
Sivaswami Schools? Absolutely, say the
members of the society. He did so with a
largeness of vision, a sense of “pursuing
excellence’ for the students, and unwavering
support. “He was there, no matter what the
problem or issue,” is the way one member

describes Swamy’s presence. He lent an aura




of confidence, and the school authorities
could focus on the students without worries.
All this was reflected in the growth of the
Schools to nearly 3500 students.

Another striking aspect of Swamy’s
stewardship was that he was always conscious
of his responsibilities, never his rights’.
Swamy made it clear to the principals and
other management members that a child can
be refused admission, even if he had put up
the name himself. Nor was there ever any
question of employing somebody he had
recommended. This attitude set the tone for
the entire committee, and the management of
the schools felt empowered to do their jobs

Quite apart from providing the leadership
to tackle issues, Swamy made sure he actively
participated in the functions of the school. It
gave him great pleasure to be with the
children on Founder’s Day, Annual Day and

so on. As in other matters, there was no half

With a group of students at Sir Sivaswami Kalalaya.

measure in his approach to school affairs; he
had all the time in the world when it came to
his schools, and he was in the front row
cheering the performance of the girls on stage
during school functions.

Towards the end, Swamy was anxious
about the fact that he had “not left anything”
for the school. He told his family many times
in his final days that “something substantial
should be done for the school”. Instead of just
a financial contribution, Swamy and his
family decided that the creation of a revenue
yielding asset for the school would be a good
way to express his enduring affection for the
institution. Accordingly, with the cooperation
of the school management, a big hall in
Sivaswami Kalalaya was converted into a
modern auditorium by the R K Swamy family
after he passed away. Every time the children
perform on this stage, Swamy is no doubt

there in spirit to cheer them on.




Swamy giving a memento to a student of Lady Sivaswami Ayyar Girls’ Higher Secondary School.
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DOING GOD'S WORK

devoted licutenant of Swamy in his

vartous spiritual pursuits,

Y R Rapamani was 36 and Swamy
41, when they met at an Ahobila Math
meeting at its Triplicane, Chennai branch in
1964, Leading it were gianes like B Kesava
Ivengar (father of K Pamasaran),
I Bameswami Ivergzr, [ P Pachasarachy of
Indian Bank (father of D P Rangaswamy),
MC 5L|:1;!iln|h1;:ltl, steel merchanr,
W K Marasimhan of the Indian Express and
poungsters R K Swamy and R Dorairajan of
The Hinduw.

Swamy was a new personality in Madras.
The mecting had been convened o protes
agzinst certain observations made by the then
Chief Mingster of Madeas, M Bhakravarsalam,
on the head of the Ahobila Math, The
remarks hisd been engineered by a dissident
group of the Math. Mr Rajam of Murray &

Co., offended by che Chietf Minister's remarks,

organised the meeting. The Chicf Minister
had sand that the HR & CE department had
reports that some actions of the Jeer of the
Math had not been in consonance with the
HR & CE Act. Swamy spoke vehemently on
the muatter, o memorandwm signed by all
present wis submitted to the Chiet Minister
and the affair was given a quiet burial.
Swamy began 1o ke an interest in the
atfairs of Ih.l: M;‘lrl'l anid tll..".,"h.IL'\d 1o take over

the running of Sri Nrisimhapriya, the

“His total surrender to
God enabled Swamy to
believe no one could
come in the way of his
missions.”

joirnial of the Mach, when the Math found i
difficule to run it On Tamil Mew Year’s Day,
1966, the first issue brought out by Swamy
was released with a new improved look.

He spent a lot of his time and energy in
running the publication, making substaneial
personal investmenis.

Rajamani was working at Internagional
Shipping Agency then. Alver Swamy took
over the running of the journal, he
lrll:n1;_|11{|.1.| N R T froam the _Ii_:n:_'l’ oo rl'n...'
Math, which became de rigueur 1o every
issipe. Eventually, two special books
containing a compendium of these articles
were brought our. The present Jeer continues
the practice.

Diosrairajan and Rajamani were charged
with the responsibility of the Triplicane
branch of the Math, earlier held by agents of
the Jeer, who were usually from the upper
crust of ociery. Swamy and Rajamani
became friends around thar time. With his
humble middle class background, Rajamani
was hesitant to take up the responsibility
bt Swamy & Co. gave him the confidence
he necded.

Later, after Domairajan’s death, hiz brother
Rajan and Rajamani worked together for the
Math. Rajamani who continwed 1o take care
of the Triplicane branch, became anunotticial
member of the Swamy family as a resule of his
incremsing interactions with him. He looked
after the religiowus affairs of every function in
the R K Swamy home, and his other temple

activities, including his mrerese in the
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Uppiliappan Koil and later

Lord Sarangapani temple ar Kumbakonam.
A major contribution Swamy made was the
building of Lord Maniappan Sannidhi at
Uppiliappan Kodl in 1984,

In 1986, the Jeer asked Swamy to take
charge of the unning of the Madhurantakam
Sanskrit College, which he gladly did. He
would meet any shortfall in the finances of
the college from his own funds. In 1989,
when Rajamani retired from his job, Swamy
requessted him to go to Madhurantakam o
manage the affairs of the college there and
Rajamani became its Comespondent.

Swamy brought rogether a group of Math
adherents and constituted Sei Visishradvaita
Research Centre in 1994, He also helped
fund the Centre along with his friends, unril

it had its own corpus funds, thanks to the
efforts of 5V 5 Raghavan, who mobilised

substantial sums of money through donations.
Evenrually, the Research Centre took over
the running of the Ahobila Math institutions
at Madhurantakam.

The Sixth Centenary celebrations of the
Ahobila Math in 1999 were a grand success,
largely owing to Swamy's efforts and a major
role played by the D P Parthasarathy family.
Sundar along with D P Padmanabhan and
D P Devnath (his wife's brothers), visived
Ahobilam many times prior to the
celebrations, and were responsible for the
excellent facilities now available there,
including modern lodging for pilgrims
and the new roads, which have made
access to Ahobilam much more comfortable
than before.

Rajamani expressed his gratitude to
Swamy thus: ‘It was my privilege to asist
Mr Swamy in many of these holy tasks,

B W EWAMY HI% LITE & TIMES
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Sunmny wuth Rus o’

17 §* Padmarsetbom omd

P Pewnezh, wiha halped him
improwe the indrasmuonene

Akedilzm

including homams and samprokshanams ar

Llppiliappan Kodl and Kanchipuram during
Ihl.' lf”i“'—l I'IZILHE'Ii“'r.l 11 rIH' |“I.'I|H'1'| 'ill.
Pangumi. The samprokshanam ar Lord
Sarangapani temple, Kumbakonam in 1999
Wils L'iL'|"r:'|l|.1.| O an :|n[“~'r|;'.;..'|_|.-|_'nh.'.j u;::l;'.
The temiple was everything o Mr Swamy.”

In 1992, when the Azhagiasingar ook ill,
Rafamani already in Srirangam, having
maowed there a litdle eaclier, informed Swamy
that he must be prepared for the worst, When
the end came, Swamy supported by his wife,
raised substantial funds in record time o
conduct the final obsequics in a fitting
manner. Swamy had also played a crucial role
N Carrying out o s with wsccesion |"|:||1 for
the Math, by assuring the presemt

."'l.:l'l:l;q_l.hln;,:'." amd s Gumily Gnarcial
security and enabling him oo sive up s
eamings to take up the highest responsibilicy
ar the Marh,

Swamy had a few unfulfilled desives in
relation to his involvement with the Ahobila
Math. He wanted to bring out a
commemorarive volume on the Math in
2001, tor which he had designed a beautiful
appeal. He was keen o construct a big
building ar Uppiliappan Kodl, where annually,
Vieda and Divya Prabandham recitations
could be hekd. He also wanted o streamline
the education system at the Ahobila Math,
revamping the rraditional Siromani course
o meet M standards, He waneed o
introduce the CRst syllabas to the
irienoal School ar Madbusmeakam,

Like Rojamani, B Rajan, (Dorairajan's

younger brother) an officer of Standand

Winh 12 " Rioagrisnsmms charimg Sunrs's S0k rehaday i 1952, Sy
and [} P Rangaswanmy were moee chan sameourrdbn: they warkod pogepher
in the actirtes of e Ahokky Mok
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Chartered Bank, came into comeact with
Swamy through his asociation with the
Triplicane branch of the Ahobila Math. Like
mearey others who knew Swamy, Rajan
admired his thorough grasp and decailed sosdy
ol any '='|l|"jl1'n..'! that engaeed his attention
Swamy's interest in the Math and its joumnal,
Sri Nr1-|lll|'|.|1'l!i'..| went hand in hand, He
systematically wene about the rask of funds
maobilisation for the joumal, developing
promotional liverature, and improving the
aestherics of the s ltlﬁ:l]. II.'I"|I.|I|'IJI a I'I'R.'ll"l.lll
hand to Bajan on all these sspects.

Every meeting, every discussion was
|*r|.||u.'r|.'.' recorded amd minuted. By this time,
less involved in the |.|-|l.'-h|-.:|:1'!.' barsiness of
his agency, Swamy kept his door open o
Rajan & Cao., who could walk into his
room 1o discuss matrers concerning the Math
or Sri Nrisimhapriva. The discussions were
frank and forthright. "Even quarrels on basic
fanee were foreotten alterwarnds.” Through
b1 |l”:. :i;"ﬂ'illl'l"f rl.'ll'l.‘l:ll'll.'l.l: al |I:|'|.'||.I I.”:'"l.l. H-._I\;”.l

is quick o point out thar Swamy was

l|'-T.||.h' WEAINST -u.|||.|.|1'||.|.|L.|||.'-|||I fior all his

staunch Vaishnavism.

Rajan describes Swamy as a skilled
negotiator. He saw evidence of Swamy's
ability in this regard in his dealings with
representatives of the Marh ar the time of
thes establishment of Sri Visishradvaita
Research Centre, when he kepe the position
ol Chairman of II'I.I.' CeNime soway 1Tom '|||¢|,r
Math representatives.

According to Rajan, Swamy was
passionate about the Selatyur Veda Pathasala
and the Sanskric Collepe ar Madhuraneakam,
which it was his dream 1o elevare o
university status, but that was mot oo be, even
after his elder brother Ramanujan construcred
a bailding for the T [y T I:H:1||.|.||11|!:|r'| byl
alsa r'll||'. financed the construction of the
Chembur Temple of the Ahobila Math in
Bombay in the early seventies)

‘.;L‘['III'IL: students to enrol was a o sblem,
s MOST youngsters prefer (o pursue
conventional western college education. Only

[eHE "-||-f'dl-'l'll-‘ were interested in PHIINg 1|'|-L"‘-l.'

W SWAMY b= LINE & I--”-! [
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“Swamy Mama was a man
of absolute faith and
discipline. As an
advertising man, he dressed
and behaved as a
professional, western style
suirs and all, but he didn't
give up his tradition. He
believed in using modern
ideas and technology to
develop our country
without giving up our
roots.”

cotirses, and s, in time, the choice of
candidates had to be expanded to include all
subseces of Ivengars and Iyvers, "Why don't our
VOUnEEEers ||||:|||1l,' v or sErrns and enem
much more than they can & engineering
praduates” he would lament, referring to the
paucity of qualified priests in the community
and the grear demand for their services.

L:li-!t' Riljil:ll'l.ll'll.. H.'-Illi.ﬁ'l 6] r':l':n'h.'\ :';".'l.'iltl'l.ﬁ 5
rremendous support of the revovation of
Lord Sarangapani temple in Kumbakonam.
'‘Even now the temple is able to perform
dadly puja, thanks o his efforts which Iaid
the toundation.”

According to his brother B Narayanan,
Swamy fele roally glorified in the
‘\..hll]"l’i*i!\ltill‘l.l.rll of the Lord :‘.h.llill1ﬁll‘.llll.
temple bur later events pulled him down.
Here is a glorious temple, the thind most
sapcrified Varhmaite 1u|:|:|.|11q'. el -II1]'!| s
Srirangam and Tirupati. This remple, spread
over 120,000 square feet, wis spending a
meagre amount of Bs.8,000 a month on

Wik Sy '|-'-'I|I1 M I-lr- ll"-'-‘ WaAge earmers of ll'l-L‘

Larred Viaraadraps Savmemy with Flis Cmieors ar
Kamchifaeram. Swomy performed the samprobchansem ar iy
e En [0S

remple drawing barely Rs.900 per month,
evien as recently as 2004, Swamy offered
funding to the extent of Rs. 50,000 a month,
1o be spent in the remple. He suppested
doubling the wage level of the stalf members,
s0 that they could have ar least one square
meal a day. The remple authorities after
.I".';.lilil'n_' themselves of the offer for rwo
momiths, declined it thereatrer. They wanned
the money to be handed over to them for
dishursement as they liked and Swamy would
nol agree thar, This CXperence |;"-'.||||.1."-.1 bim
till he breathed his Inst. He fought to set right
the system but the system proved too strong
for him o tackle in one lifespan!”

Marminan sivs that Swsimy I"ll"a.'\-l.\.'l.i O
*a few cardinal thousshrs, which [ value very
much and have in twm wld my childen':
n .'-I'|!I:L-|I:'|"- listem agpenin L'!j.' anmd -,'.:m'll'uﬂj.
* pening your mouith to either agree or

disagres is mot omsreant
* The sodution to any problem 5 withan and not

||:r|'.1;1|' rr,l':r.
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* Never give place o anper. With anger
m you, you can never be clear i your
thowghes and dispassionate m findmg a
solition to a problem.

* D't vush 1o conchions on feeble o
wnverified reporis. Take reasonahble rime,
sont ouit the chaff from the gram and always
be dispassiomate i arriving at a decision no
matter how much it hures you or your loved
es.

* Life is all abour giving. Give willingly and as

much as you can afford.

o Selfish thowghes are very alluring and do bring
in shovt tevm gains bug tme will pem around
and bring every wrong or evil intent to
naught. This is the lesson the ithasas, peoama
and above all tme, teach .

Kalki' Vaidyanathan lauds Swamy’s
celebrated generosity and philanthropy. He
also admired Swamy's devotion to the temples
o which he owed allegiance, like Lord
Sarangapani Temple, Lord Oppiliappan
Temple and Lord Ranganatha Temple in
Srirangam a3 well as the Ahobila Math.
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Dhrg the smmprokahances ceromony of the Lood Amamunaappen wemple @ Thentchandur, near Masladuthions

When Vaidyanathan was renovating a temple
in his own village, he was pleasintly surprised
by Swamy's offer of help rowards rebuilding
that temple - for it was a Saivite temple! But
Swamy’s offer was instant and generous. To
arrange for Swamy to visit thar remple was
Vaidvanathan’s deeam, bt thar was not o be.
Renowned educationist Mes YGP.
remembers Swamy from his 79T days when he
first came to Madras, She used 1o meer him in
connection with sponsorships and other

matters concerming her school. Mes YGF, who

refers to Swamy as Swamy Mama used 1o
know him aleo in her capacity as a journalis.
'His son Shekar studied with us, and was part
of the school trip to S Lanka. He s very
close to the school. Sundar married Sadha, a
close friend of ours.”

Mrs YOI sees o close link between the
values practised by her school and Swamy'’s
belief system. ‘A staunch Vaishnavite, deeply
attached to remples, Mama took an active
interesy in our school and followed its

progress closely, because we had survived as a
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“Swamy created bonds

of friendship and loyalty in
the organisation that went
beyond the employer-
employee relationship.

To most employees, he was a
tather figure, and many took
pride in that special bond.”

wchiool mored in Indian |1|'||L:-.u|'-|'s','. B e
we gave o Lot of importance o slokas,
celebrared all our festivals at our school. All
our anniversiries are based on :l'l.'.'1|:\|.:-|-:1-|_"|'.
Famavana and Mahabharara and =0 on.

| believe that FsBEB inspired him o start

=ir Sivaswami Kalalawva as a CBsE school. He
was already invalved in Lady Sivaswami
Aorvar Girls” Higher Secondary School. | was

his consultant and we often discussed marters

:-L'|:|1|n|: o the schools.'

R K Sy with F
"-.! VO o el
VI Amrmal Dy of

":Ir oINS TR T .'l...ll.;:.."hl. m

Awmui, |99 =

Mes YOP is involved in the
?'.-I:1|:I|.;:||.:|.'-:“.||1.-| [Hvvadesa Sameakshan Truss,
which takes care of 108 holy places, Swamy
and she would discuss how to popularise
remples. The meetings were held ot his office.
He had many ideas. He wanted the Temple
Worshippers' Forum he started 1o be a
hub of act vy

Mrs YGP explains the philosophy behind
Swamy's venture in propagating Vaishnavism.
‘In Visishrmdvaita, we have the conce of
Sagunabralhmam, which means that we
believe in experiencing God through the five
senses also, not only through hean and mind.
The r|.'|:|111|.|.' i lor s @ i'-l:u.'-.- for music, slokas,
alankaram, sweet smelling flowers, sandal etc.,
and delicious food. Our temples always
1m-'|.'h!r |'l:'.|.-:h|'.|:|:'|. to ear. All five senses are
satisfied and sublimated. Swamy Mama
wanted all these rraditions and temple
festivals to be revived. He wanted o make
II.":”'I"EI."‘- 'un':r||:'|'.c F'mrlh:u:m =I|!:|:|E:||11-. o F'|:_1.:u.-
of worship and bring people to the cemple. He
enrolled many members from the areas




;h||;||;|;-|1.| £ I:¢'|:|'|;1|1::».. Hi= saw 1o it thar all the
festivals prescribed by the sasras were
performed, and like Ramanuja, he brought
God our of the temple. He revived the
practice of utsavas, When he starved, remples
had become podowns, as rI'IL"! had no income.
They were menely places rented out for tamily
functions. Very few devotees knew the various
temple festivals, Most of the children of local
restdents had pone abrosd. Swamy Mama
contacted these youngsters from abroad,
msked them o contribure to temples in cheir
place of birth or ancestry, telling them it was
their duty 1o sustain them. He sought ot
postmiasters and old residents of villages and
treced BNis through them, He formed local
committees in those villages. He would
collect donations wowands temple
maantemance (O COei I-.||.r with their birth
stars, of 1o remples whose deities the NRis had
been named after. He stanted what became a
succesiul campaign of funds mobilisation. He
would say, “My birth will have no meaning if
I don't do my kit for our religion and cultre.”
"He was keen o progagate the viseshams

or rituals and festivities of each remple

popularise them. He wis parvicular thar music

He grew fond of this Lond sowrds his bater davr. Losd
Saramgature at Kumbabomam

and fine arts were developed by concerts ar
the temple mandapams. He met with
compiderable success in his effors, EPCL i.1“'p
ar remaote temples. He armnged upanyasam or
discourses, and the celebracion of the
tirunakshatram or birth stars of the Alvars,
the Vaishmovire ST -COIETS. We ar the
Mangalasasana Divvadesa Samrakshana Trust,
pot invalved, adopting 40 to 50 temples. We
released granes of Rs. 1000 per month per
I;;'||1|1|-,= iy pray !11-,' \,'I.I'.IFI.II,";. o I!||1,' :1|.H'|1_,':'||':i|-.':1¢.
of (teacher) pricsis reciring maniras,
paricharakas or cooks, and watchmen 1o
protect temples from theft, We collaborared
with Swamy Mama and carried our the good
work withour a hitch.'

Mrs YOP sees in Swamy the perfect blend
of tradition amd modemism. “Swamy Mama
wiaz a man of absolure faith and discipline.
He had a commanding presence. As an
advertising mean, be dressed and behaved as a
professional, western style suits and all, bur
he didn’t give up his tradition. He believed
in using modern ideas and echnology o
develop our country without giving ap

our roors,”
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A FAMILY MAN

wamy’s sister Vedavalli is one of his two

surviving siblings as we write these

lines. Brother Narayanan is the other.
Born in 1935 in the family’s Grant Road,
Bombay home, she is some 13 years younger
than her beloved ‘Mani Anna’, the very
mention of whose name evokes an emotional
response in the septuagenarian.

‘Those were hard times for the family, and
when we moved to Kumbakonam during the
war time evacuation of 1942, RR and Mani
Anna (Swamy) took the brunt of the family
responsibility, staying back in Bombay,’
Vedavalli recalls. ‘Mani went on transfer to
Calcutta, and Narayanan too went there to
join military service, with Vasu joining them
there too. Life was tough, their place of work
was close to an air raid shelter and they
rushed there every time the siren went off.’

Vedavalli had to discontinue her
schooling when her father, a diabetic, died
soon after Swamy was married and left for
Calcutta. Soon, she too was married, ‘My
brothers, especially Mani Anna, made huge
sacrifices for the family, says Vedavalli,
choking with emotion. ‘By the time I was
married, I had all the work experience
needed by a homemaker - human relations,
social skills, how to manage guests, manage a
family all alone. I was trained in all aspects of
running a home.’

In later life, Vedavalli became a double
MA, with encouragement from her husband,
and a successful teacher in the Central
School in Madras. She attributes all that to
her solid foundation, thanks to her loving
brothers’ care and attention. She makes
special mention of Swamy and his wife,
though all the brothers and their wives were
united in their concern for the extended
family’s welfare.

Ramanujan (RR), Swamy’s elder brother
and Sarasa were married in 1938. Swamy, his

mother, and his youngest sister, only four

then, came to see the prospective bride, while
the man who was to marry her was
conspicuous by his absence. Mrs Sarasa
Ramanujan, who until her recent demise
lived in Baroda with her daughter-in-law
Prema, made it a point to inform us that

her husband saw her for the first time at

the wedding.

The brothers, RR, Kasturi, Swamy,
Narayanan and Vasu were very united. They
went everywhere together. Even if someone
gave them free tickets to a movie, they would
accept only if all of them had tickets.

RR founded and ran an engineering
company Vijay Tanks and Vessels, with
manufacturing units at Bombay and Baroda.
When Datta Samant’s union gave trouble, the
business suffered. ‘Of my two sons, the elder
one is no more, and the second is mentally
retarded. When one of my two grandsons died
in Bombay, we decided to move to Baroda.
This is where my elder son, Vijayaraghavan,
died. We lived in Bombay for 55 years, and
have been in Baroda for ten years now,’

Mrs Ramanujan told us, overcome by emotion
even as she recounted the major tragedies of
her life. ‘RKS was very fond of us. He would
come running whenever we needed him. He
was a year younger than [. When my husband
died, RKS cried a lot. I never expected him to
break down like that. The other brother
Kasturi had died much earlier of tetanus.’

The early years in Bombay while trying,
were also a happy period. The family lived as
a joint family on the fourth floor of a chawl
on Grant Road. The building had no lift, ‘but
we had no problem climbing stairs. Now, we
have all the comforts, but no physical fitness.’

Sarasa regarded her husband’s appointment
in Lloyds Bank as the first turning point in
the joint family’s fortunes. ‘After the initial
struggle by my in-laws, my husband found a
job in Lloyds Bank. My father-in-law’s shop,
which catered mainly to south Indians, was



Family portrait, 1960. L - R: Bhooma, Kala, Swamy, Vimala, Shekar, Radha, Vathsala and Sundar.
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no longer profitable as many of the local
residents moved to Matunga. We too moved
to Matunga in 1940. We were all happy
despite the hardships we suffered. My father-
in-law and mother-in-law went to
Kumbakonam during the evacuation and
came back after a while. For some time, the
sons stayed back in Bombay and cooked and
looked after the house. Vasu and RKS stayed
with us and studied.” When Swamy went to
Calcutta on transfer, Vasu too joined him to
study there.

In May 1948, the Ramanujan family went
by train from Bombay to Madras through a
circuitous rail route to attend Swamy’s
wedding at Madras, because there was trouble
in the Deccan in the form of the Razakar
agitation. “We travelled via Mangalore and
Bangalore, with three children in tow in
unreserved compartments.” In 1955, RR left
his job and started Vijay Tanks, with a
capital of Rs. 2,000. The business flourished
for many decades.

Sarasa recalled pleasant memories of the
holiday trips that the families undertook
together. ‘“We often went on holiday trips as a
joint family. We went to Rameswaram
together in 1962. Kolhapur, Sholapur,
Belgaum and Bangalore are some of the other
cities we visited as a group. Whenever we

went to Madras, we stayed with the Swamys.

Swamy introducing Prema Raghavan to Arthur Sturgess,
former Chairman, BBDO Asia Pacific, in 1989

When our four daughters and RKS’ four
daughters got together, along with the boys as
well, the result was a riot.

‘It was during one of these trips, at Ooty,
that my husband informed Radha that Swamy
was quitting JWT and starting his own agency.
[ was quite worried and told him, “Why are
you making RKS also start a business, not
content with doing so yourself? He has four
daughters to marry off.” But it all went off
well. My husband gave his Habibullah house
to RKS for his office.’

Prema Raghavan, daughter-in-law of
Ramanujan and Sarasa related a story she
heard from the horse’s mouth. When Swamy
was in school, he once vowed to put Rs. 2 in
a temple collection box, but did not have the
money to fulfil his vow. After many, many
years, he put Rs. 1,000 in the hundi at the
Babulnath temple, evidently to make up for
the earlier lapse.

Prema tried to explain some of Swamy’s
personal philosophy and lifestyle choices.
Though never one for leading a life of luxury,
he led a fairly comfortable lifestyle. ‘He had
this theory about hiring servants: that it was a
way of generating employment, so that you
had the leisure to do important things. Simple
living does not mean doing everything
yourself. All his servants have done well in
life. The driver Tirumalai, we all know, even
received the gift of a house. Having a servant
does not necessarily mean raising your
standard of living but that you are taking care
of an additional family. It starts a chain of
employment and well-being. He extended the
same belief to the renovation of temples that
these activities led to employment.’

Prema continued to say that he also
focused on the aspect of education in
advertising, as in educating the housewife
on the choices before her, for instance. She
still remembers how he prepared for a

presentation while visiting her home in



Swamy was very much the patriarch, seen here with his wife and the entire family, 1998.
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Bombay one night during his HTA days. He
sat up all night developing and rehearsing
the presentation, hardly slept for an hour
and made a successful presentation in

the morning.

Prema, like many others who came into
contact with Swamy, found him to be a rock
of support, when adversity struck her. “‘When
[ lost my son, Swamy Chittia sat with me
and explained some stories from our
mythology - how Draupadi lost five children
and coped with her loss. He did not speak of
the eternal soul and all that but told me
stories which softened the blow.’

‘He took responsibility for the whole
extended family, on occasions like marriages.
He worried about everyone in the family, but
still had time for other people. He never let
the family down, never spoke ill of any
member. If he had an issue with anyone,
his style was to confront him direct. He
always protected the dignity and integrity of
the family.’

Unlike Vasu Chittia, (Vasudevan, RKS’s
younger brother), who was great fun, even

frivolous at times, Prema said Swamy was a

Mr & Mrs Swamy with granddaughters Sruti and Shalini.

sober companion, though he got on well with
younger people. ‘If we questioned tradition,
he would patiently explain the rationale, but
you could not argue with him beyond a
point.” Prema’s father-in-law Ramanujan was
an open, simple, honest man who did not
believe in hierarchies in the family or outside.
‘[ have seen him seat a welder next to him at
the office to discuss some problem he had
brought to him. He was very affectionate
towards his brothers. In fact, all of them were
very close to one another. They might

fight and argue but were always very united.’

Prema told us that Swamy enjoyed
James Bond movies. For all his involvement
in Visishtadvaita and all that, he enjoyed
thrillers and action movies! He always
relished food of all kinds, as long as it
was vegetarian. He could appreciate
different cuisines, try out new foods, unlike
his wife Radha.

He took good care of his health and was
very regular with his medicines. He observed
no hierarchy and his driver Tirumalai was free
to admonish him if he ever exceeded his self-
imposed quota. He observed no social
distinctions in such matters.

Grand daughter Shalini, the daughter of
Swamy’s daughter Vimala and Ramanan, had
a ‘very precious relationship with my
grandfather.” She was very interested in his
professional field, and when she came home
from school, she regularly went to him to talk
about advertising, to seek his advice on a
career in advertising.

Swamy told his grandchildren stories from
the Vedas, mythology, and the Divya
Prabandham ‘and this gave us tremendous
exposure’, says Shalini. ‘During the summer
holidays, he and grandmother took us to
temples, packing a whole bunch of grandkids
into a couple of cars. The story telling
sessions would go on throughout the journey.’

Shalini went on to do her MBA. She often



Swamy turns 60 - shastiabthapoorthi celebrations.

discussed advertising and other subjects with
her grandfather, share his work, ideas and
thoughts. ‘That interaction was valuable. He
was very attentive and expected you to be
equally so. He wanted you to give attention
to detail as he did. When you had a
conversation with him, he’d listen to you
patiently, and he wanted you to listen, very
carefully too. You could not cut in while he
was talking. You must understand the subject
and then respond. He could be short-
tempered if you didn’t do that.’

Like other grandchildren, Shalini took
problems to her grandfather. ‘If you wanted a
solution to a problem, he would not react
emotionally, but think deeply, reflect on it,
and communicate in a way you sensed his
concern. He was very keen that my
generation did not miss out on our heritage,
our values. Once, when he was involved in a
movement to restore our temples, he called us

youngsters to his office and made a

presentation on the movement, and bought us
all pizza afterwards!’

Shalini found a change come over Swamy
in his role of grandparent with the passing
years. ‘When [ was a baby, he was immersed
in day-to-day work. Later when some of my
cousins were born, he liked to hold the
baby. He changed with age, and actually
started helping grandma in the kitchen late
in his life.’

To Vathsala Ravindran, Swamy’s eldest
daughter who works at Hansa Research, ‘My
father was always a big model, not reachable.
He was always very high in everyone’s esteem.
We were afraid of him as we grew up, and he
was extremely busy building his career. We
literally avoided contact with him, as he did
not want to be disturbed. All of us always
worried about disturbing him and getting into
his bad books, worried whether he would
shout at us. In the initial years, he was short

tempered especially when it came to children.
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“He was always very high
in everyone’s esteem.

We were afraid of him as
we grew up, and he was
extremely busy building
his career.”

We saw a different R K Swamy when we
came to college.’

To Swamy, education was the most
important thing for his children. As a result
of Swamy’s strong desire to educate his
children well, ‘all of us are double graduates.
Kala, Bhooma and I are all MAs, Sundar is a
B. Tech- MBA, Vimala is an M Sc. And
Shekar did an MBA and MS, after his
B.Com. My father and his brothers were the
first in the family to pursue professional
careers. They all did well, though they came
from a very poor family, and could not afford
college education. All of them barely finished
school, but learnt typing and shorthand. My
father’s first job was as a steno typist. He grew
up in an environment which made him
worldly-wise.’

According to Vathsala, her father had
some very good friends, different sets of
friends and mentors who helped him in his
preparation for life. ‘One set of friends
initiated him into religion, slokas and so on.
Thus he was exposed to both spiritual and
worldly knowledge. He also had good bosses
at the office, bosses who saw his potential and
allowed him to grow. Everytime he did
something of note, they rewarded him.’

When Vathsala was born, the Swamys
were in Calcutta. When the family moved to
Bombay in 1951, Vimala was born there.
When Swamy was transferred to Madras, to
develop JWT South, it was a big challenge for

him and the children, because it was a

different language altogether.

Swamy’s was an extended family
constantly playing host to some relative or
other. ‘Uncles, aunts and cousins were always
living with us and my parents took on the
responsibility of looking after them. They
invariably took care of relatives, those
temporarily or permanently without income,
even when father was earning only Rs. 300
per month. People would land up from the
village in search of jobs in the city, and they
would stay with us until father found them
employment through his network of friends.
Anyone coming home seeking help, monetary
or relating to school or college admission,
would receive help, never turned away. Father
would invariably see some positive aspect in
the person seeking assistance, and
immediately write a letter of recommendation
or phone his friends on the spot. There was
no question of leaving it for another day. He
was always transparent and straightforward.’

If Swamy was busy when the children were
at school, he was busier when they entered
college, by this time active in the Rotary
Club and the Madras Management
Association. He felt these social encounters
were important. He sought to increase his
awareness through these, though wining and
dining was also a part of the deal. He would
nurse a single drink through most of these
parties, just to please others, says Vathsala.

Vathsala confirms what so many others
have said about Swamy: that whenever he
took up a cause, whether in the advertising
industry, Rotary or the general economy, he
would go all out to achieve his ends. He
simply had to get involved. If there was
money to be contributed, he would be the
first to contribute. ‘It was not just the money
he contributed, he would be the first to abide
by the demands of any cause, so that he could
inspire others.’

‘We grew up in awe of him. My mother



Mr & Mrs Swamy
and Mr & Mrs

D P Rangaswamy
during Sudha-Sundar’s
wedding reception

in 1979.

was a great support: how hard she worked at
home, with the constant guests plus six
children. My friends, Vimala’s friends and
Sundar’s were constantly in and out of our
home, even staying with us for weeks, months
at a stretch, and she always managed. People
could drop in at midnight and there would be
food for them. My mother sometimes
wondered how we managed to take care of so
many people, without ever thinking of
ourselves. “May be that’s why we have
received all the good things in life,” she
would muse.’

Swamy enjoyed his grandchildren and
great grandchildren. He was very proud of
them, and the great believer in nadi josyam
that he was, he had the nadi read for all his
grandchildren. ‘The only thing Amma did not
see eye to eye with him on was nadi josyam.
Nadi expenses invariably ran to several
thousands of rupees, and she did not like it if
he initiated his friends into nadi’.

‘He loved cricket and films. He took the
whole family to the movies - he liked Sivaji
Ganesan’s acting. He’d buy tickets for every
cricket match in Madras.’

Vathsala’s parting shot is a question about
what brought Swamy and Radha together in
wedlock! ‘I think my father married my
mother because her horoscope was very good,’
she says, ‘but I always wondered how my
mother, who was from a rich family, married
my father who was a pauper!’

In a more serious vein, Sundar says, ‘He
was always a man of principle. When he
married my mother who was from a wealthy
family, it was a struggle to meet the expenses
that the bridegroom’s family traditionally
spends on a wedding, but my father did not
demand dowry, as was the custom then.

He somehow found the money to meet
those expenses.’

Swamy did not like to own a big car or

lead a conspicuous lifestyle. “‘When we got the
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“He taught by
example that there
are no shortcuts to
success, no miracles.
God can only give
you opportunities.
He practised what
he preached.”

Mercedes Benz account, he refused to drive a
Mercedes car, even though they requested
him. In his mind, he had never made it big,’
says Sundar.

When someone helped him in however
small a way, he’d still want to repay that debt
20 years later. On a US visit a friend might
have taken him out to lunch, been an
excellent host. He would be given a free run
of the Swamy house in Madras, a car for his
use, whatever he needs here. Mr Swamy
would go overboard in repaying his debt
of gratitude.

How to comfort someone in distress is
something Swamy naturally knew to do, and
this trait has rubbed off on his offspring.

Youngest son Shekar’s childhood memories
too are dominated by the number of guests
who found a home with the Swamys. ‘My
parents never thought twice about taking care
of any member of the larger, extended family.
When one of my cousins came to Madras to
study engineering, it was perfectly natural for
him to stay with us, for nearly two years. My
paternal cousins stayed with us. My mother’s
nephew stayed with us for two to three years.
This was a routine, unquestioningly accepted.
Whenever anyone in the family needed
looking after, it was absolutely natural for the
RKS family to step in.’

Swamy’s mother came to live with the
family in 1948 and was with them for the
next 19 years, until her death. She taught the
children chess. Radha’s mother, a widow, had
no place to go to, when the latter’s parents
died. She lived with the Swamys for ten years.
Shekar tells us that ‘Dad’s eldest sister, ‘Akka’,
who had no children, always stayed with us,
from the 1940s to the 1990s. Whenever we
moved house, we had to accommodate Akka
and Patti, as well as whoever else was staying
with us at the time. Various branches of the
family received such support from my parents.’

Shekar cannot help marvelling at the



tremendous spirit of responsibility his parents
felt for the whole extended family. ‘Just look
at the richness of it. No one sat around saying
we are doing all these wonderful things, it was
all done naturally. All this sat very lightly on
my parents. Their attitude had a lasting
impact on all of us. Open Home is a
continuing legacy, though none of us thinks
about it in such big words.’

Shekar reflects on the kind of parent
Swamy was, always there for the children, yet
not constantly watching or fussing over them,
mainly because he was so busy all the time.
‘You can say that my father did not spend
‘quality time’ with us. My parents didn’t
believe in paying lip service to any such
concept, but rather lived it. We were not told
that he was a big man in advertising; his
success did not translate into trappings. We
grew up as middle class kids. The budget was
usually tight, we did not have lots of pocket
money, but we didn’t think about it.’

Swamy was 32 when youngest daughter
Bhooma was born. She affirms what Vathsala
said about the effect Swamy had on his
children. ‘As kids, we were all petrified of
him, but as we grew up the equation changed,
and he struck an equal relationship with us.
During our childhood he had no time, he was
so busy with his career. He perhaps didn’t
know which of us was in which class at
school. That was Mother’s job! My one clear
memory from childhood is that of his always
doing puja at home. No, I didn’t take after
him in that respect.’

Bhooma once met with an accident at
Kolar and was hospitalized in Bangalore.
Vathsala, Sundar, his wife Sudha and
Mrs Swamy went over immediately, but
Swamy could not go straightaway, as he was
busy with an anniversary celebration of the
agency. When he visited her after a couple
of days, he said, “You'll be fine. [ prayed to

Lord Lakshminarasimhan at the temple and

He assured me the lung puncture has turned
into a flower. It is all a passing phase.”

‘He was on the one hand totally rational,
articulate, but on the other, he had these
strong beliefs that perhaps bordered on the
irrational. None of us could experience
what he did.’

Swamy was a staunch supporter of

education, and believed in women’s

“I ask how he’d react
in a similar situation.

And I feel he’s guiding

me. In fact, he’s
guiding me more after
his death than during
his lifetime.”

education. Before his daughter Bhooma
started a school at Ranipet, he sent her to
Mrs YGP for guidance. Bhooma’s school,
Vedavalli Vidyalaya, is today one of the top
schools in Ranipet, and expanding rapidly.
Bhooma stresses that her father’s religiosity
did not mean he left everything to God. On
the contrary, he laboured hard at everything
he did, and always attributed any success he
achieved to God. ‘Perumal is with me but
[ have to do my duty, put in my efforts. If
[ fail, it is His will.” He taught by example
that there are no shortcuts to success, no
miracles. God can only give you
opportunities. He practised what he preached.
Shekar went to Delhi for his MBA and it
was then, in April 1979, that he was injured
in an accident. Driving a car, he was hit by a
truck, and got badly hurt, dislocating his right
hip. It was a life-threatening accident, but
Shekar had great help from his friends and
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With grandson Siddharth.



the Dean of his institute.

Shekar remembers the incident vividly for
a reason. ‘“When my parents came to see me
at Moolchand Hospital in New Delhi, Father
never once asked me how the accident
occurred, how [ had landed in this mess.

He never did ask till his dying day, nor did
[ volunteer the information. He made sure
everything medically needed was done.’

Bhooma believes, ‘As kids, we never
realized Father’s greatness. Now [ feel he visits
me everyday. When I'm faced with any
difficult situation, I ask how he’d react in a
similar situation. And I feel he’s guiding me.
In fact, he’s guiding me more after his death
than during his lifetime. I didn’t seek his
help because he had a nadi solution for all
problems and I didn’t like it, though he sort
of exempted me from the nadi regime!’

To second daughter Vimala Ramanan, the
first description of her father that comes to
mind is that of a dutiful son. He had a
wonderful relationship with his mother,
whom he cherished and protected all her life.
He was equally a caring, devoted husband
and dutiful father, she says, echoing her
siblings’ views.

‘He always had a soft corner for Amma,
and whenever, wherever we needed him, he
was there for us, doing his duty by us in his
undemonstrative way,” Vimala remembers.
Whether it was a school admission or a
college seat, he would do what was expected
of a father, without fuss, going about the job
systematically. His immense faith in God
meant that he did dedicated prayers as the
occasion and person concerned demanded.
‘The kind of prayers father made left God
with no option but to come down in answer.’
He took no phone calls, allowed no
distractions, once he entered the puja room.

Swamy was always encouraging of his
children’s efforts in their work. Vimala’s last

serious conversation of a professional nature

with her father involved her concerns about
HansaVision, the Television venture she still
manages. HansaVision was Swamy’s
brainchild, the result of his foresight regarding
the emerging medium of television and
sponsored programmes.

Vimala shared her disappointment at not
securing a time slot for a serial HansaVision
had produced, and Swamy’s response was :
“You can only do your duty. One day you’ll
succeed. Everybody cannot be a genius. If you
do sincere work, you'll succeed. Read,
research, learn.”

‘If you went to my father with a problem,
and sought his advice on how to solve it,’
Vimala continues, ‘he’d first ask a number of
questions in order to understand the problem,
before attempting to find solutions. He did
not believe in instant fixes.’

In his evening years, he took his role as
philosopher and guide very seriously. As
Vimala remembers, ‘Because, he still went to
the office everyday, he could not watch our
soaps live, and I gave him the recorded tapes
to watch at his convenience, and offer his
feedback to me. Unlike most of us, he would
watch every one of them with total attention
and make detailed observations. If I gave him
100 cassettes to watch, he would watch each
of them, with the same intense concentration.
Because he enjoyed watching the Ramayana

and Mahabharata or listening to

“He never did

anything casually.
The same rule applied
to the pujas he
performed. He was
totally focused.”
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Krishnapremi’s religious discourses, I gave
him four mythological cassettes in Tamil to
listen to. He took the trouble of sitting
through them and told me, “They have no
depth, but because you gave them to me,

[ listened”. There were no short-cuts in his
book. Similarly, if an author gave him his
book to read, Swamy would go to work pencil
in hand, and give a detailed review, going
over the book page wise with the author.
He never did anything casually. He was
totally focused.’

Swamy’s concern for people was never
skin-deep. Vimala remembers occasions when
her father insisted on wearing clothes gifted
to him on ceremonial occasions, while
visiting the friends or relatives who gifted
them. “When they have taken the trouble of
buying this for me, should I not try to make

them happy?” he would ask.

Vimala defends Swamy’s involvement with
nadi josyam. ‘Christians have the institution
of confession to fall back on for their spiritual
needs,’ she says. ‘My father found solace in a
personal God. His prayers were direct
conversations with God.” It was the same with
nadi josyam. [t was Swamy’s way of seeking
advice from God when he could not decide
which was the best course of action open to
him in a particular situation. “All of you can
come to me and ask for advice. I have no one
to whom [ can go for advice. Only God can
answer my queries. | think I see God when
I go to nadi josyam,” he would say.

Vimala’s sister Kala Santhanaraman feels
a deep sense of gratitude for all she received
from her father. ‘One fantastic thing about

him was his memory,” she echoes what other

Mr & Mrs R K Swamy and Mr & Mrs S V' S Raghavan. Swamy and Raghavan were friends for nearly four decades.
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“I have never heard
them complain about

these elders. They
always felt that they
were only doing their
duty and in fact my
father used to say,
“These people are my
assets and I have to
take care of them.”

close associates have said about him. ‘Things
that he learnt from his grandfather as a young
boy came in handy for him to illustrate his
speeches on any subject. He was a great
orator; every one of his associates knew how
good he was in that department.’

‘Like him, my mother is a great human
being. They are role models to me as a
person,” Kala continues. ‘My father took care
of his mother and his sister until they died.
He also took care of my mother’s mother as
long as she lived. Both my mother and father
were great in supporting each other in any
manner that was required. I have never heard
them complain about these elders. They
always felt that they were only doing their
duty and in fact my father used to say, ‘These
people are my assets and [ have to take care
of them’.

Swamy might have had his own likes and
dislikes, but Kala never heard him speak ill of
any one. Like her siblings, Kala is greatly
impressed by Swamy’s immense faith in God

‘We had immense faith in him, sure that he
would not suggest anything that would do us
harm. We owe our faith in God to his faith.’

Though Swamy’s childhood had never
been a bed of roses, he never allowed the
children to feel the need for money. ‘He
provided us with everything we needed,” Kala
recalls. ‘He was fond of saying, “Knowledge is
power”. I can never forget that, for any
amount of wealth we leave behind for our
children will not be sufficient. What a
person learns in school and college and
from life’s experiences cannot be taken away
by anybody.’

Daughter-in-law Sudha encountered what
was perhaps the most traumatic experience of
her life a week after she and Swamy’s eldest
son Sundar were married. Swamy suffered a
massive heart attack! ‘I never left him after
that,” Sudha says, recalling the 27 years she
spent in the Swamy household after her
marriage in 1979.

Sudha came from a family background in
which she enjoyed an easy, open relationship
with her father, D P Rangaswamy. ‘In his
company, I could be myself, I could play with
him. I sat around when he had friends over,’
Sudha reflects, comparing that with the awe
Swamy inspired in his offspring. ‘It would not
occur to me to take the baby away if she
started crying in my father-in-law’s presence,
as the others tended to do. I'd probably ask
him to hold her for me!” Sudha, who says she
enjoyed a vibrant relationship with her
father-in-law tended to argue with him on
matters of disagreement, but Swamy was not
used to that and did not like it. ‘All that
changed in the later years of his life, when he
became totally egoless. There was no trace of
the ‘I’ in him by then.’

Sudha admires the great courage and
loyalty to friends, especially when they were
in distress, that Swamy demonstrated time

and time again. She mentions the examples of
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With daughter-in-law Sudha and grandson Siddharth.



S Gurumurthy and L Vasudev, two people
Swamy stood by when they faced crises in
their personal or professional lives. ‘He would
befriend them when they were black sheep in
other people’s eyes, so long as he believed in
their genuineness,” according to Sudha,
‘When you were out of power, he’d be the
first person to call you.’

Gurumurthy was harassed by the Indian
government for his daring Bofors expose.
When he was arrested on trumped up charges
as a suspected spy, Sudha flew to Delhi with
his wife. “When he was being interrogated by
the CBI, I visited him, recalls Sudha, ‘They
allowed me thinking I was his sister.” Later,
Sudha learnt that the government was
investigating her! Someone in the know of
things warned her that she would soon be
hounded if she continued being friends with
Gurumurthy. ‘Your father and father-in-law
could lose business,” the friend told her.

Sudha was at the time a guest of Ramnath
Goenka, the publisher of the Indian Express,
the newspaper that carried Gurumurthy’s
Bofors articles. When she asked Swamy,
whether she could go ahead and join the
Goenka family in a pilgrimage trip, his
response was typical of the man. He said,
‘My Chairman is not in Delhi. He is up there
in heaven. Go ahead and don’t worry about
all these threats.” Sudha was moved by his
fearlessness.

Swamy talked at length to Sudha about his
youth. His sons did not know what it was to
struggle against the odds, he would muse.
They believed in their youthful exuberance
that hard work would lead to success. He
knew that that was not true. ‘Effort alone is
not good enough. You need the grace of God.
You need to take a few knocks on your head
for you to realize that,” he would tell her.

To illustrate Swamy’s complete faith in
God, Sudha tells the story of Bhooma’s

accident. “When we received the news by

“My Chairman is up
there. Go ahead and

don’t worry about all
these threats.”

phone, my mother-in-law was visibly
shattered and very, very worried. My father-
in-law just went into the puja room, prayed
for a while and came out looking normal. “My
Lord will take care of her,” he pronounced,
with total conviction. There was not a crease
of anxiety lining his face,” Sudha reminisces.

Another illustration of Swamy’s total faith
was provided by his assurance to Sudha that
she would be blessed with a son, more than a
decade after her daughter had been born.
“Krishna will be born in this house,” he told
her, when she was expecting, after expressing
his desire for a grandson to the Jeer of the
Ahobila Math. The Jeer had blessed her after
he made her do a small puja and he prayed for
her. Swamy had no doubt that the pontiff’s
blessings would bear fruit.

Swamy’s steadfast loyalty to his God was
demonstrated time and again. Though he was
a model patient and implicitly followed the
doctor’s instructions, took his medicine
regularly, exercised even if it hurt him and
stuck to his diet at all times, the rule he broke
regularly was the one that forbade him from
travelling frequently to Kumbakonam to
complete his Sarangapani temple mission.
“You either go to your God and stay there
with him, or call him here”, ‘Dr Cherian, his
good friend would advise him, but Swamy
never obeyed him.

Sudha’s admiration and respect for

Swamy’s selflessness knew no bounds, when,
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“Effort alone is not
good enough. You need
the grace of God. You
need to take a few
knocks on your head
for you to realize that,’

he would tell her.”

coming out of the ICU of Devaki Hospital, the
first thing he did was to call his secretary and
dictated his will, which consisted entirely of
his provisions for various religious and
educational causes he was supporting. There
was not a word about how he was going to
provide for his family.

Another person who was emotionally
attached to Swamy was S V S Raghavan.
Related through a circuitous route, they
shared fraternal affection for each other.
Swamy met Raghavan in the late 60’s, when
Raghavan was FA & CAO of BHEL, Trichy and
convinced him about the need for BHEL to
start an advertising campaign.

The close association between the two
extended to serving the Sri Ahobila Math
through managing its journal Sri Nrisimha
Priya and organizing functions of the Math.
The duo operated as a team in all the major
projects of Sri Ahobila Math, contributing
both managerially and financially, be it
Sri Ahobila Math decennial celebrations, the
construction of the Ahobila Math complex in
Selaiyur, the Sixth Centenary celebrations of
the Math organised at Ahobilam, or the
improvement of the Vedapathasala in
Madhurantakam. For nearly forty years,
Swamy and Raghavan combined their efforts
and achieved what others could not achieve

in a century.
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THE EVENING YEARS

“He was a
professional who
believed in
thoroughness

of approach and

in management
science rooted

in logic.”

nformation Resources Centre head

Lata Ramaseshan joined R K SWAMY BBDO

in 1988 as an executive in the research
department under Dr Vasumathi. Swamy had
a head for research. Every pitch or
presentation had to have a component of
research in it. He always insisted on the
importance of information. And he kept the
research team extremely busy by constantly
asking for information - not general, but
specific information. To him, information was
the vital element that conceptualized his
critical and incisive thinking. Research
provided the cutting edge advantage in
advertising. And he created and nurtured in
the organization a culture of knowledge
creation based on information and research.

He was a professional who believed
in thoroughness of approach and in
management science rooted in logic.He hated
motherhood statements. “They are fine,” he
would say,“but give me numbers to
substantiate them”. And this was reflected in
all his work and philosophy.

In one such instance, he asked the team to
prepare a monograph on the tourism industry

in India. The process went through countless

drafts and iterations. “We would go to him
with a draft; he would look at it and ask for
further information,” Lata recalls. “We pored
over every bit of available information on the
tourism industry, trying to salvage our fragile,
bruised egos after every meeting. When we
showed him what we hoped was a “final”
draft, he looked at it, smiled at us and
remarked, “This is perfect”.

‘Coming from a person who did not mince
words, this praise gave us a sense of
achievement. We returned to our cubbyholes
and shared his compliment with the rest of
the department and celebrated in style.’

Lata’s real interactions with him were in
his later years. He had a passion for
information and asked questions everyday.
Though Swamy was gradually withdrawing
from the business, he was busy with larger
issues affecting the industry, the economy,
religion and education. He had an eye for
detail. He would look through reams of paper
and pinpoint something he wanted. “This is
not what [ want, give me what | want” he’d
say, and the hard work began all over again.
‘He had his own ideas, he was a taskmaster,
but he was very patient with me,’ recalls Lata.

The research department helped him were
with data for two books he wrote. He read a
great deal of backup material. No short cuts
for him. He'd read every piece of paper the
team produced, never pass it off to others.

Swamy was an intellectual. He could
discuss anything under the sun from current
day politics to esoteric philosophy to
scientific studies, economics and of course
advertising. He had his own views but would
not impose his ideas on others.

Swamy did not normally lose his temper,
but would display his annoyance in a curt,
firm voice and tone if he were not happy with
something. In one such instance, after a
particularly gruelling meeting during the

preparation of one of the documents, he was



With the staff at
an office party.

exasperated with the team for not giving him
the data he wanted. He asked Lata to take
the day off and ‘spend time at any library of
my choice, read whatever | wanted and come
back refreshed the next day’. According to
Lata, ‘his mild sarcasm made the point that

I was not paying attention and delivering
what he wanted.’

Swamy was an idealist. For him, life had
its ups and downs but there was a silver lining
to everything in this world. In one of her
interactions with him, Lata despaired over
the political situation in the country. He
countered her with his philosophical
approach, stating that everything was
transient; this too would pass.

Even in his hospital bed, with the end
near, he asked each visitor from the office
relevant questions. Long time associate and
Chief Executive of a group company
A Srinivasan had died. Swamy did not know
and would ask Kamala about his health. To
Lata, he’d say, “Last week Shekar read me
something about the Iraq war and the oil
crisis. Have you read that?”

He was a great optimist. His sense of

optimism was his most remarkable quality.
He’d discuss national issues with the team.
There was much uncertainty in 1991 after
Manmohan Singh’s tenure as Finance
Minister. He'd say, “Things will take care of
themselves. No way they can go down.”

He had a wide breadth of knowledge. His
experience came through in his campaigns.
Though he was not involved in the nitty
gritty, he had to be on top of everything he
did. He’d remind the team he used to type
100 words a minute when young.

When Lata first met him, he was about
60, already a figure of reverence. He was a
traditionalist with a modern outlook. He
never gave up his value system. His concept
of Visishtadvaita was his basis of work. He

“He believed that one
seventh of your earnings
should be given away to
good causes, and he
practised it all his life.”
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related anecdotes relevant to issues at hand,
from the Gita and Krishnavatara. He tied it
all in.

He smiled a lot, laughed a lot. He was not
very subtle, his criticism was direct. “This is
not on” was a favourite statement. He
appreciated good work whole-heartedly, sent
you notes of appreciation.

‘Mr Swamy influenced and changed my
ideas and views on a large number of issues,’
Lata concludes.

Kamala Joseph who recently retired,
worked in the agency for more than 25 years.
There was a time when she used to take all of
Swamy’s phone calls. He would say, “Your
responses on the phone are very important to
the way customers think about the company.”
He was very meticulous, whether the task at
hand was big or small. He would answer all
calls to him, even if it were a client asking for
some reference, or a complaint by a supplier.
He would return every call, and no matter or
client was too small for him. He was never
too busy for that.

While dictating letters, he could correct
shorthand across the table, as he had been a
stenographer early in his career. He was
always punctual and hated late coming in
employees. He did not approve of people
taking leave either. Kamala remembers how

At the Advertising Club Future Shock Convention at Madras in 2002.
Next to him is N Murali, Managing Director, The Hindu.

annoyed he was the day after Avani Avittam,
the annual thread renewal ceremony observed
by brahmins, when many employees reported
late for work. ‘He entered the office at 9 o’
clock on the dot and asked for me and some
other people. | had taken permission that
morning to do some personal work. He was
very annoyed, when he found many of us still
absent. When I reached the office at 10.30,

he was very upset’.

“Swamy was very
patient with junior
people, and tried to put
them at ease. He was a
simple man who did
not discriminate on the
basis of seniority.”

‘It puts me off if you are not there,’” he
said, ‘How do I talk to people if you aren’t
there? We have only so many hours of work,
why do we need leave? he asked. He would
sometimes use Kamala to convey messages to
employees on punctuality, discipline etc.
They were really home truths he wanted told.

Swamy took an interest in employees’
personal lives. Kamala is an artist in her spare
time and once invited him for an exhibition
of her paintings. He spent an hour at the
exhibition and asked questions. At office
parties and get-togethers, he made time to
talk to employees individually. He frequently
held meetings in which he addressed small
groups of employees, on business and
other topics.

He was very kind to the people he knew,
including employees, when they had
problems. There was one unforgettable act of

kindness in Kamala’s life. ‘He was so good to



me when [ lost my 35-year-old brother one
Christmas vacation 18 years ago. His genuine
sympathy helped me in my hour of grief.’

‘Very proud of his family, he always spoke
highly of Mrs Swamy. He strongly believed
in women’s education, that women should
work. All his daughters are highly educated
and professionals.’

K L Venkatasubramanian, CFO worked
directly under Mr Swamy for most of his
30 years in the agency. Venkat revered him
for his courage, conviction and tenacity.
According to him, Swamy’s work was
distinguished by his knowledge and
preparedness. He was very good at brand
building and corporate image building. He
was the father of public sector advertising and
a very good finance man. Whenever Venkat
presented figures to him, he made a thorough
study and picked holes in them. The finance
department had to double check and triple
check them. His knowledge of advertising
accounts was remarkable. He respected
finance people. “Whenever [ was in town,
he’d ask me for figures, and he was always on
the ball. He knew the pulse of the
organisation. He’d call us finance people,
‘anukula shatrus’, people who should not
hesitate to fight everyone to protect the
organisation.” ‘He was also a very good
lawyer! He was excellent at drafting
agreements, including tough clauses and
convincing the other party of the need
for them. Give him any act and section
and he would be able to interpret it to
our advantage.’

‘He was a man of great detail, preparing in

“He was a traditionalist
with a modern outlook.
He never gave up his
value system.”

minute detail for every speech he made,
verifying all the facts and figures.’

‘He had abundant energy even in old age.
At 80, he wanted to learn to operate his
laptop. He used it for his religious work. He
would ask for copies of official
correspondence by email, so that he could
keep abreast of developments in the business.’

‘A patriot, Swamy had great respect
for India. He would support anyone who
supported India. He was a passionate follower
of cricket, would argue about it for hours,
usually with a joke or two thrown in, but
even in that he was patriotic!’

Politically, from being a Congressman in
youth, he became a follower of BJP in the
evening of his life. He never followed any
political party blindly.

Venkat continues: ‘I said he was a very
good finance man. He was also a good
astrologer, philosopher and philanthropist. He
was a rare person.’

Swamy had the courage to fight against
the personal guarantee system introduced by
INS in their contract, and he was perhaps the
only start-up entrepreneur who was able to
convince INS on this score and obtain
accreditation without submitting any
guarantee when he started the business in
1973. ‘Such was his conviction, courage and
super salesmanship.” Dr Ram Tarneja who was
at the time Chairman of INS corroborates.

In 2000, an industry association of satellite
TV channels titled the Indian Broadcasters
Federation was formed. The association
immediately wanted to subject all advertising
agencies to an accreditation regime on the
lines of INS. The Swamys immediately
perceived this as not in the interest of
advertising agencies. A detailed memorandum
was prepared by R K SWAMY BBDO and
circulated to all agencies. The Swamys
systematically built the logic behind the move
and garnered support from a wide spectrum of
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“At office parties and
get-togethers, he made
time to talk to

employees individually.
He frequently held
meetings in which he
addressed small groups

of employees, on business
and other topics.”

advertising agencies. The result was equitable
to all. The IBF and AAAI entered into an
industry level agreement between two bodies.
Individual agencies were protected, and
spared the potential trouble of facing another
media cartel on their own. ‘Here was a man
who stood by his principles and fought

when there was need to uphold the
principles of equality, justice and fairness

in doing business.’

In all such exercises, Venkat was closely
involved with Swamy. [t was ‘a great learning
experience’ and Venkat considers himself
fortunate that he watched an expert at work
from close quarters.

K Paarthasarathy, General Manager
(Finance) has been with R K SWAMY BBDO for
25 years. In his rare interactions with Swamy,
he was struck by the thoroughness and
meticulousness with which he went through
the accounts before affixing his signature to
the financial statements of the company.

On more than one occasion,
Paarthasarathy and V' S Chakrapani, Director,
asked Swamy to sign first and then go
through the figures which had been properly
vetted and authenticated, because the
auditors had to travel out of town and would

not be available for the next few days. Swamy

would have none of it and insisted on going
through the figures with a fine toothcomb
before signing the papers. He would
compare the current figures with the
previous year’s and ask for explanations for
any unusual variances.

On one occasion, Swamy embarrassed
Paarthasarathy by asking him to evaluate the
contents of a letter he had drafted. It was an
appeal to young vaishnavites from priestly
backgrounds to take to their family
occupation as a full time vocation, and
Swamy wanted a finance man’s approval of
the line of reasoning he had adopted. Swamy
had claimed in the letter that a young
vaishnavite without high academic
qualification in the formal university system,
could earn a better income as a full time
priest than if he tried to find a nine-to-five
job. The embarrassment came from the fact of
Paarthasarathy’s inexperience compared to
Swamy’s vast experience, but Swamy assured
him he was consulting him because of his
particular domain knowledge!

Introduced to Swamy by the late
A Srinivasan, K Ramasami joined the agency
in 1980 as an accounts assistant and
eventually rose to the position of Finance
Manager, Chennai. Ramasami’s major
interaction with Swamy was when the agency
filed a suit against NEPC, a defaulting client.
‘Mr Swamy’s drafting of letters to the NEPC
Chairman was great. His expert knowledge of
finance was reflected in this masterly
correspondence, which eventually resulted in
an out of court settlement.’

Former PR Manager D Vijayalakshmi, a
comparative newcomer at R K SWAMY BBDO,
had cause to remember a particular year’s
Ayuda Puja (a simple ceremony through
which workers consecrate their tools and
equipment) at the office. Ayuda Puja is a big
affair at the office. During his lifetime, it was

performed in Mr Swamy’s room and
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sumptuous prasadam (an offering made to
God first and then distributed among people
present) of sarkarai pongal (a sweet dish made
of rice and jaggery) would be distributed
amidst the staff.

‘[ remember this incident when I was
brooding at the office, disturbed by something
I had heard, or rather something I had read.
One of the Dravidian party leaders had said
something nasty about brahmins, and
I had read a newspaper report of those
remarks. [ am not a brahmin, but worked for
a company owned by brahmins, as did my
father, who worked for the Seshasayee group.’

Vijayalakshmi was fuming, because she felt
the leader’s remarks were a bad representation
of good things. Swamy looked at her and said,
“Why are you disturbed, Viji?” The young
lady was stunned that he had noticed. She
said she wanted to talk to him, and he agreed
to see her. She met him that afternoon, and
told him that this was bad PR for the
brahmin community. ‘You must stand up and
say this sort of thing can’t be done. My dad
would have been a goldsmith if he hadn’t
joined Seshasayee, where he flourished. Here,
[ see no discrimination whatever, even
though some people wear caste marks and so
on. We don’t know how many brahmins there
are, and how many non-brahmins.” “Did you
ever feel you were working in a brahmin
company? Did it ever affect your
environment?” he asked, and when
Vijayalakshmi said no, he said, “Then why

“Here was a man who
stood by his principles
and fought when there
was need to uphold the
principles of equality,
justice and fairness in
doing business.”

worry? All this is bound to happen at a
certain period. There have been cases of
oppression in the past. Don’t feel rattled. You
must rise above all this,” and then he recited
a couple of slokas. ‘My indignation cooled
down,’ Vijayalakshmi recalls.

‘When he passed away, the phone never
stopped ringing. There were calls from all
over India, requests for photographs,

condolence messages.’
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‘I regret not getting to know him better.
He looked forward to interactions with
younger minds. At client interactions, he
would ask questions. He was an amazing
speaker, with perfect command over language.
His letters were most well crafted,’ is
Vijayalakshmi’s tribute to Swamy.

According to R Guruvayurappan, his
secretary in his final years in the agency,
Swamy’s contributions to various causes were
outstanding examples of his selflessness.

Guruvayurappan continues: ‘In every
step that he took forward, he always felt
that he was guided by the Almighty. His
total surrender to God enabled him to
believe that no one could come in his way.
The renovation and samprokshanam
ceremony of the Sarangapani temple at
Kumbakonam was an example of his faith
and generosity. He started the project in
1992 and the ceremony was performed in
1999. Sri Swamy had to overcome enormous
obstacles during those seven years. He not
only contributed financially towards the
project, but also travelled to Kumbakonam
on numerous occasions to oversee the work
and attend meetings.’

‘Sri Swamy received plenty of appeals for
help to various causes. He would respond to
every appeal and contribute a minimum of
Rs. 500 towards it. He would always say,
“When you donate the money is more
important than how much you donate”. ‘Even
a couple of days before he passed away on
3rd June 2003, he donated a sum of
Rs. 10,000 for the samprokshanam ceremony
of a Perumal temple at Thirukkandiyur, near
Thanjavur. According to him, “One lamp will
light several lamps”. The lamp that he lit on
April 2, 1973 by starting R K SWAMY
Advertising Associates, has in turn lit several
lamps, one at each employee’s home.’

Public Relations executive

K 'S Srinivasaraghavan, who was Swamy’s

“His expert knowledge
of finance was reflected
in this masterly
correspondence, which
eventually resulted in an
out of court settlement.”

secretary during 1998, describes Swamy’s
letter drafting as perfect. He did a number of
drafts for every letter until he was satisfied.
‘His letter to the Information & Broadcasting
Minister Sushma Swaraj, regarding the
release of a postage stamp to commemorate
the 600th anniversary of the Ahobila Math
was a masterpiece.” According to
Srinivasaraghavan, a view shared by many of
his colleagues, Swamy in his last years at work
was like a family friend to most of them. ‘He
always called me by my full name, and never
lost his temper if I made English mistakes
or interrupted him at dictation to clarify
my doubts.’

Senior Art Director Sanat Walchale, who
has been working at R K SWAMY BBDO for
18 years, recalls his experience as a junior
artist under Swamy. ‘There was this half page
BHEL advertisement | was working on, to
present to Mr Swamy. [ finished my work
around 4.00 p.m., [ had four finished scribbles
to show, besides some thumbnails I had
done for my own satisfaction. “What's that in
your hand?” he asked, and picked out one of
the thumbnails. He made me develop it.
[ was shocked because the sketch he chose
was the one I really liked. He understood the
advertising language and was a good
visualiser. His briefs were crystal clear;
there was no confusion.’

‘The day he gave me my job, I entered his
room with a sketch I had done. I was too shy



to sit down. He insisted I sit down, asking me,
“Do you want me to get up?” He gave artists
and visualisers complete freedom.’

S Ranganathan, who handles the
commercial function at Mumbai, joined the
agency when the Bombay office was a small
operation, with only 15 employees there. His
interactions with Swamy began soon
afterwards, and took place whenever he
visited the Bombay office. ‘He liked to keep
the finance people involved in every decision.
He gave me tremendous confidence, not once
acting like a Managing Director. He gave us
confidence and empowered us. Even someone
as shy as I am, gained in confidence, and felt
comfortable in his company. He would draw
us out and extract information from us.’

‘I did not have much professional
interaction with him, but on the few
occasions | worked with him, I remember his
punctuality, and his ability to get the best out
of people. His friendly approach made you
want to do his bidding.’

‘Before a pitch, he would patiently run
through the slide presentation with us, even
if it meant sitting up late. His vibrant
personality shone through his extempore
speeches. He towered above all, even in the
company of BBDO personnel. His storytelling
ability is well known. How well he could
connect the stories to real life!’

‘Because he knew of my family
background, with close ties with the
Kumbakonam Sarangapani temple, he would
ask me to look after the arrangements for any
puja performed at the office. He paid
attention to the smallest details. He would
tell us even how to light an agarbatti!
“Perumale pathundaya? (Have you been
looking after the Lord?) he would ask me,
referring to the idol in the office to which we
offered puja.’

‘I escorted him to the Sarangapani temple

in 2001. He had solid feeling for the temple,

but even though he knew my family’s
connections, he never asked me to

intervene when he had problems with the
temple authorities in the matter of its
renovation, despite his generous contributions
to the effort.’

Though he was deeply religious, he was
not so concerned about displaying his
devotion. “Vesham is not important for
vaishnavas”, he would say.

Back in June 1984, media professional
D Raghunathan had just joined the Bombay
office when he met Swamy for the first time.
‘An economics graduate from Pollachi in
Tamil Nadu, I did not know the ABC of
advertising, and when he asked me about the
prevailing per square foot rates of advertising
hoardings in the city, I literally blinked,’
Raghunathan confesses. ‘He explained the
whole thing patiently when he discovered
how raw [ was. Another time soon afterwards,
I was caught once again when he asked me to
call PTI to obtain some information. He had
to explain what PTI meant!’

Swamy was very patient with junior
people, and tried to put them at ease.
‘“Whenever he came to the Bombay office, he
made it a point to enter each cabin and talk
to the occupants there. He was a simple man
who did not discriminate on the basis of
seniority. I remember how he introduced even
the most junior employees to his wife when
she came to our office to attend a big puja to
mark our shifting to the present premises from
the earlier place in the French Bank building.
His speeches on such occasions were very
interesting, full of quotations from the
Bhagavad Gita and our epics. He had a great
relationship with our clients. They too
treat us as part of their family. An example
is Mr Brahm Vasudeva, Chairman of
Hawkins, whom I have been servicing for
the last 15 years.’

Former Account Director Vijaya Sriram’s
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“To him, Hinduism was a
way of life, and he had it
in him to become
another Swami
Chinmayananda and tell
you how to live life.”

interactions with Swamy were during the last
seven or eight months of his life. She worked
closely with him on a Powerpoint
presentation on the Ahobila Math. ‘He
wanted to make a formal presentation to the
Jeer on how to run the institution
professionally,” Vijaya remembers. ‘He gave
me a very clear outline of what he wanted to
say in the presentation. He was crystal clear
in his thought processes and had a razor sharp
memory. As the presentation went through a
few iterations, he would remember the
changes he had asked for the previous time
we had met, ensuring these changes had been
carried out. Sometimes he would recite the
slide copy verbatim. He had this unusual
ability to provide a management touch to
something spiritual.’

Vijaya says she ‘did not know that you
could handle a spiritual movement with so
much panache.” He had an organisation
structure in mind for the Ahobila Math, and
while outlining it, he had taken the personal
quirks of various people into reckoning.
Knowing that the Jeer was more comfortable
with Tamil than English, he had a Tamil
version of the presentation made. By the time
the Tamil version was ready, he had passed
away, though he had seen the English
original. I was amazed by his lucidity and
clarity about the key point of each slide. He
knew the 125 slides of the presentation
backwards, by the time we finished

developing it.’

‘I found his several anecdotes on every
aspect of the work we were doing absorbing.
He would give the underlying reason for all
our rituals. He could speak ex tempore for
hours, and never bore you. It was all
substance and never repetitive. To him,
Hinduism was a way of life, and he had it in
him to become another Swami
Chinmayananda and tell you how to live life.’

According to Vijaya, Swamy had both
substance and style, but in him, the substance
was overwhelming. Much of what he said was
borne of his own experience, it was wisdom
distilled out of his own life and career.

V S Chakrapani, Director, and oldest
member of the R K SWAMY BBDO family, paints
a vivid word picture of the Swamy he knew.

According to Chakrapani, Swamy
bestowed his full attention on advertising
in India till he reached 75, won laurels for
every effort, led the way in research and
market intelligence, leaving a glorious
institution behind.

Clients came before all else. His firm
advice to advertising professionals was: ‘Do
not recommend increase in media
expenditure because it increases your
commission. Ensure that media expenditure is
well spent. Any agency commission over and
above the 15% will have to be refunded to
the clients. Never scrimp and save when it
comes to expenditure related to client
servicing. Mop up later after a successful
campaign brings the client results!’

Swamy believed in compensating and
motivating staff to bring out the best in them
and paying them their dues promptly. Staff
can be made to improve the quality of their
work provided we educate, train and guide
them properly, he would say. ‘Treat them well
and they will turn out wonderful work ahead
of time’ was his view of employee relations.

He himself set a fantastic example in



“Though he was deeply
religious, he was not so
concerned about displaying
his devotion. ‘Vesham is
not important for
vaishnavas’, he would say.”




THE EVENING YEARS

R K Swamy, Shekar Swamy and V' S Chakrapani during the AAAI-Premnarayen Award ceremony of the Advertising Agencies
Association of India in September 1998.

“Do not recommend
increase in media
expenditure because it
increases your
commision.”

punctuality and hard, long hours of work,
believing that leadership was best practised
by example.

‘Suppliers must be paid on time,
every time. Pay all eligible parties their dues
on time and they will come to your aid if and
when needed.’

‘Charity was a way of life with Swamy. He
believed that one seventh of your earnings
should be given away to good causes, and he
practised it all his life.’

‘I visiting local temples and listening to
discourses in the company of his family were
his hobbies, his idea of a holiday was going on
a pilgrimage tour, again with his family, to
holy places like Tirupati or his favourite
Oppiliappan Koil.’

‘Swamy believed in leading a simple,

austere life, without getting overjoyed or



“Swamy always fought
for causes he believed in,
but treated the party on
the other side as friends
and had malice towards
none.”

disappointed, during good or bad times. Be
humble and self-effacing was his motto.’

‘Swamy was fond of sweets, and ate plenty
of them in his youth, only for him to give
them up as a diabetic in his later years.’

‘Swamy always fought for causes he
believed in, but treated the party on the other
side as friends and had malice towards none.’

‘Education for girls was to Swamy
next to godliness.’

‘He loved cricket but his attitude to
Carnatic music was that of Ghulam Khader
to Gokulashtami!’

‘He knew Tamil and Sanskrit slokas, epics
and literary classics by heart and used them
skilfully whenever he needed to score an ace.’

One of the earliest recruits Tirumalai,
first joined the Swamy household as a cook in
1958, who after six-years, was sent to Trichy
to work for Swamy’s brother Narayanan. He
joined as Swamy’s driver in 1969 and was his
driver till the end.

Tirumalai ascribes some of the confidence
with which Swamy started his own agency to
his great belief in astrology. ‘He knew that his
good period would start in 1973. His
‘Perumal’ was dear to him and he sincerely
wished everyone well,” Tirumalai says.

‘To me personally, Mr Swamy was
very kind’, Tirumalai continues. He gave me
a house, and helped me educate my three
children. One of them is a B.Com and earns
a handsome salary. I have no complaints, no
problems. We are all happy. Like mine, he
has helped a thousand families of the
employees of R K SWAMY.

‘Mr Swamy enjoyed good food. He was
fond of snacks like omappodi, and peanut
candy. He loved vatha kuzhambu with
appalams, not fried in oil, but toasted over a
fire. Sometimes, he and his brother would sit
and chat late into the night. On such
occasions, the brothers could be seen eating

as late as 2.30 a.m.’
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n trying to paint a holistic picture of
Swamy, the advertising and marketing
professional, management expert, family
man, educationist, spiritual crusader, and
industry leader, we can do no better than
repeat the expert summing up of one of
his older clients, V Narayanan, the former

chief of Ponds India.

“He was willing to
sacrifice business if it
meant compromising his
value system.”

In Narayanan’s evaluation, Swamy was an
extremely competent advertising professional;
not a specialist-copywriter, visualiser, or
media man. He was complete, and what he
had was not superficial but in-depth
knowledge of advertising as a profession. He
understood advertising very well.

‘Mr Swamy was a very clear thinker and
analyst. I have known all the doyens of
Indian advertising: Subhas Ghosal, Gerson da
Cunha, Mani Iyer, and so on. I would put
him right there at the top.

‘Most advertising agency heads tend to be
very good advertising professionals but very
few are good business leaders. Mr Swamy was
an outstanding business leader, who had a
very clear vision of what he wanted to be, and
where he wanted to go. His vision was to be
world class.’

‘Most visionaries are dreamers, but Swamy
was brilliant at execution as well. His business
was always profitable. After all, at the end of
the day, he was not running a charity.’

‘One of the ultimate tests of leadership is
that any institution you build must survive
long after you have gone. He proved that in
JWT and he proved it in R K SWAMY BBDO.’

‘Organisations have no control over the
external environment comprising the
consumer, the government, and competition.
Your advertising agency, like your suppliers,
is part of the internal environment. Many
agencies operate as if they are part of the
external environment. Mr Swamy was one
of the first to foster the concept of
client-agency partnership.’

Known for his strong views on ethical
business practices, Swamy’s example in this
regard was praiseworthy. ‘It’s important to be
a leader, but it’s also important to
have character.’

Mr Swamy was a man of unquestionable
integrity, unquestionable honesty, extremely
principled, disciplined, ethical, and most
important, value-led. He was willing to
sacrifice business if it meant compromising
his value system. The other dimension is
trust. ‘You can’t earn trust unless you have
character. Throughout his life, he had the
trust of people, in every walk of life.’

‘Today everyone talks about empowerment
being the management style, giving power to
the people and not following the command-
control model. He was like that 40 years ago
when he could easily have been a dictator.
People flowered under his leadership because
he allowed them independence of thought.
He was a leader all right, but one who

empowered teams to deliver the best.’

“The other dimension is
trust. You can’t earn trust
unless you have
character. Throughout
his life, he had the trust

of people, in every walk

of life.”
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Swamy was an exceptional communicator,
who came well prepared for any speech or
talk he gave. He spoke sense and his delivery
style was fantastic. He carried that quality
to the boardroom, always to the point,
precise, unambiguous in his presentations.
He had total clarity.

Swamy was respected for his erudition
and the wide range of his interests. ‘Widely
read and knowledgeable, he was equally at
home in cricket and the Vedas.
Communication was total because he
believed in the knowledge area rather than
the personality area.’

Speaking of the last months of Swamy’s
life, his son Shekar recalls the sense of
disbelief with which he and his family
accepted the end. “Though I live in Bombay,
I spent long hours with my father in the last
six months of his life. He was lucid till the
end, but the energy was going out of him and
he was more and more vulnerable. His body
was going away. You never see your father as
old, and I never thought he would go away.’

‘He was a fighter in a medical sense too as
he was in life’s other aspects. I was a

facilitator in his first bypass surgery, as

“One continuous image
of him is that he was
relentless, like a bulldog.
You may or may not
agree with him, but even
if he was wrong, his
personal conviction was
very high. Absolute

persistence was the gist
of him.”
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[ happened to be living in the US then, and
people went there for such operations. It was
1981, and when he arrived, the doctor
touched him and said that he should not be
walking, and placed him in a wheel chair
straightaway. Coronary bypass surgery was not
common then, and he battled through it. He
was a disciplined patient, capable of nursing
himself back.’

‘If that was a big crisis, then throat surgery
in the 90s for a cyst or growth, which could
have choked him if it grew any bigger, was
the next one. They had to make an incision
in his neck and take it out. Later, a couple of
years before his death, he had pneumonia.
That was horrible. We thought we were going
to lose him then, but 20 years after his bypass,
he came out of that. Even in the last phase,

when he was put on a ventilator, he came out

of that, and survived for a further six to eight
weeks. Finally it was the heart that packed
up. We even considered another bypass, but
every medical opinion was against it.’

‘He had a good innings, all things
considered. One continuous image of him is
that he was relentless, like a bulldog. You may
or may not agree with him, but even if he was
wrong, his personal conviction was very high.
Absolute persistence was the gist of him.’

‘He gave time to everything, he was not a
short-term guy. He was involved in each
thing he did, for 20, 30, 40 years. If you keep
pushing yourself on the same subject for that
many years, something will happen. Most
people meander off, give up, he never did
that. To me that’s the lesson: you need to put
in time for everything, however small.
Peripheral interest for two or three years
won’t get you anywhere. If you take up
something, it should be for the rest of your
life. If you can’t do that, then don’t do it.
That was his legacy.’

‘The essence of Swamy the man can be
captured thus. He had many acquaintances
and a few good friends. “Are you available
when the other guy needs you most? Can we
resume the conversation where we left it the
last time you met? That is the sign of good
friendship.” That was the Swamy guide to
friendship in a nutshell.

‘He was a great family man. A study of the
100 great leaders published two decades ago
listed 10 or 15 traits among them. The most
important characteristic was that they all had
a good family background. Mr Swamy’s
strength was that he was very strongly
supported by his family.’

‘He was very patriotic. Everything he did
had to be for the good of the country and the
people. He had an exceptional feeling for the
poor, for the downtrodden.’

‘He was a very spiritual person,

a karmayogi.’
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"Bammbay bas no monopoly on ideas™ Ina
nutshell this was B K Swamy!

In December 1960, S H Benson, (which is
now Dloilvy & Mather) decided o send me to
h'ii'll.ll’il!". .'l'l.jl III'!' \.iilll'ilmlﬂ'h -|r'|l,1 I"I.,'I.,"r‘"a (L]
Bombay felt sorry for me. They were of the
view that "The Ourpost™ (thae's how they
refermed to Madms then) would set my carcer
back by five years, though 1 was 1o be in
Mades for two Veard "'“I'.‘" Were rh..--,- n|_;|'|r [ §
jpust prejudiced?

The ﬁn.l".'q.'rllhl':l'l.p business in Moadrs in the
early 1960 was limited. There were no large
FRECICT 1:I'|;.IIIL|r':1-\.'I1IJ'r.'r!-n1 THIE dny O pnhhn._'h.
Its industrial development was based on lighe
engineering poods, automobile ancillarices
amd rexriles.

[t is seainst this background thar the
achievements of Mr Swamy should ke
viewed. He came in the late 19505 to start an
oftice for T who were already handling a
few Mades clients from Boanbay, Uil chen
mist Bombay and Calcutta based agencies
|‘!|Hl.! i hkrll:luli! :41'.1 (L] :"i-'1i:I|.II'.I.-\-.. 1.n.'|:1|1_'|'| Wi
nothing more than a liaison unit. With his
encrgy, enthusiasm, optimism and professional
competence, Swamy made T the largest
agency in the South ina very shom time.

I met Swamy for the firse time in 1961,
Thereafter | had many occasions to interact
with him and that gave me an opporunicy 1o
abserve him ar close CJUELFTETS, e was [ hae
Advertising Club Madras, when he was the
President and 1 was a member of the
Executive Committes, During his tenure, he
onmnized the fist Advertisinge Convention in
Madras with All India participation. It was an
outstanding event, much hailed by the
industry in Bombay and Calcutea.

What I recall was his
uncanny ability to rake a
holistic view on any subject
and see it in its entirety.



“My dear fellow, even
important people in very
big jobs are actually very
ordinary human beings.
Let’s not be intimidated by
them, they are not gods”.

I also discreetly picked rhe brains of socme
of his clients o know more abour him. What
| recall was his uncanny ability 1o mke a
halistie view on any subject and see it in i
entirety. His grasp of issues related o the
economy of the country, the policies being
pursued, where his client’s business soood in
that context and the role advenising could
play in thar sineation, was superb. Thus he
created many new clienes, who on the face of
it did not need advertising o further their
business interests. The public secror as an
advertiser s an example. v was virtually
created by Swamy. His contention was that
reLis were accountable to the mxpayer who
really was the owner, and it was inportant
that he knew what the psus did with his
money - long before the werm accounmbility
became common currency.

The e David Okilvy after meeting
Swamy mentioned to me, thar advertizing
must be roo small a canvas for a man of his
malents. Bur of course Swamy worked on more
than one canvas,

He appreciated the value of time, and did
something abour it. He used his time and
other people’s time more efficiently than
anyone else 1 have ever known. As a resulr,
he accomplished more in his lifetime than
most of usg will ever accomplish even over a
longer lifespan.

| was fortunate o work with Swamy again
in the 70s and 80s. | had then moved o
Bombay via Calcutta and Melbourmne,
Australia, to head Ogilvy & Mather India.

He had just started his own advertising

agency, ver he found time to be involved with
indistry bodies like the asal, abc, and the
A=l He took over from me as the President
of the Aaal in 1982, We had worked wogether
from 1978 on a new ser of Accreditarion
Rules with the Indian Newspaper Society,
which was finalised during his tenure as
President. Whilst discussing the deaft rules he
always said, “We need o see things from
other people’s point of view o, Hence his
emphasis on a new approach o the relationship
between medin and apencies, ‘Equality” and’
mutual interest’, he felr should be the basis.

On one occasion he and | were 1o meet
the Finance Minister on the disallowance of
advertising expenses for tax purposes. | was
speculating on the kind of person the Finance
Minister was likely to be. He was very calm
and collecred and said to me, “My dear fellow,
even important people in very big jobs are
actually very ordinary human beings. Lets not
be intimidared by them, they are not gods™,

Swamy was a man of vision. He always
knew where he wanted to be, where he
wanted his agency to be or where the asal
should be either tomorrow or a decade later
and how one can get there. He was a shrewad
judge of people and often came up with the
most unusual suggestions about whom 1o
assign o what, And often his judgement
Wiks COFTCCE.

Apart from being 2 man of vision and
organising abilities, he had some tmaits whach
sometines people found imitating. For
example: Once he ook a position, he was
more tenacious an advocate of it than many
of us are capable of being. Some people found
this irritating, and even more when they fele
e was wrong and it cumed out later that he
wae right!

Swamy has departed, his day’s work
complete, but his contributions will continue
tor live and Mlourish as indeed the agency he
buile and the contributions the professionals
he groomed are making and will continue 1o
do 50 in the vears to come. @
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[eadership through
example

SURDIODY BEAMERIEE
A bongrime ssociee of Ssmmy

arel Execntive Viee President,

K FROAMY R

“Where the mind is withosr fear and the head
is held high

Where knoaoledge iz free

Where the world has not been broken wp
mite fragments

By narmow domiestic walls

Where wemds come oue from the depeh
of truth

Where aveless stviving sirerches its anms
torwards perfection”

To my mind, these words of Rabindranath
Tagore could well have been written 1o
describe Mr R K Swamy. A man who was not
just a legend in his own liferime, bur a man of
rare integrity and vision driven by an
indomitable will o leave his mark in the
fields of communication, media, education
and religion.

In an active career spanning nearly
60 years, Mr R K Swamy fathered the birth
and prowth of two major institutions n the
advertising industry - fiest the southern
operations of | Walter Thompson and
thercafter his own advertising agency,

R K swanmy proo Pye Led, But Mr Swamy
has left behind more than institurions.

A vast reservoir of knowledge, intelligence,
skills, mlent, commitment and encrey 1=
Mr Swamy's legacy to the world of advertising
and marketing in lndia.

Unlike several other leaders in the
adverntising industry who conformed o a
typical "advertising” look and feel, Mr Swamy
always stood out as a distinetly different
“brand”, combining a rare knowledge of
Indian religion and philosophy with an
incisive understanding of the Indian consumer
and the complexities of distribution and
marketing. Remarkable was the way in which
he effortlessly moved back and forth berween
his knowledge of ancient Indian texts and the
principles of brand management, enriching
the latter with the knowledge and experience
borm out of the rich heritage and raditions of
this counrry.

| have known Mr Swamy to stand up at



A vast reservoir of
knowledege, intelligence,
skills, ralent, commitment
and energy is Mr Swamy's
legacy to the world of
advertising and marketing
in India.

MANY A Presentanion o jet-setiing oporate
exccutives and illustrate his paring throush an
anecdote or stanza from the Vedas, the
Ramayana or the Mahabharata. The allusions
and the reference to the context were always
amazingly sccurate, And the effect on the
audience! Surprise, then spell-bound
almirarion.

It was this chansmatic personality of
Mr Swamy that mesmerised me when, 2z o
young tratnee in the advertising industry,

I first hieard him deliver a lecture ar a
workshop | was attending in Mumbai.

A couple of years laver, when Mr Swamy
opened the doors of his own agency in
Chennai, | succumbed to my admirmtion

of this man and found my way to ® K SWAMY
Advertising Associates in Chenrai, way
back in 1974,

The years since then have been an
amazing journey of leaming and growth under
the puidance and inspiration of Mr Swamy.

Freedom was perhaps the first gife thar
I received from him: the freedom eo think,
the freedom to speak, the freedom to ke
decisions, the freedom 1o operate. This was
the very special way in which Mr Swamy
busilr his team. '

He placed complete trust in every member
of his organisation and then left it to the
individual to live up to thar truse. And,
inevitably, people responded. You can’t let
down somebody who has such implicie
confidence in you. [t becomes almost a sacred
dury 1o reciprocate thar confidence.

Perhaps one of the greatest lessons | have
learnt from Mr Swamy is that of leadership
through example. Mr Swamy never expecied
anybody to undertake o sk thar he himselt
was not willing ro do.

There are innumerable memories thar
flood my mind as 1 look back over these years.
Too many instances, too many anecdores,
Which do I pick out, which do 1 ralk about?
As | was relling somebody, these 28 years with
Mr R K Swamy were like an ocean of
knowledge and experience. It is very difficulr
o isolare a few drops from this mass of warter,

Life is full of people who are quick o
pontificare abour championing various causes
and standding by their convictions. In facr, it
is fashionable in cockeail circuits to walk about
value systems and resolve in ones'
convictions, But how many really put their
money where their mourh is!

Where Mr Swamy was concerned,
convictions and causes were very real for him.
He believed strongly in the religious heritage
of our country and he acoally invested a
significant amount of his time and money in
helping to rebuild a number of temples in
remote parts of South India.

As | walk along this path with the memory
of Mr Swamy, 1 feel a sense of deep fulfillment
and pride that | have had as my menror, my
guide and my friend, a personality as inspiring
as Mr Swamy. But enough of reminiscences,
there is work to be done and many goals to be
achieved. As Mr Swamy would say, “Chal
chal re naujawan”™, We have much vo do. @

Freedom was perhaps the
first gift that [ received
from him: the freedom to
think, the freedom to speak,
the freedom to take
decisions, the freedom

to operate.
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He kickstarted
my career

K A BILIMORIA
Coetomander & [igectos {Raid)
g i mwasay B Preewre Limieed

My friendship with R K Swamy continued
for 44 years,

It was never an emplover-emplovee
relationship from the day we first mer, To me
|.'|-|: wiis A u|-_r1.-r I'n|l|1 ' '.|.I:'u| A1k Llld fl!'lrl!u.] ‘.'uhl'l
shared his success and sormows with me.

Yes, differences do come up in life, and
W W IO eXC e o still we continued as
,t_';u-ih| fricods.

In Movember of 1961, after a very brief
(0 L e S 1 l|14.' 15T l‘-u'llnl':l-l.' eflice, | received
an appointment onder from M Swamy o join
the 19T Madms office as a junior visualiser. |
Tl;h,lk thl;_" L] IHL'[ “.'|11|| {LT]] 11||.' "al:II:I'ITl"I-r L IIH.' .I]"‘\HH
Swamy or Mades, All 1 knew was that [ was
joining an internationally reputed advertising
HECNCY.

My jourpey from Bombay to Madrs was
filled with doubes and apprehensions abour
this unfamiliar location: Where will | be pur
up, what will I ear, and whoar kind of people
will I meet!? All because | had never stepped
out of Bombay iy 21 wesars.

At the other end, the man | was going to
meet, Mr Swamy, instinctively read my mind
and made all armngements in grear derail.

O oy arrival ar the Madrs Central
station, | was received by Mr Umesh Rao, the
man whao had mterviewed me st Bombay, and
was next in command o Mr Sweamy,

I was raken straight oo the 2T office 1o
meet Mr Swamy whose tall and gentle
personality completely disarmed me. He had
already arranged tor my stay at o Parsee
puesthouse, where | could have Parsee food
andd Parsee folks around me. Mecting
Mr Swanny was like coming home to work.,

The days that tollowed were busy with me
leaming the ropes. Somehow Mr Swamy and
|tk an instane liking rowards each other.
He was the most approachalble boss - a
t:_"qll:l'l.-l.,'l' -I.F'll.l r.r:||'t1|.] rl'lI.IL"'g.I. [ERTER ST § T

| warched him working late everyday. On
many occasions | disturbed him in the
evening, to discuss my personal problems. On

ane such eveninge | asked him for an inerease



Swamy was not an
academician, but his
knowledge and wisdom
were far beyond the
comprehension of
academic limits.

in my stipend of Rupees One Seventy Five.
Whar | received instead was an inspiring talk
on my bright future! I 1 worked hard the
fruits of labour would follow naturally. This
was his philosophy: karmanyeva adhikarsi
maa phaléshu kadachana!!!

Well, the fruits of my labour followed late
bt surely and abundantly.

Swamy was not an academician, bur his
knowledge and wisdom were far beyond the
comprehension of academic limits. | oruly
admired this virtue. The Vedas and Puranas
were ot his finger-tips. It was as if he knew the
past, present and future of management and
life arself,

O several oceasions he narmated incidents
from these great scriptures and drew parallels
with incidents in his day-to-day life and how
he tmckled them, whether it was selling an
idea or solving a Human Resource problem.
Many of his contemporaries considened him
old fashioned but Swamy was a man of great
convicrion, He never changed his views,
Today in the 215t century, we read about
business gurus using ancient wisdom in
merdem management!

Swamy always sympathized with and
encouraged young minds with humble
beginnings. | was one such person who was
inspired and deeply influenced by his
qualities. Afrer several years of hard work
when | reached the senior position of Arnt
Director, Swamy used to share with me the
stories of his humble beginnings and his
vision for the future.

He often spoke in typical Parsee Gujarari

with me. [ was quite surprised when he told
me that he grew amidst the Parsee communiny
o Girant Road, Bombay, Because thar's where
I was bom and broughr up. Swamy soudied in
a Ciujarati medium school with Parsee
teachers who had been amazed by his Vedic
knowledge at such a young age.

More surprigsing was that he landed his firse
job ar (et Bombay because of his fluency in
Gujarati. He was engaged as a proofreader of
Gujarati adaptations of English
advertisements,

In 1964, paT celebrated its 100th year in
service. Swamy must have been 42 ar char
time, a young pioneer on the Indian
advertising scene.

Yet another success story of Swamy thart
comies to mind iz his landmark document on
the Indian rea industry, which he prepared for
Brooke Bond, London. He was then a media
assistant surfing newspapers and onganizing
clippings for clients, To many it could have
been a boring, mechanical job bur Swamy
sow i it 3 goldmine of data on the Indian
rea market.

Swamy was a walking super computer and
a visionary. | don't quirte remember where he
stored his vast database bur surely he used it
time and again.

He had the faces and fipures of every
industry at his fingertips. At presentations
| have seen clients floored with Facrs and
figures of their own indusery thar they were
not even aware of.

It was his well-researched document for
Murray Sons & Co., London that made the
topr bosses in the 19T London office take
notice of Swamy's talent and recommend
PROmOTIons,

Mr Edward ] Fielden, chief of 19T India,
was Swamy's mentor. He was a strict
disciplinarian. Those days client service
people were expected to wear formal elothes
at the office. Bur Swamy always had a soft
corner for creative staff and we were excused
from this regimental rule. But the daye when
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Mr. Fielden was in town, we were compelled
o wear a formal shim and tie.

In the late 19605 | was promoted to Senior
Art Director and enjoved a lot more creative
freedom directly under Swamy. | was a
workaholic like Swamy and the office was my
second home. He was my inspiration and
brought out the best in me.

After Mr Fielden's retirement, Greg
Bathon ook over as the chief of (T India.
Chur Madras office under Swamy's leadership
was really flourishing. | had the oppormunicy
to work on almost every account. Some
majors among them were Binny Mills, 11
Chyeles, the TVE Group, Ashok Levland, Pond's
India, Indian Overseas Bank and Amrutanjan.
It was Mr Niku MNair, my Creative Direcror
who fine-tuned my creative skills and Swamy
nurtured my talent with encouragement and
freedom to think differently.

Swamy had a nice way of even rejecring an
idea. He would say, “Bili. are you sure this is
the best you can do? It good, but | am wure
you can come up with something much
betrer.” And there | was, back 10 the drawing
board. This helped me a lot in giving of my
best, and o think differently every time.

One of the tricks of the trade | picked up
from Swarny is not o ger defensive when a
client rries to impose his idea on you.

Just listen to him with a good smile as if
you are in agreement with him. This will
disarm him once he pours out his thoughts.
Now he will be more receptive to listen 1o
YOUE PRt of view and more o MCCEPL your
idea. [ wsed this method several times with
great success, at times even on Mr Swamy!

To Swamy, the success of any project
dependid on the time, place and
circumstances. He strongly believed in Rahu
Kalam, the inauspicious time. He would never
plan a meeting during this time. But ot times
it was not possible.

Here s a classic example of tuming our
disbelief into belief. Once we were ready 1o
present an advertising campaign to MICO

Bosch. The time and day given to us
unformnately coincided with Rahu Kalam.
Swamy tried his best o change the time but
to the client it didn't make any difference.
Mr Umesh Rao laughed at his superstition.
Much to our dislike, the campaign was
rejected. Svwamy wis unperturbed. Later he
told me thar it was “wrong riming”. He would
present the same work again.

After a few weeks, Swamy managed 1o get
the right time for a revised approach. Nothing
much was changed except the presentation
approach bur this time, the same creatives
were accepted. [ started believing in
Rahu Kalam.

The Indianisation of T was in the air.
Some of the wp executives in T
Intermational were considering Swamy for the
top post in HTA. He was sent by the 1wT New
York headquarters to Columbia University for
n management orfentation course, presurnably,
preparatory o appoincing him as the CEO
of HTA.

Some of us who knew about this, including
wime close client friends were happy about
this development. | really didn’t know exactly
what went wrong. Polivics or the envy of the
North-South divide, or whatever, Swamy was
denied this prestigious position on his retumn.
| was equally hurt when Swamy explained the
situation o me.

When the news of this denial spread in
business circles, a couple of agencies offered
Swamy the Managing Director’s post, but
Swamy declined the offers. In the e
manner of a leader, he decided o form his
own agency. His peers in o7 International’s
offices blessed his move.

One evening he called me and asked, “Bili,
will you join me as a partner if | start an ad
agency ™ | could nor give him an
instant reply.

| rold him, “1 am an ant peeson and not an
administraror, how can | ke such grear
responsibilicy! To which he said, “You will
take care of the creative side and 1 will do the



rest. Take your time; | don't meed your answer
today. Only if you agree to join, will | seart
this project. Otherwise, | have an option of
heading my brother's indusery, Vijay Tanks.
He wants me to onganise it in o professional win.”

Three months passed by, | was quire
comfused. | had nearly completed twelve vears
at PTIHTA. On the other hamd, here was a
new opportunity to be a partner in an ad
arency. My lovalty to Swamy tilted the scale
in favour of my accepting Swamy's offer and
time started moving fast.

In December 1972, 1 went on leave and
tendered my resimnation o Swamy. | starmed
working on the logo and the name for the
new agency about 1o be bom. From January o
March 1973, the time | was withour a job,
Swamy pasd me Rs. 2000/~ a month from his
personal funds.

For all his success, Swamy's
heart was deeply rooted in
Sanskrit culture.

My wite Pervin was in hospital w deliver
our second child. 1 was busy designing the
mew Hansa logo by her bedside. On 19ch
January 1973 both our daughter Huzaan and
thie Hamsa bogo with sas (Swamy Advertising
Associates), came into this world. They were
both Swoamy's favourites.

The mext couple of months were spent
on formatting the Aricles of Asociation
and finally on 2nd April 1973 the new
company, & K sWaMy Advertising Associanes
was fegistered.

Swamy Advertising Associates had a real
good kickstart from the beginning. Our
campaign for MIC0 spark plugs “All it needs is
a kick™ was won in competition with HTA, For
Swamy, there was no looking back. A the age
of 31, he was in full form, leading us from one
victory to another. Billings were on the

increase and so abso was the list of cliens.
Swarmy was the first one to see the
mdvertising potential in public sector
industrics. He ploneered the idea of imae
building compaigns and helped change thear
negative image in the public mind. A series of
Cofporate caimpatgns for BHEL, Heavy

‘Engineering Corporation, ONGC, MMTC, HIF

and Mecon became well-known case studies
and created new avenues for the adverrising
industry in general,

Yet another dream child of Swamy was to
publizh a Guide to Marker Planning. Not
many in our office were enthusiastic abour his
idden bur Swamy never gave up. He knew it
was & marathon ek involving hours of data
processing and compiling in a ready reference
aryle he had in mind. In order not o diswrb
the routine oifice schedule, Sovamy created a
special cell.

D, Vasumathi, ex Lever's Resesrch
Direcror, was pulled in w compile the dara
| wis called ro destgn the guide and Swamy
headed the project. As | had worked closely
with Swamy for over a quarter century, | geess
he knew [ could deliver the poods. Afrer
months of hard work R K SWaMY ouine 1o
MARKET PLANNING was published and
launched ar a special function onganised for ies
release, Swamy honoured me for this effor.
| can say with pride thar his dream
was fulfilled.

For all his success, Swamy's heart was
deeply rooted in Sanskrit culture. There were
some issues he coubd not discuss openly with
colleagues. One was his desire to spend a
small part of the company’s profits on religious
charities. He believed thar the Losd was
behind our siccess and he would like to spend
some funids from our profits rowands keeping
our culware alive. | believed in his faith and
always agreed. He used 1o go ahead with these
expenses after checking with me.

There comes a time in evervone’s life 1o
part ways, The inevitable happened and the
it is history, @
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An ode to

Si R K Swamy

m 108 lines

W § CHAKRAPARMI
DMvecro, K K SOumily iy

o begin Knshnaswamy's lite story of
I.'JL:I1|'|.' Vs,

With the beginning of his life, as done by
Charles Dickens,

While commencine the novel of Disvid
Copperfield,

Swamy was not borm with a silver spoon in
his mouth in 1922,

It was not o rags 1o riches story either,

He waz bom very near the ]'ﬂ:l];-_;l'tl:ll.l;_';q_'
town of Kumbakonam,

In the centre of the rice bowl of the
famias Tanjore Districr,

Where Srinivasa n..llll..lllll|.IIL stupdied and
evalved his COmioepts,

Im theory of numbers written before three
sCone years and ten,

Mow only getring unravelled step by step
with |||I'I|.|.|||I1..

Also nearby where another Srinivasa
[Sastry) made a mark in history,

By teaching English lessons ro Englishmen
with clarity and diction,

Also known a3 the silver woneued omtor,
speaking extempore with aplomb,

Where the IL'L!L'l‘u.I:lr'g,' [.-q.l"uL;l." Peodeszor by
(RIS H by I'Ll1r-|-c|1:lr|.

Taught Geometry without looking back ar
the tipures deawn on the blsck board,

With a streak voice described by his
studenes as Geometrical Poetry Class,

In thar gloriows place Swamy spent his
childhood years rill seven,

Whereatter he and his family moved 1o
Bombay to improve their camings,

And where Swamy learnt Gujarati which
secured his first job,

Where his elders raughe him Ithihasa and
MNalayiram ar the age of ten,

Where he deserted his classmates once in
three months o gin double promotions

Becouse his teachers found his ||||:|1-=_:u_"r lar
knowledse like Bhagaswaran

He served as a substitute at the age of
seventeen for his brother to move out,

At the e of I.'I;.:hlL'-L'IIu. he :-I'.l:I:-.'-.,i !m.



advertising job as a translator in T,

Whereatter he translated his jet action
with excitement and wonder,

Mowing among the metees with ease,
finally sertling ot Madrs,

Which comered him at one place for
nearly fifty years for reasons more
than one,

Duiring which cime he, though not a
Research Executive,

Prepared a masterly report on Tobaceo,
clgareties etc,

Though not a smoker or user of any
tobacco product,

Unlike Adhi Sankara, 1o answer question
tabled by

Lady Bharati on Grahasthashrumam,
married in disguise,

And had an experience and won the
diebare with ease.

This Tobaceo Report was the first
milestone in hiz official career,

Which showed the world Swamy could
complete successfully,

A difficulr mask in time by secking for
knowledge from everywhers,

With a view 1o ensure what was assigned
was well executed,

This singular objective became the
forerunner for his furure endeavours,

He faced squarely all industry relared
faes likewise,

Volunreering work for his Guru, Ahobila
Marth Jeer, in any form, at any age,

Or performing temple renovation work of
any type, including improvement,

YWhether ar Ahobilam, the Lord's
residence or at Kumbakonam, his birthplace.

He extended his lengthy hands for support,
financial and physical

Mor did he forget the les blesed people
around him

For help small or big, cash or kind, service
or job,

Al requests be it from old or young were
readily complied with,

While ar Madras, Swamy conguered
Everest and took the difficult roure,

With ease by adding on clients, each time
excelling in his presentation,

Whether ic is Pond’s, T1 Cyeles, Tvs,
Binny’s or Moo,

Swamy waved his magic wand and
assimilated them into his fold.

Finding he has almost covered all the
privare entities,

To boast their products’ sale when he did
advertise inoa telling way,

What mext was his question since Swamy
achieved his goal partially,

His was the highest profit making centre
int W India, every one agreed,

But Bombay continued o mile as the
biggrest billing centre.

He theretore decided o tap the public
sector giants of those days;

It was easier said than done, felt Swamy
while brooding,

Came a flash in his mind why not use
sedvertising as communication

To the Government and its top officers,
the general public and public sector aalf,

Yes, he hir the bull’s eve firmily
and squarely,

Mo public sector chief disagreed with
his approach,

But whe will bell the cot first was the
vsual tricky question,

Boldness enabled boldness and so BrHEL
became the first one,

It service o the nation was not known
nor well understood,

Tit bits of bad news depicted BHEL in a
dim ligh,

Emplovees were not motivared thar they
are serving a national cause,

But came the ad highlighting BHELS supply
of power to the people,

When Ennore, Kothagudem and Bhatinda,
Power Stations were commissioned,

It elecerified the whaole of India, everybody
including the Government.

K SWAHEY HIS LITE & TIMES



When things were moving in JWT in o
planned and phased manner,

When Swamy was sent to attend a course
on Advanced Programme abroad,

©On hiis rerum, all hoped Swamy would be
given a lift to head Hra (India).

But the bolt came from the blue that the
pust be filled by a rank outsider,

Who was a good Commercial Manager but
not handled advertising ar all,

Swamy was deeply hurt and registered his
protest by resigning,

Bur opened his own company with a group
of his friends,

Who specialised in creative work, copying,
BOCOUnt servicing etc,

In no time, the Company dhed the word
“new’ and joined the big ren,

Within five years from the opening dare of
Ind April 1973,

Itz billings exceedied the ren crore mark, o
record performance indeed,

Its logo, the bird “Hamsa® was developed
by Bilimoria,

Much ro the delight of Swamy who
regsarded this as an auspicious sign,

Swamy, thercfore, never looked back and
made his company a model,

Tor be emulated by others for its leadership,
clarity, teamwork and honesty

He associated himself with the relevan
professtonal bodies,

In due course and by active participation
elected as their Chairman,

He organised conferences, convention and
seminars in plenty.

On each occasion he did not fail 1o make
a remarkable lecrure,

In facr, 1o hear his meaninghul speech,
delegares came from near and far,

His speech in 1994 abour * A Golden Em
Ahead for Adventising” was indeed zold,

At the age of 70, he researched on India’s
Trade & Commerce on his own,

And published an 82 page book ‘India
How to Succeed withour tears’ with a

telling effect,
O economists and politicians alike; on
certain tssues, it reflects the current position!
Ciirls” educarion was another work he
never hesitated to participare,

He wais sssociated with i for more than

 thirty five years,

He built Sir Sivaswami Kalalaya which
turived out bright students year after vear,

The magazine "Sri Mrisimhapriva® issued
by Sri Ahobila Math was anocher work,

He carried on his broad shoulders for
thiry-five years and more,

‘Oppiliappan Koil’, a sacred place of
pilgrimage near Kumbakonam,

Woas always near 1o his heant for him
visit monthly once,

He did not forger his family either in his
busy days, borth official and otherwise,

He ensured all his six children get
pradunte cducation and per married,

And every one of them was pood in his or
her studies,

Behind the successful Swamy, was his
compéetent wife who managed,

The home efficiently, though guests and
relatives poured in plenty daily.

Hiz sons became pnﬂ:umhmuls 1T Moy Time,
to enable him,

To boldly hand over the four institations,
around 1995, much time ahead,

And his sons proved his action night;
Swamy was always right till the end. ®



Enormous
contributions
LO Hu[m‘}'

S L CHITALE
A rencwmeed archirect snd Restarian

My acquaintance with Mr R K Swamy
goes back to as early as 1965 when he was a
Rotarian of the Rotary Club of Madras.
Subsequently my contact with him was
intensified when | was President of the Rotary
Club of Madess in 1982-83 and larer on when
we became his architects. [t is then thar our
contact became frequent and we developed
enormows admiration and friendship. We
wrhoed lw_.r-urlw:r I S0 Many projects in
Rotary and his contributions to Rotary were
enormous. To mention but one, he was
instrumental in conducting the "Business
Relations Conference” held ar Abbotsbury,
Chennai, one of the finest conferences
I have seen. He belonged to a rare species of
human being and was endowed with a perfect
combination of a cultured, pood hearted
gentleman.

He played a crucial role in the field of
advertising and was a doyen in his field uneil
his death. His contributions were many and
b was a recipient of various awards.

Both our families have become very close
over the vears and honestly, | can't find words
to express our relationship.

He was always helpful. He was a perfect
cxample of a cultired, good-hearted
pentleman. In shorr he belonged to a mre
species of human being. =

KK YWAMY FIS LIFE & TIMES

L]



M i 4. - ILI er |r'ﬂ'¢ 1[!1 ET

W H GOFALA DESIEACHARIAR

(Rl Chieef Commsercaa] Monoger, Balbens & Rondl Member,

R lway ©laima Trikbanall

Intimate bonds of love and affection
berween my family and Sei R K Swamy's have
spanned nearly a century and more. Both the
familics belong o Oppiliappan Koil, a famous
pilerim centre, one of the 108 Vasshnaviee
divea desag, sinvared near Kumbakonam, The
magnificent deiry there, Lord Srimivasa, is the
family deity of thowsands. My father and
acharya, Srimmadesikachariar Swamy told us
thar Swamy's mother used 1o play in our
|I|114.~i-|.' H L | ‘\-ll'l'.l”. |.:Il|.. ."“'u.' Ted |_'|'|.'|:‘| Il'n.'
affection and love of all the elders. My facher
and Swamy’s mother were about the same age
anl playmates in childhood, teasing and
joking with each other. Swamy's mother
brought him up with love and care and at the
same time enforced strice discipline. His
mother's teachings and guidance made Swamy
r] (SR £ B .h..']l.l:l."..'-.'r ]1.1.' Wils 11 |.|rr.'f Vs, 1]"1.'.|:'.~\.
Iater, Farher used vo cite Swamy as an
example for imdustoy,

Father always called him by his full name,
Krishnaswamy. As both of us belonged 1o the
Bharadvaja Gorram, my father used to regand
Swamy as his elder son. Swamy considered i
a privilege, and sought my father's advice
every now and then, nor only on relighous
matters bur also personal marers.

When he was chosen to start | Walter
Thompson's first office in the South ar
Madms in 1933, ar the young age of 33, in
FecoemiEon of his meritoriows work, Father’s
joy knew o bounds. He blessed him to reach
greater heighes, The same was the case when
Swamy left Hindostan Thompeon Associntes
Limived and et up & K S@amy Advertising
Associares. | was present on some of these
oecisions when Swamy mer Father and
had long discussions on the eve of tmking
crucial decisions,

Swamy reganded Father as his godiacher
and serictly wene by his advice on all religiows
and spiricual marters. He took charge of the
journal Sri Nrisimhapriya in 1965 and
decided 1o bring it out in o new formar, o

enlarge its readership, keen thar dhe common
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man should be able to read, understand and
appreciate the magazine. The new and
enlarged edivion of S Nrsimhapriva received
a spontaneous welcome from the Sri
Vaishnavite public and the readership rose to
sevenil thousamds,

Swamy's family deity being Lord
Oppiliappan, he was already rendering several
sorvices to the temple and the Lord. Bar he
wanted 1o undertake some permanent service
thar would continwe year after year. Atter due
deliberations, Father advised Swamy 1o
undertake the full burden of conducting the
Pavitrotzavam for the Losd every year in the
month of Avani for five days, culminating on
Avani Sravanam. RES took Fathers words as
gospel and commenced financing the
Pavitrotsavam at Oppiliappan Kaoil from 1974
onvwards. Swamy requested that while he
would fumd the festival, it should be onganised
and conducted under the personal supervision
of Father, who aereed gladly. For as long as
Father was alive, i.c., till 1981, he personally

supervised the conduct of the festival.

Afrerwairds, thar busden fell on Swamy, who
would supervise the festival. The function iz
being continued even today, uninterrapredly
for nearly three decades. It & now onsanised
by Swamy's brother Narayvanan and son
Srinivasan K Swamy.

Every vear Father religiously presented the
Irn.;|.|1.;:|;|| i Coannls o Ih-,' 1.:_'\.r|1.'.||. .||.-:||"||¢; with
the balamce amount, if any. Swamy would
pefisse 1o ook ar the accounts and the balance
amount. Father would methodically file the
accounts and carry forwand the balance
awiacaend, ol any W I||-|.r nExl v

I vividly remember the vear 1981 when
Swamy underwent by-pass surgery and was
resting at Chennal, Very worried, Father
armived in Chennei from 'l-'||'«|1i|i.||'l|":ll'|| kool
and | reok bim ro Swamy® residence. Soon,
bath were in profuse tears - tears of concemn
andl relief. Deeply concemed about Swamy's
health, Father potnted out that he was
exerting himsell unduly, lesding to his hean
problem. Swamy on his part was concerned
that Father had taken the rouble of
travelling all the way from Oppiliappan Kol
por et b, I bee head koovwen earlier of
Father's proposed visit, he would have
vehemently opposed it. Father replied thar
I;Iml; Wl I:lw Py P 1.'.]11,' e b ssboecd
e niot 1o divulee his reave] plans.

Soon afterwards, in the same year, my
father passed avay, succumbing to a heart
problem, the same heart problem thar had led
to Swamy's by-puass surgery.

I cannot forget Swamy's deep shock and
sorrow on the passing away of Father, He said,
“He called me his clder som and ance again
I have lose miy facher™.

Till then, | hiad been an almost passive
observer whenever Swamy came B0 meet my
father. Only after 1981 did my association
with Swamy become personal and intimare,
with him regarding me as his younger brother,
For about eight years during the 1980z, [ was
stationed in Chennai and this led to much

more frequent interactions berween us. We

R E SwapMY s LITE &

IMES
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e ro spend an hour or w0 at my residence,
discussing a wide range of topics.

Swamy wais a regular visitor o
Oppaliappan Koil, He never mised
worshipping the Lord there on the monthly
sravanam day, the birth star of the deiry, the
same as that of Lord Srinivasa at Tirumala.
Swimy mostly travelled by car, and i
AEEVITELT |!i:|.1'|['t'l'll.-4.i ik I.:||:|. LRI ] ﬁ.llun!:l'r Or
Sunday, 1 would have thee good fortune of
accompanying him both ways. He would say:
“The jourmey will last about six hours each
wary and during this uninterrupred period,

I can clear many of my doubts and leam
many things from you on religions and
spiritual marmers.”

Father was contributing regularly to
Sri Nrisimhapriya on the lives and teachings
of the Azhvars. Death snatched him away
before he could star writing on the most
impartant of them, Nammazhvar, Swamy
then forced me to write in Sn Mrisimhapriva
on Nammazhvar and Tinreaimozhi. This was
in 1983. | had my own fears, doubts
and reservations, but Swamy encouraged
me. My humble contribution o
Sri Mrisimhapriya titled *Tiravaimoshi
Armudam” still continues unintermupted.

Swamy wanted to explore ways and means
of educating young Vaishnavites in the
greatness and richness of Vaishmavism, irs
acharyas and achvars. With this object, he

convened in the mid 8% a mini-conference of

Vaishnavite scholars ar Desika Bhavanam,
Mylapore. The discussions bssed nearly four
hiours and Swamy, as wual, noted down in
his diary the decisions arrived o, for follow-
LY TR

In my speech at the meet, | mentioned dhe
dearth of books in simple and wser-friendly
language on our religion and philosophy. Iy
wiiild be worthwhile, | added, v bring ot
religious books in simple English, since our
vouth are more at home in English than
Tamil. Those present spontaneously endorsed
my suggestion, and Swamy, in his
charactenistic way, said: “You are right. You are
fully comperent and equipped. So you write a
simple book in English on Vaishnavism".

Thus, my speech boomeranged onone!!
And thar is how my book “A Dislogue on
Hinduism™ was born, with Swamy o source
of inspiration and encouragement in all
pemsible ways including the provision of
secreturial asststince.

When Swamy and 5V S Raghavan
decided o ser up 5 Visisheadvaira Research
Centre, | was fortunate in paricipating in
many of their discussions and pat forch my
sugpestions. A Dislogue on Hinduism®™ was
brought out as the very first publication by
SVRC and the credir for this goes entirely
[0 SWsamy.

He wis viery happy with the excellent
response to the book in India and abread and
asked me 1o take up giving the meaning and
summary of the Bhagavad Gita in simple
English, as interpreted by our Acharyas
Raminuja and Desika. Accordingly | wrote
this book in two volumes and this aeain was
published by svRC. Swamy again enthused me
to take up this work as a public ciuse and he
and SV 5 Raghavan supported me in this
noble venure.

Swamy and Raghavan invited me to write
=A Dialosue on Hinduism”™ in Taoul also, for
serial publication in Sri Nrisimhapriva,
| didd 500 in the 905 and it was later published
in ook form sz “Vainavam: Oor Urayacal”™,



Swamy wanted to explore
ways and means of
educating young
Vaishnavites in the
grearness and richness of
Vaishnavism, its acharyas
and azhvars.

fEan I'nr' YR

Dusring the 505 when | was stationed in
Chennai, Swamy helped me in personal
matters to, The marriages of two of my
diughters were settled by matching of
horoscopes by the astrologer to whom Swamy
personally rook me.

Thie shrine of Lord Maniappan in our
remple at Oppiliappan Koil was in a
dilapidated condition for a long time, and
people were cager to have it renovared bar it
remained a dream. When Father casually
mentioned this to Swamy, he readily
urdertook to bear the entire cost of
constructing a new shrine. Thanks 1o his
great effons, personal, marerial and finaneial,
the shrine was constructed in o shon span of
time. Swamy spent several bikhs of nupees on
thie project, with the utmost sense of humility.
Maniappan Sannidhi, which now appears so
beantiful and divine, is worshipped by
hundreds and thousands of people every day.
Several events, which can even be called
miracleés, happened during the construction of
the shrine and more particularly during the
sumprokshanam period. Svamy duly reconded
them 1o show his intimare friends. Swamy
also wanted to do several improvements in
the fimctioning of the temple and ook great
pains in trving 1o set right sevenal
irregularities. His effors in this direcnion did
not succeed in many cases, due 1o inaction,
apathy and opposition from vesoed interesis,

Whenever he referred manuscripts for
r-nl"[h:ulmr: by svRC, he left the decision

entirely to me and did not want o know the
reasons for my decisions, regardless of the
author concerned. When in the %0s, Swinmy
wanted me o take up the post of principal of
the Madurintakam College, and | refused o
leave my Lord ar Oppiliappan Kaodl, Swamy
was angry with me,

Swcmy's effors in the renovation of the
Sarangapani Swamy remple ar Kumbakonam
are well known, With great perseverance, he
overcame several hurdles, and helped by his
broaher Marmyanan successfully completed the
renovation and samprokshanam, funding the
project 1o the tune of a crore of nupees.

| vividly remember his last visit here. One
morving he came to our howse and even
while climbing a couple of steps into the
house, he was gasping. | nshed our o help
him and alectionately scolded him, "Why are
you taking this trouble of coming over here in
yout poor health! You could have sent word
o me from the temple, and | would have
rushed 1o see you™, Swamy replied. "You are
an acharya o thousands of sishyas and | oo
want to do kalakshepam under you. So it is
my dhury 1o comee and pay my respects o you
at yonir house. How can | dare vo send word
for you to come and see me!™ We remained
talking for about an hour or so. Within a few
days 1 heand the tragic news that Swamy had
passed away, leaving me dazed and stunned. @

Swamy also wanted to do
several improvements in
the functioning of the
temple and took great pains
in trying to set right several
irregularities.

W SwamEY |5 LINE s 'II:-ll'l-‘ irs



Pitamahar i 2 title conderred on
Sn B K Swamy by Sri =uka Brabima
Mabarishi in recoemition of hiz devorion
to Brahma Rishi and the Ashrmam for
pearly 30 veirs

In recognition of his invincible foich and
] 'I.-.|. -||:n.'||-.|-. i 5i Bralumm !'!.I'\-.I]I --:~.|:-5|_-.| T
tor install his photogmaph in the sancrum
fncimg =ri Brahma Bishis feon, With difficwl oy
we collected his photo from his vounger
brother B Marmvanan on whom the Bralma
Rishi had conferred the title of Tiruppani
Chittur. Sni Brahma Rishi hisd also spelr o
thizir madtl shouild be sh Y Fon b fouy peortrant
o] thine atter the 'muoha aorti to Se Brobma
Rishi, the tulsi leaves sprinkled over the head
ol the portrair,”’ as BES used o sprinkle the
tulsi leaves reverenrdally over his head and
then swallow the rest of the milsi offered o
him as the *prasadam’ of 561 Brahma Rishi

Here are excerps from Sn Brahma Rishi’s
ipprececion of his ardent devotee:

st Swamy lived s prctised the life of o
knrmayogi. He approsched and onalvsed all
problems, be ir business, family matters,
|:|'||'_‘I-"-"- I 0 |4_-1|.|-r|-. || MATE¢TS, W |'.||
PR ism and areived ar an unimpeachable
deeision. He bad an uncanny knack o
arriving at the righr solistion, by aystemarc
analysis. He practised this in his profession
ared in his persomal life and por i oo the
extremme test in his spiitual pursuics

."".*- | '|I-li=l-'-||. |'||.' '-'I-I'IIL.I SCHNETIINGGS (MET angry
bur call up the person concermed ond have a
cool discussion soon after the heat of the
moment. His kindness and underssanding
myace him a successtul professional. Those in
the field of advertising will always remembser

thie way he broushe out the best ina PErson

He had an uncanny knack
of arriving ar the right
solution, by systematic

analysis.



rES was sincere in all he said and did and
sure enough success followed without any
doubt. He was nominared the Chairman of
the renovation committes of Lord
Sarangapani Swamy temple at Kumbakonam,
a job he wok up ardently and in all
seriousness. | here were so many obstacles and
hardships that a lesser man would have just
vinished from the scene, Bur not RES, At
one stage, | asked him 1o ler me handle the
matter, set a squad to put things in order so
that the renovation work could run on
smooth lines. He would have nothing of this,
because amongst other things, Sri Beahma
Rishi had said. “If you are to be successful,
you should maingain a cool countenance and
not lose your remper.”

He mowved around like a young man and
met the people concemed o remove the
obstacles in the tiruppani work. He also gave
e an opportunity o be a part of it In the
renovation, the finishing work of the
Rajagopuram, which had been languishing,
wis taken up and completed by the
ashramam, as instructed by Sri Brahma Risha.
kks showed total commioment not only in his
spiritual pursuits, but also in his profession.
Despite hurdles and obstacles, he succeeded
only because of his sincere hard work which
made him climb the ladder of grearness. He
wak recognited as a ‘lambhavan’ or colossus
in his field.

He was a powerhouse of knowledge.
Wisdom was second nature to him, As
RES used to put it in his inimitable seyle,
“While knowledpe can be cransferred,
wizdom cannot.”

He was very methodical and had a fetish
for accuracy. In the presence of RKS, you had
to he accurate and suthenrtic. He pracrised
accuracy in just about anything he touched,
be i the puranas, history, sastras, mimamsa.

| once accompanied an are director who
ook some designs to 1ES for his approval,
When the designs were placed on the mable of

EES, he threw them out almost immediarely.

While knowledge can
be rransferred, wisdom
cannot.

The art direcror was stunned and asked for
the reason for such an outright rejecrion. RES
merely said, “Sharpness and accuracy are
lacking.' Frankly, to a lesser person, these
defects would not have been visible. After
abour 15 to 20 minutes, we both wenr o his
cabin and sought clarification for his acrion.
‘How did you find the mistake? We wanr ro
know so that we do not repeat it,' we said. He
replied thar it was very simple, ‘Everyday | sie
here, 1 am rrained mo spor the mistakes. Only
after satistying myself that there are no wrong
thing, | start looking for the rghe things.” To
affirm this, he noreaved a svory:

‘Lord Krishna once asked Dharmapuira if
there was any bad man in this world.
Dharmaputra went around looking, returned
and reported that there were no bad men.
The nexe time around, Lord Krishna asked
Duryodhana the same question. Prowd as he
was, Duryodhana went arcund and reported
that there was no wise or good man around,
So, everything seems to you the way you view
it. Imour body oo, there is a Durvodhana and
there is a Dharmaputra, and so in Karma-Yoga
as explained by Lord Krishna'

In recognition of his magnanimity, the
ashramam instituted the ‘B K Swamy Scholar
Award'. When after his death, discussions
were on for changing the title o 'R K Swamy
Memorial Award’, Sri Suka Brahma
Maharishi, tumed down the sugpestion saying
thar BES was very much alive.

RES brought up an exalted family. Each and
every member bears the stamp of the values
of RKS and the things thar made him great.
Behind every successful man there i3 a great
woman. Mothing can be truer to this
adage than the companionship of
Mrs Radha K Swamy over 53 years of
exemplary married life. ®
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A fearless friend

S GURUMURTHY
Dasivarss ared Lorpasmie s lrarag & s

When we recall someone who had a deep
emotional impact on us, we naturally tum
:|1-u.'r.-q'-|1-|| and even sentimental, | am no
exceprion 1o this general weakness when
| recall my association with B K Swamy.
The other dimenston of my association
wis ideological, almost a kind of spiritual
partnership, So the best way §can recall him
s a5 an ideal friend, and as an ideclopical
peer. As a friend he shared my mose difficuls
times. A deol HENC al COMEINIons we shyared
commen belicfs about this ancient nation amd
its come identity detined by Mahanshi
Aurobindo, *Sanatana Disiema’

The confluence of the twin dimensions
completed our relation. Swamy was many
vears obder than | and ver he treated me as a
friemd - just like Famnath Goenka who chose
to call me frend.

The moment 1 think of Swamy my mind
flishies back ts March 13, 1957, Thar wis the
.'|;,:'9.' the O arrested me o midaighe. That
mmoming they had rmided me, the second time
in three months, The firse occasion was in
December 1986, As the day advanced on
dlarch 13, it was clear that the Ch was
moving towands arresting me. Swamy, o great
believer im astrologry and “Nadi Sasoea’, had
told me almost a month earlier thae 1 hisd
4_|'.||1,L_;|,'n|||.-\. Erivies .|I'|I.':|I.I '.||1|,i I|1:|I! Ve Y |i'||:'
coild ke ar risk. As the staunchest believer ir
the Divine and in destiny, a quality
| endevvonred o share with him, Swamy had
arranged a puja of ‘Suka Bhagwan' in the
Nadi' form in his home the nexe day, March
14, Swamy's st in “Sukar BNadl’ was almoss
Blind in the eyves of the uninitiaged.

Bur the Col moved abeasd of Swamy, T
artested e on the I1:||.|1'||:|;|1l of March 13/14
ahead of the puja in Swamy's house, With my
arrest my entire family was shattered,
especially my obld mother and my wife. As the
news of my arrest by the CE spread, most of
my frienads anad eelarives .-:Il:-|1|~|:_'|,| COrmanE o
my hoise. Despire the amrest and the panic

that had set in, Swamy insisted thar the puja



It called for guts, which he
had in plenty, and high
principles, which he had
imbibed deeply.

should go on. For him the puja was the
remedy. All the more as what he had
predicted, the great danger ahead for me, had
come true. So the puja had become even
eritical. This was the believer in Swamy. The
uninitiated cannot understand this dimension
at w believer, which is a product of
accumulated experience of several thousand
years. Undeterred by the tum of evenis,
Swamy sent hiz daughter-in-law to my house
and ferched my wife to the puja. If anything
restored some confidence in my wife it was
the puja ar Swamy's house. My wife recalls
thar day even now with moist eves. Left high
and dry by many friends and relatives, she
found solace in the Swamy family's spirinual
care. The C then ook me to Delhi. Swamy
sent his daughter-in-law along with my wife
to Delhi.

The new generation would not know why
Swamy should stand by a ‘criminal’ like me,
pursued by the CBl. S0 some references to me
become unavoidable here. The whole country
knew then that | was arrested for the crime of
exposing, through some unprecedented
tnvestigative articles in the Indian Express,
cormuption in the government. My sin was
that | had provided proof of it from the secret
files of the government itself. So the cormupt
decided 1o book me under the official secrers
baw for revealing the ‘secrers” - read
cormption - of the government. Bur they
camouflaged my arrest by a forged letter
planted on the government. The government
game was soon exposed. Within a week of my
arrest the forgery by the conspirators 1 had
rangered for comuption in my columns in the
Indian Express was proved, | was set free by
the court on March 23, after 10 days of

detention. But that was not the end, but the
berinning, of the ordeal. The Indian Express
expose on bigger scandals, Bofors, Hivwy
Submarine and other ainted deals rurmed i
inta an all our war between the newspaper
and the Rajiv Gandhi government.

But throughout the excruciating period,
just a handful stood by me. Swamy held my
hand like a father would hold a son's. He used
tor spend days advising me, guiding me and
encouraging me to carey on the battle. The
Rajiv Gandhi government was the most
popular government since independence,
commanding a four-fifths majority in
Parliament. Any one who was my friend was
targeted, as it happens in a war. Yet Swamy
would not bother. He also ran a business,
which, in those days, was more dependent on
the government than businesses are today. In
those days any business could be crushed by
the povernment by a stroke of the pen. But
Swamy was with me, standing by me, inviring
o be targeted along with me. It called for
guts, which he had in plenty, and high
principles, which he had imbibed deeply. This
formed the foundation for our murual
admirarion, with me looking up to him
repeatedly as a tall man with no less than
the rallest of ideas driving him in life,
business or personal.

| can never forgee those great days, which
discovered for me Swamy as my great guide
and benefactor, and as an unfailing friend. [t
is hard times char identify great men to
associate with, That was what my ordeal of
the lare 19680s did to help me discover the
greatness of a Swamy standing with me.
Whenever | used o feel pained or depresed
undder the shieer weight of the rensions
inherent in a great war, he wsed to motivate
me and stimolate me. He was rremendosly
articulate. Bur his articulation was not a
professionally ser omament of words. His
advice and counsel were backed by deep inner
experience, what in our teadition is known as
‘rapasya’. Only evolved minds, shaped by hard

B K FwAsY VIS LIFE & TIMES
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But for him modern never
meant western.

arel painful experiences, can find appropriate
words to express the accumulared experiences
and mould another for a tadk like war. Many
times | had feli thar his motivation of me was
like a precepror guiding a disciple.

If he was a grear friend, he was equally a
great patriof. A nationalist, he believed in the
Hindu core of India, as | did. He was
concerned about the ‘psevdo-secular’
distortions, which eroded the soul of India as
a Hindu nation. He was a rare great
combination of being unterly tradivional with
an unbelievable capacity o handle the
mochern. Here hie was very much like
Ramnath Goenka, ancother grear man 1 hid
had the opportunity to associare with

imtimately. Many who saw Swamy externally

found him medieval in his traditions yer
modern in outlook. But for him modern never
meant western and he synthesised the
traditional and the modern, defining the
modern ax merely a change superimposed on
the continuity called tradition.

He was perhaps the most noted personality
of the Indian adventising profession, which
was ever at the expanding frontiers of
maodernity. Yer he was religious in the way the
decply religions would have been a thousand
years before. His marchless intellectual skills
baile in him the capacity 1o harmonise his
modern business with ease and without
undermining or damaging his belief in his
traditions. He understood the longings of a
highly religious vet equally highly catholic
Hindu sociery deeply impacted by a pseudo
‘secullar’ polity. He always used to lament that
‘Banatana Dharma’ which came under attack
i thousand years ago, was still under atack
with the secular government joining to attack
it, instesd of protecting it He felt thae if any
faith deserved state protection against
organised and aggressive faiths it was the

commonwealth of Hindu faiths, which were
non-contlicting and unorganised, even un-
organisable. In fact it was the common
concern for protection of the ancient faiths
of India thar drew me nearer to him and him
nearer to me continuously, We shared an
intense love of our motherland and all thar
this ancient nation stood for. He used 1o rell
me that he was the potential energy and | was
its kinetic form.

Yes, Swamy was o tall man, indeed a very
tall man. When tall men disappear the society
pets dwarfed unless it can find replacement
through equally tall men. The society of today
which is a product of the market and of
money cannot easily produce men like Swamy
who are products of conceprs taller than
money and greater than business. Men like
him are shaped by high and unpolluted
intellect, and guided and disciplined by
high moral values rooted in etemally
valid trmditions.

Swamy followed the formula of
Sri Ramakrishna Paramahamsa who said,
*Apply oil in your hands before you rouch
the jack fruir® and handled rhe world with an
equal sense of detachment and, therefore,
with ease,

It is adherence w such ideals deep rooted
in the etermal values in a changing socicry
that enabled Swamy o handle the modem
workd with astounding success. His success in
the modern world did not viclate the
ideological roots of the teadition he drew his
trspiration from. His life, both on the
material plane and on the spiritual, s a
practical guide for thote who set out 1o
condpuer the world for this ancient nation in
this cra of globalisation. The greatest
challenge confronting India in chis podless
materialistic global regime is how o preserve
Sanarana Dharma and ver succeed marerially
at the global level, This is where Swamy was
a living example, an example thar illustrared
a success formula, for the life here and the
life beyond. m
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ways than one - tall on principles, rall on
values, tall on professionalism

His stamare made imself felr i all fields of
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I had the povilepe of knowing him very
closely as a colleague in pridessional bodies
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India, the Indian S ey of Advertisers, the
Awdit Bureau of Cieculation and many others
He shot straight from the hip, appearsd
URCOIMPTOIEs e To most, when it camee 1o
.11.|.|:.||1'|;-_' by what he belicved vo be righ. 1
Wils Nevier |l.|.|-.-!;1|_'|_-.| .|I:'uE .ﬂ'-hnrm] ||-.III.|'|.I.' I.|“n.
anud hypocrisy, which is why he would never
have made 2 eond I | T T,
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me, “You must have been a troe Brohmin in
your previous birth, which is why we pet
along =0 fimously,™

Viery few knew BE'S infecrious laughrer and
wiy sense of humoasr. He hued borh in
abundance,

Here wis truly o all man very few could
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He made ‘BHEL’ a
household name

b ¢
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Avash on him

My first major assignment in the
management of public enterprises was when
| became the General Manager of BHEL Plant
ar Trichy im 1968,

PHEL is a complex organization, and
everything we did ar thar time was new, with
no precedent to po by, | had a very difficulr
assignment in setting the unit at Trichy into
operations. It was a unique and new venrure
in India. We were dealing with lange
engineered products produced for the firse
time in the country. Successful operation of
the plant was vital to the economic
development of the country.

The image of the public enterprises in
general wis nor good ar that poine of time.
| had the responsibility to make BHEL a
success and keep the morale of the employees
high. This would be pessikle if | kept the
public informed of its importance and the good
work done by our young and bright engineers
and professionals; also whar their efforts
meant for the common good of the country.

During those yvears, public enterprises did
not believe in the need for communicating
with the public through the media. The few
ads issued were of a routine nature, either for
recruitment for jobs or for inviting tenders for
materials. We in BHEL Trichy felr the need o
communicate with the public through media
campaigns, but we didn't have a clue as 1o
how to achieve this.

It was at this stage my brother
Vaidvanathan introduced me o Mr R K Swamy
of ] Walter Thompson working ar Madras, On
my invitation, Mr Swamy spent a few days ar
BHEL plant, Trichy and walked to people at all
levels. He made a presentation at the end of
his visir. | was amazed at his understanding of
the problems, his analysis of the strengths and
weaknesses of the organization and his vision
1o build the image of BHEL.

Mr Swamy was interacting with a public
enterprise for the first time. It was also the
first time a public sector unit was planning
a media campaign. Yer we came 1o a perfect



understanding on the essentials of the
campaign, which, in the main, would
highlight the benefits arising out of the
activities of BHEL. We avoided anything thar
could be regarded as personal glonfication.

We ran this campaign with cutstanding
success. It ser a new mrend in advertising, as
it was the first time o public sector
undertaking chose o communicate directly
with the public. The image of BHEL reached
greater heights. Employee morale improved
rremendously. The campaign helped every
employee of BHEL feel proud.

It would be worthwhile for all serious
students of media communication to go
through these ads, their meaningtul copy
and catchy slogans.

The campaign designed by R K Swamy
was so unique it caught the imagination of all
sections of society, The grearest tribute 1o
Mr Swamy was that many other corporates in
the public and private sectors followed the
example of RHEL.

This success story brought in tremendous
jealousy, The rest of the ad community
became apprehensive of B E Swamy’s success.
They campaigned that JWT was a foreign
company and that public sector enterprises
should nor deal with such companies. They
thoughe that they could eliminate Mr Swamy
from making inroads into other public
seCtor enterprises.

Then R K Swamy resigned from 1T and
started his own outfit. This was done with my
knowledge and promise of support. Here he
wa assisted by a select band of comperent
professionals, This onganization was adopred
by us. I developed all our subsequent
campaigns for BHEL,

By irself BHEL is a grear organization; but
its greatness was not fully appreciated by the
public. B K Swamy helped us in projecting
the organization i the rght light. BHEL
became thus a role model and became the
envy of others.

By far the most valuable contribution

made by R K Swamy for the public sector in
general and BHEL in particular was the
presentation he helped us to make before

Mr Robert MeNamara, the President of the
World Bank, in 1976, He showeased pHEL and
India so well thar it left a deep impression on
the President of the World Bank, on India’s
ability ro manage complex problems. We
received public appreciation from Mr Robert
McNamarm. BHEL became o preferred
organization in the World Bank. BHELs stature
within the Government rose to great heighes.
A film made for BHEL by Mr R K Swamy won
the President’s Golden Peacock Award.

Mr Swamy was generous in acknowledging
thee support given to him by BHEL. But in my
view R K Swamy's contribution in building
the image of BHEL far outweighed what we
could do for him. For my part | will always
cherish my association with Mr R K Swamy
and the help given by him to AHEL during it
most difficult period.

| fellowed with grear interest the steady
progress made by Mr R K Swamy and his
team over the years. He was able to establish
linkages with intermational agencies and form
a successful organization in R K SWAMY BBDO.
| have great admiration for his competence,
professional ethics and innovative
communication technigue. He was a
great friend o many of us and he will
continue to shine as a role model for the
VOUTEET generation.

I am extremely happy that the younger
members of his family and staff are
maintaining the high traditions, ethical
values and standards set by this legend. =

R K Swamy's contribution
in building the image of
BHEL far outweighed what
we could do for him.
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A natural
elder brother
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Radews Adveniing Privare Limized

Past Fresddbent, Sdveriteng Agencies Associnibon of India

The year was 1967. The place was Yachr
Club in Bombay. Two men were in deep
conversation, R K Swamy and 1. Then, his
volce softer than usual, Swamy started
chanrting the kurals of Tiruvalluvar. Afver
cach of these famous couplets composed in
Tamil hundreds of years ago, Swamy would
explain the meaning to me in English.

| listened, with rapt attention. The
subject we were discussing was religion,
specifically the concept of God. Tinvalluvar's
romanticised version of man's relavionship
with God and the universal bond of love
came through clearly. The lilt of
Tirwvalluvar's lines was spellbinding.

[t ser me thinking. In India, lofty and
complex idens had survived from one
generation to another via the oml tradition.
Verse which could be sung or chanted was an
excellent aid to memory. It creared impacr, as
when Swamy sang to me, and assisted
understanding. Here form was almost as
important as content. |t was no accident thar
Tiruvalluvar's kurals, reaching moral, social or
psychological rruths, were chanted and
memarised for penerations,

I put these thoughts to the copywriter who
was helping me with the Tamil text for
Burnol ads. The result was a Tamil ad which
differed substantially from the campaign in
English. The response from the sales force was
most enthusiastic. 1t came to be known as the
“Burnod kural ad".

| narrate this episode to illustrate how
conversations with Swamy vielded insights or
knowledge which helped me in my
professional life.

In the Sevenries, when | joined the
Managing Committee of Advertising
Agencies Association of India, of which he
wias @ lomge-standing member, 1 had such
conversations more often.

Right ar the start of my acquaintance with
him | sensed that he had an “elder-brother
attitude” towards me. That is o say he had
taken me under hie wing and would be



protecting me from wrong ideas and guiding
mie to right knowledge and right valoes, (Did
hiz Walter Thompson background have
something oo do with this?y | recall vhanr

T. Parameswar who started his ad career in
Thompson and became Managing Director
of Reader’s Digest in later years, and Subhas
Ghaosal, Chief Executive of Thompson in his
lasy vears, also had the same elder-brother
artitude. Or was it because he was a six-footer
and saw all shorter human beings as younger
siblings who needed guidance and
instruction ! | rule our the larrer explanation
because neither Param nor Subhas was rall.

I for one slid easily into the younger-
brother frame of mind from the beginning.
This was casy for me, as the shortest of my
father’ five sons. Also, my eldest brother
Cherian, one of Air [ndia's station managers
and an acquaintance of Swamy’s, was a six-

Such matters as donations
were not to be publicised.

foorer. Borh of them were voracious readers
too, | once asked Swamy how he managed o
acquire such a vast store of knowledge on a
variery of subjects. He told me thar 1w had
once posted him to Caloutta where he found
himself with a lot of spare time. He worked
out a reading programme for himself, devoted
a few hours every day o reading books and
periodicals at the National Library there and
made notes. These notes, if preserved, must
have formed a miniature reference library. He
was no doube a systematic reader, like his
friend M. Eamarh {(well-known author and
columnist} who told me recently that he had
40 large boxes of clippings alone,

The “younger brother”™ had no qualms
about asking for help when needed. Once
| was in Chennai for three days, as a speaker
ar the annual convention of Parle bortlers.

I spoke with the aid of slides, projected trom a
carousel. Another invitee, scheduled o make
a speech on the third day, asked wherher

I would help him to produce a few slides to
illuserare his ideas. | did not know any
vendors in Chennai and told him so. Bor he
geemed w0 keen | did nor want to disappoint
him. If Swamy was in town, | knew there
would be no problem. Luckily for me he was,
and he agreed o produce the slides for me
despite the very shor notice. Swamy never
sent me the vendor's bill for payment. When
I reminded him abour it he told me he would
not be doing so, because he was looking
forward to extracting a much more expensive
quidd pro quo from me!

| also recall the time when | was
convalescing after a heart attack. Swamy had
just returmed after open-heart surgery in
Chicago and was back o his vigorous self.
Docrors had recommended open-heart surgery
then not available in India for me too. [ had
refused 1o go. Swamy told me the operation
had improved the quality of life for him, why
didn'e [ go? 1 replied jokingly that if [ had
three lakh rupees (the then cost) | would
rather die and leave the money to my wife
and son. He was not amused. He told me
that if money was a problem, it could be
arranged. | knew he would do so too. | was
deeply wouched.

His commirment to extablished religion
came through to me via a photographic news
irem | was reading in a Malayalam newspaper
abour an ancient temple in Tiruchirapalli. As
| glanced through the longish caption my cyes
took in R K Swamy’s name. My curiosity
aroused, | read the caprion carefully. It told
me that this famous temple was fully restored
o its old glory thanks to the efforts of a few
individuals. R K Swamy was one of them.

He had in fact financed the renovarion of
an entire floor.

The next time we met | complimented
him on his endeavour. “How did you ger this
information ™ he asked. He did not seem too
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pleased. 1 rold him about the photograph.
*Bur this was to be kept confidential”, he
said. In his opinion such matters as donations
were not 10 be publicised.

Then he told me that he was only o small
coe in a large wheel of a movement in Tamil
Nadu ro restore the many temples that lay in
rack and ruin, and re-stare pupa there, He and
like-minded people believed that worship of
God in temples helped to preserve and
enhance the moml value: of society. Puja had
been revived in many restored remples, he
told me.

Ouewardly Swamy followed the manners of

a business executive in a prosperous company
in Bombay of the carly post-Independence
era He attended business meetings invariably
in suit and tie, Bar he seemed o me o be
miwre of what | may call an eastern
sophisticate. He did not adopt cermain habis
of @ westernised sociery of that time, like
drinking and smoking. His boss Edward |
Fielden was known to have openly refused
mitially ro promore Walter Saldanha to an
Account Executive's position because he did
not smoke or drinks apparently Fielden
believed thar such a man would find it
difficulr to liaise wirh the executives of
Thompson's client companies of that period.
Swamy obviously overcame such prejudices
and under Fielden he flourished gz the Chiel
of the Chennai branch of the agency.
Fielden's successors were Greg Barthon and
John Gaynor. During their time Thompson's
fortunes declined sharply. A crisis seemed
be brewing, and there were ramours thar
Gaynor also was quitting. He confirmed this
o me one day and said his successor would be
Morris Mathias of Hindustan Lever. My face
mitist have registered surprise because he asked
me whether | thought it was not a good
choice. | was indead surprised because both
Subhas Ghosal and Swamy were capable
managers. | learned later that Subhas, then
Caleurta manager, had declined the offer.
Swamy was not considered to have sufficient

western sophistication to fit into a group of
country managers in a global company
(Swamy himself told me thiz). It wis o grave
misjudgement. Swamy set up his own agency
in 1973, It prospered. His agency became one
of the top ten mdvertising agencies in the
country. And as collabortor of RO, 4 top
glebal agency, he occupied o position which
was higher than that of any country manager
in Thompson Worldwide,

What were the secrets of his success! First,
I'd say, was his patience, his perseverance, his
tenacity of purpose, his never-say-die atinede.
He used 1o say that he saw a door where oaher
people saw a wall. When | was once in
competition with him, he wrested vicrory
from e after | had won the I'.lil:ll." thanks 1o
his tenacity. | was then working for
Adverrising and Sales Promotion Company.
Owr brmch manager in Bangalore had
informed me thar there was o good chiance of
iz office gerting a spark plug advertising
account, if | could help him with a good
presentation. | ook my team 1o Bangalore
and made o presentation ro the spark plug
monufacturer. (Swamy was the main
competitor o AsST). Before we left Bangalore
we were told thar our Bangalore office had
been selected o handle the account. | wamed
the Bungalore manager, however, abour
Swamy's habit of never giving up.

Six months laver | learmned thar there was a
change of leadership ar the manuiacturer’s
office. And Swamy who had been
continunlly knocking ar his door managed to
wrest the husiness from our Bangalore office.

His tenacity was in full flow when @ ream
consisting of Swamy, Ahmed [brahim and
I {representing Advertising Agencics
Associntion of India) was discussing the

He wrested victory from me
after | had won the battle,
thanks to his tenacity.



revised terms for the accreditation of
advertising apencies by Indian and Eastern
Nm‘q:rupﬂ Society. The three of us would
meet and formulate our stance on each clause,
and our fallback position in the event of
strong disagreement. Thanks to Swamy's
steadfast advocacy of our position we seldom
had to retreat 1o a fallback position. One of
the major achievements of this negotiation
was the acceptance by 1IE4S (now mS) that it
had an obligation to back up agencies if any
client defaulted in payment of dues. As

a result the Society would blackball the
errant advertiser.

Swamy wis a secker of knowledge, an
eternal student. And be moved in a circle of
people who also valued knowledge, especially
in the several non-governmental organisarions
in which he took an active part. This was

another secret of his success.

Because of his knowledge orientation he
was much in demand, when various kinds of
memoranda had to be prepared. Advertising
was continually under attack in a socialist zet-
up. “l consider all forms of advertising as
evil”, said Morarji Desai when he was the
Cenrral Finance Minister. | remember two

One of the major
achievements of this
negotiation was the
acceptance by IENS
(now INS) that it had an
obligation to back up
agencies if any client
defaulted in payment

of dues.

attempts to curb the “evil’ of adverntising by
raxing it {like we tax cigarettes and liquor);
and one attempt betore the Monopolies
Commission to kill the 15% commission

under the accredition systen.  Swamy wis
in the torefront of the memoranda battle
against such attempts. He also introduced
wveral public sector tycoons 1o the benefits
of advertising.

| was in Chennai a few weeks before he
passed away, and | called on him at his
hospital. He was his old ebullient self. *1 am
completely satistied"”, he aid several times
while reviving old memaories. This filled me
with dismay. | immediately thought of Kailas
Jainy, chief of National Advertising who had
expressed similar sentiments about his
personal life. This was in Colombo. He, Roger
Pereira and | were there as members of the
AAAl Faculty for a seminar on marketing and
advertising. “If | were to die tomorrow
I wouldn't have any regrets,” he said. And he
died the next day of a heart attack outside the
hall where the seminar was being held.

Did Swamy have a premonition of his
death! Whether he had or not, | am sure of
one thing. He had ample justification for
satisfaction, his was a life well spent. m
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A great and
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B MADMHAWVAN
Seatetary, Matheal S’ ol Ceirls' Edimaston Soswty aind
Akl Geneml Mamasger, Ssabem Railway (Bend )

| met Mr B K Swamy for the first nime in
19587 e o member of the Manasing
Committee of the National Girls' Education
Siw [T R T Bdsrboiunl Boss aned Girls'
Education Socieryy mancweing thie Lads
Sivaswami Avvar Girls' Higher Secondary
School ar the time. It wos friendship ac firse
sighe, which grew closer till it became a
Permanent bospd, e |r|.w|l1g the role of a kind
aml considerine elder brother 1o me.

He was a very shrewd judee of men and
was able to sizé up a person’s worth afrer
meeting him once or twice, His contribution
to the couse of educarion is priseworthy. He
WS PETeROAE T i 1;-||||r |-.|IE1 11} ] '||.|.:
appreciarion of any good work done and in
helping needy persons.

He played a masterly role as President of
the Mational (Boys' and) Girks' Edueation
Sin ey, len rluie Managing Lommines
mceting held i 1988, he mesle an
announcement that he was making a
donation of B2 1.25 lakh to the Society to
start a CBSE achoa] in the Sudbamma balding
corrrueted o mark the Birth centenary of
l“:kr' !' b B A BT T 1T ."'L'. Yar, as llw qlll.lll!', |'\-1.
education had suffered badly since the school
became a povernment-aided school, owing o
the shortsighted policies imposed by the state
gowvernment. A CRSE school run by the sociery
without state government aid and
interterence could provide poosd education.
The Managing Committee decided
:||1.|||||||'|||1||.~|l.' I 2TOFT 4 CHsk 5 |'||.InL Al Once.
The necessary State Coverniment Mo
Objection’ certificare was obtained within a
reasonable time. A Ganapati homam was
performed and Mataji Chellammal, the then
secretary of the society and 2 great
educationist who had fraun the Lady Sbaswami
Aovar Girls' Higher Secondary School on a
sound footing distriboted sweets to one
anad all.

Soan after the school stamed funcioning
admirting a few children in some classes,

somiebody poisoned the mind of Mataji who



Hwirmig o marwmieribe frost Vodhioed o mamauwarmy of B Anmisd

Doy cotebranen of Sy Ssvamomi Kalidess, wile
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contacted the Stare Gove. Education
Department and had the "No Objection’
certificare withdewwn, Mr Swamy became
furiows and called & meeting of the Managing
Committes. He mibad mé to stan the
discussion, and | pointed an accusing finger at
Maraji for serious violation of the code of
conduct as Secretary by approaching the state
poverniment without the knowledee of the
President. | staved chat she had 1o answer for
this berraval and breach of confidence. Mataji
handed in her resignacion. which was

accepted by the President.

He was a very shrewd judge
of men and was able to size
up a person’s worth after

meeting him once or twice.

Adrer this the Managing Committee
r.lli.ftl.'\-.i ik |.|-:'|. ision h'. ?l.h Hw:'lll:'w ik |'|!|:||nu._' (1LY
the new secretary of the sociery. | was then
charged with the task of petring the NOC
restored.  Avrmed with puidance from
Mr Swamy with hiz immense experience in

L '1'!"1,‘.: '|-'-'5I||I e -'F'I'.l: matters, | met |I'I'i.'

Education Scererary who gave me a cold
reception. Mr Swamy then advised me ro ke
the help of some TAS officer known ro me.
Mr V Sundaram 14,5, at the time the
Managing [Mrector of o state government
enterprise readily agreed 1o go with me o the
Secretariar. Mr Sundasam ook me divecr o
the Secretary withaout waiting for the usial
procedure and convinced him of the meric of
CAIT CAsE.

The state povernment approval had a
cavear: the school could funcrion at the
presern primises fior Ewi U T o after thar i
shoild shifr from Sadharma which |'u.'||'-11t|.'|.|
o the Lady Sivaswami Ayvar Girls' Higher
Secondary School. We then took the help of
anither 145 officer friend of mine,

Mr K V Ramanathan for whom the Education
Secretary had great respect. The 80C was
restored and Sir Sivaswami Kalalavn CBSE
Sehoal stared fune ClonIng. It has mow made
a mark as one of the lending CRSE schiools

in Inadian.

Mr Swamy's financial help and valuable
puidance at every step played a great role in
the starting and successful working of
the school.

His greanr concern for sorting: out matiers
in regard o the funcioning of the CESE
sehoo] threw up another facet of his
personality, his faith in divine help as in
human effort. He took me to a Nadi josyar
whio *lelhh.u! i WHISEE Tia i1 r|._'|||.||!|._' i=ar
Pondicherry to perform certain pujas.

Mr Swamy strongly believed thar noe only our
own effores but also the perfformance of the
pujas greatly helped us im solving the
problem. Later he took me to the Nadi josyar
repeatedly 1o help solve one of my personal
g shlems in o which be showed Sl CONCe.
As the readings did not provide an immediate
solution, we had o visit the astrologer many
timses, and Mr Swamy insisted on
accompanying me despite his failing health,
He made these trips even when he was in

et ]‘t’l'g""il'q.'-ll '.ll-‘i.'li'l'lill.l:'ﬂ- H'..‘ ""-'““]'.E B0 DO iy
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Such is the trust Swamy
placed in persons for whom
he had regard for.

lengrhs 1o help someone whose welfare was
close o his heart,

Satyabhama, ‘Bhama Teacher® to all, had a
permanent place in his heart. According o
him Bhama was a borm reacher who had
completely dedicared herself to the cause of
education. On any problem relating 1o the
school, she was the first person he consulted.
He held her observations and opinions in
high esteem. He used to say, “Bhama is
running the show and all of us should give
her full support”™. Such is the rrust Swamy
placed in persons for whom he had regand for
their selfless and dispassionate nature and
their sprit of service.

Swamy had definite views on finance, the
COOTINMY, Imarsgeiment, h.lﬁil'l.l.‘-f-'ﬁ-.
adminiseration, industry, commerce amd
agriculture. He had a grean flair for details
and had with him valimble stacistical daa 1o
support his views. Though he had a good
word for the Nehru administration,
subsequent developments based on petty
politics pained him very moch and made him
move away from the policies of the Congress
governments at the Centre and the Stares.
He had contemp for psendo-secularism that
encouraged divisive forces based on religion,
language, regionalism amd caste. For him, the
solution for permanent harmony among the
people of India was to follow the grear ideals
of service o humanity advocared by our
ancients. According 1o him, every individual
has built-in capitalism in him based on his
personal and family needs and his desire for
acquisition and possession. He believed in the
concept of voluntary =ocialism. in which the
haves shared something belonging to them
with the have-nots. Force creates opposition,
according 1o him, and never succeeds.

“Capitalism succeeds when it is able o keep
communism under control and in the same
way commumnism succeeds when it is able to
keep capitalism under check”, he would say.
Both ultimarely fail, in his opinion, because
they do not believe in voluntary aces of
benevolence, charity and service but on force
and striking work. He used o cite the
instances of the great acts of chariry and
service of the Tatas and Birlas, which have
contributed to the advancement of industry
and education in our country right from pre-
independence days.

His disappointment with the performance
of the Congress Government was the main
reason for him w place faith in the Bharatiya
Janata Party when it came to power at the
Centre and some of the States. After some
time he became greatly disillusioned with
their performance as, contrary to their
professions, they too resorted 1o petey politics.

He was a deeply religious person with
steadfast faith in the reachings of his acharyas
starting from the grear Ramanuja Acharya
and the succession of illustrious acharyas after
him to the present day. Of the definite view
that a person who did not have unshakable
faith in the preachings and precepts of his
acharyas was bound to fail, he would quote
the famous verse in the Bhagavad Gir, “A
doubting person perishes”. Though he was not
exactly orthodox, he never failed to observe
the essential preachings and pracrices of
his Faith.

R K Swamy was a grear and good man,

As Shakespeare said in Julius Caesar, “The
elements were so mixed in him thar nature
would stand up and say, 'Here was a man'." @



When Mr R K Swamy passed away in
lune 20003, it marked the exit of a siant and
the end of a gonierarion of stalwars. His
career coindided with the evolution of
advertising in Indisg he was not only a pare of
thar piece of history bur also plaved a big it
in shaping it.

!'lrl' :"‘".'I.'.i:l.!.'-' L5 S | l-q'll |||.|..Il..' ITIATE &% |'|I Tiis™
ro emsinence by dine of hard work amd
determination. He serongly believed than
mdviertising was a serows business thar

.l\h .i-;'.l'“u_"-.' COWLK l”.'-{!"'-' none belonged to the realm of science

.|'|||.' first |'-.||'I of Mr =wamv's |=r||||.|r'|r
carcer was spent in T Hindustan
Thompson. He ventured out boldly in 1973
T &Af |‘1I'| oA Ee ey, K R SWAMY
Adhvertisimg Associanes from Mades.

Mr Swamy was tifty years old then! Very few

would have had the couree to start 4 new

Very few would have had
the courage to start a new
business at that age.

bausimess ar that age. Bur Mr Swomy was made
of stermer onad difterent stuft, with o seli-
confidence thar is rarely seen, particularly in
the advertising professionals in this parr of

the country.

R K Swamy Advertising Associates’ gain
was Hindustan Thompson's loss.

Mr Swamy pioneered public secros

advertisng af a oime the skate owned

ETTETrrses (ol -L-:|1|'. .xa_u]*:u.! Yrhae
H MUERALS

Wbaraging [hir

commanding heights of the ecomomy™ but
Paia Trenicde s
Chmipman, A

Seatubnd Lo

wiere 50 burcaucratical ly oriented and rule

bound that concepts like advertising were
alien to them. Whar s worse they considerned
advertising expenditure to be wastelul

Mr Swamy shattered this mindser 1o be a path
bBreaker in |'\-|||'[1r secior pdviertising. | he rest,
as they sav, is history.

Agency collempues who worked closely

A E SWARYT Hi= FE & TIMEs (1]



with him always thought of him as the
ultimare client service person, who worked
assiduously to build long-term relationship
with clients.

Mr Swamy's tenacity of purpose,
dedication and commitment to whatever he
ook up or was engaged in was worthy of
emulation by advertiging professionals and
people in orther fiekds as well. He was
an intense strong personality, an inspirational
leader, and a large hearted and generons
person. whose involvement in charitable and
educational causes was as deep as his
commitment o sdvertising.

It was natural for a man of his viston,
competence and knowledpe 1o get involved
and contribure significantly o the larger
advertising world. His acrive involvement in
the various industry bodies <y him asame
leadership roles in all of them.

Though many years his junior, | had many
interesting interactions with Mr Swamy,
particularly at an industry level. Tt was a
happy coincidence thar when Mr Swamy was
rthe President of Aaal in 1982-83, [ happened
to be the President of the Indian Mewspaper
Society (185). Unlike the present condial
relationship berween the two premicr indusery
bodies that even borders on coziness, the two
bodies really ook adversarial positions on
muany issues in the eighties, and their
relationship was at times tense. Many thomy
issues would emerze from time to time. We,
from the 145, always had a healthy respect for
Mr Swamy, and sometimes were even in awe
of him. In any discussion, he was very well
prepared, armed with a mass of information
and dara, articulore and ar his fighting best,
He was open but blunt and also had an
adamant streak in him. The 1N5 was more
often than not able to persuade and convinee
most of his colleagues 1o accept its point of
view, but Mr Swamy was invariably a hard
nut to crack. He would sometimes even swing
the discussions their way. While some of us
would often be irrirared by Mr Swamy’s strong

and often rigid stand, all of us came away
convinced that he had no malice or rancour
rowards anyone, bur was only doing his dury
by his association, by articulating some of its
views and positions in a very forceful way. It
was also obvious thae some of his other, more
tctiul and diplomaric colleagues were firing
from Mr Swamy's strong shoulders. Bur all of
us on both sides thoroughly enjoyed these
SPHATTITIL SE% POTLS,

Mr Swamy always made an impression on
everyvone who was fortunate to come into
contact with him. He also had a good
understanding of history and econoanic policy.
He had the vision and farsighredness to
realise as carly as in 1985 that the Indian
economy would inevitably have o integmte
with the world cconomy. He first

[t was also obvious that
some of his other, more
tactful and diplomatic
colleagues were firing from
Mr Swamy’s strong
shoulders.

collaborated with pBDO, one of the leading
ppencies in the world. Today every major
agency in India is in partnership with an
international agency.

Mr Swamyv'’s meticulousness was amply
evident in the well-researched,
comprehensive speeches or presentations he
made in many forums. True o form,

Mr Swamy's acceptance speech for the Aaal-
Premnarayen Award in 1998, when well past
his prime, was the longest, most
comprehensive and serious acceprance speech
ever made according to my friends in the
AaAl That was Mr R K Swamy, the
quintessential communicaror, in CONEESE 1o
the present-day cocky bur glib communicators,

Legends like Mr R K Swamy do nor die,

they live on in our memorics. =



A thorough

professional

BAL MUNDKUR
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Assacuation of India

| anlwanys lh:'-ughl! b wins I|'||.'|n|||;._'|::|11.'
;'-r|1I1.'~-|.-|:-1'|'.|'|. | liked to believe thar 1 was oo,

In my perception, he contributed a great
deal of his energies 1o the profession - more
£l any of his peers ing lachimge sl 1 knosw
what | am malking abour as he sponsored
many causes aimed at benefiting the industry,
o that | thought was a bread eamer and an
unnecessary evil,

|:|.|.:~ T '..-.1|“;|_|'-]|_- l.|-1|ri'l|‘-1|[i-.ll'| W= |.|I.III!"|5.!
hattle with the Finance Mingstry whien
Government wanted to tax advertising. Mo
one el in the business did so much as he did
single-handedly in the mater. He won the
‘case” on behalf of the industry

He fought against the dominance of
hll:lliﬂ;;m and American Advemising
Apencies and he encouraged, albeit in his
owmn way, the emergence of truly professional
Indian advertising agencies.

He fought cormption, kickbacks and the
“perquisites” that most Indian agencies at the
time offered as incentives to their clienis

He was intimidating as bie was forthrighn
and even fearsd |1'_r some of his pecrs, as he
did nor abide by charlatans (whoe abound in
the industry ).

Mot I"‘q‘“]ﬂ reliptons |:|.'|~u.']l, | did vt know
ot all wnril 1 visited his home in the early
19805, that he was deeply religious. | think we
had mutual respect for cach other

Finally, he was a thoroughly professional
adman to the core, one who started his career
in really modest beginnings. He was a grear

R E SWART IS LIFE & T
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In life, most people feel the pressure of
conforming to the ways and mores of their
pers. More s in the work environment.
They vemd ro dress similarly, socialize with the
same kind of people and generally conduce
themselves in a manner which they believe
will make them “belong® o the group.
Consequently, they could well be
uncomformable and even |_|:|1|1;||1|l-1..

The ad industry in India is im just suchoa
matrix - o model of Western origin, Thus

: S . presentations must be fambovant, The
I:IJ."; LETTL S( Jj }h ISstication “speak” must be the latest “linga” from
Iy League schoods and Woall Street. The
dressing must be designer wear, particularly
from abrnoad.

There must be regulbar gatherings of e
at bars and pubs to deliberate over the wine
List amd shake ome's hemd sedly ae the clients
and colleagues who didn't cut it enough o
o thi= fun.

As for making the family one's priority and
believing in prayer, these are best kept secret.
I chis miliew of western ~.-:||"-|1|.~1:|..'|r:i|.1n.
Mr Swamy seood out like a beacon because

he clearly made his own rules

Ac work, be made sure thar content was
given the highest priority with, of course,
research and hard work going inno fs
development.  Presentations were made purely

o address the problems thar needed o be

addressed. So they were intrinsically
intelligent and effective.
The dressing was near, tidy and correcr,

There is, in fact, hardly anyone who didn's

feel the pull of his charisma.
Socialising meant happy, engrossing times

FANGILTHA N
Exeouime YViwoe Prsbdenn,

K SWAMY M, Mumbl nnd colleagues who invariably became

over a glas of wine with business associates

close friends.

Al as for kt;l.'|l'||1;._' [rrayer a secret, e s
believed thar be was but noughe without his
Maker that he saw no point in hiding it!

He was thus so caughr up in all the various
things the agency hod to achieve, on the one

e, amved all the things thar needed 1o be



done ar the temple and the school, on the
other, that he had no time to mose over the
doings of others,

His pracrical applicarion and feet on-the-
ground approach kept him alert and prepared
for any kind of circumsrance. | recall an
incident, way back in ‘87, when we made a
pitch for the LIc. [t was a significant business

And as for keeping prayer a
secret, he so believed that
he was but nought without
his Maker that he saw no
point in hiding it!

and so had a fair kit of competition.

Adter a particularly satisfying presentation,
Shekar and | began o conjure up pictures of
all that we could do for the brand and perhaps
ot a bit carried avay. Suddenly, we heard a
dry word of caution from the other end of the
room. It was Mr. Swamy with one of his
trademark sayings in Tamil. It went
something like this: “When you're sitting in a
dirty pond with a buffalo in i, just because
you can see its head, it doesn't follow that you
can reach it!"

Today, when things don't quite work out
for us, | find myself thinking about what he
sald and chuckling.

The other striking thing about the
gentleman was his strong belief in the family
as 4 unit - be it his side of the family, his wife’s
side of the family or later his children's. His
ability 1o just embrace everyone and their
problems and to solve them as best he could
was wonderful. This conduct exvended to his
greater family - his colleagues and friends as
well. Undoubtedly, he could be quite the
patriarch, once in a while, bur everyone is
allowed his foibiles!

Amnaother thing that kept us going was
Mr Swamy's subtle and dry sense of humaour,

Omne aftemoon | walked into his room. He
looked up from the business magazine in his
hand and with a rwinkle in hiz eye said. “The
minute | began reading this amicle, | began o
nowd off. Do you think its my ape!™ OF course,
it wasn'r. It was one of those articles which
was full of incomprehensible business jargon
with liberal amounts of repetition and
contradictions. [ts redeeming feature!

Mr Swamy and 1 spent a happy hour laughing
as we tried 1o figure our just what the author
Was atbempring o say.

S, as a persom who joined the ad industry
at this agency and watched all the other
agencies at work, Mr Swamy and his life story
give me the hope and confidence thar simple
honesty, hard work, good family values and
devoted prayer have an equal chance ar
success, prosperity and happiness as any other.

| am glad | met him and hope | have the
courage to make my own rules.

A cheer to a true gentleman and o

Exstern sophistication. W

Mr Swamy and his life story
give me the hope and
confidence that simple
honesty, hard work, good
family values and devoted
prayer have an equal
chance at success,
prosperity and happiness as
any other.

R SwWAMY HiE LITE & Tide= | i98



The place Vaikuntha, the abode of
Lord Vishnu,

It is festive rime in Vailkuntha, Everywherne
thiere are festoons, orches. On one side, there
is vedic chanring, borh in Tamil and Sanskeir.
O another, music and dance reverberare,

The two crusted cusrds of Lord Yishon ame
anxicusly looking ar a distance. Yes, they are
waiting for the arrival of a war. Al, here he

.';:ILI. 'hIL;: h‘ IMyYan tree comies, Rangswamy Krishnaswamy, .

; * R K Swamy to one and all, ardent devotee of
Lord Vishnuw, in a pushpaka vimanam. Jaya
amdd Vijava receive him. Poomakumbham is
pbered to him with full honours, and Sweamy
s whered ine Swamy looks around, perplexed,
amazed, shocked. He has never seen such a
seenie. 1 here, i the middle sics his idiol
Vishru with Lakshmi by his side. All around
sit all the pods amd poddisses. Sveamy has read
w0 much abour Vaikuntham. Never had he
dreamt that he would be here, He is seill
dumbfounded and speechless.

Lowd Vishnu breaks the silence.,

“Swamy, my denir Bhakn (devoree)
welcome aboard, swapamam.” Swamy recovers,
t.l”_ni 1 l|!'||.' I'n_'ﬂ il "‘n.'-'i-:llnu .||1|.| L] 4 g r1'|'-r.l[||'|l:
all the sames of Vishou, “Narsvana, thank
you, | am blessed. What have | done to mern
such reconition”™ he starts 1o speak, b
words refuse to come out

N.dr-l'. N [ I.'I!:II] d;m . SR, "'.:':."L' ~|'|1'-'.". o

parr blessings only on the worthy and
.;Iq_--.;'n'|1'|.|; Yiou .tl_-t.l,'r'q' EVETY Bir of fe. Doy youa
kreow that you are the second eTson o b

honoured, the first one being your precepror,

."'l.:l'l.;am\'.h-::'pi:.l.r of =1 ."'l.lhli*l!:l Molarh. Ler me

explain. We have certain criteria to judge

T 5 NAGARAIA r':H Ly L"L‘H'-j‘lt' 1514 IF'";” \'II;_T|I'*|II'|1,' 1o be fny Visikunrha.
Ll

Beosrurch Lhrecnis, &

(1) The person should have seen 1000 moons,
ior B0 vears, (2) He mose have a family of
.;I]r!:_ln-n .I|'||.! |_':r.1|1-.|¢. |||l'|-.]1'r.'1'i. 1 :!lll ”.L "'-I'I-: thl-.]
have left a legacy to worthy children 1o
emulare, (4 He showld have buile a ll.'hi]"]l..' [}
well or school.

You fulfil all these and your scores are on

[rar w:|I|1 I]nu RCOFES |||:' rhn: i|||h1'|'i=ll!:~' :1!1-.|



righteous people who now adorn this place.

Swamy: Thank you, Lord. | have two
questions 10 ask you, Do | have your
permission!

Marayana: | should have known thar you
have an inguisitive mind. Whar s your firse
epupestion

Swamy: MNaravana, you know that | gave
12 vears of my life 1o one onganisation called
1wT. Yet the honour of leading the agency was
taken away from me. You could have done
something to prevent that, Why did you not
der so!

Maravana (With a big smile): I is very
easy to answer. | did it deliberately.

Swamy (Shocked): Whar! Why!

Marayana: | did not want you to become
the rwT head. IF 1 had ordained i, you would
have received the recognition and retired
with two lukh rupees in your PE You would
huve spent the rest of your life in the
wilderness.

| wanted you to go out and reach grear
heights. So 1 decided to ace through John
Gaynor (yvou know, | always act through
people) and he deprived you. But he did one
of the preatest services o advertising wnd
spirinuality in general and you in particular.
Looking back, won't you agree that vou
achieved greamiess and fame only after you
left pwr?

Swamy: Yes, | have never looked ar it from
thar angle. | should have known thar
everything happens for the good. Mow for my
second st ion.

Narayana: Wait, you can azk ir later.
Before that, | have some obligations 1o people
assembled here. While everyone here knows
abour your credentials, ir is berrer thar they
learn from the horse’s maouth.

All of us here have been following your
career for the past 30 years, your starting of
the B K Swamy ad agency, its collabormtion
with sa00, the eventful adverrising you
created for them, the op honours you
received from Management, Advertising and

other professional bodies, your rotal
commitment and involvement in wemple
renovation, religious propogation and girls'
education. We take pride in thar and we bless
yoir for that. However, many of us here have
only some vague recollection of your

1T HTA years in advertising. Would you
mind telling us about 1!

Swamy (choking): | am blesed. | am
speechless. | think thar the best person 1o
talk abour thar pericd 15 T 5 Nagarajan, my
man Friday.

Marayana: OK. Ler us hear from him. Jaya,
connect us o T 5 MNagarajan.

Magarajan’s home at Chennai:

MNagarajan here.

Marayana: Magarajan, this is Narmyana
froan Vatkuntham.

Magarajan falls down from his chair. “Sir,
what an honowr? Can | see You in person™

Marayana: Mag, thars what you are called,
is it mot! We have assembled here o honour
R K Swamy. Swamy sugeesrs thar you are the
best to malk about his days in 1WT. We want o
hear an account from you.

Mag: May | come in person to make »
presentation!

Marayana: Mo, Mot yer, your time will
come, For the present. | give you power 1o
visualize what is happening here. Go ahead
and rell us. Be brief.

Magarajan: | am honoured. | am given a
difficult task, How can | describe 32 years of
achievements in 30 minutes or less? Ler me
highlight some of the major landmarks.

MNagarajan begins: R K Swamy perfecied
risk management as an are, All the time he
rook risks and came our with flying colours.

When everybody was avoiding “war
threat™ Caleutta, be agreed to go there. Even
though he was in media, he did a path
breaking market research study on the
robaceo indusmmy

When an offer came to head the Madras
operation, he grabbed it. He knew thar
Madras was a "backward” state as far as
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advertising was concerned. There was only
vne consumer account, Binny. There were
public secror undertakings, which did very
lintle adverrising. J%T would have been happy
with Swamy if Binny were served adequately.

Swamy was not one o be wtishied with a
*post office” role. He built a ream and
brought Mr Umesh Rio as his creative
partner. This pair did wondert in the 60% and
7% in Madras,

Having builr a very young and ralented
Teiwimn, ﬁ'l-'l-‘qllill'!-' went after new accounts and
the only way was to rry and kring public
sector undertakings into advertising. Here are
rwo landmark accounts successfully happed by
R K Swamy and team,

i) HMT: [ was January 15969,

Mr Swamy met D S M Patil, the Chairman
of HMT. D Paril abused the ad profession as
racketeers, ete. Swamy listened o his rirade
and asked Paril to give him an opportunity 1o
present an ad campaign within three months
with no commitment from HWT. Mr Swamy
asked D Patil to extend cooperation to his
staff during this period.

He came to the office, called a meeting
and said: “On April 10th, we are making a
presentation to MMT." | was asked 1w geta

bricf for the creative team within a month.
| met everyone in HMT connected with
manufacturing, marketing and servicing.

| also met the customers of HMT.

When the situation analysis report was
presented to the ereative team, the main
problem that came through was thar while
HMT said thar they were ready 1o fine-tune
the requirements of the machime 1ol
inalustry, the customers fele thar HMT was not
a good organisation. The presence of an
unfavourable psychological attitede on the
part of HMT customers was the inhikiring
factor to programme business relations.

Mr Swamy summed up by showing his two
palms facing away from each other and said,
“Our job is to make the two palms - HWT and
customers - face each other. Once they come
to know each other, the rest of the job will

b easier™

“Mr Swamy, this is what

| wanted to say, about HMT.
| did not know how to say
it. You have said it

A series of ads conveying the message
“HMT Today" was devised. It was slog time for
the office during thar perind.

The day of the presentation: Apnl 10th.
Both Swamy and | reached Bangalore by the
morning flight. We had breakfast with
Lakshmi Ratan and went o the HMT office.
Every one of us was rired and sleepy.

Ar 9 A M, the meeting starred.

D Paril, Mageswara Bao, Financial Advisor,
and Krishnan Kutty, Marketing Director,
WETE present.

Alfter formal introductions,

Mr Swamy began. | am seill wondering how
he pot the strength. No tiredness, no slip.

When Svamy st down after a marvellous
-minute presentation, the first person o
break the silence was D Paril, whose famous



one-liner still rings in my car. “Mr Swamy,
this is what [ wanted o say, abour 1. 1 did
not know how o say it. You have said i
The account is yours,”

It was a giant leap for (9T and HMT. HMT,
who were hitherto spending not more than
Rs. 5 lakh a vear on advertising, agreed to
spend Rs. 30 lakh.

The rest is history.

(i) BHEL: Mr Swamy along with some of us
met Dr V Krishnamurthy and made an agency
presentation. Dr Krishnamurthy requested us
to prepare a greeting ad tor the inauguration
of the Ennore thermal plant. He asked BHEL
to give us a list of State Electricity
undertakings. We came back dejecred. The
creative team had a brainstorming session. It
was agreed that advertising was resorted o
not only to sell a product or service. Ir had
other funcrions, like creating a favourable
image among the Government, suppliers,
credivors, future job seekers et al.

Once we all agreed on that idea, the
ticklish problem of how to present BHEL still
remained. I you listed all the Stare
undertakings, that was no news. If you said
that by supplying boilers to these Public
Sector units, BHEL saved so much foreign
exchange, it would not cur any ice, as the
import component was very small.

Then the idea struck. The commissioning
of the Ennore Thermal Plant with BHEL Boiler
was to take place within a month. Instead of
greeting ETP in the conventional way, it was
decided to rum around and talk abour ETP.
The ad was conceived with the message “ET0,
when commassioned will bring 0 much
happiness o people. S0 many pumpsets will
be energized “peEL takes pride in being parnt
and parcel of such a venture.” It was brilliant,
The ad was taken to Dr Krishnamurthy. The
moment he saw it he jumped with joy and
said, “Mr Swamy you did it. You advertised
BHEL through praising my client. | want you
to prepare 18 similar advertisements for the
18 projects in which we are involved™. Then

He was a great manager, a
man who got things done,
got what he wanted.

it was decided to visit every one of the project
sites to ascertain the benefits of those projects
to the local people.

The ads are testimonials to what bralliant
public relations advertising could do.

Mr Swamy created the need for advernising
where none exisced.

| mention HMT and BHEL only as
illustrations. The list of Mr Swamy's
achievements is exhaustive: MICO, Madras
Fertilisers, T Cycles, Parrys, and many more.
What some of the agencies of Chennai could
not achieve in 30 years, Mr Swamy did in
three. It was a golden era, when every week
wis party tim,

The outsider, as the local agencies used to
describe him, had amived. Mr Swamy
believed that the growth of any onranisation
should ke interlinked with its commitment to
the welfare and interests of the community,
He was part and parcel of the professional,
business and spiritual scenario of thar time.
Through his rotal commirment and
organisational abilities, he put his stamp
on every one of his activities. | mention
three here:

He organised o Business Relarions
Conference for Rotary Intermartional, a unigue
event in which he was able to bring together
stalwarts of the industry and intellecrual
giants like D 5 Radhakrishnan, Rajaji,

5 K Paril, and Morarji Desai.

When the Central Government levied a
tax on advertising, he helped the local
chambers of commerce to submit a
memorandum, a masterly document.

His devotion to Ahobila Marh led him to
revive a dying magazine, Sri Nrisimhapriya,
and made it 2 “must” for every Vaishnavite
home. | can go on forever.

My presentation will be incomplere if 1 do
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Once you are Swamy'’s man,
you are always Swamy’s

man. That label sticks with

you forever.

it tousch upon his managerial skills. He was
a great manager, 4 man who got things done,
pot what he wanted. He put complete faith in
his sraff, gave them tull freedom w do things
andd he expected them w “delivers”
successiully,

This independence enjoyed by
R K Swamy stafl was responsible for some of
the success stories of the past and present
collengues of Swamy.

MNaravana: Nagarajan, thank you very
much for your masterly presentation. When
FOUT LIme COMEs you can join Swamy here.
Till such vime ke happy and be healthy.
Swamy, i wis nice o hear about your varioos
achievements. You thoroughly deserve all the
praise, Ok, let us hear your list question.

Swamy: | have been praised and honoured
Yet, | was not allowed to complete my 100
years. Why this huery 1o bring me here!?

Naravana: | would have allowed you, bt
your have done everything you had w do. You
don't have o prove anything to anybody, You
will be wasting vour time therne.

Here | have a job tailormade for vou. Yes,
towky | find a sudden revival of Hinduism if
the crowd in the cemples is any indication.
Money is pouring in good money, bad money
andd ugly money. What do 1 do with thae!

I want you o head a marketingfadvertising
department here. Devise plans, channelise the
funds through proper means, organise PR
seminars, revive ethics and good manners.

I shall pur them into the appropriate people’s
mitwls For execution. The budiset is unlimined.
You have many of your ersewhile colleagues
hiere. Rope them in.

Now for the perks, you wsed to complain
thar you ot increments in (W T from Edward

Fielden only on specific milestone
achicvements. We shall rectify thar here.
You are going to enpoy all the privileges and
perks of the devas, inclsding divine lunch
with amut for desserr. Tha's all, go ahead.
Bless you.

Hi, (olks, thar is R K Swamy for vou, | am
tempted to compare him o a big banyan ree,
Like @ banyan tree, which grows from a small
seed, R K Swamy rose from a scratchy and
humble beginning to become one of the
tallest men in advertizing. Again, the baingan
gives protection to one and all under is
shade. In the same way, B K Swamy gave
protection and nurured people. When people
beave the shade of a banyan tree o betrer
pastures, they do remember the poodness of
the banyan tree.

Sa do the people who left Swamy to seeck
imdividual glory remember him for shaping
their mentil toughness and decision-making
faculties,

Mow, from the imagination of Heaven,
we deswcend down to the realities of the
carth. Five years alter Mr Swamy had
startiad his agency, | was into my own
marker research apency. One day, 1 met
e MV Armachalam, the head of the
Murugappa group. The moment he siw me,
he preeted me with o warm smile, put his
b on miy shoulders and mked me, “How =
Secamy ™ It was obvious he was not aware of
the changes in my life. | smiled back and =aid
"OK." He sand, "Ciosod" amd Lett, [ wis not
hurt that v did not enguine about me.

I vealised then that once you are Swamys
muan, yous are always Swamy’ man. Thar label
sticks with you forever. B



He was clairvoyant

R HARAYANAN
Vice Mreskdent [Read b Vipay Tanls & Vessels Lamimd
arw] viasmzer teother of Swamsy

Like many south Indin children of the
i, Swamy, named Krishnaswamy at birch,
wis known by another name, Mani at home.
In his growm vears, after he shorened his name
tor Sy, he was BES 1o the outside world,

Swamy was born i Kumbakonam, a small
town with thirteen famous temples, located in
the heart of the Thanjovar agricultural belr.

R could see far into dhe futre, often
offering o perspective at variance from the
pormal run, and often proving righe. He was
more than clairvowant, and the mooural leader
of the famaly in all that mattered. He set
i-l':'lrhl'.ll'ds-i tor I|'u.- sl |;1r' !11|.' l".1lmll; (4] fn“l_wr.
self sacrificing, honest to a faule and
abolutely unassuming,

Char farher migrated o Bombay in 19285,
shifting his large family - his wife, doughter

His thirst for learning was
phenomenal.

and five sons. The children had to leam
Giujarati, an sccomplishment thar was to
prove crucial in Swamy's carcer in later life.
Within a year, Swamy earned two double
promotions o the fourth sandard.

He was cager to absork knowledee from all
direcrions. His thirst for learning was
phenomenal. By the time he was nipe, he had
completed leamning the Ramayana,
Mahabharara and Bhagavatam from our
srandfather. 1, one of his vounger brothers,
was deeply attached to #Ks rght from my
infancy. We were inseparable. He took 1o
knowledee like fish to water. 1 was a silent
admirer but never did want 10 emulate him,

He showered enormous love and affection
im me. He would often repeat the couplets
from Ramayana:

Lord Rama says abowr Lakshmana:

a9 ¢ WErsrior SO e @ areerar: |
fidf, &of @ UeaTldr T yTAT Welet: I
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us. The fabric of our life should be woven
with the spirit of the word Rama. Now in this
world our actions should be such that when
we die, we die lavghing and the world cries.
Tor mie BXS was the dver of Kabir's
qualification. He imparted knowledge of the
itihasas, puranas, in show but steady dosages
and drove home the purpon of cach action
and reaction and the lessons that we should
absork from these like the fast dye of the dyer.
Cheer the Vs he mesmernized and [\r‘.*ilne-.-l:-.]

me tiv an extent that memories of him are so

elhevat g .|rn| swieet. To me l'l‘.‘ I= YOIy I'I“I'.Zjl

K & Swwny and B MNamrwmars alomg wnith Hin Holen the
ek oo of Sel Alelaks Mok during sl h.rrr._llnu'..'J'imn ST
of e Lol Sarvanpaiery Suamy tmpile

alive in my thoughes and acrions and he is

= Ao the weveral COLITTTEES, kith and
kin fMlock wopether Bur 1 have not seen, so far
such a devorad younger brother™,

It was a very warm hearted compliment
coming from BES who rarely wasted such
words though it was | who was lucky 1o have
RES as an elder brother, A boen leader,
selfless, ever helping and puiding, he
epitomized all virtwes you would expect
from a gam,

Mention of the word guru makes my mind
wander to Kabir Das’ famous song which in

briet runs thus:

it ora s Ve g
alaT B0 BA U |

i well ot ael, g
i) 3T o O |
aafun faar fadi

& v aman 1 3 el
vlt mvet o o ga
B 3T o T 1)

In essence this means, when we were bom
we crisd and the world Baoghed. Bow in this
world our actions should be such thar when

we die we die lghing and the world cries for

the guiding spirit even today. 1 feel and
experience his presence every day.

A touching moment in my [ife (amongst
thowsands of them) happened soon after our
miarrizge. He was marmied on 27th May 1945
arwl | was married on 4th June 1948, after a
gap of 7 days. As kaalam alone would explain
{we were both employed in Caleutta) we
reached Caleumna three days buer. BES went
back o his office routine (he was in JwT
Calcurta then). Just as | reached Calcutta
1 was instantly shunted off to Srinagar (during
the Ls Indo-Pak war). BES set up family
and was waiting for the war to be either over
or halted by the Ux so thar | would retum
to Calcutta from Srinagar to start my
married life.

| returned 1w Caleurta on October 1, 1948
and right away BKS sent g telegram to my
in-laws asking them to send my wife over 1o
Calcutra, A day baver, on October 2, 1948 we
received a telegram informing us thar our
father had passed away. So, we were back w
square one and beft Caleutea for Madras by
reain. In the reain my brother ook our a
bound book and told me w read it as 1 would
find it & great help. The book was by Marie
Stopes on “Blissful Marriage®.

S0 many things, small, big, negligible,
explosive, embarrassing, happen in all large
familics. Through it all, our brotherly

relations stood the test of time. My total



Lewid :".'.I.‘.-Il'j:.ll il (X umbakonamd wath His Comnson

So many things, small, big,
negligible, explosive,
embarrassing, happen in all
large families. Through it
all, our brotherly relations
stood the test of time.

obedience drove him 1w a point of frustration.
He once said: "You are meck and submissive
by narure. You don't want to disagree or fight
with me and you in Bt make me feel an
autocrat, which | am definively no”

| was in hamess right up 1o age 70. The
day after my retirement he came to my house
in Bombay and after some time came around
to the purpose of his visit. He wanted me 1o
accompany him to Kumbakonam, which
| did. We went around the huge temple
complex of Sri Armvamudan temple and all
the while he was explaining the things that
needs o be done o bring the remple toits
pristine glory. He was nominated Chairman of
the Tiruppani Committee {Renovation). In
the first two years there was nothing at all he
could get done. Every monthly meeting ended
up in couple of pages added o the minures
book and little else. He wanted me 1o shift o
Kumbakonam and arcend 1o the renovation

work of Lord Samgapani Temple. This was
1'11.' [ LRt RIS al his love for me. He
conferred on me invaluable blessings by
making me take over the renovation of this
great temple. The Tiruppani of this great
temple commenced in February 1995 and was
completed with the Samprokshanam done on
June 30, 1999, The funds for the entire
renovation work was mised by him from
|I[-l.,'|1|.‘|h. 1.||.'|.::||rw|.-.! viers and fromm his own
sources. He spent over Rs. 120 lakhs through
me. He dreamt of getting this done as well as
Sri Rama's Pattabhishekam. Neither of us had
experience in this, bur the presiding deity of
the Temple lefr little doube in our minds.
He had so many fruitful plans but did naor
undertake them in right earnest because of his
I-:1||.||'|;|_: besleh, and all of them were l\irlrrL'Ll h'!.'
self-centred persons.

In closing, | reproduce below, the one
couplet that he enjoyed most from
Thiruvaimozhi 53-8 sung by Mammazhwar

which rns thus:

arryranpae s aygGisineaw !
LE T iﬁ;ﬂuj wii!

Dpyvanapmius nyp Guisal
ST A S AR TR o
Eyvaiansnmsirfy srsdranan s wui!
Bmimn fheog oyl o sndan’ o’ i
ity Cusshr Ferane o poGaiBey?

uly Bharanipms S pang wGon 3yt

Oh Lord! You don't appear before me,
rather you appear in an imaginary form. You
are sweet to my hear, KOue arg 1y achary.
As the days move on, | feel you are like
insatiable nectar. You took my freedom o ger
rid of all my sins, You are the resident of
Eumbskonam. Why should 1 live in this
marerial world, when | have fully surrendered

myself to you? B
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i was P Babdy 196 o YR,
A rall and lanky pentleman scoompamied by
v o b colbenpues caome into my foom,
extended his hand and said;: 1 am
R K Swimy from | Walter Thompson, an
.|-.‘|'|. CTTERITF S '-." J |4_ -I-.:|I.|1.'-:| r||.|| b b
met the Genersl Manager erdier. The
inrention was “ro see whether you can give
wownr alvertisinge acconint o s
| replicd, " We are o public sector
oy _ ) 1 company; we have no consumer product oo
-_\'- .r riEl I""-ll In neea, sell, all our clients are Government

creAmrs bR i Iewdici ained as weer aure & kimd of

(1 {'.-'i'-umf indeed

semi-monopoly, there is no need for us o
start an adverasing compaign.

[hereafter, he spent an hour with me
expliming the mcionale tor thie need for
|'\'||1"'|1|, ST ;"'ru ECES fob COmImnmncane |1'|I.'Fr
wchievements To opimio makers im the
country anad their own employees. He muads

the folloming poinns:

He told me that after the
release of the ad, there had
been tremendous feedback
from the drivers and

conductors who were
behaving most courteously
towards the public.

Advertising in newspapers [T lid mii
i st then was the only etfective method of

communiciation o the mreet sudience. This

Faad tiv bse dome by mvenns of o sustained

A
e A SO P campsiigm alout ['l.t|"||-. sECTOF perlormance i

Fasrrraer O hairmien of Bovmm Heavy Elecaricals Lsmibes

Mirerals & Mt Teakng Corporatum, Sease Teading the press and in Parliament,

[aspwastion, o Bistiess Inecimeeioeal Limsted,

Commigtee - Competition L & Pobicy. A Padmaibni BHEL wirs doing good work and unless it

was broadcast, it would be difficult 1o mould
public opinkon in BHEL Fruvostir oF maotivate it
own workers 1o do better

Tor illsaeve, e showed me a TvS
passenger buz service advertisement in

Tamned Madu newspapers showing the



conductor gently helping an old woman to
get into the bus. The slogan was “Courtesy is
owir motto”. He told me thar atrer the relense
of the wd, there had been tremendous
feedback from the drivers and conducrars who
were behaving most courteously towards the
public. At the end of an hour of RTRT§ BN (AT talk
by him, 1 was convinced.

It was a difficule task o convinee the
Board of BHEL and for BHEL to appoink WT as
its advertising agency, on a “single tender
basis™, The el ad campaign made history, Io
was unigue. 1t gave BHEL employvees 3 sense of
pride and the organisation became a name 1o
reckon with in India and abroasd. The credit
for this goes to R K Swamy.

R K Swamy thereafter became a friemd of
mine, He was my partner in building svre
from a hss-making organigation into a profit
making one. His MMTC campaign was a
AT SU0CEsS,

His unigue achicvement was thar in an
industry where success is measured and can
only be pained by socializing, he buile an
advertising agency that rmnks among the wop
ten in the industry. He was religious minded
ver fulfilled all the parameters set for success
in the advemising fielkd. He became o
successful entreprencur. He was unigue in
this respect.

He was never calculating in
his dealings with people,
but his professional
achievements are even
today famous for the
planned approach to his
work.

Ower a period of time, we found we had
commaon interests and | became his sounding
board for many of his domestic and official
problems and vice versa. From 1990 till his

death, we lived in the same city, Madras, and

regularly mer once a week. He was never

calculating in his dealings with people, bur

his profesional achicevements are even today

famous for the planned approach to his work.
He is gone sawd | walk alone. m

B EWARY IS LIFE & TRMES



A great professional

Hf Our time

M E EAIU

Fraamdes Chatrman, M K Hapu Cormalinnis
Privaee Limated, firmes € hsel Execinnice,
Irsdia Posoeees, Brormveer himirmans of
Hinabstan s Flms

Ay sssociarion with B K Swamy dares
back to the 19505 whien he came over 1o
Madras to build | Walter Thompson &
Company (WT) from scratch in South Indaa.
He did an curstanding job and %7 Madeas
prew by beaps and bounds under his
leadership.

1wk an Indin Pastons and it was the
beginning of a long, happy association
spanning nearly fifty years. We belonged o
the same age group. | was only a licele
YAMETECT,

Swamy was a sell made man, He had risen
from the ranks to the highest position in the
advertising profession by sheer hard work and
merit. Even though only a matriculate, he
wcquired the skills of the highest order all on
his owm. His knowledge of English was
exemplary and could easily match the best
doctorates in English literature. In his long
professional career, spanning over sixty years,
he always brought a new dimension 1o
whatever assignment he underrock. His
darabase was up-to-dare and he was
meticulous in his details. He backed up his
observations with extensive consumer
rescarch prowvided by his colleagues in his own
organisation. This made him stand high
above all, by sheer professional comperence.

The essence of professionalism is
excellence in whatever vou do. Swamy left
an indelible imprint in every field of activity
in which he was involved.

In the fiftics, sdvernizsing was a great
professional challenge as most Indian
managements were of the view thar
addvertising was o sheer waste of money in a
provected marker. He enlighrened his
customers that advertising is an integral part
of management and an important anm of
markering strategy in a protected marker as
much as in a liberalised economy.

When | came from Ford and joined India
Pistons, it was a coincidence that abour the
same time, Swamy started J%T operations at
Madras in 1955, At Ford | had exposure 1o



T as our sdvertising agency and 1 felt ot
home with them. However, the Simpsons
Growup had an in-house advertising agency -
the Madrms Advertising Company (MAC) -
and they expected all group companies o
work with them,

In this contexr, it was not possible for
me to discard MAC altogether and shift India
Pistons' advertising in its entirety to JWT.
However, we needed the creative talent of
rT to fight the prejudice against
indigenously manufactured produces in
the country, which had a preference for
imported products,

Not only do you have to be
good, but the public also
must feel that you are good.

Otherwise, you are as good
as lost.

We, therefore, came to a working
prrangeiment with MAC thar they could enjoy
thee cream of our advertising budget but let
1T handle the creative part. When
| approached Swamy, he knew thar this
arrangement would not bring him any
significant revenues, bur ver he was prepared
to ger an entry into the Simpsons Group for
WT to prove themselves, Swamy fele this
would be a stepping stone 1o expand his
business in south India.

It was here thar Swamy and his team's
advertising capabilities were put 1o test. They
didd some ourstanding work in the automotive
and ancillary industries,

At India Pistons, even though we had a
rechnical collaboration from the UK, our
guality image was poor. It wis more due 1o
thee psychological prejudice in those diys
against all indigenous products.

R K Swamy and his colleagues designed an
all-metal red and blue carton, better than the
best anywhere in the world, for a new brand

“Power Pak”, Owvernight it enhanced our
quality image. Even thowgh it was the same
piston ring, our customers felt we were
producing a betrer product. Ir was a step
forward for I to take away a major share of
thie marker.

Few recogmised, as Swamy did, thar
acdvertising a5 o marketing arm of a company
is an inregral part of mansgement.
Alvertising must add value and through
consumer research ensure the public
percepeion of the company and its produces
change for the better.

Swamy brossght an integrated approach o
advertising. This included letterheads, visiting
cards, display boards, our emblem and
consistent themes in advertising for years,
bailding a lasting impact on the company and
IS I,

He blended professional comperence with
professional integrity. Under no circumstance
should quality be highligheed, he insisoed,
wless you maintained ungquestioned quality
in your products all the time. For instance,
when he worked with Hindustan Photo Films
{HrFY, his inirkal theme was Indu is Film,
identifying HPF as the only manufacturing
company in India providing a comprehensive
range of film produces cine, x-ray and bromide
paper. Once this was established, the
advertising theme referred 1o the restimony of
a0 mnny sarisfied customers.

HIF could not have been tumed around
without the pivotal role s advernsing played.
Within rwo years, the public perception of
HIF changed o a progressive company
producing o quality product to the bess
international standards. Unfortumarely, in all
the case studies on the wumanound of sick
companies, the role of wdvertising has not
been sufficiently emphasised. Advertising is
crucial even for the best managed companies.
Mot only do you have to be good, bur the
puhlic also must feel that you are pood.
Oxherwise, you are as pood as lost.

At a seminar on emplover-employee
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relations organtsed by the Rotary Clubs of
Salem, Metur Dam, Bhavani-Kumarapalayam
and Erode in 1966, Swamy sid, *lt must be
admiteed we have a long way to goin
achieving economic equality in the country
and our frequent eruptions in the field of
employer-employee relations are only o
reflection of this larger malady.” He
maintained that this subject had to be,
therefore, viewed in the lanrer concepr

of the social responsibility of business. This
was certainly a new dimension in employer-
employee relations, with sirikes plaguing the
country for several decades after
independence.

R K Swamy wis also involved in two other
projects, the For the Sake of Honour Award
and the Emplover and Emplovees Relations
Award initinted by the Rotary Club of
Madrae, His company designed the memento,
provided the promotional folders and
institutionalised the awards, which are

continuing even today,

The theme Service above
Self comes from his heart.

He prepared a monograph on agriculture
for a Rotary conference, as a master
document, which is as relevant today as it was
then, He had the foresight 1o project
agriculiure as the main focus, if we were to
eradicate poverty in the country.

The theme Service above Self comes from
his hisart. B K Swamy can easily be rarad, by
any standard, as an oustanding Rotrman of
our time. He preached and practised the
ideals of Rotary and placed his own and his
onganisational resources for any project
he had undertaken, regardles of reward
ar recOgnition.

When Swamy beft 19T in 1972, his
entreprencurial qualities came into full

display and his company R K Swamy

Advertising Associates was ranked
amongst the top en in India within a shor
time, Swamy was respiected for his
ourstanding qualities of leadership in the
advertising profession.

| lefe India Pistons in April 1974, Swamy
visited me next day and said “Raju, | know
how difficulr it is o rehabilitare yourself.
D't be disappointed if all those whom you
considered your friends do not extend a
helping hand. [ have gone through this
painful process mysell. We have o stand on
our owne | am a small man bur | wane you 1o
know, | will hold your hand for what it is
worth.” | was indeed touched by this gesture,
Swamy genuinely meant what he said. After
a couple of months, when | needed some
heelp, he readily came to my rescue. 1 will
never forget this. Swamy was a true and
genuine friend. How can you be o
professional, if you do not give a helping
hand o o fellow professional! How many of
us do ie?

| had the unigue privilege of working with
him on many epoch making evenrs. He was
my right hand and | must confess wichour his
spontaneous support, placing ac our disposal
his entire organisational resources, there was
no way we could have achieved success. For
example, the very first Management
Convention organised by MMA in 1969 with
over 1000 participants covering all layers of
manggement was a pacesetter.  |his was the
forerunner for annual management
conventions in this country.

The first sma Business Leadership Award
instituted in 1969 with JRD Tata as the fist
recipient, was the only award of it kind in
Irwdiza an thar time. Swamy designed the award
and it is continuing even wday. The
sinteenth M Business Leadership Award
was given in December 2001,

The firse Mational Management
Convenrion held in New Delhi in Febmary
1971 with the theme Management in the
changing Social Environment was



How can you be a
professional, if you do not
give a helping

hand to a fellow
professional?

inaugurated by the Prime Minister of India,
Smir Inddira Gandhi. Swamy designed the
emblem and the promotional folders. The
Mational Management Conventions continue
tor be an annual event.

The Fourth Asian Management
Conference held in Mew Delhi for the first
time in India in September 1971 on Tradition
& Modemity was the best ever held. Swamy
designed the Asso v emblem; which was
well received.

In all these programmes, B K Swamy was
in.'l:l.'-':l‘,' involved, | have no doubt his
contribution was in no small measure
responsible for the success of these evems.

| am glad M gave Svamy the one and
only Life Time Achievement Award for his
“meaningful contrbution o the management
movement” in Seprember 2000, o rre gesture
in irs 48 year history. Swamy richly deserved
it and it was not a day oo soon.

Swamy was involved in a national seminar
on the role of English in our education when
[ Lakshmanaswami Mudaliar, Vice
Chancellor of the Madras University was the
Chairman of the Conference. He did
monumental work and Dr Mudaliar was so
impressed that it was a pleasant surprise
for him to learn that Swamy was not even
a graduate.

swamy was a man of letters, an author of
several books on economic development,
agriculture and market planning: an
intellecrual giane and a man of knowledge.
He really deserved an honorary doctorate bt
do we ever honour such men in this couniry!

Swamy was least bothered, as he was ar peace

with: himself.

As srared in the Bhagavad Gita, his
personal philosophy was “Never fail o
perform your duty™. He recognized thar he
wag nit the cause tor the resulis of his
activities nor was he entitled to the fruirs
of his actions, His faith in God was rotal
and complete.

Swamy was an outstanding professional by
any standard. Whatever be the criteria vou
choode, Swamy was well above all. He came
out in flying colours, To mention a few:

He rose from the lowest to the highest

ranks in his professional carcer by sheer merit.

He helped hundreds of young graduates to
make a succesiul career in advertising.

He achisved excellence, in whatever
sphere of activity he was involved, in spiee of
the many hurdles and regardless of reward or
FECOEmATIon.

He readily extended a helping hand w
fellow professionals,

He exhibited a sense of social
responsibility and helped in oo quier way,
educational institarions, religions bodies and
SEPVICE Crganisations,

He firmly believed thar knowledge,
efficiency, ethical principles and values muss
all be integrated in o harmonious manner for
success of an enduring sor.

He symbolised professionalism at its best.
What betrer tribute can we pay him than
recognise him as a great professional of our
time. People like Swamy will begin o live in
i when they cease to live with us.

It was my privilege to have worked with
b, I was cur misfortune to have lost him,
We salute o noble man, We revere and
cherish his memory. May it stand by us for all
rime 1o come. W

R K SWAMY FI: LIFE & TIMES



He had great regard

jor women

E R SATHYABHAMA
Fodne Secretony. MNasiopal Poys” & CRnls’
Eulscoibin Samazin, 4 hictiiis

He was o man, make him for all in all.

I zhall por Look upon his like again.

R K Swamy was a meee human |1|.'|.r|||;.
crndowed with a brilliant mind and a kind
arwd lowing heart, He bisd a life of simplicity
arndds |1|.1_'||.I:1.'. of wiroue ad :-i'-irin.ulir'_r ina
world rife with temprations. He was
LML NN :H_I\'l.,'rhl: L 7 '.ITII.Il_'Ij L[| |:I I’-l."."l.ll.'i'l.'..
wisdhom and houmilicy.

He was a magnificent man, rising above
st e I:Irr:a"y and Fzumariy I.'E'_-. FTg
inveresting character o soudy, a judicious
mixture of misdernity and conservatism.

Arrired impeccably in a suit or safari at
work, very often he would attend religious
I.II."«I.,'I.'IIJH'?-.. ||T|.'!'d.'\-|.,"l.| In |I'|1.' 1r.|.-.1:|l|.|l-11'.||
‘panchakacham’ with rthe ~trunamam’
adoming his forchesd. He trmsited easily
:||1|,| -|.-||||'|.|1|r[.'||'|i'|.' from one role o anodher,
At parties he artended or hosted, although
drinks flowed frecly, he remained abstemious.

When he was posted o Calcutta as a
junior officer in | Walter Thompson he
shared an apartment with his colleagues.

e an evening and on holidays his friends
woukd indulge in the temprations of youth bur
=i Swaimny would never join them, even
though they teased him and called him

i :I'lru..ll,'.

That Sri Swamy was a devour Hindu whao
served the Ahobila Mauth and several
Vaishnavite temples is a well-known fact.

I would like to mention how he helped our
r..'t||1||'!,' 0 PeTHERLE OHiT I1:I'|‘|['||1:, the

Sri Adivaraha Perumal Kail ar Kumbakonam.
While hie was preparing for che
samprokshanam of the Sarangapani temple,
hee heard of our great grandfacher
Varahakulam Bangaswami Adyangar and the

Varahaswami temple. He encournged us 1o

“It isn't that you can't
see the solution. It is that
you can't see the problem.”
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repair it el perorm the ST keshanam fog
thi pood of the family and sociere. Bar for his
inspiring words we would not have been able
tor ke up that arduous sk and complere ic

He left us before our work was done but
we are sure his spirit was there with us, at the
consecration ceremony, which his wite, his
ibaughter, his brother and other members of
his family artended,

!':1'1 .";1'.'.|||'|'-.' WS L :iEr||. ;LLI 111, r||||t|.-_'||1l I'n[
man, ready 1o help people ar all rimes.
| alwayvs ook my '|'-.'-\.||"-|1;||'..-. o him, Pecayse
|'||.' L |'~u|:.| .||w.|.'. L] |._|. -|-. 1 r|'|-:'||'| .||||-r|-.'|'|| |l.'. I!|||.'
splution would become obwious. It seemed
as if hee was saving, “lv isn't that vou can'’i
see the solution. It is that you can't sce
the problem.”

"Wision is the art of seeing things
invisible," Swift said. 56 Swamy would rell
me “Have a vision, think |'|;-_;. and dresim. If
Sl |Il.| g (&1 I.!rt'.l'lll.l |I|E\.'|| Ill"\.‘- Balll -\.I'll.'.l.ll'l"\-
COaeE frsel

Ir Ly !'II" WES O '||:|:Ir mance I.Ili:'\.'l.l il

Sir Sivaswami Kalalava. He valiantly faced

o V. K

many obstacles, o stam the nstittion in
donaced seed
25 lakh ar the 125th hieth

anniversary celebration of Sir PP S Siy

June 1959, He AP asly
money of Fs. |
(Rt ]
Avyvar at the school. His wich was thar it
should be a school of *excellence’, where
students would be proomed o be people of

exceptional character and behaviour, whose
academic pedormance and achievements in

Lifi= '.'l.'n'-|||._I |'r |-||1hl.|1'u!|.|'|u.

It is his vision that
materialized as

Sir Sivaswami Kalalaya.
He valiantly faced many
obstacles, to start the
institution in June 1989,

He also believed thar the Management

miusst recogmize the importance of its teachers.

The best teachers must be selected amd

A K EWAMY LI~
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I found Sri Swamy to be an
unobtrusive leader. At all
meetings he would elicit
the opinions of other
members and add his views
only at the end.

thereafter we must care for their
development, promote their academic
qualifications and teaching skills, pay them
adequately and give them job security. They
must be of such calibre that the parenes and
sociery respect them.

Sri Swamy was keen on upgrading the
schioal to o college, and had a dream of
linking up with the best universities abroad.
He even worked out a scheme with experts in
the field of management and planning,

O the Board of Management of the
wChool, | found Sei Swamy 1o be an
unobrrusive leader. At all meetings he would
elicit the opinions of other members and add
his views only at the end. This gave us all a
sense of participation and it was always casy
to reach a consensus, This inimitable
beadership qualiey dresw all of us to him and
everyone of us held him in high esteem.

A devout bhakea' of Losd Rama,

Sri Swamy believed in the principle of
‘saranagati’. He was so benevolent thar he
was able to forgive any offender who asked
pardon of him. Thereafter, no one was
allowed ro make a reference to the maerer,

| hal oecasion to witness one such incident
and | stand chastened by this sterling qualicy
of his.

“Towering genius ignores a beaten path. Ir
secks regions hitherto unexplored”. This may
be truly =aid of Sri Swamy. His probing mind
delved into various branches of know ledge
and he was able o stand shoulder to shoulder
with doyens in the various fields. This was an
astronomical achievement, as he had not

entered the portals of any collepe, He was o
sell-educared and self-made man. He stands
as an example to our students. Let them all
urlerstand what wonderful results aspirations
and application can give.

Sri Swamy'’s daughters, all of them doing
viery well in their vocarions, studied in the
Lady Sivaswami Ayyar Girls' Higher
Secondary School. As o parent, he was in
touch with the school and its activiries, even
before he became a member of the Board.

I often contacted him and his juniors for help
in the form of advertisements to the school
magazines and they had always obliged.

Sri Swamy collected a handsome sum of half
a lakh for the school centenary souvenir in
1968 through advertisements alone.

After he became a member of the Board
and later as its President, he would make it o
point to attend three importane funcrions we
held annually - the School Anniversany,
Acharya Ratna St K Rangaswani
Adyangar Memorial Day and
Sir P S Stvaswami Ayyars Birth Anniversary.
He had grear sdmiration and respect for both
Sir P S Sivaswami Ayyar and
K Rangaswami Aivangar and paid glowing
tributes to them ar the mectings.

“Where women are respected there the
poike are pleased’, is a saying in Sanskrit.
Surely the gods must have been immensely
pleased with Sei R K Swamy, He had very
preat resed for women and would never
speak harshly about them. Omn the other
hand he showered sympathy on them for the
burden they carry throughout life as
homemakers. His eves would become misey
whenever he spoke of his mother, He would
talk of how learned she was in the scriprures
and how she taughe her children the
mythological stories, whar care she ook in
their upbringing and edecation. He rold me
how he had the good fortune to look after her
when she was in failling health. In this, it
mwist be said he was ably assisred, by his wife,
Mrs. Radha.



Sl Swamy’s howse was always bustling
with people, full of charter and laughrer.
There were people of all ages there from little
children o prandmaorhers and grandaunes.
Al Mrs Radha reigned supreme as the queen
of the home. She was given full freedom to
run the howse. Sri Swamy always had a wond
of praise for her and mentioned how she
stood by him through thack and
thin. With his voice choking with emotion
he would say, “She i the woman bebind
MY SUCCESS

He was an ideal and kind hose. Wirh his
smiling face and warm-hearmmed welcome, he
would put all ar case. The ball of
comversation would roll very easily. His wife
would add to the joy of the party by conjuring
up & menu to suit everybody’s palate.

Often | used to go to him with doubts in
my mind abeut school and personal marrers,
He would listen atrentively to me and then
instead of mstructing me on what | dhould or
shoukd nor do, he would narrare illustrative
stortes from cur mythology. How he
remembered rhese parallels and conveyed
them o me is still a wonder. | must
acknowledge thar with every mecting with
him | drew strength. His benign presence and
rouching sympathy dispelled any fears and
frustrations | had and removed the cobwebs
in my bruoin. | leamed ro think laerally, wo
think *big' and 1o have *vision’. My greatest
regret in life is that | did not meet him more
often, to be inspired by him and to become
more enriched in mind.

He practised without
preaching!

Sri Swamys care for his Gmily was
something extrmordinary. At a family
gathering, many broke down when they
recollected the myriad good things *Mani
Anna” had done for them. It became quite
obvious then that he was the pivot around

which the family revolved. Our of a sense of
gratitude, duty and love for their father the
children converted the hall in Sir Sivaswami
Kalalaya inte an anditorium named it

after himi.

Omnce | made bold to ask him why, after he
had voluntarily retired from service, he sill
went to office on cime and staved there till
the evening. He replied thar it kept him
healthy. He also said members of the staff
came in on time following his example. He
practised without preaching!

B K FWAMYT WIS LIFE & TIMES
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Swamy Saheb

AMEEN SAYANI

Wl ke broadcaree, e L luiisiman,
Adveraing Sardasds Coamail of lralia,
anis) Balis & TV Advertising

n
UracEinsde ey A0l ko

B K Swamv wis alresdy one of the
gentle gianes of the sdvertising world when
[ was eryvinge to find my feet as 9 young
commercial broadeaster. | gor the chance o
know him only in the cighties, when he and
| were Board members of the Adventising
Standards Council of India. Working with
him in AsC1 mlkine to him about the
il Wl o proamosing self-repularion and
learming from him abowr the intricacies of ad
ethics was quite a rewarding experience for
me. It was a kiod of !.,:Ill'lll'l-lhl'l'!fﬂ rL"I:iIfI-.II:I‘.lhII:I.
The warmth of his tradition-based erudition
resulted in my beginning to refer to him as
“Commy Sahel™.

In 1988, he became ASC1s Chairman, amd
| was appointed Vice-Chairman with the
additional responsibiliy of servicing its
Consumer Complaing Council. It was during
this period that | experienced the depth of his
-.‘L'Llu. ATCIE.

1 particularly remember one sipnificant
inckdent. His agency released an ad for a two-
wheeler, in which his client's motorbike had
been compared with a competitor’s, wich
seemingly well-researched facts. However, a
complaint came in (presumably from the
competitor) saying that though the faces
could be correct, the comparative elements
wiere incomectly aligned. We gor the ad
thoroughly checked our by an independent
rechnical authoriry, and the complaing was
upheld. | was feeling somewhat embarrassed
that my Chairman's ageney was said to be ar
fault, and | mentioned this to him, Buc he
was absolutely calm and unrnuffled. “If the
O has por the matter thoroughly researched,
I'll immediately withdraw dhe ad. It is my
duty to set right any wrong that may have
vrcnrred, 1.'-|'u.'-..'i.|||l,' i it's o mistake I"',-' i1y
own agency becawse of any inadvertently
misaligmed informacion,”

Thar was the Swamy Saheb chat | knew:
high in his principles and firm in his decisions
« living and working at the confluence aof

eraditional ethics and modem proficicncy. B



{L- SLOO

i T .
ad 0y s word

DR RAM TARNEJR

Mr R K Swamy came to almost all the
professional meetings we had, with M5 or
within the aaal, or the tripartive Awdin
Buerean of Criroulation {asC) from P90
opvwards. Basically, the three-way relationship
1 |l|||!'||h|‘|.||'|~_' s ffOFEE 1||.-|.' 1|.|.-|.'-.|-I-| -
newspapers and magazines - the ad agencies,
which im tum represened the clients. All
clients sdvertise throaeh spencies wnd
therefore the relationship between the client
anad the aeency, wmld because of the mole of the
HTICY, the |:-.'|.1I!||.-||.-h1p berween the apency
.||||.I rE'II.' ||'l|.'-|ii:|.I h'l:'l. LRI |[||!'h|r||“|.|
Mr Swamy's voice was always respected; his
wiews were sought after on each major issue
by all of s

Althourh Svamy wiss senlor o fine 1 age,
hie alwas .|.|_|._'|.-|11|.'.! iy pusiiion in tlw
pewspaper world. We remaingd friemls even
aiter BE= lebr HTA

Swamy was fifty when the lst Englishomom
in Thompson, John Gaymor, beft for Tatwan,
and Swamy decided to start his own agency
Yo may ired -.||H'|.-||.-||.I VersoTs ol the peasons
why he left thar peency, Bar my view s thai
bz always hisd @ zeal for entreprencurshap and
entreprencurial capaciey. He was enthusiastic
shoart inmovation and had an excellent
creative mind, All these and his dsgk b
ability woke up bully in him the 2eal o
F"'r.tlll\. '|1 il O I'n- W,

I recall thar the naming of the new aency
received the collective wisdom of senior
media peraonalities, myself included. The first
CpuesTion il this jursctun: wis what the name
il Ih:,' ORIy -||1||||.,| b, =i ol s feli
‘II.I' rJ'II.' FEATNAE 1{ H: .1';1.'|.|I||'|.' huh‘l I"'l.'l.'a"l'll.' o

branad by iself. S0 why not call the apency

You may get different
versions of the reasons why
he left that agency, but my
view is that he always had a
zeal for entrepreneurship.

B E fWAHTY |



R K Swamy Ad Agency!

Froan thie first dvy, Swamy wamned his agency
iy heve 095 (then 528} scoredication. As the
Chairman of the advertising committee of B8,

I went canefully thiroush his written admissions
arw] recommended 1o the committee thar his

('} |I'|I|'“|;H'|'9.' |"-|._- :m_'l._'v:ﬂ-;,ll..\l :r:_'J.'nn"iI!:IIi.-.ﬂ'l. '-!1‘.||-|5i'|r:m'.-1'|'.
Theere were a coupbe of hirches: first the practice
of giving provisional acoreditation w new
merencies, and second the need for the owner of
the agency to give 8 personal guamntee o B8NS
about payment within 90 days.

M Swamy could not reconcile himself 1o
the provisional status, mor was he o wealthy
man to provide a personal guarantee, being
the honest, straightforeand professional thae
b ws, 1'|'|||'|nj.: considerable discussion in the
committes, | stood by him, as 1 fele
professionalism could nor ever come inm
being as a full fledged business unless we
regarded his professional investment i mind,
in his integrivy and his leadership as equal o
fimancial involvement. We gave his agency
full accreditation from the beginning. My firse

professional encounter with him then was a

We gave his agency full
accreditation from the
beginning.

Lo Shwewre Sadt, K K S, Al Ko Serkor amad U Ben Tormen a2 the 3660 Aol Cleneral Mg of Aol Baeeas of (oo m [958

pest of my .t|":|!|l:l|' Tk :||,|.i|3-|,' li= homsesay and
integrivy and | am happy ro say thar over all
these years the agency has proved me righr.
As a newspaper publisher

I zrawved in toesch with his company, a sizable
agency in the South fir, and larer on an
ill-E |:|1L||.| |i.:u.'|. 'n.'l:u.'l:h I:!'u:_"g.' 1Ir-|.'l'll:'..| ar ||I.!'1'|.|.'
in Bombay.

Swamy and myself had a common interest
in ABRC. The position of President and
membership of the committee rotate among
the three parties 1o the burea and both of us
!I-II.'T".'I;,EI.I. 414 r!m |.'4|-||:I'|-'.'i| of AR - anad |'||.':h.i|;'-..:| (11
different times. He fought many a batle, as
circulation bigures have 1o be authenticated
through a rigorous system at ABC, and he was
never in favour of misleading clients, always
going by the rules and regulations of Anc.

Another area in which our paths
incersected was thar of our commaon interest
in the professionalisation of management, and
management education. Through the Madrns
Management Association, an affiliate of the
All India Management Assocition, he began
to contribure enormously 1o the proceedings,
deliberations and activities of AIMA.
| succeaded M K Baju (President aima, 1971-
1972), and distinctly remember the National
danagement Convention convened rhar vear,

Thiar convention and the one during my



tenure helped make the conventions a
mational institurion. The 31st convention was
held ot Mumbai recently, The foundation was
laid by some of us like M K Raju, kKS and
myself with much pride. When the turm of the
South came nexr, we considered Mr Swamy
tor the post and he became President ar a
young age, His contribution made the
management movement strong in India.

| was Chairman of ARG in 1982-1983 and
Swamy it Vice Chairman. We two also
managed ABC with an overlap ar a very
difficult period when newsprint became
scarcer than before, and all kinds of fudging of
circulation figures was being done.

Whenever we had meetings down south,
at Madras, Modurai or Kodaikanal, we would
enjoy the Sourh Indian food on offer. Ar
Madras, the food came from Swamy's
household, and we also had the privilege of
visiting that household. Swamy also took us
to many temples, especially in Madurai and
near Chennal,

Mr Swamy gave respect and
honour to his wife wherever
he went: this is one of two

traits that gave him stature.

Swamy's enormous belief as a Hindu
amazed me. Nothing in his life moved
without a prayer. He withstood thar test alsos
he died a happy man. Never once during his
liferime did he mention HTA in his
conversations with me, though | knew him
intimarely and we rravelled rogether in India
and abroad, often staying in the same horels.
Whenever we were together, 1 <aw him giving
full respect 1o Mr Subhas Ghasal, his former
collengue who becaime MD of HTA lter.

I recall with pleasure a trip we ook o
Indonesia. Mr ks and | attended che Asian

Advertising Congress in Jakara (along with
our wives) as the sole Indian representarives
when, becanse of foreign exchange
restrictions, only a handful of delegares from
agencies, media and sdvertizers could arrend.
The Vice President of Indonesia, who
inaugurated the meer, had been a fellow
student ar Comell University with me. He
ingtantly recognized me, and we were given
VIF treatment in Jakarta for three days, driven
arourkd with security vehicles behind us and
ahesd of us. When | introduced Mre Swamy o
the vP, hie told him he fele humbled tha

I gave him the first honowrs.

In Jakarta, the only food available
for the vegetarians in our little group,

Mr & Mr: Swamy and my wile, was boiled or
steamed rice. Mr Swamy always carried some
powders (milagai podi) with him and yoghurn
was available everywhere, so we managed
fine. | always used to kid him by asking him
how he remained healthy without caring,
referring thus wo his vegetarianism. His
response wias: "My belict as a Brahmin is that
I must remain vepetarian, but | am surprised
pour wife is a vegetarian.”

Mr Swamy gave respect and honour ro his
wife wherever he went; this is one of two
rrairs thar gave him seature, The other was
that he stood by his word. Right or weong, for
he was human, and could nor always be right,
hie stuck to his word and fully proved o be a
gentleman in every respect.

Mr Swamy has lefr behind wraditions,
imtegrity, and a work artivude thar is being
emulated by his sons who now run the
business. The agency has really moved with
the times, The fact thar his company entered
into collaboration with BROO shows how
progressive his company has been.

I haven't directly dealt with apencics in
the last twelve years and whenever | meet old
friends from the profession, we always end up
talking of the gloriows contriburion made by
Mr Swamy and the impressions he has left
behind for all of us. ®
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| had known Mr B K Swamy a2 a leading
light of the advertizing profesion. He came
into contact with me when the advenising
incdustry had in the year 197677 to represent
tor the God the cose Tor advertising, the atiliny
of sdvertising, the social and economic role
plaved by iL
Thiere wais at the thime an impression in
.{JL}'[ ' EL}{.I L) H-'hﬂ[ ) :[,th Parlimment that advervising was a waste of
money and time in a country of scarce
I{ ) f-'l L:' ':-J[{ ”-“-; resources, Tn onder oo dise LI '.ll.h'l:lTihll!lug.
the povernment introduced fiscal measures
such as disallowamce of advertising
|_':«.'pq'|1|.|:ir||rg' far 10y purpsises. Such actions
had @ variery of harmiful effeces on the
economy in general and individual unies in
imcdustry, Thee Indion Sociery of Advertisers,
the aaad, and s, all por topether to
represent to the government agsinsg
such moves.

In this representation which happened
e Th;:n ONGE, 1% thiesie disallowances |-.':.'["'I
coming back repearedly, | had occasson o
work closely with Swamy in the prepartion
of the case, lhl.- -.|n|.'1|||:|.-|.r||f:|lh|l'|. and the
actual representation itself, going and mecting
the ministers and secretaries. Swamy and
| were among a group of four or five.
| was then the Managing Director of
Hawkins. He was already running his own
agency. We worked pretty close together and

came to know and respect his tlent, his

integrity, his determination and his skill in

e ranEsion, We became ["nll:l:s'nl'l'llhﬂ

o
) 4

colleagues and friends.

e HEEEE _
Later, in the mid- 19805, Hawkins were

looking for an agency o do their advertising,

ARAHM UAIUDENA They thought of K K Swamy Advertising

{ hammzan
Hawdeins Cawsboers Limsioad, Mumbsai

We worked pretty close
together and came to know
and respect his talent, his
integrity, his determination
and his skill in persuasion.



Asgociates - in its pre-BROO days - and invited
Swamy over to Mumbai. | recall the occasion
with much plessure: He responded 1o our
invitation and we did nor take much tme 1o
arrive at a decision. | sipned the contract on
behalf of Hawkins and Swamy on behalf of
his agency. The contract i still extant, but we
have never had a chance 1o take recourse 1o
it or quate chapter and verse. Our
relationship has grown in confidence, munaal
respect and utility. RS left the day-to-day
operations of the account to his son Shekar
and we never had occasion o go back to the
old man and say, "Why don’t you look into
whart vour agency is up tof” I has been a very
pleasant association, personally with ks,
and professionally with Shekar and his ream
in Mumbai.

We also worked wgether on the
Advertising Srandards Council of India or
ASCH of which | was the first Chairman and
Swamy followed suit within four or five years.

During that time, he shared with me his
vision and professional standards, his
commitment to truth in advertizing and his
belicf in the supremacy of the consumer.

His major contribution to advertising was his
advocacy of issues Hﬁrcling the indus-tr'y. his
representations o government and the INS in
defence of the industry, whether it was the
tax laws in force or issues :inw;fving the
accreditation of agencies and the credit
penod allowed 1o apencies.

The contract is still
extant, but we have
never had a chance to
take recourse to it.

When Swamy made the transition from
I'WT manager o entreprencur at the age of
30 taking a principled stand, he set an
example to many in the industry, particularly
in the ethical and professional standards he

He set an example to many
in the industry, particularly
in the erhical and
professional standards.

established. He did not compromise his
poersonal values in the pursait of business.

He successfully combined che family aspects
of managing business with professional
partners, culminating in the partnership with
BRIy, To this du!..'. the collaboration remains
an unusual hybrid between the langest agency
in the world and a family business.

Swamy worked hard to establish the valiee
of advertising in the minds of a numbser of
new sectors, pioneering the propagation of
public secror advertising, when he convinced
organisations like BHEL and HMT 1o advertise
on a considerable scale.

He will always be remembered for his
personal involvement and commitment to
excellence, his relentless devotion o whar
vught o be done. ®
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He became sage-like

L VASUDEW

Formaer Uhastrman & Manaping Directon, Indian
Adelenes & Madrs Fertlizer Lad anad o Prosiden,
Kantia Convmaliants & Execative Conauliant, .l"|.||'\l|.|
Ereergy Sysrems Limiced

I hand resigned as Chairman & Managing
Diirector of Indian Airlines and returned o
Madras by the Tamil Nadu Express, This was
in May 1993, Among the first friends to call
me was Mr. B K Swamy.

| said “friend” but at that time, 1 really
knew him only as my father's friend. My
father and Mr. Swamy were contemporaries
and had immense regard for each other. More
than that, as Mr. Swamy would point our
from time to time, they shared similar midlife
crises like | was facing ar char time of being
in the late forties, with a young family and
no job!

My father had resigned from the Tnadian
Chverseas Bank afver over 25 vears of
distinguished service. In similar fashion,

Mr Swamy had resigned from ). Walter
Thompson after having steered it to the
numero und position in India, Both hesd
resigned on principle for having been passed
over to the top slot despite having been
largely responsible for the preeminent
positions of ther respective onganizations.

| had also resipned on principle thar the writ
of the CEO war being undermined by a niew
Minister of Civil Aviation in toral contrast o
his predecessor who had hired me. And so,
Mr Swamy saw several parallels in our lives.

Both men went on to seek new
opportunities and oo make a grand success of
their new challenges. My father, the lare
Mr O Lakshminarayanan, joined the lndian
Bank and by the rime he had revired s
Chairman and Managing Director, he had
rransformed it fundamentally, Thar er is
still ralked abour with reverence. And
Mr R K Swamy went on to found his own
advertising agency that became a new star in
the adverising scene in an unbelievably shor
time. The point of this story, as Mr Swamy
would say, is that the future is never finished.

The future is never
finished. Only the past is!



Omly the past is! And that a midlife crisis is
just what it is and thar | should ger on wich
lthe just like they did!

While my father quietly faded away from
enymgement with the corporate world after his
rerirement at 60, Mr Swamy continued his
professional life with zest and energy almost
to his last days. In fact in 2001, when he was
awarded the Life Time Achlevement Award
by the Madms Management Association, he
was just 79 years young! And so, he remained
of the scene even as | had begun to acquine
SHIE SENIOFIDY a5 a pmfcﬁinnnl. So much so,

I had occasion to interact with him as my
contemporary as well.

[ recall thar when | had mken over Madreas
Fernilizers as cun, Mr Swamy made a fine and
luckd presentation of sdvertising strategy that
showed how deeply he understood fertilizers,
the product, the market and what influenced

Time and age were no
barriers to Mr Swamy as his
professional life showed.

purchasing decisions! A thorough soudy of the
backiround. mcisive analysis and insighr ...
finally crowned by @ creative burst of stranegy,
was characteristic of the man in whatever he
did in life, be it advertising or anything else
he took upon himself.

Later, when | assamed chiarizse as Cily,
Indizn Airlines, he made a courtesy call ar
the 1a headquarters in Delhi, regardless of the
fact that | was some twenty years his junior
age and professionally! In face, time and age
were no barriers to Mr Swamy as his
professional life showed.

They were no barriers either ro friendships.
Care and concern he had for people across
the whole age specrrum. He would interact
with a young person with as much regand and
dignity as he would with someone of his gwn
age. He believed in the continuum of life

beyond the mortal human frame and
respected the soul in each person. He also
believed thar there could have been some
connection with an individual in some
previous incamation. Perhaps this is the only
explanation to Mr Swamy’s call o me that
morning after | had retumed to Madras from
Delhi by the Tamil Madu Express. Pechaps,
this is the only explanation to the love and
affection he showered on me like his own son
in spite of the fact thar | had done nothing
for him then, of ever after!

Mr Swamy gave me an office close to his
with a telephone and unrestricted access w
all his staff and facilities in B K SWAMY BRI
[ was free o work on any project for anyone
and establish myself a2 a freelance consuliane.
| shared many lunch breaks with him when
e would discuss practically everything under
the sun. He was a good raconteur, drawing
from his ample and rich experience as a
professional. And, aften, to drive home a
paoint, he woukd recall a story or two from the
vast Indian mythology and the puranas. These
stories would be not only ape for the sinuation
base also inreresting in understanding how and
why humanity is the way it is!

Diespirte his deeply religious nature,

Mr Swamy held a catholic and inclusive view
of life. His Vaishnavism did not preclude him
from building relationships with people of
other kbackgrounds and faiths. Some of his
close and trusted friends were from other secrs
and B K SWAMY BRI 85 an organization bhas a
collection of people of different beliefs from
different parts of the country. For many like
me, it was Kamala Joseph who was the face of
R K SWakY KOG, because she was for years,
the person you saw first when you visited its
corporate office. And, what a warm, fnendly
face ar that! 1 do not think Mr. Swamy or
anyone else in his organization, ever thoughr
of her as Christian, Kamala was, and is, very
simply, Kamala!

Mr Swamy was a liberal in his economic

perceptions. In a short monograph in July
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As much as he was
committed to building the
future, he drew inspiration
from the wisdom of the
very ancient.

1992 vitked “maria: How To Suceeed Withour
Tears™ he observed that India was weighed
down by public debt, internal and exrernal,
which at that time was estimated at

Rs. 360,000 crore. He felr char if rhis could be
liguidated somehow, India could be freed of
irs massive interest and subsidy burdens,
which were esting into government revenues,
leaving little for building enduring national
assets that could generate revenues and
create employment.

He believed this could be done by
systematically privatizing in three to five years
somve of the 236 public sector unirs, whose
rodal marker capitalization wis conservarively
catimuted ar Bs, 1,375,000 crore ar that time.
He was very clear of course that this was not
going to be easy given the widespread
opposition it would face from all quarters
inclhsding from within the ruling parry, which
was at thar time a Congress led coalition
under P Y. Warasimha Bao oz Prime Minisrer
and Dr Manmohan Singh as Finance
Minister. He believed however that those thar
opposed rthe idea needed o be “educated” and
persuaded to accept that privatization is
merely o change in the ownership of assets
within India, and thar PSEs would only
become widely held public companies as are
Tatas, Birlas, Mahindras, Escorts, to name a
few. If they are persuaded w accept the view
that they can have the cake and eat it 100, it
shiould be possible to make the change
positive and beneficial,

He believed that there was enough
liquidity in the Indian investing public o
subscribe to the new public sector shares

“because they will see in them a new kind of
gilt-edged secunties™ and thar as the British
experience had shown, “the administration of
the newly privarized PSEs will undergo a sea
change to become more productive and
profitable and, therefore, the economy as o
whaole will benefir."

I retrospect it seems thar Mr Swamy had
a prophetic vision! His suggestion has been
implemented in principle if not in full
measure by successive governments regardless
of their political hue. Yer, as an advertising
man, Mr Swamy may have been disappointed
that no government in India his seriously
applied itself o educaring the polity on public
policy. Except for advertisements in the media
at election time, usually 1o promote the
povernment of the time, like the ‘India
Shining’ example, there has been no attempr
to agitate, invite debare and forge a final
consensus on crucial economic issues like
disinvestment of the public sector or pricing
of public goods like electricity for instance.

Thougth 2 man of advertising, Mr. Swamy
was deeply religious. While a devour
Vaichnavite, he established endunng
relarionships with people of other faiths.
He engaged in renovating historical temples
as much as in building places of modem
scientific learning. And. as much as he was
committed 1o building the futare, he drew
inspiration from the wisdom of the very
ancient. | realize that | may be inviting
ridicule, bur i is rrue thar Mr Swamy would,
from time to time, engage in dialogue with
thiz ancient LL G whio, he believed 1o be S
Suka Brabmamaharishi. And this, he would
dos, live and m real vimie and 1 have been
witness. Excepr, that | have no proof 1o the
ilentity of his interlocutor. Whar | know
however is thar this interlocuror has grear
power thar defies mrional explanation, and
like a time machine, can see events of the
distant past and foretell evenrs to take place
in the future! Whoever this grear personalivy
ts or whatever this phenomenon s, may [, for



want of any better deseriprion, merely call it
the *Entity'!

The midlife erisis | referred to earlier made
me sce that there may not necessarily be
lowrical cause-effect relationships i life. Or, if
there is, it was not evident in terms of my
own copnitive life experience. And =0, one
evening, Mr Swamy asked me 1o put away
reasoning and logie in suspended animation,
aned visit a small, unpretentious place in
Mungambakkam, Madras, called Sri Suka
Brahma Maharishi Ashramam. In a small bur
brightly lit room was a young man in his mid
thirties, wrapped in a green silk dhoti and
reading out from a sheaf of pages! This was
Kumaar Guruji reading out the words of
Sri Suka Brahmamaharishi. The linguage wis
archaic Tamil, very allirerative and initially
difficult to understand. Examining the pages
| found them blank! In effect, Kumaar Guruji
was reading our the words of the grear sage
ot of thin air!

Mr Swamy asked a question concemning
me and the words of the sage were that
| shoulbd firse pay obeisance to Goddess Durga
for 42 days before he would give me a detailed
reading of my life. | thought | should rest the
sage out and 1 did visie the Kapalecswarar
Temple at Mylapore for 42 days, though
having been a long-time atheist [ felt
embarmssed and often looked over my
shoulders to see if | would be spotted by
friends! But soon, | had begun to enjoy the
visits and was too absorbed by the peace and
ambience of the temple 1o give credence o
the epo.

After the ‘humbling experience’ of these
visits, | returned for another question and
answer session with the sage, together with
Mr Swamy. The words of the sage were duly
recorded on a casserte tape, The couse and
effect disconnect in my recent past was
ascribed to karma or consequences of past
actions in a different incamarion; but the
good news was that the worst was over. | did
not know whar to make of this, but the

language of the sage or the Entity was so
sweet and compassionate that | kept retuming
v it from time to time over the years from
1993, And from then on, | made many major
decisions that were conrary to my
rationalistic way of thinking but our of faith
in the wonds of this Entity. These decisions
turned ot right all the way!

About two weeks before Mr Swamy passed
away, we spent a long evening together.

He had just then been discharged from
hospital after a life-threarening crisis.
Uncharacteristically, he was reminiscent,
speaking of his life and the sense of
satisfaction he felr at how it had unfolded.
He was particularly happy at how his fledgling
agency had become a major player in the
advertising world and how it would continue
1o be a force to reckon with after his time.
He was pleased also with the outcomes of his
various other interests in education and
religion. Put these were not words of any
Premomirion, @ hi l:xrur_l:u! s fully recover
and complete some wnfinished missions. | also
met him late one evening to say thar | was to
e away for three days ow of Chennai on
rour. He was unusually quiet and hardly
spoke, He was absolutely alert but
preoccupied and nodded when ©sakd | would
see him immediately on return. He passed
away the next moming quietly and with
dignity after his customary prayers.

Mr Swamy was a great personal friend
though he was so many years my senior, | mis
him, his great warmeh and affection and of
course his wise counsel. Every time [ visiv the
R K SWAMY BEDO corporate office in Madras,
| step into his office and, in my mind's eye,
| see him sitting there with his beckoning
smile. He is gone for sometime now, but
I still feel his presence now and then, Such
was B K Swamy. &

ALK TWRHY IS LIFE & TIMES



Father figure

DR VASANTHI VASUDEWY
Fevmser P 1j® ol Ser Sin UM Ty
Kalalavs Senior Secomdnry Schaool
Fomiahet Chmimis L:alnll'\q s -..I.h. Ex
ared Services, Chenmas

I met Shri B K Swamy when iny
professional life was ar crossroads and 1 was
looking for direcrion. To me he was my
father's esteemed friend and ro him | was o
qualified and ambitious young woman.

I mer him in a very formal context;
| was being interviewed 1o assess my
suitability to take on the mantle of Principal
of Sir Sivaswamy Kalalava.

The school represented his dream and
viston for 2 Lst Century Indian education. In
it he had made a huge emotional investment
and through Kalalaya he hoped 1o realize the
erystallization of his educational leadership.

O thar evenrful day, | spent more than
five hours hearing him sculpt his vision with
the eloquence of a poet. He marketed his
dream and drove home his definition of whar
Kalalaya should be, with illustrations of
stories from mythology and verses from the
Gita and the Viedas char pushed forth like o
mountain cascade,

My dishelief knew no bounds when he
i'd'il], "'Ir|_||u arc a very L'\J.l:ll.'ilh."l.! ]al.ll,', |1|:-|d:r|g A
string of degrees, and 1 have barely had any
formal educarion; | am illiterate by your
standards but | have the wisdom char life
has given me.”

| have often reflecred on these wonds. IF
such enudition could be learnt from life, then
why bother 1o build schools! But my
expericnce in schools has also taoght me thae
there aren't too many students in the school
of life or in the classroom like Swamy, with
his akilicy for lite long learming.

“You should lock after Kalalaya like your
own child and make every child unigue in
whartever he or she is born wich, and [ will
spPOoTE Yo in this mission.”

This was the promise of trust that
bonded us in a relationship thar had
many dimensions:

Boss and Mentor: he was the President
of the MNational Boys' and Girls' Educarion
Society that governed Sir Sivaswamy

Kalalaya Senior Secondary School and



A superior mind goes one
step further. It synthesizes,
connects and finds
commonalities amongst
dissimilar entities. Swamy
was a great synthesizer.

I was the Principal.

A concerned 'Father', who welcomed mie
into his heart as o daughter. He puided,
adviged and directed me in many a critical
decision in my personal life. In fact his
rational and modern outhook combined with a
philosophic acceptance of desting and karma,
helped me 1o sort out many sticky emotional
and personal sicuarions. His kindness and
empathetic acceptance of me gave me the
confidence tw move on with life and 1, like a
daughrer, held on to his supporting hands ar
CVETY Juniciune,

A Guru, who inspired me and taughr me
the povs of a larger existence for o cause,
built on conviction without fear of pain
or hardships.

He pracuised purposeful living and his Life
became my Teacher.

His ability to include and integrare was
remarkable. He ¢reated group minds thar
imagined whar he would like and what he
would say, and tried to be like him, nor out
of fear but oun of admiration,

He adopted a forgiving artitude o erring
or recalcitrant colleagues and even pur up
with disrespect and insolence. Totally
unmindful of his hurt, he remained gloed o
his goal of public good ar che cost of
persomal pain. His ability o look only ar the
positive and marginalize the negative was
truly amazing!

Swamy was a rare example of wholesome
and expansive parenting. He made me realise
thae biological contriburion alone need not

make one a parent. He was a father to so
many of us! He anended committee meeting:
unmindful of his physical aillment and pain
arwl conducted the proceedings withour any
fuss. His indomitable spirie always camried

the day.

The humian mind is good ar analysis and
classification. When we create groups, we
do so by differentiating one from the other.

A superior mind goes one step further. |t
synthesizes, connects and finds commonalities
amongst dissimilar entities. Swamy was a
grisat synthesizer.

He was able to reconcile his devout
Vaishnavism with multiracial tolerance; his
egalitarian principles, which made him
advocare flat onmnisarional structures withour
inequities in compensation and privileges,
went hand in hand with his belief in
capitaliam; thar quality comes with a price.

In his mind, there were no paradoxes. He
saw wellness in everything and everybody and
he built on their strengths o guide them
rowards a goal. And once he saw others'
own his goal, he willingly ook a backsear
and made others feel thar they were the
drivers! Evervthing was integraved in
supreme inclusion.

R K Swamy was able ro bind his
colleagues, friends and associates in bonds of
godliness and | suill see him like Lord Kridhna,
the Universal Father, preaching in a voice
gentle but firm, the gospel of Karma: Do your
dury ar all vimes and the end will be the
logical fruition of your effor!

To conelude:

Andd father 1o me and to many others

as well

And also elder brother 1o svery other

wirldudde

Who by the providence of comcidence erossed

his path

Crr run with him along and become mspived

Far the vese of his Life without mtermpeion

By ome who well remain and aluays

Temain forever, B
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He was a dear friend, a very
clearheaded man, an excellent team
leader, who knew what he wanted and
b set out to achieve it. There was no
e bt ha A4 messing around, no changing his

edeian Levee 1yind and he never played any games

and Messbey of 1he Boanl, Vodin
with anybody.

Mr Swamy’s campaigns resulted in the Government
and people of the country recognising BHEL and

Madras Refineries as premier institutions serving the

country and achieving the objectives set forth for the ™5

public sector. The morale of their employees weng up ¥ ® PEEwADAYALY

Former Chasnnes

as they felt they were participating in nation building. §Vaossns Decror

? - & Foemwer Esecitive Deeous
His eloquence, deep commitment  Bhas Hony Eectricals Led

to the task, and desire to satisfy customers were the
hatlmarks of his personality.

He was widely regarded as a
Bhishma of the advertising induistry. He pave
his ideas libevally even to his adversaries.

He has left behind him a great institution which
R ERISHNAMOORTHY 3 =
Fonmer Adwocte Geeensl 4uil] seve as @ constant veminder to all of us that

Seatr of Tamil Madu
by sincere and dedicated work we can attain
pre-eminence in whatever field one chooses.




‘Impossible’ and “difficult w achieve'
were words not found in his
dictionary. He was a thorough person
| never yielding to fatlwre, who had
WARKE MM A eremendows will power o live and do
Saubatam Lyt Limeted the best he could and wanted to,
[t was this will power, absolute faith
in God, and planming in a big way,
working earnestly to achieve it that
sustained him so long in life.

His strategic vision and knowledge
application saw him emerge as a leader in
widely diverse fields: corporate or
professional bodies, social organisations,
religious missions, to name a few.

progressive and reformative. Like all
puzzles, the riddle of Sri R K Swamy is
enchanting. It behoves us to emulate his

Sictor Acvocms . PASSION Jr;”’ L’-‘WL’“EI':IFE' in all the fields of
& Protadena, Natimal Fow’ it " " . f
Prowdeas, Naknal Bovi ucrivity that he adormed, including

Chesnal  oelyication.,

Sri R K Swamy was Whig and Tory alike,

FT MALLIK
Former Vi Prosident
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A completely self-made man and a
man with a mission, constantly
espousing the causes he believed in.

: He was a tower of strength to the
E 5 NARAYANAN

ananatanan Madras Management Association,
Chemplast Sanmar Limited

Myr Swamy was a friendly personality.
He would never speak ill of

anyone and said all the good he

knew of everybody.

W O HARAYANAN
Fosnse s { haisman

anad Mansgng Dhrecoor
Chaochyeat India Limised

He was as religious as he was
spivitual. In him was an ideal blend of
the values of veligion harmonized with
secular values and spiritual traits.

K PARASARAN

Senlor Advocare

and former

Avrrmey Geneml of India
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He preferred loss of business to loss of
credibility because he very strongly felt
that no price cowld be put on a man'’s
credibility.

He built his empire by nurturing human
relationships. He embellished all
relationships with a personal touch that

magde all of us feel special.

His life has taught me a few lessons. Take
gvery challenge as an opportunity; never
take anything lying doum; be meticulous in
whatever vou do; research well before you
make any presentation and that age is not a
barrier to dreaming.

A binding force.

RADHA RAJAN
Jamenl S bty
Wigll Pahlic Oypinaan Forum
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He would extend his helping hand to
any project that would be beneficial to

education and to sociery at large.

Eager to contribute to society in every
HEMALATA RAMAMANI| 'Fi i LI - L ¥ L_ ’
st b Momber P = ] Foge = 5 3
it n.u.w"m way passible, he could pic ]'-h_,t]i‘l ﬁjr
Girl' Bdocation Soceny  the awork to be entrusted, bring out the
best in them and make them do the

work praperly,

He was a nice man, decent. wedded
tor his task and an able administrator.

ATHMARAM SARADGI
Formerdy Achvies Corporate
Tha Tames of [ndia Giroop
Mlanaging Dircoros

& CH0 5TF Limsed

He was responsible for organizing the mrand
function at Ahobilam in commemoration of the
completion of 600 vears of Sri Ahobila Math.
But for his initiative in organizing this function,
o T sesuankl Ahobilam, which was not known o many until
Madons High Courtthem, would not have become a household name

it is to every one today, and attract huge crowd.




FADMA
SUBRAHMANYAM

Dhirecror, Mrithvadana
Chennai, Dancer &
Reszarch Scholar

K A VARADAN
[
Former Chicf Secretrny
Sikkem

Sri Swamy became extremely
successful in business withowt
sacrificing the basic values of life
and heritage.

Let the present and future generations

endeavour to follow the value systems

he believed in. He excelled in each of

In whichever cirele Sri Swamy moved,
he became the centre of attention. He
was there o propagate cheer, wisdom
and encouragement. | have seen him
in close family circles, congenial social
sitwations, sophisticated professional
presentations and formal, intensely
veligious occasions. In each one of
these differing situations,

Sri Swamy always played his role
appropriately and with good effect.

his varied roles.

F UNMIEKRLSHMNAN
Foarmeer Wanaging [heecer
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R K SWAMY BBDO burst into the
world of advertising as R K Swamy
Advertising Associates on April 2,
1973. Within the first few years itself,
through its phenomenal growth, it
emerged as one of the top ten
advertising agencies in the country, with
offices across India.

Following a contrarian path, the
Founder Chairman and Managing
Director, Mr R K Swamy focused on
converting public sector enterprises to
meaningful advertisers. Companies like
BHEL, ONGC, HPF, HMT, HEC, IPCL, BEL
and others came into the limelight
supported by his efforts, with some of
these enterprises featured as successful
case studies in management institutions.

R K SWAMY BBDO reinvented itself
completely as it went on to serve clients
drawn from the Indian private sector
and multinational corporations,
contributing to many a brands' success.

R K Swamy promoted the HANSA
companies to offer Marketing Services.
Today, HANSA Research is the largest
Indian-owned independent in the
business. Other HANSA offerings cover
Television Content production,
Outdoor Media management, Events &
Activation, Consulting, Medical
Education, Retail ID and InfoSource.
Taken together, HANSA represents one
of the most comprehensive and fastest
growing marketing services groups in
India.

Following the contrarian footsteps of
its founder, the Group has set up HANSA
Marketing Services USA, Inc. to cater to
the largest and most competitive market
in the world.

With its unique work culture based
on a sharp focus on solving Clients'
problems, and the strong base it has
created in terms of its people and
customers, the Group is set to write
exciting new chapters in the current

global environment.






He was a dear friend, a very clearheaded man, an excellent
team leader, who knew what he wanted and set out to
achieve it. There was no messing around, no changing his
mind, and he never played any games with anybody.

JCJHOPRA

Mr Swamy's campaigns resulted in the Government and
people of the country recognising bhel and Madras
Refineries as premier institutions serving the country and
achieving the objectives set forth for the public sector.
The morale of their employees went up as they felt they
were participating in nation building. His eloquence,
deep commitment to the task, and desire to satisfy
customers were the hallmarks of his personality.
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