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President’s Thoughts

JMUB Jayasekera
President - AAT Sri Lanka

It is with great pleasure I pen down these words to the members journal, 
In-Search as the incumbent President. These ideas are expresses to 
encourage members; the upcoming professionals to face the challenges of 
a rapidly changing global economic environment.

During my two year tenure 2016/17, my target is to take this prestigious 
institute to greater heights. With that in mind, I have presented the 
“Way Forward 2016/17” which has been approved by the Council 
for implementation. One of the committees newly introduced under 
this programme “Skills Development and Member Benevolence” 
with the objective of, “opening avenues for AAT members to enhance 
communications and IT skills with a view to aligning them to leadership 
goals as well as coordinating benevolent activities of members”. 

Regular publication of the Members’ Journal is one of the main activities 
coming under the purview of this Committee. Through this journal, 
members get the opportunity to showcase their talents by writing articles, 
conducting interviews and publishing their research findings as well in 
addition to learning from the experience of others. This journal would 
thus steadily pave the path for all AAT members to upgrade their skills 
in many aspects. 

I take this opportunity to express my sincere gratitude to the Chairman 
and the members of the Skills Development and Member Benevolence 
Committee for their hard work in producing this journal. Let me also 
thank all the article writers and organizations who contributed in various 
ways to make the publication a success.  
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Message
Chairman

Some changes occur suddenly naturally which some 
are thoughtfully planned. The Skills Development and 
Member Benevolence Committee happens to be a newly 
planned initiative of the present Council to bring about 
changes in AAT Sri Lanka. It has been identified that 
development of soft skills is equally important as much 
as technical skills in the current context, and pursuing 
this objective was assigned to the Skills Development 
and Member Benevolence Committee. The Committee 
accordingly, focused on improving the communication 
& presentation skills of AAT members through various 
initiatives. InSearch is one such initiative launched to 
build a platform for authors to give life to their novel 
thoughts and ideas, and share with the membership.

We were successful in adding a few salient features to 
this Volume, resulting from numerous positive feedbacks 
received from our enthusiastic members. This is the first 
volume featuring trilingual articles, and it is indeed a land 
mark development. It will open the forum for members 
to fulfill their urge to write articles without any language 
barrier. We hope members will explore this opportunity 
in the future.    

GOVERNING COUNCIL OF
AAT SRI LANKA -  2016-2017
Mr. J.M.U.B. Jayasekera - President
Mr. M.J. Magdon Ismail - Vice President
Mr. Indraka P. Liyanage - Secretary 
Mr. W. Lalith T. Fernando - Immediate Past President
Mr.  H. L. P. Dayal Abhayasinghe
Mr. J. A. Choliya De Silva
Mr. Naleen Dhammika De Silva
Mr. Sarathchandra Ilayperuma
Mr. P. Jayasekera
Mr. H. M. Saman Siri Lal
Ms. F. S. Naayila Marikkar
Mr. Somasiri Munaweera
Mr. K. L. Jagath Nandana Perera
Mr. Sunil Wanigabadu
Ms. M. Kamani Perera
Ms. J. K. N. Samanmalie

EDITORIAL BOARD
1. Vijayapala Sinnathamby - Chairman
2. H.T.Dhammika
3. G.D.K.De Silva
4. T.A.H. Thalagala - Secretary

 How to reach us: Please forward your articles, 
advertisements and comments to thalagala@aatsl.lk or 
Phone 0112 559 669 Ext. 502

 Views, opinions and statements published in this journal 
are those of the respective Authors/contributors. The 
AAT Sri Lanka is neither responsible nor does concur 
with Authors/contributors unless otherwise stated.

 Copyright © 2016 August by The Association of 
Accounting Technicians of Sri Lanka

EDITORIAL
This is a time of great changes for 
productive developments. The young 
professional today is an individual, 
is a real person with feelings of self-
respect, sensitivity, responsibility and 
compassion. We need to recognize, 
appreciate, applaud and foster the fine 

blend of sensibilities in a young professional – and thus this 
‘InSearch’ is to be viewed as a launch pad for their creative 
urges to blossom naturally. 

InSearch will continue to disseminate the knowledge hub by 
producing more and more thematic articles in future.

My thanks are due to the committee Chairman, editorial 
board, authors, AAT Members and staff who have been of 
immense help in breathing life into these pages.
Good Luck.

Vijayapala Sinnathamby
Chairman, Journal Committee

Skills Development & 
Member Benevolence 
Committee

I would like to take this opportunity to thank authors for 
their efforts in lifting the quality and standard of InSearch, 
and also, thank the well-wishers and sponsors for their 
guidance and assistance. Further, I would express my 
gratitude to the InSearch Journal Committee chaired by 
Mr. Vijayapala Sinnathamby for their tremendous effort 
under difficult conditions. 

We look forward to your valuable feedback to take 
InSearch to greater heights and lift the professional image 
of the Association. 

Dayal Abhayasinghe 
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H. T. Dhammika
MAAT, ACMA (SL), 

BSc (Public Mgt.) Sp. (USJP), MBA in Finance (Col)
Factory Accountant - Paints and General Industries Ltd

Impact of Technology on
Accounting Industry

Abstract
The aim of this paper is to identify the impact of rapidly changing technology on the Accounting industry 
and to point out the dominant role technology plays in the accounting profession. Further this paper 
intends to emphasize the importance of having updated knowledge about technology for accountants in 
the modern day as it will equip them to perform the functions in their job roles better.

Key words- Technology, Accountancy, 
Accounting Industry, Accountants

Introduction

Technology is one of the most influential 
tools, which transforms the world into a 
much more complex place. It is observed 
that today technology positively impacts  
on all aspects of industries, be it 
manufacturing or service sector. Industries 
within those sectors have been affected 
by technology. Professions like medical, 
legal, and accountancy have reached greater 
heights with the introduction of technology  
into those professions. It is important to  
note that technology can be applied at 
different levels in different industries 
and professions. Continuous change of 
technology creates both opportunities 
for further improvements and greater 
competition than ever in industries or 
professions.

About the past

Gone are the days in which accountants used pens, 
papers, and calculators to record the transactions 
in books and verify the accuracy of ledgers, that 
consumed considerable amount of time and money. 
Also, traditionally accountants had a limited role within 
organizations since they were occupied only with routine 
accounts work. Due to such limited role, they stagnated 
at one level without much exposure to the core operations 
of the entity as opposed to professionals of other expert 
areas who had greater opportunities in the business entity. 
However, developments and innovations in the field of 
ICT  have moved the accountancy profession towards a 
platform, which is highly sophisticated thereby marking 
tremendous improvement in the entire business sector 
and in the role of the accountant. The benefits derived 
from technology are both financial and non-financial. 
Especially with the introduction of accounting software 
packages, the time factor has been reduced remarkably 
in line with the long term cost factor. Today accountants 
are no longer the number crunchers that they were 
pictured to be. Technology has changed the shape of the 
Accounting Industry. 
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At present 

Today’s role of the accountant goes beyond preparation 
of financial or management accounts. Technology takes 
care of such functions ensuring greater accuracy while 
reducing the margin of error which cannot be manually 
achieved due to continual improvement in computational 
power and multi-tasking ability of computers. The modern 
day accountants are professionals who have assumed 
diversified roles and have become part of strategic 
planning teams. Now, many accountants are positioned 
to give advice, develop new processes, and project future 
forecasts which a computer cannot be expected and 
trusted to perform. This clearly shows how the traditional 
accountant’s role has changed in the modern business 
environment requiring them to be thorough in such areas 
in order to ensure that future accountants are aware of the 
modern tools used in the accounting industry. 

It is important to note that changes in technology have 
not been embraced by all professionals in the same way. 
While some accountants still use the Microsoft Excel for 
accounting purposes, many others use ERP  systems, 
which are linked with the modern day cloud technology 
and mobile working concepts which guarantee greater 
flexibility over data entry and quick decision making 
while creating additional risk element for data security as 
well. Data security is of paramount importance for any 
institution, where accountants are expected to manage the 
flow of company information and retain such information 
only within the permitted personnel. This threat goes 
beyond the scope of computer hardware and software. 
Due to improvements in telecommunication industry 
with technological innovations, Internet, Intranet and 
Extranet have become key ways and means of sharing 
company information where possible risks need to be 
addressed explicitly and the accountants’ and auditors’ 
involvement as a user and administrator is mandatory. 
Therefore this risk is one of the major challenges for 
accounting industry since every company is trying to 
move towards a paperless working environment where 
entire documentation process has become electronic.

Application of technology

It is interesting to note that young prospective accountants 
believe that basic knowledge about computers and office 
packages along with special accounting software is more 
than enough to secure their competitive position in the 
job market and perform their duties as accountants. 
But in reality the job market is such that all prospective 
accountants cannot be employed in one industry 
whereas they have to work in different industries where 
application of technology varies to a greater extent. On 

the other hand, professional accounting institutions 
and academic institutions cannot reasonably cover a 
considerable number of industries during the limited 
time period of their programmes to educate students 
about such industries and impact of technology in such 
industries. 

Let’s think of a hypothetical situation where you are a 
recently qualified accountant working for a diversified 
company having a hotel chain, building construction and 
agro businesses. This may be a dream of any accountant 
to serve in such a diversified entity. You are assigned to 
a group project evaluation team, which includes other 
professionals like engineers, legal advisers etc to evaluate 
the use of renewable energy due to recently unexpected 
power failures and sages. In such a situation you may 
find yourself in a great mess if you are not familiar with 
the technical jargon (Energy audits, cost reduction plans, 
evaluation of the different renewable sources) where you 
are not in a position to get direct cash inflows and out 
flows so easily as what we have learnt in project appraisal 
during capital budgeting. This simply shows that the 
dream is not so beautiful. You have to go a little bit further 
into technological aspects such as solar energy, life time 
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of such energy sources etc. It is inevitable that this will 
also become part of technology in the near future. It’s not 
essential that an accountant has a thorough background 
knowledge in renewable energy or any new area which is 
linked to his job role. What is intended to be highlighted 
is that he needs to have some kind of a basic knowledge 
about the trends in the present environment, in his 
industry and profession and the projects he is involved 
in. But as accountants & prospective accountants, having 
developed an interest in technology would be a big plus. 
This can be further elaborated from two aspects.

• With the interest about the industry and the technology, 
one can widen his knowledge base about the duties 
which he performs. Especially this is helpful for 
accountants to go up in the corporate ladder with a 
more comprehensive knowledge about the industry.

• On the other hand, Accountants need to have the 
required knowledge to justify the expenditure 
approved for any improvements or modifications in 
terms of technology. Otherwise Accountants have to 
profoundly depend on other parties’ views to make 
decisions, which is very risky in the present context.

What is expected from professional 
Accounting Institutions

According to the   AICPA , anyone who wishes to become 
a CPA  must keep up with emerging technologies. This 
shows the relative importance given by one of the leading 
accounting bodies to ensure that its members are having 
updated knowledge about the technological innovations in 
the industry itself as well as in the profession. Fortunately 
the immense importance of updating students’ and 
members’ knowledge about modern technology, has been 
clearly identified by most of the professional institutions 
in Sri Lanka. To facilitate the existing and prospective 
Accountants and Accounting Technicians, the professional 
bodies need to focus on the importance of this aspect and 
update their study programmes and CPD  programmes 
in order to ensure their students and members are on par 
with the technology.

Conclusion

Therefore as professionals in the field of accountancy, 
are we ready to adapt the challenges coming from 
technological advancements, which transform our 
Accounting job role in any industry, which we perform. 
Such a transformation doesn’t mean a mere replacement 
of type writers with word processers and Calculators, 
ledger books with the spread sheets. This is what has 
happened on many organizations where technology has 
adopted just as a fashion, instead of getting the gigantic 
benefits offered by it. Here technology provides benefits 
in much broader aspect. But it is important to understand 
that Organizations embrace the technology in different 
faces and different levels based on various factors such 
as cost, relative benefit, current available resources etc. 
Therefore institutions and individuals need to use the 
technology to enhance the performance while generating 
competitive advantage over other firms. Finally are you 
ready for this challenge? If we Accountants don’t adapt to 
the changes, we will be left behind. 

References:

Topaccountingdegreesorg. Retrieved 14 July, 2016, from 
http://www.topaccountingdegrees.org/faq/how-has-
technology-changed-the-accounting-industry/

Aicpaorg. Retrieved 14 July, 2016, from http://
www.aicpa.org/becomeacpa/gettingstarted/
frequentlyaskedquestions/Pages/default.aspx
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Interviewed by
Isuri Dissanayake

MAAT, BBM, CIMA Cert.
Teacher - Lyceum International School

1.	 The	 achievements	 of	 an	 organization	 are	 the	
results	of	the	combined	efforts	of	each	individual.	
Could you please explain background to your 
organization	and	your	role	in	it	?

 I retired from the organization I owned in 2010 by 
selling my holding in the company. Since then I work 
as a non-executive director giving advice whenever I 
am requested to do so by the current management.

 The organization I led became a major export revenue 
earner to the country and won several national 

awards for Exports. The company exported to over 20 
countries and was well known in the global ceramic 
industry as a manufacturer of high quality porcelain 
tableware. The company commenced operations in 
1996 and in 2004 the company became the largest 
exporter of Ceramic products from Sri Lanka.

 
 The company success was because of team work. The 

manufacturing, finance, marketing and administration 
teams blended well and they were led by excellent 
managers. Their individual efforts were synergized 
by the team work among them. I was able to motivate 
and lead them to achieve exceptional performances. 
The company won the National Quality Award, 
the National Productivity Award and several other 
prestigious awards during the decade ending 2010.

2.	 What	 skills	 and	 abilities	 aid	 you	 to	 climb	 up	 the	
ladder	to	your	present	career?

 I would attribute my multi-disciplinary skills as 
the main reason to climb the corporate ladder. I am 
a Chartered Engineer, a Chartered Management 
Accountant, a Chartered Marketer, a Chartered 
Manager and a registered Company Secretary. This 
unique combination of qualifications helped me to 
confidently face any issues. 

Dr. Jagath, shares numerous hardships in his illustrious career and attainments of his success towards  
un-comparable goals. He is a Chartered Engineer, a Chartered Management Accountant, a Chartered Marketer, 
a Chartered Manager and a registered Company Secretary the Best Sri Lankan Entrepreneur of the Year in 2003 
and the Sri Lankan Business Leader of the Year in 2004.

Interview with
Eng.(Dr.) Jagath Peiris,
FMAAT, DBA, Bsc Eng, C Eng, FIE(SL), MIET, MI Plant E, FCMA, FCIM, FICM 
Chief Executive Officer / Executive Secretary, The Institution of Engineers, Sri Lanka
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Interview with
Eng.(Dr.) Jagath Peiris,
FMAAT, DBA, Bsc Eng, C Eng, FIE(SL), MIET, MI Plant E, FCMA, FCIM, FICM 
Chief Executive Officer / Executive Secretary, The Institution of Engineers, Sri Lanka

3. A journey of thousand miles must begin with a 
single	step	and	what	was	that	initial	step	you	took	
in your success today

 I was able to take the bold step of venturing on to 
my own business after giving away the lucrative 
position of Managing Director in a large public 
quoted company. This step enabled me to  reach my 
true potential and become which is amply proven by 
the numerous awards I was able to win during the 
period 2000- 2010 which includes the Best Sri Lankan 
Entrepreneur of the Year in 2003 and the Sri Lankan 
Business leader of the Year in 2004.

4. You may have encountered numerous hardships 
in your illustrious career. Share with us, how these 
hardships helped you to shape your personality, 
beliefs and your mantra of success  

 There were many obstacles I faced. Most of them were 
uncontrollable. These include intense competition 
from Chinese manufacturers when they entered the 
global markets in a big way in 2005, high energy 
prices, explosion in the factory causing a severe loss to 
property and the manufacturing process, withdrawal 
of the GSP + benefits to Sri Lanka.

 I and the management of the company were able to 
successfully face all these challenges. We were resilient 
because we had our basics right. We had excellent 
relationships with global customers. Very often 
they were understanding as they wanted long term 
relationships with us and were able to give us a hand 
when required. I would consider our marketing skills 
as the main mantra for our success. The experience 
I and the other managers obtained by satisfactorily 

facing these challenges helped us to develop our 
personality and to face any issue with confidence.  

5.	 Can	 you	 praise	 aat	 as	 a	 solid	 foundation	 in	 you	
professional	career?

 As a professional qualification, AAT can help a person 
to gather required skills to perform effectively and 
efficiently. This qualification is ideal for school leavers 
and to those who have just started working.

6.	 What	courage	and	confidence	has	aat	given	you?

 As with any professional qualification AAT 
qualification also provides the necessary confidence 
to face challenges when one is performing his duties 
in an organization. 

7.	 What	professional	recognition	have	you	gained	as	
an	aat	member?

 I am a Lifetime Fellow Member of the AAT. 
Professional qualifications enable individuals to gain 
recognition from the employer, peers and also from 
the society

8. As an aat member, how did you welcome 
technology?

 Embracing technology is a must for any professional. 
To effectively perform duties any individual 
should use the available technology. Otherwise the 
organization will not be able to be competitive.

9. What piece of advice can you voice to our aat 
passed	finalists?

 After qualifying, do not think that your studying 
period is over. Gather more knowledge as well as 
qualifications. Multidisciplinary qualifications give 
breadth of knowledge and would be preferred by 
most employers. 

10.	What	benefits	can	you	emphasis	to	youth	searching	
a	career	in	accounting?

 With the increasing number of SMEs being formed 
there will be a demand for qualified accounting 
professionals. Please master the basics in Accounting 
which will be handy throughout your career as a 
professional Accountant.

11. You are never too late to set another goal. what is 
your next goal as an aat member

 Impart knowledge to the next generation by my 
involvement with professional institutions where I 
can share my knowledge and experiences with young 
professionals and students,
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ASSESSMENT AND APPEAL 
PROCEDURE UNDER INLAND 
REVENUE ACT NO. 10 OF 2006

Harison Samaratunga
MAAT, CTA, ATII (SL), BSc (Bus. Admin) Sp., HNDC

Chartered Tax Advisor and 
Authorized Representative

Introduction
“Most governments are elected on the basis 
of promises. But no government can run on 
promissory notes. Governments need money in 
cash.”(Mr. Palaniappan Chidambaram, former 
Union Minister of Finance of India at the 20th 
Annual Oration on Taxation-CA Sri Lanka) The 
significance of Government revenue by which 
Government achieve objectives of fiscal policy, 
keeping inflation under control, minimizing 
unemployment, stabilizing the growth rate of the 
economy, and finally maintaining equilibrium 
in the balance of payments is indicated by this 

quotation. Even though governments have few 
alternatives in collecting revenue, any sovereign 
government prefers to impose taxes because tax 
is a free resource without the burden of any 
obligation. 

What is an Assessment?
Under Section 163 (1) of the Inland Revenue Act No. 10 
of 2006 (hereinafter referred to as “the Act”), the Assessor 
(includes Assistant Commissioner) is of the opinion that 
a person has not paid tax or has paid an amount less 
than the proper amount which he ought to have paid 
for any year of assessment, Assessor may assess the 
amount, which in his judgment ought to have been paid 
by such person. In plain terms, assessment is an official 
computation of the Assessable Income which the relevant 
person shall be called upon to pay.

Assessment Procedure
Basically, in terms of Section 113 (1) of the Act, income 
tax is collected by the Department of Inland Revenue 
under self-assessment scheme, under which the taxpayer 
shall pay income tax on a quarterly basis for any 
year of assessment. As a part of this requirement, any 
person who is chargeable with income tax for any year 
of assessment shall furnish a rerun on or before 30th 
November immediately succeeding the end of that year 
of assessment under Section 106 (1).
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Where any person furnished the return of income on 
or before the statutorily due date, no assessment can be 
made after expiry of 18 months from 30th November of 
the year of assessment immediately succeeding that year 
of assessment. However if the return has not been made 
on due date, four years are available for tax authorities to 
make assessments. However, Proviso 2 to Section 163 (5) 
provides that this time bar protection is not available for 
the taxpayers who have committed any fraud, evasion or 
willful default.

When a person furnishes a return of income, the Assessor 
has to make two decisions.

1. Accept the return made by such person. or
2. Reject the return and estimate the amount of the 

Assessable Income.

If the Assessor rejects the return, he may issue an 
assessment in the first instance and additional assessments 
followed by the first assessment. Sections 163 states the 
occasions where an Assessor can issue an assessment or 
additional assessments. Those are;

1. Where any person who is liable to income tax has not 
paid such tax. (Assessment) - Section 163 (1) (a)

2. Where any person has paid an amount less than the 
proper amount payable. (Assessment) -  Section 163 
(1) (b)

3. Where it appears to an Assessor that any person liable 
to income tax for any year of assessment, has been 
assessed at less than the proper amount. (Additional 
Assessment) - Section 163 (2)

In the process of making an assessment or additional 
assessment, the assessor has to carry out duties in 
accordance with Proviso to Section 163 (3) which says;

“Provided that where an Assessor or Assistant 
Commissioner does not accept a return made by 
any person for any year of assessment and makes an 
assessment or additional assessment on such person 
for that year of assessment, he shall communicate to 
such person in writing his reasons for not accepting the 
return.”

The validity of such an action has been examined by the 
Supreme Court of Sri Lanka in the case of  Mrs. D. M. 
S. Fernando and another v A. M. Ismail (1982) 4 SLTC 184 
where the court held that;

“The section requires those reasons to be stated and not 
the conclusion…..The duty cast on the Assessor must be 
carried out without exception even though the Assessee 
accepts the obvious.” 

The simple meaning of this judgment is that the Assessor 
has to give reasons in writing for non-acceptance of the 
return even where the Assessee has admitted falsity of 
the return. The imposition of taxes without giving reasons 
is illegal. The natural consequence is the assessment 
becoming null and void (Having no legal force).

Reasons so communicated must be specific and not vague. 
This requirement is also endorsed by the Court of  Appeal 
in New Portman Ltd v W. Jayawardena and Others 
(1984) 4 SLTC 236, where the Assessor has given a reason 
for rejecting the return as,  “According to information 
available with me the statement of accounts furnished by 
you ……... does not reveal the correct profit”. The court 
held that the reason for rejecting the return given by the 
Assessor should be adequate and intelligent. General 
reasons are inadequate. The reason given by the Assessor 
was only a conclusion and not the reason for conclusion.

The purpose sought to be achieved by imposing a 
mandatory duty on the Assessor to communicate reasons 
for rejecting returns has been taken away by Section 
163 (6) by allowing a further assessment in place of the 
assessment so annulled. But such further assessment 
has been limited to only one assessment and no further 
assessments are allowed.

The Nature of a Tax Appeal
Tax appeal is known as the common way of resolving 
disagreements between revenue authorities and 
taxpayers. Furthermore, a tax appeal is not a dispute 
between parties (Lis Inter Partes), where the court of 
law does not involve for finding facts. If tax appeal is a 
dispute between parties, it should directly go to the Court 
of Appeal by which the appellant can get determination 
on both fact finding and question of law.
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The other important aspect is the famous legal doctrine 
“Resjudicata” being not applicable for income tax 
appeals. “Res judicata” denotes a case in which there has 
been a final judgment and is no longer subject to appeal. 
In plain terms, once a matter is judicially decided, it is 
finally decided. The reason is each year’s assessment is 
final only for that year and does not govern subsequent 
years, because it determines only tax for a particular 
period.

Requirements of a Valid Appeal
Under Section 165 (1), any person can appeal to the 
Commissioner General of Inland Revenue (CGIR) within 
30 days, after the date of the notice of assessment, if 
such person is aggrieved by amount of an assessment or 
amount of any valuation made under the Act. Therefore 
the subject matter of the appeal should be an assessment 
or valuation made by the Assessor. But Proviso to Section 
165 (1), has vested powers to the CGIR to grant extension 
of time upon being satisfied that, owing to absence 
from Sri Lanka, sickness, or other reasonable cause, the 
appellant was prevented from appealing within the 
prescribed period. However, Section 165 (5) specifically 
stipulates that the petition of appeal should conform to 
provisions set out in Section 165 (2), (3) and (4). Those 
respectively are;

• Every petition of appeal shall be addressed to the 
CGIR stating precisely the grounds of appeal. 

• If the assessment is issued in the absence of a return, 
the petition of appeal shall be sent together with a 
return duly made. 

• Where if tax has not been paid, such tax should be paid 
on the basis of the return together with any penalty 
thereon. 

An emphatic protest will not constitute a valid petition of 
appeal.  The effect of this requirement was examined by 
the Supreme Court in J. A. Baharan v D. G. Obeysekara 
(1955) 1 SLTC 569, where court held that,

“Where an Assessee fails to state precisely the grounds 
of objection against the assessment and merely lodges 
“an emphatic protest”, such protest is not a notice of 
objection”.

To avoid injustice to the appellant due to arbitrary and 
incorrect assessments, proviso to Section 165 (4) has 
empowered the CGIR to use his discretion to hold over tax 
in dispute or part thereof until the appeal is determined.

Various Stages of a Tax Appeal
Under Section 165 (6), the Act imposes a mandatory duty 
on the CGIR to acknowledge every appeal received by him 
within 30 days period. In the appeal so acknowledged, the 
date of the letter of acknowledgement shall be deemed 
to be the date of receipt of such appeal by CGIR. If not 
so acknowledged within 30 days, such appeal shall be 
deemed to have been received on the day on which it is 
delivered to the CGIR. 

Further Inquiry by an Assessor
On receipt of a valid appeal, the CGIR may order 
further inquiry on the matters that are under appeal to 
be made by an Assessor other than the Assessor who 
made the relevant assessment. The onus of disproving 
that the assessment is wrong and excursive lays upon 
the Assesses. If the Assessee fails to provide material 
evidence to support his opinion, the Assessor confirms 
the assessment according to his opinion. However, this 
stage is recognized as settlement or agreement reached 
with the Assessor. If agreement is reached with regard to 
the matters in the appeal, the necessary adjustments to 
the assessment shall be made as set out in Section 165 (7).

Hearing of Appeals before the CGIR
Where no agreement is reached between the appellant and 
the Assessor, the Commissioner General shall fix a time 
and place for the hearing of the appeal. Every appellant 
shall attend in person or by an authorized representative 
at the hearing of the appeal. If CGIR is of the opinion that 
the personal attendance of the appellant is necessary, 
he may adjourn the hearing until the appellant attends 
in person. Failure to comply with this requirement will 
result in the dismissal of appeal by the CGIR and then the 
assessment becomes final and conclusive. 

However, Proviso to Section 165 (9) empowers the CGIR 
to vacate such dismissal, if the appellant or his authorized 
representative was prevented from due attendance at the 
hearing by reason of absence from Sri Lanka, sickness, 
or other unavoidable cause. The CGIR has the following 
powers at this stage.

1. To summon any person whom he may consider able 
to give evidence before him, and may examine such 
person on oath or otherwise.

2. Issuing notice in writing to any person, requiring 
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him  to produce or to transmit any deeds, plans, 
instruments, books, accounts, trade lists, stock lists, 
registers, cheques, paying-in-slips, auditors’ reports or 
other documents in his possession.

The CGIR may confirm, reduce, increase or annul the 
assessment on appeal and give notice in writing to the 
appellant, of his determination within two years from the 
date on which such petition of appeal is received by him. 
Where an appeal is not agreed with the Assessor or not 
determined by the CGIR within two years period, such 
appeal shall be deemed to have been allowed and tax 
charged accordingly.

Appeals to the Tax Appeal Commission
Any person, who is dissatisfied with the determination 
given by CGIR before 1st April 2011, should appeal to 
the Board of Review established under Section 166 of 
the Act. With the intension of setting up an impartial tax 
appeal tribunal, the Tax Appeal Commission (hereinafter 
referred to as “the Commission”) was established under 
Tax Appeal Commission Act No. 23 of 2011 (as amended) 
by repealing Section 166, 167, 168 and 169 of the Act with 
effect from 1st April 2011. 

According to Section 8 of the Tax Appeal Commission 
Act, any person who is aggrieved by the determination 
of the CGIR, in relation to the imposition of any tax, levy, 
charge, duty or penalty, may appeal in writing to the 
Commission, within 30 days from the receipt of reasons. 
The subject matter of the appeal should be the reasons 
stated by the CGIR. The details of such appeal have been 
specified in the gazette notification No. 1760/4 dated 
28.05.2012 issued by the Commission.

Under Section 7 of the Tax Appeals Commission Act, a 
payment to a special account or a bank guarantee for an 
equivalent amount should be furnished in favour of the 
Commission when lodging an appeal. The appellant has 
the following alternatives in this regard. 

1. Refundable deposit of 25% of tax assessed by the 
CGIR. or

2. Non-refundable deposit of 10% of tax assessed by the 
CGIR.

Further, a fee of Rs. 2,500 and the certified copies of 
original petition of appeal and other documents should 
also be submitted with the appeal. The Secretary to the 
Commission shall fix a date, time, and place for the 
hearing of the appeal within 30 days of the receipt of an 
appeal, and shall give 42 days notice to both the appellant 
and the CGIR.

At this stage also the onus of proving that the assessment 
is excessive or erroneous shall be on the appellant. The 

appellant is prevented from producing new evidences 
which were not led before the CGIR other than those 
with the consent of the Commission. After hearing the 
appeal the Commission may confirm, reduce, increase 
or annul the assessment as determined by the CGIR. If 
appropriate, the determination will be remitted to the 
CGIR with necessary instructions and the CGIR has 
to revise the assessment accordingly. The Commission 
should determine each appeal within 270 days from the 
date of the commencement of its sittings for the hearing of 
each appeal. The decision of the Tax Appeals Commission 
shall be final with regard to the question of facts which 
must be answered by reference to facts and evidence, and 
inferences arising from those facts.

Appeal to the Court of Appeal and to 
the Supreme Court

Both the Appellant and the CGIR has the right to make an 
application, requiring the Commission to state a case on 
a question of law for the opinion of the Court of Appeal. 
Such application should be made with fees of Rs. 1,500 
within one month of the date on which the decision of 
the Commission was notified in writing to the CGIR or 
the appellant. The stated case should be transmitted to 
the Court of Appeal within 14 days of the receipt of the 
stated case. The Commission shall set out the facts, the 
decision and the amount of tax in dispute where such 
amount exceeds Rs. 5,000. Two or more judges of the 
Court of Appeal may hear and determine the question of 
law and may remit to the Commission with their opinion. 
The Commission revises the assessment accordingly.

A party who is dissatisfied with the decision of the Court 
of Appeal may appeal to the Supreme Court where the 
normal court procedure will be followed.

Conclusion
No doubt, a welfare state cannot exist without 
taxation. Such state needs an efficient and effective tax 
administration to collect revenue for its expenditure 
which includes both consumption and investment. 
But while protecting taxpayer’s rights, this could be a 
challenging task for any sovereign government.
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noaola hkq l=ulao@

noaola hkq mqoa.,hkaf.a wdodhfuka" jHdmdrj, ,dN ;=,ska" 

NdKav fyda fiajd ;=,g tl;=  lsÍu ;=,ska fyda .kqfokq ;=,ska 

rchla úiska ;u wdodhfï fldgila f,i tl;= lr.kakd 

fldgils' wd¾Ól úoHdj wkqj nÿ l%uhl"

1' idOdrK nj

2' ld¾hlaIu nj

3' ir, nj

;sìh hq;=uh' fuh fyd| nÿ l%uhl wjYHfhkau ;sìhhq;= 

j¾Kl lsysmhla f,i ye¢kaúh yel'

idOdrK nj hkq mqoa.,hskaf.a f.ùï Yla;sh wkqj nÿ mekúhhq;= 

nj iy lsishï mqoa.,fhla mßfNdackh lrk m%udKh u;   

Tyqf.ka  nÿ  wh lsÍu fõ' jeä wdodhula ,nk mqoa.,hdf.

ka jeä noaola iy wvq wdodhula ,nk mqoa.,hdf.ka wvq noaola 

wh l< hq;= njhs' ld¾hlaIu nj hkq fj<|fmd, hdka;%Khg 

isÿúh yels n,mEï wju jk wdldrhg nÿ mekúh hq;= ùuhs' 

tkï nÿ tl;= lsÍfï§ iy ta yd iïnkaO l<ukdlrKfha§ 

iudchg oeÍug isÿjk msßjeh wju úh hq;= njhs' ir, nj hkq 

myiqfjka wjfndaO lr .ekSug yelsjk wdldrhg iy myiqfjka 

nÿ f.úh yels jk wdldrhg nÿ  l%uh ilia l< hq;= njhs'

jeÜ noao" wd¾Ólh iy fyg oji

fï Èkj, ck;dj ks;r l:dlrk tla ud;Dldjla jkafka jeÜ noao iy 

ta ;=,ska rgg iy ck;djg ,efnk iy fkd,efnk iyk ms,sn|jh' fuu 

,smsfha wruqK jkafka nÿ l%uh iïnkaOj iy jeÜ noao ;=,ska i;H f,iu 

rgg iy wd¾Ólhg m%;s,dNhla ,efnkafkao hkakhs'

uQ,sl  jYfhka wm yg nÿ foj¾.hlg fnÈh yel'

1' Rcq nÿ 

2' jl% nÿ 

Rcq nÿ hkq wdodhu Wmojk mqoa.,hd fyda wdh;kh úiska 

Rcqju rchg f.úh hq;= noaols' fuh ;j flfkl=g ú;eka l< 

fkdyel' jl% nÿ ;=,g wmf.a m%Odk úIh m:h jk jeÜ nÿ iy 

wfkl=;a nÿ j¾. we;=,;a fõ' fuu nÿ l%uh ;=, nÿ f.jkakdg 

úúO l%ufõo wkq.ukh lr mdßfNda.slhdg ú;eka l< yel' 

fuys§ b,a¨ï iy iemhqï kuH;djh b;d jeo.;a fõ' f,dalfha 

ÈhqKq rgj, iy nÿ tl;= lsÍfï ld¾hlaIu;dj jeä rgj, Rcq 

iy jl% nÿ wkqmd;h idudkH f,i 80(20 f,i oelaúh yel' 

tkï Rcq nÿ odhl;ajh nÿ wdodhfuka ishhg wiqjla jkúg 

jl% nÿ wkqmd;slh ishhg úiaila muK úhhq;= njhs'

jeÜ noao (Value Added Tax)
jeÜ nÿ hkq NdKav yd fiajd j, w.h u; tl;= lrk w;sf¾l 

jákdlula fõ' tkï NdKavhla fyda fiajdjla ñ,g .kakd 

wjia:dfõ rch u.ska hï m%;sY;hla  wh lr .ekSuhs' by; 

i|yka l< wdldrhg fuh jl% nÿ .Khg we;=,;a fjhs'
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jeÜ n≥ jeäls¯u 

rch u.ska jeÜ nÿ jeälsÍu ;=,ska wfmalaId lrkafka j¾;udk  

YS% ,xldfõ Kh w¾nqoh" rfÜ wdodhï wvq ùu iy f,dal 

wd¾Ól w¾nqo ;=, remsh, wjm%udKh ùug ms<shula f,i fuu 

l%uh wkq.ukh lrk njhs' fuhg udi lsysmhlg fmr .re 

w.%dud;H rks,a úl%uisxy ue;s;=ud —wd¾Ól m%;sm;a;s m%ldYhla˜ 

rg fjkqfjka bÈßm;a lrk ,o w;r th rfÜ È.= ld,Sk iy 

uOH ld,Sk ixj¾Okh wruqKq lr.;a ,shú,a,la f,i ie,lsh 

yel' fuh ;=,  jl% iy Rcq nÿ wkqmd;slh 80](20] isg  

60](40] olajd fjkia lr tkï Rcq nÿ j, jeo.;alu jl% nÿ 

j,g jvd jeä lsßu ;=,ska rgl ixj¾Okh iu. hdj;ald,Sk 

lsÍug fhdackd l<;a" jeÜ nÿ jeälsÍu u; kej; wm hd hq;= 

ÈYdk;sh fjkia ù we;ao hkak úuid ne,sh hq;=h' rgl È.= ld,Sk 

iy flá ld,Sk wruqKq iu. tald;añlNdjhla (alignment)  
mej;Su rfÜ ixj¾Okhg wjYHfhkau ;sìh hq;=u ,laIKhls'

fujr jeÜ nÿ jeälsÍu ;=, idudkH ck;djg jvd jeä nrla 

megù we;s w;r ;u cx.u ÿrl;khg remsh,a ishhl Íf,daâ 

tlla oeófuka remsh,a 44lau nÿ f.ùug isÿùu" mdßfNda.sl 

NdKav j,  ñ< by, hdu  fukau frday,a .dia;= by, hdu fuhg 

fyd|u WodyrK lsysmhls' ;jo l=vd jHdmdr ysñ jHjidhlhkao 

fï ms<sn|j ;u úfrdaOh m, lrñka mj;S' wm by; idlÉPd  

l< fyd| nÿ l%uhl ;sìh hq;= ,laIKhla jk —idOdrK nj˜ 

fï ;=, kej; m%Yak lrkq we;'

;jo YS% ,xldfõ nÿ tl;= lrk l%ufha ld¾hlaIu Ndjh .ek 

fjku idlÉPd l< hq;=h' VAT i|yd ,shdmÈxÑ msßfika b;d wvq 

msßila muKla nÿ f.ùu ;=, ksis l%ufõohl wjYH;dj  fmkajd 

foa' Sunday Times miq.shod m,l< ,smshlg wkqj ,xldfõ 

77"000 msßila VAT i|yd ,shdmÈxÑ ù we;;a 35"000 muKla 

ls%hd;aul .kfha mj;sk w;r fï m%udKfhkq;a nÿ f.jkafka 

15"000 msßila mu‚' tkï ,xldfõ VAT i|yd ,shdmÈxÑ ù we;s 

msßfika i;H jYfhkau VAT f.jkafka 20] muK jk njhs' ;jo 

fï f.jk msßio ksis ls%hdmámdáhlg wkqj ;udg f.úh hq;= nÿ 

jákdlu f.jkjdo keoao hk .eg¨jo mj;S' fuu w¾nqoh VAT 
j,g fukau wfkl=;a iEu nÿ j¾.hlgu wod, fõ' fuu nÿ 

tl;= l< hq;= l%ufõoh wm rg ;=, ksis wdldrfhka ls%hd;aul 

fkdlr nÿ jeä lsÍu ;=, wkd.;fha wfmalaIs; nÿ wdodhu 

fkd,eîfï wjodkulao mj;S' wfkla w;g nÿ f.ùfï iudc 

j.lSï  ms,sn| uyck;djg fukau wdh;k ;=, we;s wjfndaOh 

ms<sn|jo fuys§ .eg¿jla we;' iudcfha j.lsj hq;= mqrjeishka 

iy wdh;k f,i wmf.a j.lSu jkafka ksis f,i nÿ f.ùu 

fõ' rfÜ m%uqL;u wdh;khla f,i uyck;dj fï ms<sn|j 

oekqj;a lsÍu .KldêlrK Ys,amSh wdh;kfha iudc j.lSula 

f,io ie,lsh hq;= w;r fuh wdh;ksl  iudÔh lghq;a;la 

(Corporate Social Responsibility (CSR) Program) f,i rch 

iu.  iïnkaO ù isÿ l< yel' ;jo VAT iïnkaO j¾;udk 

ksÍlaIKhla jkqfha jeÜ nÿ m%;sY;h jeä wvq lsÍu miq.sh 

ld,h ;=, úúOdldrfhka ks;r ks;r fjkia lsÍu ;=, nÿ l%ufha 

—ir, nj˜ ms,sn| .eg¨jlgo uqyqK§ug isÿù we;'

wdr®:ßl l<ukdlrKh

YS% ,xld wd¾Ólh ;=, hym;a wd¾Ól l<ukdlrKhla w;HjYH 

jk w;r rg ;=,g Rcq úfoaY wdfhdack .,d tk úê l%u ilia 

l< hq;= fõ' id¾j wd¾Ól úp,Hkaf.a fjkia ùu ;=, jl% nÿ 

jeä lsÍu m%uqL;d ,ehsia;=fõ ;sìhhq;af;a wjidk ;=reïmqj f,i 

nj fuys § ioyka l< hq;=uh' tys § nÿ tl;= lsÍu iïnkaO 

ld¾hlaIu l%ufõohla iy ck;dj ;=, tys iudc j.lSu 

ms,sn|j oekqj;a lsÍula wjYH fõ' tfukau nÿ mkjk úg by; 

ioyka l< hym;a nÿ l%uhl uQ,sl ,laIK  jk idOdrK nj" 

ld¾hlaIu nj iy ir, nj ms<sn|j ksrka;r wjOdkhg ,laúh 

hq;=h' ;jo by; oelajQ mßÈ Rcq nÿ wkqmd;slh jeä lr .ekSu 

iy iïnkaO ie,eiaula b;d jeo.;a fõ' ulaksido h;a rgl 

wd¾Ól ixj¾Okh iy Rcq nÿ wkqmd;slh jeä ùu w;r we;s 

iy iïnkaOh  úoaj;=ka ksrka;r wjOdkhg ,lalrk neúks' 

;jo rg ;=, wd¾Ólh iy ta yd iïnkaO lreKq ldrkd ms<sn|j 

;SrK .ekSfï§ rfÜ m%dud‚l nqoaêu;=ka iy jD;a;slhkaf.ka 

ieÿï,;a uKav,hla ;=,ska wd¾Ól wruqKq ukd f,i ie,iqï 

lsÍu iy  tu ls%hdj,sh md,kh lsÍula ;sìh hq;= nj;a fuys 

i|yka lrkq jà'
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What is a brand?

Brands have come a long way from the time 
when it was first thought that the word 
‘brand’ was just another word for logo.

A brand refers to the identity of a company’s product or 
service. It comprises tangible and intangible elements 
relating to the company’s style, culture, positioning, 
messages, promises and value proposition. Brands are 
intellectual property; as such, they are part of the assets 
or goodwill of a company. Consequently, a brand may be 
bought or sold just the same as any other asset or property. 
For many consumer product companies, mergers & 
acquisition transactions are often driven by the underlying 
brands. Financial professionals often feel brand valuation 
as a wasted exercise even though they understand the 
value of a brand. However, brand-rich transactions can 
be fraught with accounting complexities. The main reason 
is that the term “brand” typically encapsulates multiple 
components above and beyond just simple trade names.

One important component of a brand is its trademark (or 
combination of trademarks), which, through promotion 
and use, has acquired significance in distinguishing the 
source or origin of the goods or services offered under 
the trademark from those offered by others in the 
marketplace. Brands are now recognised as a company’s 
identity and encompass names, terms, signs, symbols 
and designs, or indeed, a combination of these.

Potential aspects of a brand

 • Trademarks
 • Trade names
 • Product formulations/recipes
 • Marketing materials
 • Style guides
 • Websites and URLs
 • Unique packaging/trade dress

Brand
Valuation 
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Business entity

Tangible assets

Marketing Related 

• Trademarks
• Trade names
• Marketing materials
• Style guide
 (unique package design)
• Mastheads
• Domain names

• Distributor relationships
• Retailer relationships
• Order /production 
 backlog
• Contractual and
 non-contractual
 customer relationships

• Trade secrets (secret
 formulas, processes or   
 recipes )
• Patented and un-patented
 technology
• Computer software
• Databases

• Supply contracts
• Advertising, management
 and service contracts
• Licensing and
 royalty agreements
• Lease agreements
• Construction permits
• Franchise agreements
• Non-competition
 agreements

Customer Related Technology Related Contract Related 

Identifiable
 intangibles

Other balance
sheet items

Primary intangible assets for consumer products Evaluation of brands based on its source

Brand valuation
The value of a brand can simply be the amount of money 
another party is prepared to pay for it. Sometimes, this is 
readily ascertainable after a company purchases a brand 
and the associated goodwill without any other assets; 
in many situations, however, determining a value for a 
brand can be significantly more complicated. 

It can also be the difference between the amount paid 
to buy a company and the value of the fixed assets of 
that company. That difference represents the goodwill 
being purchased, and this goodwill usually is reflected 
in the company’s brands. The true value of a brand is 
ascertainable only when a willing purchaser and a willing 
seller reach agreement in the marketplace. 

However, it is more arduous to value a brand when there 
is no current offer to sell or purchase or there have been no 
similar transactions in the market. 

Scenarios that require a brand valuation:

 Transactional:
• Mergers and acquisitions
• Joint Ventures
• Licensing Negotiation

• Regulatory (Taxation) and Accounting compliance
• Intellectual Property (IP) portfolio management

 Litigation:
• Damage/loss calculations in dispute resolution
• IP infringement
• Licensing and royalty rate issues

 Marketing/Internal:
• Brand management strategy
• ROI/marketing investment allocation
• Strategic planning 
• Management information (Value reporting) 

It is important to remember that the typical financial 
valuation is only one component of the total brand 
valuation approach. 

History
Brand valuation emerged in the 1980s. Early firms 
involved in providing brand valuations included British 
branding agency, Interbrand led by Michael Birkin, who 
is credited with leading development of the concept 
and laid out a brand earnings multiple model of brand 
valuation in the 1991 book “Understanding Brands”.
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The first brand valuation was carried out in 1988 when 
Rank Hovis McDougall (RHM) believed that its brands 
were being undervalued when Goodman Fielder Wattie 
(GFW) offered £600 million for the company. The value 
of both internally generated and acquired brands which 
were categorized as intangible assets alone were valued 
at £680 million in a brand valuation exercise.

“Brand valuation is important because intangible assets 
are increasingly being recognised as highly valued 
properties. Brands can be one of the most valuable assets a 
company owns, but also tend to be the least understood,” 
commented Roy D’Souza, managing director of Ocean 
Tomo’s valuation practice and Brad Sarna, associate at 
Ocean Tomo.

Standard on Brand valuation 
The International Organization for Standardization (ISO), 
published a standard in 2010 entitled BSI ISO: 10668 Brand 
Valuation: Requirements for monetary brand valuation. 

The standard covers requirements for procedures and 
methods of monetary brand measurement and provides 
a framework for the processes to be followed. 

The three dimensional approach identified in this 
standard is :
 Financial analysis 
 Legal Analysis
 Behavioural Analysis

It identifies the need to carry out the legal analysis and 
behavioural analysis first to ensure all aspects found from 
this research is in turn reflected in the numbers arrived at 
in the financial analysis

Legal Analysis
It is identified to be the first area of analysis and yet the 
area which is often overlooked. The legal representatives 
identify that there will be no value for certain brands in 
identified jurisdictions purely based on the country laws. 

Eg: A product based on red meat such as pork or beef will 
never be accepted in certain countries based on religious 
beliefs, irrespective of the brand value around the world.

Legal protection is important as it permits the brand 
owner to utilize formal legal systems to exclude third 
parties from using the same brand – which provides a 
degree of exclusivity. 

In this analysis, the main focus is to identify the legal 
protection based on country regulations

1. Legal rights that protect the brand
2. The legal owner of each of those legal rights

3. The legal  parameters influencing negatively or 
positively the value of the brand

Behavioural Analysis
It is important to understand that the financial analysis 
invariably connects to the behavioural analysis as it 
incorporates an analysis of the behavioral aspects of 
the brand related to the stakeholders. The framework 
or the financial model used for the numerical analysis 
will be built around the brand’s strength based on 
behavioural aspects identified in a market research and 
by benchmarking the brand against its competitors. 
Both legal and behavioural analysis enhance the 
transparency of the information required for a financial 
analysis.

Financial Analysis 

A brand valuation method that is appropriate for 
one brand may not be the best valuation method for 
another. Furthermore, different businesses are likely 
to have different expectations in terms of the longevity 
of the brand, competitive threats and other risks in the 
marketplace, opportunities for growth and sustainability 
of profits. Judgment should be exercised to ensure the 
most appropriate of brand valuation methods is used. It is 
generally best to value brands using all appropriate brand 
valuation methods and synthesize the results to arrive at 
a conclusion.

Brands generally are valued higher if the owner has 
obtained appropriate legal protection, such as registration. 
For companies that choose to value their brands in their 
Statement of Financial Position, it is important that a 
consistent methodology be followed so that the brands 
can be easily analyzed and compared with one another.

The three most widely used methodologies value the 
Apple brand at $246 billion, $170 billion, and $128 billion, 
respectively. Similarly, depending on the respondent, 
Google could be worth $120 billion, $173 billion, or 
$76 billion - these are differences of up to 100%. These 
discrepancies highlight that what is supposed to be a 
hard currency of brand measurement is indeed a very 
relative value that can range greatly depending on the 
methodology applied.

Brand valuation involves the application of generally 
accepted valuation techniques and theory coupled with 
an understanding of the qualitative factors that go into 
the key elements of a brand. The process of combining 
market research with financial results to understand what 
drives a brand’s value is complex and specialised. 
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Valuation Approaches

Market Approach

Based on multiples prices 
from market transactions 
involving the sale of  
comparable assets 

Reproduction or 
replacement cost is 
adjusted for depreciation & 
obsolescence

Present value of earnings 
attributable to the asset or 
costs avoided as a result of 
owning the asset

Cost Approach Income Approach

Approaches to brand valuation 

Growth of selected brands over the last 10 years

Each company uses a different model, and there is no 
universally accepted method for determining brand 
value.

There are three main types of brand valuation methods

1. The cost approach
 Cost based brand valuation methods

• Creation costs method: 
 It estimates the amount that has been invested in 

creating the brand.

• Replacement value method:
 This estimates the investment required to build a 

brand with a similar market position and share.

2. The market approach

 This valuation method relies on the estimation of value 
based on similar market transactions (e.g. similar 
license agreements). Given that often the asset under 
valuation is unique, the comparison is performed in 
terms of utility, technological specificity and property, 

having also in consideration the perception of the 
asset by the market. Data on comparable or similar 
transactions may be accessed in the following sources:

o Company annual reports
o Specialized royalty rate databases and publications.
o Court decisions concerning  damages

• P/E (price to earnings) ratios method This method 
multiples the brand’s profits by a multiple derived 
from similar transactions of profits to price paid based 
on the value of reported brand values.

• Turnover multiples method
 Here the brand’s turnover is multiplied by a multiple 

derived from similar transactions.

3. Income approach

This approach measures the value by reference to the 
present value of the economic benefits received over the 
rest of the useful life of the brand. 

• Price premium method 
 Estimates the value of a brand by the price premium it 

generates when compared to a similar but unbranded 
product or service. It is based on capitalisation of 
future profit stream premiums attributable to a 
business’ brand above the revenues of a generic 
business, without a brand. This must take into account 
the volume premium method.

• Volume premium method 
 It estimates the value of a brand by the volume 

premium it generates when compared to a similar but 
unbranded product or service. This must take into 
account the price premium method.
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• Income split method 
 This values the brand as the present value portion of 

the economic profit attributable to the brand over the 
rest of its useful life. This has problems in that profits 
can sometimes be negative, leading to unrealistic 
brand value, and also profits can be manipulated so 
as to misrepresent brand value. This method uses 
qualitative measures to decide the portion of economic 
profits to be accredited to the brand.

• Capitalisation of historic profits method: 
 This method is based on the capitalisation of profits 

earned by the brand.

• Multi-period excess earnings method 
 It requires a valuation of each group of intangible 

assets to calculate the cost of capital of each. (Calculates 
the earnings above the profits required to attract an 
investor – which uses the estimated rate of return 
based on the current value of the assets employed.)The 
returns for each of these are deducted from the present 
value of future cash flows and when all other assets 
have been accounted for, the remaining is used as the 
value of the brand.

• Incremental cash flow method 
 It identifies the extra cash flow in a branded business 

when compared to an unbranded, and comparable, 
business. However it is rare to find conditions for this 
method to be used since finding similar unbranded 
companies can be difficult.

• Royalty relief method 
  Assumes theoretically a company does not own the 

brand it operates under, but instead licenses the use 
from another. The royalty relief method uses available 
data of similar arrangements in the industry and 
assigns the value of the brand as the present value of 
future royalty payments. It uses discounted cash flow 
analysis (DCF) to capitalise future branded cash flows

Selecting an appropriate royalty rate for use can be 
complex and requires significant valuation and industry 
specific judgment and support. It is the practice to use 
broadly comparable licensing transactions and such 
simplified rules of thumb may lead to inappropriate 
conclusions. 

The discount rate to be used in the income approach will be 
based on the results of the beahavioural analysis, where in 
order to determine the monetary proportion attributable 
to the brand and to assess the risk connected to the brand 
the behavior of customers must be understood. 

The two most common models for brand valuation are 

the excess earnings method and the relief from royalty 
method. In theory both methods should arrive at the 
same value. 

The most appropriate methodology can be determined by 
analyzing the promotional strategy of the business. Where 
brands are often deemed to be the primary asset for “pull” 
market products-which distributors and retailers often 
feel pressured to carry because of high-end customer 
demand. On the other hand, customer relationships are 
often primary for “push” market products for which 
significant promotional effort is usually required to gain 
shelf-space with distributors and retailers.

Weaknesses 

In addition to the widely varying forms of measurement, 
brand valuation does not take into account a brand’s 
performance in the digital or social space. None of the 
often passionately positive or negative conversations 
taking place about brands via twitter, blogs, facebook, 
email groups, viber groups and whatsapp groups around 
the world are included. 

These interactions, which are most by able to predict 
customer engagement, preference, and loyalty among 
today’s and future audiences, are not used to help define 
the value of a brand. 

It also gives no information on future developments or 
whether the brand has momentum, whether it is on an 
upward or downward trajectory. A brand’s value is just a 
number at a specific moment in time.

And that is one of the most important weaknesses of 
brand valuation in an M&A situation: A brand’s value 
provides no guidance on whether the brand supports the 
future business strategy.

A brand is always a vehicle for expressing a business’ 
strategy. If the strategy changes, the brand has to be 
reassessed. Current monetary brand value is irrelevant 
at that moment of change—the real question is whether 
the brand can continue to reflect the business’ strategic 
priorities moving forward. 

In an M&A situation where the topic of brand value is 
often hotly debated, it is important to remember that 
it’s not about defining and choosing the brand with the 
highest monetary value, but rather about defining which 
brand best supports the future business strategy and the 
vision of the organisation. And if neither current brand 
fulfills those objectives, the best strategy is to decide that 
only a new brand with an initial monetary value of $0 will 
carry the business into the future.
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What needs to be measured to understand a brand’s 
value?

• The ability of a brand to deliver the future business 
strategy.

• The impact of a brand along a multitude of experiences, 
interactions, and conversations.

• To measure how much these experiences are in line not 
only with current customer expectations, but also with 
future customer expectations.

• Measure how these branded interactions anticipate the 
future needs and purchase drivers of customers. 

These may be softer measurements of brand valuation, 
but they are also more agile measurements that reflect the 
true value of a brand. 

Monetary brand valuation is a number, without 
benchmark, without guidance on action, without future 
focus. 
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kd mOj;jj;ijf; fl;Lg;gLj;jYk; KfhikAk;: 

jw;NghJ Aj;jk; Kbtile;j NghjpYk; capu; ,og;Gf;fs; njhlu;e;J nfhz;Nl Nghfpd;wJ. ,jw;F gy;NtWgl;l 

fhuzq;fs; ,Ue;j NghjpYk; kd mSj;jk; xU Kjd;ik fhuzpahf gy;NtWgl;l Nfhzq;fspy; nra;ag;gl;l 

Ma;Tfs; %yKk; r%ftpayhsu;fshYk; Kd;dpiyg;gLj;jg;gl;Ls;sJ. ,jdbg;gilapy; ,e;j Ma;Tf; fl;Liuia 

cq;fSf;F jkpopy; rku;gpg;gjpy; ngUikg;gLtJld; ,J xU kd mSj;j fUJNfhs;> Ma;Tfs;> gy mDgt 

cz;ikfs;> vd;dhy; elhj;jg;gl;l gy;kl;l gapw;rpfs; kw;Wk; mjd; kPsha;Tfs; vd;gdtw;wpd; ruhk;rj;jpul;Nl ,J 

vd;gijAk; cq;fSf;F $wpf; nfhs;tjpy; re;Njhrg;gLfpd;Nwd;.  
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vkJ tho;tpy; kd mOj;j Nkyhz;ik.

kd mOj;jj;ij vt;thW jLj;jy;> 
Fiwj;jy; my;yJ rkhspj;jy;?

kd mOj;jkhdJ ePq;fs; cq;fSila vz;zq;fs;> 

czu;rpfs;> jpl;lkply; kw;Wk; gpur;ridfis ifahSk; 

tpjq;fis gw;wpajhFk;. kd mOj;jk; Fwpj;J xd;WNk 

nra;a ,ayhJ Nghd;W ,J cq;fSf;F Njhd;wyhk;. 

fl;lzg; gl;bay;fs; tUtij epWj;j ,ayhik> xUNghJk; 

Nkyjpf Neuk; ,y;yhik mj;NjhL njhopYk;> FLk;gg; 

nghWg;Gf;fSk; vg;NghJk; rthyhf mikfpd;wJ. Mdhy; 

ePq;fs; epidg;gij tpl cq;fSf;F fl;Lg;gLj;Jk; Mw;wy; 

mjpfkhf cs;sJ. cz;ikapy;> ePq;fs; kd mOj;jj;ij 

cq;fs; fl;Lg;ghl;by; itj;Js;sPu;fs; vd;W czu;tNj  

vspjhd kd mOj;j fl;Lg;ghl;Lf;F mbj;jskhf 

mikfpwJ.  vdNt kd mOj;j Nkyhz;ik cq;fSila 

fl;Lg;ghl;by; cs;sJ> mJ cq;fis rhu;e;J cs;sJ. 

etPd tho;f;ifahdJ Kw;WKOjhf gpur;ridfNshLk;> 

fhytuaiwfSf;F cl;gl;ljhfTk;> jpUg;jp mw;wjhfTk;> 

mjpf Nfhupf;iffis cs;slf;fpajhfTk; fhzg;gLfpwJ. 

mNef egu;fspd; md;whl tho;f;if Kiwapy; kd 

mOj;jkhdJ nghJg;gilahfNt fhzg;gLfpwJ. kd 

mOj;jk; vg;NghJNk NkhrkhdJ my;y. rpW msTfspd; 

%yk; ,J mOj;jq;fspd; fPo; ed;F nray;gl cjTtJld; 

cq;fspd; mjpfgl;r nray;jpwidAk; Cf;Ftpf;Fk;. ePq;fs; 

njhlu;e;J mtru epiyapy; ,aq;Fk;NghJ cq;fsJ 

kdKk; clYk; mjw;F tpiy nfhLf;f NeupLfpwJ. ,e;j 

milahsq;fs; kw;Wk; kd mOj;j mwpFwpfis ,dk;fz;L 

mjd; jPa tpisTfisf; Fiwf;f eltbf;if vLg;gjd; 

%yk; cq;fis ghJfhf;f KbAk;. kd mOj;jkhdJ> 

VjhtJ rpy topfspy; mr;RWj;jy;> rkepiyia rPu;Fiyg;gJ 

Nghd;w rk;gtq;fis czur;nra;tJ Nghd;w cly;uPjpahd 

gpujpgypg;ghf mikfpwJ. ePq;fs; Mgj;ij czUk; NghJ; 

mJ cz;ikahdjhfNth my;yJ fw;gidahfNth ,Uf;Fk; 

gl;rj;jpy;; cly; jw;ghJfhg;G Jupjfjpapy; ce;jg;gLfpwJ.  

jhdpaq;fp nrad;Kiw vd;W miof;fg;gLk; 'Nghuhly;-

my;yJ-jg;gpNahly;-my;yJ Klf;fk;" vd;w vjpu; tpisT 

my;yJ kd mOj;jg; gpujpgypg;ghf ,Uf;Fk;.

kd mOj;jk;; vz;zk;> cly; kw;Wk; elj;ij Nghd;wtw;wpy; 

gy topfspy; ghjpg;ig cUthf;Fk;. mj;Jld;> kd 

mOj;jj;ij xt;nthUtUk; tpj;jpahrkhf czUtu;. 

mjpfgl;rkhd kd mOj;jk; khj;jpuNk Mgj;jhd cstpay;> 

cly; rhu;e;j MNuhf;fpa gpur;ridfis Vw;gLj;Jk; 

vd;W $w Kbahj> ,J cq;fsJ FLk;gk;> gzpj;jsk;> 

ghlrhiyfs; vd;gtw;NwhL cq;fSf;Fs;s cwtpYk; 

Mgj;ij tpistpf;f $bajhfTk; mikAk;. 
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gpd;tUtd kd mOj;j vr;rupg;G mwpFwpfs; my;yJ milahsq;fs; vdg;gLk;.

GyDzu;Trhu; mwpFwpfs;

	epidthw;wy; gpur;rpidfs; 

 (epidthw;wy; ,og;G) 

	kdij xUKfg;gLj;j ,ayhik

	jPu;khdq;fspy; FiwghL.

	vjpu;kiwahd tplaq;fis khj;jpuNk Nehf;Fjy;.

	mjpf Mu;tk; my;yJ Nghl;bapLk; vz;zq;fs;

	njhlu;r;rpahf ftiyg;gly;

,ay;gpay;rhu; mwpFwpfs; 

	typfSk; NehTfSk;

	tapw;Wg;Nghf;F my;yJ kyr;rpf;fy;

	the;jp/ Fkl;ly; my;yJ jiyr;Rw;W

	neQ;Rtyp my;yJ mjpNtf ,jaj; Jbg;G

	ghYzu;tpy; Cf;fkpd;ik/ jpUg;jpapd;ik
	mbf;fb jbky; Vw;gly;

czu;Trhu; mwpFwpfs;

	ke;j epiy

	vupr;ry; my;yJ rpW Nfhgk;

	Fog;gk;> Xa;thf ,Uf;f ,ayhik

	Ml;nfhs; jpwd; cilatuhf czu;jy;

	jdpik my;yJ  xJf;fg;gl;l czu;T

	kdr;Nrhu;T my;yJ nghJg;gilahd 

 kfpo;r;rpapd;ik.

elj;ij rhu; mwpFwpfs;

	mjpfkhf my;yJ Fiwthf cz;Zjy;

	kpf $ba my;yJ Fiwe;j msT J}q;Fjy;

	gpwuplk; ,Ue;J xJq;fp jdpikaha; ,Uj;jy;

	fhye;jho;j;jy; my;yJ nghWg;Gf;fisg;   

 Gwf;fzpj;jy;

	jd;id MRthrg;gLj;j kJ> Gifapiy>   

 Nghijg;nghUl;fisg; gad;gLj;jy;.

	gjl;lkhd gof;ftof;fq;fs; 

 (efk; fbj;jy;> mq;Fk; ,q;Fk; Ntfkhf elj;jy;)

kdmOj;jk; gue;j Nrjj;ij Vw;gLj;Jfpd;wjhy; ePq;fs; 

cq;fs; nrhe;j tiuaiwfis mwpe;J nfhs;tJ 

mtrpakhFk;. Mdhy; ve;j msT kd mOj;jk; ,Uf;fpwJ 

“mjp$bajh” vd;gJ egUf;F egu; NtWgl;L fhzg;gLk;. 

ehd; midtUk; xUtupypUe;J xUtu; khWgl;ltu;fs;> rpyu; 

vq;Nfh J}uj;jpy; fhzg;gLk; jilfSf;Fk; Vkhw;wq;fSf;Fk; 

Kfk; nfhLf;f Kbahky; nehWq;Fk; epiyikapy; ,Uf;Fk; 

NghJk;> rpyNuh Neubahd Fj;Jf;fSf;Fk; jhf;Fjy;fSf;Fk; 

Vw;g jk;khy; <LnfhLf;ff; $batu;fs;. rpyu; gugug;Gzu;T> 

rthy;fs; kw;Wk; cau; kd mOj;j tho;f;if Kiw 

epiyikfis Nkw;nfhz;L> ntw;wp milfpd;wtu; Nghd;W 

fhzg;gLfpd;wdu;.  kd mOj;jj;ij rfpf;Fk; cq;fsJ 

,aysT gy fhuzpfspy; jq;fpAs;sJ. cq;fsJ 

cwTKiwfspd; juk;> tho;f;ifapd; Njhw;wg;ghL> cq;fs; 

czu;Trhu; mwpTj;jpwd;> mj;Jld; kuGtopg;gz;gpay; 

Nghd;wit cs;slq;Ffpd;wd.

vJ cq;fspd; kd mOj;j rfpg;Gj;jd;ik 
mstpy; nry;thf;F nrYj;Jfpd;wJ?
kd mOj;jj;ijg; nghWj;jkl;by;> mq;F "ngupa 

kd mOj;jk;" my;yJ "rpwpa kd mOj;jk;" Nghd;w 

msTfspy; mJ fhzg;gLtjpy;iy.mJ xU egupd;> mtd;/
mtspd; rfpg;Gj;jd;ik kl;lj;jpy; jq;fpAs;sJ. Vnddpy; 

kd mOj;jk; gue;jstpy; ghjpg;ig Vw;gLj;Jtjdhy;> 

ePq;fs; cq;fs; nrhe;j tiuaiwfis mwpe;J nfhs;tJ 

mtrpakhFk;. Mdhy; ve;j msT kd mOj;jk; ,Uf;fpwJ 

“mjp$bajh” vd;gJ egUf;F egu; NtWgl;L fhzg;gLk;. 

vkJ iftpuy;fs; xd;iw xd;W xj;jjhf ,y;yhjJ NghyNt> 

ehKk; egUf;F egu; NtWgl;ltu;fs;. rpyu; vq;Nfh J}uj;jpy; 

fhzg;gLk; jilfSf;Fk; Vkhw;wq;fSf;Fk; Kfk; nfhLf;f 

Kbahky; nehWq;Fk; epiyikapy; ,Uf;Fk; NghJk;> 

rpyNuh Neubahd Fj;Jf;fSf;Fk; jhf;Fjy;fSf;Fk; Vw;g 

jk;khy; <LnfhLf;ff; $batu;fs;. rpyu; gugug;Gzu;T> 

rthy;fs; kw;Wk; cau; kd mOj;j tho;f;if Kiw 

epiyikfis Nkw;nfhz;L ntw;wp milfpd;wtu; Nghd;W 

fhzg;gLfpd;wdu;. 

 

R+o;epiyfs;> mOj;jq;fs; vd;gitfshy; kd cisr;ry; 

Vw;gl;lhy; mit mjw;fhd mOj;jpfshf mwpag;gLfpwJ. 

ehk; toikahf ,e;j mOj;jpfis (jifT+l;bfs;) 

vjpu;kiwahfNt; Nrhu;tilar;nra;Ak; xU Ntiy xOq;F 

my;yJ Xu; fbdkhd cwTKiw Nghd;W vz;ZfpNwhk;. 

vg;gbahfpYk;> cq;fs;kPJ cau; Nfhupf;iffs; jpzpf;fg;gly; 

my;yJ mDrupj;J elf;Fk;gb tw;GWj;jg;gly; vd;gd 

cq;fSf;F kd mOj;jkhf mikayhk;. ,J ,t;thwhd 

Neu;kiwahd epfo;Tfshd> jpUkzk; Kbj;jy;> tPL thq;fy;> 

ftpf;$lk; nry;yy; kw;Wk; gjtp cau;T ngWjy; Nghd;w 

tplaq;fspYk; cs;slf;fg;gLfpwJ. epr;rakhf vy;yh kd 

mOj;jq;fSk; ntspg;Gwf; fhuzpfshy; Vw;gLtjpy;iy> 

kd mOj;jkhdJ vkJ Ra cUthf;fkhfTk; mikfpwJ. 

cjhuzkhf:- ehk; xU tplaj;ijg;gw;wp mJ elf;Fkh 

elf;fhjh vd;W kpifahf ftiyg;gly;> my;yJ 

rpd%l;lg;gly;> tho;f;ifiaf; Fwpj;J ek;gpf;if mw;w 

vz;zq;fs; Nghd;wit. ehk; ,jid rkhspf;f fPNo 

fhzg;gLk; rhj;jpakhd topfs; my;yJ eilKiwapy; 

fhzf; $ba cjhuzq;fisg; ghu;g;Nghk;.  
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cq;fs; cWJiz tiyaikg;G: ey;y ez;gu;fs; vkf;F 

fpilf;Fk; nrhj;jhFk;. xU gykhd tiyaikg;ghd 

ez;gu;fs; kw;Wk; FLk;g gf;fgykhdJ ,t;thwhd kd 

mOj;jpfspy; ,Ue;J vk;ikg; ngUkstpy; ghJfhf;f 

$baitahFk;.kWgf;fkhf> ePq;fs; mjpfk; jdpikahfTk;> 

xJq;fpAk; ,Uf;fpwPu;fs;> ,J kd mOj;jpdhy; mjpfk; 

ghjpf;fg;glf; $ba epiyikahFk;. ePq;fs; kd 

mOj;jj;jpy; ,Uf;Fk;NghJ> cq;fs; ez;gu;fs; cq;fis 

kJ mUe;j> Gifg;gpbf;f my;yJ Nghijg; nghUl;fs; 

ghtpf;f miof;Fk; NghJ jaTnra;J mtu;fis jtpu;j;J 

nfhs;tJ rpwe;jjhFk;. 

cq;fs; czu;Tj;jpwf; fl;Lg;ghL: ePq;fNs cq;fSf;F 

rpwe;j mjpfhup. ePq;fs; cq;fs; NkYk; cq;fs; 

,aysT NkYk; cWjpaha; ,Ue;J> mjd; nry;thf;F 

%yk; cq;fSf;Fr; rthyhd epfo;Tfspy; ,Ue;J 

cq;fisg; ghJfhj;Jf;nfhs;s xUNtis ,e;j kd 

mOj;jj;ij ,yFthf cq;fSf;Fs; mbnaLj;J itf;f 

mDkjpf;fyhk;. ePq;fs; cq;fs; fl;Lg;ghl;il ,oe;J 

fhzg;gLk; Ntisapy;> kd mOj;j rfpg;Gj;jd;kahdJ 

kpff;FiwthfNt ,Uf;Fk;. ,r;rkaj;jpy; ePq;fs; mjpfk; 

Nahrpj;J jiyiaf; Filahky;> cq;fsJ clYf;Fk; 

rpe;jidf;Fk; Xa;T nfhLg;gJ mtrpakhFk;.

cq;fs; kdg;ghd;ikAk;> kd epiyg; ghq;Fk;: jsuh 

ek;gpf;ifnfhz;l egu;fs; cau; mbf;fb kd mOj;jj;Jf;F 

cs;sFtu;. mtu;fs; rthy;fis jOt Kidfpd;wdu;> 

eifr;Rit czu;T mjpfKs;stu;fs; mj;NjhL me;j 

khw;wq;fshdit tho;f;ifapd; xU gFjpNa vd;W 

Vw;Wf;nfhs;sf; $batu;fs;. cq;fspy; rpyu; epidf;fyhk; 

"KbahjJ xd;Wkpy;iy". Mdhy; cq;fshy; Fwpg;gpl;l 

msT Rikia khj;jpuNk J}f;f KbAk; vd;gij ePq;fs; 

czu;e;J nfhs;s Ntz;Lk;.  

cq;fs; czu;rpfisf; ifahsf;$ba Mw;wy;: ePq;fs; 

kdj;Jf;fj;NjhL> Nfhgj;NjhL> Jd;gj;jpy; %o;fpapUf;Fk; 

epiyikfspy;> cq;fshy; vt;thW mikjpahfTk; 

MWjyhfTk; cq;fis itj;jpUg;gJ vd;W njupahj 

re;ju;g;gj;jpd; NghJ ePq;fs; kpf mjpfkhf kd mOj;jj;jpdhy; 

ghjpf;fg;glf; $batu;fshf ,Ug;gPu;fs;. ,e;j re;ju;g;gj;jpy; 

cq;fSf;Fs;s Mw;wypd; %yk; cq;fs; czu;rpfis 

rkepiyf;F nfhz;Lte;jhy;> ePq;fs; kPs; gha;r;rNyhL 

,f;fl;by; ,Ue;J tpLgLtPu;fs;. ,e;j nray;jpwid ve;j 

tajpYk; fw;Wf;nfhs;syhk;. cjhuzkhf:  xU kuz 

epfo;tpw;Fk; jpUkz itgtj;jpw;Fk; ,ilapy; cq;fsJ 

czu;rprhu; rkepiy vt;thWs;sJ vd mwpe;Jnfhs;syhk;.

cq;fs; mwpTk; Maj;jKk;: kd mOj;j epiyikfs; 

gw;wp ePq;fs; mjpfkhfj; njupe;Js;sPu;fs;. vt;tsT Neuk; 

mJ ePbf;Fk; my;yJ vij vjpu;ghu;f;fyhk; vd;gd 

cs;slq;Ffpd;wd. mij vjpu;j;J rkhspj;jy; my;yJ 

<LnfhLj;jNy kpfTk; vspjhd KiwahFk;. cjhuzkhf: 

ePq;fs; xU mWit rpfpr;irf;F nry;Yk;NghJ me;j mWit 

rpfpr;irapd; gpd; eilKiwapy; vd;d elf;Fk; vd;gJ 

gw;wp xU fhl;rp cq;fs; kdjpy; ,Uf;Fk;. typapypUe;J 

cldbahf kPs; gha;r;ry; nra;ayhk; vd;W vjpu;ghu;g;gij 

tpl> me;j typNahL gbg;gbahf Fzkilayhk; vDk; 

vz;zk; Fiwe;j mjpu;r;rpfukhdjhf ,Uf;Fk;.

vJ kd mOj;jj;ij Vw;gLj;Jk; vd;gJ> ePq;fs; mjidf; 

ghu;f;Fk; Kiwapy; $l gFjpasthf rhu;e;jpUf;fpwJ. 

cq;fis kd mOj;jj;Jf;F cs;shf;Fk; Vjhtnjhd;W 

kw;wtu;fisg; ghjpf;fhJ; khwhf mtu;fs; mjid re;Njh\

khf mDgtpg;gu;. 

cjhuzkhf: mjpf thfd neupry; cq;fisj; 

jhkjg;gLj;Jk; vd;gjhy; fhiyg; gazj;ijf; Fwpj;J 

ePq;fs; ftiyahfTk;> gjl;lkhfTk; fhzg;gLtPu;fs;. 

kw;wtu;fNsh> jhkjpf;Fk; Neuj;ij jkf;fhd Xa;Tg; 

gazkhf vLj;Jf;nfhz;L> nky;ypiriaf; Nfl;lgbNa 

me;j Neuj;ij jkf;F rhjfkhf mDgtpg;ghu;fs;. 

gpd;tUtd nghJthd kd mOj;jj;jpw;fhd mfepiy 

my;yJ Gwepiyf; fhuzpfshFk;.

kd mOj;jj;jpw;fhd Gwepiyf; fhuzq;fs;  

	Kf;fpakhdtho;f;if khw;wq;fis         

	Ntiyj;jsk; my;yJ ghlrhiy

	cwTr; rpf;fy;fs;

	epjprhu; gpur;rpidfs;

	Xa;tpy;yhky; Ntiynra;Jnfhz;L ,Uj;jy;

	gps;isfSk; FLk;gKk;

kd mOj;jj;jpw;fhd mfepiyf; fhuzq;fs;

	ehs;g;gl;l ftiy

	Njhy;tp kdg;ghd;ik

	vjpu;kiw Ra Ngr;R

	eilKiwf;Fr; rhj;jpakw;w vjpu;ghu;g;Gfs; 

 / G+uzj;Jtk;

	,zf;fkw;w rpe;jidg; Nghf;F/
 nefpo;e;J nfhLf;Fk; jd;ikf; FiwghL.

	midj;Jk; my;yJ vJTk; ,y;yhj kdg;ghd;ik

vkJ tho;f;ifapy; kd mOj;jj;jpw;fhd 
%y fhuzq;fis vt;thW ,dq;fhz;gJ?
kd mOj;jf; fl;Lg;ghlhdJ ehk; vkJ kd mOj;jj;jpw;fhd 

fhuzpfisf; ,dk;fhd;gjpy; Muk;gpf;fpwJ.,J 

Fwpg;gplg;gl;lJ Nghy mtsT ,yFthdJ my;y. 

cq;fsJ kd mOj;jkhdJ mt;tsT ntspg;gilahf 

,Ug;gjpy;iy. Mdhy; cq;fs; rpe;jid> czu;r;rp> elj;ij 

cs;slq;fyhd nrhe;j kd mOj;jq;fis cq;fs; 

fz;Nzhl;lj;jpd; %yk; mwpayhk;. ePq;fs; cq;fsJ 

Ntiyf; fhytiuaiwfisf; Fwpj;J vg;NghJNk ftiy 

mile;jtu;fshf fhzg;gLtJ cq;fSf;Nf njupAk;. 

Mdhy; me;j Ntiyiaf; Fwpg;gpl;l fhytuaiuf;Fs; 
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nra;J Kbf;fNtz;ba epiyapy; fhyjhkjk; nra;tjpdhy; 

fhyf;nfL rk;ge;jkhd mOj;jjpw;F cs;shfpwPu;fs;. 

cq;fspd; kd mOj;jj;jpw;fhd cz;ikahd %y 

fhuzq;fis ,dq;fhd ePq;fs; cq;fs; gof;ftof;fq;fs;> 

kdg;ghd;ik kw;Wk; cq;fs; rhf;FNghf;Ffs; vd;gtw;iw 

cw;WNehf;f Ntz;Lk;. ePq;fNs cq;fSf;F rpwe;j 

itj;jpau; vd;gij ePq;fs; fl;lhak; njupe;jpUf;fNtz;Lk;. 

vdNt gpd;tUk; MNyhridfspd;gb ePq;fNs cq;fisg; 

gFg;gha;T nra;ayhk;. 

	kd mOj;jkhdJ jw;fhypfk; vd;W ePq;fs; 

tpsf;fpdhYk; $l> (',g;NghJ kpy;ypaDf;Fk; mjpfkhd 

tplaq;fs; ele;J nfhz;L ,Uf;fpd;wd") filrpahf 

ePq;fs; vg;NghJ Xa;T vLj;jPu;fs; vd;gij cq;fshy; 

Qhgfj;jpy; nfhz;Ltu KbahJ

	ePq;fs; ,e;j kd mOj;jj;ij cq;fs; Ntiy> FLk;g 

tho;f;if (',q;F Rw;wpAs;s midj;J tplaq;fSNk 

igj;jpaf;fhuj;jdkhf cs;sJ") my;yJ cq;fs; 

MSikapd; xUq;fpize;j gFjpahftiuaWf;fpwPu;fsh? 

('vdf;F El;gf;$Uzu;Tila Mw;wy; mjpfk; cs;sJ. 

mt;tsNt")

	ePq;fs; cq;fs; kd mOj;jj;ij gpw egu;fspy; my;yJ 

ntspg;Gwf; fhuzpfs; Nky; Fw;wk; Rkj;JfpwPu;fsh? 

my;yJ mij Kw;wpYk; rhjhuzkhfTk; tpjptpyf;F 

mw;wjhfTk; Nehf;Ffpd;wPu;fs;?

ftdj;jpy; nfhs;sNtz;baJ: ePq;fs; cUthf;Fjy; 

kw;Wk; NgZjy; Nghd;w ghj;jpuj;jpd; nghWg;Gf;fis 

Vw;Wf;nfhs;Sk; tiuapy;> cq;fs; kd mOj;jkhdJ 

cq;fs; fl;Lg;ghl;Lf;F Gwk;ghf ,Uf;Fk;.   

cq;fspy; rpyUf;F kd mOj;jj;ij xU fUtpahf 

itj;J elg;G ehl;Fwpg;G vOJk; gof;fk; ,Uf;fyhk;. 

,e;j ehl;Fwpg;gdJ md;whlk; cq;fSf;F Vw;gLk; kd 

mOj;jpfis ,dk;fz;L ePq;fs; vt;thW mtw;iw 

ifahSfpwPu;fs; vd;gij mwpe;J nfhs;syhk;. ePq;fs; kd 

mOj;jj;jpw;F cs;shFk; xt;nthU NtisapYk; ,e;j 

Fwpg;Ngl;il gpd;njhlu;tJ rpwe;jjhFk;. ,t;thW jpdrupg; 

gjpNtl;il NgZtjd; %yk; ePq;fs; tbtikg;GfisAk; 

nghJf; fUg;nghUl;fisAk; fhzj; njhlq;FtPu;fs;. 

gpd;tUtdtw;iw vOjpf; nfhs;SNthk;.

	cq;fSf;F kd mOj;jk; Vw;glf; fhuzk; vJ? 

(cq;fSf;F epr;rak; ,y;iy vd;wy; Cfpj;Jg; 

ghu;f;fyhk;)

	,aw;gpay; kw;Wk; czu;r;rp Mfpa ,t;tpuz;ilAk; 

vt;thW czu;e;jPu;fs;?

	cq;fs; gpujpgypg;ig vt;thW fhl;bdPu;fs;?

	ePq;fs; cq;fis ed;whf czuitf;f vd;d nra;jPu;fs;?

ePq;fs; vt;thW eilKiwapy; kd mOj;jj;ijr; 

rkhspf;fpwPu;fs; vd;gijf; Fwpj;J ftdpAq;fs;. jw;NghJ 

ePq;fs; vt;thW cq;fs; tho;tpy; kd mOj;jj;ijr; 

rkhspf;fpwPu;fs; vd;gij epidj;Jf;nfhs;Sq;fs;.cq;fs; 

kd mOj;j ehl;Fwpg;NgL mtw;iw ,dk;fhz cjtp GupAk;. 

,jidr; rkhspf;Fk; cq;fs; cj;jpfs; MNuhf;fpakhdjh 

my;yJ MNuhf;fpakw;wjh> cjtf;$bajh my;yJ 

Mf;ftskw;wjh? Jujp\;ltrkhf> gyu; kd mOj;jj;ijr; 

rkhspf;Fk; topfisg; gy gpur;rpidfSld; fye;J Fog;gp 

tpLfpd;wdu;.

Mdhy; ePq;fs; xUNghJk; kd mOj;jj;ijr; rkhspf;f 

MNuhf;fpakw;w topfisf; ifahsf;$lhJ. ,t;thwhd kd 

mOj;jj;ijr; rkhspf;Fk; Kiwfs; FWfpa fhyj;Jf;F 

khj;jpuNk gadhf ,Uf;Fk;.Mdhy; ePz;l fhy Xl;lj;jpy; 

ghupa ghjpg;Gf;fis Vw;gLj;Jk;.

	Gifg;gpbj;jy;

	mjpfkhf kJ mUe;Jjy;

	mjpfkhf my;yJ Fiwthf cz;Zjy;> mjpf Neuk; 

nrytpLk; tyaq;fshf njhiyfhl;rp my;yJ fzzp 

Kd; ,Uj;jy;>

	ez;gu;fs;> FLk;gk;> nraw;ghLfs; Nghd;wtw;wpypUe;J 

gpd;thq;Fjy;.

	epk;kjpf;fhf khj;jpiufs; my;yJ Nghijg; nghUl;fis 

cgNahfpj;jy;

	mjpfg;gbahd J}f;fk;.

	fhupaj;ijj; js;spg;NghLjy; 

	gpur;rpidfSf;F Kfk; nfhLg;gijj; jtpu;g;gjw;fhf 

me;je;j ehspd; xt;nthU epkplj;ijAk; G+uzg;gLj;jy;

	xd;Wk; ,y;yhjjw;F Nfhgg;gly; my;yJ vy;yhtw;wpw;Fk; 

mrhjhuz mikjpahf ,Uj;jy;

	vkJ kd mOj;jj;ij kw;wtu; kPJ ntspf;fhl;ly; 

(jhf;Fjy;> Nfhgj;jpy; ntbj;jy;> cly;uPjpahd 

td;Kiwfs; nra;jy;) 

,J cq;fs; FLk;gjpjpy; (FLk;gg; gpur;rpidfs;)> Ntiyapy; 

(gzpapy; ,Ue;J ePf;fg;gly;)> ghlrhiyapy; (xOf;fhw;W 

elbf;if vLf;fg;gly;) gy gpur;ridfis cUthf;Fk;.

kd mOj;jj;jpid MNuhf;fpakhd 
topfspy; vt;thW fl;Lg;gLj;jyhk;?

xUNtis kd mOj;jk; cq;fs; fl;Lg;ghl;il kPwpf; 

fhzg;gLtJNghy; ,Uf;fyhk;. Mdhy; mjw;Fupa 

gjpyspf;Fk; tpjj;jpid ePq;fs; fl;Lg;gLj;jyhk;. kd 

mOj;jf; fl;Lg;ghlhdJ xU nghWg;ig vLj;jyhFk;. 

cq;fsJ rpe;jidfs;> czu;Tfs;> Rw;Wr;R+oy; kw;Wk; 

gpur;ridfis vt;thW ifahs;jy; Nghd;wtw;iw 

ekJ nghWg;gpy; vLj;Jf;nfhs;tjhFk;. kd mOj;j 

epiyikfis khw;w cq;fs; gpujpgypg;gpy; khw;wj;ijf; 

nfhz;Ltu Kbjy; kw;Wk; cq;fshy; cq;fisf; 

ftdpf;f KbahkYk;> epk;kjpf;Fk; Xa;Tf;Fk; Neuk; 

xJf;f Kbahky; ,Uf;Fk; epiyikfs; Nghd;wtw;wpy; 

kd mOj;jf; fl;Lg;ghlhdJ gq;Fnfhs;fpwJ. kd 

mOj;jj;ijr; rkhspf;Fk; Kiwfs; cq;fs; czu;rprhu; 

my;yJ cly; MNuhf;fpak; Nghd;wtw;wpy; gq;fspg;Gr; 

nra;ahtpby;> MNuhf;fpakhdtw;iw Nehf;Ftjw;F ,J 

rupahd rkakhfpwJ. epiwa MNuhf;fpakhd topfs; kd 

mOj;jj;ij fl;Lg;gLj;jTk;> rkhspf;fTk; fhzg;gLfpd;wd> 
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Mdhy; mit midj;Jk; xU khw;wj;ijNa 

Ntz;Lfpd;wd. ePq;fs; cq;fs; epiyikfisNah my;yJ 

gpujpgypg;Gf;fisNah khw;wp mikf;f Ntz;Lk;. ,tw;Ws; 

cq;fs; tpUg;gkhdijj; njupT nrAk; NghJ jug;gl;lgbNa 

,e;j ehd;F tplaq;fshd (Four A’s): jtpu;j;jy;> 

jpUj;jpaikj;jy;> nghUe;Jjy;> Vw;Wf;nfhs;sy; vd;git 

kpf cjtpahf ,Uf;Fk;.

kdmOj;jk; epiwe;j epiyikfisf; 
ifahs;jy;: 

 me;j ehd;F A’s: 2 A’s epiyikfis khw;wp mikj;jy;  

	mtrpakw;w mOj;jpfs;/kdmOj;jq;fs; vd;tw;iwj; 

jtpu;j;Jf;nfhs;sy;. vy;yhtpjkhd kd mOj;jq;fSk; 

jtpu;f;fg;gl Kbahjit. Mdhy; vt;thW ,y;iy 

vd;W $WtJ> nra;a Ntz;ba my;yJ fl;lhakhd 

vd;gitfis NtWgpupj;J nray;Kiwg; gl;baypy; 

Fwpg;gpl mwpjy;> mj;NjhL cq;fis kd mOj;jj;Jf;F 

cs;shf;Fk; kf;fs; my;yJ epiyikfs; Nghd;wtw;iwj; 

njspthf mwpe;J topg;gLj;jp> cq;fSf;F Vw;gLk; 

ehse;j kd mOj;jpfisj; jtpu;j;Jf;nfhs;syhk;. ve;jj; 

jdp egUk; Ntiyj;jsq;fspy; mtu;fspd; Nky; mjpf 

Ntiyg;gSf;fs; Rkj;jg;gl;bUe;Jk;$l KbahJ vd;w 

thu;j;ijiag; $w Kidtjpy;iy. ,J mtu;fSf;F 

ngupa rthyhFk;. Mdhy; ,e;jg; gjpYf;F epiwag; 

gpd;Gyf; fhuzq;fshd> mtdJ /mtsJ Ntiyg; 

ghJfhg;G> cgrupg;G kw;Wk; fyhr;rhuk; Nghd;wit 

cs;sd.

	kd mOj;jpfs;/ mOj;jq;fs; vd;gtw;iwj; 

jpUj;jpaikj;jy;

 cq;fshy; kd mOj;jj;ijj; jtpu;f;f Kbahtpl;lhy;> 

ePq;fs; mjidj; jpUj;jpaikf;fyhk;. kpf cWjpAld; 

md;Nw eilngw;w gpur;rpidfSf;F eltbf;iffs; 

Nkw;nfhs;syhk;. cq;fs;czu;r;rpfisj; Njf;fpitj;J 

kd mOj;jjpw;F MshFtij jtpu;j;J kupahijahd 

Kiwapy; ePq;fs; gpwupd; ftdj;jpw;F mtw;iw njupag; 

gLj;jyhk;.my;yJ kw;wtu;fisr; re;jpj;J ,zf;fklar; 

nra;tjd; %yk; miuthrp gpur;rpidfisahtJ 

jPu;f;fyhk;. ePq;fshfNt kd mOj;jj;ij 

khw;wpaikf;fyhk; my;yJ kw;wtu;fs;> ngupa kdpju;fs; 

my;yJ ez;gu;fs; cjtpiaAk; ehlyhk;. 

 kd mOj;jk; epiwe;j epiyikfisf; ifahs;jy;: 

 me;j ehd;F A’s: 2 A’s cq;fs; vjpu;tpisTfis khw;wp 

mikj;jy;

	kd mOj;jpfSf;F Vw;g nghUe;Jjy;: cq;fshy; 

kd mOj;jpfspy; khw;wk; nra;a Kbahky; ,Ue;jhy;> 

mjw;Nfw;g cq;fis khw;wpf;nfhs;s Kaw;rp nra;J 

ghUq;fs;.  gpur;rpidfis fl;likg;Gf;Fs; nfhz;Ltuy; 

my;yJ Neu;kiwahd tplaq;fspy; ftdk; nrYj;Jjy;. 

cq;fs; Ntiyapy; xU gzpahdJ cq;fis kd 

mOj;jj;Jf;F cs;shf;fpdhy; ePq;fs; me;j Ntiyapy; 

cq;fSf;F gpbj;jkhd tplaj;ij Nehf;fp mjpy; 

kfpo;e;jpUf;fyhk;. mj;NjhL ngUk; kdf;fhl;rpia 

Nehf;fpg;ghUq;fs;: ehd; ,e;j tplaj;ijf; Fwpj;Jf; 

ftiyg;gLtJ cz;ikapNyNa ngWkjpahdjh?> 

ePq;fs; ,t;thwdtw;iw cq;fs; Ntiyj;jsj;jpNyh 

my;yJ FLk;gj;jpNyh eilKiwg;gLj;j Ntz;lhk;. xU 

fl;likg;Gf;Fs; ePq;fs; ,jid itj;jpUq;fs;.

	kd mOj;jpfis Vw;Wf;nfhs;sy; /cq;fshy; khw;w 

Kbahj tplaq;fs;.

 cq;fs; tho;f;ifapy; cq;fshy; gy kd mOj;jpfis 

vJTk;nra;a Kbahj epiyfs; fhzg;gLfpd;wd. 

,t;thwhd epiyikfspd;NghJ ,tw;Wf;F vjpuhf 

jLg;G mikj;J kd mOj;j epiyikfis NkYk; 

mjpfkhf;Ftijtpl ,it jtpu;f;f Kbahjit 

vd;gij Vw;Wf;nfhs;sf; fw;fNtz;Lk;. xU R+o;epiyapd; 

Nkw;gFjpiag; ghu;j;jy;: kpfTk; mjpfkhd kd mOj;jj;ijg; 

gw;wp mwpaf;$ba my;yJ jdpg;gl;l tsu;r;rpailaf; 

$ba re;ju;g;gq;fshf ,J mikAk;. xUtUNk my;yJ 

ePq;fSk; cs;slq;fyhfg; G+uzkhdtu;fs; my;y 

vd;gij Vw;Wf;nfhs;sj; njupe;Jnfhs;s Ntz;Lk;.

xt;nthUehSk; fw;Wf;nfhs;sNtz;ba eshFk;. 

MfNt ,e;j khw;wq;fshdJ cq;fs; mgptpUj;jpf;Fj; 

J}z;fshf mikAk; vd;w Neu;kiw rpe;jidNahL 

fhzg;gLq;fs;.

 midtUf;Fk; ,e;j kd mOj;jq;fspy; jdpg;gl;l 

nghWg;Gf;fs; fhzg;gLk; NghjpYk; mq;Nf ,jidr; 

ifahz;L jPu;tpid fhz;gjw;F "xU msthdJ 

vy;yhtw;Wf;Fk; nghUj;jkhff; fhg;gLtjpy;iy". 

ve;jtpjkhd jdpg;gl;l nrad;KiwAk; xt;nthUtUf;Fk; 

my;yJ xU R+o;epiyapYk; njhopw;gLtjpy;iy. vdNt 

ehk; rpwe;j cj;jpfisAk; nray;El;gq;fisAk; 

Ma;Tnra;J ,e;j kd mOj;jq;fisf; fl;Lg;gLj;jp 

vk;ik mikjpahf   itj;Jf; nfhs;tjpy; ftdk; 

nrYj;jNtz;Lk;. 

kd mOj;jj;ij El;gkhd Kiwapy; 
vt;thW rkhspf;fyhk;? 
 

1: mtrpakw;w kd mOj;jq;fisj; jtpu;j;Jf;nfhs;sy;

 vy;yh kd mOj;jq;fisAk; cq;fshy; jtpu;j;Jf; 

nfhs;s KbahJ. Vnddpy; rpy tplaq;fspy; ePq;fs; 

cq;fis mtrpak; <LgLj;jpf;nfhs;s Neuplyhk;. 

vg;gbahtJ cq;fs; tho;f;ifapy; vj;jid kd 

mOj;jpfis cq;fshy; ePf;f KbAk; vd;gijf; Fwpj;J 

ePq;fs; Mr;rupak; milayhk;.

 'KbahJ" vd;gij vt;thW $wyhk; vd;W 

fw;Wf;nfhs;Sq;fs;. 

 cq;fs; jdpg;gl;l my;yJ njhopy; rhu; tho;f;ifapy; 

cq;fs; vy;iyfisj; njupe;J mtw;Wld; nghUe;jpf; 

nfhs;Sq;fs;. ePq;fs; ifahsf; $bajw;Fk; 

mjpfkhdtw;iw vLj;Jf;nfhz;lhy; mJ epr;rakhd 

kd mOj;jj;jpw;fhd nrad;Kwahf mike;J tpLk;.

 cq;fis kd mOj;jjpw;F  cs;shf;Fk; 

egu;fis jtpu;j;Jf;nfhs;Sq;fs;

 xUtu; njhlu;e;J cq;fis kd mOj;jjpw;F 

cs;shf;fp nfhz;L ,Uf;Fk;NghJ cq;fshy; me;j 
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cwit ve;jg;gf;fKk; jpUg;g KbahJ ,Ue;jhy; 

me;j egUld; ePq;fs; nrytpLk; Neuj;ijf; 

FiwAq;fs; my;yJ mj cwtpid KOikahf 

Kwpj;Jf;nfhs;Sq;fs;. 

 Rw;Wr; R+oiy cq;fs; fl;Lg;ghl;by; itj;jpUj;jy;.

 khiyr; nra;jp mwpf;if cq;fisf; 

ftiyf;Fs;shf;Fkhdhy; cldbahf      

njhiyf;fhl;rpia mizj;J tpLq;fs;. 

Nghf;Ftuj;J neupryhy; ePq;fs; gjl;lk; mile;jhy; 

ePz;l gpuahz Mdhy; FWfpa gazg; ghijfisj; 

njupT nra;ayhk;. filfSf;F nrd;W nghUl;fs; 

thq;f Nrhu;thf ,Ue;jhy; ,izajsj;jpd; %yk; 

nfhs;tdT nra;ayhk;  

 mjpfg;gbahd R+lhd cj;Ntfj;jpid Vw;gLj;Jk; 

jiyg;Gfisg; gw;wp NgRtijj; jtpu;j;Jf; 

nfhs;sy;.

 rkak; my;yJ murpay; gw;wp NgRk;NghJ ePq;fs; 

Ntjdaile;jhy; cldbahf me;j jiyg;Gf;fis 

cq;fs; ciuahly; gl;baypy; ,Ue;J ePf;fp 

tpLq;fs;. mg;gb ,Ue;Jk; ,t;thwhd Ngr;Rf;fis 

mNj kdpju;fNshL ePq;fs; ciuahl NeUk; 

re;ju;g;gq;fspy; ePq;fs; mJ rk;ge;jkhd tplaq;fis 

ntspf;nfhzuhky; my;yJ kd;dpg;Gf;Nfhup 

mt;tplj;ij tpl;L mg;ghy; nry;yyhk;.

 nrad;Kiwg; gl;baiyg; gFjpasT rPu;nra;jy;.

 cq;fs; Ntiy ml;ltiz> nghWg;Gf;fs;> 

md;whl eltbf;iffs; Nghd;wtw;iwg; gFg;gha;T 

nra;Aq;fs;. cq;fs; jl;by; mjpfg;gbahff; 

fhzg;gl;lhy; "nra;a Ntz;bait> fl;lhakhdit" 

vDk; mbg;gilapy; NtWgpupj;Jf; nfhs;Sq;fs;. 

gpd;du; mtrpaky;yhj nray;ghLfis gl;baypd; 

mbg;gFjpy; Fwpg;gpl;L my;yJ Kw;whf mtw;iw 

mjpypUe;J ePf;fp tpLq;fs;.

2: R+o;epiyia khw;wpaikj;jy;.

 cq;fshy; xU kdmOj;jk; epiwe;j R+o;epiyiaj; 

jtpu;f;f KbahjpUe;jhy; mjid khw;wpaikf;f Kaw;rp 

nra;Aq;fs;. vjpu;fhyj;jpy; mJ cq;fSf;F xU 

gpur;rpidahf vohj tpjj;jpy; ,e;j R+o;epiyikia 

vt;thW khw;wp mikf;fyhk; vd;gijf; fz;LgpbAq;fs;.,J 

cq;fs; tho;f;ifapy; cq;fs; njhlu;ghly; kw;Wk; 

nraw;ghLfs; Nghd;wtw;wpy; mbf;fb jiyaPL nra;Ak;. 

 czu;Tfis cq;fSf;Fs;Ns Njf;fp itf;fhky; 

mtw;iw ntspg;gLj;Jq;fs; 

 ahutJ my;yJ VjhtJ cq;fisj; njhe;juT 

nra;jhy; ePq;fs; cq;fs; ,lu;ghLfis 

ntspg;gilahfTk; kupahijahd tifapYk; 

njupag;gLj;Jq;fs;. mt;thW cq;fs; czu;Tfspw;F 

Fuy; nfhLf;fhtpby; kdf;frg;G mjpfupj;J 

R+o;epiyapy; ve;jtpj khw;wq;fSk; Vw;glhky; 

mNjkhjpupNa fhzg;gLk;.  

 tpl;Lf;nfhLf;Fk; khdg;ghd;ikAld; ,Uj;jy;

 ePq;fs; kw;wtuplk; mtupd; elj;ijia khw;Wk;gb 

Nfl;Fk;NghJ> ePq;fSk; mNj fhupaj;ijr; nra;aj; 

jahuhf ,Uf;f Ntz;Lk;.,t;thW ePq;fs; ,UtUk; 

tise;J nfhLf;Fk; NghJ ePq;fs; xU re;Njh\

khd eLepiyj; jsj;jpid fz;Lgpbf;f ,J xU 

re;ju;g;gkhf mikAk;.  

 mjpf cWjpAs;stuhf ,Uj;jy;

 tho;f;ifapy; vg;NghJk; gpd;Ndhf;fp ,Uf;fhky; 

gpur;rpidfs; tUk;NghJ mtw;wpy; jiyapl;L 

mjidf; ifahz;L cq;fshy; Kbe;jtiu mtw;iw 

vjpNuhf;fpNah my;yJ jLj;Jf;nfhs;Sq;fs;. 

cq;fs; guPl;ir Neuj;jpy; cq;fspd; mul;il 

ez;gd; cq;fNshL Ngr tUk; Neuq;fspy; ePq;fs; 

ntspg;gilahfTk; NeubahfTk; mtuplk; cq;fshy; 

5 epkplq;fs; khj;jpuNk mtUld; nrytpl KbAk; 

vd;W $Wq;fs;.

 cq;fs; Neuj;ijf; rpwe;j Kiwapy; epu;tfpj;jy;.

 ePq;fs; nky;ypajhf ePl;b ,Of;fg;gl;L gpd;Nehf;fp 

XLk;NghJ mikjpahfTk; mtjhdkhfTk; 

fhzg;gLtJ cq;fSf;F kpff; fbdkhf ,Uf;Fk;. 

Mdhy; ePq;fs; Kd;Ndw;ghlhd jpl;lj;ij cUthf;fp 

ePq;fs; mjPj tpupthf;fk; milatpy;iy vd;gjpy; 

cWjpaha; ,Ug;gjd; %yk; ve;j kd mOj;j 

epiyikapy; ,Uf;fpd;wPu;fNsh cq;fshy; me;j 

R+o;epiyia khw;wpaikf;f KbAk;.

3: kd mOj;jpfSf;F Vw;g nghUe;Jjy;  

 cq;fshy; kd mOj;jpfspy; khw;wk; nra;a Kbahky; 

,Ue;jhy; mjw;Nfw;g cq;fis khw;wpf;nfhs;s Kaw;rp 

nra;J ghUq;fs;. cq;fspd; vjpu;ghu;g;Gf;fisAk; 

mgpg;gpuhaq;fisAk; khw;wpaikf;Fk; NghJ ePq;fs; 

kd mOj;j epiyikfSf;F Vw;g nghUe;JgtuhfTk; 

mjidf; fl;Lg;gLj;jf; $ba mwpit kPsg; 

ngWgtuhfTk; ,Ug;gPu;fs;.

 gpur;ridfis kPs;xOq;F nra;jy;

 kd mOj;j epiyikfis mjpf Neu;kiwahd 

Kd;Ndhf;F rpe;jidAld; fhz Kaw;rp nra;Aq;fs;. 

thfdneupry;fisf; fz;L fLk; rpdkiltij 

tpl ,J xU thfd neupry;fSf;fhd kPs; xOq;F 

eltbf;iff;fhd re;ju;g;gk; vd;W vz;zyhk; 

cq;fSf;Fg; gpbj;j thndhyp epfo;Tf;F 

nrtpkLf;fyhk; my;yJ nfhQ;r Neuk; jdpikia 

mDgtpf;fyhk;. 

 xU ngupa glj; Njhw;wj;ij Nehf;Fjy;

 kd mOj;j epiyikfis njhiyNehf;Fld; 

vLj;Jf;nfhs;sTk;. ,J J}u Xl;lj;jpy; 

vt;tsT fhyj;ij vLf;Fk; vd;W cq;fisNa 

Nfl;Lg;ghUq;fs;. xU khjk; vd;why; gpur;rpid 

,y;iyah? my;yJ xU tUlk;? ,ijf;Fwpj;J 

NkYk; ftiy nfhs;tJ gpuNah[dkhdjh? gjpy; 

,y;iy vd;why; cq;fsJ Neuj;ijAk; rf;jpiaAk; 

NtW vjpyhtJ ftdk; nrYj;Jjy; rpwe;jjhFk;. 

 cq;fs; juj;ij rupnra;J nfhs;Sq;fs;  

 G+uzj;JtkhdJ ,e;j kd mOj;j epiyikfspy; 
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jtpu;f;fg;gl Ntz;ba gpujhd %yhjhukhd 

xd;whFk;. cq;fis G+uzj;Jtj;Jf;F Vw;g rupahf 

mikf;f tw;GWj;jp Njhy;tpia jOt itf;Fk; 

eltbf;ifia cldbahf epWj;Jq;fs;. epahakhd 

juq;fis cq;fSf;Fk; kw;wtu;fSf;Fk; mikj;Jf; 

nfhs;tJld; “ed;F NghJkhdJ” vd;W $wf; 

fw;Wf;nfhs;s Ntz;Lk;.

 Neu;kiw tplaq;fspy; ftdk; nrYj;jy;

 kd mOj;jk; cq;fis fPNo mkpo;j;Jk;NghJ xU 

fzk; ePq;fs; cq;fs; tho;tpy; cw;rhfg;gLj;jpa 

midj;J tplaq;fspYk; gpujpgypg;igf; fhl;lyhk;;. 

mj;Jld; ,it cq;fsJ. Neu;kiw juq;fs; 

my;yJ jhye;Jfs; cs;slq;fyhfTk; ,Uf;fyhk;. 

,e;j ,yFthd nray;El;gk; gy tplaq;fis 

njhiyNehf;Fld; ePq;fs; ifahs cjtpahf 

mikAk;.

 cq;fs; kdg;ghq;if rupnra;jy;

 cq;fsJ czu;TG+u;tkhd ,aw;gpay;/cly; rhu;e;j 

ey;tho;tpy; Xu; Mokhd jhf;fk; ,Ug;gij ePq;fs; 

vt;thW epidg;gPu;fs;? xt;nthU NeuKk; ePq;fs; 

cq;fisg;gw;wp vjpu;kiwahf vz;ZfpwPu;fs;> 

cq;fsJ KO kdmOj;j epiyikapy; cq;fs; 

Ntjidj; Jbg;ig cq;fsJ cly; gpujpgypf;fpwJ. 

ePq;fs; cq;fisf;Fwpj;j ey;y tplaq;fis 

Nehf;Fk;NghJ ey;ytpjkhfNt czu;fpwPu;fs;.

gpd;Ndhf;fpa Nghf;Fk; cz;ikahdNj. gpd;tUk; 

,t;thwhd thu;j;ijfisg; gad;gLj;Jtijj; 

jtpu;g;Nghk;; "vg;NghJk;"> "xUNghJk;"> "nra;aNtz;Lk;"> 

"fl;lhakhf". ,itfs; Fiw$Wk; rupaw;w> Ra 

Njhy;tpia cUthf;Fk; vz;zg;Nghf;FfshFk;.

4: cq;fshy; khw;wKbajtw;iw Vw;Wf;nfhs;Sq;fs; 

 kdmOj;jj;jpw;fhd %yfhuzq;fs; rpy jtpu;f;f 

Kbahjit.md;ghdtu;fspd; kuzk; mghafukhd 

Neha;fs; Vw;gly; ehl;bd; nghUshjhu ke;j epiy 

vd;gd Vw;gLk; re;ju;g;gq;fspy; kd mOj;jpfisj; 

jil nra;aNth my;yJ khw;wNth Kbahky; 

,Uf;Fk;.,t;thwd Ntisfspy; ,e;j rk;gtq;fis ehk; 

,Uf;fpw tpjkhfNt Vw;Wf;nfhs;Sjy; kdmOj;jj;ijr; 

rkhspf;f $bajhf fhzg;gLk;. Vw;Wf;nfhs;Sjy; 

fbdkhdJ Mdhy; ePz;l fhy Xl;lj;jpy; ,t;thwd 

epfo;TfSf;F jLg;G Nghl vj;jdpg;gij tpl mt;thW 

Vw;Wf;nfhs;tJ ,yFthdjhFk;.

 fl;Lg;gLj;j Kbahjtw;iwf; fl;Lg;gLj;j Kaw;rp 

nra;a Ntz;lhk;.

 vk; tho;f;ifapy; epiwa tplaq;fs; vkJ 

fl;Lg;ghl;Lf;F mg;ghw;gl;lit. Fwpg;ghf kw;iwa 

egu;fspd; elj;ijfs;.,tu;fs; kPJ kd mOj;jk; 

nfhs;tij tpl me;je;j gpur;rpidfspd; NghJ 

vt;thW ePq;fs; gpujpgypf;fg;Nghfpd;wPu;fs; vd;gjpy; 

ftdkhf ,Uq;fs;.

 rhjfkhd tplaq;fis Nehf;fpg; ghu;j;jy;

 $wg;gl;lgbNa "vk;ik tYthdtu;fshf;f vJ 

vk;ikf; nfhy;yhky; ,Uf;fpwJ" rthy;fSf;F 

Kfk; nfhLf;Fk;NghJ mtw;iw cq;fs; nrhe;j 

jdpg;gl;l tsu;r;rpf;fhd re;ju;g;gq;fs; vd;W 

vz;zpf;nfhs;Sq;fs;.cq;fs; nrhe;j tYtw;w 

Nju;Tfshy; ePq;fs; kd mOj;jq;fSf;F cq;fis 

<LgLj;j NeupLk;NghJ mtw;wpy; gpujpgypj;J 

me;jg; gpioapy; ,Ue;J ey;y ghljpidf; 

fw;Wf;nfhs;Sq;fs;.

 cq;fs; czu;Tfisg; gfpu;e;J nfhs;Sq;fs;

 cq;fs; ek;gpf;iff;Fupa ez;gNdhL Kfk; ghu;j;J 

my;yJ kUj;Jt ty;YdNuhL xU re;jpg;G 

Kd;gjptpid Vw;gLj;jp fye;Jiuahlyhk;.kd mOj;j 

epiyikfspy; cq;fshy; mjidr; khw;wpaikf;f 

Kbahky; ,Uf;Fk; re;ju;gq;fspYk; $l ,yFthd 

nrayhf ePq;fs; vt;thwhd epiykf;$lhf 

nry;fpd;wPu;fs; vd;gij ntspg;gLj;jNy xU 

kPl;rpahf ,Uf;Fk;. kdk; jpwe;J ,ijf;Fwpj;J 

NgRtjhy; ePq;fs; ngytPdkhdtNuh my;yJ 

xUNghJk; cq;fs; kd Ntjidia kw;wtu;fs; 

kPJ Rkj;JgtuhfNth ,Ug;gjpy;iy.Vnddpy; mNef 

ez;gu;fs; ePq;fs; mtu;fis KOtJkhf ek;gp 

kdk;jpwe;J NgRk;NghJ mtu;fs; cq;fs;Nky; mjpf 

gpupak; nfhs;thu;fs;> mj;NjhL cq;fs; ,UtuJ 

el;Gg; gpizg;Gk; tYthdjhFk;.  

 kd;dpf;ff; fw;Wf; nfhs;Sq;fs;

 eilKiw tho;f;ifapy; ehk; G+uzj;Jtk; mw;w 

cyfj;jpy; tho;j;J tUtjhy; kf;fs; gpio tpLtJk; 

rhjhuzkhf cs;sJ.vdNt cq;fs; Nfhgk;> 

jzpahr;rpdk; Nghd;wtw;iw tpl;L tpl;Lq;fs;. 

kw;wtiu kd;dpj;J Kd;Ndhf;fpr; nry;tjd; %yk; 

cq;fis ePq;fs; vjpu;kiwahd rf;jpapy; ,Ue;J 

tpLtpj;J ,yFthf itj;jpUf;f KbAk;.

5: Xa;Tf;Fk; kfpo;r;rpiaj; jUk; Ntbf;iffSf;Fk;  

Neuj;ij xJf;Fq;fs;

 fl;Lg;ghl;L mZFKiw kw;Wk; Neu;kiw kdg;ghq;F 

vd;gitfSf;F mg;ghy; ePq;fs; cq;fis Cf;Ftpg;gjd; 

%yk; kd mOj;jj;ijf; Fiwf;f KbAk;.ePq;fs; 

xOq;fhd Xa;T kw;Wk; Ntbf;iffSf;F Neuk; 

xJf;FtPu;fshf ,Ue;jhy; cq;fs; tho;f;ifapy; 

fhzg;gLk; kd mOj;jpfisf; ifahs;tjpy; ey;y 

,lj;jpy; ,Uf;fpwPu;fs;.gpd;tUtdit ePq;fs; Xa;thf 

kPs;rf;jpia ngw cjtpahf mikAk;.

 eilg;gazj;Jf;Fr; nry;yy; my;yJ Neuj;ij 

,aw;ifAld; nrytply;.

 ey;y ez;gUf;F miog;ig Vw;g;gLj;jp NgRjy;. 

 clw; gapw;r;rp nra;J tpau;it %ykhf gjw;wj;ij 

ntspNa Jilj;J vwpjy;. 

 ehl;Fwpg;Gg; Gj;jfj;jpy; vOJk; gof;fj;ij 

filg;gpbj;jy;.

 ePz;lNeuf; Fspay;

 eWkz nkOFtu;j;jpfis xspNaw;wp moFghu;j;jy;. 

 thrid epiwe;j xU Ftisf; Nfhg;gp my;yJ 

NjePu; jahupj;jy;. 

 nry;yg;gpuhzpfSld; my;yJ gps;isfSld; 
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tpisahLjy;.

 tPl;Lj;Njhl;lj;jpy; Ntiy nra;J kuf; fd;WfSf;F 

ePu;gha;r;ry;.

 nra;jp / jfty;fisg; ngw;Wf;nfhs;sy;.kidtp 

my;yJ gps;isfsplkpUe;J mDg;GkhW Nfl;fyhk;.

 ey;y Gj;jfq;fs; Nky; <u;g;Gf;nfhs;Sjy;. 

 nky;ypir/ghly;fSf;F nrtpkLj;jy; my;yJ 

eifr;Rit ehlfq;fisf; fz;Lfspj;jy;. 

 cq;fSila thfdk;/cilfs;/kPd; njhl;b/ 
nry;yg;gpuhzpf;$z;L Nghd;wtw;iwf; fOTjy; 

my;yJ Rj;jk; nra;jy;.

 cq;fs; kidtpf;F tPl;L Ntiyapy; my;yJ 

rikaypy; cjtpnra;Aq;fs;.

 FLk;gj;jpdUld; NfhtpYf;F nrd;Wtuy;. 

 rpdpkhTf;F/kjpa my;yJ ,uT czTf;F 

FLk;gj;jpdUld; my;yJ ez;gu;fSld; ntspNa 

nry;yyhk;.

 cq;fs; fztd;/kidtp/ ek;gpf;iff;Fupa 

JizAld; xOq;fhd clYwtpy; <Lgly;. 

 tpLKiw rkaq;fspy; FLk;gj;jpdUld; my;yJ 

ez;gu;fSld; cy;yhrg;gazk; nry;Yjy; (,J 

midtUf;Fk; ,d;gkhd Ntbf;ifahf ,Uf;Fk;)

Njitf;F mjpfkhd Xa;tpy;yhj ,af;fk; my;yJ 

nraw;ghLfspy; ePq;fs; rpf;fpf;nfhz;L cq;fs; nrhe;j 

Njitfspy; ftdk; nrYj;j kwf;fNtz;lhk;. cq;fis 

ePq;fs; Cf;Ftpj;jy; mtrpak;> Mdhy; Mlk;guk; Njit 

,y;iy.

 Xa;Tf;fhd Neuj;ij Ntwhf xJf;fpnfhs;Sq;fs;.

 cq;fs; ehshe;j Ntiy ml;ltizapy; 

cq;fSf;fhd Xa;T> ,isg;ghWjy; Nghd;wtw;Wf;F 

Neuk; xJf;Fq;fs;. NtW ve;jf; flikfSk; 

,itfis Mf;fpukpf;f mDkjpf;f Ntz;lhk;. ,e;j 

NeukhdJ ePq;fs; KOf;f KOf;f Xa;ntLf;fTk; 

cq;fSf;F kPs;rf;jpag; ngWtjhfTk; mikal;Lk;. 

 kw;wtq;fSld; ,ize;jpUq;fs;

 cq;fs; tho;it Nkk;gLj;jf; $ba egu;fSld; 

,ize;jpUq;fs;. xU tYthd jhq;Fjy; cq;fis 

kd mOj;jj;jpd; vjpu;kiwg; ghjpg;Gfspd;NghJ 

cq;fSf;F rhu;ghd Mjuthf ,Uf;Fk;.

 ,d;gk; mDgtpf;ff;$ba vjhtJ xU fhupaj;ij 

xt;nthUehSk; nra;Aq;fs;.

 cq;fis kfpo;tpf;Fk; nghOJ Nghf;FfSf;fhf 

Neuk; xJf;Fq;fs;.mJ ePq;fs; tpz;kPd;fis 

urpg;gjw;Nfh> gpahNdh thrpf;fNth my;yJ cq;fs; 

kpjptz;bapy; VjhtJ Ntiyapy; ,Uf;Fk;tz;zkhf 

mikj;Jf;nfhs;syhk;.

 eifr;Rit czu;itf; nfhz;bUq;fs;.

 ePq;fs; cq;fSf;Fs; rpupg;gJk; ,jpy; 

cs;slq;FfpwJ. ,e;j eifr;Rit rpupg;ghdJ 

ePq;fs; kd mOj;jj;jpy; ,Uf;Fk;NghJ cq;fs; 

cly; gy topfspYk; mjw;F vjpuhfg; Nghuhl 

cjtp GupfpwJ.

6: MNuhf;fpakhd tho;f;ifKiwia cl;fpufpj;jy;

 ePq;fs; cq;fs; cly; eyidg; gyg;gLj;jpf; nfhs;tjhYk; 

kdmOj;jj;jpw;fhd mwpFwpfis ,yFthf rkhspf;f/

ifahs KbAk;

 Xa;Tf;fhd Neuj;ij Ntwhf xJf;fpnfhs;Sq;fs;

 Xa;Tf;fhd cj;jpfshfj; jpahdk;> Nahfhrdk;> 

Mo;e;j %r;Rg; gapw;r;rp %yk; kd mOj;jj;jpd; 

,yFj; jd;ikf;fhd gjpw;nraiy czu;jy;> KO 

Xa;T epiyahdJ kd mOj;j gjpw;nraYf;fhd 

vjpu;g;gjkhFk;. ,jid thrpf;Fk; NghJ ,itfisf; 

filg;gpbg;gjw;F cq;fSf;F Neukpy;iy vd;W 

epidf;fyhk;. Mdhy; nfhQ;r Neuj;ij cq;fs; 

cly; MNuhf;fpaj;Jf;fhf ePq;fs; xJf;fp 

itAq;fs;> FLk;gj;jpdUld; Neuk; nrytplyhk;> 

NfhtpYf;F nry;yyhk;. eilKiwapy; ,jw;Fg; 

gjpy; mspf;fg;gLk;.

 xOq;fhd clw;gapw;r;rp

 clw; nraw;ghLfshdJ kd mOj;jj; 

jhf;fq;fisj; jLg;gjpy; Kf;fpa gq;F tfpf;fpwJ.

mlf;fpitf;fg;gl;Ls;s kd mOj;jk;> gjw;wk; 

Nghd;wtw;wpypUe;J tpLgl VNuhgpf; gapw;rpia 

kpQ;r NtW vjdhYk; KbahJ. eilg;gapl;rpiaf; 

nfhQ;rk; nra;aNtz;Lk;. mUfpy; cs;s 

filfSf;fhtJ ePq;fs; nry;yyhk;. cjhuzkhf; 

FLk;gj;jpdUld; topghl;Lj; jyq;fs; kw;Wk; 

tpisahl;L ikjhdq;fs; Nghd;wtw;wpf;Fr; 

nry;yyhk;.Mdhy; Xu; xOq;if ePq;fs; filg;gpbf;f 

Ntz;baJ mtrpak;. cjhuzkhf; kpjptz;b Xl;lg; 

gapw;r;rp> ePr;ry;> eilg;gapw;rp Nghd;wtw;iw rPuhf 

Nkw;nfhs;s Ntz;Lk;. xt;nthU gapw;rpf;Fk; Kg;gJ 

epkplq;fs; xJf;fp> xU fpoikapy; %d;Wjuk; 

,tw;iwr; nra;ayhk;.

 MNuhf;fpakhd czTfis cl;nfhs;s Ntz;Lk;

 ey;y Ngh\idr; rj;Jf;fSld; Ngzg;gl;l 

clyhdJ kd mOj;jj; jhf;fq;fis rkhspf;ff; 

$bajhf ,Uf;Fk;. vt;thwhd czTfis 

cz;fpwPu;fs; vd;gjpy; ftdk; nrYj;Jq;fs;> 

cq;fs; ehspid MNuhf;fpakhd fhiy czTld; 

Muk;gpAq;fs;; mj;Jld; Ngh\hf;F epiwe;j czit 

cl;nfhz;L ehs; KOtJk; cq;fs; rf;jp kl;lj;ij 

xNu epiyapy; Ngzp> Gj;Jzu;thd rpe;jidNahL 

fhzg;gLq;fs;. kuf;fwpfs;> gotiffs;> gUg;G 

tiffs; Nghd;wtw;iw cztpy; Nru;j;Jf;nfhz;L 

gPrh> gu;fu; Nghd;w czTfisj; jtpu;j;Jf; 

nfhs;Sq;fs;.

 Nghjpa msT J}q;fNtz;Lk;

 NghjpasT J}f;fk; cq;fSf;F kd vOu;r;rpia 

cz;lhf;Fk;.mj;Jld; cly; fisg;ghf ,Uf;Fk; 

rkaj;jpy; ,e;j kd mOj;jkhdJ Kuz;ghlhd 
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rpe;jidfisj; Njhw;Wtpf;Fk;. ey;y ,uTj;J}

f;fj;jpD}lhf fpsu;r;rpaw;w mikjpahd 

kdepiyAld; fhzg;glyhk;. MNuhf;fpakhd 

kdpjdhf tho fl;lhak; 4 njhlf;fk; 6 kzpNeuq;fs; 

J}q;f Ntz;Lk;.

 fh/gpd; kw;Wk; rPdp Nghd;wtw;wpd; ghtidfisf; 

Fiwj;jy;

 jw;fhypfkhd 'mjpfgl;r" fh/gpd;> rPdp Nghd;witfs; 

tofg;gLtjhy; ,Wjpapy; ,J cq;fs; kdepiy> 

Mw;wy; Nghd;wtw;wpy; mopit Vw;gLj;j topaikf;Fk;. 

vdNt Nfhg;gp> nkd;ghdq;fs;> fhtpf;fz;L (rhf;Nyl; 

tiffs;)> rPdp kw;Wk; nehWf;Fj; jpd;gz;lq;fs; 

Nghd;wtw;iw cz;Ztijf; Fiwj;Jf; nfhs;Sjy; 

ey;yJ. ,jdhy; ePq;fs; kpfTk; ,yFthf ,Ug;gij 

czu;tJld; ed;whf cwq;fTk; KbAk;.

 kJ> Gifapiy> Nghijg;nghUl;fs; Nghd;wtw;iwg; 

ghtpg;gij Fiwf;f Ntz;Lk;.  

 kJ my;yJ Nghijg;nghUl; gof;fq;fspd; NghJ 

Ra rpfpr;ir KiwahdJ ePq;fs; kd mOj;jj;jpy; 

,Ue;J jg;gpr;nry;y toptFf;fpwJ. Mdhy; ,e;j 

kPl;rp jw;fhypfkhdJ. rpf;fy;/ gpur;rpidfis 

jtpu;j;jy; my;yJ mjid kiwj;Jf; ifapy; 

itj;jpUf;f Ntz;lhk;. mtw;iw njspthd 

kdepiyAld; NeUf;F Neuhf re;jpg;gjd; %yk; 

vw;w eltbf;if vLf;fNtz;Lk;.

 rpyNtisfspy; kd mOj;j Nkyhz;ik 

NghJkhdjhf ,Ug;gjpy;iy.ePq;fs; jhq;f 

Kbahj kd mOj;jj;jpy; ,Uf;Fk;NghJ kd 

mOj;j Nkyhz;ikr; nrad;Kiw tFg;Gfisg; 

gpd;njhlu;tJ NghJkhdjhf ,y;yhj gl;rj;jpy; 

,izajsq;fspd; %ykhf ,JFwpj;j Nritia 

,ytrkhf my;yJ fl;lzk; nrYj;jp Nkyjpf 

cjtpia ngw;Wf;nfhs;syhk;. ,J ePq;fs; kd 

mOj;jj;jpy; ,Ue;J tpLglTk; cq;fs; rpe;jid> 

czu;T> elj;ij> kw;wtu;fSld; njhlu;Gnfhs;Sk; 

tpjk; Nghd;w gioa kdvOu;r;rpg; gof;fq;fis 

MNuhf;fpakhd topapy; khw;wPL nra;fpd;wJ.

 mNjNghy; czu;Trhu; Ez;zwpthdJ cq;fs; cly; 

kw;Wk; czu;T Nghd;wtw;wpd; MNuhf;fpaj;Jf;F 

kpf Kf;fpakhdjhFk;. mj;Jld; cr;r 

kdmOj;jj;ijf; Fiwj;jy; gw;wpa ,uz;L gpujhd 

jpwd;fshd; kd mOj;jjpypUe;J cldbahf 

tpLgly;> czu;Trhu; njhlu;G vd;git Fwpj;Jf; 

fw;Wf;nfhs;sg;Nghfpd;wPu;fs;.  

 tpiuthd kdmOj;j epthuzp  

 cq;fs; Gyd;fs; %yk; ePq;fs; kdmOj;jj;ij 

tpiuthfTk; ek;gj;jFe;j tpjkhfTk; 

Fiwj;Jf;nfhs;syhk;.ghu;j;jy;> Nfl;ly;> Ritj;jy;> 

Efu;jy; njhLjy; Nghd;wtw;iw my;yJ 

mirTfSf;$lhfTk; ,ij Nkw;nfhs;syhk;. 

gpbj;jkhd Gifg;glj;ijg; ghu;j;jy;> Fwpg;gpl;l 

eWkzj;ij Efu;jy;> kpf tpUg;gkhd nky;ypirf;F 

nrtpkLj;jy;> nky;Yk; Nfhe;ij Ritj;Jg; ghu;j;jy; 

my;yJ cq;fs; nry;yg;gpuhzpiaj; jOTjy; %yKk;; 

cjhuzkhf ePq;fs; me;j kdmOj;jj;jpypUe;J 

rPf;fpukhf tpLglf; $bajhf ,Uf;Fk;. epr;rakhf 

xt;nthUtUf;Fk; xNu khjpupahd gpujpgypg;Gldhd 

GyDzu;T mDgtk; ,Uf;fhJ. rpyrkaq;fspy; 

,J ,yFj;jd;ikiaf; nfhLf;Fk;NghJ xUtu; 

vJTk;gz;zhky; ,Ue;jhYk; ahNuh xUtUf;F mJ 

tprdkhf mike;JtpLfpd;wJ.

 Kf;fpakhf cq;fs; GyDzu;Tfis Ma;Tnra;J 

vJ kpfr;rpwe;j GyDdu;Tf;fhd mDgtj;ij 

ngw;Wf;nfhs;s Vw;w topahf ,Uf;Fk; vd;gij 

fz;lwpa Ntz;Lk;.

 czu;Trhu; njhlu;G

 kw;wtu;fSf;Fk; vq;fSf;Fk; ,lNaahd njhlu;G> 

czu;TG+u;tkhfj; Jz;bf;fgLtJ jtpu NtW 

vJTk; vkJ ePz;lfhy kd mOj;jj;jpy; 

gq;fspg;Gr; nra;tjpy;iy. vkJ rpe;jidapy; 

,e;j czu;Tfspd; jiyaPL ve;j msT cs;sJ 

vd;gij tpsq;fpf;nfhs;stJ kd mOj;jj;ijf; 

fl;Lg;gLj;j Njitahd Kf;fpakhd tplakhFk;. 

tho;f;ifahdJ Nkhrkhd vw;w ,wf;fq;fSlNdh 

my;yJ NkL gs;sq;fSlNdh vg;NghJk; 

fhzg;gLtjhf vz;zNtz;bajpy;iy. cq;fs; 

czu;r;rpfisf;Fwpj;J tpopg;Gld; ,Uf;Fk;NghJ 

ePq;fs; rhjhuzkhf typfisj; Njf;fpitj;jy;> 

my;yJ jtpu;j;jy; Nghd;w Kaw;rpfis ifahs;tij 

tpl cq;fSf;Fs;s nrhe;j nray; Nehf;fj;jpid 

Fwpj;J tpsq;fpf;nfhs;Sq;fs;. ePq;fs; gpw;ghL 

epidj;J tUe;jf;$ba tplaq;fisr; nra;tijNah 

my;yJ NgRtijNah epWj;jptpLq;fs;. cq;fSila 

kPs;rf;jpiag; Nkk;gLj;jpf;nfhz;L Xl;lj;ij 

,yFthf;fpf;nfhs;Sq;fs;.

 

 ePq;fs; ,e;j Kf;fpakhd jpwd;fspy; Nju;r;rpngw;why;> 

kdmOj;j rthy;fSf;F cWjpAld; 

Kfk;nfhLf;ff;$batu;fshf ,Ug;gPu;fs;. vg;NghJk; 

Jupjkhf rkepiyf;Ff; cq;fis kPz;Lk; nfhz;Ltu 

KbAk; vd;gijAk; mwpe;Jnfhs;syhk;. 
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R.M.Gunasekara
FMAAT, FCA, BA, DPFM, Attorney – at –Law

Senior Partner,
Gunasekara Rathnayake & Co. (Chartered Accountatnts)

Visiting Lecturer, University  of Colombo

What does profession mean?

A profession is any vocation that requires 
two ingredients theoretical knowledge and 
technical training. The purpose of profession 
is to provide specialized expertise and 
counsel and advice to others in return for 
direct and definite compensation for such 
service wholly apart from expectation of any 
other business gain. The term is a truncation 
of the term “liberal profession”, which is, 
in turn, an Anglicization of the French term 
“profession libérale”. consumption borne 
by the final consumer.

What do ethics mean?

Ethics include the basic concepts and fundamental 
principles  of decent human conduct. It includes study 
of universal values such as the essential equality of all 
men and women, human or natural rights, obedience to 
the law of the land, concern for health and safety and, 
increasingly, also for the natural environment. 

The Code of Ethics and Standards of Professional Conduct 
(“Code and Standards”) are the ethical benchmark for 
professionals around the globe, regardless of job titles, 

cultural differences, or local laws. As a member of a 
professional body all members are required to follow the 
Code and Standards. 

The relevance of ethics to professionals.

Professionals are always at the service of public and 
therefore gaining of the trust of public is very essential 
for the very existence of the profession as well as the 
professionals. Under this scenario the ethical behavior of 
a professional is vital due to two main reasons.

(i) To secure the trust of the general public.
 If a professional behaves in an unethical manner 

he will lose the faith of public and people will not 
believe him or his work and they will not come 
to him to get his service. Thereby he brings about 
disrepute to the profession as well as himself and 
falls into difficulties by losing his clientele. Therefore 
trust of the general public is a very important 
element for the betterment of a profession as well as 
professionals.

(ii) For self protection
 If unethical behavior of a professional is proved such 

a person will be de listed by the relevant professional 
body and debarred from practicing. Not only that the 
parties affected can initiate legal proceedings against 
him. If only he has acted within the framework of 
accepted norms of the code of ethics he can take that 
for his defense for self protection.                             

Professional Ethics
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Regulation

Originally, any regulation of the professions was self-
regulation through bodies such as the College of 
Physicians or the Inns of Court. With the growing role 
of government, statutory bodies have increasingly taken 
on this role, their members being appointed either by the 
profession or (increasingly) by government. Proposals for 
the introduction or enhancement of statutory regulation 
may be welcomed by a profession as protecting clients 
and enhancing its quality and reputation, or as restricting 
access to the profession and hence enabling higher fees 
to be charged; or else may be resisted as limiting the 
members’ freedom to innovate or to practice as in their 
professional judgment they consider best.

The Code of Ethics for Professional Accountnts.

The Code of Ethics for Professional Accountants issued by the 
Institute of Chartered Accountants of Sri Lanka is based on 
The Code of Ethics for Professional Accountants of the IFAC 
Ethics Committee, published by the International Federation of 
Accountants (IFAC).

The Institute of Chartered Accountants of Sri Lanka 
(ICASL) as a member of the International Federation of 
Accountants (IFAC) is committed to the IFAC’s broad 
objective of developing and enhancing a co-ordinated 
worldwide accountancy profession with harmonized 
standards.

2. This Code is mandatory for all members of ICASL to be 
observed in respect of the performance of professional 
services in Sri Lanka after 01 January 2010.

3. Members of ICASL are expected to comply with the 
ethical requirements issued by ICASL. Apparent 
failure to do so may result in an investigation into 
the member’s conduct by the Ethics Committee and 
Council of the Institute.

4. It is not practical to establish ethical requirements, 
which apply, to all situations and circumstances that 
professional accountants may encounter. Therefore, 
professional accountants should consider the ethical 
requirements as the basic principles which they should 
follow in performing their work.

A professional accountant is required to comply with the 
following fundamental principles:
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Integrity
The ethical concept of integrity is that of basing of one’s 
actions on a consistent framework of principles.

The honesty, straightforwardness, and truthfulness and 
fair dealings in professional and business relationships 
are some of the attributes of integrity.

A professional accountant should not be associated with 
reports, returns,
Communications or other information where they believe 
that the information:

(a) Contains a materially false or misleading statement;

(b) Contains statements or information furnished 
recklessly; or

(c) Omits or obscures information required to be included 
where such omission or obscurity would be misleading.

(b) Objectivity
A professional accountant should not allow bias, conflict 
of interest or undue influence of others to override 
professional or business judgments.

(c) Professional Competence and Due Care
A professional accountant has a continuing duty to 
maintain professional knowledge and skill at the level 
required to ensure that a client or employer receives 
competent professional service based on current 
developments in practice, legislation and techniques. 
A professional accountant should act diligently and in 
accordance with applicable technical and professional 
standards when providing professional services. 

The gaining and maintaining of competence are equally 
important. A professional has to get his knowledge 
updated by taking part in various activities conducted 
by the professional institutions and through practical 
experience and the knowledge gathered by various 
means such as reading newspapers, articles etc.  

(d) Confidentiality
A professional accountant should respect the 
confidentiality of information acquired as a result of 
professional and business relationships and should not 
disclose any such information to third parties without 
proper and specific authority unless there is a legal or 
professional right or duty to disclose.
Confidential information acquired as a result of 
professional and business relationships should not be 
used for the personal advantage of the professional
accountant or third parties.

(e) Professional Behavior

A professional accountant should comply with relevant 
laws and regulations
and should avoid any action that discredits the profession.

Be guided by professional ethics. Then the professional 
ethics will guard you.

Reference:
(1) Wikipedia- Profession
(2) Code of Ethics – CA Sri Lanka
(3) Auditing – A.H.Milichamp



20
16

 | 
Vo

lu
m

e 
07

 | 
37

Errol Wirasinghe
PhD (City University London)

President 
Shanmar Inc. – XpertUS Decision - Maker

  Managers!
  Are You Solving
  Problems or
  Making Decisions

In a recent survey by the Business Objects 
magazine managers listed problem-
solving as their highest priority; very few 
said decision-making. In order to gain a 
competitive edge, it is imperative that we 
separate Problem-Solving, from Decision-
Making – problem-solving is unique to the 
problem, while decision-making is unique 
to the person. Let me explain…

Consider the problem in the box

Now Jimmy is the “domain” expert. He did a great job 
as far as solving your problem – he provided you with 
four options. Jimmy has no earthly idea about your 
personal circumstances: your financial worth; debt-level; 
job-security; your financial obligations or if you have a 
relative who could use this vehicle.

So who do you think should make the decision? Certainly 
not Jimmy – the domain expert; he did a great job giving 
you the options but not answers! Now it is your job to 
make the decision!

Problem Solving…
Your car starts to make a funny noise and you take 
it to Jimmy – your trustworthy local mechanic. 
After running some tests Jimmy tells you that there 
is a gear-train problem. So naturally you ask him 
what you should do.

He gives you several options. He can do a 
temporary fix, but he cannot provide you with 
any assurances. He could also install a refurbished 
unit or even a brand new unit. Jimmy also points 
out that since your car is somewhat old, you may 
consider just selling the car and getting a new one.
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Why would one analyst recommend a stock to be a good 
buy, while another would deem it to be a sell? Both might 
have access to the same information – yet they arrive at 
completely different decisions! The same is true of buyers 
and sellers in the stock market. This supports our claim 
that decision-making is unique to the person.

The real reason is how we humans handle data. Before a 
decision is made – all quantitative data are transformed in 
to qualitative interpretations. This is where we inject our 
values, biases, preferences, etc. into the decision; what we 
refer to as common-sense and gut-feel. In fact if not for 
such differences we would not have a stock market!

Yes! Common sense and gut-feel are integral to any 
decision. When we say – “it is my decision” – what we 
mean is that it reflects my gut-feel. However, because of 
the information overload we face today, the management 
needs help to navigate through this sea of information. 
Hopefully is it clear now that decision-making is quite 
distinct from problem-solving?

Yes, we recognize that often the same person is the problem 
solver and the decision-maker. What is important is that 
you recognize this difference, and act accordingly – be 
aware of the existence of the problem-solving phase.

The Need for a Holistic Approach

First we must recognize – that even if we make an 
optimum decision – there is no guarantee that we would 
have the desired outcome.

You might ask the question “What is a 
good decision”?

When someone says “it was a good decision” (in the past 
tense), what he/she means is that the outcome proved it 
to be so. Unfortunately, we judge a decision to be good 
or bad, based on the outcome. Thus, at the time we made 
decisions, we cannot say we made good decisions – we 
have to wait for the outcome. All we can say is that we 
used a reliable methodology to arrive at the optimum 
decision. Thus it is the process that we can judge – not the 
outcome [See the box].
    
1. Study the problem and clearly define your objective.
2. Identify all relevant criteria and define the prerequisites.
3. Extract obligatory criteria; all criteria are not of the same 

significance.
4. Creatively identify all available candidates or options 

that meet all prerequisites.
5. Gather information on the candidates-especially as they 

relate to the criteria, and also add any new criteria.

6. Assign weights to the obligatory criteria.
7. Rank the candidates.

This is analogous to driving a car. When driving, there 
is no guarantee that we would not have an accident. 
Yet, if we were to adopt a defensive driving posture [the 
process] we are less likely to have an accident.

The Role of Creative Thinking in 
Decision-Making

It does not matter, how good a decision-making tool you 
use – your best decision is only as good as the best option 
you have identified! Therefore we need to train leaders 
and managers to think creatively, to identify out-of-the-
box solutions.

But we have a problem! Jimmy goes through life being 
molded to be a conformist; and now we want him to be 
an “out-of-the box thinker!

• At home, Mom & Dad say.. “Jimmy why can’t you be 
like Joe!”

• Then at school the teacher says.. “Jimmy, why can’t 
you be like the other kids?

• Jimmy goes to work and the boss says… “I don’t 
know where you come from but in this company – 
we have mission statements, best practices, policies, 
procedures, etc – we expect you to conform!”

Sadly, creative-thinking is not an in-born trait – certainly 
not for everyone. Without formal training in creative-
thinking, the problem-solver will not be able to generate 
meaningful options or solutions. Most schools teach 
critical thinking – now it is time to encourage our leaders 
to think creatively.

Consider this example. As the demand for beef increased 
– ranchers were looking for ways to increases the size of 
their herds. But there were competitive demands for land 
as the human population was also growing – grazing 
land had alternative uses with higher returns.

In the conventional sense cows graze all day, requiring 
enormous amounts of grazing land. Ranchers tried 
increasing the available acreage, planting rapid-grow 
grass, optimizing the grazing schedules, etc. Still the 
demand was outpacing the supply. Creative thinkers 
reversed the problem – why not keep the cow in one place 
and feed them in-situ?

A simple statement such as: “Anything that can be built 
on land, can be built on water” – would open up a whole 
new way of thinking!
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What is a “good” decision?
The quality of the decision you make will depend on five 
factors (see the box). However, the outcome will depend 
on a different set of factors.

Here we must pay close attention to timing! The timing 
of the implementation will have a huge impact on the 
outcome.

Consider the 1973 Yom Kippur war, when Syria and Egypt 
attacked Israel, on the holiest day in the Jewish calendar.

The quality of the decision will depend on:
1. Data & Information (problem domain)
2. Context Information
3. Creative Options
4. Solution Technique
5. Expertise (of the decision-maker)
However, the final outcome will depend on:
1. Appropriate Timing
2. Adequate Resources
3. Commitment to Execution
4. Changing Circumstances

What is more significant is that they picked the exact 
time when they – when the Jewish people were in the 
Synagogues. These were days before the cell phone, and 
the Generals had to drive back to the Command centers 
to give specific orders. As much as one would deplore 
such an insensitive and cowardly act, this example 
demonstrates the incredible significance of timing.

Objective Setting
The starting point to solving a problem and subsequently, 
making a decision is the “objective”. We often believe we 
have understood the problem at hand and identified the 
objective (and the decision that needs to be made); but 
understanding the problem is not the same as having an
unambiguous the objective.

Here are a few real-life examples that clearly illustrate the 
need to have a well-defined objective – before you embark 
on the problem-solving exercise.

• Minimizing high-school drop-out numbers is not the 
same as increasing the number going-on-to-college.

• To meet the high demand for low-cost, the Dept. of 
Agriculture rushed to develop a high-yielding corn 
plant. It was a disaster! The objective should have 
been to increase the yield per acre, rather than yield 
per plant. Subsequently, they modified the plant to be 
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more tolerant to living close to each other – thereby 
allowing them to plant more trees per acre.

• The US Army was focused on training soldiers to be 
excellent marksmen. However, a survey conducted 
during the Vietnam War showed that only 25% of 
the soldiers had fired at the enemy. The Army then 
changed the training objective to “killing skills” – six 
months later they noted that 100% of the soldiers had 
fired at the enemy.

Furthermore, the objective should meet three 
requirements:

 1. It must be reasonable & unambiguous.
 2. Progress should be measurable in some way.
 3. It must be time specific.

You are not likely to have much success with an objective 
such as “I want to be rich”, because you have no earthly 
idea of what is “rich” or by “when” you would like to be 
rich.

The Surrogate Objective

Sometimes, measuring progress or the final outcome can 
be difficult.

Consider this scenario: It is well known that narrowing of 
the arteries leads to cardiac problems. So to address this – 
we should find ways of reducing plaque buildup. We also 
know that elevated levels of cholesterol correlates directly 
to cardiac problems. If we set our objective as “reduce 
plaque build-up” and then try to implement measures to 
do so – there is no way to measure the success or failure of 
our actions. Therefore we settle for a “surrogate objective” 
– a different end-point that we can measure; i.e. to measure 
the cholesterol level – before and after any action we take. 
If progress is not measurable in some way, you will not be 
able to determine the effectiveness of your actions.

The Strategic Plan
Almost always, your particular objective is part of a 
larger strategic objective. Therefore, it is imperative that 
you consider the impact of this short-term objective 
– on the long-term strategic objective, and associated 
consequences. Too often management simply forgets the 
big-picture!

• Widening a particular road to ease traffic should 
consider the upstream and downstream roads

• Building an electrical power plant should be tied to the 
available distribution network

• A switch to bio-fuels should consider the impact on 
food stocks, and the total energy used

These may seem obvious – but today we are paying 
a heavy price for ignoring the consequences. Global 
warming and Pollution are two sad examples.

In conclusion…..

We urge you to separate decision-making, from problem-
solving. Leave the task of problem-solving to the subject-
matter experts – to domain experts. When you see – “we 
have problem” –remember, you have to first find plausible 
solutions, before you can make an optimal decision.

If you follow the holistic approach you will reach an 
optimum decision always. Timing of the implementation 
of your decision will have significant role in the final 
outcome.

About the author…

The author, Dr. Wirasinghe is the developer of the 
XpertUS Decision Support System [XDSS], which consists 
of the following:

• Book - Art of Making Decisions
• The XpertUS Software, and
• The 7-hour Training Classroom Seminar and the 

Online Course

Dr. Wirasinghe has over 25 years of experience in 
Optimization, Creative Thinking, Opportunity Seeking, 
Decision-Making, and Strategic Planning for Shell Oil 
Co., Petroleos de Venezuela, Abu Dhabi National Oil Co., 
British Gas, Williams, and Enron.
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Management, Engineering, and Economics. 
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The sky’s 
the limit. 
Your Sky. 
Your Limit.

ACCA offers an exemption fee 
waiver for AAT Qualification.
ACCA is offering a £59 registration fee 
and an exemption fee waiver up to £216. 

Make use of this great opportunity to become 
a complete finance professional with the 
ACCA Qualification and excel in your career.

Limited offer.*
Contact 2301920/ 0773874247 
today for registrations or more information.

With the ACCA Qualification, the sky’s 
the limit. Your Sky. Your Limit.
ACCA Sri Lanka  424, R A De Mel 
Mawatha Colombo 03, Sri Lanka

*Conditions apply
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U.S.T. Vithanage 
MAAT, BBA (Finance) Sp., APFA, AMIM(SL)

Assistant Director (Admin & Finance)
National Human Resources Development Council of Sri Lanka

rdcH wxYfha wNHka;r ú.Kk wxYhla ia:dms; lsÍug 
n,h ,efnkafka flfiao@

rcfha wud;HdxY iy fomd¾;fïka;=j, m%Odk .Kka§fï 

ks<Odßhd úiska uqo,a fr.=,dis wxl 128 wkqj uQ,H mßmd,kh 

iïnkaOfhka bgq l< hq;= rdcldß bgq lsÍfï§ tla tla 

fomd¾;fïka;=fjys wNHka;r ú.Kk wxYhla ia:dmkh l< 

hq;=hs' uqo,a fr.=,dis wxl 133 ka úêúOdk i,id we;' 

rdcH wxYfha wNHka;r ú.Kk wxYhlska  
n,dfmdfrd;a;= jk wruqK l=ulao@

uqo,a fr.=,dis wxl 133 ys oelafjk mßÈ my; mrud¾: bgq lr 

.ekSug wNHka;r ú.Kk wxYh fhdod .ekSu wfmalaId ù we;'

1& wdh;kfha uqo,a lghq;= ms<sn|j mj;ajk wNHka;r 

md,k l%uhg iyNd.S ù tu lghq;=j, iy jerÈ yd jxpd 

je<elaùug iy wkdjrKh lr .ekSug Ndú; lrkq ,nk 

wNHka;r fidaÈisfhys úêu;anj yd m%udKj;a nj ms<sn|j 

wLKav iólaIKhla yd iajdëk we.hSula mj;ajd f.k hEu'

2& wdh;khg kshu flreKq fyda fomd¾;fïka;=j úiska Ndr 

.kakd ,o ixj¾Ok jHdmD;s iy fhdackd l%u ls%hd;aul 

lsÍfuys iy ie,iqï iy jevigyka imqrd,Sfuys,d ,nd 

we;s m%.;sh ksYaph lsÍug .Kka §fï ks<Odßhdg iy m%.;s 

wëlaIK lñgqjg iydh ùu'

3& WÑ; wjia:dj,§ fuu l¾;jHhkays ksr; whj¨ka iy 

fomd¾;fïka;= m%Odkshd iy m%.;s wëlaIK lñgq w;r 

iïnkaO ldrlh jYfhka ls%hd lsÍu'

rdcH wxYfha wNHka;r ú.Kk wxYhl ld¾hNdrh yd 
úIh iSud

by; mrud¾:j,ska meyeÈ,s flfrk mßÈ rcfha wNHka;r 

ú.Kk wxYhl ld¾hNdrh b;d mq¿,a mrdihl úys§ hk nj 

meyeÈ,s jk w;r tajdfha ld¾hNdrh yd úIh iSud ms<sn|jo 

meyeÈ,s ks¾jpkhkao my; mßÈ uqo,a fr.=,dis wxl 133 ^2& ys 

olajd we;'

w& fomd¾;fïka;=jl uqo,a .kqfokq iïnkaOfhka wNHka;r 

ú.Kk tallfhys ld¾hhka my; i|yka whqßka iukaú; 

fõ'

I' jerÈ yd jxpd je<elaùu i|yd fomd¾;fïka;= ;=, 

ls%hd;aul jk wNHka;r fidaÈis yd md,k l%uh" ie,eiau 

w;ska fukau ;;H ls%hdldÍ;ajh w;ska id¾:lu oehs 

fidhd ne,Su

II' .sKqï iy fjk;a jd¾;dj, úYajdikShNdjh ksYaph 

lsÍu iy fhdodf.k we;s .sKqïlrK ms<sfj; uÕska 

ksjerÈ uQ,H m%ldYkhka ms<sfh, lsÍu i|yd wjYH 

f;dr;=re iemfha oehs fidhd ne,Su'

III' ld¾h uKav,hg mjrd § we;s j.lSï bgq lsÍfuys,d 

Tjqkaf.a ld¾hidOkfhys .=Kd;aul;dj we.hSu'

IV' fomd¾;fïka;=fõ j;alï" ish¨u wdldrfha w,dN ydks 

j,ska fld;rï ÿrg wdrlaId lr we;aoehs fidhd ne,Su'

V' rcfha wdh;k ix.%yh" rcfha uqo,a fr.=,dis iy  

rdcH mßmd,k úIh Ndr wud;HdxYh úiska iy  

NdKavd.drh úiska jßkajr ksl=;a lrkq ,en we;s fjk;a 

mßmQrl Wmfoia o ms<smÈkq ,efí oehs fidhd ne,Su'

VI' kdia;sh" ksYald¾h Odß;dj iy muK blaujd flfrk 

úhoï je<elaùug fukau wkdjrKh lr .ekSug f;dard 

.kq ,nk wNHka;r md,k l%ufha id¾:l;ajh fidhd 

ne,Su'

VII' fomd¾;fïka;=fõ .sKqï mámdáh iy lsishï uqo,la 

jehùulg ;=vq fok tlS fufyhqï mÍlaId lsÍu iy 

fomd¾;fïka;=fõ foam< yd j;alï wdrlaIdldÍ f,i 

wrmsßueiafuka hq;=j úêu;a f,i mßyrkh lrkafkaoehs 

fidhd ne,Su'

V' wjYH wjia:dj,§ úfYaI úu¾Yk meje;aùu'

rdcH wxYfha
wNHka;r ú.Kkh iy wNsfhda.
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wd& jev" fhdackd l%u yd jHdmD;s hk fïjdfha m%.;sh fidhd ne,Su 

iïnkaOfhka .Kka§fï ks<Odßhdg yd m%.;s iudf,dapk 

lñgqjg iydhùfuys,d wNHka;r ú.Kk tallhg wh;a 

ld¾hhka my; i|yka whqßka iukaú; fõ'

I' Ys,amh fyda .sKqïlrK oDIaÀ fldaKfhka ndysrj 

l<uKdlrK oDIaÀfldaKhlska fomd¾;fïka;=jl 

fufyhqï ld¾hhka msßlaid ne,Su iy ta ms<sn|j jd¾;d 

lsÍu'

II' jev fhdckd l%u yd jHdmD;sj, m%.;sh iy ta ms<sn| 

jevigyka iy ld,igyka fldf;la ÿrg b,lalhka 

idlaId;a lr.ekSu flfrys fhduq ù we;aoehs we.hSula 

lsÍu'

III' jev ls%hd;aul ùu m%udo ùug ;=vq fok lafIa;%hka 

ms<sn| hdj;ald,Sk ia:dksl úu¾Yk meje;aùu'

IV' tjeks fufyhqï ld¾hhka wëlaIKh lsÍfuys,d Ndú; 

lrkq ,nk md,khka we.hSu yd iudf,dapkh lsÍu'

ixIsma;hla f,i wNHka;r ú.Kk wxYfha ld¾hNdrh uQ,H 

mßmd,kh" fN!;sl ld¾h idOkh" kS;s fr.=,dis iuÕ tlÕ 

ùu" j;alï mßmd,kh" ld¾h uKav, mßmd,kh iy ish¨u 

wxY wdjrKh jk mßÈ ls%hd;aul jk nj by; ld¾hhka ms<sn| 

úuiSï lsÍfï§ meyeÈ,s fõ'

ta wkqj by; mßÈ wdh;ksl lghq;= ls%hd;aul lsÍfï wjYH;dj 

u; 2003 jif¾§ m<d;a iNd iy m<d;a md,k wdh;k fjkqfjka 

m%;sixialrK fhdackd bÈßm;a lrk ,o ckdêm;s fldñifï 

fhdackd hgf;a wNHka;r ú.Kk wxYhla msysgqjd ls%hd;aul 

lsÍug m<d;a iNd m%;sixialrK pl%f,aL wxl 03 ka úêúOdk 

i,id we;'

wNHka;r ú.Kk wxYj, j¾;udk ls%hdldÍ;ajh

b;du;a mq¿,a mrdihl wruqKq bgq lr .ekSfï,d ls%hd;aul úh 

hq;= wNHka;r ú.Kk wxYhl j¾;udk ls%hdldÍ;ajh ms<sn| 

úu¾Yk wefika n,kafkakï by;ska idlÉcd l< ish¨ wruqKq bgq 

lsÍfuys l¾;jHfhys wNHka;r ú.Kk wxYh kshe,S isákafkao 

ke;fyd;a tu wruqKq bgq lsÍug i;H jYfhkau wNHka;r 

ú.Kk wxYhg yelso hkak .eUqßka úuid ne,sh hq;=h'

úfYaIfhka wud;HdxYhl wNHka;r ú.Kk ld¾hNdrh wod, 

wud;HdxYhg muKla iSud fkdù tu wud;HdxYh hgf;a 

mj;sk fomd¾;fïka;=" ixia:d" uKav, olajd úys§ hhs' tlS 

hg;a wdh;kj, wNHka;r ú.Kk wxY ls%hd;aul fkdjk 

l, tajd fjkqfjka o wNHka;r ú.Kk jevigykla ls%hd;aul 

lsÍug wud;HdxY wNHka;r ú.Kk wxYhg isÿfõ' tf,iu 

tlS wdh;kj, ú.Kk yd l<uKdlrk lñgq /iaùïj, 

ksÍlaIljreka f,io wNHka;r ú.Klg iyNd.S ùug isÿ fõ' 

;jo tu wdh;kj, úfYaI úu¾YK meje;aùu" rdcH jHdmdr 

ms<sn| ldrl iNdfõ iy$fyda rdcH .sKqï ldrl iNdfõ 

ksfhda. tlS wdh;k ls%hd;aul lr we;ao hkak m%Odk .Kka§fï 

ks<Odßhd fjkqfjka fidhd ne,Sug wud;HdxY wNHka;r ú.Kk 

wxYhg isÿ fõ' fulS rdcldß iuÕ i,ld n,k l,ays wud;HdxY 

wNHka;r ú.Kk tallj,g uqo,a fr.=,dis j,ska lshfjk 

ld¾hNdrh wfmalaIs; uÜgug ls%hd;aul lsÍug yels ù we;aoehs 

hkak ksÍlaIKh l< hq;= lreKls'

úfõpk

tfiau wud;HdxYhl fyda fomd¾;fïka;=jl fyda fjk;a m<d;a 

md,k wdh;khl fyda fmdÿfõ .;a l, oelsh yels ÿ¾j,;d 

lsysmhlao fõ' tkï" cd;Hka;r jD;a;Sh mßph rduqfjka 

^International Professional Practices Framework& úia;r 

flfrk wdpdr O¾u ix.%yfha  ^Code of Ethics& wjxl nj" 

úIh uQ,sl;ajh" úYajdikSh;ajh" ú.Kk ld¾hfha ksr; ùfï 

ksmqK;ajh hk uQ,O¾u tla tla wdh;kfha wNHka;r ú.Kk 

lghq;=j,§ fyda ú.Kk ld¾h uKav,fha oelsh yelso hkakhs' 

fuh úfYaIfhkau rdcH wxYfha wNHka;r ú.Kljreka f,i 

jD;a;sfhys kshef,k jD;a;shuh ks<OdÍ msßila fkdue;s neúka 

th yqfola YS% ,xld .KldêldÍ fiajfha ks<OdÍkaf.ka imqrd 

.ekSug isÿ ùu iy tfiau wNHka;r ú.Kk wxYj, ld¾hNdrfha 

lsisÿ ú.Kk mßphla fkdue;s l<uKdlrK iyldr iy 

ixj¾Ok ks<OdÍka ú.Kk iyhljreka f,i fiajfha ksr; ù 

isàu hk lreKq ie,ls,a,g .ekSfï§ wNHka;r ú.Kkfha§ 

wfmalaId lrk úIh uQ,sl;ajh" ksmqK;djh wfmalaIs; uÜgñka 

my, w.hl mj;sk nj udf.a úYajdih fõ'

Yla;s;d

iuia; rdcH fiajfha wNHka;r ú.Kk lghq;=j, ld¾hlaIu;dj 

by, kexùu i|yd l<ukdlrK ú.Kk fomd¾;fïka;=fjka 

isÿ lrk ld¾hNdrh meiiqï l< hq;= uÜgul mj;S' tu 

fomd¾;fïka;=j úiska fï jk úg wNHka;r ú.Kljreka 

i|yd ld¾hidOk ú.Kkhg iy úfYaI úu¾Yk lghq;= i|yd 

ud¾f.damfoaY flgqïm;a lr wjika lr we;' tfiau wNHka;r 

ú.Kk ie,iqï iudf,dapkh" rdcH wxYfha wjodkï ;lafiare 

lsÍfï l%ufõoj, m%udKd;aul nj fidhd ne,Su" wNHka;r 

ú.Kk ks<OdÍkaf.a ksmqK;d jeä ÈhqKq lsÍfï wruq‚ka Odß;d 

f.dvke.Sfï jevigyka ls%hd;aul lsÍu iy úfYaI lreKq i|yd 

pl%f,aL Wmfoia ksl=;a lsÍu isÿ lrhs'

fhdackd

rdcH fiajfha hym;a fyg oji fjkqfjka Yla;su;a wNHka;r 

ú.Kk l%uhla ls%hd;aul ùug my; fhdckd wjYH 

iudf,dapkhlska wk;=rej ls%hd;aul ùu fuu lreKq oelaùfï 

wfmalaIdj fõ'

1' jD;a;Sh ksmqK;ajhlska fyì wNHka;r ú.Kk fiajhla rdcH 

fiajfha ia:dms; lsÍu'

2' iyhl wNHka;r ú.Kk fiajh i|yd ksmqK;djfhka hqla; 

ld¾h uKav, fm< .eiau iy ú.Kkfha iajNdj" ;ru" 

ixlS¾K;ajh mokïj ú.Kk ld¾h uKav, ixhq;sh ilia 

lsÍu'

3' rdcH wxYfha jD;a;Sh ú.Kkfha kshef,k ú.Kldêm;s 

we;=¿ tys ld¾h uKav,fha iydh ,nd f.k wNHka;r 

ú.Kk ks<OdÍka mqyqKq lsÍu'

4' l<ukdlrK ú.Kk fomd¾;fïka;=j úiska ilia lrk 

,o wNHka;r ú.Kk lghq;= i|yd ud¾f.damfoaY ix.%yh 

wfkl=;a ú.Kk lafIa;%o wdjrKh jk mßÈ b;d mq¿,aj 

ilia lsÍu yd ls%hd;aul lsÍu'

fhduqj ( YS% ,xld m%cd;dka;%jdÈ iudcjdÈ ckrcfha uqo,a fr.=,dis 

ix.%yh  
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In the context of globalization, with a move 
to have one Financial Reporting Framework 
to the world, the International Accounting 
Standards Board (IASB) and the Financial 
Accounting Standards Board (FASB) of  
USA, took a bold step by coming up with 
standards to measure Fair Value on a  
Common Platform. This means International 
Financial Reporting Standard 13 (IFRS 13) 
issued on 12th May, 2011 is virtually identical 
to the revised Accounting Standards 
Codification (ASC) topic 820 Fair Value 
Measurement. In Sri Lanka IFRS 13 has 
been adopted as SLFRS 13 with an effective 
date of annual periods beginning on or after 
01st January, 2014.

Rationale for Fair Value Standard 
In its early days, IFRS often required historical cost as 
the basis for the measurement of items recognized in 
the financial statements, in some cases with an Option 
of fair value measurement. The Conceptual Framework 
for Financial Reporting (and the former framework for 
preparation and presentation of financial statements) did 
not support fair value as the sole measurement attribute. 

Through the years, many published IFRSs have included a 

requirement, or option, for entities to measure or disclose 
the fair value of assets, liabilities or their own equity 
instruments. Because these requirements were included 
in each individual IFRS, they became dispersed and in 
many cases did not articulate a clear and consistent 
measurement or disclosure objective. Some IFRSs 
contained limited guidance about how to measure fair 
value, while others contained extensive guidance. 

These inconsistencies contributed to diversity in practice 
resulting in reduced comparability among different 
entities’ financial statements. The introduction of IFRS 
13 Fair Value Measurement, while not interfering with 
the scope of fair value measurement, aims to reduce the 
extent of this diversity and inconsistency. 

This means the standard addresses how to measure fair 
value, not when to measure it. In practice, this means we 
can’t expect increased number of items reported at fair 
value. Rather it would result in changes as to how fair 
value has been historically measured and disclosed.

The principal objectives of the standard are as follows :   
1) Define what fair value is for use in all SLFRSs
2) To set out a single framework for measuring fair value, 

within a single SLFRS.
3) To set out the disclosure requirements for fair value 

measurements, within a single SLFRS. 

There are certain scope exceptions with respect to 
measurement & disclosures prescribed in the standard 
due to the unique nature of guidance given in those 
respective standards. 

Tishan Subasinghe
FCA, CPFA (UK), ACMA, CISA, MBA in Finance (Col)

Partner
BDO Partners (Chartered Accountants) 

An Insight to SLFRS 13 -
Fair Value Measurement 
Introduction
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As per section 13.9 of SLFRS 13, fair value has been 
defined as, ‘The price that would be received to sell an 
asset or paid to transfer a liability in an orderly transaction 
between market participants at the measurement date.’ 
This definition of fair value is sometimes referred to as 
an ‘exit price.

Orderly transaction is a transaction that assumes exposure 
to the market for a period before the measurement date to 
allow for marketing activities that are usual and customary 
for transactions involving such assets or liabilities; it is not 
a forced transaction (e.g. a forced liquidation or distress 
sale).’

One of the major principles of SLFRS 13 is the market 
concept (i.e. reference in SLFRS 13 to ‘market participants’, 
‘market conditions’, ‘market transactions’, ‘market 
information’, ‘principal market’, ‘most advantageous 
market’).

Market participants are buyers and sellers in the principal 
(or most advantageous) market for the asset or liability 
who have all of the following characteristics: 

(a) They are independent of each other.
(b) They are knowledgeable. 
(c) They are able to enter into a transaction for the asset 

or liability.
(d) They are willing to enter into a transaction for the asset 

or liability 

Under SLFRS 13, fair value is based on the exit price (see 
above), and not the transaction price or entry price (the 
price that was paid for the asset or that was received to 
assume the liability). Conceptually, entry and exit prices 
are different. 

The exit price concept is based on the current (i.e. as at 
measurement date) expectations about the sale or transfer 
price from the perspective of market participants. There 
are arguments against the use of exit prices, including 
that exit prices are irrelevant when an entity intends to 
use the asset. However, even in these instances, exit prices 
are still appropriate, as the exit price reflects expectations 
about future cash flows by selling the asset to a market 
participant who would then also use the asset. This is 
because a market participant will not pay an amount 
which is greater than what is expected to generated from 
the use or sale of the asset (SLFRS 13.BC39). 

A similar logic applies to liabilities, in that the price 
determined by a market participant would reflect 
expectations about cash outflows necessary to fulfil the 
obligations of the liability (SLFRS 13.BC40) 

Fair Value – Valuation Techniques
Objective
Objective of using a valuation technique

To estimate the price at which an orderly transaction to 
sell the asset or to transfer the liability would take place 
between market participants at the measurement date 
under current market conditions.

However SLFRS 13;

Does not prescribe, beyond the general requirements, 
how fair value must be calculated for specific assets and 
liabilities.

Instead, it simply details various broad categories of 
valuation techniques that an entity may elect to adopt in 
determining fair value.

Fair Value Hierarchy

The SLFRS 13 fair value hierarchy categorises elements 
of the financial statements (that fall within the scope of 
SLFRS 13) into three levels, based on the inputs used in 
the valuation techniques to determine their fair value. 
The fair value hierarchy gives the highest priority to Level 
1 (observable) inputs, and the lowest priority to Level 3 
(unobservable) inputs. The fair value hierarchy prioritises 
the inputs utilised in the fair value valuation techniques 
(emphasising the use of Level 1 inputs), rather than the 
type of valuation techniques being used.

 Level 1 inputs
• Quoted prices (unadjusted) in active markets for 

identical assets or liabilities 
• Accessible at the measurement date
• Example: Quoted price for a listed share.

 Level 2 inputs
• Inputs other than quoted prices included within Level 

1 that are observable for the asset or liability, either 
directly or indirectly.

• Example: Interest rate curves, credit spreads, implied 
volatilities.

 Level 3 inputs
• Unobservable inputs for the asset or liability
• Example: Projected cash flows for a value in use 

calculation.

The general requirements of a Valuation technique used to 
decide the fair value of an asset or liability are as follows.
• Technique is appropriate in the circumstances
• Sufficient data must be available
• Maximise use of relevant observable inputs
• Minimise use of unobservable inputs
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• Inputs consistent with the characteristics that market 
participants take into account

• May include premium /discount which is:
 – Consistent with unit of account
 – Characteristic of the asset or liability and not the  

 entity’s holding

Following characteristics of the Asset or liability will be 
key to decide valuation technique

• Condition and location
• Age and remaining economic life 
• Unit of account (i.e. level of aggregation under SLFRS)
• Premiums and discounts (but do not include if 

inconsistent with the unit of account)
• restrictions on use or sale 
• contractual terms

Different approaches to Valuation
1. Market approach: A valuation technique that uses 

prices and other relevant information generated by 
market transactions involving identical or comparable 
(i.e. similar) assets, liabilities, or a group of assets and 
liabilities, such as a business. 

2. Income approach: A valuation technique that converts 
future amounts (e.g. cash flows or income and 
expenses) to a single current (i.e. discounted) amount. 
The fair value measurement is determined on the basis 
of the value indicated by current market expectations 
about those future amounts. 

3. Cost approach:  A valuation technique that reflects the 
amount that would be required currently to replace 
the service capacity of an asset (often referred to as 
current replacement cost).

• Factors to be considered when selecting  a valuation 
technique

Market approach

Directly identifiable cash
flows

Not directly income
producing
No identical market price
Price needs adjustment

Market price is available

Le
ve

l 3
Le

ve
l 2

Le
ve

l 1

Income approach
(eg discounted cash flow)

Cost approach
(eg replacement cost))

Price for
Identical Item

Must be used
without
adjustment

Price needs
adjustment

Observable
inputs

Price needs
adjustment

Unobservable
inputs

Observable
inputs

Rare

Unobservable
inputs

Observable
inputs

Rare

Unobservable
inputs
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• How do we arrive at a market-based Measurement?

Example

Entity A needs to measure the fair value of its CGU A. It 
is considering using the following valuation techniques:

a) Five years discounted cash flow with a terminal value
b) A mix of sales and EBIT multiples of entities that 

operate in the same market as CGU A
c) Sales prices of two recently sold (similar) businesses

Question 1
• Which of the above options is appropriate under 

SLFRS 13?

Solution 1
• All three valuation techniques are level 3 fair value 

measurements and therefore not excluded from SLFRS 
13. 

Question 2
• Order the valuation techniques in order of their 

appropriateness?

Solution 2
• It depends on the facts and circumstances - subject to 

judgement
• Valuation technique must always:
– Be appropriate
– Maximise the use of observable (i.e. level 1) inputs.

• Measuring the Fair Value of Liabilities
 The general principle for measuring the fair value of 

liabilities (and an entity’s own equity instruments) in 

accordance with SLFRS 13.34 is that fair value assumes 
that a financial or non-financial liability or an entity’s 
own equity instrument (e.g. equity interests issued as 
consideration in a business combination) is transferred 
to a market participant at the measurement date. 

The transfer (leading to an exit price) of a liability or an 
entity’s own equity instrument assumes the following: 

(a) A liability would remain outstanding and the market 
participant transferee would be required to fulfil the 
obligation. The liability would not be settled with 
the counterparty or otherwise extinguished on the 
measurement date. 

(b) An entity’s own equity instrument would remain 
outstanding and the market participant transferee 
would take on the rights and responsibilities 
associated with the instrument. The instrument would 
not be cancelled or otherwise extinguished on the 
measurement date.

Disclosures 
• Objective of disclosures for assets and liabilities 

measured at fair value is to provide information that 
enables financial statement users to assess: 
 methods and-inputs used to develop those 

measurements 
 recurring fair value measurements using 

significant unobservable inputs (Level 3), the effect 
of measurements on profit or loss or OCI 

Yes No

Use this quoted price to
measure fair value (Level 1) 

Must use without adjustment

* Valuation techniques include th
market approach, income approach
and cost approach.

Replicate a market price through a
valuation technique* (using observable+

and unobservable inputs: Levels 2 and 3)

No use of significant
unobservable

(Level 3) inputs’ =
Level 2 measurement

No use of significant
unobservable

(Level 3) inputs’ =
Level 3 measurement

+ Maximise the use of relevant observable inputs and minimise the use of unobservable
inputs. Observable inputs include market data (prices and other information that is publicly
available).
‡ Unobservable inputs include the entity’s own data (budgets, forecasts) which must be
adjusted if market participants would use different assumptions.

Is there a quoted price in an active market for an identical asset or liability?
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Interim financial statements 

• For financial instruments measured at fair value, the 
fair value disclosures required in annual financial 
statements also apply for interim financial reports 
under LKAS 34.

• For non-financial assets and non-financial liabilities, 
no additional fair value disclosure requirements are 
required for interim reporting beyond the existing 
requirements in LKAS 34 

Challenges 
Fair value is a good concept in the context of financial 
reporting provided it is applied in an objective manner. 
Particularly Level 2 and 3 valuations are inherently risky 
since the dependence on assumptions in arriving at valu-
ation is high. There is a possibility of tampering on as-
sumptions in such a way to arrive at a desired valuation. 

• SLFRS 13 requires certain minimum disclosures by 
classes of assets and liabilities 

• SLFRS 13 requires that an entity should present 
quantitative disclosures in a tabular format unless 
another format is more appropriate 

• Significant new disclosure requirements 
 Quantitative disclosure about unobservable inputs 

for Level 3 
 Description of Level 3 valuation processes, policies 

and procedures 
 Narrative description of sensitivity to changes 

in unobservable inputs for recurring Level 3 

However, to counter such a risk, discourse requirements 
on level 2 and 3 valuations would be higher compared to 
level 1 valuation.     

It is further important to strengthen the professional 
expertise on valuations carried out in the context of fi-
nancial reporting.  As much as fair value measurements 
would reflect the true net asset value of an entity as of a 
particular day, it could also be easily used to commit fi-
nancial reporting frauds in such a way to arrive at desired 
financial reporting outcomes. 

In the above context it is very important that accountants 
should act in an ethical manner while managing the busi-
ness interest of the entrepreneur. Also the auditors should 
enhance their technical expertise to have audit comfort on 
complex valuation issues, while giving due regard to pro-
fessional skepticism. Finally fair valuation would help the 
accountants to deal with current information rather than 
focusing historical information.    

measurements, including interrelationships 
between inputs 

 Fair value hierarchy and valuation techniques for 
amounts not measured at fair value but fair value 
is disclosed in the financial statements 

• Accounting policy choice disclosures: 
 Timing of transfers between levels of the hierarchy 
 Exemption allowing measurement of groups of 

financial assets and financial liabilities 

• Liabilities with inseparable third-party credit 
enhancements 
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1. mwpKfk;

mg;ufhk; k];Nyhtpd; tpupthf;fg;gl;l Njitf; Nfhl;ghL 

vz; tif Njitfis Kd;itf;fpwJ (ntspg;ghL 1). 

NkYk; ,j;Njitfs; xd;wd; gpd; xd;whf cUntLf;Fk; 

vd typAWj;jg;gl;L Kf;Nfhz tiuG %yk; Njitfspd; 

gb epiy Kd;Ndw;wk; ntspg;gLj;jg;gLfpwJ.

ntspg;ghL 1: k];Nyhtpd; Njitfs;

Nagalingam Nagendrakumar
MAAT, MSc (Mgt.)(USJP), BSc (B.Admin) Sp.(USJP), DGA, CA (PI&CAB-11), FPFA,

                                                       Reading for PhD in Management (PIM) (USJP)
Senior Lecturer - Trincomalee Campus, Eastern University of Sri Lanka

k];Nyh kwe;jJ vd;d?

fw;;wy; Njit

,J tplaq;fs; njhlu;gpy; fUj;Jf;fisAk; tpsf;fq;fisAk; 

mwpthw;wiyAk; Njb mwpAk; Njitapidf; Fwpg;gpLfpd;wJ.

mofpay; Njit

mofpidAk; tdg;gpidAk; Njbg; ngWk; Njitapidf; 

Fwpg;gpLfpd;wJ.

kupahijj; Njit

,jd;fPo; kdpjd; Gfioj; NjLfpd;whd;. jd;id Ntwhf 

milahsk; fhzy;> milTfSld; ,zq; fhzy; 

Nghd;wtw;iw cjhuzkhff; $wyhk;.

rhjidj; Njit

ve;j tplakhf ,Ue;jhYk; jhNd cr;r epiyapy; ,Uf;f 

Ntz;Lk; vd;Dk; epiyg;ghl;il ,J Fwpf;Fk;. cjhuzkhf 

Xl;lg; ge;jankhd;wpy; rhjid gilf;f Ntz;Lk; vd 

xUth; vj;jdpg;gijf; Fwpg;gplyhk;.

cr;rg; gupzkpg;Gj; Njit

,J Fwpg;gpl;l Jiwapy; rhjidapd; Nky; rhjidapid 

Gupa xUtu; vj;jdpf;Fk; epiyiaf; Fwpf;Fk;. cjhuzkhf 

Xl;lg; ge;jankhd;wpNy xUtuhy; cUthf;fg;gl;l 

rhjidia mtNu Kwpabff; Kaw;rpg;gijf; Fwpg;gplyh;k.

2. ciuahly; 

mg;Jy; fyhk; “fdT fhZq;fs;” vd;W xt;nthW ,e;jpaf; 
FbkfidAk;; Nfl;Lf;nfhz;lJ xU ruhrup kdpjdpy; 7k; 

fl;l rhjidj; Njitia 1k; fl;l mbg;gil Njitahf 

tpijj;jij Fwpg;gplyhk;. vdNt mtupd; fUj;Jg;gb 

rhjidj; NjitNa ,e;jpa ,isQh;fSf;Ff; fhzg;gl 

Ntz;ba Kjz;ikj; NjitahFk;. MfNt k];Nyhtpd; 

cr;r epiyj; Njit mg;Jy; fyhkpdhy; mbkl;l Kjd;ikj; 

Njitahff; fUjg;gLfpwJ. 

Nrhrypr ehlhd rPdhtpy; elj;jg;gl;l Ma;tpd;gb Nguhrpupau; 

vl;tpd; md;Gj; NjitNa Kjd;ikahdJ vd thjhLfpwhh;. 

,q;F mwpQu; Hofstede mtu;fs; k];Nyhtpd; rpe;jid 

Nkw;fj;ja fyhr;rhuj;ij xj;jJ vdTk; mJ Nrhrypr 

fyhr;rhuq;fSf;Fg; nghUe;jhJ vdTk; tpku;rpj;jik 

epidT $wj;jf;fJ.

mbg;gilj; Njit

kdpjDf;F kpfTk; mj;jpahtrpakhd czT> cil> 

ciwAs;> ghYwT Nghd;w Njitfis ,it Fwpg;gpLfpd;wd.

ghJfhg;Gj; Njit

NkYs;s Njitfs; epiwT nra;ag;gl;lJk; kdpjd; 

jdf;fhd ghJfhg;G njhlh;gpy; ehl;lk; nrYj;Jthd;. 

epue;jukhd njhopy;> tq;fpapy; Nrkpg;Gfs;> fhg;GWjp> rl;lg; 

ghJfhg;G Nghd;wtw;iw cjhuzkhff; $wyhk;.

md;Gj; Njit

ghJfhg;Gj; Njit epiwthdJk; cwTfisj; Njly;> 

el;Gf; nfhs;sy;> r%fj;jpd;ghy; <u;g;G Nghd;wit Njhw;wk; 

ngWk;. rq;fq;fspy; mq;fj;Jtk; ngwy;> r%f Nritfspy; 

<Lgly; Nghd;wtw;iw ,jw;F cjhuzkhff; Fwpg;gplyhk;.
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mwpQu;fshd Wahba and Bridgewell> Chilean> Max-Neef 
Nghd;NwhUk; kdpjdpd; Njitfs; xd;wd; gpd; xd;whfj; 

Njhw;wk; ngWk; tplaq;fsy;y vd thJLfpd;wdh;. 

mtu;fspd; thjg;gb kdpjdpd; cupikfs; kWf;fg;gLk; 

NghNj mtd; gl;bdp ,Uf;fpwhd; my;yJ tWikf; Nfhl;bd; 

fPo; js;sg;gLfpwhd; vd Fwpg;gpLfpd;wdu;.

NkYk; cr;r ,Wjp ,uz;L NjitfSk; vspjpy; 

vy;NyhuhYk; milag;gl KbahjJ. Mifahy; rpy 

re;ju;g;gq;fspy; ,J Nguhirahfg; gupzkpf;Fk;. Nguhir 

KOikahd mopitf; nfhz;L tUk;. cjhuzkhf 

Adolf Hitleriuf; Fwpg;gplyhk;. rpy rkaq;fspy; 

rhjidj; Njit Njhy;tpAWk; nghOJ kdpjd; jd;idj; 

jhNd kha;j;Jf;nfhs;Sk; epiyf;Fk; js;sg;gl re;ju;gq;fs; 

mjpfk; cz;L;.

vdNt xl;Lnkhj;jkhf k];Nyhtpd; gb epiy thj Njitf; 

Nfhl;ghL ngha;g;gpf;fg;gLfpwJ. vdpDk; k];Nyh> cr;rg; 

gupzkpg;Gj; Njitapid> Fwpg;gpl;l xUtu; Kd;ida 

rhjid tiuaiwia (limit) jhz;br; nry;Yk; epiyahfTk; 

njspTgLj;Jfpwhh;. jhz;br; nry;Yk; nraw;ghL ngsjPfr; 

nrayhfNth Md;kPfr; nrayhfNth gupzkpf;fyhk;.

Md;kPfr; Ra cr;rg; gupzkpg;ghdJ gf;jpepiyj; Njitapd; 

Xu; mq;fkhfg; gupzkpf;Fk; NghNj mjd; KO mu;j;jj;ijAk; 

ngWk; vd thjhlyhk;;. ,f; fUj;Jg;gb Nkw;gb Kf;Nfhz 

tiuG gpd;tUk; tbtj;jpidg; ngWk; (ntspg;ghL 2).

ntspg;ghL 2: gf;jp epiyj; Njitf; 
Nfhl;ghL

vkJ rpe;jid rw;W Cf;fk; ngWk; nghOJ vOk; 

Nfs;tp mt; vz; gbfSk; jhz;ba gpd;dNuah ,Wjpg;gb 

milag;gLk; vd;gjhFk;. k];Nyh Mk; vd Fwpg;gpl;lhYk; 

mt;thjk; ngha;gpf;fg;gl;lhapw;W. ,q;F gb epiy thjkhdJ 

kdpjdhNyNa ngha;g;gpf;fg;gl;Ls;sik Fwpg;gplj;jf;fJ. 

khwhf gf;jpepiyNa Kjd;ikj; NjitahFk;. cyfj; 

Njitfisg; ngupaJ rpwpaJ vdNth my;yJ gb epiy Vw;w 

>wf;fq;fs; cz;L vdNth Md;kPfj;jpd; Kd; tifg;gLj;j 

KbahJ. fhuzk; mit ,iwtdhy; kdpjDf;fhf 

rkdhfNt cyfpy; Kd;dpiyg;gLj;jg;gl;litahFk;.

gf;jpepiyNa midj;Jj; NjitfSf;Fk; Kjw;gb vd 

thjpl;lhYk; k];Nyhtpd; gbepiy thjk; njhlu;e;J 

fhzg;gLtJ Vw;Wf;nfhs;s KbahjJ. mNj Neuk; 

kdpjDf;F rpy cyfj; Njitfs; gf;fgykhf ,Uf;Fk; 

NghNj gf;jpj; Njit gyk; ngWk; vd;gJ Xu; cWjp tha;e;j 

vLNfhshFk;. vdNt gbepiy thjj;jpid k];Nyhtpd; 

cyfj; NjitfSf;F mfw;wpf; fhl;Lk; NghJ gf;jpepiyNa 

Kjd;ik vdTk; cyfj; Njitfisj; Jwf;Fk; NghJ 

kdpjd; Kf;jpepiyj; Njitia Nehf;fpg; Gwg;gLfpwhd; 

vdTk; thjplyhk;. mt;thnwdpd; Nkw;gb tiuG gpd;tUk; 

tbtj;ijg; ngWk; (ntspg;ghL 3;).

ntspg;ghL 3: Md;kPfj; Njitapd; gf;f 
gyk;-nysfPfj; Njit

Kf;jp epiy midtuhYk; milag;gl KbahjJ. 

fpwp];jtj;jpNy xU rpyNu Kf;jpg; NgW ngw;Ws;sdh; 

(cjhuzkhf ,yq;ifiag; nghWj;j tiu Gdpju; 

Nahrg; th]; mtu;fisf; Fwpg;gplyhk;). vdpDk; rhjhuz 

epiyapdUk; xU rpy nehbfs; my;yJ epkplq;fshtJ 

Kf;jp epiyg; gf;jpapy; Mo;fpd;wdu;. mjD}lhf midtUk; 

Kf;jpepiy Njitapid mila Kay;fpd;wdu;. fhuzk; 

Kf;jpepiyj; Njit ,Wjpapy; mikjpia milAk; 

milAk; KOikahd tbtkhFk;.

3. KbTiu

mt;thnwdpd; k];Nyh jdJ thjj;jpy; ,oe;jJjhd; vd;d? 

tpilAk; KOikahd thjKk; k];Nyh jdJ Ma;tpy; 

Md;kPfj;jpid kwe;jJk; mjd;; Clhf cyf el;GwitAk; 

rkhjhdj;ijAk; mikjpiaAk; mila KOikahd 

Nfhl;ghl;bidj; ju kwe;jJk;jhd;. midj;ijAk; 

xd;wpidj;j tiuig gpd;tUkhW ngwyhk; (ntspg;ghL 4).

ntspg;ghL 4: mikjpj;; Njitf; Nfhl;ghL

Kf;jpepiyj; Njit

gf;jpepiy Njit

k]Nyhtpd; vz; Njitfs;

mikjp

Kf;jpepiyj; Njit

gf;jpepiyj; Njit 
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M. A. Priyanka
MAAT, BSc (Mgt) Sp. (Hons), MPA, LLB, PgDip (p.m), PgDip (E), TARF (Duke) (USA),

Cer.Taxation (India), Ad.Mgt.Tr.(Nct.) Malaysia, Ch.Mg.Tr. (Malaysia), FMAPF, Dip. CMA.
Senior Deputy Commissioner - Department of Inland Revenue

Value Added Tax (VAT)-
SCOPE APPLICATION

Introduction

The idea of the Value Added Taxation 
traces back to the writing by Von Siemens, 
a German businessman, in the 1920s. Not 
until 1948, however, was the tax first applied 
in France. At the beginning, France applied 
the GNP – based VAT covering up to the 
manufacturing level and subsequently 
replaced it with a consumption VAT in 1954. 

The VAT is a modern tax today, it has become 
an important instrument of the tax system 
of both developed and under developed 
countries. VAT has more revenue potential 
than other taxes. 

It is also playing a vital role in securing 
macroeconomic stability and economic 
growth. The VAT is also a powerful  
instrument which leads to avoid the 
cascading effect of the indirect taxes that 
mostly can be seen in Turnover Tax and 

others. On the other hand, it is seen as a  
more efficient revenue raising tax that  
would be consistent with the increasing 
output of economic policy...

The revenue produced by a VAT depends on 
three broad sets of factors. VAT RATES, VAT 
BASES and VAT THRESHOLD are the key 
factors. The capacity of tax administration 
and government policy on revenue are also 
the other factors in designing a good VAT 
system in a country.

VAT is levied on the value added at each 
stage of the production or distribution 
changing as well as imports.. VAT is an 
indirect tax collected at various stages based 
on the value addition. The basic principle of 
this tax is that it is intended to be a tax on 
consumption borne by the final consumer.
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Illustration-2

Illustration-3

Raw Materials Wheat

Value Added Value Added Value Added

Flour Bread

FARMER MILLER BAKER

- Value Added at Farmer’s Level:   P1 = WL+ RK 

 Where   W = Wage rate   L = labor hours
  R  = cost of capital  K= capital used

- Value Added at Miller’s Level   P2 - P 1
-  Value Added at Baker’s Level   P3 - P 2
-  Total Value Added    P3

Meaning of Value Added 

The value added is the value that a producer, manufacturer, 
Distributor, or agent etc. adds to the raw materials or 
purchases before selling the new or imported goods or 
services. 

Two perspectives of Value Added

     Value Added =     Price of output - Price of input
     Value Added =     Wages+profit+interst+rent

The current extent and importance of VAT
1. VAT is probably the most important tax in the world. 

It has spread to all parts of the world rapidly during 
the last two decades. It has become the main source 
of government revenue in most countries. The recent 
research of International Monetary Fund (IMF) reveals 
that there are more than 150 countries that have VAT. 
The most important thing is that VAT has contributed 
to over 20% of their revenue. About 5 billion people, 70 
percent of the world’s population, now live in countries 
oprates VAT.

Treatment of cross border Transaction
A VAT can be implemented under the principle either at 
the origin or at the destination. But it is usually based on 
the destination principle. These two concepts are playing 
an important role in international taxation also. The main 
difference of these two concepts is based on the place of 
production & consumption. 

Destination principle
The VAT based on the destination principle aims at 
taxing sale of goods and services for the domestic market, 
regardless of whether they are produced domestically or 
abroad. In this principle, imports are taxed while exports 
are Zero rated.

• The following example shows the net result of the 
destination Principle

Origin Principle
The Tax is imposed at the point of origin. Imports are 
exempted and exports are taxed. If the consumption is 
more than the production and goods are imported, it is 
appropriate to use origin principle. 

• The following example shows the net result of the 
origin principle.

Transaction Selling Price Single Tax 10% Tax
 (Rs.)  (Rs.)
Imports 500 500*10/100 50
Manufacturing 700 (700*10/100)-50 20
Exports 1000 (1000*0/100)-70 -70
Total Tax Paid   0

Transaction Selling Price Single Tax 10% Tax
Imports 500 500*10/100 0
Manufacturing 700 (700*10/100)-50 70
Exports 1000 (1000*0/100)-70 30
Total Tax Paid   100

Stage 1 Stage 2 Stage 3
P1 P2 P3

Illustration-1



VAT Computation Methods
Computation of VAT and Collection in a proper way 
plays a vital role in designing a good Tax system. Many 
countries use several methods in calculating vat of their 
countries. The only national vat currently implemented 
using the subtraction method is that of Japan. No broad – 
based national vat has been implemented by the addition 
method, but it has been applied to financial services.

The invoice and subtraction methods have important 
features in common. Both are robust to the omission from 
taxation of any intermediate transaction. If the vendor 
fails to tax or report a sale, the loss of tax revenue will 
be exactly corrected, if the purchaser also omits to claim 
the credit or deduction. The basic difference of these two 
methods is that the invoice method is transaction – based 
and the subtraction method is entity- based. When we 
compare subtraction method with invoice method, these 
basic features of these two methods can be identified 
under the subtraction method; the seller might simply fail 
to report sales. When we apply the credit invoice method, 
it will lead to discourage fraudulent undervaluation of 
intermediate sales.

There are three ways of calculating of VAT used in the 
world at present.
These are:-

 •  Addition method
 •  Subtraction method
 •  Credit – Invoice method

Addition method
In this method, we tax wages and profits at every stage.
The tax at each stage means = tax rate x (wages + profits)
If the tax rates on wages and profits are different (say t 
and t2 ), Then tax at each stage = t, x wages + t2 x profits

The Subtraction method
This is also called business transfer tax, Under the 
subtraction method, each merchant’s tax liability is 
commutated by applying the applicable VAT rate to 
the difference between his total sales (inclusive of the 
VAT element in his sales price) and his total purchases 
(inclusive of the VAT element in his purchase price) The 
revenue is calculated as follows 

 •  Revenue = tax rate x (value of output cost of input)

If tax rates at stage 1,2, and 3 are t, t2  and t3 respectively, 
the total tax is 

t1, p1 + (p2- p1)+ t3 (p3 – p2 )  or  (t1 , t2) p1 +  (t2 ,t3) + 
p2 +t3  p3

Credit – invoice method

In this method, the output is taxed and credit is given for 
the taxes paid on inputs. Although theoretically all the 
three methods give the same result, the credit or invoice 
or credit method has become more acceptable due to the 
following.

 The invoice becomes crucial evidence for the 
transaction as well as the tax payment.

 It creates a good basis for audit
 In the addition method, the profits have to be 

calculated which may turn out to be difficult. In the 
subtraction method, if different tax rates are to be 
applied on various products, it is difficult to find out 
the amount of inputs which exactly go into producing 
each type of output.

In this method tax liability is calculated as follows.
VAT = t 2 X output-t 1x input
t1 = tax rate on output  
t2 = tax rate on output 
The following example shows vat collectable at each stage
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 Manufacture Whole Retailer Total Sales cum
   saler VAT VAT final
     consumer

A All Business subject to tax     
1 Sales ( Exclv. VAT ) 1000 2000 3000  
2 Purchases ( Exclv. VAT ) 0 1000 2000  
3 VAT on Sales ( 12% ) 120 240 360  
4 Credit on Purchases ( 12% ) 0 120 240  
5 Net VAT Payment 120 120 120 360 3360
     
B Retailer is Zero Rate     
1 Sales ( Exclv. VAT ) 1000 2000 3000  
2 Purchases ( Exclv. VAT ) 0 1000 2000  
3 VAT on Sales ( 12% ) 120 240 0  
4 Credit on Purchases ( 12% ) 0 120 240  
5 Net VAT Payment 120 120 -240 0 3000
     
C Retailer is Exempt     
1 Sales ( Exclv. VAT ) 1000 2000 3240  
2 Purchases ( Exclv. VAT ) 0 1000 2000  
3 VAT on Sales ( 12% ) 120 240 NA  
4 Credit on Purchases ( 12% ) 0 120 NA  
5 Net VAT Payment 120 120 NA 240 3240

   
D Whole seller is Exempt     
1 Sales (Exclv. VAT ) 1000 2000 3000  
2 Purchases (Exclv. VAT ) 0 1000 2000  
3 VAT on Sales ( 12% ) 120 240 0  
4 Credit on Purchases ( 12% ) 0 120 240  

5 Net VAT Payment 120 120 -240 0 3000
     References
Liam Ebrii &Michael keen (2001), The Modern Vat-IMF  / Parthosarathi shome(1995),Tax policy handbook-IMF         
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Interviewed by
Sandaya Athukorala

FMAAT, FCA, MBA (UK), PgDip Bus. Mgt (UK), CMA (Aus)
Head of Finance

LAUGFS Engineering (Pvt) Limited 

1. How can you describe Toastmasters to people 
who have never heard about it?
The mission of the Toastmasters movement 
is to provide a mutually supportive and 
positive learning environment in which every 
individual member has the opportunity to 
develop oral communication and leadership 
skills, which in turn foster self confidence and 
personal growth.                                                        

                
  We rise by lifting others

2.  Why did you choose AAT Toastmasters Club, 
what has it done for you?
I wanted to develop my soft skills and I had a 
conversation with one of the senior members   Mr. 
Gunasekara with regard to that he suggested that join 
this Toastmasters Club of AAT where I work. He said, 
home is the only place where you feel comfortable 
even where you make mistakes. When I joined 
AAT toastmasters club I was feeling very reluctant 
to talk because I didn’t want anyone to look down 
upon me or laugh at my mistakes. But gradually I 
realised I had come to a place which is equal to home. 
The members made me feel very comfortable, even 
when I was making mistakes .They corrected me 
rather than looking down upon me. Now I feel AAT 
toastmasters club as my second home.

There are three C’s in your life - Choice -  Chance  -  Change.
 
 Making a Choice to attend meetings will give a great 

Chance for you to Change in order to develop yourself. 

AATSL Toastmasters’  2015/16 President  faces
an  Interview - Exposing "Golden Quotes"
Mr. P. Babu Kumar is a Fellow member of the Association of Accounting Technicians of 
Sri Lanka, member of Institute of Certified Management Accountants of Sri Lanka and
member of the Institute of Chartered Accountants of Sri Lanka and owner of
AB Associates, Chartered Accountants.
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3. What difference has been a member of AAT 
Toastmaster Club made in your life?
Having completed all my professional exams I 
still felt that something is missing to develop my 
professional career upwards. Then I realised that 
the certificates only will not promote me to a higher 
level. The certificate will be useful only if we develop 
our soft skills simultaneously. Therefore I wanted to 
develop my communication and leadership skills. 

I knew that to correct my mistakes in communication 
I needed a place to practise. The AAT toastmasters 
club provided me the platform that changed my life 
to be a better communicator which led me to be a 
good leader.

 ‘To keep a room clean we need a dustbin “ to  correct 
our mistakes in communication we need a place to make  
mistakes   

4. At what age do you think we should join 
Toastmasters?      
To learn there is no age.  Learning is a journey that 
does not have a destination.  The real growth of a 
human being is to keep learning even at the last 
stages of life.

Our club consists of very senior knowledgeable as 
well as mature middle aged and energetic young 
members. Our club is an example and  a good 
combination of members where one can enjoy and 
learn from everyone. 

                                                   
 The doors will be opened to those who are bold enough 

to knock.

5. Can an AAT member use Toastmasters training 
and achievements to promote their career and 
prospects?     
Yes. Today being a member of a Toastmasters club 
is an additional qualification. Most organisations 
now promote cooperate toastmasters club within 
the organisation since they have realised that 
toastmasters develop self-confidence of individual.  
Furthermore some professional institutes insist the 
members to participate for at least five speeches for 
them to become eligible to obtain the membership 
because they realise how toastmasters have 
developed their aptitude. 

Most  Sri Lankans have completed thir academic 
qualifications in then mother tongue which is not 
English. But in today’s scenario in the professional 
corporate world English is vital for them to expose 
themselves as leaders. 

The secret of success is just trying 

6.   Any tips from your experience to overcome the 
fear of public speaking for new members?
Everything seems impossible until you do it. To 
overcome the fear we need to talk in front of an 
audience, but in order to do that we require a place 
to practise. The Toastmasters Club is the best place to 
overcome the fear of failure. 

  The Mountain is on top of you before climbing it,                                                                                                                              
 Once you reach there you are on top of the mountain
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7. Do you need public speaking skills in our daily 
job?
You have heard most corporates have toastmasters. 
Even last week I participated as a judge to select 
best speakers in a bank. The majority of the speakers 
consisted of managers who participated for this 
event. When I discussed with the top managers I 
learntponse for reason behind this contest is to install 
self confidence, self improvement and enhance their 
decision making capacities. 

This cannot be realised unless a member continuously 
participates for five meetings. 
In real life, think about world’s best leaders,…..All  of 
them  are very  good speakers. 

 You will never know your limits unless you push 
yourself to them

8. Is/are there a Toastmasters  in your club who 
has inspired you?
Yes of course I have understood that there’s no 
limitation from whom we should learn.  He may be a 
senior or a junior the matter is what we learn and not 
from whom. I’m so lucky of being a member of AAT 
toastmasters club which consists of senior members 
DTM Aponso, TM Gunesekara, TM Sandya, TM 
Ashrof ,TM Vijendren ,TM  Bandara and  young 
members TM Neel,TM  Thalagala, TM Sarmala, 
TM Jeewantha, TM Jeewana , TM Priyangani  and I 
can keep on telling all 34 members names because I 
learnt a lot from all by being a member of this club.

 When you get around the right people you can achieve 
anything.

9. What can you recommend to our members?
Being AAT members it’s our responsibility to build up 
the AAT image. We cannot expect the institute to do 
it for us. Most of our members are not interested to go 
beyond the boundaries. They always are within the 
limits of accounts, taxation which is not going to help 
them to come out of the box.  They have to allocate 
a specific time and a minimum amount of money for 
their personal development to balance the life.  With 
the current rapid growth in technology, accounting 
packages, ERP solutions change accountants’ role 

from traditional functions. Accountants have to be 
an all-rounders and leaders to lift the organisations 
to the next level.   If you are a Toastmaster you will 
be able to fulfil this requirement easily.

AAT institute is willing to sponsor five members 
per year to our club hence those who are interested 
in personal development please make use of this 
opportunity.

 If you are born poor it is not your mistake,  
 But if you die poor it’s your mistake. 

10. Can you see any changes since you joined 
Toastmasters? 
I joined Toastmasters as a shy person who was 
not fluent in the English language and it was 
impossible for me to address even a small gathering.  
Toastmasters trained me to make the word impossible 
itself to mean ‘It is possible’.

 Pink is a colour it doesn’t mean beauty   
 English is just a language not knowledge 

11. As the incumbent President of AAT 
Toastmasters Club how was your journey and 
what changes did you bring about to the club?   
My journey was very joyful because I didn’t have to 
lead a group of members but merely followed them 
since I was leading a group of leaders.  

Talking about changes most of our members are 
busy most of the time at offices experiencing tight 
time schedules So I wanted toastmasters meetings  
to relax them to make them happy. We had theme 
meetings, Joint meeting with other clubs, meetings 
outside the club, family trips and friendly cricket 
matches.  Moreover, I introduced a joke of the day.

Furthermore I take this opportunity to thank the AAT 
Sri Lanka on behalf members of AAT toastmasters 
for providing us the space, refreshments and all 
other support in making our members to develop 
the soft skills. I’m also very grateful for accepting my 
request to sponsor five members per year. I request 
the members to make use of this golden opportunity. 

 ‘Excuse will never make champions ‘ 
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EVENTS

The Association of Accounting Technicians of Sri Lanka 
(AAT Sri Lanka) inducted Mr.  J.M.U.B. Jayasekera 
as the 9th President of the Association on 13th May 
2016 at the Prof. Lakshman R Watawala Auditorium, 
AAT Centre, Colombo 5 at a ceremony attended by a 
distinguished audience in the presence of Hon. Patali 
Champika Ranawaka, Minister of Megapolis and Western 
Development as the Chief Guest and Mr. Lasantha 
Wickramasinghe, President – CA Sri Lanka as the Guest 
of Honour.

On this occasion Hon. Champika Ranawaka paid a 
high tribute to AAT Sri Lanka for shouldering a great 
social responsibility at national level in raising the level 
of accountancy education and producing Accounting 
Technicians to the country without any financial assistance 
from the Government. He mentioned of the governments 
intention to establish an Accounting Technicians Service 
to service the public sector and corporations in addition 
to the private sector, and added that material financial 
assistance would be granted to AAT Sri Lanka out of the 
ADB foreign aid reviewed recently. He further highlighted 
Government’s support for the establishment of a Small 

and Medium Size Enterprises Development Authority to 
monitor proper accounting and management of SME’s. 
In addition, a scholarship scheme to encourage students 
following accounting courses such as AAT was also 
intended by the government.

Mr. J.M.U.B. Jayasekera was the Vice President of AAT  
Sri Lanka prior to his elevation as the President of the 
association. He has been the secretary to the Governing 
Council of AAT Sri Lanka during the years 2008 to 2011. 
He has served the AAT council nearly 20 years from the 
inception. During this period he has served committees 
such as Finance & Administration Committee, Curriculum 
Development Committee and Best Annual Reports & 
Accounts Awards Committee.

During his address, Mr. Jayasekera highlighted about his 
Way Forward 2016/17 which was submitted by him to 
the new council which was approved. The Way Forward 
2016/17 includes how the Association should be driven 
during the next couple of years and Mr. Jayasekera 
explained their relevance and importance. 

Inducting Mr. J.M.U.B. Jayasekara as the 9th President 
by the outgoing President Lalith T. Fernando, in the 
presence of Hon. Ranawaka & Mr. Wickramasinghe

Hon. Champika Ranawaka, Mr. Jayasekara, Mr. 
Fernando & Mr. Wickramasinghe

Ceremonial Induction of the
9th President of AAT Sri Lanka
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Ceremonial Induction of the
9th President of AAT Sri Lanka

Lighting of the traditional oil lamp Guest of Honour Mr. Lasantha Wickramasinghe, 
President - CA Sri Lanka

Chief Guest Hon. Patali Champika Ranawaka, Minister 
of Megapolis and Western Development

AAT Sri Lanka President – J.M.U.B.Jayasekera 

	  
Guest	  of	  Honour	  Mr.	  Lasantha	  
Wickramasinghe,	  President	  –	  CA	  Sri	  
Lanka	  

EVENTS
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Awards ceremony of AAT Business School 2016 for the 3rd consecutive year, which was a glamourous occasion with 
over 470 award winners and achievers representing renowned public and private sector corporates. The Chief Guest 
for the occasion was  Mr. Hemasiri Fernando, Chairman of People’s Bank and the President of the National Olympic 
committee and the Chairman of ITN on 16th February 2016.

A training agreement was made on 21st December 2015 between Department of Inland Revenue Sri Lanka and 
AAT Business School to undertake to train 120 employees of IRD in Computerized Accounting packages as per the 
requirement of IRD. The training is expected to complete by October 2017.

Seminar on “Sri Lanka Accounting Standards for Smaller Entities” (20 January 2016) and “Seminar on RAMIS”  
(17 February 2016) were turned out to be a tremendous success making it the most gigantic seminar streamlined  
for the year.

EVENTS
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Sinhala / Tamil New Year
Celebrations 2016EVENTS

AAT Sri Lanka celebrated the Sinhala and Hindu New Year-2016 with AAT members, AAT Staff and their families 
on 30th April 2016 at the Fingara Grounds, Raththanapitiya. The AAT Members’ Welfare Committee organized this 
celebration for the second consecutive year.

Mr. J.M.U.B Jayasekera, President, other council members of the council also participated at this event which was 
filled with fun mixed with tradition and culture and brotherhood. 
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EVENTS

AATSL Toastmasters Club had an extremely successful year 2015/16. The Club was secured the Golden Gavel Plus 
award for the third consecutive year. And, club was honoured for the first time of its history with the Quality Club award 
and Gold Club award (Overall 3rd place) of District 82 which consists of approximately 190 clubs in India & Sri Lanka.

TM Sandya was honoured with DTM award and she was the 
second AAT member secured such a prestigious award. DTM 
Sandya and TM Gunasekara won the Triple Crown award. 

AATSL Toastmasters Club organized the 
year end conference 2016 of Division H 
for the first time in the club history on 
24th April 2016.

TM Jeewana nominated for the best 
toastmaster of the year. 

AATSL Toastmasters Club
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EVENTS

First open day of the AATSL Toastmasters Club was held on 14th June 2016 as an awareness campaign among AAT 
Sri Lanka members.

8th Installation Ceremony of AATSL Toastmasters Club was held on 26th July 2016. Club President & the Executive 
committee for 2016/17 assumed duties at this event.

AATSL Toastmasters Club
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AAT Sri Lanka has successfully launched the 2nd 
consecutive scholarship program for the needy students 
in collaboration with the Ministry of Education. The 
scholarship awarding ceremony was held in 25th 
February 2016 at AAT Sri Lanka auditorium with the 
participation of Mr.W.M.Bandusena, secretary to the 
ministry of education as the chief guest. The sole motive 
of this activity is to strengthen the financial capacity of 
the outperforming students in achieving their educational 
goals. Selection of most suitable awardees among the 
applications received followed a systematic process where 
the eligibility criteria in both educational and annual 
family income are considered at equal level importance. 
This is one of the significant events in the AAT’s annual 
event calendar which is organized by Education and 
Training division with the full blessing of the Governing 
council and the support of the staff. Generous donations 
of our members are another remarkable point to note as 
far as the sponsorships are concerned.  Inter alia council 
members and business community also joined with us in 
terms of sponsorships to strengthen activity

Two scholarship schemes are granted for 90 students 
covering the entire island by selecting students 
representing all the 25 districts. The first one is for students 
who have outstanding performance at G.C.E. Ordinary 
Level examination offering them financial scholarships 
each worth Rs.20,000/- to continue their G.C.E. Advanced 
Level Examination in the Commerce Stream. The second 
scheme is to complete the AAT Sri Lanka qualification, 
enabling them to become middle level accountants. 

Having the belief of being a responsible corporate citizen 
is imperative in all endeavors we engaged in we’ll keep 
continue the scholarship program in enriched manner in 
years to come.

EVENTSAAT Sri Lanka
Scholarship Scheme  
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AAT SRI LANKA    
Crossword Puzzle June 2016

Contact Details:

Name:

Membership No:

Mobile:

E-mail:

RULES
 Mark as “AAT CROSSWORD  

PUZZLE 2016 JUNE” on the Top (Left 
Side) of the Envelope addressed to

 Examination Division

 Send on or before 31st October 2016

 Entries using original grid 
detached from “InSearch”

 only will be entertained

PRIZE
 A valuable gift for the winner

Across:        
    
1. A sequence of steps in Computer Science.
5. Prepare for publication or presentation by correcting, revising, or 

adapting
7. Delivery of customer satisfaction at a profit
9. 2 to the power 40 equals (240)
10. How much information  a computer can process and how fast it 

can process
11. A short term Marketing Concept which focus on existing products 

and brings profits in short term
16. The description of steps in Computer Science
17. A firm that dominates a market
18. A fastener for a door or lid   

Down:       
    
2 Amount of a charge or payment
3 A machine that can execute a mechanincal procedure without 

any thought 
4 A machine for sorting things such as punched cards or letters 

into classes
5 Which is perceived or known or inferred to have its own distinct 

existence living
6 Large cat like of forests in most of Asia having a yellowish-brown 

coat with black stripes
8 Entered by typing, received over a network or provided 

automatically by sensors attached to a computer
12 The organ of sight
13 Express amusement
14 Anything that is necessary but lacking
15 A basic human need
16 A baked dish consisting of a filling such as chopped meat or fruit 

enclosed in pastry     
 

Crossword Puzzle December 2015

Winner
Membership No : LS 701 
Name    :  S.A.D. Lalinda Sampath

AAT office will contact the winner

Congratulations!
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EVENTS CALENDAR 2016

FUNCTIONS/EVENTS DATE VENUE
AAT Business School - Award Ceremony  16th February 2016 Prof. Lakshman R Watawala Auditorium  
  - AAT Centre

MOU with IRD for Training 17th February 2016 AAT Centre

Sinhala/ Tamil New Year Celebrations 2016   30th April 2016 Fingara Town & County Club,   
  Raththanapitiya.
Seminar on " RAMIS "- I  5th June 2016 Prof. Lakshman R Watawala Auditorium  
  - AAT Centre

Regionalizing AAT Business School - Rathnapura 26th July 2016 AAT Centre

Seminar on "RAMIS" - II 27th July 2016  Prof. Lakshman R Watawala Auditorium  
  - AAT Centre
Launch of Higher Diploma in Accounting &  16th August 2016 Hotel Galadari - Colombo
Finance

Regionalizing AAT Business School - Kurunegala 25th August 2016 AAT Centre

Gaining the Edge for SME in 09th September 2016 Palomino Rest & Reception Hall, 
Challenging Environment  Rathnapura
Seminar on "New Changes in Audit Reports" 22nd September 2016  Prof. Lakshman R Watawala Auditorium  
  - AAT Centre

PAST EVENTS

FUNCTIONS/EVENTS DATE* VENUE
Members' Get-together  25th September 2016 Ramadia Ranmal Holiday Resort,   
  Moratuwa
Launch of InSearch AAT Members Journal Vol. 07 25th September 2016 Ramadia Ranmal Holiday Resort,   
  Moratuwa

Members' Cricket Tournament  15th October 2016 Shalika Grounds, Narahenpita

Workshop for AAT staff 23rd October 2016 Hotel Galadari - Colombo 
Seminar on "Risk Management"  October 2016 Prof. Lakshman R Watawala Auditorium  
  - AAT Centre
Seminar on "Stress Management" October 2016 Prof. Lakshman R Watawala Auditorium  
  - AAT Centre

AAT Annual Conference 2016  01st & 02nd November 2016 Hotel Galadari, Colombo.

Orientation Seminar for New Members 05th November 2016 Prof. Lakshman R Watawala Auditorium  
  - AAT Centre
Seminar on Government  Budget  2017 November 2016 Prof. Lakshman R Watawala Auditorium  
  - AAT Centre

AAT Annual Convocation 2016 28th November 2016 BMICH 

Award Ceremony of 11th December 2016 BMICH
Best Annual Report and Accounts Competition
Members Night 2016 16th December 2016 Prof. Lakshman R Watawala Auditorium  
  - AAT Centre

FUTURE EVENTS

* This is a tentative calendar



20
16

 | 
Vo

lu
m

e 
07

 | 
68


