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Dear Readers,
is one of the oldest cultural and spiritual
The Vedanta Kesari
K
Started under the guidance and support
magazines in the country.
c
of Swami Vivekan
Vivekananda, the first issue of the magazine, then called
Brahmavadin, cam
came out on 14 Sept 1895. Brahmavadin was run by
one of Swamiji
Swamiji’s ardent followers Sri Alasinga Perumal. After his
death in 1909 the magazine publication became irregular, and
stopped in 1
1914 whereupon the Ramakrishna Order revived it
as The Vedanta
Kesari.
Ve
Swami
Vivekananda’s concern for the magazine is
Sw
seen iin his letters to Alasinga Perumal where he writes:
‘Now I am bent upon starting the journal.’ ‘Herewith I
send a hundred dollars…. Hope this will go just a little
in sstarting your paper.’ ‘I am determined to see the
paper
pap succeed.’ ‘The Song of the Sannyasin is my first
contribution
for your journal.’ ‘I learnt from your letter
contr
the bad
ba financial state that Brahmavadin is in.’ ‘It must be
supported
supporte by the Hindus if they have any sense of virtue or
gratitude
left in them.’ ‘I pledge myself to maintain the
grat
paper
anyhow.’ ‘The Brahmavadin is a jewel—it must
pa
not
no perish. Of course, such a paper has to be kept up
by private
help always, and we will do it.’
p
For the last 105 years, without missing a single issue, the magazine has been carrying
the invigorating message of Vedanta with articles
es on spirituality, culture, philosophy, youth,
personality development, science, holistic living, family
and corporate values.
a
Over the years, production and
publication costs have gone up manifold.
A non-commercial magazine like this
can continue its good work only with the
generous financial support and active
assistance of well-wishers.
Hence, we appeal to our readers and
admirers of Swamiji to support us by donating
to the following schemes:

PERMANENT FUND
To become self-supporting
To establish the magazine on firm financial
footing please contribute to the Permanent
Fund.
Names of the donors will appear in the
magazine.

SPONSOR A PAGE

GIFT TO LIBRARIES

To enhance production quality

SUBSCRIPTION DETAILS
Rates Inclusive of Postage & a Special Issue
India

Annual

3 yrs

5 yrs

` 175

` 500

` 900

For
Physical copy subscription
&
Free Digital copy
visit
https://rkmath.in/thevedantakesari

Bangladesh
Nepal / Sri
Lanka

` 1200

` 3500

*

Other Countries

` 2700

` 8000

*

Download the Vedanta Kesari App
free on your Android/Apple device

* 5 yrs subscription only in India.
Contact details for
Contributors: thevedantakesari@chennaimath.org
Subscribers: magazine@chennaimath.org
N
N
N

N
N

You can subscribe to The Vedanta Kesari from any month.
On your address slip, the number on the left of the first line is your subscription number. Always
mention this in your correspondence.
If you do not receive your copy by the 15th of a month, please intimate us. Complaints reaching us
before this or after one month (two months for overseas subscriptions) of posting of the journal are not
entertained.
Only one complaint copy will be sent in a year.
Subscribers facing irregular postal delivery can choose Registered Parcel by paying additional `36/per issue or opt for digital copy (pdf).
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Please gift a copy of The Vedanta Kesari to
school, college, university, public libraries
& study circles.
This will take India’s timeless spiritual
and cultural heritage, and the message of
Vedanta-Ramakrishna-Vivekananda to a
wider section of youth. You can select any
library in India, or let The Vedanta Kesari
choose one.
Name of sponsors and libraries enrolled will
be published in The Vedanta Kesari.
Gift Subscription for 3 libraries
for 1 year: ` 500/-

Once a year, please sponsor at least one page
in one issue of The Vedanta Kesari.
In a year (12 issues including a Special Issue)
we need 600 pages to be sponsored. If you
sponsor more pages, it will help us
reach the target faster and
enhance overall quality.
The sponsor's name will
appear in the margin of the
page.
Sponsorship
per page: ` 1000/-
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To reach wider readership

PULLOUT FOR REFERENCE

Series 4: Swami Vivekananda's
messages to the youth of India
– a nine-part series
Issue 15
issue
10

ISSUE 13:
MESSAGE 1: It

is the youth who will transform

this nation
ISSUE 14:
MESSAGE 2: Take

up an ideal and give your

whole life to it

IN THIS ISSUE:

ISSUE 15:
MESSAGE 3: Stand

ISSUE 16:
MESSAGE 4: Awaken

Stand on your
own feet

the spirit of ‘rajas’ within

you
ISSUE 17:
in yourself

ISSUE 18:
MESSAGE 6: Be

This is the third of the 9-part series on
Swami Vivekananda's message to the youth
(refer series schedule on the right).

bold and fearless

ISSUE 19:
MESSAGE 7: Expand

your heart

ISSUE 20:
MESSAGE 8: Be

In this issue, we explore what it means to
stand on one's own feet and how we can
become entrepreneurs in our own right.

open to learning from anyone

ISSUE 21:
MESSAGE 9: Develop

a gigantic will

“ Do not care for
anybody to help you
- Swami Vivekananda
CW:V:57.1
Designed & developed by

ILLUMINE
Knowledge Catalysts

®

www.illumine.in

> explore further...
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MESSAGE 5: Believe
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Message 3

on your own feet

Exploring Swami Vivekananda's vision:
Six key principles for "standing on one's own feet"
PRINCIPLE 1:

Your power does not come from your degree or position,
but from within you
CASE EXAMPLE

“Within you

March 2019

lies indomitable
power. Only
thinking, “I am
nothing, I am
nothing”, you have
become powerless.
[CW:VII:144.5]

Seeing his popularity, one of his customers
decided to invest and set up a tea-stall in
partnership with him. But when the tea-stall started making
profits, the investor threw him out of the partnership.
At this point, Ganapathy did not give up. He realized that his
success did not come due to the money provided by the
investor, but due to his own inner power.
He set himself to do several things - opened his own tea stall,
learnt how to make & sell 'idlis' and 'dosas' through trial & error,
found the right spot to sell it, and so on. His dosas were a hit!
Encouraged, he set up "Dosa Plaza".
Though business was tough, his vision to grow and expand
by providing better offerings & better customer service led
him onward. Soon, he got a chance to set up outlets in malls.
Today he has 26 outlets with over 150 employees and a
turnover of 5 crores.
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Prem Ganapathy started out as a teaboy and dishwasher in Mumbai. He soon
became very popular with customers.

PRINCIPLE 2:

Don't be a job-seeker; be an opportunity creator
CASE EXAMPLE

Dilfaroze Qazi completed her
Master’s in Education as well as got
a degree in Law from the Kashmir
University. Unable to land into a
government job, she decided to start
her own venture to earn a livelihood.
From her rented house in Rajbagh area of Srinagar,
she started her journey with vocational courses for
women in 1988. She taught girls cutting, cooking,
stitching and shorthand.
Eventually, she set up the SSM College of
Engineering, the first private engineering college in all
of Kashmir.
What started as a livelihood turned into a life-changing
journey. Extreme militant situations didn't deter her
resolve, and today she is an avid human rights activist.
She has also been nominated for the Nobel peace
prize.

“Even after learning so
much, you go about the
doors of others, crying,
“Give me employment”.
Trampled under others’
feet doing slavery for
others, are you men any
more?
[CW:VII:144-45]

PRINCIPLE 3:

Leverage the resources you already have
CASE EXAMPLE

[CW:VII:145.1]

When visiting factories and companies
for selling produce from his family
farm, Shrikrishna realized that the middlemen and retailers
were earning way more than the farmers, who were
struggling to pay their debts because they were not wellequipped with marketing skills.
Despite being busy with his CA articleship, he took up
this problem as a research project to find a solution to this
problem. He concluded that several farmers had value
adding produce like squash, honey, etc., but didn’t realize
the kind of market potential that they had.
After speaking to various farmers and agricultural experts,
he started ConnectFarmer – an online market place which
helps farmers make their produce market-ready and sell it
on the website.
Not only are they able to remove the involvement of
middlemen, but also get the price their produce deserves.
PRINCIPLE 4:

Become innovators and create new types of value
CASE EXAMPLE

Mansukbhai Prajapati from
Rajkot, Gujarat began as a simple
potter. While working at Jagdamba
Potteries and learning the ropes of
the trade, a business idea sparked
in his mind.
He decided to start an earthen plate manufacturing
factory by deploying a tile press rather than the
traditional potter’s wheel. He quit his job, borrowed
30,000 from a moneylender and bought a small piece of
land to set up a workshop at Wankaner.
His first innovation was a terracotta filter with a ceramic
candle that bagged him an order worth Rs. 1 lakh.
In the aftermath of the massive Gujarat earthquake of
2001, he decided to build a refrigerator from clay. It took
him four years to get the combination right, and in 2005
he was credited for a ground-breaking green innovation "Mitticool", a refrigerator that runs without electricity.
In 2010, he found himself on the Forbes’ list of Top 7
Rural Entrepreneurs. His company, 'Mitticool' has now
spread to more than 63 cities in India.

“Modern education
has changed your
fashion, but new
avenues of wealth lie yet
undiscovered for want
of the inventive genius
[CW:VII: 148.2]

March 2019

countries are turning
out such golden
results from the raw
materials produced
in your country,
and you, like asses
of burden, are only
carrying
their load
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“People of foreign

Shrikrishna Hegde Ullane, is the
Founder of "Connect Farmer" connecting rural farmers to the urban
dweller.

PRINCIPLE 5:

Think Global
CASE EXAMPLE

BKS Iyengar is one of the foremost
yoga teachers responsible for
popularizing yoga abroad.
Beginning as an obscure yoga
teacher in India, his career trajectory
changed when he took yoga abroad.
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As Iyengar advanced in yoga himself, the belief
grew in him that yoga could be of benefit to all.
One of his students suggested that Iyengar give
yoga lessons in Europe and United States where
he would find an accepting audience. Thus began
36-year old Iyengar's journey of giving yoga lecturedemonstrations on foreign land.
As he saw the thirst of Westerners for yoga, he
started systematizing his methods of teaching and
gifted the world what is known as "Iyengar Yoga'.

“Take Indian cloth, towels,
bamboo-work, and other
indigenous products, and
peddle in the streets of
Europe and America; you
will find how greatly Indian
products are appreciated in
foreign markets
even now
[CW:VII.145.3]

Now there are hundreds of Iyengar Yoga Centers
across the world.
PRINCIPLE 6:
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Leverage your intelligence & thinking, and use the latest science
CASE EXAMPLE

“With the help of
Western science set
yourselves to dig the
earth and produce foodstuffs – not by means of
mean servitude of others
– but by discovering new
avenues to production,
by your own exertions
aided by Western science.
[CW:VII.183.1]

Dr. Reddy was inspired by Neil
Armstrong's landing on the moon.
He realized that man can achieve
anything in the world of science,
if he is not scared or hesitant to
try. “This changed my life forever.
That’s when I started dreaming of
creating my own pharmaceutical company that would
one day stand proud and tall.”

He decided to manufacture rare drugs, which no
Indian company had tried before. E.g. He re-made an
expensive foreign drug at a lower cost and of same
quality, making it affordable for Indians. “I always
wanted to start something where others had felt there
was a barrier to tackle”. While other companies only
manufactured drugs already invented, Dr. Reddy
worked on discovering new drugs.
Today DRL is one of the major companies in the
global pharmaceutical industry. DRL’s new drugs
(medicines) are bought by other companies across
the world.

Share examples of your experiences of trying out these practices, on

www.vivekanandaway.org Any questions that come up in your mind
while doing so, can also be discussed here.

