
 



 

 
 



 

 
 



 

 
 



MAJOR GENERAL SANJAY P VISHWASRAO STRATEGIST  :  CHANGE LEADER  :  SEVAK 

MajGenVishwasrao.com 5 majgenvishwasrao@gmail.com  |  +91 91122 00705 

Concluding Remarks — Relevance as of 2026 

Reading a 2013 Company Commander's Dilemma as a 

Framework for Marketing, Sales, HR and Public-Policy Strategy 

Today 

Added in 2026 by the author, Sanjay P Vishwasrao, Major General, 

Retired, to the original 2013 article published in The Infantry Journal 

(India). 

 

This article was written in 2013 to resolve what looked, to a young company 

commander, like an impossible contradiction: be Gabbar Singh and be the 

Pied Piper, in the same village, sometimes on the same day. The resolution 

— that hard power and soft power are not rival choices but a single dial to 

be moved dynamically, as the situation demands — is a leadership skill every 

serious organisation eventually needs, well beyond a counter-terrorism 

theatre. 

Relevance for Corporate Marketing 

A brand needs its own version of both postures: a hard-power register for 

defending market share, responding to a competitor's attack, or enforcing 

intellectual property — and a soft-power register for storytelling, community 

goodwill and customer trust. Marketing teams built around only one register 

tend to fail in the same way this article warns against: all Gabbar Singh reads 

as aggressive and burns trust; all Pied Piper reads as toothless the moment a 

real competitive threat appears. The skill this article actually teaches is not 

which posture is correct, but how fast a team can read the situation and 

switch. 
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Corporate Parallel — A Brand Needs Both Registers, on a Dynamic 

Switch 

The most resilient brands are neither purely combative nor purely gentle 

— they read the situation and move deliberately between assertive 

competitive defence and warm customer engagement, the same 'dynamic 

switch' this article asks of a company commander. A marketing function 

with only one setting is predictable, and a predictable competitor is an 

easy one. 

Relevance for a Product Sales Force and Human Resource 

Management 

The 'young company commander's dilemma' — told to do an endless list of 

gentle, relationship-building do's, then handed an equally long list of firm 

don'ts, then reminded that the mission still has to be closed — is precisely 

the dilemma handed to any sales manager or first-time people manager: build 

the relationship, but also hit the number; support your team, but also hold the 

difficult line when performance slips. HR and leadership-development 

functions already have a name for this skill under a different label — 

situational leadership, adjusting one's directive or supportive style to the 

person and the moment — and this article's own resolution is the same one: 

not a contradiction to be paralysed by, but a single skill to be trained, drilled, 

and exercised in real time. 

Corporate Parallel — Situational Leadership, Not a Fixed 

Management Style 

A sales lead or a first-line manager who can only push, or only nurture, 

will eventually lose either the numbers or the team. Training people 

explicitly to diagnose the situation first, and then choose the firm or the 

supportive response deliberately, is what separates a manager who 

freezes at the first real contradiction from one who resolves it in seconds. 
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Relevance for Government Policy Institutions and Think 

Tanks 

This same dial — hard power and soft power, deployed dynamically rather 

than chosen once and fixed — is the working definition of what international-

relations scholars call 'smart power.' The article's own case, a security force 

having to enforce the law, neutralise a genuine threat, and simultaneously 

win the trust of the very population it operates among, is a compact model 

for any public institution balancing enforcement with legitimacy: a regulator, 

a police force, or a government department managing a wary public. The 

lesson holds: neither register alone delivers lasting peace or lasting 

compliance — only a well-drilled ability to move between them as the 

situation genuinely requires. 

Relevance for Policy Design — Smart Power as the Working 

Standard 

A policy or enforcement regime built only on hard power invites 

resentment it can never fully police; one built only on soft power invites 

exploitation by those with no intention of reciprocating good faith. The 

institutions that hold legitimacy longest are the ones that have trained 

their people, like this article's young company commander, to read the 

room and switch registers without hesitation. 

 

I remain available to advise on, and speak to, this same discipline — building 

the judgement to switch deliberately between firmness and empathy — 

applied to brand strategy, sales and people leadership, and public-institution 

design. 


