
BHARAT SANCHAR NIGAM LIMITED

(CORPORATE OFFICE)

Bharat Sanchar Bhavan' janPath

New Delhi-110 001

No. 4-20/ 2009-Restructuring

The Chief General Managers of

All Territorial Circles

Bharat Sanchar Nigam Limited

Date: 21't August2072

take further necessarv action accordinglv lor

DCM

Subject: Project SHIKHAR implementation - extension of scheme of reimbursements, facilities,

awards and incentives for sales teams in consumer Mobility (Proiect viiay)' consumer

Fixed Access (Project Udaan) and Enterprise'

Approval of the competent authority was initially conveyed vide this office letter of even

number d.ated 21,t Octobe r 2009,for reimburserrents, facilitils, u*uid.t and incentives for Sales T'eams

in consumer Mobility (project Vijay), Consumer Fixed Access (project udaan) and Enterprise units,

as detailed therein. vide subsequent retter of even numb". aut"a 8th February 2010, channel

Management Teams of project vi;uy *"re Jso grurrt"d the facility of one-time mobile of Rs'1'5007'-

on1y, if not already provided, subje;1to certain cond.itions. Further, sanction for KPl-linked incentive:s

for sales Teams in consumer Flred a...* iproiect udaan) was conveyed vide this office letter No'64-

gg/200g BB (part I) d.ated 6n May 2010. i-usi""t"r,sion of validity of the schemes expired on 3l't

March 2012.

3. Extensj.on of the above schemes beyond 31't March 2|Il2hasbeen considered in the light 'rf

feeclback receivecl from various quarters. It has now been decided with the approval of the competent

authority to implement a modified scheme for reimbursements, facilities, awards and incentives frlr

sales Teams in consumer Mobilitv (Project Vijay), Consumer Fixed Access (Project udaan) and

Enterprise Units as contained in the enclos*" ioihi, letter' The amended scheme will be valid for

the period 1* April 2012 to 31* March 2013. Fulfilment of conditions with regard to sales' customel

visits or retailer visits etc. as applicabie and as prescribed in the enclosed scheme must be ensurr:d

orior to sanction of reimburr"*"r,tr, facilities, awards and incentives' as the case may be'

4. Heads of territorial Circies are requested to

implementation of the modi{ied scheme'

Encl: As nboae

Copy for information to:

1. CMD, BSNL
2. A11Functional Directors, BSNL Board

3. All Executive Directors, BSNL

4. Chief Vigilance Officer, BSNL

5. CS & GM (L), BSNL
6. GM (EF), BSNL
T. Director General of Audit, P&T, Sham Nath Marg' De1hi-L10054

8. Dy.Manager (OL), BSNL Corporate Office, for Hindi translation
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-\nlJexure 1 : [J' ' rse Reimbursemertts

Genera l  Inst ruct ions

a) Base I{eimbursement "vi l l  
eor'er lrevci ani i  meal expenses incttrred br sel ics ieam:' j  i i l
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Remarks 1
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-  - ' -
i  S ( ) ( ) , -  r . . l l r .

i i - - . .1.600r- ' - ' ' tn
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l t - * s i g t - t c . . l . I . h e i ( t , , t c 1 c l i n i t i r - . , n s | o r t l r e a l l t l v e a r c p r o v i t l e c i i r r i \ n n c r u r e \ , '



T'he base reimbursement is to be provided

salary, against a declaration of expense

certified by the sale head of the SSA.

a
L

money every month along with the

Management Team member. dulv
as a lumP sum

by the Channel

1.2: Base Reimbursements for consumer Fixed Access (Project Udaan)

Role Reimbursement tYPe (travel,meal) Remarks

Sales Associate Travel (Rs. 1000i- P'm.) and meal

(lLs 400i- p.m.)

' l  
he overal l  ent l t lement ls  suDJeuL tu

the condition that no additional

TA/DA should be claimed for sales-

related travel.
Sales Team Leader Rs 1400/-  p.m.

Base reimbursement to be given only if Sales Associate & sales Team Leaders achieve

minimum of 10 connections in the month (for the sales Team Leaders, it is average achievement

of team), duly certified by the Project Manager of Sales & Marketing of Project Udaan'

1.3: Base Reimbursements for Enterprise Sales Team

Base reimbursement to be given only if National Account Manager (NAM) or Key Account

Manager (KAM) makes atleast 5 customer visits in a month, duly certified by the respective

D G M '  
x * * * * * * * * * * * * * * *

* The overall entitlement is subject to the condition that no additional TA/DA should be claimed

for sales related travel.

Reimbursement* amount / monthReimbursement
type (travel,meal)

Up to Rs. 1,000Meal*sundry
expenses

National Account

Manager Q'{AM)/ KeY

Account Manager(KAM)

Up t" Rt 3000 per month in NCR, Mumbai'

Chennai, Kolkatta, Pune, Hyderabad' Bangalore

and Ahmedabad

Up to Rs. 2000 per month in other circles

Travel (to be paid if

o{f icial vehicle not

provided)

National Account

Manager (]',lAM)/KeY

Account Manager(KAM)



Annexure ll :Facilit ies

2.1: Facilities for Sales leams for Proiect Viiay

Role Faclllt!/
adband, One time mobile

handsei reimbursement** of Rs. 1500/- (if not already
^,n., iAart \  nr \A/ l  I  nhone ( i f  not avai lable).

SSA sales head

bgnd, One t ime mobi le

handsei reimbursement** of Rs. 1500/- (if not already
^,^. , i . raA\ nr \A/ l  I  nhnne / i f  not avai lable),

Franchisee
Manager

Retailer Manager
Coordinator

Office space, Desktop wltn broaopafiq' \JI le rrrrru rrruurrs

handsei reimbursement** of Rs. 1500/- (if not already
^-^. , i . {^ , . r \  ^r  \A l  I  nhnne / i f  not  avai lablg) . .
P f  

t v t v r v v v /  v r  Y  Y L E  r r  ' - " -  \ "  ' _ - - :  4 : -  -  - -  -  - -  
t \ t  t i g

Retailer Manager
One time mobile handset relmbursemenr ol rrs' ru\rvl- \rl

not already provided) / WLL phone (if not available)' -

2.2: Facitities for Sales Teams for Proiect Udaan

Role
Facility (Mobile , car,

desktop, laPtoP, data card,
etc-)

Remarks

Rs.1500 / one t ime

Sales Associate
One time mobile handset
reimbursement** (if not
alraar lv  nrnv ided\

Rs.500 per sales associate Per
six months

Sales Associate
Sales Bag worth Rs.500
every six months (if not
already provided)

** Sublecf to conditionshat (i) they are willing to continue wtn me )roJect tor al redst

have {o retum the handset in the event of their posting elsewhere'

2.3: Facilities for Enterprise Sales Teams

Role
Facility (Mobile Usage, car,
desktop, laptoP, data card,

gtc') 
:i:tirii

Duration (ongoing, 3
months, Pilot Period,

etc.)

NAMs / KAMs

t-aptops with BSNL data cards i
and desktoPs (if not alreadY I
provided)
o Desktops / laPtoPs (with

data cards) to be Provided
to all NAMs / l(AMs

o Requirement for laPtoPs
with data cards for the
platinum office= Total No. of
NAMs - existing desktoPs
avai lable

. Requirement for laptoPs
with data cards for the gold
office= Total No. of KAMs -

existinq desktoPs available

Laptops & data cards
required for 100% of
NAMs and 60% of KAMs

NAMs / KAMs
Monthly rental for data card
provided to NAMs / KAMs



Basis for decision
Name of
award

Level Frequency Amount

Best
Franchisee
Manager

Within
Circle

Quaterly Rs.  J ,UUU H l g n e 5 t  a v t r l a u s  r L U t t

Franchisee Managers

L-

Best Retailer
Manager
Coordinator

Within
Circle

Quaterly Rs. 3,000 Hlgnest averagtr suult;  trrr r \r  ^J r vr

Retailer Manager Coordinators

Highest  average score on KPAs'  ror

Retailer ManagersBest Retailer
Manaser

Within
SSA

QuaterlY Rs.750

Best SSA
sales head
(Consumer
Mobility)

Within
Circle

QuaterlY Rs. 5,000 Highest average score tlr l Nr115

SSA sales heads

K P A s ' w o u l d>e calculated as fol ows

Annexure III : Awards

3.1: channel Managemment Team Awards for Project vijay

The average score on

Average score on KPAs : Score on KPATiS!ar::slg4:+" " +Score on KPA"

s,herc, n =No. of KPA parameters dcllned 1br the CMT rolc'
.l.he scorc on individual KpAs(KpA1, KpA2,....KpA") rvoukl be calculated as per the follorving table:

In order to qualify lbr an award, the Franchise Manager or Retailer Manager coordinator musl

meet a minimum of 30% achievement on Primary sale (# of SIM and Recharge value )KPAs'

Similarly, in order to qualify for the award, the Retailer Manager must meet a minimum of 50%

achievement on no. of retailer visits done as a proportion of the total no' of retailer visits

assigned.

The final decision on awards at the circle level should be made by the PGM/GM(Consumer

Mobility) at circle level at the end of the month, after taking into the account the average score

on KPAs received from SSAs'

The final decision on the awards at the SSA level should be made by the SSA head' duly

certified by the sSA sales head (consumer Mobility) at the end of the month' after taking into

account the average score on KPAs'

Score on individual KPA
u"ft i "*- ."ntr  on individual KPA

Cateeory II I

Ifiase;f 
" 

ti., th" u*utd *ount may be equally split'

t Defined in Annexure V
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Ihese awards should be conferred on the recipients by the CGM of the circle' in a monthl'l

ceremony.

3.2: Sales Team Awards for Project Udaan

ln case of a tie, the award amount may be equally split. In order to qualify for an award' the sales

person must achieve minimum of l0 connections in the month,duly certified by the Project

Manager of Sales & Marketing of Project Udaan'

r * * * t r < { < t < * * * * * ' F *

Basis for decision
Name of award Level Frequency Amount

Best sales
person

Within Circle Quarterly Rs.5 ,000 Hlghest numDer oI col l t lssLrur rs

within circ le ^ - - ' .
H ishes t  number  o l  connect tons

wii-trin circle for the whole

Team

Best sales team Within Circle Quarterly Rs.25,000



I

tr

Annexure lV : lncentives

4.1: Variabte @ertormance-linked) lncentives for Proiect viiay

A KPA-linked incentive will be provided to Channel Management Team members

under Project Vijay on achievement of targets on all KPAs specified'

Guidelines to be noted regarding incentives:
1. The KPA linked incentive for sDE (sales) in charge of c-Af -management in

SSA is only for the employee centrally responsible for all CAF management

in SSA (it tlrris post exists in the SSA); Incentive is not applicable for all SDE

(sales) in the SSA
2. AO (Sales/ CMTS) is assumed to be the custodian of mobile products

inventory (slM, Recharge vouchers and cToP-UP) in the ssA; In case more

than one employee is the custodian of mobile inventory, the KPA linked

incentive for AO (Sales/ CMTS may be equally split '
3. Monthly incentive would be paid for one role only (even if, for some reason,

multiple roles are being performed by the same person)

4. ln case a channel management team member is on leave, the base

reimbursement would proportionally be reduced by the number of days of

leave.
5. The final decision on amount of KPA linked incentive applicable to a channel

management team member should be made by the SSA head, advised by

the SSA sales head.
6. Final decision on which category the Retailer Manager falls in should be

made by the SSA sales head, idvised by the Retailer Manager Coordinator

Variable incentive - basis for payment

Role
lncentive

type
lncentive amounU month

Rs.  2 ,500SSA sales head KPA linked

Franchisee Manager KPA linked Rs 2,500

Rs 2,500Retailer Manager Coordinator KPA linked

Retailer Manager For Visits uP
to 40 Kms/daY avg. KPA linked Rs 2,500

Rs 2,500Retailer Manager For Visits
beyond 40 Kms/day avg KPA linked

AO (Sales/ CMTS) in charge
of mobile inventory in SSA KPA linked Rs 2,500

SDE (sales) in charge of CAF
management in SSA (if
existing)

KPA linked Rs 2,500
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The KpA linked incentive will be paid as per following table,-based on category

achievement on all KPA parameters specified for a particular cMT role'

Category achievement
%age of KPA linked
incentive to !e ISrd-

f f is1,250)

sl .
No.
1 . nt teast minimum category on all KPAs

(Catesory l)
2 . At least medium category on all KPAs

(Cateqorv ll)
75% o'f the tncenttve
( R s . 1 , 8 7 5 )  _
100o/o of the incentive
(Rs.2,500)

3 .

4 .

Rt Ieast achieved target on all KPAs
/Cafeoorv  l l l )

At least exceeded target on all KPAs
(Cateqorv lV)

150% of the incentive
(Rs.3,750)

In Annexure V, KPA5 are defined for each CMT role in two parts:

1. Key Performance Area (KPA) parameters
2. Definition of KPA category achieved (based on achievement on the KPA

parameters defined)
3. Targets for calculating KPA achievement should be given to the channel

management team fift days before the beginning of the month' These

targets, once communicated, should not be changed during the month for the

purpose of calculating the KPA achievement

The final decision on payment of KPA-linked incentives should be made by officer

nominated by the PGM/GM (Consumer Mobility) at circle and nodal officer

nominated by IFA in circle at the end of the month but before the 1Oth of next month,

after taking ihto the account the average score on .KPAs received from SSAs' KPA-

linked incentives should definitely be paid along with next month's salary

4.2: Variabte @ertormance-linked) lncentives for Proiect udaan

The score for incentives payout may be calculated as described below

Product Target Sales achieved Product
weiqhtaqe (%)

Score
(%l

( 1 ) l2l (3) (a) = (2)/(1)x(3)

Landl ine
To be

specified
every month
basis past

performance
& SSA
targets

Target setting
to be done by

SSA CFA
sales head

Product wise sales
achievement from'Wings'

Each connection Provided
to be counted as:
0.5 if lead generated
through Udaan and
confirmed* by Call Center/
Customer (Web),(not bY
Sales Associates)
1.0 i f  lead generated bY
Udaan and confirmed" bY
Sales Associate, and
1.5 if lead generated as
well as confirmed* bY Sales
Associate

25%
= % target

achievement x
oroduct wetqhtaqe

Broadband 50%
= % target

achievement x
oroduct weiqhtaqe

Reconnection 15o/o

= 7o target
achievement x

oroduct weiqhtaqe

EVDO / 3G
Cards / FWT

1 jYo

= % target
achievement x

product weightage

*Lead confirmation: - Lead confirmation means a customer is being approached either by Telephone

call  or by visit ing his premises and the plans are explained to him. Once the plans are explained to

him, and he has made a f inal decision for taking connection, the lead is termed as confirmed Once

the lead rs confirmed, only requisite documents are to be collected from the customer premises and

the connection is Provisioned
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The overall score is the sum of the individual scores achieved across

products [as in (4[

Guidelines for incentives PaYout:

i. KPA-linked incentive will be given to all sales team leaders (sTL) and sales

associates (sA) subject to mi-nimum accomplishment of a score of 65%'

ii, The targets for a teim leader will be the sum of targets for sales associates/

DSAs in his/ her team.
iii. A payout of Rs. 2,500 will be given corresponding to a score of 100%' for any

.ther score greater 65% but l6ss than or equal to 150%, the following formula

will be used.
Payout /month= Score achieved * Rs' 2,500

iv. For target achievement greater than 15To/o, the incentive payable will be

corresponding to 150o/o target achievement, i'e' Rs'3750/Month is the

maximum PaYout.
v. In case of low conversion on leads generated through project Udaan' the

Sales Team Leader/ Project Manager (Sales & Marketing) will randomly call

up customers where there *"s no conversion to ensure that the lead have

not been diverted to other accounts. Any misappropriations identified will not

be given any performance based incentive for the given month' The

discretion snail l ie with the Sales Head for CFA in the SSA'

vi. Final decision on amount of KPA linked incentive applicable to a sales team

member should be made by the ssA head, with the advice of the ssA head

of CFA and Project Manager (Sales & Marketing)
vii. ln case of disconnection wit'nin 6 months, 50o/o of the payout in terms of

incentive given will be recovered from the sales Associates in the month of

disconnection. A check to this effect shall need to be built into the Wings

system for ease of monitoring.
viii. Monthly incentive would be paid for one role only (even if, for some reason,

mu| t ip |ero lesarebeingper formedbytheSameperson)

Also note that the KPA score will also be
instead of the number of connections as
qualification criterion will remain the same.

used as basis for decision on awards
defined in the previous note. All other

* * rr * * ** * * * * ** * * ** t( *



5.1: Proiect Viiav

a) Kev Performance Areas - Franchisee Manager

The following table details the monthly KPAs for a Franchisee Manager:

Notes to above table:
1. Actual sales figures and targets are on a monthly basis

2. Sum of sales of all franchisees under the Franchisee Manager

3. Sum of targets of all franchisees under the Franchisee Manager

4. Sum of retailers of all franchisees under the Franchisee Manager

S. Retai ler would be counted as bi l led with a minimum bi l l ing value of Rs.500

during the month, as visible in Sancharsoft

6. Delivery time is defined as the time from the franchisee raising an indenU

invoice (after making the payment) to actual delivery at Franchisee doorstep

by AO sales/ FMT
7. Refers to all Franchisees under the Franchisee Manager

B. Higher category KPA is achieved only if condition for lower category KPA is

also satisfied

Tahle: KPAs for Franc SCE MA

KPA
no.

Name of

. ,l!PA, . ..
KPA definition

(Method 9t calculatifll)
KPA definition
(Actual value)

Corresponding
KPA category
, achieved

1 .
Primary sale
(# of SlMs)

= Primary sale2 (# of
SIMs)/ Target" (# of SlMs)
x  1 0 0

>=75o/o, <80%
>=B0o/o, <100o/o tl

>=1 00%0,
<125o/o

i l l

>=125o/o IV
>=75o/o, <80%

2 .

Primary sale
(Recharge
value in Rs

cr.)

= Primary sale'
(Recharge value)/ Target3
(Recharge value) X 100

>=80%.  <100% l l
>=1 007o,
<125o/o

il l

>=125o/o IV

3 .
No of

retailers
billed

= Actual no of retailers
billed4's/ Target3 (no of
retailers) X '100

>=80%, <90%
>=90%. <'100% tl

>=100o/o,
<125%

l l l

>=125o/o IV
>5o/o, <=10o/o

4 .
On-time

delivery to-
Franchisee'

= No of instances where
delivery time6 to
Franchisee > 48 hrs /
Total no of orders Placed
bv Franchisee

>0o/0, <=Soh il

=0o/o i l l

= No of instances where
delivery time6 to
Franchisee > 24 hrs I
Total no of orders Placed
bv Franchisee

=0oh IV
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g. Incentive applicable only for the employee centrally responsible for all cAF

m a n a g e m e n t i n S s A ( i f t h i s p o s t e x i s t s i n t h e S S A ) ; | n c e n t i v e i s n o t
applicable for all SDE (sates) in the SSA

l0.Franchisee Manager is expected to manage up-to 2 Franchisees' and visit

them every alternate day; Franchisee Manager is also expected to visit each

sub-franchisee (if any) once a month

The following table details the monthly KPAs for a Retailer Manager coordinator:
Fahle' KPAs for Retailer Manaqer Coordinator-

Notes to above table:
1. Actual sales figures and targets are on a monthly basis

2. Sum of sales of all franchisees;
3. Sum of targets of all franchisees
4. Appropriate action is taken by Retailer Manager Coordinator - to be decided

by SSA sales head
5. lssue is fully resolved, and no further action is required

6. Retailer Manager Coordinator is expected to manage up to 15 Retailer

Managers, and do 1 inspection visit per Retailer Manager per month

7. Higher category KPA is achieved only if condition for lower category KPA is

also satisfied

c) Kev Performance Areas - Retailer Manager

The following table details the monthly KPAs for a Retailer Manager:

ahlc '  KPAs for Retai

KFA,
no.

Name of =
*pn

. KPA definition
(Method of calculation)

KPA definition
(Actual value)

Gorresponding
KPA category

achieved
>=75o/o. <80%

1 .
Primary sale
(# of SlMs)

= PrimaU sale2 (# of
SlMs)/ Target' (# of SIMs)
x  100

>=80%.  <100% tl
>=100oh ,
<125o/o

i l l

>=125o/o IV

2 .

Primary sale
(Recharge
value in Rs

cr)

= Primary sale'
(Recharge value)/ Target3
(Recharge value) X 100

>=75"/o. <UU7o

>=80%, <100o/o ll
>=100o/o,
<125%

i l l

>=125o/o IV

3 .

Action on
issues

raised by
retailers

(% of total)

= No of issues aglei-on" /
Total no of issues raised
by FMT/ RMT

>=90%, <95%
>=95%,  <100% il

>=1000h il l
= ruo of issues Ieqqlyed" /
Total no of issues raised
bv FMT/ RMT

>=50o/o IV

4 .

Validation
visits with

RMT
(% of total
required)

= No of validation visits
made with RMT6 / Total
no of RMTs

>=90%. <95% I
>=95%,  <100% il

>=100oh,
<125%

ill

>=125o/o IV



Tah la .  KPAs  fo r  R er Mana

KPA definition
(Method of calculation)

KPA definition
(Actualvalue)

Corresponding
KPA category

achieved
KPA
no.

Name of,
KPA

>=7Soh, <80% I

1 .
Primary sale
(# of SlMs)

= Primary sale' (# of
SlMs)/ Target '(# of SlMs)
x '100

>=80%, <100% tl
>=1 0070,
<125o/o

i l l

>=125o/o IV
>=7Soh.  <80% I

2 .

Primary sale
(Recharge
value in Rs

cr.)

= Primary sale'
(Recharge value)/ Target3
(Recharge value) X 100

>=80%,  <100% tl
>=1 00%0,
<125%

ill

>=125o/o IV
>=90%. <95%

3.
Retailers
visited

(o/o of total)

= No of retailers visited- /
Total no of retailer visits
assigned5

>=95%,  <100% tl
=100% i l l

= No of new retailers
created / Total no of
retailers already assig ned

>=5o/o l\p

l l

etail M

Notes to above table:
l .Ac tua lsa |es f i gu resand ta rge tsa reonamonth l ybas is
2. Sum of sales of franchisee whose area is being surveyed by the Retailer

Manager
3. Sum of targets of franchisee whose area is being surveyed by the Retailer

Manager
4. Determined by total no of Daity Reporfs submitted by the Retailer Manager

5. Assigned by Retailer Manager Coordinator (Each retailer manager to be

typically assigned -200-300 retailers, depending on area/ geography, and is

expected to visit each retailer -2 times a month)

6. Higher category KPA is achieved only if condition for lower category KPA is

also satisfied (e.g. in parameter 3, for category lV to be achieved, category ll l

should also be achieved - o/o of retailer visits should be 100%)

in the SSA

The following table details the monthly KPAs for Ao sales/ Ao CMTS in charge of

mobile inventory in SSA.
It is to be noted that KPA linked incentive Ao (sales/ CMTS) is assumed to be the

custodian of mobile products inventory (slM, Recharge vouchers and cToP-UP) in

the SSA; In case more than one employee is the custodian of mobile inventory, the

applicable KPA linked incentive may be equally split '

KPA
no.

Name of.KPA KPA definition
(Method of calculation)

KPA definition
(A,ctual'value)

Corresponding
KPA category

achieved

1 .
Primary sale
(# of SlMs)

= Pr imaU sale ' (# of
SlMs)/ Tarset' (# of SlMs)

>=75o/o. <80%
>=80o/o, <100% tl

Table: KPAs for AO Sales / AO CMTS



l 2

CorresPonding
KPA category

achieved
KPA definition

(Method of calculation)
KPA deifinition
(Actual value)KFA

no,
Name of

KPA
>=1 0070,
<125%

llrx 100

>=125o/o IV
>=75o/o, <80%

2

Primary sale
(Recharge
value in Rs

cr)

= PrimarV sale'
(Recharge value)/ Target3
(Recharge value) X '100

>=8070, <100% tl
>=1 007o,
<125%

ill

>=125o/o IV
>5o/o, <=10o/o

3 .
On-time

delivery to-
Franchisee'

= No of instances where
delivery time4 to
Franchisee > 48 hrs /
Total no of orders Placed
bv Franchisee

>0o/o, <=5o/o tl

=0o/o i l l

= No of instances where
delivery time4 to
Franchisee > 24 hrs I
Total no of orders Placed
hrr  Frrnnhisee

=0o/o IV

>=9070,  <95%

4 .

Action on
issues

raised under
purview of
AO sales/

CMTST
(o/o of total)

= No of issues acted on" /
Total no of issues raised
bv FMT/ Franchisee -

>=95o/o, <'100% ll
>=100o/o l l l

; No of issues resolvedo /
Total no of issues raised
by FMT/ Franchisee

>=50o/o IV

Notes to above table:
l .Ac tua |sa les f i gu resand ta rge tsa reonamonth |ybas is
2. Sum of sales of all franchisees

3. Sum of targets of all franchisees

4. Delivery time is defined as the time from the franchisee raising an indenv

invoice (after making the payment) to actual delivery at Franchisee doorstep

by AO sales/ FMT
5. Appropriate action is taken by Ao sales - to be decided by ssA sales head/

cAo
6. lssue is fully resolved, and no further action is required

7. Refers to all Franchisees
g. Higher category KpA is achieved only if condition for lower category KPA is

also satisfied (e.g. in parameler 4, for category lV to be achieved, category ll l

should also be achieved - o/o of issues acted on should be 100%)

el Kev Performance Areas - SDE (salesl in charqe of GAF manaqement in SSA

(if existing in SSA).

The following table details the monthly KPAs for sDE (sales) in charge of cAF

management in SSA.
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It is to be noted that KPA linked incentive is applicable only for the employee

centraily responsible for all CAF ttntg"t-"ftq1 (if tfris post exists in the SSA);

KpA rinked incentive is not applicabte ior all sDE (sales) in the ssA

CAF ment in SSA

Notes to above table:
l .Ac tua |sa |es f i gu resand ta rge tsa reonamonth |ybas is
2. Sum of sales of all franchisees

3. Sum of targets of all franchisees
4. Daily reports on cAF status sent to each franchisee (copy to ssA sales

head), containing data on cAF required (based on no of activations)' cAF

submi t tedandCAFpending_generatedv iaCCNnode/Sancharsof t (wi th | is t
of mobile nos.)

5. Refers to all franchisees
6. Higher category KPA is achieved only if condition for lower category KPA is

also satisfied (e.g. in parameter 3, for category lV to be achieved, category ll l

should also be achieved - o/o of CAF daily reports should be 100%)

t - r ^ .  l l E lA far  Qf lF lealas, \  in  cha of mana

KPA definition
(Actual value)

Corresponding
KPA category

achieved
KPA
no,

Name of
KPA

KPA definition
(Method of calculation)

>=75o/o, <80% I

1 .
Primary sale
(# of SlMs)

= PrimaU sale' (# of
SlMs)/ Targetr (# of SlMs)
x  100

>=8070, <100% l l
>=100o/o,
<125o/o

i l l

>=125o/o IV
>=7Soh. <80%

2 .

Primary sale
(Recharge
value in Rs

cr)

= Primary sale2
(Recharie value)/ Target3
(Recharge value) X 100

>=80%,  <100% tl
>=1 0070,
<1250h

il l

>=125o/o IV
>=90%, <95%

3 .

Follow-up
on CAF
forms5

(o/o of total)

= No of CAF daily reports
/ (Total no of working
days * Total no of
franchisees)

>=95o/o,  <100% l l

=1 00% i l l

I\F
= No of CAF pending for
>7 days post activation/
Total no of CAFs required

<=200/o
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fl Kev Performance Areas - SSA sales head

Thefo | |owing tab ledeta i l s themonth lyKPAsforSSAsa leshead '

Table: KPAs for SSA sales head

Notes to above table:
1. Actual sales figures and targets are on a monthly basis

2. Sum of sales of all franchisees

3. Sum of targets of all franchisees
4. Sum of retailers of allfranchisees
5. Retailer would be counted as billed with a minimum bill ing value of Rs 500

during the month, as visible in Sancharsoft

6. Delivery time is defined as the time from the franchisee raising an indenU

invoice (after making the payment) to actual delivery at Franchisee doorstep

by AO sales/ FMT
7. Refers to all Franchisees
B. Determined by total no of Daity Reports submitted by the Retailer Manager

KPA definition
(Actual value)

Corresponding
KPA category

achieved
KPA
no.

Name of
KPA.

KPA definition
(Method of calculation)

1 .
Primary sale
(# of SlMs)

= PrimaU sale^' (# of
SlMs) / Target' (# of
SlMs)  X 100

>=75o/o. <80%

>=80%o,  <100% ll
>=1 00%0,
<125o/o

l i l

>=125o/o IV
>=75o/o, <80%

2 .

Primary sale
(Recharge
value in Rs

cr)

= PrimarV sale2
(Recharge value)/ Target3
(Recharge value) X 100

>=80%.  <100% II
>=100o/o,
<125o/o

l l l

>=125o/o IV
>=80%. <90% I

3 .
No of

retailers
billed

= Actual no of retailers
billed4's/ Target3 (no of
retailers) X 100

>=90%, <100% tl
>=100%,
<125o/o

l l l

>=125o/o IV

4 .
On-time

delivery to_
Franchisee'

= No of instances where
delivery time6 to
Franchisee > 48 hrs /
Total no of orders Placed
bv Franchisee

>5o/o, <=10o/o
>0o/o, <=5o/o l l

=0o/o i l l

= No of instances where
delivery timeo to
Franchisee > 24 hrs I ,
Total no of orders Placed
bv Franchisee

=joh lv10

5 .
Retailers
visited

(% of total)

= No of retailers visited' /
Total no of retailer visits
assigneds

>=90%, <95%
>=95o/o, <100% tl

=100o/o l t l
= No of new retailers
created / Total no of
retailers already assigned

>=Soh lv10
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g . A s s i g n e d b y R e t a i l e r M a n a g e r C o o r d i n a t o r ( E a c h r e t a i | e r m a n a g e r t o b e
typicaltyassigned-200-300retai lers,dependingonarea/geography)

.l0.Higher category KPA is achieved only if condition for lower category KPA is

a|so satisfied (e.g. ln parameter 5, for category lV to be achieved, category |||

should also be achieved - % of retailer visits should be 100%)

**** **** ******** ***


