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Fil.No.9-2l2009-P&P CM

To

dated: 25.11.2009

The Chief General Managers

All Telecom circles/Tel Districts

Sub: Agreement with M/s. Nokia for sale of Bundled Handsets by
M/s. Nokia distributors and retailers.

The MOU with M/s. Nokia for sale of Bundled Handsets was signed in 2006,
now MOU has been signed for sale of al l  types of 2G and 3G Handsets after bundl ing
with BSNL SIM Cards. The purpose of this MOU is to increase the customer
acquisi t ion ut i l iz ing the distr ibut ion channel of M/S NOKIA who is the leader in the
mobile handset market. (MOU copy enclosed)

The detailed process from the demand generation to the complete acquisition
along with the channel commission structure has been approved by the competent
authority and enclosed as Annexure.

M/s. Nokia has nominated Corporate level Coordinators as well as Circle level
Coordinators (list enclosed). The Corporate level Coordinator and Circle level
Coordinator from BSNL are DGM (P&P-CM) and GM (Sales & Mktg) Consumer
mobility of concerned circles respectively (list enclosed).

I t  has been decided that one demo 3G SIM is to be provided to the Nokia
promoter. The tariff scheme for 2G and 3G Bundle and the special package for demo
3G SIM has been identi f ied and is enclosed in the annexure. The l ist  of ci tywise
number of Nokia promoters is enclosed. You may provide one demo SIM per
promoter to the Circle coordinating officer of Nokia after seeking the list of promoters.

The requirement /  monthly sale target of Bundled SIM Cards for the month of
Dec. 2009 has been f inal ized and enclosed as an annexure. l t  is requested that GM
(Sales & Mktg) may please ensure that desired no. of SIM Cards are provided to M/s.

Website: www.bsnl.in
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Nokia's Authorized Officers / Coordinators /distributors within first week of the target
month.

You are requested to take advantage of the alliance in exploiting the distributor
network of M/s Nokia to maximize the customer acquisition for BSNL

i
l .  . r ' +
l # /

Ashutosh Gupta

DGM (P&P-CM)

Enclosures:

1. Letter of tariff for 2G,3G cards for customers and Demo SIM retail ouflet.

2. List of Nodal Officers of M/s Nokia.

3. List of Nodal Officers of M/s BSNL.

4. Process document and commission structure.

5. Demand of 2G and 3G SIM cards for Dec 20Og and number of retai l
out lets for demo SlM.

6. MOU / Agreement with M/s Nokia.

Corporate Office Bharat Sanchar Bhawan, H

Website: www.bsnl.in
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To

The Chief General Manager
All Circles/Metro Districts

dtd 25.11.2009

The approval of the competent authority is hereby conveyed
Nokia as follows:

2G Bundl ine Plan

for 2G&3G bundling plan with M/s

o Free talk t ime of Rs 50'00 per month for six months provided the customer does a recharge of
min imum Rs 50.00 per  month.

o Facil i ty shall  be discontinued from the month the customer fai ls to recharge.

3G Bundline plan

. 50 MB free data download for two months.
o 30 video mins per month for two months.
'  M/s Nokia wil l  offer the fol lowing applications free of cost with 3G bundled handsets.

1'Qit<
2.Web Server
3.Jo iku.

Demo Scheme to Nokia Retai lers

r The 3G slM prepaid shall  be provided free of cost to a designated person of Nokia for demo
purpose.

o The connection could be given with a talk t ime of Rs 500.00 per month for two months.
o l !  connection could be activated for al l  free channels and the same shall  be borne by BSNL.
r Data Voucher for 500 MB per month can be given in addit ion to above.
I BSNL shall  handover slMs as per demand to Nokia free of cost and no commission shall  be paid for

the same.

Copy to:-
1.M/s Nokia Ltd.
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613, Products & Pricing-Consumer Mobility
Bharat Sanchar Bhawan, New Delhi-110001
Tel No: 23329722 Fax23329723

(A GoW. ot India Enlerprise)

Sub: Process of bundling with handset vendor, M/s. Nokia.

Given the entry of a number of telecom operators in the market. bundling of SIM cards
rvith handsets to give a ready and more attractive offer to the customer is now a well proven
method' In this way. both the handset manufacturer and the telecorn operator mutuall' combine
their rnarket power to target a larger section of the population especially comprising of'the low
income groups interested in low-cost and low hassle mobile connection.

BSNL has a strong recall especially in rural areas and handset manufb.cturers also have
their own level of brand recognition among various customer segments. In order to utilize the
market power of these handset manufacturers with brand recall of BSNL, it has been decidecl by
the competent authority to come with the following arrangement to provide the BSNL
connections as bundled offers.

Key characteristics of interaction process with Handset vendors

o A schedule of target BSNL bundle sales will be drafted separately for each circle and
handset vendor

o The demand estimation of handset bundles will be done centrally at the corporate office in
consultation with handset manufacturer and corporate nodal officer as assigned bv
Director (Consumer Mobil ity)

o The demand estimation will be done at least three months in advance in order to provide
sufficient time to handset manufacturers to issue handsets in appropriate quantities. The
demand will be estimated in mutual agreement of BSNL and handset manufacturer while
keeping in mind potential sales for each circle and the market share of handset vendor

o Based on the demand estimated, the number of sim cards will be earmarked to handset
manufacturer at the corporate office and notification will be sent to the circle l5 da1,.s
before the expected delivery date of the SIMs to handset vendor. circles rvill be required
to procure and earmark the required number of SIMs (as communicated in the notification
above) and should not issue these SIMs cards to any other vendor or any SSA

o The responsibility of running this process at the corporate office is given to DGM (product
and Pricing) who will act as "Handset Bundling Demand Manager" at the corporate office.
He/She is responsible for the discussions with handset manufacturers and circle nodal
officers to come up with sales schedule and ensuring SIMs are allocated to the handset
manufacturer at each circle

o Handset vendor will designate a key BSNL account manager and circle level managers to
run the process from their side. Handset vendor shall intimate the same to BSNL at the
beginning of the contract period and within 2 days of personnel replacement.

Corporate Ofn." ghut
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Bundle promotion and Marketing

o Handset vendor and BSNL will undertake marketing, advertising, promotion. etc. ofbundled GSM mobile handsets on mutually agreed basis
' BSNL SIM should be packed in such a manner that BSNL brand / logo on the SIM is

s"t#:i:i 
prominentlv' The packaging design fo. the lundted csHa mobile handset and

aware oruunail"T$JJ,.::'ff:olJ"*oo'n 
parties on all bundles in order tir-uk. .rrro'.,"

Bundle Sales and CAF Collection (specific to Nokia)

o Designated Nodal offlcer from Nokia will collect the SIM cards from the circle office atthe start of the lnonth from the designated BSNL representative at the circle office' on receiving the SIM cards, the RDS (hereafter defined to include RDS and RDS-MD) ofNokia will bundle the SIMs with the handsets and provide a rist, to rhe designated NodalAuthority of BSNL in the circle and the corporate office within 7 days of receiving theSIMs from circle office
o Nokia will also provide the list of Retailer wise allocarion of bundled SIMs in the circlewhere the BSNL bundles will be sent for sales. This list will be provided by Nokia to thecircle Nodal officer and to BSNL's "Handset Bundling Demand Manager'. within 7 daysof receiving the SIMs from circle office. This list of retailers will include their address andcontact number' The circle nodal officer willpass-on this list of retailers to the Sancharsoftnodal officer in the circle.
o The Sancharsoft Nodal officer (or the circle Nodal officer for handset bundling, in casethe Sancharsoft Nodal officer is not available or not posted) at the circle office will verify,if all the retailers provided by Nokia are already present in Sancharsoft. If not, he/she willupdate the retailer database uploaded on Sancharsoft by entering the new retairerinformation and assign the same to a franchisee according to the area in w.hich the retaileris located'  This act iv i ty must be completed within z days of receiving the l ist  of  retai lersfrom Nokia

o The Sancharsoft Nodal officer (or the circle Nodal officer for handset bundling, in casethe Sancharsoft Nodal officer is not available or not posted) will inform the SSA saleshead (consumer Mobilify) about the update who in turn will issue insrructions to theFranchisee manager of the SSA about the new addition into the retailer network within Iday of receiving the atrove information
o Franchisee Managers must ensure that the beat-plan of the corresponding FoS is modifledto make regular visits to the new retailer at appropriate frequency. The beat planmodification of the corresponding Fos should be completed within g working days ofcircle nodal officer receiving the retailer list from Nokia
o Franchisee Manager must ensure that retailer has the c-Topup SIM and the same isentered in the Sancharsoft
o The updated beat-plan should ensure that the cAF forms for the bundled sales arecollected frorn the retailer at regular intervals and the same is submitted to the BSNLoffice

Corporate Otfice ghaEi

Fn*r :.t' r  
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It is requested that a proper mechanism may be built up in the Marketing cell of the circleto keep track of the sale as well as the revenue generated from each product. product liflec\cleneeds to be watched to update the product from the market at appropriate time.

Corporate Office

Website; rvrvu,.bsnl.in
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Commercial arrangement with Nokia

Channel Commission

Attractive ofTers and commissions need to be paid to the retailers selling the bundled SIM in order to
push the sales of BSNL bundle as against other bundles available in the marker.

In View of being cornpetitive, it has been decided by the competent authority to provide commission
orl not onll' CAF submission but also the SIM activation even though the SIM has been given for free
to the retailer as a part of the bundle. The process for routing the commission to the retailer would be
as follows:

o The retailers through r.r'hich the handset bundles are being sold are mapped to a particular
franchisee as mentioned in the process document above

' When the SIM is earmarked to Nokia, the MSIDN of the SIM will be entered into Sancharsoft
against Nokia's name to which it was assigned (For unbundled SIMs, the SIM code is entered
against the name of retailer)

o When the retailer sells the bundle, retailer asks the particular franchisee to activate the SiM of
the customer' On activation, the information is sent to sancharsoft which identif-ies that the
SIM was allocated to Nokia and it will be activated

' Special FRC coupons will be generated for bundled SIM which would be Rs.20 costlier than
normal FRCs e.g. Rs.35 FRC will cost Rs.55 for bundled SIM users. But there would be a
number of attractive benefits provided with the FRC, as discussed in the next section. which
will make the bundled SIM an attractive proposition for the customer. The commission on
these new FRCs will still stay same as the comesponding FRC. E.g. For Rs.55 FRC. the
commission to the retailer stays as it is on Rs.35 FRC. Regular FRCs can not be activated on
the bundled SiMs.

o The customer would be sent a message about the successful activation of the SIM and the
message will contain the information about the extra benefits which are provided on the SIM as
a part of bundle offer. It should also be mentioned that if the SIM is used outside the bundled
phone. these benefits will be withdrawn and the SIM may be deactivated

Scenario 1: Direct payment to retailer - Commission paid on FRC Recharge - Special Bu'dle FRCs

This scenario is feasible in circles where the sancharsoft integration has been completed and direct
pal,ment to retailers is possible

o The commission of the Nokia channel for SIM activation (equal to the commission being paid
to franchisee channel) will be recorded but is sent to the retailer only when the FRC is
activated on the SIM. The retailer who puts the FRC on the SIM will get the commission for

Website: r.vwu'. bsnl. irr
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SIM activation as well. This would motivate the retailer to push the sale of FRC also at the
time of buying the new bundle.

o Once the FRC request is received, the commission for FRC and the sim activation is paid
directly to the retailer through the C-Top up SIM. The franchisee share of the SIM activation
and FRC is also paid to the franchisee.

' The proposed share of retailer out of the SIM activation commission (Rs.20) is 90026 of the total
commission (i .e' Rs. 18.00). Thus in total retai ler would make (Rs.18.00+ FRC commission
share) at the instance the FRC is activated on the sim. The franchisee makes (Rs.2.00 + FRC
Commission share) for a bundle sale. The CAF commission will be separate and will be sent to
retailer and franchisee only when the CAF form reaches BSNL. The FRC share between
franchisee and retailer u'ill be guided by BSNL's sales and distribution policy

o The CAF form will be collected from the retailer by the regular FoS visits by the franchisee.
The retailer is expected to do the initial verification by checking the photo-id and address proof
of the customer.

' When the CAF form is submitted to the franchisee, he/she will enter the CAF information in
the Sancharsoft system. CAF form will also include the 10-digit alphanumeric poS code which
identifies the retailer who sold the bundled SIM. After the retailer is identified and the CAF
form is submitted to BSNL, the CAF commission of validated applications is sent to the
channel. Though it is possible to send the commission share of the retailer directly but in order
to provide some flexibility in the channel, the commission is sent to the franchisee w,ho in term
is expected to transfer an appropriate amount to the retailer

o The proposed share of retailer in the CAF submission commission is 50% of total CAI
commission. of Rs.20 (i .e. Rs.10).

o If CAF information is found to the inconect and the verification fails, the SIM will be
deactivated within 72 hours

Scenario 2: Retailer Commission through Franchisee

This scenario will be applicable to those circles where Sancharsoft integration is not complete and
sending direct commission to retailer is not feasible

o The commission of the channel will be sent to the franchisee through his C-Top up sim and the
guidelines will be issued to share the commission with the retailer. The exact split of the
commission will be decided by the circle as per the guidelines issued by BSNL.

o The CAF form will be collected from the retailer by the regular FoS visits by the franchisee.
The retailer is expected to do the initial verification by checking the photo-id and address proof
of the customer

Website: r.i'rvlv. bsnl.in
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o When the CAF form is submitted to the BSNL office, franchisee will be given Rs.20 per CAF
fbrm which again he would be expected to share with the retailer based on the guidelines
provided by the corporate office

' If CAF information is found to the incorrect and the verification fails. the SIM will be
deactivated within 72 hours

Customer Benefits

The bundle offer must be extremely attractive to the customer to push the customer to buv the BSNL
bundle as against other operator bundles mostly available on the same retailer.

In order to make the BSNL bundle attractive to the customer" the competent authority has decided to
launch the following offer on bundled SIMs along with special FRCs

o All the STVs available in the market shall be available for the Nokia bundled handsets.

o For 2G Customers Free talk time of Rs.50 per month will be given for the first six months. The
recharge of minimum Rs.50 has to done every month and if the same is not done in any month.
free talk time of Rs.50 shall not be extended from that month onwards. However, normal pre-paid
rules will still govern that SIM.

' For 3G customers following freebies shall be available fbr bundled product.

1. 50 MB free data download for two months.

2. 30 Video mins per month for two months.

o As regards 3G bundling ie bundling of BSNL 3G SIMs with Nokia 3G enabled handsets. Nokia
will offer following applications with all bundled handsets.

1 .  Q ik

2. Web server.

3 . . T o i k u .

Website; lvwlv.bsnl,in

t  l t t+3)
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Circlewisp v^t,Il
Sl. No.

r.>rrvr requrred for the month of
circle -

l lndhta pradesh

1 narnataka
--_
Kerela
--I amilnadu
=---
xest of Maharashtra
Gujrat

December 2009
atv

1

2 0
3 38000
4 0
5 0
6 24000
7 llr el !.. ta Pradesh -------_--

:._---
rrct 

_____-__

0
I Himac 26000
9 Punjab -

Haryana -

-Rajasthan -

0
1 0 28500
1 1 20000
1 2 40000
1 3 40000
1 4 1 7800

0

?34300
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3G SIM

8l.l{o. Circle CityName No of Promoters
Ng of f,}emo

SlMs required
No of 3G
SlMs1 GUWAHATT

PATNA
Ch-ennil-

a Bihar
70 70 50c

J

4
Chennai

44 u 1 000
104 2900f lP SHlMLA 7

n5 J&K JAMMU
7 2000

b J H K RANCHI
28 5000

7 zz 22 500
3000

NL,L KOLKATA 196 196Crissa l l  l E t A r

Jrissa CUTTACK-
mi-
CHANDIGARH

J'l

1 5
T

31 1 000
1 0 Jrissa 1 5 500
1 1 ) r r n i ah 3 50c
12 Punjab

Jtt 36 300c
1 3 Puniab LUDHIANA

24 24 1 500
1 4 26 26 2500

1 5
5 5 500

500
runJao PANCHKULA 7 7

t o RAJ AJMER
ALWAR
JAIPUR
KOTA
SimR--
TONK
UDAIPUR

91 7 RAJ
RAJ

Y 500
1 8

J 3 'lnr

1 9 lAJ
{ A l

57 57 4000

20 1 7 1 7 300
2 1 RAJ

5 5 1 0 c
zz RAJ

1 'l 100

z3
9 I 300I Y t s ALLAHABAD 1 8 1 8 1 000z q

;;zc
UPE KANPUR 44 u

E
1 000

95
zo UPE 1 500

Ar1ANADI 24 24 1 000
1 000

27 UPW AGRA 1 7 1 7
z o UPW NTTl(IL'WAK 7 , 500zv UPW RISHIKESH

DEFM6-UN30 UTT
4 4 500

;:
JZ

UTT
1 9 1 9 1 00c

NALUWANI 5 5 5nr//B ASANSOL 1 2
T

1 2 500WB DURGAPUR-
JAMSHEDPUR34 WB 9 50c

14 1 4 qnn

987 40000
Grand Total 987

N O ( I A  I N D I A  P R I V A T .  . I M ] f  E D
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- t  ' : 1  j . . t  J 8 l i 0 0 r
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