BRIEF OF THE GENERAL SECRETARY, SANCHAR NIGAM EXECUTIVES’ ASSOCIATION (INDIA), RELATING TO DEVELOPMENTS FROM HOLDING OF AIC AT VADODARA IN DEC., 08 TILL DATE BEFORE THE CENTRAL WORKING COMMITTEE MEETING ON 26TH & 27TH JUNE 2009 AT SHILLONG

Comrade President and dear Comrades,
     It is always a great pleasure for us to be in session with the activists and stalwarts of the greatest Executive Association in the Country. We have assembled here to transact business of the highest order that concerns the future of our beloved Company BSNL as well as that of the Executives, who make BSNL the topmost Telecom Company in the world. Yes, we have been called the backbone of this great institution from the days of the P&T and DOT and today it is more relevant than ever before because we have taken   upon ourselves the responsibility of building this Company brick by brick mortar by mortar.  And this is not thrust upon us by anybody but it is we who willingly own it up because we are really concerned about the growth and welfare of this Company, which we and our predecessors have built up through the different stages of technology transition without any grudges, because we understood and undertook the burden of this revolutionary transformation from the very beginning of the Telecom Industry. We knew the job –we took it up in the right earnest because we knew nobody else would or could take up this cause of such huge proportions and responsibility. And today we are extremely pleased because we know we have never let it down but have only contributed the lion’s share of its growth in spite of serious deficiencies from several other quarters. And today, a situation has come when all of us have started thinking and acting wholeheartedly in the direction of overcoming the deep crisis that our Company is presently submerged in. Yes, comrades, we are proud of it. We are proud of our comrades spread over that length and breadth of this country who attach more importance to the growth of their Company than their own self. 

We are particularly happy that this rainy town in the far North East plays host to us, because we know that the people of these parts are the bravest who work and thrive in the most adverse and risky conditions, without any strings attached. And it is from this noble and courageous people that we pick the threads of bravery – determination to fight for our beloved Company. We thank them in abundant measure for the great efforts that they have put in to provide us with the right atmosphere for taking courageous decisions to move forward –to move in the right direction.
1. THE STATUS:

We are definitely meeting at a time when stocktaking has assumed greatest of great significance. And today, our responsibilities to critically analyze our failures and chalk out realistic, not merely theoretical, future strategies and plans of action have obviously also taken a front seat  and assumed highest priority. We feel this is possibly the last opportunity for us to convert the most formidable challenge that we are facing into an opportunity to prove our true mettle. This working committee has thus to be seen and understood in an entirely different context where real soul searching should take predominance over conventional deliberations which in the present context and for the time being have lost their relevance and significance. We have to deliberate and decide in a manner which leads to evolution of a mechanism where we start running parallel managements at all the levels in the Company. Our level of assertiveness and involvement in monitoring all the vital parameters of the growth of the Company has to reach such levels where we start functioning virtually in a parallel manner. Other issues which have been dominating and ultimately leading us to intense struggle thus far have to take back seat till at least we attain financial stability and start growing in real terms in the face of do or die situation that stares directly at our faces today. We have to swiftly rise above all other considerations when it is a matter of protecting our bread and butter. We have to dress ourselves in an entirely different attire. The way a watchdog guards and protects the house where he lives, in the same manner, we have to protect and safeguard our beloved Company which is not only our bread earner but a National telecom institution in which the hopes of millions and millions of our Countrymen are embedded – hopes of getting quality services at affordable prices. Our Company is a telecom institution of the highest national pride. To surrender this institution of the highest standing and prestige to petty vested interests would be an indelible stigma for which the posterity as well as our Countrymen will not forgive us for this Himalayan failure. Thus it is the bounden duty of each one of us to look back over the shoulders to critically and creatively scrutinize the performance of the year gone by and deliberate on practical and result oriented approaches to be adopted. And, we feel there is absolutely no need for us to remind anyone that if we miss this year’s bus, we are going to enter into a miserable time from which we may not ever get an opportunity to come out.  

MARKET SHARE:

No doubt we were constrained by a lot of factors including capacity crunch in the fast growing mobile sector which witnessed a leapfrogging from 171.22 million in April 07 to 403.66 million in April 09, though the same period witnessed a negative growth from 40.54 million to 37.81 million in the landline sector. In short the mobile sector grew by 57.28% during April 07 to April 08 and by 49.89% in April 08 to April 09. 
	April 07 to April 09

	% Growth

	 
	April 07-to April 08
	 
	April 08-to April 09

	
	
	
	

	Wire less
	171.22
	403.66
	57.28
	 
	49.89

	Wireline
	40.54
	37.81
	-3.28
	 
	-3.57

	Total
	211.76
	441.47
	45.68
	 
	43.09

	 
	 
	 
	 
	 
	 

	Broad band
	2.43
	6.28
	65.02
	 
	56.61


This indicates that there is a slight slow-down in the mobile growth which means that the best days are over, precisely as we had pointed out some two years back. During the bungling of the 60 million GSM tender almost two years back we had the vision to foresee that this action, intentional or not, is going to cost us heavily in terms of the market share. We had also anticipated that then market share of 24% in the mobile sector would crash down to 13% not by any prophecy but by precise analysis and calculations. And today with exactly 13.17% market share our prediction is just on the   target. 
	Total BSNL Market Share as on 30.0409

	Wireless Market Share
	13.17

	Wireline Market Share
	76.78

	Total  Market Share
	18.65


But unfortunately the great damage has already been done just because those in the echelons of power did not care to listen to us at the time when it mattered most but obviously thought that ours was an exaggerated projection or simply because they care a hoot for BSNL. Either way we consider ourselves losers because howsoever we try, it is impossible to retrieve the lost ground. We had done our best and at least seen that everything is not lost, because our organized struggle finally saved us from the brink of impending disaster by forcing out at least a process of 22.5 million. We are once again on our feet with sufficient capacity except perhaps in the West zone. Here too, jobs are afoot and the required capacity is expected by another two months. And that is where we have to take off the blocks with a rare determination, unprecedented courage and committed fortitude so that we compete if not for 30% of the market share, at least for preserving the present share, below which we cannot hope to survive or exist.

It is at this juncture that it would be not only advisable but interesting too to look at what has happened in the last year particularly with respect to our competitors. The table below depicts the scenario.

	Wireless & WLL

	 
	 
	 
	Mar-08
	 
	Mar-09

	Vodafone
	 
	 
	44128243
	 
	68768998

	Idea
	 
	 
	24001673
	 
	38889457

	Airtel
	 
	 
	61984721
	 
	93923248

	Reliance
	 
	 
	45793676
	 
	72666192

	BSNL
	 
	 
	40789518
	 
	52144234

	Tata
	 
	 
	24330231
	 
	35121964

	Aircell
	 
	 
	10610428
	 
	18478325

	 
	 
	 
	 
	 
	 


The table is self-explanatory. While Airtel has grown by around 32million, Reliance by around 27 million, Vodafone by more than 24.6 million, Idea by almost 15 million, we could grow only by 11 million, behind even Tata with 11.8 million, which means our growth is just 33% of the growth of market leader Airtel and very poor with respect to other real competitors including Idea and Tata which used to remain far behind us. These figures should speak to us not in disheartening terms but with encouraging reminders about the great distance that we have to run at least to stay in the race. These figures should give us the extra zip and energy to run the extra yard, not to be left behind.

Well, comrades, the figures of Mar 09 should enthuse and encourage us because with provisions of 2.515 million during the month we were not pushed around by Airtel or Vodafone who, though led, had comparable figures of 2.84 million and 2.818 million. Our market share for the month was an encouraging 22.4 %. The story of April was disgusting because out of a total addition of 11.90 million we could contribute only 1.03 million, which is just around 8.5%, while Airtel grew by 2.81 million, Vodafone by 2.74 million, Reliance by 2.17 million and even Aircel beat us by growing1.1 million.
	During April 2009

	Wireless
	53174300

	Total Addn
	 
	11.90 Million
	 
	

	BSNL
	 
	1.03 Million
	 
	

	Airtel
	 
	2.81 Million
	 
	

	Vodafone
	 
	2.74 Million
	 
	

	Reliance
	 
	3.17 Million
	 
	

	 
	 
	 
	 
	 

	Wire Line
	 
	 
	 
	29149831 

	
	
	
	
	

	
	
	
	
	


 To make things worse, figures of May do not give us any consolation with something less than a paltry 4 lakhs, i.e. when our internal target itself is 30 lakhs required to maintain a market share of 13 -14%. And this again means that we are falling short of our targets and consequently our own meager market share by great lengths. The fact that we could manage 25 lakh odd connections in Mar 09, reassures that it is well within us to reach the set target. But, probably we tend to relax and relax a lot. No, not any more, because we cannot afford, rather, we have to see the writing on the wall- by being slack in any measure we are digging our own grave. 
So far we have been talking only about wireless. But what is happening in the wire line sector. Nothing significant to boast about. We have been steadily going down the slope, 43 million in 2000 when we became a Corporation, in Mar 09 we are at a mere 29.3 million, losing around 22 lakh connections with 7%  -ve growth, during this year alone. Yes, our market share in wire line alone is just 76.78%, and the total market share an insignificant 18.65%. It may be remembered that other operators, though with minimal presence, have been growing even in the wire line sector. This is from where we have to look up and this requires a lot of rearguard action, lot of corrective action. And that is perhaps why this CWC has shifted its focus from its usual business to Company business and its growth.

With the tele- density of the Country reading 38% there is room for growth in both wire line and wireless sectors but the space is definitely diminishing. This means that we have to find out and workout ways and means to at least arrest the decline in the wire line and grow fast at neck break speed in the mobile sector. We have seen that the trend of growth in mobile has come down, though not heavily from 57.28% in 07- 08 to 49.89% in 08-09. May be the pace is slightly retarded but still there is sufficient space. Everything depends on how we exploit the situation. And that requires quite a surge, in fact incredible surge. And it is for that we have to set our thought process on. It is for that we have to put our thoughts into action.  In the wire line our hopes are pinned on utilization of the precious copper in the form of Broadband. Though we are far from the set targets, still we retain 57% of the market with more than 3.5 million connections. But the ambitious targets of the Govt. are 20 million by the end of 2010 out of which only 6 million have been reached so far. Here again the growth story is not that comfortable with growth figures of 65% in 07-08 and 56.61% in 08-09, which means that the appetite is slightly diminished. However the BSNL story is different and encouraging. We have grown by 75% in 08-09. In fact this is the only sector we have been able to grow increasing our market share from 52% to 57%. With lot of capacity added and with USO fund handy for rural Broadband we can go fast and grow well in the rural sectors without much of competition at least for the present. But again we cannot afford to be the sleeping hares, because the tortoises are just breathing down our neck with Wi-Max in the offing.
REVENUE AND PROFIT 

The market share alone cannot tell the entire story. The revenue and the profits are more important for a business organization. Revenues and profits are also naturally dwindling. But BSNL has to do much better to improve our financial performance. Our over all revenue from the services has declined by 10% during the last financial year, which is cause of very   serious concern.  For the past three years we have been witnessing the same trend. The BSNL had its peak in 2005-06 when we had a revenue of Rs. 36000 crores from operations. This year it has come down to Rs. 29000 crores with the total income expected to be around Rs.35000 crores. The BSNL CO is aiming at a 20-25% growth and accordingly, the revenue target set for 09-10 is Rs.42000 crores. The Circle-wise comparison of financial results for the past three years for which audited Balance sheet has been prepared is tabled below. It is discernibly clear that over the years, the income decreases rapidly and the expenditure goes up drastically. The notable exceptions are Kerala, J&K, Rajasthan, UP(E), Chattisgarh and to a certain extent Punjab. We had only a few Circles showing losses in 200-08. But in the current year 08-09, as per the tentative figures available to us, the situation has undergone a sea change,  
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Circle

2007-08

2006-07

2005-06

2007-08

2006-07

2005-06

2007-08

2006-07

2005-06

West Bengal

896.05

1001.56

931.61

1068.75

944.76

886.71

-172.70

56.80

44.90

MP

1050.26

1363.36

1278.42

1213.47

1115.98

1053.37

-163.22

247.38

225.05

Gujarat

1765.93

2045.00

2448.58

1906.40

1776.46

1879.57

-140.47

268.54

569.01

Bihar

669.67

842.85

760.83

785.03

757.45

691.72

-115.36

85.40

69.12

UP West

965.37

1073.05

1235.93

1022.33

923.86

934.12

-56.96

149.19

301.81

AP

2552.43

2627.68

3149.86

2567.37

2416.30

2507.82

-14.94

211.38

642.04

A&N

39.08

44.50

44.05

39.12

32.40

33.39

-0.05

12.10

10.65

Himachal Pradesh

388.63

394.82

418.19

376.20

333.53

305.89

12.43

61.29

112.30

Jharkhand

457.57

476.84

462.74

441.79

363.38

341.94

15.78

113.46

120.80

Chhatisgarh

323.03

359.26

269.36

298.19

254.32

225.01

24.84

104.94

44.36

NE-II

236.73

244.78

211.75

209.68

186.73

168.71

27.06

58.05

43.04

Assam

609.92

698.22

610.36

582.77

508.20

461.25

27.15

190.02

149.10

NE-I

248.67

269.39

184.43

217.79

191.06

177.04

30.89

78.33

7.39

Kolkata TD

1175.60

1148.35

1389.02

1139.27

965.73

918.16

36.33

182.62

470.86

Uttaranchal

380.48

455.73

306.36

343.11

278.56

241.87

37.37

177.17

64.49

Orissa

687.01

773.90

760.83

633.62

576.82

539.61

53.39

197.08

221.22

UP East

1844.94

1703.02

1745.84

1766.07

1535.61

1494.02

78.86

167.41

251.82

Punjab

1369.54

1293.44

1483.18

1269.01

1187.28

1196.40

100.53

106.16

286.78

Maharashtra

3507.77

3874.20

3880.44

3396.13

3109.66

3106.53

111.64

764.54

773.91

Haryana

876.09

892.73

1032.60

752.25

679.53

660.48

123.83

213.20

372.12

Tamilnadu

2706.98

2891.37

2864.86

2537.59

2320.44

2245.47

169.40

570.93

619.39

Karnataka

2458.40

2848.51

2965.54

2214.33

2138.72

2148.41

244.07

709.79

817.13

Rajasthan

1804.53

1731.70

1730.75

1535.40

1212.54

1178.55

269.13

519.16

552.20

J&K

680.22

659.96

549.34

407.76

364.85

289.53

272.46

295.11

259.81

Chennai

1341.63

1374.69

1439.76

1060.85

995.42

1011.91

280.78

379.27

427.85

Kerala

3194.66

3040.69

2972.51

2387.31

2316.95

2073.39

807.35

723.74

899.13

Others

5822.21

5585.49

5049.43

3464.83

3979.11

5136.18

2357.37

1606.38

-86.76

Total

38053.40

39715.09

40176.58

33636.43

31465.65

31907.06

4416.97

8249.44

8269.52

Total Income

Total Exp

PBT


with hardly seven Circles viz. Chennai Telephones-56 Crore, J&K- 34 crore, Karnataka- 324 Crore, Kerala- 562 crores, Orissa- 23 crore, Rajasthan- 8.5 crore & Haryana - 29 lakhs,  contributing to the profit of the Company, out of which two are just marginal, while 19 others tear down the Company’s exchequer, introspection by each Circle is necessarily the need of the hour. We need not reiterate it.  Another aspect of very serious concern is that even these profit-making Circles, except Karnataka, have gone down miserably. This meeting with all the activists of the Association present in this august assembly will definitely discuss the core issues in detail and work out professional remedies. That is precisely the business of this meeting. 

The revenues fall steadily and steeply particularly with a highly uncertain tariff competition, which is likely to continue and dent the revenues even further. At the same time the expenditure does not come down. We had an additional expenditure of Rs.1500 crores due to pay revision of the executives. This year, revision of Non-executives’ salary is expected to cause an increase of an additional Rs. 2500 crores. With tariff cuts, becoming the order of the day the volume of business has to increase along with profitable diversifications. In other words we have to find ways and means to optimize the cost by finding new streams of revenue and cutting down on non-productive expenditure to make up for the  increased costs. 
I. THE REMEDY:

There is no ready made prescription for any malady. And the situation we are   in is much more complex than ever before. Therefore it is our job to analyse each situation in each Circle or even each SSA and find out the best solutions and administer them on ourselves, our subordinates and take them to the Management for implementation. However here we will discuss some general problems and their solutions that we normally encounter in the various wings of our business.  
II.1. INCREASING THE MARKET SHARE:

II.1.1. THE LANDLINES: 
We shall discuss the growth in the sector during 08-09 as shown in Table below and that should be the base on which we conduct the analysis and work out the remedy.
	Wireline

	Name of Circle
	Mar-08
	Mar-09
	 
	% Growth

	AN
	24856
	19355
	 
	-22.13%

	AP
	2459235
	2226078
	 
	-9.48%

	ASSAM
	430310
	351022
	 
	-18.43%

	BIHAR
	972623
	963222
	 
	-0.97%

	CHENNAI
	1010059
	1011580
	 
	0.15%

	CHATTISGHARH
	258605
	230235
	 
	-10.97%

	GUJARAT
	2128219
	1928277
	 
	-9.39%

	H.P
	413908
	375823
	 
	-9.20%

	HARYANA
	923438
	839816
	 
	-9.06%

	J&K
	259484
	239795
	 
	-7.59%

	JARKHAND
	446461
	416622
	 
	-6.68%

	KARNATAKA
	2314581
	2173393
	 
	-6.10%

	KERALA
	3586119
	3463628
	 
	-3.42%

	KOLKOTTA
	1374363
	1374422
	 
	0.00%

	M.P
	1208622
	1109960
	 
	-8.16%

	MAHARASHTRA
	3464144
	3015349
	 
	-12.96%

	N.E I
	212255
	207603
	 
	-2.19%

	NE.II
	130019
	127817
	 
	-1.69%

	ORISSA
	768243
	641789
	 
	-16.46%

	PUNJAB
	1425306
	1344911
	 
	-5.64%

	RAJASTAN
	1563591
	1480889
	 
	-5.29%

	T.N
	2336847
	2081254
	 
	-10.94%

	U.P(E)
	1454315
	1445029
	 
	-0.64%

	U.P(W)
	944506
	949340
	 
	0.51%

	UTTARANCHAL
	324484
	300680
	 
	-7.34%

	W.B
	1117703
	1028542
	 
	-7.98%

	Total
	31552296
	29346431
	 
	-6.99%


We can see that all the Circles but three have registered steep decline in the Landline share, which once was our exclusive domain. We should say that the Circles in the green have (7 in all) fared quite well and are within the striking distance of fully arresting the negative trend as per the targets set by the CMD, provided they keep up the same or increased tempo. While the red ones (10) have to undertake a rather arduous journey up the hill to cover the distance. But let us not make excuses. Even if we do not grow from here there definitely has to be a plan to arrest the negative growth. The unmarked Circles (9) are also not very comfortable. But then with some effort they can achieve the goal. We had already asked the CSs to come prepared with plans of action for each SSA. We will listen to them and discuss their constraints.  But we have to remind them that the exercise should be pragmatic, practical and workable. Another important point that we would like them to do is not to focus on excuses or infirmities, about which we are all well aware but to project creative suggestions to overcome them. 
II.1.1.1. It is but a painful reminder that we ourselves admit that the poor quality of service offered to our customers normally drives away our customers and results in land line churn. While admitting that many of the problems are beyond the control of the middle level management resolute efforts from our side can result in qualitative improvement. Therefore there should be painstaking efforts, not projecting too much the infirmities of the system, to organize ourselves and our workforce to offer the best quality service to our esteemed customers. This should be the prime and first step in restoring the confidence and trust of the customer in the Company, its executives and the   workforce.

2. Improvement in the quality of service automatically leads to better customer care. The complaint of the customer should be responded to promptly. Any complaint/fault reported by him should be attended with the least time lag. Carried over faults should be kept to the minimum. In case the fault exceeds the 24-hr limit due to unavoidable reasons a visit to his premises must be made compulsorily.

3. Service delivery is another major area where we trip very badly. The procedural hassles themselves irk the customer to a great extent. Driving him from pillar to post even for his small service requests, we should admit, is the order of the day. Ways and means should be worked out at local levels, if need be by involving the management, to provide hassle-free, prompt and efficient service to the customer. For this we have to shed the inherited ego and change to the corporate mindset without any problem because other Executives in identical organizations, take the PS Banks for example, are working to the tune of the customer. Utmost priority must be attached to this aspect because this is one area where our competitors outclass us by several miles. The Management must also spare time to simplify the procedures for service delivery at par with the private operator. It is but distressing that even after 9 long years of Corporate existence no discerning finger has been moved in this direction. It is best remembered that the days of procedural delays are gone by. Customer waits for not even the best if he is imposed with so many conditions. 

4. Quality telephone sets or the lack of them is one big unnerving issue before the customer. The L1 set is no more appealing to him. Huge fortunes are now being spent on purchase of low-quality instruments, the sight of which the customer hates. Several valuable suggestions on the subject have still not found the pleasure of the Management for some strange reason. The transformation of the unhappy customer to an irate disconnector is achieved when he is repeatedly supplied with shabby and oft-repaired instruments. We hope the Corporate Office will look up.     

5. The BSNL CO quite happily spent and continues to spend a huge fortune on AMC of NT Switches against objections raised by this Association, but somehow is negligently silent on the precious external plant. Today the mines of copper that the Company has are being neglected because we do not have any procedure in place for their upkeep and maintenance. Mere theories that the TMs have to maintain them do not yield practical results. This precious asset has to be protected by instructing and authorizing SSA heads to work out codally tenable tender systems for maintenance of the external plant.  Any further lapse in this direction will be more costly than we even anticipate.

6. It is but a pity that the Company is being treated as the milch cow by all the Governmental agencies and the local self-governments. They treat the BSNL as shabbily as possible and milk them by claiming huge amounts running into crores of rupees as reinstatement charges, service charges etc. They also do not have any hesitation in damaging our property during road-widening/construction etc. activities.  We believe that more co-ordination with the concerned Departments will relieve the problem to a great extent.
7. We also fear that a huge fortune will have to be coughed up as taxes on a recurring basis when the transfer of assets from the DOT to the BSNL materializes. We believe no one has yet taken cognizance of this fact. We request immediate intervention to redeem the situation.

8. The landline sector which contributes more than 70% appears to be unwittingly neglected by the Management by deciding that best talents are not required to man them. We have highlighted this aspect especially in the context of large landline churn due to customer dissatisfaction. We believe that this sector requires much better attention from the customer point of view than the AMC-maintained NT Switches. We hope necessary redeployment will take place immediately.
9. Provision of pre-paid connections in the fixed line sector is another subject that requires more attention from the Management.

What we have pointed out above is not exhaustive but only the tip of the ice-berg. Our only fervent appeal is that our members and the Management will have to combine together to work as a team to redeem the situation in the most earnest manner. We welcome aggressive marketing, Melas and the 100-day programme of the CMD for which we extend whole-hearted support. Together let us fight the battle so that the landline share does not go down any further.

II.1.2. LEASED LINES:
This can be termed as an unexplored fund mine because of the lack of focus or casual negligence of this sector. Regarding leased circuit business opportunity, TRAI in its 2007-08 annual report narrated

– “Leased circuits are and will remain a key component for economic growth of the country. They are crucial building blocks for e-business, e-governance, internet access, BPO & IT industry. They are used by business & other organization that need high quality 24/7 links between their office or branches to run crucial applications. For remote workers accessing their office databases or applications, Business Process Outsourcing (BPO) or Knowledge Process Out sourcing(KPO) companies and business providing value added service to their customers for large private or Govt. organization enabling their subordinate offices to access their Head Office, these are lifeline. As per conservative estimates the aggregate DLC market (including VPN) would be Rs.3000 crore by 2008 & grow to 4500 crore by 2010”.

Leased Data service is a promising & lucrative business segment. These point to point data lines require one time investment with negligible maintenance. With huge quantity of underground cable and large nos. of MLLN data switches & NIB virtual nodes(for providing MPLS-VPN circuit) throughout the country. Big enterprises like banking, financial institutions, industrial houses etc. are potential customers for the same. Demand for data circuits is huge and ever growing. But it is an irony that in spite of having so much resource, being the monopolistic infrastructure provider, we could not exploit this segment properly. Newly born companies like TULIP etc. are eating out of our share in this business segment. A major problem area is our commercial activity. There is a huge gap between commercial processes and actual field processes. Lack of proper synchronization between different sections create unnecessary delay in providing data circuits. Due to poor coordination among different units a huge quantity of our revenue is pending or billing not done. These problems are reflected in the CAG report published in Dec ’08. Quotes from the CAG report (PA 9 of 2008) read thus:
“Revenue from leased line services of BSNL had grown at a relatively slow pace in the five year period from Rs. 349 crore in 2001-02 to Rs. 522 crore in 2006-07. Audit found leakages in revenue of over Rs 517 crore, including potential loss of revenue, delays in billing and accumulation of out standings. This was mainly on account of delays in provision of leased circuits, lack of proper database on services & subscribers, incorrect application of tariff and allowing dues to accumulate over the years, especially from private parties. BSNL needs to take corrective & time bound measures to minimize and control revenue leakage. It needs to maintain complete & updated database, strengthen internal controls, improve co-ordination between different branches and between its circles, and monitor recoveries of outstanding bills. Computerizing all activities related to the leased line services would effectively support the company to ensure maximum output economically & effectively.” 

No effective action appears to have been taken on this report even after a gap of more than 7 months. We hope the Management will take note and act immediately and effectively. At the field level it should be the endeavour of every SSA to market the product with the due attention it deserves. A sinlge- window monitoring and complaint mechanism should be established in each SSA to ensure that the customer gets proper and prompt attention.
II.1.3. BROADBAND:

This is one sector which brings smile to the lips to every BSNL devotee, because we have grown by 75% during the last year and more than that increased our market share from 52% to 57%. But when we take a critical look at our performance during the year we have to admit that we have not put up our best performance. With no real worthy rivals in this field perhaps we should have performed much better. The target of 20 million fixed by the Government by the end of 2010 means that the market has to grow by another 13.5 millions in the next 6 months. And the expectation from BSNL would be another 8 million which puts our target at 1.35 million per month, which definitely should not be thought beyond us. The growth registered during the last year was highest in NE-II (166%) followed by NE-I(144%) & WB(137%) circles, which automatically sets the target for other Circles to grow to such extents or even beyond that. We are sure they will pick up the challenge in the right earnest. The host of problems accompanying the Multi-Play Project have been sorted out by now, though there is no denying the fact that there still exist a lot of unfriendliness to the customer vis- a-vis  his requirements, billing etc. Problems or no problems we cannot subsist without our bread and butter.
II.I.4. Wi-MAX:

 Having obtained the spectrum in Aug 08, making us the market leaders, the opportunity is wasted through the never-ending tender problems after making ambitious forays. With our competitors getting fully ready in all respects to provide this strategic service, it is only a matter of time before they overtake us in this crucial segment once Spectrum is allotted to them and that is expected in the nearest future. Thus for all purposes we will be heavily losing on the great advantage of offering us Spectrum at the first instance and on a platter. 

II.1.5. IPTV, VOD, GOD etc:

 We doubt whether these products have been launched with an intelligent and honest market sense. They have not been launched on a pan-India basis although we could be market leaders capable of exploiting the early bird advantage. But we still seem to be searching for the worm. We do not really have very good reports on these from places where they have been put in place. It is definitely a matter of real concern that all the products that we launch are facing huge teething problems that drive the customer away. We hope the Management will take note.   

II.1.6 WLL:

The product was perhaps launched to cover for the non-feasible areas where the landline could not reach the customer. With so many technologies on trial, finally we have settled for 2001X which suits our system quite suitably and has more or less stabilized with better acceptability. But then again the handset problems and SMPS problems haunting the field we, as usual could not capitalize on the advantage. While the competitors are very keen to provide very attractive and pleasing handsets we choose the opposite route making the customer more reluctant to accept our services. We also have ‘n’ number of vendors all with non-compatible sets and SMPSs. Customers totally dislike the very sight of the heavy SMPS and want only attractive IFWTs with internal batteries. This is a very serious issue which has been repeatedly focused by us at the Corporate level. These are issues that require immediate attention. Stick to one or two good vendors. Make our product attractive.  Then we have takers. Else just blink and regret. We just can’t understand why the same mistake is being committed with every product, every time. Not surprisingly the growth in the sector was highest in Karnataka (43%) followed by NE-II(42%) & KolTD(41%) and the lowest growth circle in Haryana(-6%) followed by J&K (-3.75%) and Punjab (-2.85%).
II.1.7. It is high time that CDMA is not conservatively restricted to the Fixed line sector alone, while the competitors are going full strength in the mobile sector with 2001X technology. We have to come out of such orthodoxy and transact business as real businessmen do. THE CDMA coverage is to be expanded countrywide and serve both Fixed and mobile customers. We hope the Management is listening. Once things are put in place our members are expected to do much better.

II.1.8. EVDO, NIC Etc.:

Here again in the EVDO we have a pioneer product but restricted to a particular BTS or SDCA or Circle and of late Zonal roaming. It is slightly ambitious to market the product without all-India roaming. The initial customers are disappointed, with a device which otherwise would have done roaring business, because it is designed specifically for the roaming customer and not for the stationary one. Our rivals market their inferior products in the category NIC with much fanfare and publicity, while we remain unmoved with our own old methods refusing to change. However, we have discussed the issue of extending all India roaming with Director (wireless)/ BSNL board and have been assured of a very swift action in this direction. 
III. WIRELESS:

The performance of the wireless sector during the last year does not give us much encouragement, which means that we have to cover up the gaps and surge ahead this year. The table below is a pointer to which way each Circle is heading.
	Wireless & WLL

	Name of Circle
	Mar-08
	Mar-09
	 
	% Growth

	AN
	57846
	79682
	 
	37.75%

	AP
	2471074
	3431448
	 
	38.86%

	ASSAM
	918680
	973106
	 
	5.92%

	BIHAR
	1263367
	2185500
	 
	72.99%

	CHENNAI
	982380
	1125970
	 
	14.62%

	CHTTISGHAR
	701032
	926922
	 
	32.22%

	GUJRAT
	2251183
	2646288
	 
	17.55%

	H.P
	637096
	911206
	 
	43.02%

	HARYANA
	1336768
	1720975
	 
	28.74%

	J&K
	922082
	930683
	 
	0.93%

	JARKAND
	640229
	844101
	 
	31.84%

	KARNATAKA
	2085432
	2743511
	 
	31.56%

	KERALA
	2669643
	3090388
	 
	15.76%

	KOLKOTTA
	1055187
	1573896
	 
	49.16%

	M.P
	1654567
	2207724
	 
	33.43%

	MAHARASHTRA
	3598078
	4071576
	 
	13.16%

	N.E I
	315614
	361927
	 
	14.67%

	NE.II
	394367
	407362
	 
	3.30%

	ORISSA
	1174997
	1609081
	 
	36.94%

	PUNJAB
	2019720
	2896302
	 
	43.40%

	RAJASTAN
	2539357
	3240641
	 
	27.62%

	T.N
	2808102
	3490931
	 
	24.32%

	U.P(E)
	4573728
	6093491
	 
	33.23%

	U.P(W)
	1530255
	1830665
	 
	19.63%

	UTTARANCHAL
	685565
	819398
	 
	19.52%

	W.B
	1503169
	1931460
	 
	28.49%

	Total
	40789518
	52144234
	 
	27.84%


This has to be viewed against the backdrop of the targets set for the current year. What we look at is a growth by more than 70%, which means that no Circle except Bihar qualifies the mark. When you take the figures of Mobile alone the figures vary but very slightly from the above; the highest growth was in Bihar-81%, followed by Kol TD- 50%, Punjab-45% & HP-44%. This again means that Bihar should continue in the same or better vein and the other 25 Circles, not excluding one, should spend sleepless nights and yet achieve the target. As discussed earlier the figures, so far are not encouraging at all. With hardly around 13 lakh connections provided during Apr& May together, the backlog for the two months is 5 million, which means that this sector has to receive an unprecedented fillip. Operational problems have to be sorted out, marketing strategies worked out and the assault launched without any delay. We understand that the marketing strategies of the Company lack the punch and fail to hit the target population. BSNL mobile has lost the acceptability that it once had, mainly because the capacity crunch drove the customers away from the BSNL to its rivals. This means that our responsibility is more than doubled. Along with the Management we have to work hand in hand to realize the goal so that we are not totally thrown out of the market. Today BSNL mobile has become the old man’s or the poor man’s mobile. This image has to undergo a sea change. Schemes attractive to the youth have to be launched with the right marketing mix. Paying one ‘Deepika’ alone, we feel is not the right marketing strategy. It simply doesn’t serve the purpose but helps only to waste the scarce resources. We believe professional help of the highest order is required. We are not even averse to taking external help to fill this great gap. But the economics has to be worked out in relation to the returns. 
2. It need not be forgotten at this stage that we have managed to drive away our precious Corporate customers with our conservative rule-minded methods. With the hassles and the procedures, no customer is willing to endure whatever rules we quote. We should be willing to extend our help, our hard work in this direction. But the Management has to really work and find ways and means to be as customer-friendly or even more than the competitors. You get a private SIM in any pan shop. But the customer is driven from pillar to post with photographs and documents and this and that. We should even arrange for the photographs at the spot itself at the CSC or at the franchisee which, we feel is no tall proposition at all. The CSC staff themselves should take the responsibility of filling the required forms instead of throwing the customer out quoting a spelling mistake here or there. These and much much more have to be done, though the space does not permit us to write volumes on this.

3. The Franchisee/DSA/ retailer have to be expanded to cover even the remotest village. In fact he should be available wherever the customer comes out of his home. Or even better he should go the customer premises. At present the observation is that these people are more eager to sell the product of the private operator than of BSNL. He should be made more accountable with targets in each BSNL product including landline with incentives for attaining high volume of business.
4. It is quite disturbing to note that whenever one new product which has public appeal is launched by BSNL, we do not have sufficient quantity to sell again driving the customer away to our competitors. The case of student Suvidha is an example. It is our practice to arouse customer appetite and then tell him that the food is at the next door.
III.3. 3G and Blackberry:  The 3G was a product launched with much fanfare and so much expectation – but failed to take off in spite of no competition in the market. Therefore perhaps our ailment is not competition. But something very different – no determination to utilize the opportunities, handed on a platter, no marketing strategy worth the name. Why otherwise   does our achievement in the sector range from a mere 22 in Jharkand to the highest of 541 in UP(E). Indeed dismal isn’t it? Again the early bird advantage wasted, where as other competitors would have utilised such opportunities to emerge as unbeatable market leaders. The story of blackberry is still worse. High time to correct all these infirmities and start working, working very hard indeed!

III.4. Other diversifications: BSNL has already started Managed Network Service (MNS) and tie-up with CISCO & TRIMAX to provide MNS throughout the country to provide end to end services for our Enterprising Business Customers and SME Segment. We also tied up with PCCW Hong Kong and Cable & Wireless to provide international MPLS VPN connectivity and we have already established point of contacts (our NNI) with PCCW in Singapore, London and with Cable and Wireless getting commissioned very soon, We hope we should be able to provide international VPN to our customers.  

III.5. BSNL is also exploring international market to have international presence, though initially there may not be profitability and we may have to wait for 5 to 7 years to have profitability but then that is required for our growth. The Management is also planning some other new business like external projects on the civil side, sharing of infrastructure and Bandwidth as other sources of revenue.

IV. GENERAL:
1. Today the billing and bill delivery system calls for a total revamp. It need not be reiterated that several customers are lost by faulty billing methods. The customer doesn’t get any benefit even at the bill counter or office. Much less does he have the time to travel to different offices and counters even to pay the bill. But disconnections are so prompt that he rarely realizes that. And even by the time he understands he is not aware of the reasons for it. Mechanisms have to be developed to serve the bill in person, sort out any problems without taking him to the office or the counter and to convince the reason for disconnection if it cannot be avoided altogether. In all cases the customer should get sufficient time before any disconnection. The delivery and service mechanisms through franchisees/ our own TMs etc. may be worked out because such systems should not cost the Company any extra penny as amount is already being paid to post offices etc. without guarantee of delivery. The same method can be utilized to collect arrears. Net banking for high-paying customers also has to be established for easy remittances.

2. The Marketing strategy requires a thorough revamp. We need professional help. This Association will support the Management in any of its purposeful attempts to professionalise the same. Hunting for the best brand ambassador is a waste of money as experience teaches. Look at Vodafone. Its brand ambassador is a lifeless puppy which doesn’t even need dog biscuits, but one with real energy and delivering results. We are not against outsourcing the entire marketing sector, if it helps the Company’s growth. We feel that with the present expenditure we will get thorough professional help. In this regard, our suggestion to the CMD to recruit marketing professionals from outside at DGM and GM level has been accepted and about 240 DGMs are being recruited. However, there is stiff resistance from certain quarters as regards recruitment of marketing professionals at GM level.  
3. We hear that there is a thinking to expand the retail chain. But we feel mere expansion cannot do the trick. Expansion with real incentives to fetch us more business than the others is really what will help. The contractors and franchisees of BSNL themselves work as if they are Government employees, whereas with the private operators they work as slaves. This cannot be carried on further. This is fundamentally because of the complete lack of involvement of our field staff in monitoring their activities. On the other hand, the field staff of our competitors is constantly monitoring every activity regarding sales of their products. There is unprecedented persuasiveness on their part because their career growth depends on their real performance. In fact, in our case, the franchisee chases our field staff whereas reverse is taking place in case of our competitors.
4. Off-the shelf quality material lacks wherever the business grows. We do not either have the material or come out with unwanted and unwelcome ones whenever there is demand. Take the case of FWTs, EPBTs, Modems and there are so many others to name. The L1 product is usually the most inferior and does not suit the present customer, who hates even the sight of it. We have to think about something other than the L1 product. We have so much QA, AT etc. but still come out only with the unwanted product. Will the Management please look up and amend the rules for the transparent purchase of well-known quality products from the market. It refurbishes our image and attracts more and more customers even of the high –paying class, which is at present not interested in BSNL. Yes, we require a change in the image which is created by both tangible and intangible products.

5. The endless tendering process delays the product. We are not present in the market at the right time and precious business is lost. Again the process needs a re look and a re do and that too fast enough because we are looking at faster delivery.

6. Rules and procedures, even after nine years of endless clamour, remain the very same, completely unsuited for any business. Unless we address these issues first perhaps we will sink with the rules.

7. Although a huge sum stacked in the USO Fund, without channels for spending, we are compelled to meet the social obligations without any compensation. The loss we incur on account of social obligations especially in the rural sector should be compensated from the fund. More than that in spite of being the only operator which meets the rural obligation, with none other catering to the rural poor man’s needs, we are also charged with 5% of the AGR just like others for the USO Fund. We should definitely be exempted from the levy for meeting all social obligations and Government requirements

V.  REVENUE AND PROFIT:

As pointed out earlier market share and expansions are important but more important is the need to increase the revenue and profitability. We have seen that the income of the Company was the highest in 2005-06 when it was Rs. 40,000 crores and from there the decline started and today it stands at around Rs. 29,000 crores. And this is a real reason for worry. Similarly profits were highest in 2004-05 with a figure of Rs.10,000 crores. This has declined steeply and steadily. This year’s operating profit is just around Rs. 100 crores, which means that we have almost hit the red lines at least as far as the operating profit is concerned. This may not startle us because we were expecting the worst. But the tremors have to be felt. The ground on which we stand is shaking- and shaking hard enough to toss us off the feet. That is where the real concern should be which makes us sit up and think. In spite of customer growth our revenue has fallen by 10% from 07-08. The wired line revenue declined by around 12%, and the cellular     revenue declined by 4%, in spite of the addition of 10.5 million connections. Let us explore all the possibilities. A recent study points out that most customers especially high paying ones want not the lowest plan but quality of service.  

1. INCREASING THE REVENUE FROM THE MARKET:
As we have been thinking so far that it may not exactly be the sole strategy to earn more money from the market by growing in the market share and diversification of the products. With the competition becoming intense and the market dynamics pulling down the tariffs the forays in this direction may be hard to come by. The market can help us in other ways also. So far BSNL does not give much importance to the high-yielding cream customers except the verbosity going around. We are definitely catering to the poor man’s market and that should without doubt continue. But there is no harm in targeting the precious Corporate Customers. However they are not attracted by the innumerable hassles and the great delay in service delivery. They want things to happen fast. But perhaps the only thing that is happening in BSNL at present, without anyone even noticing it, is disconnections in which we beat all others by several miles. The high bracket customer needs just the opposite. He has to be attracted into the fold with a highly professional customer management. His wishes and requirements have to be ascertained and total solutions catering to his demands have to be placed before him and served to him at a reasonable and competitive cost. He hates our rules and please don’t quote them to him. He doesn’t want to come to our doorsteps and run from pillar to post with folded hands. These are pre-2000 stories. It will now be very difficult to win him back because we have already shut the doors on him quoting umpteen rules. Let us be practical and professional. The Management has to chalk out and streamline hassle-free methods to serve him to his desire to win him over and keeping him with us by prompt service delivery and after-sales service. Even big Government businesses including the Railways, some defence establishments, most of the PSUs etc have moved out from us. Real frontline efforts are required to bring them back to our fold. 

2. INTERNAL PROCESSES:
2.1. Own your Company: This is one slogan that each employee of the company should take to his heart. This means that he is eager for the upkeep and welfare of the Company many times at huge losses to his personal self just as it happens in a good family. Every member is interested mainly in the benefits to the family as a whole. BSNL is one such large family which should belong to us all from the CMD to the last Gr. D. Every action should be prompted by this thought of possessing the Company and this should not be superfluous but must come from within the hearts. This feeling should emanate at the top and percolate to the bottom. It is easy to philosophize but hard to practice.  But now we have to go the hard way. This feeling of ownership will motivate all other actions including growth of the Company and self-imposed financial discipline. Such self-imposed discipline can work wonders when one acts and spends as in a family. Carrot and stick is not the best policy but owning the Company is definitely the best.

2.2 Accountability: Even though so much has been said on the subject, nothing so far has been done. It is high time that the heads of Circles and SSAs are accountable for their acts of commission and omission. We have seen that only seven Circles have made profit during the past year. As per the tentative figures available, Circles making profit are Chennai Telephones-56 Crore, J&K- 34 crore, Karnataka- 324 Crore, Kerala- 562 crores,  Orissa- 23 crore, Rajasthan- 8.5 crore & Haryana - 29 lakhs. We also know that 10 Circles contribute to 80% of the revenue. What about the rest are they simply allowed to rest and relax enjoying the benefits of the hard working units. Are they called upon to explain for their lack of performance? Sadly, no, and this sorry state of affairs continues, with no one taking care.

2.3. We are in the business of Communications and we provide total Telecom solutions to the customers. But our internal processes are still so rugged. We are spending Rs. 32 crores to the BCG, another Rs. 500 to 1000 crores on ERP, CDR-billing etc. But it is a pity that we still travel and travel too much for transacting our internal business.  We have not thought out and worked out the method of video conferencing for our internal meetings and if we are not able to develop the required system we are not worth our name. The amount, time, money and physical exhaustion that is being put in on this account is too much. The amount that we pay the Airlines and the fuel that we save is a good source of revenue for us. This is time that we save our resources and the physical well-being definitely gives us the extra energy to greatly increase our output. Let the new beginning start with the HOCC Meeting and from there let it spread downwards. Physical movements should be restricted to the minimum possible only where physical presence is absolutely required. 

2.4. Utilizing our own buildings to the maximum and vacating rented buildings is another source for reducing the operating expenditure. We have our own buildings and assets which none other has. Optimum utilization of the available space without any stringency does not harm us in any way. We should start the process immediately. There are a lot of unused quarters and many more are expected to be vacated shortly. Process should be worked out to let these out to other PSUs/ Central/State Govt. agencies at reasonable market price to earn huge revenue for us.

2.5. Huge quantity of unwanted material is at present hoarded in all types of BSNL Buildings for years together. Scrapping these items on priority to earn huge revenue and save valuable space should be started by all units. A model scrapping Mela conducted in Ernakulam SSA Kerala in 07-08 in which all concerned officers of the Engg, Finance and electrical wings were present across the table,  with all required documents and Form-B , Form –C, ACE-9 etc. generated electronically, ensured scrapping of obsolete items worth 56 crores in 5 days. The disposal of the items so far have earned a revenue of more than 6 crores with around 5 crore on the way.

2.6. At present huge sums are being paid by BSNL to the Electricity Boards towards consumption charges. Energy audits are required in each Circle to minimise the consumption apart from personal attention on turning off electrical items when they are not required. The consumption after such energy audits and implementation of their recommendation has been observed to be reduced drastically. The EBs are at present squeezing us by charging Commercial tariff even though we are eligible for industrial tariff as per Supreme Court directives. The BSNL CO should take steps, legal if necessary, to ensure that this directive is enforced on the EBs. The savings that will accrue will be quite substantial. And remember these are recurring charges.  

2.7. BSNL MRS: Definitely this scheme is the only such in any Company. The bold step of the Management is also well appreciated. But the way it is presently implemented results in huge revenue loss to the BSNL without any benefit to the employee. The scheme is also manipulated in several ways. Instead of making the process all this cumbersome by empanelling the hospitals and so many other accompanying formalities, it can be simplified in so many ways. Properly implemented insurance scheme is one method. Even better, it would be advisable to stop the empanelling process altogether and permitting the employee to take treatment from recognized and reputed  hospitals with a ceiling for each type of treatment based on CGHS rates or other rates fixed in consultation with the Unions/Associations. This will greatly benefit the genuine cases and reduce the expenditure greatly. Also corrupt practices on this front will be checked and eliminated.     

2.8. Perhaps we are the only PSU upon which all the Government procedures are thrust and we carry them on faithfully and uncompromisingly incurring huge losses to the Company. We are required to hire security and watch men only from the Ex-servicemen category incurring thousands of crores in the process. We are a business Company. All market needs have to be met by the tendering process from the market. Why there is restriction on BSNL alone to hire Ex-servicemen only, when all other PSUs, including banks hire from the open market. This cannot be allowed to continue. Or if at all the government insists for the same we have to be compensated for meeting this social requirement. Else the responsibility should be equally distributed to all other PSUs/ Government establishments and we will meet our share, say 5% of our requirements. This has to be settled with the concerned authorities immediately, because we ourselves are almost in the red. 

2.9. Corruption at all levels is a cancer that eats away the Company. We have to be very vigilant against corruption of all sorts at all levels. The members of the Association should take up the responsibility of exposing corruption and rooting it out completely from higher levels, from our own members, if any, and even from lower levels. We, no more can afford to tolerate corruption. And this should get the highest priority.

2.10. Sharing of infrastructure and bandwidth: the BSNL CO has already chalked out strategies to increase the revenue by sharing of infrastructure and bandwidth. If this really helps we will have to take a positive stand. Dogmas and doctrines do not help. Reality is what matters. Let us look at things from that angle.

2.11. The system of empanelling of contractors for various jobs including Civil works reduces the competition, helps in formation of cartels, substantially increases the cost, reduces the quality of the job and increases the time lag of the jobs. Proper study and revision of the process in various contract jobs may be though out and carried out.  

VI. OTHER MATTERS OF IMPORTANCE AND INTEREST:

We had decided to concentrate in this meeting on matters regarding the prospects of our Company both financial and business related, particularly at a stage when our Company is passing through an all time difficult period. We shall therefore be very briefly dealing with other matters of career importance which we feel should take a secondary priority for the time being for reasons best known to all of us. 

1. PAY REVISION FOR EXECUTIVES: 

This was one issue on which we had devoted so much attention that the results were also rewarding enough. We had left no door unknocked in the process of securing satisfactory pay scales for the Executives in BSNL. We had very convincing interactions with the 2nd PRC so much so that we were included in the top most categories of PSUs, A+, by the Committee headed by Justice M.J.Rao. Subsequent developments at the Group of Secretaries’ level, however, considerably diluted the recommendations of the 2nd PRC. Yet, finally, we got the pay scales which, keeping in view the massive size of the organization, and the dwindling financial position of the Company, are generally satisfactory. We had to thereafter intensely struggle with the BSNL Management to get the decisions of the govt. implemented. BSNL Management tried its level best to deny us the fixation and other benefits. We had to take to the streets to get the decisions of the Govt. implemented for fixation, pay scales etc. 

We are yet to get the additional DA neutralization factor of 9.7% which will take our present DA from 68.8% to 78.5%.  It is of great importance here to put on record the valiant and brave efforts put up by the Oil Sector Companies, particularly the IOC and ONGC. These brave Comrades faced the brunt of unwarranted criticism from a hostile press and the undemocratic and brutal assault of the concerned. And more than that, the dismissals and suspensions after threats of arrests were deplorable. No Association worth its salt would fail to stand up in applause of these valiant warriors who were victimized and humiliated in all sorts by the concerned. Yet, what is commendable is that the valiant struggle of the heroes of the Oil Sector, particularly GAIL, ONGC and Oil India yielded fantastic results in the formation of a committee of Group of Ministers by the Government to review the decisions of the Govt. on the recommendations of 2nd PRC. And the group of Ministers decided to increase DA from 68.8% to 78.5% from 1.1.2007, and grant of risk pay risk pay according to the categorization made by the 2nd PRC. This was the superb outcome of the great struggle launched by our friends from the Oil Sector. The Forum in defence of CPSUs constituted with a view to further strengthen the unity of executives of strategic CPSUs held a rally at Delhi and submitted a memorandum to Ho’nble PM urging upon him to rescind the vindictive actions taken by the Oil Ministry. Some relief could be observed when the dismissal of three leading activists of ONGC was converted into suspension. But, still many vindictive actions continue to remain in force.

  Our pleas for getting equivalent of E2 and E3 pay scales for JTOs and SDEs were not agreed to by the BSNL Management. However, we are pursuing E1A and E2A pay scales approved by the BSNL board for JTOs and SDEs which is under consideration of DOT. 

2. Gr A R/R s: 
Finalization of Gr A RRs was an issue on which we have had been straining our nerves like anything for quite sometime. Even though the joint committee constituted by BSNL Management to review its earlier decisions Gr A RRs submitted its report more than a year before, yet BSNL board continued to delay taking final decisions on the report of the joint committee, even after its approval by the Management Committee of BSNL more than six months before. There was some reluctance in the BSNL Board on certain aspects of the decisions taken by Management Committee of BSNL. However, finally the BSNL board has approved Gr A RRs in its meeting on 13 th Jun09. In the intervening time we had to plead extremely hard on  numerous occasions with the CMD and Director(HRD) to get Gr A RRs approved by BSNL board. Even though we are yet to know the exact details of what has been finally approved by the Board, we have, however, been consistently assured by Director(HRD) that there is no major deviation in the understanding that was reached in the joint committee. With this important breakthrough, we shall be optimistically looking forward to faster vertical career growth on regular basis to STS and JAG onwards. With this breakthrough, we have succeeded in eliminating JTS level and also ensured seniority integration between MTs and those promoted on the basis of STS seniority at JAG level in the ratio of 1:1. However, we shall have to remain extremely alert and watchful in what manner and way these RRs are actually implemented

3. DPCs AND PROMOTIONS: 

2056 JTOs have been promoted to SDEs on the seniority quota. There is a hold up in the DPC from SDE to adhoc STS due to stay granted by Hon’ble high Court of J&K. Recruitment process for 3945 JTOs is progressing fast. ‘IT’ has also been introduced for the first time as an eligible qualification on the intervention of the Association.  

4. REFERENDUM: 

The Association has been demanding for long for a referendum for the Executives to determine the majority Association in BSNL. The Management has finally decided to go ahead and formed a Committee to chalk out the formalities for the referendum. We have already addressed the Committee on the subject. We will conduct further interactions with them on the subject. In the meanwhile we have no doubt about the great strength of our Association. We advise our activists and grass root members not to be in any state of complacency on this important issue. In fact, we must start gearing up in full strength to face this challenging task. This Association formed during the British Rule in 1946 has built up the strength and militancy that even non-executive unions find hard to match. Such an Association built up on the strength of all-inclusive ideology cannot be allowed to be weakened by any one on any flimsy considerations. Our greatest strength lies in the fact that we have all along functioned on democratic lines and are completely free from considerations of caste, creed and color. We shall have to build our unity and strength by stressing and reiterating the formidable and unshakeable principles which form the very basis of the foundation of this great Association and on which this Association has faced the greatest of great challenges from times immemorial with unprecedented commitment and resolution. 
5. ACR REPLACED BY APAR:
The present system of Annual Confidential Reports has been replaced by Annual Performance Assessment Report (APAR) w.e.f. 01.04.09 by the Ministry of Personnel, Public Grievances and Pensions by its order dt 14th May 09. according to the new instructions on the subject, the full APAR including the overall grade and assessment of integrity shall be communicated to the officer, who will be given the opportunity to explain his stand in case of disagreement (s) on any part of the report. This is a significant gain as far as the transparency of such reports is concerned.
6. ISSUES RELATED TO CIVIL/ELECTRICAL/ARCH/TF WINGS:


The Assn held a number of discussions with PGM(BW), PGM(Elect), GM(Arch), Chairman and other members of the ACP committee regarding a) 1st ACP for Civil/Electrical/Arch/TF wings b) promotion and transfers in different cadres c) announcement of results of Departmental exam in simple accounts code, departmental qualifying exam for SDE/AEE and competitive exam (LDCE) for JTO to SDE. The details are furnished below.

6.1.
ACP issue: Association submitted its views on ACP Scheme to the Chairman Sh. Pradeep Nagpal, GM(SP) and other members of the ACP Committee on 10.02.09. Meanwhile based on the directions of Hon. Kerala and Madras High Courts verdict, BSNL decided to implement the ACP scheme in the revised pay scales in the case of Stenographers. We have been assured by the management that the order issued in respect of stenographers will be extended uniformly for other cadres also.
6.2.
Promotion from JTO(C/E) to SDE(C/E):

a)  
Seniority list of 632 JTO (Electrical) recruited up to 2001 year published vide No.1-32/ EW/2006 dated 29.04.2009. 

b) 
JTO(C) to SDE(C) promotion orders have been issued for 61 JTOs vide No. 2-2/2009/Dy. M (BW-II)Pt. dated 03.06.2009.

c) 
ACRs (2004-05 to 2008-09) and VC called for JTO(E) to SDE(E) promotion for 55 JTOs under seniority quota vide No. 2-14/2009-Elect. dated 21.05.09.

6.3.
Results of different examinations: 

a)  
Results of departmental exam in simple accounts code for JTO (Elect/Civil), held on 31-08-2008 was announced vide 44-2/2008-DE dated 14.01.09.  13 JTOs cleared the examination.

b) 
The results of the much delayed departmental qualifying exam (Accounts examination) held on 24.07.2008 for SDE/AEE (C/E) were announced on 18.06.2009 for 91 executives. 

c) 
The results of the competitive examination (LDCE) for JTO (C/E) to SDE (C/E) are almost ready and will be announced shortly.

d)
The accounts examination will be shortly replaced by training module in future. This was accomplished after prolonged pursuance by the Assn.   For SDE, the training will be held at ALTTC and the training pattern is finalized. For the JTOs the training will be held at RTTC, Nagpur and the training pattern is expected to be finalized soon.
The six months that have gone by on the career front was definitely one of substantial gains, worked out on the strength, on the banner of this Association, in so much so that almost all of our pending issues have been resolved to our satisfaction not without hard work but having put our best foot forward exerting the right pressure at the right place at the right time with the right strength. Satisfactory pay scales, most of the due promotions, recruitment of JTOs, and to top it all the most significant Gr. A R/R are just part of the success story. We have some more to resolve like 9.7% DA factor, perks on revised pay scale, EPF case of JTOs recruited in BSNL, ITS absorption etc. We have not shut our eyes on it . But as we have reported earlier we have decided to shift our priority to the survival of this Company for the time being without sacrificing any of the pending issues. 

VI. CONCLUSION: 

It is on a pleasing note that we conclude this brief of the developments because the energy that we have been able to impart to this organization just by taking this bold step of attaching the greatest priority to the Company that feeds us and to which we all so dearly belong. What we have done in this direction is a purely conscientious decision that it is nothing but our duty to give the Company our due, as we have always tried to do. And if we have set a good example to the others then our joy doubles, because we feel and think that this bright example should spread its light, permeate through all the dark corners of this great BSNL and light it up with a rare freshness which breathes more and more energy- energy that is capable of racing it to the premier position in the Telecom business not only in the country but also in Asia, as our vision statement says. The vision is set. The mission is also defined, but has not so far been on track. Let this fresh energy that our movement imparts redraw the course and take it on the right track. We know that the CMD himself is very conscious of the efforts taken by this Association and we have seen his letter of appreciation to the Association on the growth front. It is also important that in the HOCC meeting held on 27th April 09 he again found it appropriate to appreciate and remind ‘SNEA has written that “the entire teams understand that business is evaluated in terms of revenue to be earned by BSNL and profits will be the deciding factor. Every new connection is appreciated. Every disconnection is questioned.  Every customer complaint is scrutinized and every feed back is analyzed. We are confident that with the backing & support, we have been receiving, Bangalore Telecom District will achieve much better results in the years to come”. But then, while humbly accepting his accolades, we know fully well that we do not do it for applause. This movement is totally from the heart. Bouquets or brickbats should not disturb us or distract us. We will carry on the right path and lead our Company on the right track. This is a commitment not only from all of us assembled here- but from each and every member of this Association and all others who love this Company. It is heartening that the brand survey of the Economic Times puts BSNL at no.19 in the most trusted brands in India. This is not enough, we know. We will move ahead without thinking about losses as setbacks but as opportunities- vacant lots on which to build new dreams. It is when we hit the bottom, that’s when we can start on our way up – with a brave heart.

With warm and fraternal greetings,

Comradely yours,

G L Jogi
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Comparison of Financial  Results



























Sheet1


						Total Income									Total Exp									PBT


			Circle			2007-08			2006-07			2005-06			2007-08			2006-07			2005-06			2007-08			2006-07			2005-06


			West Bengal			896.05			1001.56			931.61			1068.75			944.76			886.71			-172.70			56.80			44.90


			MP			1050.26			1363.36			1278.42			1213.47			1115.98			1053.37			-163.22			247.38			225.05


			Gujarat			1765.93			2045.00			2448.58			1906.40			1776.46			1879.57			-140.47			268.54			569.01


			Bihar			669.67			842.85			760.83			785.03			757.45			691.72			-115.36			85.40			69.12


			UP West			965.37			1073.05			1235.93			1022.33			923.86			934.12			-56.96			149.19			301.81


			AP			2552.43			2627.68			3149.86			2567.37			2416.30			2507.82			-14.94			211.38			642.04


			A&N			39.08			44.50			44.05			39.12			32.40			33.39			-0.05			12.10			10.65


			Himachal Pradesh			388.63			394.82			418.19			376.20			333.53			305.89			12.43			61.29			112.30


			Jharkhand			457.57			476.84			462.74			441.79			363.38			341.94			15.78			113.46			120.80


			Chhatisgarh			323.03			359.26			269.36			298.19			254.32			225.01			24.84			104.94			44.36


			NE-II			236.73			244.78			211.75			209.68			186.73			168.71			27.06			58.05			43.04


			Assam			609.92			698.22			610.36			582.77			508.20			461.25			27.15			190.02			149.10


			NE-I			248.67			269.39			184.43			217.79			191.06			177.04			30.89			78.33			7.39


			Kolkata TD			1175.60			1148.35			1389.02			1139.27			965.73			918.16			36.33			182.62			470.86


			Uttaranchal			380.48			455.73			306.36			343.11			278.56			241.87			37.37			177.17			64.49


			Orissa			687.01			773.90			760.83			633.62			576.82			539.61			53.39			197.08			221.22


			UP East			1844.94			1703.02			1745.84			1766.07			1535.61			1494.02			78.86			167.41			251.82


			Punjab			1369.54			1293.44			1483.18			1269.01			1187.28			1196.40			100.53			106.16			286.78


			Maharashtra			3507.77			3874.20			3880.44			3396.13			3109.66			3106.53			111.64			764.54			773.91


			Haryana			876.09			892.73			1032.60			752.25			679.53			660.48			123.83			213.20			372.12


			Tamilnadu			2706.98			2891.37			2864.86			2537.59			2320.44			2245.47			169.40			570.93			619.39


			Karnataka			2458.40			2848.51			2965.54			2214.33			2138.72			2148.41			244.07			709.79			817.13


			Rajasthan			1804.53			1731.70			1730.75			1535.40			1212.54			1178.55			269.13			519.16			552.20


			J&K			680.22			659.96			549.34			407.76			364.85			289.53			272.46			295.11			259.81


			Chennai			1341.63			1374.69			1439.76			1060.85			995.42			1011.91			280.78			379.27			427.85


			Kerala			3194.66			3040.69			2972.51			2387.31			2316.95			2073.39			807.35			723.74			899.13


			Others			5822.21			5585.49			5049.43			3464.83			3979.11			5136.18			2357.37			1606.38			-86.76


			Total			38053.40			39715.09			40176.58			33636.43			31465.65			31907.06			4416.97			8249.44			8269.52














Circle 2007-08 2006-072005-06 2007-08 2006-072005-06 2007-08 2006-07 2005-06


West Bengal 896.05 1001.56 931.61 1068.75 944.76 886.71 -172.70 56.80 44.90


MP 1050.26 1363.36 1278.42 1213.47 1115.98 1053.37 -163.22 247.38 225.05


Gujarat 1765.93 2045.00 2448.58 1906.40 1776.46 1879.57 -140.47 268.54 569.01


Bihar 669.67 842.85 760.83 785.03 757.45 691.72 -115.36 85.40 69.12


UP West 965.37 1073.05 1235.93 1022.33 923.86 934.12 -56.96 149.19 301.81


AP 2552.43 2627.68 3149.86 2567.37 2416.30 2507.82 -14.94 211.38 642.04


A&N 39.08 44.50 44.05 39.12 32.40 33.39 -0.05 12.10 10.65


Himachal Pradesh 388.63 394.82 418.19 376.20 333.53 305.89 12.43 61.29 112.30


Jharkhand 457.57 476.84 462.74 441.79 363.38 341.94 15.78 113.46 120.80


Chhatisgarh 323.03 359.26 269.36 298.19 254.32 225.01 24.84 104.94 44.36


NE-II 236.73 244.78 211.75 209.68 186.73 168.71 27.06 58.05 43.04


Assam 609.92 698.22 610.36 582.77 508.20 461.25 27.15 190.02 149.10


NE-I 248.67 269.39 184.43 217.79 191.06 177.04 30.89 78.33 7.39


Kolkata TD 1175.60 1148.35 1389.02 1139.27 965.73 918.16 36.33 182.62 470.86


Uttaranchal 380.48 455.73 306.36 343.11 278.56 241.87 37.37 177.17 64.49


Orissa 687.01 773.90 760.83 633.62 576.82 539.61 53.39 197.08 221.22


UP East 1844.94 1703.02 1745.84 1766.07 1535.61 1494.02 78.86 167.41 251.82


Punjab 1369.54 1293.44 1483.18 1269.01 1187.28 1196.40 100.53 106.16 286.78


Maharashtra 3507.77 3874.20 3880.44 3396.13 3109.66 3106.53 111.64 764.54 773.91


Haryana 876.09 892.73 1032.60 752.25 679.53 660.48 123.83 213.20 372.12


Tamilnadu 2706.98 2891.37 2864.86 2537.59 2320.44 2245.47 169.40 570.93 619.39


Karnataka 2458.40 2848.51 2965.54 2214.33 2138.72 2148.41 244.07 709.79 817.13


Rajasthan 1804.53 1731.70 1730.75 1535.40 1212.54 1178.55 269.13 519.16 552.20


J&K 680.22 659.96 549.34 407.76 364.85 289.53 272.46 295.11 259.81


Chennai 1341.63 1374.69 1439.76 1060.85 995.42 1011.91 280.78 379.27 427.85


Kerala 3194.66 3040.69 2972.51 2387.31 2316.95 2073.39 807.35 723.74 899.13


Others 5822.21 5585.49 5049.43 3464.83 3979.11 5136.18 2357.37 1606.38 -86.76


Total 38053.40 39715.09 40176.58 33636.43 31465.65 31907.06 4416.97 8249.44 8269.52
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