Seminar on  “Sustenance, Business Promotion and Revenue Growth of BSNL“  held at RGMTTC, Meenambakkam, Chennai on 17th September 2011


The well organized Seminar on  “Sustenance, Business Promotion and Revenue Growth of BSNL“ was held at RGMTTC, Meenambakkam, Chennai on 17/09/2011 in an inspiring  manner from 10:30 hrs to 17:30. . The open session was presided over by Com.Sundarakrishnan, Circle President. The open session was commenced with the welcome address by Com.V.Jayaraman, Circle Treasurer. Com. M.Gopinathan,  Circle Secretary presented the Key note address. The seminar was attended and addressed by Shri. Rajesh Wadhwa, Director(CFA), Shri. Major Md. Ashraf Khan, CGMT, TN Circle, Shri. B.V.Ramanamurthy, CGM STP, Com.G.L.Jogi, G.S, Com.W. Shesagiri Rao, Ex. President, Com.M.H.Gombi, AGS / CHQ, Com.H.Muthu, CHQ Treasurer, Com. R.Rajan, Joint Secretary (S) / CHQ and Com. A.Shanmugasundarajan, CS / CHTD . 

Shri.Kuppusamy, GM/STR, Shri.Thirunavukkarasu, GM Admin.&HR, Shri. C.V.Vinod, GM / S&M / CM,  Shri.D. Tamizhmani, Add. GM (HR), Shri.Ravi babu, Addl. GM, and Shri. Babu Srinivasa Rao, DGM / Principal RGMTTC were participated in the open session.

Circle office bearers, District Secretaries, Office bearers, Activists, Core Committee members and members of sister association & NE unions were also participated.

The deliberations in the seminar are as follows.  

Com.Sudarakrishnan, Circle President

· Action is to be taken for the growth of LL and BB and also to  improved the Quality of service by  field staff. Core group members have to play the prominent role.

· Southern circles contributed more than 1/3rd of total revenue. TN circle is  on of the leading revenue earning circle.

· Corporate office has to solve the problem of shortage of Drop wire, MLLN equipments / Modems, ADSL modems and PIJF cable 

 Com. Muthu, CHQ Treasurer

· The role of SNEA,TN and CHQ is commendable.

· Appreciation for TN, SNEA for core committee formation and implementation in the true sense.

· Lessons to be learnt from the history of Air India by the BSNL.

· Proper procurement policy to be in place for BSNL.

· No strategic care by Govt and top level management for the revival of BSNL.

Com. Rajan, JSS,CHQ

· Team work is the only key which is  required to overcome the present crisis.

· Message should reach the mddle level managers clearly and also to grass root level specifically.

· Role of each individual should be identified. Responsibility is collective.
· Core Group recommendations at the SSA level to be mainly implemented by Executives in co-ordination with the SSA administration. All Office bearers have to play major role for its effective implementation.
· CHQ and circle level issues will be taken care by the CS and GS.
Com. Gopinathan, Circle Secretary 

· Presented the key note address.

Com. Seshagiri Rao, Ex.President, SNEA 

· Efforts of the CWC Shillong to be implemented. Appreciated the TN SNEA efforts taken by the Circle secretary and Core Committee members.

· All the vital issues are addressed in Core Group recommendations.

· Without delivering our customers with Quality service, we cannot survive.

· We have to change our attitude and also work hard to regain the past glory. 

· We should strive hard to retain all benefits what we got by sustained struggle.

Shri.Ramanamurthy,CGM,STP 

· Appreciated the TN SNEA’s  efforts in respect of  compiling Core Group suggestions.

· All the vital issues are addressed in Core Group recommendations.

· We should strive hard to win customer’s confidence.

Shri.Mohmd.Ashraf Khan,CGM,TN Cicle 

· Good concept and relevant topic of seminar for today’s scenario.

· Appreciated the efforts taken by the  SNEA (I), TN and Core committee for the growth of  BSNL at all level.
· Popularize the STD at local rate concept from BSNL Land line to any landline phone within the Nation. Unfortunately Zero level is not yet opened for many customers quoting rules. If we want the customer’s concurrence, our staff should visit the sub office and get it. 
· Long duration Broad band scheme should be popularized. Virudhunagar SSA has collected Rs. 58 lakhs.

· Scrapped materials are to be auctioned.

· Concessional BB for employees to be propagated.

· Tower sharing business to be done at large scale.

· Some SSAs have taken initiatives which is o be followed by other SSAs.

· Decentralization of  Local exchanges for revenue growth.

· Land line / Broad band  faults are to be attended quickly.

· Personal touch is required for customer delight.

· Innovative thinking  required at all levels. All should plan properly
Shri. Rajesh Wadhwa, Director CFA 

· Seminar arranged at the right time and appreciated the wonderful gathering. The compilation of the suggestions are excellent and covered all areas. Appreciated the contents of the core Group booklet. I am touching some of the matters not finding place in the suggestions. 
· Positive thought process, rare opportunity to see everybody thinking in one direction to take BSNL forward. We are in the middle, we have no time left, this is the right time to take U turn and move towards the positive side.

· Total revenue fallen. Revenue under stress and declined due to many internal and external factors.

· Income from service revenue not grown much and also not fallen much. Rvenue income from deposit gone. Rate of interest is also low. We spent crores of money towards spectrum charges. Expenditure towards wage expenditure has grown. Expenditure must be controlled. No company can grow which is earning less revenue. We are having large capable work force with technical knowledge and experience. We should have long term thought process how to increase business.
· Timely planning for short, medium and long term business prospects.

· Two type of personalities – Spiritual personality and Intellectual personality. Higher level of intellectual, commitment to the task and hard work are inherent qualities of the Southern state people. Negative thought process to be stopped. Selfless Seva  or Selfless service to be extended ie. Selfless Service creating the thought of Seva to the customer care. Add positive approach for our own benefit and the benefit of the Company.
· Aggressive implementation of products is to be done.  

· Grown with monopoly environment and it will be difficult to do business in competitive environment. Prioritize our focus area and must stop the blame game. Each one is having the capacity  of doing something without depending on others. For immediate results we have to do.

· Customer delight is the important mantra to be followed.

· We have to maximise our output with the available resources.

· Sufficient Quantity  of cables are available in some Circles / SSAs  which shall be diverted on top priority to the needy areas. 5 to 6 crores of cable pair is available but we are having only 2.5 crores working indicators. Due to litigation  Purchase order not place. Now court case is over hence PO placed. Utilization of existing cable/asset for maximization of profit.

· We are having 6 lakhs route K.M of  OFC cable. No other operator has more than 1/4th of our OFC  cable route. We have abundant bandwidth which is to be used for customer acquisition. The possibility of selling the bandwidth to be explored.

· ARPU to be increased from the existing asset. Reducing the LL tariff cannot improve the revenue. We have to increase at least 40 % of subscriber base. Land line to land line calls are only 8%. Local charges for STD call from BSNL LL to any LL scheme to be popularised for revenue growth. Zero level to opened in local exchanges for all subscriber for better utilization of STD.
· TAX NMS to be properly utilized to monitor the working condition of local exchanges in addition to NMS. By monitoring local exchanges and attending faulty cards / Battery or Power plant / earthing problems CCR can be improved. Improvement in  CCR will automatically leads to revenue growth. Lot of TAX capacity is available.
· Lot of Towers are available which can be shared.

· Wire line service challenged by Wireless service. Wire line BB service is also challenged by Wire less BB service. To over come non availability of DSLAM ports, 1.6 mn NG BB ports ordered. Regarding CPEs ADSL modems, prices fallen suddenly and technology gone to advanced level hence not ordered. Action is being taken.
· BB is the breadwinner for us and priority to be given for rectifying the faults. The field level staff to be trained for attending the BB complaints. Implementation of Motive Software for increasing the BB efficiency.

· Broad band connections are working well, but if goes faulty the customer has to run from pillar to post for rectification. In abroad 90% of the problems are solved over phone. Call centre is to be up graded and Field staff are to be properly trained.

· If every one brings one BB connection in each week then all the losses of BSNL can be wiped out. All should behave like marketing agents.

· Buildings to be utilized properly.  Internet Data Centre will be popular in future. Space and Electricity will be provided by us.Vendor will install and utilize. We will get 25% to 285 revenue share. After two years the Internet Data Centre (IDC) will bring more revenue to us. IDC is being installed at six places. These Six IDCs will work as Clouds. We are the one having Cloud computing. Bandwdth to be purchased from vendor but access will be through our NW.

· NGN network is being installed in BSNL.

· Accurate statistics from Accounts wing is required for taking proper business decision.

· Segment by segment analysis is required. Collective thoughts and positive resonance can also  make BSNL profitable.

Com. G.L.Jogi,GS 

· Trade unions and Associations has to recognize its strength in reviving an organization. SNEA (I), TN  has taken a very leading role and concrete steps in reviving BSNL, which is yielding results. Aggressive interaction is now delivering yields.

· BSNL is bleeding due wrong policies of Govt. Trade unions and Associations in BSNL are weak in opposing the Govt. policies. CDMA national roaming was allowed to private operators. Airtel was allowed to offer 3G service in MP without having 3G  license. Consistent policy violation by private operators. Rural service losses ( App. 10,000 cr to 15,000 cr ) to be compensated by Govt. Trade unions role is very important in revival of BSNL. Trade unions should focus on revival of growth rather than on petty issues. BSNL can’t come out without addressing policy violations.

· No company can be revived by implementing VRS. This pschycological trauma to be corrected. The revenue growth can only revive the company. Having 100% stake of the company the Govt. can’t kill the company.
· The role of CGMT, TN circle is commendable in transformation of TN circle. Management should have pragmatic thinking.. TN circle is having logical conclusion hence it can come out of red. TN circle is the role model for joint functioning of Management and Association (SNEA) with motivation in one direction. Don’t look back, move forward.
·  We do not have prudent Investment and financial management.

· The priority of tasks in front of us is

· To attack the wrong policies of the Govt. and BSNL

· Internal transformation of attitude and also towards customer interface.

· Active participation and interaction.
