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BHARAT SANCHAR NIGAM LTD.

{A Government of Indfa Enterprises)

No. 5-1/2008— Restg, Dated: 10" October, 2008

Ta
CGMs of Territorial CieclesfCGM (MNTR)
Subject ; - Formation of Sales Unit in BSNL

Kindly recall the discussions held in the Heads of Circle Conference
whereln serious concern was taised by GMD regarding fall in BSMNL revenus due
to reduction in net addition of customer base. Our busingss strategy therefore
needs to be focussed towards acquisition of new customers in the areas of GSM,
WL, Broadband, PCOs and leased cireuits etc. o the present competitive
stenarle, & very strong zales promotion team is therefore utmost necessary to
push our products with the customers, In fact, our compeditors are using majorty
of their work force towards sales promotion. It has, therefore, been decided to
form a sales unit in each sircle by carving out the suitable staff to the extent of
20%, of the ayailable manpower strength, right up to the level of TOAS and phone
mechanics. The structure of sales unit shall be as foliows:-

2. Each Circle will fomm about 250-200 sales teams depending upon its size.
Thase sales teams will be formed in the $8As. Team leaders shall be of the
rank of JTOUSDEMSr. SDE. Each team !eader will have 4-8 teams which in turn
will consist of 4-6 members comprising of phone mechanics, TOAS, efc. The
responsibility of the team leader and his leams would be for selling of one of the
folowing products:

iy Latwling

i) Broadband
[iiy SOMA

iv} SEM Mobile
) PCOs

wi) Leased lines

Depending upon the business needs of an $SA, more than one team leader can
be asslgned to a given product or one tzam leader may be given responsibility
for more than one product. The team leaders will report to Asstt. General
Marager{Sales) who will be an STS level officer. 5-6 team leaders will report to
ae A,
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3 S58A Heads shall be responsible for the sales targets assigned o them.
They will In tum assign individual targets to the AGM and their team |eaders.
They will alse monitor the achlevernent of sales on daily basis and take
necessary corrective measures to achisve the target,

4. Atthe Clrcle level, there shall be 3 Business Heads who will be of the rank
of GM or DGM and who will directly report o the CGM. Each Business Head will

have a responsibility for a group of serviees and the groupings are detailed
helow:

Group | - GEM Maobile
Group Nl . Landline & Broadband
Group - COMA, PCO & Leased line services

5. The staff identified for the sales pramation shall be given 2 days training
Tor the type of the preduct which he will be reguired to handle.

. An incentive package for each of the sales team members is also being
wiorked out and will be communicaled later.

Immediate action may please be taken to forn the sales team in your

circle and to intimate the officers / staff identified for this new setup. A

compliance report gn the action taken may be sent to Sh. N.B. Singh, GM
{Sales), Comorate Office by 20" Qctober, 2008 positively.

S

{Gopal Das)
Director (HRD)
Copyto. -
1. CMD, BSNL
2 Lirector {Financa)/Director (C & MyDirector (Pig & NS¥Director (Ops.)
3, All PGMs and Gis in BSML C.0,
4. CGMs of all Units {Other than Temitorizl Circles and NTR}



