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Dated 05.05.2009
To,

Shri Kuldeep Goyal

CMD BSNL

New Delhi - 110001

Subject : Marketing needs to be done on commercial lines-reg. 

Respected Sir,

We would like to draw your kind attention to the present system of marketing in BSNL which needs a change. The following suggestions are submitted for your kind consideration please : 
Present scenario : BSNL products for sale, banners as well as publicity materials are collected by the field units from the SSA head quarter. The marketing team has no assessment about the requirement of the CSCs. Most of the CSCs are away from the SSA headquarters. This resulted considerable delay and wasting of man power. To overcome from this situation, the distribution work needs to be taken up by the marketing section team in the present scenario. This facilitates the team :
1) To know the requirement of the concerned CSC. The team can review the flow of the customer and their requirement and if necessary rearrangement of the non-moving items from this CSC. 

2) The team can collect the sale products for which the stock is made over to the CSC. 

3) The advertisement material can be handed over to the CSC and should also be monitored about its display. 

4) The marketing team (Sales team) can also distribute the stock to the concerned DSC and the relation with DSCs can be established. Since the stock available at door steps of the DSCs, the DSC need not come to the premises of BSNL for stock. 

5) The marketing team (sales team) can arrange the feed back to the concerned in-charge about the customer pulse and their requirement. 

The GM/DGM/DE (Mktg) should monitor the sales and its accounting on weekly basis. The head of the SSA need not to call all the nodal officers/in-charges of the CSCs for meeting. Instead of this, field meetings with the concerned officials can be arranged on teleconference or on the spot. 
Implementation of credit limits for land line connections : At present BSNL doesn't provide call limit to the individual customer like alerts of SMS sending to GSM customers. The other telephone operators provide this facility to customer on the basis of their credit worth. As a result of this, the customer is aware of his bill amount and can plan further usage. If this facility is provided to the BSNL customers, the rate of defaulters and defaulting amount can be reduced, as there will be a control on the customer’s calling pattern.
Rent free landline/WLL connection : As per the corporate office circular, one rent free Land Line or WLL is to be provided to the BSNL land line customers whose calling rate is more than Rs.500/- per month. Though the idea of the Corporate office is to generate revenue towards incoming calls to these phones but practically the idea appears to maintain the marketing share of the number of connections. To provide each connection the expenditure to be born by the organization is not less than Rs. 5,000/- depending upon the location. If at all to provide an incentive to the high callers and to retain with BSNL the calling rate needs to be enhanced to Rs.2000/- PM. Suitable software links need to be developed before implementing this scheme otherwise most of the customers resorting for disconnection of main phone and retaining rent free connection. 
It is therefore requested to kindly intervene in the matter so that the above mentioned suggestions are implemented to increase the customer base of BSNL.

With kind regards,

Yours Sincerely,

Sd/-
(Prahlad Rai)

General Secretary  

Copy to :

· Shri Rajendra Singh, Director (C&M), BSNL, New Delhi - 110001

