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launched
CDMA 

Limited 
Mobility 

Entry

Wireless Subscribers will cross 200 million by Sep` 07Wireless Subscribers will cross 200 million by Sep` 07
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Wireless Subscribers in Yr 2010
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Country Subs in Mn Teledensity

India in 2010 400 36%

India in 2007 185 19.7%
China 443 34%
Philippines 39 45%
Thailand 37 55%
Canada 18 56%
USA 224 75%
Korea 40 82%
Malaysia 22 83%
Singapore 4 101%
UK 69 115%
World Average 44%
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Enterprise WholesaleWireless Broadband DTH IT ITeS

TTML &
TTSL

TIEBU VSNL
TTML &

TTSL
VSNL Tata Sky TCS Serwizsol

Incumbent
Govt.

Operators

India-
Centric

Bharti India-
Centric

Reliance

Hutch

Idea

Significant Presence No PresenceLimited Presence
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Commenced 
CDMA

Wireless
operations in 
Maharashtra

Commenced 
CDMA

Wireless
operations in 
Maharashtra

FY04
Launch
FY04

Launch

Launch of Prepaid 
Offerings

Launch of Prepaid 
Offerings

FY05
120 towns

FY05
120 towns

Sub Base crossed 1 
million

Sub Base crossed 1 
million

Exited EBITDA 
Positive

Exited EBITDA 
Positive

Launch of Long 
Validity Products
Launch of Long 

Validity Products

FY06
222 towns

FY06
222 towns

Became 1000Cr 
Company

Became 1000Cr 
Company

Exited Cash Positive Exited Cash Positive 

Sub Base Crossed 3 
million

Sub Base Crossed 3 
million

FY07
410 towns

FY07
410 towns

Robust growth in 
Financials

Robust growth in 
Financials

Full Year Cash ProfitFull Year Cash Profit
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Fixed Wireless Phones
“ Best Service in Emerging Markets” -
World Communication Awards 2005

Mobile Content / Applications
Higher bandwidth = better services 

+ enhanced experience

Pay Telephony Booths
TTML has around 5 Lakh

high ARPU PTBs

Low End / Mass Market High EndMid End / Youth Market
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PCOs Installed at
BEST Buses

Police Chowkies
Railway Stations

PCOs Installed at
BEST Buses

Police Chowkies
Railway Stations

PTB in Autorickshaw Mobile PTB

PTB in BEST Bus
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Rural Reach Strategy

Branded Van

Bullock Cart

Exploring untapped villages

Covering Sales of Mobile, FWPs and RCVs

Rural Reach Strategy

Branded Van

Bullock Cart

Exploring untapped villages

Covering Sales of Mobile, FWPs and RCVs

Rural Subscribers
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Youth Program
Special focus on the youth segment.Creating a brand association with the youth 
and providing special tariffs to these new entrants into the mobile market.

Youth Program
Special focus on the youth segment.Creating a brand association with the youth 
and providing special tariffs to these new entrants into the mobile market.

Data Division
Leveraging the Data Capabilities of CDMA Technology through V-Data and 
related solutions

Data Division
Leveraging the Data Capabilities of CDMA Technology through V-Data and 
related solutions

Insource Management Office (IMO)
Revolutionary initiative in this service industry  to consolidate direct customer 
contact programs in-house rather than outsource.

Insource Management Office (IMO)
Revolutionary initiative in this service industry  to consolidate direct customer 
contact programs in-house rather than outsource.

Customer Value Program (CVP)
Segmented approach towards the existing subscriber base to improve product 
penetration and improve Customer Lifestyle.

Customer Value Program (CVP)
Segmented approach towards the existing subscriber base to improve product 
penetration and improve Customer Lifestyle.

Retail
Over 230 branded chain of stores covering over 35000 Sq.f t. of prime retail 
space. Providing services like sales of Mobile, Walky, Prepaid RCV, Accessories 
etc as well as customer service requests and complaint management.

Retail
Over 230 branded chain of stores covering over 35000 Sq.f t. of prime retail 
space. Providing services like sales of Mobile, Walky, Prepaid RCV, Accessories 
etc as well as customer service requests and complaint management.
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ISO Documented
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In-trackIn-track

Employees

Out-trackOut-track
Outsourced
& Partners

Quarterly Cycle

Recertified ISO 9001:2000 with 
zero non-conformities
Recertified ISO 9001:2000 with 
zero non-conformities
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SubscribersSubscribers11
EOP crossed 3 million subscribers :
67% growth over last year

EOP crossed 3 million subscribers :
67% growth over last year

RevenueRevenue22
Revenue crossed Rs.1400Cr :
30% growth over last year

Revenue crossed Rs.1400Cr :
30% growth over last year

EBITDAEBITDA33
EBITDA crossed Rs.300Cr :
142% growth over last year

EBITDA crossed Rs.300Cr :
142% growth over last year

Cash ProfitCash Profit44
Cash Profit over Rs.130Crs :
624% growth over last year

Cash Profit over Rs.130Crs :
624% growth over last year

PBTPBT55 74% improvement over last year74% improvement over last year
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Total Revenue (Rs.Crs.)Total Revenue (Rs.Crs.)

FY 06

EBITDA (Rs.Crs.)EBITDA (Rs.Crs.)

EBITDA Margin % EBITDA Margin % 

Cash Profit (Rs.Crs.)Cash Profit (Rs.Crs.)

10971097

125125

11%11%

(21)(21)

14221422

303303

21%21%

131131

FY 07

EOP Sub Base (Nos. in million)EOP Sub Base (Nos. in million) 1.81.8 3.13.1

EBITDA Crosses Rs.300CrsEBITDA Crosses Rs.300Crs

PAT (Rs.Crs.)PAT (Rs.Crs.) (541)(541) (311)(311)

Full Year Cash ProfitFull Year Cash Profit
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Total Revenue (Rs.Crs.)Total Revenue (Rs.Crs.)

EBITDA (Rs.Crs.)EBITDA (Rs.Crs.)

EBITDA Margin % EBITDA Margin % 

Cash Profit (Rs.Crs.)Cash Profit (Rs.Crs.)

409409

100100

25%25%

75 *75 *

Q1 FY 08

EOP Sub Base (Nos. in million)EOP Sub Base (Nos. in million) 3.53.5

PAT (Rs.Crs.)PAT (Rs.Crs.) (28)(28)

Q1 FY 07

324324

5858

18%18%

1212

2.12.1

(113)(113)

* Forex gain of Rs15Crs

EBITDA Crosses Rs.100CrsEBITDA Crosses Rs.100Crs
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Operational cost per sub is comparable to Industry (* w/o subsidy 280)Operational cost per sub is comparable to Industry (* w/o subsidy 280)
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Over 10 Quarters of Progressive Growth - Quarter on QuarterOver 10 Quarters of Progressive Growth - Quarter on Quarter
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Improving Operational Efficiency – Quarter on Quarte rImproving Operational Efficiency – Quarter on Quarte r

Positive EBITDA from Apr 05

Cash Profit from Q4 FY 06
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Nominated for the NDTV Profit’s
Business Leadership Award 2007
Nominated for the NDTV Profit’s
Business Leadership Award 2007

“The positive outcomes of pursuing a sound business  model, 
fool-proof strategies, streamlined processes and co ntinuous 
progress evaluation gets exemplified in TTML perfor mance and 
its ever improving, figure-substantiated track reco rd induced us 
to include it in our list of Turnaround candidates”

“The positive outcomes of pursuing a sound business model , 
fool-proof strategies, streamlined processes and co ntinuous 
progress evaluation gets exemplified in TTML perfor mance and 
its ever improving , figure-substantiated track record induced us 
to include it in our list of Turnaround candidates”

“Turnaround story, cruising ahead:

TTML has shown a remarkable turnaround in financial  and 
operational parameters, which we believe will refle ct again in 
future performance, backed by expert top management .”

“ Turnaround story, cruising ahead :

TTML has shown a remarkable turnaround in financial  and 
operational parameters, which we believe will refle ct again in 
future performance, backed by expert top management .”
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Over All Customer Satisfaction:Mumbai
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Benchmark > 95%

Source: Survey conducted in Q1FY07 by TUV South Asia, an independent agency deputed by TRAI

Network Performance (Reliability & Availability)
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Comparison from Q1 FY05 to Q1 FY08

Over 10 Quarters of Progressive Growth - Quarter on QuarterOver 10 Quarters of Progressive Growth - Quarter on Quarter



30

Thank You
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Certain statements in this release concerning our Company objectives, future  
prospects, expectations may be forward-looking statements, which involve a 
number of risks, and uncertainties that could cause actual results to differ 
materially from those in such forward-looking statements. Tata Teleservices 
(Maharashtra) Limited may, from time to time, make additional written and oral 
forward looking statements, including our reports to shareholders. The Company 
does not undertake to update any forward-looking statement that may be made 
from time to time by or on behalf of the company.


