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TTML Business Goals o

Key Focus Areas

OBJECTIVES

Customer Subscriber

|:> Acquisition Additions

Increase market share

Increase EBITDA Operational Financial

Efficiency Results

Improve Customer
Satisfaction

Customer

Improvement in

Customer Service Satisfaction

Industry
Leadership

New initiatives

d U0 U
d 0 0\l

Clear Vision & Goals Strong Leadership

Management team with Global Domain Expertise

PDF created with pdfFactory trial version www.pdffactory.com



http://www.pdffactory.com

W

TATA

Sales & Marketing

TATA
Indicom
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Steadily increasing Customer Base ~

1600 - EOP Sub Base
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TATA
Indicom
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Incremental Wireless Market Share LI}

Tarang
Source: TRAI IDEA . BSNL
1%
BPL Cellular
6%

Garuda

Tata
Indicom
23%

Tata
Indicom
5.1%

MTNL, 0.1%

Reliance
16%

«arang, 0.0%
IDEA, 0.0%

AirTel
35%

Oct 05

Reliance, 37.3%

TATA
Indicom

BPL Cellular,
22.6%
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Maintaining FWP Market Share b4

Reliance
31%

Tata Indicom
69%

Oct 05

Reliance
31%

Tata Indicom
69%

TATA
Apr05 iIndicom
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B/W Phones

| R
A

|}
TARENAE

T TATA

Nokia 2112

LG 5235 Kyocera KX444
Camera Phones

Nokia 6235 Nokia 3205 Nokia 6255
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Wide Range of Handsets (rotai 17) TATA

Colour Phones

Indicom Ace Nokia 6585

03

— . WY

Indicom Star Kyocera Prisma Pantech PA-711

Smart Phone

TATA
Indicom

LG 6335 Konquer
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Incremental Mobile Market Share LI

IDEA
1%
BPL Cellular
7%

Tarang

A Tata
Code Indicom
19%

Tata
Indicom

Reliance

13% AirTel

40%

Reliance

37% Oct 05

TATA
Indicom

BPL Cellular
29%
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Brand Recall o

100 -
Base - All
80 A
60 -
40 A
20 -
9 H
O T T 1

Airtel Tata Reliance Hutch BSNL MTNL Spice idea

B TOM 1l Spontaneous M Aided

™

Tata Indicom has the
highest “Top Of Mind”
brand recall followed by TATA

Airtel & Reliance
\ i INndicom
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Ad Recall — Mobile Brands o

75 -
Base - All

60 -

45 A

8
5

30 A

9
15 - 32 31 29

14

=1 3
0 piw 3 , '_2_|_,_I_5LI_|
Reliance Airtel BSNL MTNL Spice BPL idea

Il Spontaneous M Aided

—
Tata Indicom has the
highest Spontaneous &
Total Ad recall followed by
Hutch, Reliance & Airtel TATA

\ o Indicom
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Ad Recall - Overall o

45
Base - All
30 A
D
15 -

Pepsi
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LG

o
\l
o
o ©
Thum's Up [w @

vatika |G 0
s
o
o=
Colgate E
Maruthi E
Hero Honda F

Cococola
Clinic Plus
Surf Excel

TV S Victor

I Tom #Spont

—

Tata Indicom is the only

Telecom Brand recalled at
this level TATA

\ i Indicom
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TATA

Operational Efficiency

TATA
Indicom
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1ISO 9001:2000 o

o' Registered % .l‘
&
¢ KPMG ;’

Flip ILer.".'r:' h.*nurm;,;:-

@ For the first time, no non conformity

@ The team appreciated the significant improvement in the
Customer Service area over the previous year

@ PAZE Audits and regular review by Management Team
@ Process Training and Certification for all employees

@ Process maturity level in terms of improvements through cross
functional teams such as ZEBRA, CARE

TATA
Indicom
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Achieving Operational Efficiency L

» : TATA
(Critical Operational Parameters Improved)
Operational Cost per sub Subs per employee

1100 - 1047 1000 - o0
1000 + 900 +

900 + 800 -

800 - 700 A

700 + . 600 +

CoBsLthoifnZgSng 610 /o Productivity
600 A 500 -
500 T T T 400 T T T
Q3 04-05 Q4 04-05 Q1 05-06 Q2 05-06 Q3 04-05 Q4 04-05 Q1 05-06 Q2 05-06

1 Billing Complaints Voluntary Churn

3.50% - o -
° 3.05% 2o 1.10%
3.00% 10%
, Customer
2.50% b0 L
oyalty
04 -
2.00% 20%
80% -
1.50% -
70% -
L00% | Customer 0.90% 0 0.579%
00% Delight 60% - ' 0.51%
51% 0.50%
04 -
0.50% 50% | —— —¢
000% T T T 1 40% T T T
Q3 04-05 Q4 04-05 Q1 05-06 Q2 05-06 Q3 04-05 Q4 04-05 Q1 05-06 Q2 05-06

-Significant improvement in Customer Satisfaction: CSI Independent Survey OIM
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Customer Satisfaction o

50 - Mum
41
40 - ’ ‘
30 - 27
Positive impact on C-SAT due to
18
20 1 * Network performance
* Improved Customer Service
10 -
0
Dec 04 Mar 05 Jun’05
50 - RoM
44
40 37 36
.\
30 -
O Survey conducted by
independent agency 20
TATA
Dec 04 Mar 05 | n d]lrr&'i O m
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Customer Satisfaction (Prepaid) b Lid

@ India has a phenomenal 68mn mobile subscribers

@ 80% of these are pre-paid

@ Mumbali contributes the highest in terms of pre-paid
subscribers.

@ TTML Mumbal has been Rated No. 1

» Across all competition
» Across all other Tata Indicom circles

TATA
Indicom
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TATA

Financials

TATA
Indicom
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Telecom Revenue (Rs. Cr. YTD) LLLd

600 - Cummulative Revenue

500 -
498.86

400 -
300 -

200 - 239.69

100 -

Q1 05-06 Q2 05-06

TATA
Indicom
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EBITDA (Rs. Cr. YTD) b4

20 - Cummulative EBITDA 36.2

35 -
30 -
25 -
20 -
15 -

10 -

Q1 05-06 Q2 05-06

TATA
Indicom
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Way Ahead

TATA
Indicom
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Next 12 Months o

@ Dominate RoM Market

@ Continue to be a strong player in Mumbai market
@ Maintain the FWP Market Share

@ Grow the Mobile Sub Base

@ Renewed emphasis on Wired Line business

@ Grow the Enterprise business

@ Grow the SME business

TATA
Indicom
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TATA

Key Initiatives

TATA
Indicom
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o Introducing TATA

TATA INDICOM

Non-stop .'i

MOBILE
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Indicom Ace
Rs. 2499/-

Nokia 2112
Rs. 3999

TATA
indicom

Samsung — Neo
Rs. 2999/-

. |

'-._H =

Pantech (Colour)
Rs. 4699
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Indicom Star (Colour)

Rs. 3999/-

Kyocera Prisma (Colour) TATA

Rs. 3249/-

Indicom
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2 years incoming free
without recharging!

9
9
TATA IHEBIESM i : TﬁTﬁ
| Nnn-ﬂ‘op &, 2 saal tak H"Idli:orﬁ “

MoBsILE i chal chala chal | ESEYTEEEENET
=7 | 100% TALKTIME
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O} Tata Indicom Non Stop Mobile TATA

W

Very attractive call rates

» 0123, India’s best prepaid
plan

» NO roaming rental

Recharge from a wide range
of vouchers starting @ Rs.
50/-

STD/ISD preactivated
Free CLI

Can be used across India —
over 1600 locations

TATA
Indicom
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Non-Stop Mobile Sales b

Truepaid Oct 05
100,000 -
e A CUAIS 91,323
90,000 -
---#--- Target erage=4500
80,000 - b 4
70,000 -
_..-0
60,000 - Launch of e 65,425
50,000 - “Non-Stop : Average=1546
_-
40,000 - -
30,000 | -
20,000 -
10,000 -
."1 2 34567 8901 BUDBPBT B DO 20 202232425726272829 3 31
Oct 05
TATA
Indicom
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E2E o

Consolidation Achleylng Tighter control Effective close
operational : )
of customer " on process & looping with
: efficiency & :
touch points e behavior the customer
cost optimization
Reduced 132 Reduction in TTML staff End-to-End
agencies to 11 activation cycle stationed at each responsibility of
time agency processes
Better control 40% savings in Consistency in Feedback through
over the agencies costs customer a ‘Day with TTML’
experience

Scope of work

Order Entry &€ CV e Installation € Warm Calling € Welcome Letter &

e First Bill Explanation € Bill Delivery € Collections.

@ The Rural E2E modd also includes Sales.

S
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Focus Maharashtra TATA
@ Large percentage of the Population Teledensity
Population is in Rest-Of-
Maharashtra & Goa (RoM) Mumbai 1.6 Cr 51%
@ Mumbai reaching saturation
@ RoM having Low Tele- RoM  10Cr. 8.5%
density with huge potential
@ Many pockets with Rich R Tt
farmer communities and s B Bicee: el ‘&
small to medium scale N
industries (SME). e
@ TTML readiness for RoM A1 e LY S
markets / . - .-.. MAHARRSHTRA
» Coverage increased from 13 gglr:sgr@
to 136 towns : N\ e Pune to
' Kolhapur
» All major highways covered -
TATA
Indicom
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> Talk Goa >

“>Win Vidharbh> . Project

>Mission Kolha@

"y
=J

@:n Marathwada<

"

@ Objective

» To be the market leader in their respective region of operation
ul

@ Focus
» Enhance Sales through regionwise focus

» Improve key business parameters like Active Base, Collections, Prepaid
Documentation, TVS Productivity.

PDF created with pdfFactory trial version www.pdffactory.com
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TalkGoa -

Coverage at par with competition

@ 4 major Towns

» Vasco, Panjim, Majorda and Mapsa
Including surrounding areas

@ 4 out of 5 major highways
» Panjim-Mapusa
Panjim-Madgaon
Panjim-Vasco
Panjim-Ponda

1]

y¥vyvy

A A B 1 A M

Market reach
@ Around 500 retail shops across Goa

Product Positioning

@ Foreign Tourists visiting Goa
» Lowest STD/ISD rates
» Rent-a-mobile ==
@ Indian Tourists visiting Goa

» Go Mobile at Rs.499 with cheapest STD
calling rates

» Mumbai-Mahrashtra local rates
@ Local Goans
» Go Mobile at only Rs.499 (effective)

» Walky prepaid at lowest calling rate @
90 paise only
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Win Vidharbha (Nagpur)

Coverage at par with competition

@ 6 major markets

» Nagpur, Akola, Amravati,
Bhandara, Hingna, Chandrapur.

covered

Market reach

@ Around 2000 retail shops across
Nagpur Cluster

Product Positioning
Non-stop mobile for the masses

Post-paid Mobile & Walky for
institutions

New Festival promotions &
schemes

» Most of the 2"d |evel towns are also i .-

PDF created with pdfFactory trial version www.pdffactory.com
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Win Marathwada (Aurangabad)

/P

TATA

Coverage at par with competition

@ 3 major markets

» Aurangabad, Nanded,
Ahmednagar.

» Most of the 2Md level towns are also
covered

Market reach

@ Around 1200 retail shops across
Aurangabad Cluster

Product Positioning
Non-stop mobile for the masses

Post-paid Mobile & Walky for
institutions

New Festival promotions &
schemes

AURANGABAD
JALGRON
(Maharashtra) ’ p
F (Y s
N y T A
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o T T
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St (T Compars kbms Pd, LI, SED -G

TATA
Indicom
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Mission Nasik (Nasik)

Coverage at par with competition

@ 8 major markets

» Nasik, Jalgaon, Niphad, Malegaon,
Lasalgaon, Pimpalgaon, Bhusawal,
Dhule.

» Most of the 2Md level towns are also
covered

Market reach

@ Around 1800 retail shops across
Nasik Cluster

Product Positioning
Non-stop mobile for the masses

Post-paid Mobile & Walky for
institutions

New Festival promotions &
schemes

PDF created with pdfFactory trial version www.pdffactory.com
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Increasing Visibility LA

TATA

indicom

Prepaid Mokl Servics

Wall Painting

—
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Creating Awareness TATA

& Umbrellas
locations

Mobile PCOs

I:all'mm lmmm mcam Indicom
k- : = 4 .
T i S
s = ‘ --'.-T""I'--L?rr- 5 —l-.::'..'* it T
T?‘TEEL’ w =18

Promoters giving
free demos

ad
r

F 1
TATA A m =
ndicom indicom

rate Road
hows

TATA
Indicom
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O The Tata Telecom Synergy L

TATA
indicom

$8bn
Total Telecom
Service Provider

7 ﬂ\*\“
¢~ Pan-India_ -~

|

1«_4 Coverage D
) _ f/w\ nternational
Fﬁee Roaming,’ Gateway
. TATA
¢ =T Indicom
- Nt ot () Maianoe I L
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TATA
Score Card - H1 FY 06 v/s H1 FY 05
H1 FY 05 H1 FY 06 % improvement
EOP Sub Base (‘000) 728 1364 87% I
Total Revenue (Rs.Crs.) 400 499 25% t
EBITDA (Rs.Crs.) 9.9 36.2 266% I

H1 FY 06 v/s Plan

Plan Actual % Achievement
EOP Sub Base (‘000) 1441 1364 95% ”
Total Revenue (Rs.Crs.) 500 499 100% I
EBITDA (Rs.Crs.) 24.7 36.2 147% I
d TATA
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...In Sum Maly (2005-2006 performance) ﬁt

Key Focus Areas

Customer

OBJECTIVES I:> Acquisition
Increase market share Operational
Efficiency

Increase EBITDA

Improve Customer

Satisfaction Improvement in

Customer Service

New initiatives

d U0 U

Clear Vision & Goals Strong Leadership

Management team with Global Domain Expertise
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3% Wireless

arket Share

#1in
Customer
Satisfaction
on Prepaid
Mobile

7% increase

in Sub Base

in Mobile
larket Sha

Towards
Industry
Leadership

266%
improvement
in EBITDA

PDF created with pdfFactory trial version www.pdffactory.com

Highest Ad

recall among
Mobile Brand

Lowest Vol.

Churn in the
industry
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Thank You
TATA
Indicom
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