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Indian Economy TATA

India is the third largest economy in Asia & one of the fastest
growing one.

® Annual GDP growth rate of at least 7+% over next 5-10 years
Set to emerge as 3rd largest economy in the world by 2020

Mobile technology transforming people’s lives
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INDIA — TELECOM UNLEASHED ! LIL4

® 7Tth largest network in the world
® Projected to cross over US$100 billion by 2020

® 4 -5 million new mobile phone subscribers added every month

® Market for mobile phones growing faster than fixed line phones
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India Potential ﬁ

351 Rural & Urban teledensity gap is widening 31.1
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Source: Indian Telecommunication Statistics, DOT & TRAI Telecom Service Performance Indicators

*: Around 70% of Indian Population lives in villages
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Our Market ﬁ

Mumbai

Comparable to cities like New York, - e D
-

Hong Kong’ TOkyO . wogaag .‘.x 2 : g L e .

Financial Capital of India g

Bl
M AHMEDNAGAR,
pa -

Heavy population density ey e

Presence of all Key Operators

Maharashtra & Goa
Well structured rural administration

Rich farmers and trader communities
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O Telecom Operator’s Business Lifecycle L id

Infrastructure intensive industry
leading to longer gestation period

TTML is in the 4 th
year of wireless

operations

_ Highly
_||:_a"_lff]19 Phase 2 Regulated
arts Growth mode Industry

. . N~
Rapid Technological changes
making certain assets obsolete

Once we get into matured mode, the business starts yielding recurring revenue
which impacts positively on the financials of the ¢ ompany



TTML - Today -1
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Wireline

10% 21.6 Lakh subscriber base

Mobile
47%

Postpaid
30%

Prepaid
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The New Leadership Team

Leadership with
Vision

Result Driven
Organization

Clear Focus

Driving towards
quarter on quarter
iImprovement in all

parameters.

W

TATA

Domain Expertise

Consistently
meeting all
commitments
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TTML Operational Turnaround Game Plan T'EE':"

Improve
Financials

Improve Customer
Satisfaction

Increase Market Share
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Comprehensive Handsets Portfolio :ﬁ

Low End / Mass Market Mid End / Youth Market High End

—
-

TAMINNE

Samsung Neo Indicom Ace

LG 6335 Nokia 6235
(ZTE)

LG 2535 Haier C1000 Indicom Star Motorola Razr
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Value Added Services :ﬁ

o)

Fixed Wireless Phones

. . . . . Best Service in Emerging markets World
Mobile & Wireless Mobile Content / Applications Pay Telephony Booths Commnieation Anarde 2005, Lomdon
Internet (Voice Portal, 1000 Games)

AN

Fixed Wireline Services

Wireline Phone, ADSL, Leased lines, Audio SMS Gateways
Conference

ERERBE

1one

TATA
Indicom

' Music Downloads Prayer Zone
Biz fone: Integrated Video on Demand

Office Applications




Emerging Technologies - WiMax

Seamless Connectivity at Work, at Home, in the Car/Auto and out in the World

Residential
Broadband

DSL alternative,
residential voice service

Backhaul
WiFi Hot Spots,

security camerasand
Micro -Cell Sites

Business -class Services

T1 replacement, voice and
data services Broadband

Portable, nomadic and
mobility

Mobile
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Customer Acquisition Programs

Project Eagle (Cluster within Circle)

Cluster de-centralization Concept
Enhance Speed, Reach & Cost

Retail Stores / Customer Touchpoints

Exclusive chain of retail outlets to enable accessibility and
experience of TTML'’s products.

Rural Strategy

Exploit the potential in rural telephony through USO roll-out and
Mobile E2E reach strategy.




Net Result



TTML - Sales & Marketing

Quarter on Quarter Growth (Q3FY05 — Q1FYQ7)
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Enterprise Customers garanisy

12/08/2006
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Process Training & Certification

In-track
Employees /

Out-track
Outsourced / I

& Partners

Quarterly Cycle



Net Result



1SO 9001:2000

® With zero non conformance
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Network Expansion FY06

Backbone  g500km

8600>\m

USO Towns Buildings Capacity

43

Conn’
N N

*: Achievements
Completed USO obligation in time.
Achieved TEC certification in Mumbai & RoM.
Received 4t Carrier for Mumbai and 3" carrier for RoM

Govt. allocated 7.5GHz frequency...will help roll out more towns at low
cost.




Network Performance - Benchmarking

Conducted by

Award Solutions
(Independent
Agency)
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Wirless Operator Percentage Score

95.7%
94.6% 95.3%

91.0%

TTML Competitor 1  Competitor 2

Competitor 3

Market-wide Bendmark of Voice quality

Test dates
15May-15Jun

TTML ranks 1st
amongst all Pvt.
Operators on critical
network parameters

Market-wide Benchmark of Call Performance
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Network Benchmarking ... cont

Market-Wide Blocked Call rate Marketwide- Average Data Throughput (DL)
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TTML Competitor 1 Competitor 2 Competitor 3 Competltor 1 Competitor 2 Competitor 3

Market-Wide Drop Call Rate Marketwide - Average Data Throughput (UL)
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Customer Satisfaction

Mumbai ROM

#*: Mumbai Circle was Rated No. 1 in the month of Sep 05
For prepaid Segment
Across all competition

Survey conducted by independent agency - CSMM
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Key Operational Parameters
Quarter on Quarter Growth (Q3FY05 — Q1FYQ7)
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TTML - Financials

Quarter on Quarter Growth (Q3FY05 — Q1FYQ7)
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Challenges

B Reqgulatory
@ Falling tariffs
@ CDMA Handsets

@ Technology changes



Value to Shareholders

Last Entrant into crowded market

Startup Problems




.In Summary

1095CH 125Cr

Adding Value

to Shareholders
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Thank You



