     UNITED FORUM OF BSNL EXECUTIVES’

CALCUTTA TELEPHONES
To

The CGM,CTD                                                                          No. UF/CTD/10-11

Calcutta Telephones,BSNL                                                        Dt. 15.05.2010    

Telephone Bhavan

34,B.B.D.Bag, Kolkata: 700 001.

Sub:-  Proper planning regarding BB , BTS & OFC Route Maintenance and Wasteful Marketing Expenditure.

Sir,

     This is to inform you that we met you on several occasions on developmental and service related issues viz. on  B/B , BTS & OFC Route Maintenance . We have suggested exclusive Maintenance Team should be formed specially for BTS & OFC Route Maintenance area wise for smooth functioning to provide better service to our valued customers. In this context, it is to be mentioned that above mentioned exclusive team on the said fields should comprise of Executives & Non Executives both with total support of necessary  testing tools, otherwise mobile ,landline , B/B , leased lines & other services will deteriorate  day by day  as well as affecting the growth of revenue of CTD You are very much concerned to increase the number of Sales Associates for Udaan sales teams  in respect of  B/B marketing as suggested by BCG, but it is most unfortunate that the management is totally indifferent to adopt  any effective policy for proper maintenance of B/B , PSTN & leased line service . In this regard, we suggest you to introduce some software based systems  at the bit level Just like Udaan Project where the fault booked at the beginning of the day should be automatically reflected as “ lead  open “ and at the end of the day how much faults are restored be automatically reflected as “ lead closed “ after getting the feedback from the concerned official at the level of Executives & Non Executives . The reason for which faults are not being restored to be reflected in the said system day wise.

In some places age old    faulty  cupper cables  may be  replaced by OFC as suggested by

Concerned  authority.There are more than four hundred installations  through out Kolkata

 but we are  not   utilizing  these   buildings  for the  advertisement  of BSNL  service  and

product.Departmental & hired vehicles of CTD may also be used for the said purpose .To

avoid the  fire  hazards  it was  suggested  several  times to  management to install closed

circuit   camera at the  important    places  including   switch rooms , PCM  terminals  etc

. Special initiative   was  taken by   administration to form exclusive teams for Udaan and

Vijay Project .  As  per  instruction  FMs and RMs of Vijay team areawise  surveyed their

Concerned   area  to  make the  database   of  retailers  and  the  total  database  is  already

submitted to  the  concerned  authority but no proper action taken by the management  for

supplying  BSNL products to the  retailers .So the  RMs  are not in a  position to  visit the

 retailers . Requsitions  for purchasing baterry ,power plant ,control panel  etc should be

 submitted  to Telecom Stores as per need based for proper utilizations otherwise we are

 loosing  crores  of  rupees  due  to non  utilizations of  the  said  equipments  within  the

 warranty period .

Further, we strongly protest the recently concluded 3 G Promotional campaign which was

 finally held on 26.04.10 at G D Birla Sabhaghar. 

Our concern is not for promotion but about  the   wasteful expenditure. We have observed

 that because  of poor  planning  of  the  whole campaign nose dived in a bad shape which

 you have  definitely  observed  during  your  presence  there. The  auditorium  was  fully

 vacant. Thus the total Rs. 16-17 lacs campaign resulted very poor result.

We have a basic question. Are we fully satisfied with the present marketing of  services?

The answer  is  obviously “No”. We are   extremely  concerned  about   the methodology

applied for our   existing  services.  We think  judicious  decisions  were  not taken while

designing the marketing. Pr & publicity plans.

We would like the following points be informed to us for 09-10 year.

· Total expenditure on Print  Media, Electronic & FM(House wise)

· Total expenditure on Outdoor media(company wise)
· Total expenditure on Sponsorship(beneficiaries)
· Maximum beneficiary of outdoor media.(Contract & location details required) 
· Marketing   spending classification on land line/mobile/other services.
· Study on spending vis sales
We request your good office to take necessary actions on the issues explained above as

 well as to go into the depth  of the marketing expenditures  and reverse the trend

 immediately.

Thanking You,

Yours faithfully

( Amit Kumar Gupta )                                             ( Tapas Ghosh )

Circle Secretary                                                        State Secretary

AIBSNLEA(I)/ CTD                                                SNEA(I)/WB St.Branch
