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No.VAS-15/General-Meeting/2013                                   Dated: 16th December, 2015

Subject:– Policy interventions to arrest the VAS revenue fall after implementation of 2nd consent-regarding.
In view of steep fall in VAS revenue, a meeting of VASPs and VAS Committee members to brainstorm future strategy for BSNL VAS was called under the chairmanship of Director (CM) on 24.09.2015 at BSNL Corporate Office. 

The main agenda of the meeting was to brainstorm the policy interventions required to arrest the revenue fall after implementation of 2nd consent. The objective was to come up with set of recommendations, implementation of which would propel BSNL VAS into next trajectory of growth. It was noted that there has been average 32% fall in VAS revenue post CVPS era and it was felt that now the time has come to introduce structural changes in VAS business processes. 
Based on detailed discussion on various policy related issues, as per agenda, approval of competent authority is hereby conveyed on the following issues related to all VAS policies for non-exclusive agreements:
	S. No.
	Issue
	Decision Taken


	Actions to

be taken by

	1.
	Payment Realization: 
VASP has repeatedly complaint that slow realization process of 90-180 day payment cycle, with no fixed TAT and responsibility defined for BSNL is causing financial stress to them. On the other hand VASPs are supposed to submit the invoice within 30 days. They have complaint that on one hand they have to pay to content provider on advance basis on the other hand there is delay of many months in making payment by BSNL.


	In view of above BSNL has issued detailed instructions vide letter VAS-9/Complaints-2012 dated 16.06.2015, VAS-2/SMSDATA3G-TimesMobile/2013/76 dated 28.10.2015 and VAS-II/ Mobile TV- Digivive /2013/72  dated 24.11.2015.

Competent authority has desired that all the above instructions regarding the payments issued by Corporate Office should be adhered without fail.


	All Nodal Zones

	2.
	Sharing of Customer profile data with VASPs:
Targeted promotions are must to enhance the customer experience and VAS growth. As followed by all private operators, promotions should be scheduled based on the profiling of the customers & primarily to the subscribers having the ability to use the services. In absence of proper segmentation it is loss to VASPs, BSNL and also annoyance to customers as well.


	In view of this competent authority has decided that active subscriber data in following format may be shared with VASPs on monthly basis:

1. MSISDN

2. Circle

3. Handset Profile

4. ARPU per month

5. VAS ARPU per month( may be taken from CVPS)

Zones will ensure that same customer base is divided among VASPs in such a manner so that same customer is not covered again and again under similar promotion campaigns creating annoyance to customers.
	All Nodal Zones

	3.
	Faster launch of new services:
VAS market is very dynamic & constant addition/ amendments of new features & services are the key to the success of VAS. Entertainment, infotainment and innovative VAS, being impulse driven services, need to be rolled out regularly to attract the subscribers. 

VAS cell has already issued policy vide letter VAS-2/SMSDATA3G-Triotech/2012 dated 13.05.2015 for faster approval of services. No approval, neither at Corporate Office level nor at zonal level, for any price point either for new or existing service is required( except for price points above Rs 50/-).
	Zones have to adhere to this policy to avoid any delay in launch of service. No complaint of delay in launch of service should reach this office.

Further, for speedier launch of new services under the running agreements zones have to ensure the completion of integration with in the period stipulated in the agreement. In case of unnecessary delay on part of zones/circles, responsibilities on concerned officers may be fixed.


	All Nodal Zones and Circles

	4.
	Provisioning & Content delivery of VAS services through multiple modes/  Platforms:
Customer should be allowed to choose any of available service on IVR , WAP, SMS & USSD through all the available mode. And content delivery should also be allowed to multiple modes.   This will provide multiple options to the customer to choose and avail the services and will defiantly helps VASPs to get new customer on board.

This practice is being followed by other telcos and also being followed by BSNL itself for PRBT service. There is no reason that BSNL should restrict the choices available to its subscribers for activation of a service. Giving more choices to subscribers will help in increasing revenue from the service. 


	In view of above, all VASPs have been allowed to take activations from all access channels i.e. SMS, WAP, USSD and IVR. To start with 1 E1 should be given to each VASP of non-IVR agreement for taking activations through IVR, if requested by the concerned VASP. Necessary activation codes for the same shall be allotted by corporate office on the request of VASP. Zones have to provide necessary connectivity for the same.

	All Nodal Zones 

	5.
	Validation of Customer complaints:
VASPs have complaint that presently there is no proper complaint validation of customer complaints in Call Centers (CC). Every customer complaint either related to use of service of charging related issue is being treated as forced activation complaint. CC executive are not trained to handle VAS related issues properly.

It was discussed that CC executive should be educated about VAS services and aware on further treatment of VAS complaints and forced activation compliant through usage validation.

                                         
	A CC agent should handle and record the call. CC agent should only record the complaint and forward it to zones to decide whether the complaint is forced activation or not? Call centers should be used as tools to increase revenue and customer retention. VAS cell shall issue the detailed guidelines regarding the same seperately to all circles in consultation with zones. Also, CC agents must be educated so that they may up-sell the VAS products to consumers calling to CC.

	All Nodal Zones and Corporate Office

	6.
	Centralized infrastructure:
VASPs during the discussions complaind that though BSNL signs a single agreement with VASP but VASP is asked to deploy its infrastructure in all zones.  Centralized infrastructure may be allowed to be deployed for serving 2, 3 or 4 zones. 

Allowing centralized infra will not only help VASPs in saving CAPEX but also enable them to focus on generating revenue.


	BSNL has already allowed central deployment of IVR infra vide letter 200-11/2012-VAS dated 23.09.2015. The same has been decided also to be allowed for other agreements also. This will not only help VASPs but also the BSNL. A testing for serving all zones through centralized USSD, SMS and data infra may be carried out before permitting others for the same. VAS cell will issue separate instructions for carrying out the necessary testing.
	All Nodal Zones and Corporate Office

	7.
	Removal of pamphlets or brochures condition in prevailing agreement 

It was demanded by VASPs that this clause may be deleted as now most promotion is done through SMS/DATA channels to BSNL subscribers. Promotion through pamphlets or brochures is costly and moreover its implementation to be monitored is very difficult to be ensured.
	In the clause “Marketing of Services” the condition of distribution of pamphlets or brochures has been removed from the existing/renewal/new agreements. 

	To be noted by all Nodal Zones

	8.
	Try and Buy promotional scheme:
It was demanded by VASPs that they may be permitted to launch services in which subscribers are offered services free for a period and charge after the expiry of trial period. 2nd consent for the charges may be obtained at the time when subscriber accept free trial offer.
	VAS cell to check whether the same has been implemented by other operators. If yes, we may also implement the same. The detailed instructions for the same shall be issued by VAS cell separately.
	Corporate Office

	9.
	Bundling of VAS products with FRC, STV etc:
BSNL should bundle other products also with STV etc.

	Highest revenue earner in each category of policy may be permitted to bundle its product with SIM sales, STVs and FRCs. VAS cell will co-ordinate with S&M cell to implement the same. To start with BSNL branded products like PRBT will be bundled with STVs.
	Corporate Office

	10.
	Unified code for activation:
Every operator except BSNL has launched unified portal for activating VAS services (121 or 123). It helps customer in activation of VAS as they need to remember only one code.


	Services of H1, H2 and H3 in every VAS segment will be made accessible through this unified code. VAS cell shall find out the alternatives available for implementation of the same and submit the same for deliberation of VAS committee.
	Corporate Office

	11.
	Free VAS subscriptions to new subscribers:
It was discussed that such facility will help in on boarding new subscribers. VASPs intimated that thay are ready to give free content for such service.


	If a subscriber buys a new handset or new SIM, he may be offered free VAS package. This will help in acquiring new customers. VAS cell will ask all VASPs to provide content on FOC basis for this scheme. Vas Cell will issue separate instructions for the same.
	Corporate Office

	12.
	Disconnection of telecom resources:
It was complained by VASPs that on many instances, zones disconnect the connectivity even if renewal of agreement is pending or extension of agreement being considered at Corporate Office causing loss not only to them but also to BSNL. Also services are disrupted and consumers are inconvenienced.
	Disconnection of connectivity cause revenue loss to BSNL, therefore zones shall disconnect the connectivity only after getting specific instructions from Corporate Office. The cases related to connectivity liable for disconnection due to expiry of agreement/ pendency of renewal shall be brought to the notice of corporate office. However, no connectivity is to be disconnected without go ahead from corporate Office.
	All Nodal Zones

	13.
	Renewal of Agreement:
As per existing VAS policy, venders has to sign separate agreement for each platform and validity period of each agreement is fixed. Even after achieving the agreed revenue commitment VASPs have to repeat sign off process after the agreement validity period. Any delay in this signing process may lead to disconnection of connectivity and delay in payment processing at zonal level.

VASPs suggested that the Agreements should be without any validity period with the term of auto renewal of agreement which can be terminated by any party with a one month’s notices or any non-commitment of any specific term of defined Term and conditions. There must be single agreement if any vender would like to provide services on across platforms. This practice is being followed by other telcos and will help BSNL as well VAS vendors to reduce the paper work formality.
	Auto renewal and single agreement for multiple services will not only benefit VASPs but also help VAS cell by freeing resources occupied in doing routine work of agreement renewals. Therefore the same is being agreed.
VAS cell will devise detailed process for doing auto renewal of agreements in consultation with legal cell.
	Corporate Office


Steep fall in VAS revenue has taken place after implementation of 2nd consent. It is imperative that BSNL takes corrective measure to make up the revenue loss caused due to change in regulatory framework. A number of new initiatives have been taken in this direction as per above. More such initiatives like additional promotional support, sharing of infrastructure, streamlining of revenue commitment and BG conditions etc have been submitted for approval of Management Committee of BSNL. Detailed instruction on these additional initiatives shall be issued shortly by this office.
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VAS-15/ General Meeting/2013                                                                  Dated:  11-01-2016
Subject: Changes in VAS policies to increase VAS revenue
A meeting to brainstorm future strategy for BSNL VAS was called under the chairmanship of Director (CM) on 24.09.2015 at 9th floor, BSB, BSNL Corporate Office. The meeting was attended by representative of major VASPs also. 

The main agenda of the meeting was to brainstorm the policy interventions required to arrest the revenue fall after implementation of 2nd consent. The objective was to come up with set of recommendations, implementation of which would propel BSNL VAS into next trajectory of growth. It was noted that there has been average 35% fall in VAS revenue post CVPS era and it was felt that now the time has come to introduce structural changes in VAS business processes. 

In the meeting, a detailed discussion on various policy related issues, as per agenda, was carried out. The brief details of various issues deliberated in the meeting are detailed here as under:

1. Promotional Support:
Current Practice in BSNL: Currently BSNL provide promotional support only for BSNL Branded Services. Only 10 TPS SMS capacities are available for free to other VAS partners. Throughput of given SMS capacity is also used to between 50-75% and that too without any delivery report.
VASP’s Suggestion: BSNL should also allow other modes of promotions i.e. OBD E-1s, Cell broadcast, PCN and other ATL support to partners. These resources should be allotted on free of charge(FOC)  basis, since they also have to invest to channelize the other  resource i.e. OBD dialer. Promotional slots for Cell broadcast / PCN can be allotted on basis of revenue generated by partners. Norh zone is already using PCN for doing promotions for BSNL products. Cost of SMS promotions should be reduced and free TPS capacity should be enhanced. The issue of extended promotional support is discussed and agreed in various meetings in last 2-3 years but no actions have been taken so far. Some of the VASP suggested that BSNL should give 5 OBD E1 for free and rest at normal charges. They said BSNL can look in the options to provide promotion support on PCN, balance on demand, CBS and etc and may also see how BSNL can adjust all the vendors. They said BSNL should provide these promotions on hourly slot for one month after seeing the CP product performance they can fix the promotion slots for next month as same method is followed in private operators.
2. Infrastructure/additional Short Code Charges & Sharing of Infrastructure among VASPs:
Current Practice in BSNL: Infrastructure Charges are levied on VASPs based on power consumption. BSNL is charging twice if vendor has deployed two different setup at same space and  using same power for IInd  setup. More over infra-sharing is also not allowed.
VASP’s Suggestion: The infra charges for multiple setup should not be charged specifically if the same are located at single place at BSNL premises. BSNL has already defined infrastructure charges based on power consumption. Hence, if applicable the additional charges should be charged based on power consumption by additional hardware. Infrastructure sharing must be allowed this will help BSNL to reduce the operational issues and get some new vendor on board and also help Vendor to reduce cost burden. Infrastructure charges are neither imposed by any of the private operators nor by BSNL’s sister concern MTNL for hosting and managing services in their network. As per industry standards, no such charges are applicable. Also, BSNL charges separately for additional short code allocation despite the fact that BSNL is already taking loin revenue share.  
3. Payment Realization:
Current Practice in BSNL: Slow realization process with 90-180 day payment cycle, with no fixed TAT and responsibility defined for BSNL. On the other hand VASPs are supposed to submit the invoice within 30 days.

VASP’s Suggestion: 45-60 days TAT should be defined to release the payment post that provision of interest should also be applicable. These are standard commercials as applicable across industry. This will help to create parity and fix the responsibility.

4. Sharing of Customer profile data:
Current Practice in BSNL: Presently no policy on customer profile sharing.

VASP’s Suggestion: Circle/zonal team should provide data support to enhance the  revenue, i.e. Balance Base, Subscribers segmentation, dedicated VAS team in circles & quick approval process. Presently only the list of active customer base is shared. They have no idea whether the customer is right target for throwing promotion as no ARPU related information is provided. This not only lead to sub optimal use of promotional resources provided by BSNL and less conversion ratio.                            
5. Faster launch of new services:
Current Practice in BSNL: In the current scenario each service/feature has to pass through long approval process at BSNL HQ, followed by equally and sometimes even lengthy procedures at the circle/zonal level. Moreover, launch approval process is almost different for each BSNL zone.
VASP’s Suggestion: Standard process to be followed across zone for timely launch of services. With defined TAT for approvals and launch of new services at HQ and zones.
6. Additional incentive for increasing the revenue:
Current Practice in BSNL: Currently the revenue share for across VAS services is fixed, irrespective of revenue contribution of VAS vendors. BSNL have policies to impose penalties in case of shortfall in Revenue commitment however there is no incentive/separate policy to encourage the VAS vendors to get additional vas revenue.
VASP’s Suggestion: Incentive Revenue slabs should be linked with over and above revenue achievement of given target. This will give an equal opportunity to all the vendors and also give benefit to all the concerns.  
7. Provisioning & Content delivery of VAS services through multiple modes/  Platforms:
Current Practice in BSNL: As of now the mode of subscription & content delivery is limited to the particular platform as defined in the agreement i.e. BSNL customer can choose the IVR based service only through dialing the short code and similarly SMS/USSD & WAP  service can be subscribed through respective mode only.
VASP’s Suggestion: Customer should be allowed to choose any of available service on IVR , WAP, SMS & USSD through all the available mode. And content delivery should also be allowed to multiple modes.   This will provide multiple options to the customer to choose and avail the services and will defiantly helps us to get new customer on board.
8. Validation of Customer complaints:
Current Practice in BSNL: As of now there is no proper complaint validation of customer complaints in Call Centers (CC). Every customer complaint either related to use of service of charging related issue is being treated as forced activation complaint. CS executive are not trained to handle VAS related issues properly.
VASP’s Suggestion: CC executive should be educated about VAS services and aware on further segmentation of VAS complaints and forced activation compliant through usage validation.
9. Renewal of Agreement:
Current Practice in BSNL: As per existing VAS policy, venders has to sign separate agreement for each platform and validity period of each agreement is fixed. Even after achieving the agreed revenue commitment VASPs have to go repeat sign off process after the agreement validity period. Any delay in this signing process may lead to disconnection of connectivity and delay in payment processing at zonal level.
VASP’s Suggestion: The Agreements should be without any validity period with the term of auto renewal of agreement. Which can be terminated by any party with a one month notices or any non-commitment of any specific term of defined Term and conditions. There must be single agreement if any vender would like to provide services on across platforms. This practice is being followed by other telcos and will help BSNL as well VAS vendors to reduce the paper work formality.
10. Centralized infrastructure:
Current Practice in BSNL: BSNL signs an agreement with VASP but VASP is asked to deploy its infrastructure in all zones.  Centralized infrastructure may be allowed to be deployed for serving 2, 3 or 4 zones. 
VASP’s Suggestion: Allowing centralized infra will not only help VASPs in saving CAPEX and enable them to focus on generating revenue.
11. Removal of pamphlets or brochures condition in prevailing agreement 

Current Practice in BSNL: As per agreement VASPs has to print pamphlets or brochures which reads as “VASPs may get pamphlets or brochures designed, approved, printed at least upto 2%..”
VASP’s Suggestion: This clause may be deleted as now most promotion is done through SMS/DATA channels to BSNL subscribers. Promotion through pamphlets or brochures is costly and moreover its implementation to be monitored is very difficult to be ensured.
12. Try and Buy promotional scheme:
Current Practice in BSNL: No policy available.

VASP’s Suggestion: VASPs may be permitted to launch services in which subscribers are offered services free for a period and charge after the expiry of trial period. 2nd consent for the charges may be obtained at the time when subscriber accept free trial offer.

13. Bundling of VAS products with FRC, STV etc:
Current Practice in BSNL: Presently only mobile TV is being bundled with data STV.

VASP’s Suggestion: BSNL should bundle other products also with STV etc.
14. Unified code for activation:
Current Practice in BSNL: Every VASPs promote the services using its own codes.

VASP’s Suggestion: Every operator except BSNL has launched unified portal for activating VAS services (121 or 123). It helps customer in activation of VAS as they need to remember only one code.

15. Free VAS subscriptions to new subscribers:
Current Practice in BSNL: No such facility exists.

VASP’s Suggestion: Such facility will help in on boarding new subscribers. They are ready to give free content for such service.

16. Disconnection of telecom resources:
Current Practice in BSNL: Usually disconnected on expiry of agreement.

VASP’s Suggestion: On many instances, zones disconnect the connectivity even if renewal of agreement is pending or extension of agreement being considered at Corporate Office causing loss not only to them but also to BSNL. Also services are disrupted and consumers are inconvenienced.

All the above issues and suggestions given by stakeholders were considered by BSNL management. I was felt that in view of the drastic fall in VAS revenue after implementation of 2nd consent vas changes in VAS policies are required. Accordingly following decisions have been taken by the competent authority:

i. Promotional Support:
Promotions is backbone of any revenue stream and for Mobile VAS, vendors are totally depended on Operator's resources for promoting their products. Limited allocation of resources is directly linked with penetration and growth of VAS revenue. Major competitors of BSNL like Airtel, Vodafone etc are not only doing BTL promotions but also ATL activities. Though it may not be viable for BSNL to go for ATL, due to financial crunch but adequate BTL resources to VASPs should be made available. Accordingly promotional resource allocation policy as detailed in Annexure –I is to be followed by CMTS Zones and Circles for allocation of promotional resources to VASPs.
ii. Infrastructure/additional Short Code Charges & Sharing of Infrastructure among VASPs:
In view of the fact that vendors are to encouraged to deploy more resources to enhance customer experience through innovative means and the fact that BSNL takes major share under the agreement in lieu of providing network and other infrastructure, no infrastructure charge on VASPs who have fulfilled their revenue commitment during last agreement period need to be levied. For new integration, Infra charges are to be levied from the date when first service is launched as per existing policy. Also, it has been decided that to persuade the VASP to launch new services additional short code charges may be reduced to Rs 25,000/- per zone per annum from existing Rs 1.25 Lakh per zone per annum.
iii. Additional incentive for increasing the revenue:
The additional revenue share will encourage VAS vendors to further invest in premium content and roll out more innovative service. In view of approval of competent authority for incentive scheme as detailed at Annexure-II is conveyed.
All the non-exclusive policies for operation of USSD, SMS, Data, IVR, OTA and Mobile TV and the previous instructions issued regarding above issues stands modified with immediate effect up to the extant mentioned above.
Instructions for rest of the issues has already been issued vide letter of even no. dated 16.12.2015. 

All Zones and circles are requested to take immediate necessary action immediately. It is reiterated that above measures have been initiated in view of fall in revenue after implementation of 2nd consent and with the objective to increase the VAS revenue. Therefore it is imperative to not only implement these instructions but closely monitor the impact of these steps on revenue and accordingly suggestions, if any, may be sent to this office.

Encl: Annexure-I and II as mentioned above.

Annexure-I

Policy for allocation of Telecom Resources to VASPs on FOC basis

OBD, USSD, SMS, Post call Notifications (PCN), Balance on demand (BOD), Cell broadcast info are the conventional VAS tools for promotions. The above mentioned resources can be allotted to VAS Vendors individually or on Slots basis on availability of resources, type of service, customer base, Revenue or number of vendors.

1. Promotional OBD: OBD is a good tool to educate & communicate to end user about the variety, benefits and features along with price points of service. BSNL is also having big capacity of pushing 30 sec OBD to 2.4 million customers per day, each installed in SZ and WZ. Only a small capacity of this is presently being used for internal purposes like payment reminder. BSNL can use this OBD capacity for making promotions of VAS services. Half of this capacity i.e. 2.4 million OBD may be used for this purpose.  The promotional OBD’s shall be provided by BSNL to VASPs to acquire the customers for IVR services. However while allocating OBD resources, it may be kept in mind that too much OBD promotional call to subscribers may annoy customers and may prove counterproductive. As per present policy OBD E1s are allotted to H1 IVR vendor only. However, it is felt that all other vendors also be supported by providing OBD support as per following:

	Type of vendor
	Policy for E1s allocations

	PRBT vendor
	15 E1s per circle

	H1 IVR vendor
	5 E1 per circle

	H2 and H3 IVR vendor
	10 E1s per zone or 0.2 million per day OBD push capacity from BSNL to each VASPs

	Other IVR vendors
	5 E1s per zone or 0.1 million per day OBD push capacity from BSNL to each VASPs.

	Non-IVR vendors
	Initially 0.1 million per day OBD push capacity from BSNL for a week to each vendor on rotation basis. H1 should be allotted first slot then H2 and so on. After 6 months of completion of first round, vendor showing the highest increase in revenue should be given OBD for two weeks from next round and so on. Such review should continue to be done every six months.


Other terms and conditions:

i. VASP may opt for taking E1s from BSNL or OBD Push capacity in BSNL server as per above.

ii. The E1s to be provided free of cost to VASPs.

iii. H1, H2, H3 etc may be decided on zonal basis based on revenue of Q1 of every financial year. The status of H1, H2 and H3 may be reviewed in the month of August and accordingly the resources may be re-allocated, if required.

iv. OBD may be installed on zonal or central basis. In case of central basis deployment E1s of zones would be clubbed and given at one place.

v. No long distance call charges are to be levied on VASPs.

vi. Zones have to ensure that same customer base is divided among VASPs in such a manner so that same customer is not covered again and again creating annoyance.

vii. VASP must be registered with TCCCPR and has to follow all TRAI rules.

viii. OBD through 3rd party is permitted. However, VASP has to submit a indemnification bond to hold BSNL harmless against any violation of TRAI rules by 3rd party.

ix. The format for the same shall be provided by Corp. Off.

x. Sharing of OBD dialer by VASPs is also allowed.

xi. If it is not possible to give all E1s from same exchange/SSA than the same may be extended from nearby SSAs.

xii. The E1s or OBD capacity to VASPs is to be provided on best effort basis and it is not mandatory on part of BSNL to provide all    or some of promotional resources.

xiii. Only spare E1 or OBD capacity is to be used for the purpose of allocating resources to VASPs.

xiv. In addition to this on occasion of launch of contest or religious festivals or any other special occasion like independence day etc zones may provide additional free 5E1s capacity on temporary basis for a week’s period to H1,H2 and H3 vendors in IVR segment.

2. USSD: Being an interactive mode of promotion, the USSD should be allowed for promotions and acquisitions of VAS service across platform. Being the non-intrusive promotion technique it is an effective medium also due to the fact that it consumes very little telecom resources. Following policy may be followed for allocating the resources:

i. The links to be provided free of cost to VASPs.
ii. Initially H1, H2 and H3 vendors in each segment may be allotted 10 64 kbps links and other vendors may be allotted 2 64 kbps links.

iii. Setup may be installed on zonal or central basis.
iv. No long distance signaling usage charges are to be levied on VASPs.

v. Zones have to ensure that customer base is divided among VASPs in such a manner so that same customer is not covered again and again by different VASPs creating annoyance.

vi. VASP must be registered with TCCCPR and has to follow all TRAI rules.

vii. USSD promotions through 3rd party are permitted. However, VASP has to submit an indemnification bond to hold BSNL harmless against any violation of TRAI rules by 3rd party. The format for the same shall be provided by Corp. Off.

viii. Sharing of USSD G/w by VASPs is also allowed.

ix. If it is not possible to give all links from same exchange/SSA than the same may be extended from nearby SSAs.

x. The capacity to VASPs is to be provided on best effort basis and it is not mandatory on part of BSNL to provide all    or some of promotional resources.

xi. Only spare capacity is to be used for the purpose of allocating resources to VASPs.

xii. In addition to this on occasion of launch of contest or religious festivals or any other special occasion like independence day etc, zones may provide additional free 5, 64 kpbps links capacity on temporary basis for a week’s period to H1, H2 and H3 vendors under various non-exclusive policies and vendors of BSNL branded services.

3. SMS : 

i. The free TPS capacity is increased from existing 10 TPS to 20 TPS per zone for those vendors who have achieved the minimum Revenue commitment during last agreement under various non-exclusive policies. 
ii. The BSNL branded service vendors should be provided free 50 TPS per zone. In addition to this on occasion of launch of contest or religious festivals or any other special occasion like independence day etc zones may provide additional free 50 TPS capacity on temporary basis for a week’s period.

iii. H1, H2 and H3 vendors in SMS/Data segment may be allotted additional 10 TPS FOC basis over and above 20 TPS.

iv. Setup may be installed on zonal or central basis.
v. No long distance signaling usage charges are to be levied on VASPs.

vi. Zones have to ensure that customer base is divided among VASPs in such a manner so that same customer is not covered again and again by different VASPs creating annoyance for customers.

vii. VASP must be registered with TCCCPR and has to follow all TRAI rules.

viii. SMS promotions through 3rd party are permitted. However, VASP has to submit an indemnification bond to hold BSNL harmless against any violation of TRAI rules by 3rd party. The format for the same shall be provided by Corp. Off.

ix. Sharing of SMS G/w by VASPs is also allowed.

x. The capacity to VASPs is to be provided on best effort basis and it is not mandatory on part of BSNL to provide all    or some of promotional resources.

xi. Only spare capacity is to be used for the purpose of allocating resources to VASPs.

xii. H1, H2, H3 etc may be decided on zonal basis based on revenue of Q1 of every financial year. The status of H1, H2 and H3 may be reviewed in the month of August and accordingly the resources may be re-allocated, if required.

xiii. In addition to this on occasion of launch of contest or religious festivals or any other special occasion like independence day etc, zones may provide additional free 50 TPS capacity on temporary basis for a week’s period to H1, H2 and H3 vendors under various non-exclusive policies and vendors of BSNL branded services.

4. Post Call notifications(PCN), Balance On Dial(BOD): 

Such promotional resources can be extended to VASP’s on slot basis on launch of new service, contest on concessional rates. This will help the VASPs as well as BSNL to create awareness about new service. The terms and conditions for allocation of resources will be following:

Initially 10 hr slot to each vendor on rotation basis. H1 (on zonal basis)should be allotted first slot then H2 and so on. After 6 months of completion of first round, vendor showing the highest increase in revenue should be given 20 hrs slots for next round and so on.

5. Promotion through mailer:
PRBT vendor and H1,H2 and H3(on zonal basis) vendors of non-exclusive policies will create HTML E-mailer send it to BSNL and BSNL would forward the same to their postpaid mobile landline and broadband customer.
Annexure-II

Policy for giving incentives for increasing top line revenue 

For the purpose of calculating additional incentive there will be a fixed slabs based on top line revenue growth over last quarter achievement. This additional incentive will be applicable only for VASPs who have achieved minimum revenue commitment during previous agreement period. The additional incentive to VASPs shall be payable as per following:
	Value in Lakh Rupees
	
	

	Min. Add. Top line Revenue (over july-sep’2015  Quarter)
	Add. Revenue share %
	Add. Rev share to VASPs*
	Rev.  for BSNL

	40
	5%
	3.5
	6.5

	80
	10%
	4.5
	15.5

	120
	15%
	6
	24

	180
	20%
	9
	36

	240
	25%
	12.75
	47.25


*Basic revenue share as per existing agreement has been assumed as 30% for illustration purposes.

· The additional Revenue share will be payable on graded basis e.g.  if a VASP has earned 25 Lakh additional top line revenue in last quarter in comparison to july-sep’ 2015  quarter, he will be given 5% additional revenue share on first 10 Lakh amount and them 10% on rest of 15 lakh amount.

·  VASP’s has to submit Invoice for claiming incentive at zonal level within 60 days from end of quarter.

· Consolidated revenue figures of all zones will be provided by Corp. Off to zones within 30 days of end of last quarter.

· Additional incentive will continued to be paid at zonal level.
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No.VAS-15/General-Meetings/2013                                                                                     Dated:  17.03.2016
To,

1. All CGMs, Telecom Circles/Districts

2. Sr.GM/GM (CMTS), Nodal Center, Chandigarh/ Pune/ Kolkata/Trichy
Subject: Policy for giving incentive for increasing top line revenue-regarding
Reference: Annexure-II of BSNL CO letter No. VAS-15/General Meetings/2013 dated 11.01.2016 regarding changes in VAS policies to increase VAS revenue.
In reference to the above referred letter on the above subject, it is communicated that in view of clarifications sought by field units and some VASPs, policy for giving incentive for increasing top line revenue is being clarified as follows:

a) The additional incentive is to be paid on quarterly basis.

b) The base quarter for calculation of additional incentive is July-Sep’2015 as already approved by MC. The additional incentive is to be paid only from Q Jan’16-Mar’16 as per the approval of MC for additional incentives was communicated in month of Jan’16 only and relevant circular was issued on 11.01.2016.

c) Accordingly the table as contained in Annexure-II of letter dated 11.01.2016 is modified here as under:

Values in Lakhs



ILLUSTRATION TABLE
	Add. Top line Revenue Slabs (over july-sep’2015  Quarter)
	Add. Revenue share %
	Add. Top Line Revenue (for Illustration)
	Calculation of Revenue share to VASP

on additional revenue
	Revenue Share to VASP
	Revenue share to BSNL

	a
	b
	c
	d (w.r.t.- c)
	e=Value(d)
	F=(c-e)

	<= 40
	0%
	40
	40*0.3
	12
	28

	>40 and <=80
	5%
	60
	40*0.3+20*0.35
	19
	41

	>80 and <=120
	10%
	100
	40*0.3+40*0.35+20*0.4
	34
	66

	>120 and <=180
	15%
	150
	40*0.3+40*0.35+40*0.4+30*0.45
	55.5
	94.5

	>180 and <=240
	20%
	210
	40*0.3+40*0.35+40*0.4+60*0.45+30*0.5
	84
	126

	  >240
	25%
	270
	40*0.3+40*0.35+40*0.4+60*0.45+60*0.5+30*0.55
	115.5
	154.5


*For illustration purpose the base revenue share has been assumed as 30%. The same need to be recalculated based on actual revenue share as per agreement.

d) Minimum revenue commitment during last agreement refers in Para 3. i. (page 8 of 10) of Annexure-II refers to overall revenue Commitment e.g. Rs 1 Crore in case of SMS/Data agreement not the minimum Zonal Revenue Commitment.
e) Illustration as given in letter dated 11.01.2016(Annexure-II, page 10 0f 10) may be treated as deleted. 
f) The above policy will be reviewed in due course.
VAS Cell                                                                                                                                                                                                                                                                                                                                        

BSNL Corporate Office,

Bharat Sanchar Bhawan,

Ph. 011-23314935

Fax.-011-23734052

VAS-15/ General Meeting/2013                                                                       Dated: 19-01-2016
Subject: Revised conditions regarding Bank Guarantee (BG) and Revenue Commitment (RC) for non-exclusive VAS policies.

Getting the revenue by en-cashing of PBG is not the objective of BSNL. Moreover, en-cashment of PBG discourages existing VASPs and new VASPs to do business with BSNL. The objective for taking PBG is to ensure seriousness of VASP not to punish them. Due to sudden fall in revenue, not only BSNL has to make strategies to increase the VAS revenue. VASPs may also need BSNL’s support, which can be by way of marketing push / SMS campaign and also by partially modifying the terms and conditions               of business. If PBGs are en-cashed indiscriminately as per existing policy ignoring the current market situation, such VASPs may not be inclined to continue business with BSNL causing revenue loss to BSNL.

In view of above, the competent authority has decided to revise Policy for encashment of BG for all agreements under non-exclusive VAS policies as per following with immediate effect:
(a)  In all cases where VASP has failed to meet RC as per existing policy, may be extended for next agreement period on VASP’s request. In case VASP doesn’t agree for the same, its BG may be en-cashed as per existing policy.

(b) All such extended agreement will be covered with following BG condition:

(i) The full BG to be forfeited, if the Top line revenue earned is less than 70% of the RC.

(ii) If Top line revenue is between 70% and 95% of RC, the proportionate BG to be en-cashed, and remaining BG to be released.

(iii) If Top line revenue is more than 95%, full BG is to be released.
(c) Existing BG of such extended agreement may be released on submission of new BG.

(d) There will be no change in BG amount to be submitted.

(e) If VASP’s Top line revenue is between 70% and 95% of RC in extended agreement period, VASP will have option to :

(i) Get the proportionate BG en-cashed as per BG condition.

(ii) Carry forward the revenue shortfall to next agreement period. The enhanced revenue commitment will be linked to BG of next agreement period. There will be no change in BG value for next agreement period.

(f) All the new entrants in the policy may be given above options in non-discriminatory manner. Therefore suitable changes in all non-exclusive policies SMS/Data, USSD, IVR, Mobile TV etc may be incorporated.

The above policy may be applied to all existing cases where BG has not been en-cashed by bank. However, the cases where BG has been got en-cashed from bank; the same may not be reopened.
VAS CELL
2nd floor, Bharat Sanchar Bhavan,

Harish Chandra Mathur Lane, Janpath

New Delhi – 110001
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Fax: 011 – 23734052



[image: image3.jpg]BSNL

Faster than your thoughts





No.VAS-15/General-Meetings/2013                                                  Dated:        .03.2016          

Subject: Policy for Business promotion through TPS (SMS Push) for VAS agreements-regarding

Reference: Annexure-I of BSNL CO letter No. VAS-15/General Meetings/2013 dated 11.01.2016 regarding changes in VAS policies to increase VAS revenue.

In reference to the above referred letter on the above subject, it is communicated that in view of clarifications sought by field units the charges to be levied for the provision of TPS beyond free TPS limit are tabulated as under:

Table-I
	SMS TPS Slabs
	Charges as per Letters dated 18-09-12 & 22-05-2015.

	10TPS
	Free

	20TPS
	Rs. 14000/- Per Month

	30TPS
	Rs. 24000/- Per Month

	40TPS
	Rs. 33000/- Per Month

	Beyond 40 TPS 
	Rs 9000/- per 10 TPS Per Month


Table-II

	SMS TPS Slabs
	Charges as per revised promotion policy for VASPs who have signed agreement under non-exclusive policies and achieved their RC in last agreement period(vide letter date 11.01.2016)

	10TPS
	Free

	20TPS
	Free

	30TPS
	Rs. 14000/-  Per Month

	40TPS
	Rs. 24000/- Per Month

	50TPS
	Rs. 33000/- Per Month

	Beyond 50 TPS.
	Rs. 9000/- per 10 TPS Per Month


Table-III

	SMS TPS Slabs
	Charges as per revised promotion policy for VASPs who have signed new agreement and VASPs who have signed agreement under non-exclusive policies and couldn’t achieve their RC in last agreement period (vide letter date 11.01.2016)

	10TPS
	Free

	20TPS
	Rs. 14000/- Per Month

	30TPS
	Rs. 24000/- Per Month

	40TPS
	Rs. 33000 /-Per Month

	Beyond 40 TPS 
	Rs.  9000/- per 10 TPS Per Month


Table-IV
	SMS TPS Slabs
	Charges as per revised promotion policy for PRBT, BSNLBUZZ and STK 

	10TPS
	Free

	20TPS
	Free

	30TPS
	Free

	40TPS
	Free

	50TPS
	Free

	60 TPS
	Rs. 14000/-

	70 TPS
	Rs. 24000/-

	80 TPS
	Rs. 33000/-

	Beyond 80 TPS
	Rs.9000/- per 10 TPS Per Month


VAS CELL
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No.VAS-15/General-Meetings/2013                                                  Dated: 09.03.2016          

To,

1. All CGMs, Telecom Circles/Districts

2. Sr.GM/GM (CMTS), Nodal Center, Chandigarh/ Pune/ Kolkata/Trichy

Subject: Revised Policy for allocation of additional short codes and suffixes of 2,3,4 digits for additional short codes on payment basis.

Approval of competent authority is hereby conveyed for allocation of suffixes of 2,3,4 digits for additional short codes allotted on payment basis as under:

a) For SMS & IVR

	Total Digit length including main short code
	Charges in INR Lakh per Annum per zones

	5
	0.25

	6&7
	0.35

	8,9 & 10
	0.40

	More than 10
	0.50


b) For USSD

	Total Digit length including main short code
	Charges in INR Lakh per Annum per zones

	3
	0.25

	4 &5
	0.35

	6, 7 & 8
	0.40

	More than 8
	0.50


2.
Allocation of Suffixes for free SMS/IVR/USSD short codes (allocated as part of agreement) will be provided at no cost to VASP with approval of GM (VAS) on the request of VASP.

3.
The above commercials will be applicable for future only and for all new agreements being entered from time to time after issue of this policy.

4.
Additional codes allotted for access channels may not be used for other agreements i.e. if an IVR code is allotted for SMS/Data agreement the same may be used only for that SMS/Data agreement not for any other agreement.
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No.VAS-15/General-Meetings/2013                                                 Dated: 3rd May, 2015
Subject: Addendum of Policy for allocation of additional short codes and suffixes of 2,3,4 digits for additional short codes on payment basis.

Kindly refer to this office letter of even no. dated 09.03.2016 on the above subject wherein approval of competent authority was conveyed for allocation of suffixes of 2,3,4 digits for additional short codes on payment basis. The charges for allocation of additional short codes were conveyed vide para 1 (a) & 1 (b) of the said letter.

2.
In this regard, it is further conveyed that Services Tax is also levied on the charges mentioned in para 1 (a) & 1 (b) of the letter dated 09.03.2016 with immediate effect.

.
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