BHARAT SANCHAR NIGAM LIMITED
(CORPORATE OFFICE)
Bharat Sanchar Bhavan, Janpath
New Delhi-110 001

No. 4-20/2009-Restructuring Date: 215t August 2012

The Chief General Managers of
All Territorial Circles
Bharat Sanchar Nigam Limited

Subject: Project SHIKHAR implementation - extension of scheme of reimbursements, facilities,
awards and incentives for sales teams in Consumer Mobility (Project Vijay), Consumer
Fixed Access (Project Udaan) and Enterprise.

Approval of the competent authority was initially conveyed vide this office letter of even
number dated 21st October 2009, for reimbursements, facilities, awards and incentives for Sales Teams
in Consumer Mobility (Project Vijay), Consumer Fixed Access (Project Udaan) and Enterprise Units,
as detailed therein. Vide subsequent letter of even number dated 8% February 2010, Channel
Management Teams of Project Vijay were also granted the facility of one-time mobile of Rs.1,500/-
only, if not already provided, subject to certain conditions. Further, sanction for KPI-linked incentives
for Sales Teams in Consumer Fixed Access (Project Udaan) was conveyed vide this office letter No.64-
89/2009 BB (Part I) dated 6% May 2010. Last extension of validity of the schemes expired on 31st
March 2012.

3. Extension of the above schemes beyond 315t March 2012 has been considered in the light of
feedback received from various quarters. It has now been decided with the approval of the competent
authority to implement a modified scheme for reimbursements, facilities, awards and incentives for
Sales Teams in Consumer Mobility (Project Vijay), Consumer Fixed Access (Project Udaan) and
Enterprise Units as contained in the enclosure to this letter. The amended scheme will be valid for
the period 1st April 2012 to 31+ March 2013. Fulfilment of conditions with regard to sales, customer
visits or retailer visits etc. as applicable and as prescribed in the enclosed scheme must be ensured
prior to sanction of reimbursements, facilities, awards and incentives, as the case may be.

4. Heads of territorial Circles are requested to take further necessary action accordingly for
implementation of the modified scheme.

DGM (Restructuring)
Encl: As above

Copy for information to:

CMD, BSNL :

All Functional Directors, BSNL Board

All Executive Directors, BSNL

Chief Vigilance Officer, BSNL

CS & GM (L), BSNL

GM (EF), BSNL

Director General of Audit, P&T, Sham Nath Marg, Delhi-110054
Dy. Manager (OL), BSNL Corporate Office, for Hindi translation
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Modified scheme of reimbursements. facilities. awards and incentives for sales teams in Consumer
Mobility, Consumer Fixed Access and Enterprise (Annexures 1-V)
Validity 01.04.2012 — 31.03. 2013

Annexure 1 : Base Reimbursements

Annexure } : Base ReUMDRIS= 22—

General Instructions

4) Base Reimbursement will cover travel and meal expenses incurred by Sales teams in
Consumer fixed access {CFA). Consumer Mobility (CM) and Enterprise business unt its

by This will be in lieu of TA/DA and thus no TA/DA allowance should be drawn over and
above this reimbursement.

¢ Base reimbursements wi 11 be made only on fulfiliment of certain conditions with regards 1o
sales. customer or retailer visits as indicated in each of the categories.

4y Policy guidelines wi ith respect to provision ing of service connections’ mobile usage | limits
talk time on prepaid SIMare e issued by PHA Wi ing of Corporate Office. However, for all the
executives up to STS | evel and the non/executives covered in this scheme. mobile usage
limit / talk time on prepaid S S1V shall be Rs. 300 per month.
1.1 . Base Reimbursements for Consumer Mobility (Project Vijay) sales team

The following table gives the base reimbursements for Project Vijay channel mandagement eant

member
Role Bt Relmbursement tvpe
T > +-(travel, ‘meal) -
rr’mch 5eL Manager o Ri#SOQ/— E;i;,, o
Retailer Manager T RsS 200/- p- m. " The overall entitlement is :s’ubj:u
}_gq@\_}tors ‘ * condition that no additiona
Retailer \ng{é}"{ET;m S Rs.1.800/- pfili’i* TA/DA should be claimed for

UpLo 40 “ms/d dd\« avrg.

Rddl'tf \hmac c RS H6QP - n.m - sales-retated travel

beyond 40 Kms/day avrg. o

Notes to above table

1. Franchisee Manager 15 e\p”ﬂi to manage up to 2 Franchisees. and visit them every
alternate day: Franchisee Manageris also p cred 1o visit each sub-franchisee once d month.

2. Retailer Manager Coordinator is expecte d to manage up to |5 Retailer Vanagers. and
do | inspection visit pert Retailer Manager per month

3. Each retailer manager 1s wmc\xllx assign ed ~ 200-300 retaifers. depending on ared
geography. and 1s expected 1o visite ¢h retailer ~ 2 t es a month

4. Final decision on which category the Ret Manager fails in should be made by the
$SA sales head. advised by the Ret ailer Manager Lomdmatoxt

The base reimbursement will be pai 1id to Franchisce Manager md Retailer Manager Coordinator
upon meeting a minimum of 30% achievement on Primary sale (# of SIM and Recharge value)
KPAs. The base reimbursement will be paid to Retailer Manager upon meeting a minimum of
20% achievement on no. of retailer visits done as a propomon of the total no. of retailer visits
assivned. The KPA definitions for the above are provided in Annexure V.



The base reimbursement is to be provided as a lump sum money €very month along with the
salary, against a declaration of expense by the Channel Management Team member, duly
certified by the sale head of the SSA.

1.2: Base Reimbursements for Consumer Fixed Access (Project Udaan)

Role Reimbursement type (travel,meal) Remarks J
Sales Associate Travel (Rs. 1000/- p.m.) and meal | The overall entitlement is subject (o |
(Rs 400/- p.m.) the condition that no additional
o TA/DA should be claimed for sales-
Sales Team Leader Rs 1400/- p.m. related travel.

Base reimbursement to be given only if Sales Associate & Sales Team Leaders achieve
minimum of 10 connections in the month (for the sales Team Leaders, it is average achievement
of team), duly certified by the Project Manager of Sales & Marketing of Project Udaan.

1.3: Base Reimbursements for Enterprise Sales Team

T Role Reimbursement Reimbursement* amount / month
- type (travel,meal)
National Account Meal +sundry Up to Rs. 1,000
Manager (NAM)/ Key expenses
Account Manager(KAM)
National Account Travel (to be paid if | Up to Rs. 3000 per month in NCR, Mumbai,
Manager (NAM)/Key official vehicle not | Chennai, Kolkatta, Pune, Hyderabad, Bangalore
Account Manager(KAM) | provided) and Ahmedabad

Upto Rs. 2000 per month in other circles

Base reimbursement to be given only if National Account Manager (NAM) or Key Account
Manager (KAM) makes atleast 5 customer visits in a month, duly certified by the respective
DGM.

* %k 3k % %k ok 3k ok %k %k %k ok k kK

* The overall entitlement is subject to the condition that no additional TA/DA should be claimed
for sales related travel.



2.1: Eacilities for Sales Teams for Project Vijay

Annexure |l :Facilities

B Role Facility

T Office space, Desktop with broadband, One time mobile
SSA sales head handset reimbursement** of Rs. 1500/- (if not already

L provided) or WLL phone (if not available).
Eranchisee Office space, Desktop with broadband, Qne time mobile
Manager handset reimbursement** of Rs. 1500/- (if not already

provided) or WLL phone (if not available),

Retailer Manager
Coordinator

Office space, Desktop with broadband, One time mobile
handset reimbursement** of Rs. 1500/- (if not already
provided) or WLL phone (if not available),.

Retailer Manager

One time mobile handset reimbursement™ of Rs. 1500/- (if
not already provided) / WLL phone (if not available).

L______d.{_'#._(,_a_\___

2.2: Facilities for Sales Teams for Project Udaan

R6Ie

Facility (Mobile , car,
desktop, laptop, data card,
etc.)

Remarks

Sales Associate

One time mobile handset
reimbursement** (if not
already provided)

Rs.1500 / one time

Sales Associate

Sales Bag worth Rs.500
every six months (if not
already provided)

Rs.500 per sales associate per
six months

]

** Subject to conditions that (i) they are willing to continue with the project for at least 03 years, or (i) they will
have to return the handset in the event of their posting elsewhere.

2.3: Facilities for Enterprise Sales Teams

Role

Facility (Mobile Usage, car,
desktop, laptop, data card,
etc) 7

Duration (ongoing, 3
months, pilot period,
etc.)

NAMs / KAMs

Laptops with BSNL data cards
and desktops (if not already
provided)

Desktops / laptops (with
data cards) to be provided
to all NAMs / KAMs
Requirement for laptops
with data cards for the
platinum office= Total No. of
NAMs — existing desktops
available

Requirement for laptops
with data cards for the gold
office= Total No. of KAMs —
existing desktops available

Laptops & data cards
required for 100% of
NAMs and 60% of KAMs

NAMs / KAMs

Monthly rental for data card
provided to NAMs / KAMs




Annexure 111 : Awards

3.1: Channel Managemment Team Awards for Project Vijay

Name of Level Frequency | Amount Basis for decision
award : B

Best Within Quaterly Rs. 3,000 | Highest average score on KPAs' For
Franchisee Circle Franchisee Managers
Manager i
Best Retailer | Within Quaterly Rs. 3,000 | Highest average score on KPAs' For
Manager Circle Retailer Manager Coordinators
Coordinator
Best Retailer | Within Quaterly Rs.750 Highest average score on KPAs' For
Manager SSA Retailer Managers

Best SSA Within Quaterly Rs. 5,000
sales head Circle

(Consumer
Mobility)

The average score on KPAs' would be calculated as follows:

Highest average score on KPAs For
SSA sales heads

Average score on KPAs = Score on KPA, +Score on KPA+...... +Score on KPA,
n
where, n =No. of KPA parameters defined for the CMT role.
The score on individual KPAs(KPA,, KPA,.....KPA,) would be calculated as per the following table:

Category achievement' on individual KPA Score on individual KPA
No Category 0.00

Category 1 1 0.75
Category I 0.90
Category Il
| Category IV
n case of a tie, the award amount may be equally split.

|

In order to qualify for an award, the Franchise Manager or Retailer Manager Coordinator must
meet a minimum of 30% achievement on Primary sale (# of SIM and Recharge value )KPAsS.
Similarly, in order to qualify for the award, the Retailer Manager must meet a minimum of 50%
achievement on no. of retailer visits done as a proportion of the total no. of retailer visits
assigned.

The final decision on awards at the circle level should be made by the PGM/GM(Consumer

Mobility) at circle level at the end of the month, after taking into the account the average score
on KPAs received from SSAs.

The final decision on the awards at the SSA level should be made by the SSA head, duly
certified by the SSA sales head (Consumer Mobility) at the end of the month, after taking into
account the average score on KPAs.

' Defined in Annexure V



These awards should be conferred on the recipients by

ceremony.

3.2: Sales Team Awards for Project Udaan

the CGM of the circle, in a monthly

L

within circle for the whole
Team

Name of award Level Frequencﬂ Amount Basis for decision
Best sales Within Circle | Quarterly \ Rs.5,000 Highest number of connections |
person | within circle i
Best sales team | Within Circle | Quarterly | Rs.25,000 Highest number of connections

In case of a tie, the award amount may be equally spli

t. In order to qualify for an award, the sales

person must achieve minimum of 10 connections in the month ,duly certified by the Project
Manager of Sales & Marketing of Project Udaan.

ok ok ok sk ok ook sk skok ok ok ok



Annexure IV : Incentives

4.1: Variable (performance-linked) Incentives for Project Vijay

A KPA-linked incentive will be provided to Channel Management Team members
under Project Vijay on achievement of targets on all KPAs specified.

Role Incentive Incentive amount/ month
type

SSA sales head KPA linked Rs. 2,500
Franchisee Manager KPA linked Rs 2,500 J
Retailer Manager Coordinator | o jinked Rs 2 500 J
Retailer Manager For Visits up "
to 40 Kms/day avg. KPA linked Rs 2,500
Retailer Manager For Visits ,
beyond 40 Kms/day avg. KPA linked Rs 2,500
AO (Sales/ CMTS) in charge «
of mobile inventory in SSA KPA linked Rs 2,500 4
SDE (sales) in charge of CAF
management in SSA (if KPA linked Rs 2,500
existing) |

Guidelines to be noted regarding incentives:

1.

The KPA linked incentive for SDE (sales) in charge of CAF management in
SSA is only for the employee centrally responsible for all CAF management
in SSA (if this post exists in the SSA); Incentive is not applicable for all SDE
(sales) in the SSA

. AO (Sales/ CMTS) is assumed to be the custodian of mobile products

inventory (SIM, Recharge vouchers and CTOP-UP) in the SSA; In case more
than one employee is the custodian of mobile inventory, the KPA linked
incentive for AO (Sales/ CMTS may be equally split.

. Monthly incentive would be paid for one role only (even if, for some reason,

multiple roles are being performed by the same person)

_In case a channel management team member is on leave, the base

reimbursement would proportionally be reduced by the number of days of
leave.

The final decision on amount of KPA linked incentive applicable to a channel
management team member should be made by the SSA head, advised by
the SSA sales head.

Final decision on which category the Retailer Manager falls in should be
made by the SSA sales head, advised by the Retailer Manager Coordinator

Variable incentive — basis for payment
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The KPA linked incentive will be paid as per following table, based on category
achievement on all KPA parameters specified for a particular CMT role.

—_—

%age of KPA linked l

rs" Category achievement . :
No. incentive to be paid |
I 1. | At least minimum category on all KPAs | 50% of incentive (Rs.1,250) |
(Category ) 4‘1
2. | At least medium category on all KPAs 75% of the incentive !
(Category 1) (Rs.1,875) {\
3. | At least achieved target on all KPAs 100% of the incentive
(Category Il (Rs.2,500)
4. | At least exceeded target on all KPAs 150% of the incentive
(Category V) (Rs.3,750)

In Annexure V, KPAs are defined for each CMT role in two parts:

1. Key Performance Area (KPA) parameters

2 Definition of KPA category achieved (based on achievement on the KPA
parameters defined)

3. Targets for calculating KPA achievement should be given to the channel
management team five days before the beginning of the month. These
targets, once communicated, should not be changed during the month for the
purpose of calculating the KPA achievement

The final decision on payment of KPA-linked incentives should be made by officer
nominated by the PGM/GM (Consumer Mobility) at circle and nodal officer
nominated by IFA in circle at the end of the month but before the 10™ of next month,
after taking into the account the average score on KPAs received from SSAs. KPA-
linked incentives should definitely be paid along with next month’s salary.

4.2: Variable (performance-linked) Incentives for Project Udaan

The score for incentives payout may be calculated as described below

Product Target Sales achieved Product Score
weightage (%) (%)
- (1) (2) 3) (4) = (2)/(1)x(3)
Product wise sales = % target
Landline achievement from ‘Wings’ 25% achievement x
To be product weightage
specified Each connection provided = % target
Broadband every month | to be counted as: 50% achievement x
basis past | 0.5 if lead generated product weightage
performance | through Udaan and = % target
Reconnection & SSA confirmed* by Call Center/ 15% achievement x
targets Customer (Web),(not by product weightage
Sales Associates)
Target setting | 1.0 if lead generated by
EVDO / 3G to be done by | Udaan and confirmed” by = % target
Cards / FWT SSA CFA Sales Associate, and 10% achievement x
sales head | 1.5 if lead generated as product weightage
well as confirmed* by Sales
Associate

*Lead confirmation: - Lead confirmation means a customer is being approached either by Telephone
call or by visiting his premises and the plans are explained to him. Once the plans are explained to
him, and he has made a final decision for taking connection, the lead is termed as confirmed. Once

the lead is confirmed, only requisite documents are to be collected from the customer premises and
the connection is provisioned.
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The overall score is the sum of the individual scores achieved across
products [as in (4)]

Guidelines for incentives payout:

Vi.

Vii.

viii.

KPA-linked incentive will be given to all sales team leaders (STL) and sales
associates (SA) subject to minimum accomplishment of a score of 65%.

The targets for a team leader will be the sum of targets for sales associates/
DSAs in his/ her team.

ii. A payout of Rs. 2,500 will be given corresponding to a score of 100%, for any

other score greater 65% but less than or equal to 150%, the following formula
will be used.

Payout /month= Score achieved * Rs. 2,500

For target achievement greater than 150%, the incentive payable will be
corresponding to 150% target achievement, i.e. Rs.3750/Month is the
maximum payout.

In case of low conversion on leads generated through project Udaan, the
Sales Team Leader/ Project Manager (Sales & Marketing) will randomly call
up customers where there was no conversion to ensure that the lead have
not been diverted to other accounts. Any misappropriations identified will not
be given any performance based incentive for the given month. The
discretion shall lie with the Sales Head for CFA in the SSA.

Final decision on amount of KPA linked incentive applicable to a sales team
member should be made by the SSA head, with the advice of the SSA head
of CFA and Project Manager (Sales & Marketing)

In case of disconnection within 8 months, 50% of the payout in terms of
incentive given will be recovered from the Sales Associates in the month of
disconnection. A check to this effect shall need to be built into the Wings
system for ease of monitoring.

Monthly incentive would be paid for one role only (even if, for some reason,
multiple roles are being performed by the same person)

Also note that the KPA score will also be used as basis for decision on awards
instead of the number of connections as defined in the previous note. All other
qualification criterion will remain the same.

khkkkkkdhkkhhkrkkhkhkkk



Annexure V : KPAs for variable incentive and awards

5.1: Project Vijay

a) Key Performance Areas — Franchisee Manager

The following table details the monthly KPAs for a Franchisee Manager:

Table: KPAs for Franchisee Manager

] , E di
Name of KPA definition | KPA definition C}f;fig:’e'; Jng
g | i Actual value .
KPA (Memod of ca'c"‘a";?) (Actual value) “achieved
>=75%, <80% I
Pri e | = Primary sale® (# of >=80%, <100% I
g | Primay Sale | 5yyis)) Target® (# of SIMs) | >=100%. 0 J
(# of SIMs) | x 100 <125%
>=125% \Y]
, >=75%, <80% |
Primary sale | _ primary sale? >=80%, <100% I
(Recharge 3 —100°
2. lue in Rs (Recharge value)/ Target >=100%, I
va UC (Recharge value) X 100 <125%
") >=125% v
>=80%, <90% I
No of = Actual no of retailers >=90%, <100% I ]
3. retailers | billed*® Target® (no of >=100%, "
billed retailers) X 100 <125%
>=125% \Y
= No of instances where >5%, <=10% |
delivery time® to >0%, <=5% I
Franchisee > 48 hrs /
On-ti Total no of orders placed =0% I
n-time b .
. y Franchisee
4. delivery to — :
7 "2 | = No of instances where
Franchisee . s
delivery time” to
Franchisee > 24 hrs / =0% \Y}
Total no of orders placed
by Franchisee

Notes to above table:

1.

ok

Actual sales figures and targets are on a monthly basis
Sum of sales of all franchisees under the Franchisee Manager
Sum of targets of all franchisees under the Franchisee Manager
Sum of retailers of all franchisees under the Franchisee Manager
Retailer would be counted as billed with a minimum billing value of Rs.500

during the month, as visible in Sancharsoft

Delivery time is defined as the time from the franchisee raising an indent/

invoice (after making the payment) to actual delivery at Franchisee doorstep
by AO sales/ FMT

also satisfied

Refers to all Franchisees under the Franchisee Manager
Higher category KPA is achieved only if condition for lower category KPA is
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9. Incentive applicable only for the employee centrally responsible for all CAF

10.Franchisee Manager is expected to manage u

management in SSA (

applicable for all SDE (sales) in the SSA

if this post exists in the SSA); Incentive is not

p-to 2 Franchisees, and visit

them every alternate day; Franchisee Manager is also expected to visit each
sub-franchisee (if any) once a month

b) Key Performance Areas — Retailer Manager Coordinator

The following table details the monthly KPAs for a Retailer Manager Coordinator:

Table: KPAs for Retailer Manager Coordinator

KPA| Nameof |  KPAdefinition | KPA definition ik
no. KPA \(‘Method of calcuiatlon) (Actual value) achieved
| >=75%, <80% |
. = Primary sale” (# of >=80%, <100% I
1. Fz;@?gfn‘;'f SIMs)/ Target® (# of SIMs) | >=100%, .
X 100 <125% %
>=125% \Y]
Prim | >=75%, <80% I
rimary Sai€ | - primary sale’ >=80%, <100% I
(Recharge 3 =100°
2. value in RS (Recharge value)/ Target >=100%, I
o (Recharge value) X 100 <125% J
>=125% v
. = No of issues acted on*/ | >=90%, <95% I
Aic;tlscilnegn Total no of issues raised >=95%, <100% il
. by FMT/ RMT >=100% Il
3. raised by . 5
- = No of issues resolved” /
retailers . = —EAO
(% of total) Total no of issues raised >=50% \Y}
by FMT/ RMT
Validation >=90%, <95% |
visits with | = No of validation visits >=95%, <100% Il
4. RMT made with RMT® / Total >=100%, "
(% of total | no of RMTs <125%
required) >=125% Wi

Notes to above table:

1.

2
3.
4

o o

by SSA sales head

Actual sales figures and targets are on a monthly basis
. Sum of sales of all franchisees

Sum of targets of all franchisees
. Appropriate action is taken by Retailer Manager Coordinator — to be decided

. lIssue is fully resolved, and no further action is required

Retailer Manager Coordinator is expected to manage up to 15 Retailer
Managers, and do 1 inspection visit per Retailer Manager per month

Higher category KPA is achieved only if condition for lower category KPA is
also satisfied

c) Key Performance Areas — Retailer Manager

The following table details the monthly KPAs for a Retailer Manager:




Table: KPAs for Retailer Manager
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|kPA| Nameof |  KPAdefinition | KPA definition C;gfigfe';d;’r';’
no. KPA (Method of calculation) | (Actual value) achieved
%>=75%, <80% | 4
Primary sale | = Primary sale? (# of >=80%, <100% [ |
1. (# of SIMs) SiMs)/ Target® (# of SIMs) >=100%, " )
X 100 <125%
>=125% N q
. >=75%, <80% |
Primary sale | _ primary sale? >=80%, <100% [ |
, | (Recharge | po harge value)/ Target® | >=100%
" | valuein Rs g g % If
cr) (Recharge value) X 100 <125% J
] >=125% i\
= No of retailers visited* / | >=90%, <95% |
Retailers Total no of retailer visits >=95%, <100% Il
o assigned” =100% I
S o/wsfltf Ctl N No of new retailers
(% of total) | - oated / Total no of >=5% \A J
retailers already assigned

Notes to above table:

1.
2.

Actual sales figures and targets are on a monthly basis

Sum of sales of franchisee whose area is being surveyed by the Retailer
Manager

Sum of targets of franchisee whose area is being surveyed by the Retailer
Manager

Determined by total no of Daily Reports submitted by the Retailer Manager
Assigned by Retailer Manager Coordinator (Each retailer manager to be
typically assigned ~200-300 retailers, depending on area/ geography, and is
expected to visit each retailer ~2 times a month)

Higher category KPA is achieved only if condition for lower category KPA is
also satisfied (e.g. in parameter 3, for category IV to be achieved, category Il
should also be achieved - % of retailer visits should be 100%)

d) Key Performance Areas — AO sales/ AO CMTS in charge of mobile inventory

in the SSA

The following table details the monthly KPAs for AO sales/ AO CMTS in charge of
mobile inventory in SSA.
It is to be noted that KPA linked incentive AO (Sales/ CMTS) is assumed to be the

custodian of mobile products inventory (SIM, Recharge vouchers and CTOP-UP) in
the SSA: In case more than one employee is the custodian of mobile inventory, the
applicable KPA linked incentive may be equally split.

Table: KPAs for AO Sales /| AO CMTS

Corresponding

KPA | Name of "1 KPA definition | KPA definition KPA cat
no. KPA | (Method of calculation) | (Actual value) ategory
Lo L e achieved
1 Primary sale | = Primary sale® (# of >=75%, <80% |
' (# of SIMs) | SIMs)/ Target® (# of SIMs) | >=80%, <100% I
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P

KPA| Nameof |  KPA definition KPA definition C;;figfe';d;':f
no. _KPA | (Method of calculation) (Actual value) achieved
X 100 >=100%, \ "
<125%
\ >=126% | \Y
=750, <809
Primary sale | _ . 2 >= 750/0’ 80 {,0 — | —
= Primary sale >=80%, <100% | ] ]
5 | (Recharge | po harge value)/ Target’ >=100%, " |
value InRs | pecharge value) X 100 <125% |
cr) >=125% v
= No of instances where >5%, <=10% I
delivery time* to >0%, <=5%
Franchisee > 48 hrs /
On-time Total no of orders placed =0%
3 delivery to by Franghlsee
' Franchisee’ = Np of mstag\ces where
delivery time” to
Franchisee > 24 hrs / =0%
Total no of orders placed
by Franchisee
Actionon | = No of issues acted on®/ | >=90%, <95%
issues Total no of issues raised >=95%, <100%
raised under | by FMT/ Franchisee >=100%
4. | purviewof |= No of issues resolved® /
AO sales/ | Total no of issues raised >=50%
7 . (o]
CMTS by FMT/ Franchisee
| (% of total)

Notes to above table:
1. Actual sales figures and targets are on a monthly basis

2. Sum of sales of all franchisees

3. Sum of targets of all franchisees

4. Delivery time is defined as the time from the franchisee raising an indent/
invoice (after making the payment) to actual delivery at Franchisee doorstep
by AO sales/ FMT

5. Appropriate action is taken by AO sales — to be decided by SSA sales head/
CAO

6. Issue is fully resolved, and no further action is required

Refers to all Franchisees

8. Higher category KPA is achieved only if condition for lower category KPA is
also satisfied (e.g. in parameter 4, for category IV to be achieved, category |l
should also be achieved - % of issues acted on should be 100%)

~

e) Key Performance Areas — SDE (sales) in charge of CAF management in SSA
(if existing in SSA).

The following table details the monthly KPAs for SDE (sales) in charge of CAF
management in SSA.
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It is to be noted that KPA linked incentive is applicable _only for the emp\qyee
centrally responsible for all CAF management in SSA (if t_hls post exists in the SSA);
KPA linked incentive is not applicable for all SDE (sales) in the SSA

Table: KPAs for SDE (sales) in charge of CAF management in SSA
Corresponding

KPA | Name of KPA definition KPA definition
no. KPA | (Method of calcu gtjon)- (Actual value) KP::ﬂc‘:ia:\cleggry
>=75%, <80% |
Primary sale | = Primary saleéz (# of >=80%, <100% I
1. (# of SIMs) SIMs)/ Target® (# of SIMs) >=100%, I
X 100 <125%
>=125% \Y)
: >=75%, <80% I
P(rllargirréfaée = Primary sale’ >=80%, <100% I
2. | vaiue in I%s (Recharge value)/ Target’ >=100%, N
cn) (Recharge value) X 100 <125%
>=125% v
= No of CAF daily reports” | >=90%, <95% |
Follow-up / (Tot§| no of working >=95%, <100% Il
, | OnCAF days * Total no of =100% I
) forms® ranchisees) .
(% of total) = No of CAF pen_dlng for
>7 days post activation/ <=20% e
| Total no of CAFs required

Notes to above table:
1. Actual sales figures and targets are on a monthly basis

2. Sum of sales of all franchisees

3. Sum of targets of all franchisees

4. Daily reports on CAF status sent to each franchisee (copy to SSA sales
head), containing data on CAF required (based on no of activations), CAF
submitted and CAF pending — generated via CCN node/ Sancharsoft (with list
of mobile nos.)

5. Refers to all franchisees

6. Higher category KPA is achieved only if condition for lower category KPA is
also satisfied (e.g. in parameter 3, for category IV to be achieved, category lli
should also be achieved - % of CAF daily reports should be 100%)



f) Key Performance Areas — SSA sales head

The following table details the monthly KPAs for SSA sales head.

Table: KPAs for SSA sales head

14

Corresponding

KPA | Nameof KPA definition KPA definition
no. KPA (Method of calculation) (Actual yalue) KPiﬁiaxggry
>=75%, <80% | [ B
Primary sale | = Primary sale? (# of >=80%, <100% | [ N
1| " of SIMs) SIMs) / Target® (# of >=100%, "
SiMs) X 100 <125%
>=125% Y
. >=75%, <80% | ﬂ
Primary sale | _ primary sale? >=80%, <100% [
2 (Recharge | pocharge value)/ Target’ >=100%
' value in Rs 9 9 ’ i
cr) (Recharge value) X 100 <125% 4
>=125% v
>=80%, <90% | {
No of = Actual no of retailers >=90%, <100% I
3. retailers | billed*% Target® (no of >=100%, N
billed retailers) X 100 <125%
>=125% \Y
= No of instances where >5%, <=10% I
delivery time® to >0%, <=5% Il
Franchisee > 48 hrs /
On-time Total no of orders placed =0% 1]
. by Franchisee
4. delivery to_ No of instances where
Franchisee’ ; 1St
delivery time” to
Franchisee > 24 hrs / =0% \A
Total no of orders placed
by Franchisee
= No of retailers visited” / | >=90%, <95% I
Retailers Total no of retailer visits >=05%, <100% I
5 e assigned® =100% Il
: visited .
(% of total) | = No of new retailers o
created / Total no of >=5% v
retailers already assigned

Notes to above table:
1. Actual sales figures and targets are on a monthly basis

S A

Sum of sales of all franchisees
Sum of targets of all franchisees
Sum of retailers of all franchisees
Retailer would be counted as billed with a minimum billing value of Rs 500

during the month, as visible in Sancharsoft
6. Delivery time is defined as the time from the franchisee raising an indent/
invoice (after making the payment) to actual delivery at Franchisee doorstep
by AO sales/ FMT
7. Refers to all Franchisees

8. Determined by total no of Daily Reports submitted by the Retailer Manager



15

9. Assigned by Retailer Manager Coordinator (Each retailer manager to be
typically assigned ~200-300 retailers, depending on areal geography)

10.Higher category KPA is achieved only if condition for lower category KPA is
also satisfied (e.g. In parameter 5, for category IV to be achieved, category lil
should also be achieved - % of retailer visits should be 100%)
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