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Disclaimer 

The information contained in this presentation is only current as of its date. All actions and statements made herein or otherwise shall be 
subject to the applicable laws and regulations as amended from time to time. There is no representation that all information relating to the 
context has been taken care off in the presentation and neither we undertake any obligation as to the regular updating of the information as a 
result of new information, future events or otherwise. We will accept no liability whatsoever for any loss arising directly or indirectly from the 
use of, reliance of any information contained in this presentation or for any omission of the information. The information shall not be 
distributed or used by any person or entity in any jurisdiction or countries were such distribution or use would be contrary to the applicable 
laws or Regulations. It is advised that prior to acting upon this presentation independent consultation / advise may be obtained and necessary 
due diligence, investigation etc may be done at your end. 
 
Certain statements in this release concerning our Company objectives, future  prospects, expectations may be forward-looking statements, 
which involve a number of risks, and uncertainties that could cause actual results to differ materially from those in such forward-looking 
statements. Tata Teleservices (Maharashtra) Limited may, from time to time, make additional written and oral forward looking statements, 
including our reports to shareholders. The Company does not undertake to update any forward-looking statement that may be made from 
time to time by or on behalf of the company. 
 
Actual results, performances or events may differ materially from these forward-looking statements including the plans, objectives, 
expectations, estimates and intentions expressed in forward looking statements due to a number of factors, including without limitation, 
future changes or developments in our business, our competitive environment, telecommunications technology and application, and political, 
economic, legal and social conditions in India. It is cautioned that the foregoing list is not exhaustive. This presentation is not being used in 
connection with any invitation of an offer or an offer of securities and should not be used as a basis for any investment decision. 
 
 
 
 
For any queries, write to: investor.relations@tatatel.co.in 
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FY12 Highlights 
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Three pronged strategy for Mobility 

Mobility Integration 

 
Organization 
realignment 

 
 

• Common market 
facing organization 

• Drive next wave of 
growth 

 
Unified brand 
architecture 

 
 

• Converging five 
brands 

• Harmonized plan 
across customer 
touch points 

 
Integrated 

distribution 
 
 

• Eliminate multiplicity 
of channel partners 
across businesses 

• Create scale with 
larger distributors 
carrying multiple 
TTL products 

Customer Benefits, Efficiency, Cost Savings 
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CDMA and GSM unified under one brand 

Access. Content. Solutions. 

Tata Docomo 
GSM, CDMA  

and 3G 

We moved to a single brand in Oct 2011 … 

Minutes 
Megabytes 
Recharges 

Bundles 
Dongles 

Movies 
Music 
Games 
Cricket 

Football 
Fashion 
Dating 

Messaging 
TV 

Radio 

Money 
Transfer 

Mobile Wallet 
E Banking 

Online 
Courses 

E Training 
Surveillance 

GPS 

Access Content Solutions 

… Making it simple for the end customer 
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Keep it Simple Campaign Network Campaign 

National Campaigns 

Brand Integration  
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Brand Promotions 

Jeet ki Ghanti Campus Calling Mood Indigo 
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Photon 3G / 
Photon Max 

Schemes & Offers  

Gulf Calling / 
Roam Free 

1p/2sec STD 
/Night Calling 

Festive Offers 
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Evolving from being a pipe-runner to a solutions provider 

Because there is more to life than just talking 
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CRBT Shuffle 
Contest 

Grab A Song Name Tunes Satyamev Jayate 

VAS Marketing 
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Huawei C2835  
Samsung Champ 

Smartpick 
Smartpick / Samsung 

Galaxy Tab 

Device Promotion 
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Latest in mobile technology and services  
to create experiential zones 

Branded Retail : Strategic Repositioning 
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12,078 
13,713 

FY11 FY12

Optical Fiber (km)

Network expansion to improve quality and experience 

 Network coverage in Mumbai improved significantly in the last year 

10 

29 

FY11 FY12

HSIA Towns

GSM 

CDMA 

* Including ICR 

5,922 

8,928 

3,138 3,254 

FY11 FY12

GSM/CDMA Sites*

1,492 
1,645 

FY11 FY12

3G Sites
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Significant improvement in our Network coverage in Mumbai 
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Significant improvement in our Network coverage in Mumbai 
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Strength in Data through both CDMA and 3G technology 

Variety of Customer offerings catering to specific data needs 
Photon Max is now available in Pune and Mumbai 

34% 33% 33% 

Data + VAS % of Wireless Revenue 

Photon Max, 2012 
Photon Plus, 2011 

Photon Max voted Product of the Year 2012 

26.7%
29.8%

33.3% 32.8% 33.8% 34.3%

Q4 11 Q1 12 Q2 12 Q3 12 Q4 12 Q1 13
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Extensive fiber presence to tap the Enterprise and SME 
market 

TTML’s Fiber Network in Mumbai 
Extensive Fiber rollout 

• Buried fiber on arterial and access routes  

• Connected to over 22,000 buildings in prime 

localities 

• Switches deployed across Mumbai in all 

business locations 

 

State of the art 

• FTT technology, with last mile copper 

connectivity 

• DWDM technology on fiber backbone 

 

Reliable 

• Real time monitoring of fiber cuts in Mumbai to 

improve restoration time 

• Automatic Switch-over of Optical Network 

(ASON) for multiple path redundancy 

• Centralised NMS - 24*7*365 support 
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• Mobility Integration – Integration of GSM and CDMA teams; leveraging 

synergies with TTSL 

• Brand Integration under ‘Tata Docomo’ umbrella leading to decrease by 20% 

in marketing cost per gross add 

• Rationalized Channel Sales Commissions - 8% decline in acquisition cost per 

GA YoY; process continues in FY 13 

• Office space rationalization 

• Lower utilization BTS  identified and to be redeployed to other sites resulting 

in saving in Power & Fuel 

Cost Optimization 
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Revenue Market Share 

• RMS improved in FY12 by 0.5%  

• #3 in Mumbai 

• #4 in Maharashtra 

 

• GSM growing faster than market; CDMA 

under pressure 

 

• Photon continues to lead its segment of large 

screen data; 3G growth slow 

 

• Continued focus on quality of acquisition 

rather than Gross Adds  

• VLR Ratio improves from 47% in Mar 11 to 

58% in Mar 12 

 

 *Note: Revenue Market Share based on TRAI published GR data 

  Includes only UASL Revenues 

  Excludes BSNL/MTNL fixed  

  Excludes NLD/ILD  

11.1% 11.6%

FY11 FY12

TTML RMS %
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36.3 38.5 

Q1 12 Q1 13

Overall MOUs (Cr) 

Operational Trends – Wireless 

Voice RPM (Paisa/min) 

MoU – GSM compensating for losses in CDMA 

RPM holding despite competitive pressure 

932 
982 

Q1 12 Q1 13
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497 547

649

FY11 FY12

2,316
2,506

FY11 FY12

Financial Highlights 

+8% 

+10% 

Revenue (Rs Cr) EBITDA (Rs Cr) 

PBT (Rs Cr) 

(415) (518)

465 

FY11 FY12

Net impact of Sale of 
Tower assets/Other 
one-offs 

• Improving Operational Performance  
• PBT impacted by full year cost of 3G 

funding, increased interest,  higher 
forex losses 

Net impact of Sale of 
Tower assets/Other 
one-offs 
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YoY 
Details FY 11 FY12

M

EOP Subscribers 16.9       14.1       

Rs Cr

Income

Telecommunication Services 2,249     2,470     

Other Income 67          35          

Profit on Sale of LT Investment 835        -         

Total 3,151     2,506     

Operations and Other Expenses 1,819     1,945     

Prov for Contingencies 186        13          

EBITDA 1,147     547        

EBITDA Margin 36.4% 21.8%

Finance & Treasury Charges 346           521           

Depreciation & Amortisation 751           543           

PAT 50          (518)       

Towers Interest

Contingcy

Acc Depn+



25 

5,750 

5,296 
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Share Price Trend 

NIFTY 

TTML 

Share price trailing Nifty 
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Recognitions & Awards 

Outdoor Advertising Convention 
• Tata DOCOMO, Maharashtra received 

“Bronze Award” for an innovative media of 
Photon 3G Revolving Tower in Kolhapur 

Exchange 4 Media Awards 2011-12 

• Maharashtra circle received ‘’Silver 
Award’’ for use of  unconventional media. 
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Financial Scorecard Q1 13 

• Q1 difficult for industry 
• EBITDA impacted by flat Revenues, higher Usage Bad debts, higher 

regulatory  fees 
• Interest expense impacted by forex fluctuation 

Finance & Treasury charges include Forex Loss of 5 Cr in Q4 12 and 13 Cr in Q1 13 

Q4 12 Details Q1 13 QoQ YoY 

M

14.1       EOP Subscribers 13.2       93% 76%

Rs Cr

Income

648        Telecommunication Services 659        102% 113%

12          Other Income 2             14% 28%

660        Total 661        100% 112%

513        Operations and Other Expenses 528        103% 112%

147        EBITDA 134        91% 111%

22.3% EBITDA Margin 20.2% 91% 100%

128           Finance & Treasury Charges 150           117% 134%

143           Depreciation & Amortisation 146           102% 115%

(123)       PAT (163)       68% 64%
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Business Goals – FY13 

• Enhanced Profitability through  

• Continue focus on quality of acquisition; HVC  

• Improving asset utilization 

• Leadership in Photon  

• New Non-voice services incubation 

• Growth in Enterprise Business  

• Opex Savings – process and efficiency 

• Linked to Regulatory Developments on Spectrum 
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Thank You 


