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MTS revenue
rises 18%

New Delhi; Sistema Shyam le-
leservioe Lid, which operates
itz telocom sorvices under the
BITS brand, recardsd amn 154%
growth Gro-6) in itseonsol ot
od revenues to Re 32682 million
for Q3 of 2011, The company’s
quarterly revenues have con
tinued togri over Bs 400 mil-
lion per gquarter over the last
five guarters. The non-voice
revenuss from data and mo-
bile ¥AS for the quarter grew
by 532% Qo6 and constitute
J2% of the total revenue, The
contribution incereased by 3.4
p.pforthisguartonr e
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Sistema Shyam Q3 loss at
1,009.7 cr, revenues jump
NEW DELHI: Sisterma Shyam
Tele-services Ltd, which
operates under MTS
brand, has reported a net
loss of T1,009.7 crore for
the third quarter ended |
September on account of
increased foreign excha-
nge charges against a net
loss of $494 crore during

the same quarter in 2010-
11. Revenue jumped to
328 crore in the quarter,
up 125% from the same
quarter of 2010-11. HTC
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Sistema Shyam’s Q3 losses
double to Rs 1,009 crore

Our Bureau
New Delhi, Dec. 12

Sistema Shvam TeleServices
Ltd (SSTL), which operates
mobile services under the
MTS brand, on Monday re-
ported net loss of Rs 1,009.7
crore for the third quarter
ended September 30 on ac-
count of increased foreign ex-
change charges. The
company had logged net loss
of Rs 494 crore during July-
September in 2010.

“SSTL’s bottom line during
the quarter was impacted by
increased forex charges. The
rupee has depreciated con-
siderably against the US dol-
lar and other forcign
currencies thus resulting in
increased forex charges on
long-term foreign-currency-
denominated loans,” the
company said. SSTL is one of
the players which got licences
in 2008.

Net revenues were, howev-
er, up to Rs 328 crore com-
pared to Rs 146 crore in the
corresponding quarter last
yvear. Non-voice revenues

from data and mobiile value-
added services for thie quarter
were up by 32 per cent quar-
ter-on-quarter to Rs 105
crore, which now comtributes
32 per cent of total reevenue.

RECORD SUBSCRIBERS

Blended mobile average
revenue per user (A RPU) for
the quarter increased to Rs 85
from Rs 82

The increase in AIRPU is in
contrast to a decliniing trend
in the market.

SSTL’s data-card subscrib-
er base for the quarter was up
by 30 per cent to 1.07 million
subscribers.

SSTL added 0.25 million
data-card subscribers during
the quarter, highest additions
in a quarter till date.

Mr  Vsevolod Rozanoy,
President and Chief Execu-
tive Officer, SSTL, said, “The
market response to our data-
centric voice-enabled strate-
gy continues to be extremely
positive. In fact, Govern-
ment’s intent to increase
broadband penetration in the
country, as outlined in the
Draft National Telecom Pol-
icy 2011 also supports our
business strategy. However,
we are awaiting further clar-
ity on issues, such as addition-
al spectrum availability. In
spite of all these challenges,
we are committed to further
drive growth in data usage
amongst the masses, with
smartphones and tablets
playing a major role in this
process.”

tkt@thehindu.co.in
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SSTLQ3 NetLoss -
atz1,010Crore

NEW DEL#M! Sistema Shyam Tele-
Services (SSTL), which operates
under MTS brand, onMonday re-
ported net lossof Rs 1,009.7
craore for the third quarter ended
September 30 on account of in-
creased foreignexchange charg-

es. The company had logged net
loss of Rs 494 crore during the Ju-
ly-September quarterin 2010,
SSTLsaidina statement.
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MTS blazes a news trail in mobile broadband: CEO

INTERVIEW VSEVOLOD ROZANOV
MTS blazes a new

trail in mobile
broadband: CEO

"WE FOCUS ON CREATING VALUE FOR CUSTOMERS

Vsevolod Razanos, C20 and
president of Sisterma Stoum
TeleServices Ltd (S3TL),
shares his company’s strat-
exty nd bets big on the mugre
al mobide browdband

Late sntrant, but also a late
COMA doesitfeel

rumerous innovations soch
as propakd brasdhund snd
free nationas) resenirg furoll
MBlaze customers. Becently,
TS ook the mobde broad-
b experience lo g whols
pew level by becoming the
first telecom operator in the
couniry to launchk high-
wpeed dsta (HSD) services on

acg

With its entry in 2000, MTS
created a buzz with “One
Millice Froe Minutes™foe its
customers, Sinoe then, the
company bas built on its
proméseof innovation by in-
troducing & secies of firsts,
With 12-14 telecom opera

tors fighting for market
aharo, there was vory little
Toom for a newoomes like us.
We had to act quickiy, and
hence, ook the atratagic de-
cision to focus on data, a
vastly untapped market. In
Nowoeioer 2008, we lawschod
ontrhighspesd mobile broad-
band services brund, MBlaxe,
In Just two yesrs, w hinw be-
came one of thy countey'’s

top-threedata players. Along
Hn sy v b sateactn el

twonatianal highways: Ded.
hi-Juipur und Chenad-Bea-
il Oueelloets v been
honoured by awards like
‘Most Innovative Mobile
Broadband Product’ and
'Fastest Growing CDOMA
Operator.

You talk about innovation as
the heart of MTS's strategy.
How does the company bal-
anca creating valkseforits cus-
tomers withcreating value for
Its sharcholders?

True 1o its long-tarm oam-
mitment in [ndia, SSTL has
trvested over $2.5 billion in
expanding it talecoen net-
wock. Our focus is not unly
on numb but also the
quality of the customie ase.
Inclia s probably the maat

competitve telecom marieet
1tk vt A et arma s

THROUGH QUALITY, PRICE AND INNOVATION"

tivedy lower average revenue
poruser (ARPU) and, theew-
fore, it becomes important
that we rationalise our in-
vestments. We understand
that the Indian consamer &
ot locking for s choioe be-

tween value und quality. 2

Hove, the eustomer wants
quality with choice, and as
service providers, we need to
b oy o fect ut &ll thnes ta
think vat of the box, Our
fSocus remains to crvate value
Sor customners through qual-
ity price and innovation
propositions that create
long-teom sulue forall staloe-

Taoddars,

How do you soe the data seg-
ment of the markot evolving
over the next five years?

We had pre-empted intense
competition In the voice
brusiness and bhercw, stevrad
our strutegy to forus oo dota
Even if you Jook at ‘Telecom
Rogulatory Authority of In-
dia's Octuber 3011 repurct,
the broadband penetration
I Ineia stands &t juss 1% as
agning the winre oy teladon-
sity of T2% The National
Svandhond Pon enetanmee

Bollywood

160 million brosudband con

actress Neba  nections including G0 mil-

Dhupia pos-

lion wireless broadband
woorections by the yeur 2014,
Heoce, theve isa huge oppor
tuntty for the growth and
penlifuration of HSD servic-
s in India. With wireline
penctration at just 3% of
populatian, and an decline,
mobile brondband is best
positioned to satisfy the
growing internet demand.
Wo offor HSD aorvices in
over 200 Indian cities in

cluding the top five metras.
The company & ragidly ex-
panding its HSD network,
and currently addresses over
92% of data potential acress
India, In MBlaze, we have
one of the strongest data
barxds in the country,

Where do smartphones fit in

e et >

Indlia’s low wireline and PC
penetration means that
sevsrtphones acd tabiets will
drive data growth, MTS is
creating a stromg portfolio of
thisedevices toafler the cus-
tomers 6 complote packagn
with acoees and high-speed.
We recently launched MTS
Pulse, an Androsd powered
smartphone that wsers can
get for free with no upfront
payment. We are looking to
tako the Android platform to
the masses. We recently
launched two Androtd
ararphanes- TS Livvaim
and MTS MTag 3.1, both
priced below rupees 30010,
W will ackd soene of the best
avuilable smartphores und
tablets to our partiolio.

Thae redires varte crrmne fnvese

1o oo hirmaciband aocessd-
ble to and affardable for all
by 2015. This & & great stop
Forus ss we nrv adneschy data-
centric. We Jook forward to
the formulation of suppoet-
ing policies so that mare
wpectrum can be relessed. We
believe policy gusdelines cn
L like dalinkdng of spec-
trum s bedecum Dicense, al-
korming for spectrum trading.
pooling and sharing along
with now MEA guicddines

would be equally sgmificant

One newds to understand
how NTP 2011 looks after
the intesyst of the COMA op-

crators and thear castomners.
So i T eoald have ane wishs,

MTS would sk for further
clarity an M&A gusdelines
andd spectram updates

Preporea by
Anachal Ansnd
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Everonn, MTS Pact
Everonn's e-learning portal
Classontheweb.com has
joined hands with MTS
MBIlaze to provide free
online school curriculum
to the customers of MTS's
Mblaze -internet on the
g0. The co-branding was
initiated i)} the two com-
panies to make e-learning
better for its customers.
Classontheweb.com is
an online learning portal
from Everonn Education
Limited, a pioneer in tech-
nology-based in education
in India.




Publication The Financial Express
Date _ 16™ December 2011
Headline Everonn, MTS join hands for e-learning

Everonn, MTS
join hands for
e-learning

fe Bureau

Chennai, Dec 15: Chennai-
based education and train-
ing company Everonn Edu-
cation Limited's e-learning
portal, classontheweb.com
has joined hands with MTS
MBlaze, a leading telecom-
munications group, to pro-
vide free online school cur-
riculum to MTS MBlaze's
customers.
Classontheweb.com isan on-
line learning portal delivers
educational content to the
various age groups and
learning segments.

With thisagreement, MTS
MBIlaze's customers will be
able to pursue their learning
anywhere and at anytime.
The website complements
school curriculum, provides
assistance with career en-
hancement programs and al-
so provides professional cer-
tificate courses.

Susha John, CEO and di-
rector, Everonn Education,
said, "Live classes with ex-
perts in cyberspace will help
students gain immense
knowledge on various sub-
jects. We are sure that this
initiative will immensely
benefit students and make e-
learning an easier and self:
driven process."




