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‘We’re in for long haul and not for quick buck’

CORNEROFFICE MIKHAIL SHAMOLIN, PRises N1

‘We're in for long haul
and not for qu1ck buck’
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Tell us about what the Sis-
tema Group isexpecting
from india asamarket
considering you are now
looking to grow beyoad
telecom heve?
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Whatare the new busi-
nessideas you are
ingbore?
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We will look

at both acqui-
sitions and mergers
to gain scale in the
(telecom) market

What exactly will you ex-
plorewith ONGC Videsh?
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Asfarasindia goes, what

arethe plans here consid-
ering the group has its

biggest play in the oil and
gas sector backhome?
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Youspekeabeut the po-
tential of the isfrastruc.
ture sector in India, what
sortof options are you

Whatabout MTS? What s
theway akoad for it com-
sidering you have spoken
ahout looking at merging
opcrations with bigger
players? Also, does it hurt
your growthin india that
youare only a COMA tech-
nelegy player?
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MTS offers
half-a-paisa
per sec tariff

New Delhi: Sistema Shyam
TeleServices Ltd (SSTL).
which operates under MTS
brand, on Monday offers tar-
iff of half-a-paisa per second
to all its customers to make a
call on any telecom network
in the country.

“For the first time in In-
dia, customers can now avail
half paisa per second tariff
for lifetime on all local and
national outgoing calls made
to any telecomnetwork in the
country” SSTL, which is a
joint venture between Rus-
sia-based Sistemaand Shvam
Group of India, said in a
statement. Existing MTS mo-
bile customers can avail this
offering forRs191. On theoth-
er hand, new customers need
to pay Rs 203. Both existing
and new customers will also
getatalk timeof Rs50, the re-
leaseadded.

“We have now taken our
half paisa per second propo-
sition to the next level. This
would enable our existing
and new customers to stay
connected with their loved
ones no matter where they
live in the country,” MTS In-
dia chief marketing and sales
officer L Musatov said. p1i
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MTS launches
* half paise
per second
tariff plan

. . .Our Bureau
New Delhi, May 30

Sistema Shyam TeleServic-
es-Ltd (8STL) has intro-
duced a new plan that
allows subscribers to make
* local and 8TD calls at half a
paisa a second, MTS sub-
scribers will be able to call
users of any other mohile
operator, anywhere in' the
country for the entire life-

time. .. " , ‘
Existing MTS customers
can avail themselves of this
offering for Rs 191. On the
other hand, new MTS cus-
tomers need to pay Rs 203.
Both existing and new cus--
tomers will also get a talk
time of Rs. 50. For availing
the lifetime offer, MTS has
- introduced an auto renewal
© process through which cus-
tomers-can continue using
this tariff benefit for lifetime:
by doing 'a cumulative us-
age/recharge of just Rs 900

over 4 period of six months.
According to Mt Leonid
Musatov, Chief Marketing &
Sales -Officer; MT§ India
“This 'would enable our ex=
isting and new customeétrs to
stay connected with their
loved ones no matter where
they live in the country.”
MT$ currently has 11 :mil-

lion subseribers. 5




Publication

Tele.Net

Date

12" May 2011

Headline

MTS cuts calling rates

Arvind Kumar

Chief Operaling Officer, Uttar Pradesh, East and West, SSTL

or Arvind Kumar, chief

operating officer of Sistema
Shyam “TeleServices Limited’s
(SSTLY Urtar Pradesh (Tasc
and West) circles, the chal
lenges at work typically in
clude directing, planning and
managing the development,
implementation and execution
of all business and operational
strategies of M'IS in the cirle,

During a 25-vear career he
has worked with leading Indian
and muultinational  organisa-
vons such as Mitsubishi Cor-
poration, Philips and BPL.
Prior to M'TS, Kumar worked
with RCOM as regional head
for Punjab, Haryana, Hima
chal Pradesh as well as Jammu
& Kashmir.

Speaking of his most mem-
orable assignment, he says
“The two years I spent as circle
head for RCOMYS Uttt
Pradesh (West) circle arc the
most unforgettable, It was my
first assignment as circle head,
leading a highly motivated and
energetic team thart set up circle
operations from scratch and
went on to a leading position.”

Kumar strongly believes
that in the coming years the
trend will be more towards data
usage than voice. Being a daw-
centric organisagon, he hopes
that the company will be able to

leverage its strengths to provide

consumers with  best-in-class
data solutions.

He also predicts a move
towards consolidation. “The
wind is blowing towards con
solidation and we may sce
mergers and acquisitions tak-
ing place in the sector aver the
next three to five years™

A commerce ;;‘mdu;llu
from the Shri Ram College of
Delhi, Kuomar

went on to obtain a postgradu-

Commerce,

ate diploma in marketing from
the Faculty of Management
SwdiespDelhi. Life in the cor-
porate world wasn’c exactly
what he had dreamed of in his
youth. “I belong to a family
where government SErvice was
de riguenr, so natorally, Twant
ed to get into the civil services.
I guess, the mood in college
veas different and eventually, [
decided to make a career in the
corporate world.”

Kumar has absolute claricy
on his goals and the road map
leading to their realisation.
He believes in creating an
environment  of trust and
transparency — one in which
individual aspirations merge
seamlessly with organisational
objectives. “Happy channel
partners. happy employees
and happy customers is what
we are aiming for,” he Says,

Iis personal objectives are
less ambitons, though more
enjoyable. “Travelling gives me
a huge high, especially driving
in the hills whenever I find the
ame,” says the father of two

N
Sdaughters. He seems able to
maintain  that all-important

“work-lifc balance™, finding
tme to indulge in his passion
for retro music and a serious
gym workout. Any unfulfilled

dreams? “Yes, I'd love to learn

to play the guitar,™ he says, &




