REPORT OF THE COMMITTEE TO STUDY LOGISTICS AND DISTRIBUTION OF PRODUCTS
1.0
      Vide No. Admn/Union Meetings/2011 dated 21st April, 2011,  CGM, Kerala, BSNL constituted 3 Committees including the present Logistics Committee with     Shri V. Rajahamsa, GM (NWO – CFA), Shri C. Bhaskaran Pillai, DGM (TR),              Shri P. Janardhanan, SDE (BBO) and Shri R. Muraleedharan Nair,                           District Secretary, BSNLEU, TVM SSA to study/discuss and recommend on the supply and distributions to all channel partners, pooling of vehicles and distribution  schedule area-wise, accounting and 
monitoring, software and also fixing the targets to the Sub Division.
2.0        The Committee met on 23rd & 25th April, 2011 and understood the existing distribution procedure.    In addition to the Franchisees and their Retailers and the Direct Selling Agents (DSAs) of BSNL, M/s Pyro Networks is the Channel Partner for C-Top up Services.  Apart from the above, BSNL’s Customer Service Centres (CSCs) are also selling the products including the Recharge coupons and C-Top up.   At present after drawing the material from the CM - Marketing group,  the AGM  Sales/Marketing of the respective SSA will be keeping the stock with them for distribution through Franchisees and their Retailers and through CSCs/ DSAs.     AO (CMTS) of the SSAs keeps the accounts.  
2.1
      The respective SDEs In-charge of the CSCs would be drawing the material from the Marketing Wing of the SSA on credit and issuing to the respective Customer Service Centre (CSC) under his control.   The Direct Selling Agent (DSA) would be paying the amount upfront and collect the material from the respective CSC.   The respective SDE In-charge of the CSC would be drawing further material once the already drawn material is exhausted, after making remittance of the amount already collected for the previous Consignment.   Accounting is done on day-today basis and reconciliation is done on monthly basis between the SDE      In-charge of the CSC and the respective AO (CMTS).   Same is the procedure for the C-Top up.
3.0      It was felt that there is a need for having more departmental outlets over and above the existing 250 CSCs, as Kerala BSNL has 1191 Telephone Exchange locations.    Assuming the committee for sale-outlets recommends more sales outlets in the form of DSAs both for re-charge coupons as well as C-Top up facility, the concerned Divisions in the SDCAs may have to keep at least 3 additional virtual CSC facility (to start with in Towns with >5000 population) to enable the DSAs (and also for Customers) to approach the virtual CSC on select days say; Monday, Wednesday and Friday in every week, apart from the CSC/CSCs working on all days in the respective Division.  
3.1      In addition, the respective SDE In-charge of the CSC may keep available the Re-charge Coupons and also C-Top up facility with the exchanges in the towns with more than 2000 population so that customers could directly come and purchase the Re-charge Coupons or avail the C-Top up facility.  The Accounting is done as above; i.e. the SDE In-charge would obtain the sale proceeds and remit to the CSC on day-to-day basis.

3.2.1
     The AGM (Mktg), who is the SSA Stockist, has to make arrangements to deliver the required stock to the CSC, having remittance facility.  Two vehicles may be pooled by AGM Marketing between 11.00 to 16.00 hours at least for 3 to 4 days in a week.  In the SSA HQ towns/cities, the AGM Marketing and Sales  has to coordinate with the SDE In-charge for the vehicles in the respective PGM TD/GM  TD Office and pool the vehicles for distribution of the Re-charge Coupons to the CSCs & virtual CSCs.  No extra vehicles would be sanctioned for this purpose and available ones in the SSA/Division are to be pooled and utilized.  

3.2.2        One CSC at Divisional level may be identified for collection and distribution of material from the SSA stockiest [AGM (Mktg)].
The identified CSC is to be entrusted with the work of distribution of materials to virtual CSCs of BSNL and to the possible number of DSAs.
(a)
   The respective Division must earmark the services of at least two employees to record the orders over phone, wrapper the required items in the CSC and then to hand over to the DSA on the route and collect the money and regularise the account with CSC on day-to-day basis.
(b)
   Pooled Vehicles at Division as mentioned above may be utilized for distribution of material with the identified 2 employees.   They will collect the items on DSA basis and take the same to the DSAs on the route.
(c )
 No. of days and route etc. may be decided at Divisional level considering the sales volume.

3.2.3      The employee in the route may be provided with a temporary Receipt Book so that he can collect advance, if the DSA is interested in doing C-Top up business also.   The employee in the route may remit the amount in the CSC on the same day itself, so that the CSC can allot the amount to the seller by C-Top up. 

4.0   
Already Sancharsoft is available and GM (S&M – CM) has already issued a Circular to the SSAs dated 20-4-2011 to follow Sancharsoft for the dealings and hence there is no need for separate software. 
5.0
  The CM – Marketing Wing will assign targets to SSAs and the SSA Heads to assign the targets appropriately to the SDCAs.  The present Committee need not recommend any targets.
6.0
    Proposals of the Committee given in the above paras 3, 4 & 5 may be considered by the Competent Authority.

R. Muraleedharan Nair           P.Janardhanan       C. Bhaskaran Pillai       
  V.Rajahamsa

Dist. Secretary


SDE (BBO)                   DGM (TR)

GM (NWO –CFA)
BSNLEU,TVM

             TVM, SSA.
        O/o CGMT TVM

O/o CGMT TVM
Copy to :
1)
The GM (S&M – CM) TVM for information & further processing in their files.
2)
The GM (S&M – CFA) O/o CGMT, Kerala, TVM  }  for information.

3)
The GM (HR & Admn) O/o CGMT, Kerala,TVM  }

