SNEA (I)/CHQ/CMD/3/2-11                                        Dated 14th Feb.,11.

To

Sh.Gopal Das,

CMD/BSNL,

New Delhi.

Sub: Pride of the Company – JTO cadre – don’t break the back of BSNL by breaking its backbone-  consequences of arbitrary and retrograde decision to demote the cadre shall be grave and suicidal. 

Sir,

Leading and premier manpower consultants like NPC and high power committees like Sarin and SM Aggarwal have time and again recognized and underlined the incredibly strategic importance of the cadre of JTO in all aspects of telecom growth in erstwhile DOT and BSNL – survey, planning, maintenance, installation, testing, operation and what not. National Productivity Council (NPC) after meticulously evaluating the job contents of the erstwhile cadre of JE/telecom in DOT through an extensive Countrywide work study felt the pressing need of distinguishing it from JEs of other Central departments like CPWD, Railways, MES etc and thus designating it as JTO and recommending a higher pay scale of 1640-2900 which was eventually in a landmark breakthrough approved by the Union Cabinet in 1987 after thorough scrutiny by MOF.

5th CPC in an exclusive move to further elevate this cadre in recognition of the unique role the cadre had in the past played and was to play in future also in the growth of telecom services and after exhaustive analysis of other related aspects decided to upgrade this cadre a step further to a level commensurate and compatible with its unparalleled strategic importance in the Organization by not only placing it in the Gr B pay scale of 6500-10500 but also conferring enviably prestigious Gr B gazetted status on it. 5th CPC duly recognized the potential of this cadre as a basic building block of the Organization. 
Since then this cadre has never really looked back both in terms of achieving unprecedented growth of about 23% in telecom in erstwhile DOT in early nineties entirely through internal resource generation and without any budgetary support and subsequently meeting the huge challenges of competition in BSNL, even though, unfortunately, just because of a visionless and unprofessional management, the enormous potential that this cadre has remains untapped and unexploited. In the hands of truly professional managers, this cadre would have been a goldmine for the Company, doing all kinds of activities, including installation, testing, RF optimization, software development, billing and every function related to wireless and fixed services. Managers in BSNL miserably failed to channelize and exploit the great potential that this cadre continues to have. There was absolutely no need for BSNL to go in for turnkey projects, outsourcing, AMCs etc in presence of such a formidably potential force which is just getting wasted. It is just a question of their deployment and exploiting their enormous talent through modern innovative HR processes 

Just 3000 young and brilliant people getting into the Organization from about 300000 through intense screening with great expectations of building their career and also significantly contributing towards the growth of the Company through newer and newer mechanisms - what a quality stuff and how this potential force is being wasted by not exploiting and further demoralizing it by trying to place them in a scale (E1) lower than in which they have been legitimately recruited pre-revised (9850-14600). What a thought process and what an approach. Typical babudom, bereft of pragmatism and vision. 

The entire objective of recapitulating the past is just to remind top management of BSNL, and the concerned finance wing in DOT, about the past herculean role of this cadre and how it would be suicidal to demoralize this cadre by ignoring its legitimate demand of placing it in the standard E2 pay scale. BSNL management and the Finance managers in DOT have to look at the whole issue of placing JTO/SDE in the standard pay scales of E2 and E3 recommended by 2nd PRC in the same holistic and broad sided perspective that it has been examined and looked at in the past by premier consultants (NPC etc), finance ministry (1987 and 1999) and the 5th CPC.  Myopic considerations have to be abandoned.    

It would be simply suicidal to clip the wings of a cadre which is an inalienable part of the Company with extraordinary potential to play decisive and critical role in the growth of the Company by not only not making any result yielding efforts to place it in legitimate standard pay scale of E2 but to denigrate this prestigious cadre and thus jeopardize the entire Organization by trying to place it in the scale of E1. 

We believe that rationality prevails and retrograde thinking in certain quarters to place JTO in E1 scale would be altogether given up. Instead, as an interim measure, JTOs recruited in the pre-revised pay scale of 9850-14600 be fixed in the same scale and action on war footing by BSNL management to place JTO/SDE in standard pay scales of E2 and E3 be initiated. Poor financial health of BSNL cannot at all be accepted as plausible reasons for demoralizing these potential forces at the very beginning of their careers. Giving legitimately justified career fillip to these cadres can be turning point in turning around a sinking Organization. Let the management take progressive steps instead of conventional counterproductive measures to boost the sagging morale of a cadre whose contribution in building the Organization in this crisis can be incredible and unparalleled provided we act and decide with a very positive frame of mind.      

With kind regards,

Sincerely Yours,

( G.L.Jogi )

Copy to:

1. Respected Sh. R. Chandrashekar, Secy/DOT, for kind information & n/a please.

2-4. Members/TC, for kind information & n/a please- M(S), M(T) and M(F) .

5-7. Directors, BSNL/Board, for immediate n/a please- Director (CFA/CM) & ED (Finance).

8-11. Chairman & members of concerned Committee for n/a please – Sr GM(P), Sr GM(E) and Sr GM(F).   

SNEA(I)/CHQ/CMD/6/3-11                                                             Dated 09th March, 11.

To

Sh S C Mishra,

CMD/BSNL, 

New Delhi.

Sub: Service breakdown in CRM/PMS/CLARITY application in entire South Zone reg:

Sir,

CDR project has been implemented in 52 SSAs out of 70 SSAs in South Zone so far.  Since 28-02-11, the performance of the Applications in respect of speed is very very slow and all SSAs are brought to the notice of ITPC, Data Centre, South. Unfortunately, since 11:30 hrs of 03-03-2011 till date, the CRM application which deals with Commercial and TR activities is not at all available in the entire South Zone, adversely affecting services. The field units are not able to handle the pressure from the aggrieved customers because of continuing system failure. 
As on today, another serious breakdown has occurred i.e PMS, which deals with Payment acceptance and CLARITY (Order Management System) is also down. All SSAs are facing tremendous pressure and unable to do even single transaction.  This situation is seriously creating dissatisfaction among the aggrieved customers at a time when AP Circle has started showing visible and perceptible signs of positive growth and users have clear option to migrate to   other operators. We do not know whether Director(CFA) is even aware of this serious development, and, if it all, by chance he is, what steps has he initiated. 

Your kind personal intervention is requested to warn the concerned Director to get fully involved in his area of activity to ensure that almost day to day serious breakdowns which are almost taking place at regular intervals and fast eroding customer base immediately stop. He should immediately depute GM (IT) and other concerned officers to Hyderabad and ask them to camp there till such frequent breakdowns stop.  
With kind regards,

Sincerely yours,

( G. L. Jogi )

Copy to:

1. Sh. R. Chandrashekhar, Secretary, DOT for kind information. 

2. Sh. Rajesh Wadhwa, DIR(CFA) for immediate n/a.

SNEA(I)/CHQ/CMD/1/3-11                                          Dated 9th  March.,11.

To
Sh. S.C.Misra,
CMD/BSNL, New Delhi.

Sub: Indiscriminate and unjustified exemption from payment of legitimate penalties levied on vendor (IBM) because of blatant violation of contractual obligations–nexus with vendor not ruled out in networking equipment of project P-3 (BBNW) at Bangalore.

Sir,

Vendors are wrecking havoc with BSNL mainly because of a well orchestrated nexus that they have with high level officers in BSNL. The instant case relates to imposition of penalties on IBM by BSNL for violation of conditions of contract relating to implementation of aforesaid project. What has to be observed and that is interesting is that while the penalties imposed on IBM are in conformity with the penalty clauses stipulated in the contract, the concerned officers of BBNW at Delhi and Bangalore, yielding to the pressure tactics of TCIL which is merely a trading agency, earning profits from the vendor IBM, in the instant project, have drastically reduced the huge penalties imposed on IBM to mere peanuts by arbitrarily altering the Service Level Agreements and other penal clauses contained in “Annual Maintenance Contract Agreement”(AMC). It is extremely pertinent to point out that the concerned DGM (Dev) of project-3 overseeing the complete implementation of the project at Bangalore has fully endorsed the penalties imposed on IBM for their failure to meet the timelines and gross violation of other terms of contract of AMC.   
Thereafter, TCIL, interface agency between BSNL and IBM, whose only interest is to protect the interest of the vendor IBM to enable it to get maximum returns from the vendor, asked GM(Broadband networks) to drastically reduce the penalties legitimately imposed by BSNL on grounds that are flimsy and devoid of merit. However, due to reasons best known to senior officers of BBNW at Delhi, the penalty imposed by Bangalore Unit where the project is getting commissioned, drastically reduced the penalty by arbitrarily changing Service Level Agreements and relevant penalty clauses in contravention of clauses clearly defined in terms of Contract. Officers of BSNL/BBNW Bangalore appear to be more interested and keen in protecting the interests of IBM rather than the Organization. IBM is the vendor for supply of hardware for the said project and TCIL is the interface agency. 

Nexus between senior officers of BBNW and the vendor (IBM) through TCIL appears to be   so formidable that the penalty raised for Q-1 by the Bangalore unit has been reduced from Rs 47,500 to Rs just Rs 3750 and Rs 4, 85, 000 (four lakh eighty five thousand) to Rs 7,500 and for Q-2 from Rs 52, 80, 000 (fifty two lakhs eighty thousands) to just Rs 79,000. All the documents are enclosed. And the whole process of reduction of huge penalties has been craftily worked out and planned in such a meticulously technical manner so as to make the entire mechanism of reduction appear fully justified by involving interface agency, TCIL, also. It is also important to mention here that some ITS officers previously working in BBNW of BSNL having joined IBM are very closely involved in this project and are virtually instrumental in getting the penalties reduced. 
Our persistent pleadings, comprehensive and rational notes fully justifying abandoning of wasteful and unwarranted augmentation of highly underutilized P-3 project have also not very surprisingly gone unheeded. These issues of irreversible consequences relating to P-3 Project need to be relooked at immediately from the point of view of huge and counterproductive investments. Also senior officers of BBNW involved in granting huge and unjustified exemptions to IBM from payment of penalties at the cost of a profusely bleeding BSNL are threatening conscientious officers of BBNW committed to safeguarding legitimate interests of BSNL of dire consequences for revealing these serious irregularities. These officers may please be warned to desist from indulging in such unethical approach. 

We seek your kind intervention in getting the whole issue investigated by completely excluding senior officers of BBNW/Corporate office because of their complete involvement in giving huge leeway to the vendor by draining out fast depleting resources of BSNL.  

With kind regards,

Sincerely Yours,

( G.L.Jogi )

Copy to:

1. Sh. R.Chandrashekar, Secy/DOT, for kind information & n/a please.

2. Sh. Rajesh Wadhwa, Director (CFA)/BSNL. This Association has repeatedly apprised fyou of grave and continuing irregularities relating to implementation of P-3 project Bangalore and consistently impressed upon you to take corrective action to ensure that legitimate interests of BSNL are not mortgaged to the vendor, IBM, by grossly ignoring grave contractual irregularities perpetrated by the vendor. Unfortunately, no serious effort is initiated to check continuing exploitation by the vendor.

3. Sh. Vipin Kumar, Sr DDG(V)/DOT, for kind information & n/a please. 

4. CVO/BSNL, for immediate n/a please.
SNEA(I)/CHQ/CMD/7/3-11                                                                              Dated 10th March, 11.

To

Sh. S.C.Misra,

CMD/BSNL,

 New Delhi.

Sub: Spectacular and worth emulating efforts of CGM/AP in adopting timely appropriate strategy to successfully face great challenge of MNP – an eye opener for field units which miserably failed to respond due to lack of involvement, strategy and plan of action. 

Sir,

 CGM/AP during the very brief period that he has been looking after anticipated well in time the huge challenges that BSNL would face on account of MNP and drafted a well thought strategy and broad based plan of action to ensure that BSNL not only is able to retain its existing user base but exploit the opportunity to rope in users from other service providers. Not only on the MNP front, but the looking after CGM has given a new thrust and direction to boost growth of services in AP in fiercely competitive telecom market in AP. Not only has he come out with plans of action, but his personal involvement in effectively and closely monitoring the implementation of strategy has started producing exciting results which have boosted the morale of one and all in BSNL to such an extent that everyone is now looking forward with great confidence to recapture the market in AP. Officers with such leadership aptitude and extraordinary initiatives deserve to be encouraged to make it to the levels of top policy making body of the Company.

This vindicates our persistent stand that leaders have a big and key role to play and true leaders make all the difference. In this context, it is quite pertinent to once again impress upon that time is ripe enough to take appropriate steps to immediately weed out dead wood leadership in BSNL at all the levels. This action will have miraculous effect since it shall surely result in weeding out dead wood at all the levels as it permeates down to the lowest level. Performance and not merely seniority should form the basis of deciding heads of Circles and SSA heads. What we find is that huge number of non performers continues to be CGMs for years together. This is unacceptable in present competitive world.  The organization has to be a thoroughly performance driven one and immediate action in this direction needs to be initiated.

CGMs may kindly be directed to objectively study and enforce the strategy adopted by AP on MNP and not merely brush it aside on one flimsy ground or the other that we are used to since we find it very hard and painful to acknowledge and digest someone’s innovative and positive action. That is the terrible mind set we unfortunately have generally evolved over a period of time and got used to.

With kind regards,

Sincerely Yours,

( G.L.Jogi )

Copy to;

1. Sh.R.Chandrashekar, Secy/DOT, for kind information please regarding selection of CGMs.

2-4, Directors, BSNL/Board, for n/a please - Director/CM/CFA and ED/Finance. 

SNEA(I)/CHQ/CMD/8/4-11                                                         Dated 18th April, 11.
To

Sh.  S. C. Mishra,

CMD/BSNL, New Delhi.

Sub: Need for collaborative and innovative thought process and action while finalizing GSM tender for procurement of 15.5 m lines. 

Sir, 

One of the main reasons for persistent debacle in finalizing tender for procurement of GSM equipment has been huge and incomprehensible reluctance on the part of the CM wing to adapt to modern process of tender finalization where inputs from other commercial wings of the Company are given due recognition and serious thought while finalizing the process. This cohesive mechanism of procurement has become imperative considering the implications that wireless segment business has on other potential business products of the Company and also the fact that every initiative of CM wing to procure GSM equipment has derailed because the mechanism were found to be flawed on one pretext or the other.

The need of adopting collaborative approach while finalizing such vital business processes assumes great significance and it is high time that our business heads understand and recognize the importance of such approach particularly how well it has worked in ONGC, Coal India etc. They need to shed their ego that has killed the Company and look forward towards introducing such a culture in the policy making. Some of the important issues that need to be revisited are:
Installation & commissioning - With decades old legacy of carrying out installation and commissioning and having a huge pool of highly talented young people in the Organization which are just not utilized, it is just a question of redeployment and deciding to carry out 100% installation & commissioning in GSM segment. This practice was successfully followed earlier while procuring Landline Switches since time immemorial till year 2001. This has three distinct advantages. First and foremost, we will be able to rollout the network quickly. Second, we do not pay double charges: one to our staff as salary and then to vendor in the name of turnkey project. Third, it will completely reduce the dependence on vendor and we shall be self reliant. DOT’s National Security Guidelines which is a part of our license conditions also mandates this.  

Discarding zones- At the tendering stage, there is no need to specify zone wise requirement, and the bidding should also not be zone wise/circle wise. It should be left to BSNL how it wants to finally place orders. This way BSNL will have more flexibility. 

Improving e-auction method & transparency – Since for GSM projects, five qualified bidders already exist, there is no need to go in for techno-commercial evaluation of these companies every time we need equipment. After issuing our tender documents/specifications to them, they should be asked to submit their willingness that they comply unconditionally to these specifications, along with their BOM, and bid guarantee. Instead of closed-door evaluation approach, BSNL should call all these five vendors one by one and agree to mutually agreeable BOMs (which can be different for all the five companies). Both BSNL & vendors should sign this. There is no reason why this approach which worked successfully for all Landline Switching tenders, earlier should not be resumed for GSM networks. 

After this process, e-auction should be carried out exactly on the same pattern as 3G spectrum auction, with YES or NO button approach. Out of five, say we select three vendors, starting downwards from a reserved ceiling price level. In every round of e-auction, BSNL should reduce it by say one percent, of the previous price. At some stage, some companies will drop out from the bidding process and when only the desired number of companies is left, further e-auction is stopped automatically. In this process, there is no question of offering L1 rates to L2 bidder, etc. The decision can be taken across the board. DOT has already adopted this for 3G spectrum and in other USP Fund tenders. This is quick, hassle free and most transparent mechanism of procurement, besides being financially viable. 

Separately buying towers and power plant/batteries through empanelled vendors by e-auction process - Two items – Power-plant with batteries and Towers - should be bought separately and they can be used for other projects as well. No GSM equipment vendor makes battery or tower themselves. They in fact buy them, keep their margins, and then sell to BSNL. Procurement through this route is not only expensive but also time consuming. Under part-3 of tender for Phase-VI, the bidder had quoted very high prices for infrastructure there needs to be discussion. This was because, BSNL had wrongly relied heavily on large TSPs, and the eligibility criteria were framed accordingly. This had restricted competition and encouraged cartelization. TSPs also do not make anything by themselves, but they buy them from other vendors, keep their margins and then sell/trade to BSNL. Therefore, it is important to buy through empanelled vendors directly through e-auction. This kind of procurement should be an ongoing exercise and MM Cell should be geared-up in such a way that it can procure any item at a short notice depending on the requirement from the field units. Empanelling of vendors should be an ongoing exercise and should be open for 365 days.
Time has come when the concerned business heads strongly continuing resisting reforms in every possible manner and seeing these as anathema are severely pulled up and forced to adopt these measures as quickly as possible because the interests of the Company cannot be mortgaged because of huge reluctance on the part of business heads to embrace innovative business processes. The Organization has just no breathing space to wait for introduction of sweeping reforms and the business heads of the Company should be made to understand this critical fact in uncertain and simple terms as quickly as possible.  

With kind regards,

Sincerely Yours,

( G.L.Jogi)

Copy to:

1. Sh. Kapil Sibal, Hon MOC&IT for kind information & n/a please.

2. Sh Gurudas Kamat, Hon MOS for C&IT for kind information & n/a please.

3. Sh. R. Chandrashekar, Secy/DOT. Business heads of BSNL continue to be captives of primitive thought process and are resisting introduction of innovative business mechanisms.

       4-6. Directors, BSNL/board.

      7-10. EDs/BSNL Corporate office. 

SNEA(I)/CHQ/CMD/5-11                                                                           Dated 10th May 2011.

To


Sh R.K.Upadhyay,
CMD, BSNL, New Delhi.

Sub: Tardy progress in implementation of key ERP Project in BSNL due to usual lack of toughness on part of Management to act against incompetent and non performing CGMs.

Sir,

Time and again, it is adequately demonstrated that critical IT projects and innovative business processes having huge potential of turning around BSNL get derailed at ab-initio stage mainly because BSNL management continues to cultivate and promote highly incompetent, indecisive and non performing CGMs/GMs because of traditional fraternal ITS weaknesses. One of the major causes of present debacle of BSNL has been huge reluctance on the part of top BSNL management and their counterparts in DOT to act tough against thoroughly inefficient and consistently non performing CGMs/GMs. 

Latest casualty of this continuing weakness is prestigious and critical ERP project. Basically managers in BSNL do not want any kind of innovative processes to be introduced in the organization since free and online information flow leading to overall improvement in the performance of the organization exposes their unprofessional and lethargic way of working. They are too scared of radical improvements in productivity, cycle time, financial performance and information transparency that are important in present telecom world.
Almost two years have passed since inception of ERP in BSNL in a large way. In the first instance, as a proof of concept (POC), the ERP Application was to be rolled out in seven units of BSNL, namely, Corporate Office, Karnataka Circle, Maharashtra Circle, Southern Telecom Region(STR), Western Telecom Project(WTP), Telecom Factory Mumbai and ALTTC Ghaziabad. The application was to be rolled out in the rest of BSNL units during the second part of the project. As a part of first phase of POC, only two circles viz. ALTTC and Telecom factories have become live. Remaining units are just passing on the buck in the usual style that they are accustomed to. A serious analysis is not at all needed to predict the fate of the project, just a cursory look reveals that implementation of ERP is going to take another five to ten years the way it is proceeding and is being monitored. 
It is understood that WTP and STR which are next in line as part of POC to go live have made no ground preparation to launch ERP simply because of complete lack of seriousness and commitment on the part of concerned CGMs. In WTP, launching was called off on the penultimate day on flimsy grounds. In STR, the launching is not taking place simply due to attitudinal problems of the CGM. The date of going live of both these units has been revised umpteen times. Excuses for delay are galore with no dearth. These strategic units were taken on priority to sort out the issues which crop up after their going live.
Right from the very beginning we shouted from the roof tops that necessary lesson from the failures of Gujarat’s ERP implementation be assessed before plunging into ERP. We are often branded as core pessimists but unfortunately time has proved us right again. 
We strongly feel that the implementation of the whole project should be closely monitored on a day to day basis and the road map and timelines be set about and put on intranet failing which we have no other option but only to mourn the death of yet another critical innovative business process on which huge investments have been made and which undoubtedly has tremendous potential of introducing radical changes in the functioning of the Company. CGMs failing to meet timelines should not be spared.
With regards,


 (G.L.Jogi) 
Copy to: 

1. Sh. Kapil Sibal, MOC&IT. Performance of CGMs should be immediately assessed and closely monitored and non - performing and lousy CGMs should be forthwith repatriated to DOT. BSNL simply cannot be made a dumping ground to post non performing HAG officers as leaders of potential Circles. In this context, posting of CGM/MH recently is baffling since he has just seven to eight months to retire. Chief executive of a highly potential and vast Circle like MH should have at least two to three years to understand, plan, execute and deliver. Simply to post people having couple of months to retire as leaders of potential Circles is not only incomprehensible but counterproductive. 

2. Sh. Gurudas Kamat, MOS for C&IT, for information please. 

3. Sh. R. Chandrasekhar, Secy/DOT, for information please.

4-7. Directors, BSNL board.
