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Wireless in enterprise is still a niche market. It is
considered to be unsecure and unreliable vis-a-vis
its sibling wired connection. But the flexibility and
mobility are some of the advantages have wooed
many enterprises to adopt it.
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TIKONA

FINAL QUESTION

PLEASE TELL US ABOUT DTO AND THE POTENTIAL YOU SEE IN THIS
MARKET?

In today's competitive market, Enterprises need internet to keep their businesses
running 24x7, business transactions suffer if Internet connectivity is down even for
a short time. Tikona Enterprise Solutions recognizes this importance of Internet and
its applications in businesses today and hence provides solutions to suit the needs of
enterprise customers.

Our Direct to Office (DTO) Internet offers leading edge “Internet Leased Line plus’ ser-
vice that provides a host of intelligent features such as Load Balancing, Assign Speed
by user group, Secured Office Wi-Fi, Secured Outdoor Campus Wi-Fi and Dedicated
Bandwidth with SLAs.

HOW THE SERVICE IS PRICED VIS-A-VIS COMPETITION?

The pricing strategy of Tikona Digital Networks is at par with the national Telco Broad-
band players. The one time entry cost for home customers is as low.as Rs S00.and
monthly plans start at Rs. 300 and go up to Rs. 3500 depending on usage require-
ments. For the SMB broadband segment, plans start from a monthly rental of Rs.
850/- with a one time installation charge of Rs. B00. Enterprise solutions are custom-
ized as per business needs and priced competitively.

NAME A FEW OF YOUR MAJOR CUSTOMERS?

Our heme customer base is nearing 2 lacs which is spread across the top 30 cities
of In Our recently launched enterprise business caters to customers from varied
industry segments such as education, hospitality, ITES, realty, BFSI, media & enter-
tainment, transport & logistics, FMCG and automobile.



and enterprise segments under its brand name

Tikond Wi-Bro & Tikona Enterprise Solutians

respectively. Inthe home category, subscribers
are offered 2 Mbps speed on all plans, a unique
bill control feature and all home solution (o con-
neet multiple PCs wirdlessly, In the enterprise
aategory, we have recently launched ‘Direct To
Office (DTO) Internel that offers premium and
managed Internet Leased Line plus services with
path breaking features that are customizable for
the enterprise, something that is being introduced
tor the first time in India. possibly worldwide:

The company has a very strong back end
system designed specially o cater 1o data services,
This robust back-end system has beca deploved
by company’s expenienced and tlented in-house
team with the help of our integration and techiol-
ogy partners, This system comprises functionally
rich customer centric applications like CRM
fwith multiple ouch points) for efficient cus-
lomer service, promations, product definition
catalogs, acquisitions and customer retentions.
The Web based customer sell service for customer
registration, query management, bill preseniment
= and payments is also there. The company has also

deployed proven 0SS solutions (service fulfill

ment) that enable: reduced time w market for
launching new services and facilitating scamless
service (ulfillment. A comprehensive Telecom
specific Business Analytics sulution has also been
deployed enabling tapping revenue generating
opportunities and reduce revenue leakage. All
these infrastructural deployment ensure quality
ol service s ensured to the customers,

It being a young company. Tikona Digital Net-
works follows a push strategy wherein costomers
are contacted by its sales exceutives. 1o support
them Below the Line activations and (o create
brand awareness. Above the Line campaigns are
undertaken across India consisting ol a strategic
media mix of print, outdoor and radio.

‘The company provides "Live Dema’ in [ndia:
This 1ol enables customers (o experience Tikona
services at their doorstep. Heramb adds; “We have
a well trained and technically sound sales team in
place that personally caters to individual needs of
our castomers, requirement based solutions. We

* also have qualified & skilled engineers who are

ready 10 address any customer coneerns at their
home/ollices”

As Jar as the ground level go 1o market is con-
cerned. the company do engage channel partiers

in its strategy. They are the best in the wlecom
business belonging o the dala/voice segment,
System integrators or OA partner [raternity,
Tikona Digital Networks empowers them with
innovative products, sound and competitive mar-
gins, excellent product training and strong fiekl
support. With a huge market potential waiting to
hetapped. it makes & win win strategy for both the

«company and the channel partner o join bands

and be present in the muarket with lucrative offers
for the customers.,

Finally...

I8 just been a year in operation and Tikona has
already made substantial progress in its revenue.
The company 1 rapidly acquiring customers and
is today the fastest growing private broadband
company in the country. which means its monthly
addition of subscribers is highest among private
operators. When Tikona is adding 20,000 net
customers every month, the next highest pri-
vale operator adds around 12,000 w14, 000 net
customers in the same period and the industry
ARPU for Broadband are in the Rs 500 range. So
it can be well imagined what can be the turnover
of the company afier one vear. £3



