




JOB 
DESCRIPTIONS 



Purpose of the Job 

Increasing the Customer Market Share, Revenue Market Share and Top of The Mind Awareness in the assigned territory in prepaid business through the 

distribution network.  

Deliverables 

 Driving Customer Market Share by driving prepaid activations to increase Share of Gross Adds through retailers 

 

 Driving Revenue Market Share by ensuring the recharge availability by increasing the retail width and also pushing all the products of Airtel such as 

Airtel Money, 3G, Dongles (Data Card) etc.  

 

 Strengthening Distribution by increasing the LAPU Selling Outlets, SIM Selling Outlets, Data Selling Outlets to the maximum possible extent in the 

assigned territory 

 

 Driving the basic distribution parameters such as Channel Partner Management, Foot Plans, FSE productivity and Channel Satisfaction 

 

 DriviŶg TOMA sĐores ďǇ eŶsuriŶg ŵaǆiŵuŵ ďraŶdiŶg aŶd visiďilitǇ iŶ assigŶed territorǇ aŶd ĐapturiŶg the retailer’s ďase to the maximum possible 

extent 

 

Major Challenges : 

Driving multiple products through the same channel partners 

Driving huge targets of prepaid activations by ensuring high quality is a huge challenge 

  

Role : TSM Rural Prepaid - Sales 



Purpose of the Job 

Located in the store, this role has direct responsibility for the successful running of the Airtel store. The person will ensure compliance with agreed 
guidelines to deliver a best in class experience & ensure store revenue & cost targets are met. 

Deliverables 

 Store Operations & Audit / Compliance  

• Adherence of Store Operations in line with pre-defined SOPs 

• Ensure that the look and feel of the store is as per guidelines/standards 

• Track efficient Cash handling; prevent shoplifting / ensure safety and security 

• Visual merchandising as per plan / guidelines 

• Inventory and stock management to prevent stock-outs or excess Inventory 

• KPI reporting as per guidelines and on-time 

 

 Strategic Roll outs of Store 

 Store Profitability 

 Team Management 

 Customer Experience 

  

Role : Store Manager - Sales 



Purpose of the Job 

Completing Sales target in the territory by strengthening the distribution network.  

Deliverables 

 Ensuring Primary and Secondary activations 

 Ensuring LAPU movement in the market 

 Managing transacting retailers by giving them incentives, redressing their grievances and increasing their number by converting non transacting 

retailers to non-transacting retailers 

 Training distributors, retailers, FOS etc. 

 Ensuring retailer expansion 

 

Major Challenges : 

Monitoring Field On Sales 

Coordination between Territory Managers of sales and service 

Monitoring TAT of installation 

Ensuring Quality of Service 

Role : TSM DTH - Sales 



Purpose of the Job 

Strategizing and driving channel partners (Direct Selling Agents)and system integrators to improve market share in the existing Business-To-Business 

accounts and ensuring highest level of customer satisfaction.  

Deliverables 

 Driving revenue increase, market share and penetration of all Data products e.g. MPLS,VPN,VOIP,ILL through Channel Partners. 

 Controlling Channel Partner Field Sales Executives(FSEs) attrition by ensuring constant training programs, improving quality of recruitment, driving 

Rewards and Recognition and ensuring proper on boarding process 

 Acting as a mediator between Channel Partners and Channel alliance team and ensuring that channel claims and settlements are closed timely. 

 Working closely with Channel Partners and System Integrators (only for data) to support and close enquires generated. Responsible for Channel 

PartŶer’s ReturŶ oŶ IŶvestŵeŶt. 
 Ensuring right reach to the market (High end corporate, Small Medium Enterprises, Airtel Enterprise Services) 

 

Major Challenges : 

 Stop revenue outflow as churn 

 Hiring right kind of resources 

 Payout and special schemes between Channel Partner and teams 

 Internal coordination with various teams 

Role : TSM B2B - Sales 



Purpose of the Job 

Strategizing and achieving maximum revenue from residential customers by managing both Direct Selling Agents(DSAs) and Distributors and ensuring 

highest level of customer satisfaction.  

Deliverables 

 Driving revenue increase, market share and penetration of all product lines by managing Channel Partners (Direct Selling Agents and Field Sales 

Executives). 

 Responsible for marking territories and increasing the Tag utilization in Low UtilizedPillars (LUPs). 

 Controlling Channel Partner FSEs attrition by ensuring constant training programs, improving quality of recruitment, driving Rewards and 

Recognition(internal market scheme management) and ensuring proper on boarding process.  

 Working closely with Channel Partners to support, close enquires generated and convert the leads.  

 Responsible for revenue acquisition.  

 Responsible for infrastructure development, FSE code management and RWA management. Keeping an account of active outlets and ensuring retail 

outlet health in terms of timely commissions, merchandise, services and relationship). 

 Responsible for branding and merchandising of outlets. 

 

Major Challenges : 

Operational challenges that occur between the time when sales is picked from a consumer to the installation of product 

Stop revenue outflow as churn 

Role : TSM DSL - Sales 



Purpose of the Job 

Strategizing and achieving maximum revenue from residential customers by managing both Direct Selling Agents(DSAs) and Distributors and ensuring 

highest level of customer satisfaction.  

Deliverables 

 Driving revenue increase, market share and penetration of all product lines by managing Channel Partners (Direct Selling Agents and Field Sales 

Executives). 

 Responsible for marking territories and increasing the Tag utilization in Low Utilized Pillars (LUPs). 

 Controlling Channel Partner FSEs attrition by ensuring constant training programs, improving quality of recruitment, driving Rewards and 

Recognition(internal market scheme management) and ensuring proper on boarding process.  

 Working closely with Channel Partners to support, close enquires generated and convert the leads.  

 Responsible for revenue acquisition.  

 Responsible for infrastructure development, FSE code management and RWA management. Keeping an account of active outlets and ensuring retail 

outlet health in terms of timely commissions, merchandise, services and relationship). 

 Responsible for branding and merchandising of outlets. 

 

Major Challenges : 

Operational challenges that occur between the time when sales is picked from a consumer to the installation of product 

Stop revenue outflow as churn 

Role : TSM DSL - Sales 



Rewards 

CTC 

• Rs 3.25L (on 

confirmation) 

• Fixed to Variable ratio- 

Sales: 80:20 ; Non-sales: 

90:10 

• Potential to earn Variable 

Pay up to 200% 

 

Confirmation 

• Confirmation Bonus: Rs 

25K 

• This amount is fully 

recoverable in case an 

employee exits before 

end of 6 months from 

date of payout 

 

Allowances 

• Phone bill 

• DTH 

• Broadband 

• Smartphone 

reimbursement 

 

Performance Bonus 

• One time payout at the 

end of 18 months: Rs. 

60K/50K/40K (basis 

performance) 

 

TCC at Joining: INR 3.0 L 

Fixed to Variable ratio for first 6mnths is 80:20 (all functions) 

Variable Pay for first 6 months will be paid out in 2 installments – at the end of 3rd & 6th month 



CV 
Shortlisting 

Written Test 

Group 
Discussion 

Interview 
Rounds 

Offer 

Joining 

Selection Process 



THANK YOU 
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