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Key takeaways

India has now displaced the US as the world’s
2nd largest telecommunications market

Foreign direct investment in most segments of
India’s telecommunications market is capped
at 74%

A joint venture with an Indian company is often the
vehicle of choice for foreign direct investment

Background

The recent growth of India’s telecommunications market is
staggering. Some facts that you may not be aware of are:

In 1994, just 0.8% of India’s population had a fixed line
or wireless telephony service. Now, 27.56% of India’s
population does (that's more than 317 million fixed line
or wireless telephony subscribers)

In 2007, 83 million new mobile services in operation
(SIOs) were connected in India

From 1 January 2008 — 31 May 2008, 45 million new
mobile SIOs were connected in India

There are currently 278 million mobile SIOs in India.
Morgan Stanley predicts that the number of SIOs in
India will double in the next three years !

India has now displaced the US as the world’s second
largest telecommunications market (behind China)?

While China remains ahead of India in terms of the
number of mobile SIOs (China has 592 million mobile
SIOs), the rapid rate of growth in India suggests that China
may not hold on to the number 1 spot for much longer.

Government Policy Settings

In 1994, India’s national Government recognised the
potential of India’s telecommunications market and
sought to put the policy settings in place to turn that
potential into reality.

The National Telecom Policy 1994 stimulated

domestic and foreign direct investment (FDI) in India’s
telecommunications industry. The National Telecom Policy
in 1999 provided even greater scope for private operators
to enter the market and those operators responded.

Foreign Direct Investment

Between April 2007 and March 2008, the
telecommunications industry in India attracted more
than US$1 billion in direct investment (or, more than
100 crores INR).

Under India’s FDI policy (released by the Department

of Industrial Policy and Promotion in 2006), FDI in most
segments of India’s telecommunications market is capped
at 74% - as per Press Note 7 of 2008.

Where the foreign entity invests up to 49% in the relevant
venture, automatic entry (more commonly known as

the ‘automatic route’) will apply. Prior approval of either

the Government of India or the Reserve Bank of India
(RBI) will not be required and all the foreign entity will be
required to do is “...notify the concerned Regional office of
the RBI within 30 days of receipt of inward remittances and
file the required documents with that office within 30 days
of the issue of shares to foreign investors.”

1. Nivedita Mookeriji, Indian Mobile User Base may touch 559m by 2011,
Available at http://www.dnaindia.com/report.asp?newsid=1176514
2. Telecom Regulatory Authority of India (TRAI) Press Release No 43/2008

Joint ventures in India

Joint venture companies are commonly used for doing
business in India. There are no separate laws for joint
ventures in India.

Motorola was one of the first global telecommunications
companies to enter into a joint venture in India. In 2006,
Motorola partnered with leading Indian IT service provider
Tech Mahindra to provide value added services. Vodafone
Essar (the Indian arm of the Vodafone Group), followed in
2007 by joining with Bharti Infratel Ltd and Idea Cellular to
construct mobiles transmission towers.

In March 2008, Richard Branson’s Virgin Mobile and

Tata Teleservices entered into a joint venture also,
targeting India’s youth segment. Another recent (February
2008) entrant into the youth market is Australian based
international provider of mobile services, Loop Mobile
Limited. Loop has partnered with Radical SoftNet Pvt

Ltd to bring its youth oriented MOKO mobile community
service to India.

Conclusion

The success of the joint ventures mentioned above will be
determined over time. One thing appears clear however —
the growth of India’s telecommunications market shows no
sign of slowing any time soon.

* Roshan Gopalakrishna joins Rotstein Lockwood Reddy in September
2008. Roshan is a graduate of the National Law School of India
University and is a registered practitioner with the Bar Council of
Karnataka in India.
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Rotstein Lockwood Reddy was
privileged to spend 5 minutes
with Mahesh Bhupathi at
Wimbledon this year - between
his matches and time on the
practice court.

Mahesh is one of India’s

most successful professional
athletes of all time, having won
10 grand slam professional
tennis championships. Mahesh
is also Managing Director of
Globosport Pvt Limited, one

of India’s leading sports and
entertainment businesses.
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Thank you for giving us 5 minutes of your
time Mahesh.

My pleasure.

You are one of the most successful
professional athletes India has produced.
What do you attribute your success in
professional sport to?

Well, there has been a lot of hard work put in by
family and I. Of course, God has been very good
to me and | am fortunate enough to have enjoyed
success doing something which I love.

What motivates you to perform at the highest
level year after year?

My motivation comes from my love of competing
day in and day out. When | have a big win, | always
celebrate. When | lose, | learn what to do better
next time. Of course, because of how long | have
been playing now, people ask me when | will retire.
The answer to that question is simple - | will keep
playing for as long as I continue to love it and my
desire to compete is still strong.

How do you maintain the concentration
necessary to win your matches and also, relax
enough to play without tension?

It's not something | think about. | have been
competing since | was 7 years old — so, for more
than 25 years now. | still get nervous before big
matches, but | have learnt how to turn my nerves
and pressured situations to my advantage.

What separates great tennis players from those
who are just very good?
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Great players are the ones who play the big points
better. It comes down to whether you are able to
handle pressure in big match situations.

Which tennis match do you rate as your
greatest ever?

From my singles career, coming back from 2 sets to
love down in the fifth rubber against Chile in a Davis
Cup tie in Delhi to win in 5 sets. That was amazing.
From my doubles career, there has been a bunch of
great matches fortunately, but our quarter final win at
Wimbledon in 1999 over O’Brian and Lareau is one
of the stand-outs. Every grand slam final has been
special as well.

What excites you the most about the next
generation of tennis players from India?

How many talented players we have. The challenge
for our country is putting the right structures in

place to best develop that talent. One of the things
which we are concentrating on in that regard is the
critical role of fitness. Only the most talented and
fittest players will be able to complete with, and be
successful against, players on the international stage.

What do you believe makes a person successful
in business?

The ability to learn from every situation and of
course, being smart enough to surround yourself
with people who are smarter than you.

As Managing Director of Globosport, what is
your leadership style?
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I give our people the freedom and space they
need to take ownership of their roles. We are a
young company and the people who thrive in our
organization are those who learn and grow from
any mistakes they make.

Thank you again Mahesh. It has been wonderful
to spend 5 minutes with you. The team at RLR
wishes you every success for the remainder of
the 2008 ATP tour and at the Beijing Olympics.

Great players are

the ones who play
the big points better.
It comes down to
whether you are able
to handle pressure in
big match situations






