Growth Driver

VAS emerges as a key tool in customer retention and acquisition

VAS lelefucuso

The value-added services (VAS) industry has witnessed accelerated growth over the past few years with operators focus-
ing on VAS to increase revenue. While entertainment-based services have been the primary growth driver for this indus-
try, it is now rapidly expanding and making room for transaction-based services as well. However, several key issues need
to be addressed for the VAS segment to continue on its growth trajectory. Major VAS players discuss the key trends in
the sector, the evolving VAS landscape and other issues...

How is the VAS landscape likely to evolve
over the next few years? Is consolidation on
the cards?

Manoj Dawane

The Indian VAS marker is at the threshold
of growth. According to a Stanford-BDA
survey, the total mobile VAS (MVAS) mar-
ket size in India was estimated at about
$993 mallion (Rs 39.9 hillion) in 2007, This
market is poised to grow by over 35 per
cent and generate sales of more than §1,250
million (Rs 50 billion) by end-2008.

The MVAS space is currently frag-
mented. Since the release of the consulta-
paper on VAS by the
Regulatory Authority of India, however, the

tion Telecom
arena is looking at moving towards finally
gerting recognised as an industry in itself.
In view of this, consolidation would be the
next obvious step for leading MVAS players
to address the issue of fragmentation due to

the mushrooming of multiple businesses.

Rajiv Hiranandani -
With operators targeting rural popula-

tions and the availability of handsets in the

range of Rs 800-1,000, rural VAS is going
to drive the industry. SMSs, ringtones and
wallpapers on basic handsets will gain
momentum in rural India. While music
and Bollywood content will drive VAS,
services thar make a difference in a rural
consumer’s life will also come into effect.
For instance, information on foodgrain
prices through SMSs has alrewdy started
and will pick up pace.

Consolidation is on the cards as the
industry currently has 8 to 10 big players
and 30-40 smaller players. The bigger
players like Mobile2Win, OnMobile and
Mauj are close to the operators who will
eventually stop dealing with smaller play-
ers and direct them to provide content to
the bigger VAS plavers. So we will even-

rually become the operator’s aggregarors.

Hemant Jain

Entertainment has been and will conton-
ue to be the key driver for the growth of
MVAS. Operators are increasingly using
VAS getivation as a major driver for cus-
tomer acquisition and retention. There is
a collaborative effort from all partners in

the VAS value chain to drive innovation
in the content and content delivery plat-
forms. Handset manufacturers have also
joined the VAS revolution by ensuring
that most new handsets are now de-
veloped keeping VAS compatbility and
content delivery in mind. Consolidation
is also expected in the content aggrega-
tion and publishing space.

Inderpal Singh Mumick

In 2008-09, operators will contnue w
focus on customer acquisition while deriv-
ing excellent revenues from SMS-based
VAS services.

The share of traditional VAS is likely
to decline o less than 50 per cent in 2010
from nearly 80 per cent today. VAS will
get integrated into many new applications
such as messaging, entertainment, social
networking and mobile advertising. The
industry will witness consolidation and the
much-awaited hockey stick growth curve
beyond 2010.

Navin Thangiah

With the emergence of new mobile-based
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