"——-—-ﬁﬁ_
Case Study

Client: power distribution company, INDIA
Field: total revenue management

overnment owned company

esponsible for electric powe§olution:
distributionandrevenue collectioninthéthamanagementandemployee
state of Andhra Pradesh, India. As paktohsisting of power distribution
the power distribution and consumerocess experts, CSEL started exe

BﬂtckgroundThe customer is a hardwareandbusiness strategy.
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billingreforms, the customer undertookt® work of computerization ofconsumer

massive computerization of its accouatcounts, implementation of the

Spot

ing system and an integrated TotBilling and accounting process. An

Revenue Management system. TlapplicationpackagecalledEnergy
includesasystemofspotbillingwhichhetd Accounting Syst&BAS) wa
could drastically reduce paperwortteployedforthepurpose.

manualwork and reduce the billingcycithe service profile inclua

time. Maintenanoaf consumerdata, ente
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Prior to the reformation, the process m@mittances, adding new consumer data,

billing, collection and accounting wagpdate information ofconsumerss
done manually. The process was cumbeconnectionsanddisconnections

uchas
meter

some and was often prone to errors. Tle@lacements, efpot Billing  service

magnitude ofthisproblemcanbeappreavolves meter reading, uploadin
ated whenwe consider thatthe custontewnloading the data from Hanc
has a base of over 5.5 Million consume@nputers, printing and issuance
The logistics involved processes likeonsumers’doorstep etc.,
meter reading, bill computation, bigesylts:

mailing and scheduling resources likfaddition to the simplified & sm
manpower over a large geography. T@ictioning of the billing and accou
billing cycle took two months from metgystem, Billingimproved more than
reading to bill malllng with afurthertimﬁevenue realization improved by
lagrequiredforbillrealization. Billingcyclereducedtomorethanh:
In an gffort to keep a lean structurReportgenerationfacilitatedthe ma
focussing on operational excellence, ghént with regular update of inform
customer decided to outsource the totahardingpowertheftandlosses.
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work content of system implementati@mployee satisfactionincreased dramati-
andbillingservices. cally, as the number of consumer com-
Challenges: plaints reduced and the employees could

Apart from the volume of work involvetgfocus their time for operational ¢
the challenge was to formulate nel@nce.

operational service plans using techno-

logical solutions involving software,

axcel-



