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Chapter – One

In Bangladesh cell phone business is very profitable. Day by day cell phone user is increases. Firstly, City cell started this business in our country. Now In cell phone industry there are six companies available these are - Grameen Phone, Aktel, City Cell, Banglalink, and Tele talk and recently Dhabi group also come as a Warid telecom international all those companies’ objectives are to serve the subscribers and gaining profit. By serving good network coverage they try to gain good reputation among the subscribers. Every company always tries to increase their user. For increasing user every company offer various attractive package.  Now-a-days mobile communication is a most used and popular communication system for man. Wireless and mobile communication systems have growth highly within last few years. Still these technologies have a huge market potential.

In Bangladesh there is also an attractive market for these technologies. So, six mobile companies are continuing their business here.  
1. Citycell

2. Grameen Phone

3. Aktel
4. Banglalink

5. Teletalk &

6. Warid telecom international
1.1   Competition

There is huge competition is going on in our country among these operators. Among these six, five are providing GSM or Global System Mobile and one is CDMA infrastructure. Although mobile phones have become a fundamental part of personal communication across the globe during the past ten years, consumer research has devoted little specific attention to motives and choice underlying the mobile phone buying decision process. There are numerous complex factors that need to be taken into account when exploring mobile phone buying decision process, including both macro and microeconomic conditions that affect the evolution of mobile phone market in general and individual consumer’s motives and decision making in particular. Moreover it is important to distinguish between buying behavior to the choice between different mobile phone operators and change aspects referring to reasons that affect change of telecommunication business.

Every company always tries to increase their user. For increasing user every company offer various attractive package. Mobile technologies are having a big social and economic impact in many developing countries. Farmers, fishermen, small business owners, and ordinary people are using mobile phones to perform a number of activities and several m-business models are evolving. First and foremost, mobile phones have enabled small business owners in developing countries to promote their products and communicate with their customers effectively.                       
Adjusting the current strategy and changing and adding new strategy the internal analysis and competitive analysis process provide insight into whether fine tuning or more dramatic change is necessary for all cell phone company so Adjusting the current strategy and changing and adding new strategy is very important strength for cell phone industries. If the cell phone company does not adjust the current strategy they should try to change or add new strategy. Identifying the company’s competitor cell phone companies must have some competitors. If they disable to identify their competitor then it will becomes as a weakness for them. Competitors are the greatest threat for any company and it’s also true Cell Phone Company. If one company offers something good, consumers give intention to that offer. In that situation others face problems as their consumers are switching to that offer to get more enjoyable offer. For that others have to offer same kind of facilities to keep the consumers happy with that company’s service. 
As for example we can say……At first CityCell offered free at night and after that djuice also offered free at off peak hour. After all Aktel face pressure to give free call at night.
Since government exposed tax on SIM, price of SIM rose higher.  It makes a great threat for companies. New SIM is not sold because of high price. Now they are facing this problem till now. They are offering SIM in low price to catch the customers. But it’s very painful for the companies where they are paying the tax from their own fund. The current political situation is having a negative affect on the company’s performance. Political activities like Hartal are causing difficulties for the company. 
Product Diversification to increase their strength Cell Phone Companies must have a research department. They have provides several  package to diversify their product, because it allows the company to minimize its risk factor; if one package succeeds in the market it can make up for the loss in another package. 

1.2   Mobile Operator’s Strategy

Mobile operator’s basic strategy is coverage of both urban and rural areas. In contrast to the “island” strategy followed by some companies, which involves connecting isolated islands of urban coverage through transmission links, they builds continuous coverage, cell after cell. While the intensity of coverage may vary from area to area depending on market conditions, the basic strategy of cell-to-cell coverage is applied throughout mobile network. They have a dual purpose to receive an economic return on its investments and to contribute to the economic development of Bangladesh where telecommunications can play a critical role. 

The People

The people who are making it happen – the employees – are young, dedicated and energetic. All of them are well educated at home or abroad, with both sexes (genders) and minority groups in Bangladesh being well represented. They know in their hearts that mobile is more than just about phones. This sense of purpose gives them the dedication and the drive, producing – in about three years – the biggest coverage and subscriber-base in the country. Mobile operator’s knows that the talents and energy of its employees are critical to its operation and treats them accordingly.

The Technology

Mobile operator’s Global System for Mobile or GSM technology is the most widely accepted digital system in the world, currently used by over 300 million people in our country. GSM brings the most advanced developments in cellular technology at a reasonable cost by spurring severe competition among manufacturers and driving down the cost of equipment. Thus consumers get the best for the least.
The Service

Mobile operator’s believes in service, a service that leads to good business and good development. Telephony helps people work together, raising their productivity. This gain in productivity is development, which in turn enables them to afford a telephone service, generating a good business. Thus development and business go together. 


The Result

By bringing electronic connectivity to rural Bangladesh, Mobile operator’s is delivering the digital revolution to the doorsteps of the poor and unconnected. By being able to connect to urban areas or even to foreign countries, a whole new world of opportunity is opening up for the villagers in Bangladesh. Grameen Bank borrowers who provide the services are uplifting themselves economically through a new means of income generation while at the same time providing valuable phone service to their fellow villagers. The telephone is a weapon against poverty.
Mobile operator’s has been established to provide high-quality GSM cellular service at affordable prices. They have a dual purpose: 
· To receive an economic return on its investment 

· To contribute to the economic development of Bangladesh where telecommunications can play a critical role
This report offers a wealth of information on the Mobile Communications and Mobile Data markets in Bangladesh. The subjects covered include:

· Overview, Regional Characteristics, Growth and Market Structure

· Mobile Technologies - GSM, CDMA, PCN/PCS

· Mobile Services - Prepaid, fixed-mobile convergence, gaming

· Mobile Data - Market Overview, SMS, MMS, GPRS, WAP, Mobile TV

· Overview on 3G

· Mobile Satellite Services

1.3   South Asia Market 
This Asia market report covers the 8 economies in the South Asia sub- region. It takes an overall look at the various telecoms markets, together with a particular look at the mobile communications and mobile data markets in each of the economies. Of the 1.1 billion mobile subscribers in Asia by March 2007, 245 million of these were to be found in South Asia. The growth of the mobile telephony and data markets across South Asia has been dominated by the strong activity in the more heavily populated countries of the sub-region - India, Pakistan and Bangladesh. There was also surprisingly strong activity in the mobile sector in the strife-torn market of Afghanistan, as a competitive market ensured 100% annual subscriber growth. In fact, it is fair to say that all eight countries in South Asia have been experiencing booming mobile markets. South Asia mobile markets - subscribers, penetration and annual change - March 2007. Bangladesh ranks among the most densely populated countries on the globe, but its fixed-line teledensity remains the lowest in South Asia. With teledensity at less than 1%, only a relatively small proportion of the population has had access to any telecom facility. Almost 99% of homes lack a telephone and there is a four year waiting list for a fixed-line service. The situation is worse in the rural villages, with more than 90% of Bangladesh’s telephone services located in urban areas. This has set the scene for a massive expansion of the country’s mobile market. There have been a number of consecutive years of strong growth (138% in 2005, 90% in 2006), and growth was continuing at 100%+ coming into 2007. Mobile penetration was still only 16% (25 million mobile subscribers) by March 2008.
1.4   Mobile Technology Effect

Several characteristics of mobile technology make it an attractive option for narrowing the digital divide. These characteristics include:

Ability to overcome geographic barriers caused by rugged mountains, wet and swampy ground, 

Shorter payback period of mobile telecom projects compared to fixed line projects.

Lower installation costs than fixed phones.

Scalability (mobile phones can be deployed gradually as new customers are added simply by adding antennae as needed).

Innovation in pricing such as pre-paid cards.

No requirement of electricity.

Lower social entry barriers than computer-based Internet.

Less proneness to vandalism, theft and natural disaster than fixed phones.
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A clear business mission should have each of the following elements:
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Figure 1.1 : Business Mission
Figure 1.2 : Business Position Rate

We have discus about all factor in our assignment we also discus about what customer wants from a mobile operator, what kind of facility customer like. All of the information we collected by survey from grassroots levels. In Bangladesh most of the people are pore and they are live in rural area. We have a large number of people and telecommunication sector is one of the most profitable businesses. Many other country and company are interested doing business in our country. All of the companies are said that they will create lower call charge but they don’t do this all of them doing same thing they create many package as well as many SIM some time we see same company create different call charge in a call, when they create lower call charge they will also collect a monthly using charge if they do this what is the reason of create lower call charge.
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Chapter – Two

Methods followed to perform a job or conducting activities to complete a task is called methodology. In conducting this study the following methodology will be adopted in collecting data and information, preparation of reports etc.
2.1 Origin of the Report

This Report is Southeast University (SEU) curriculum requirement for Master of Business Administration (MBA) Degree, assigned by our course teacher Prof. Dr. ATM Nazrul Islam, for this report, based on Project assigned by Telecommunication Business. This repot is submitted to Prof. Dr. ATM Nazrul Islam, Faculty of Business Studies, Southeast University (SEU). This is a potential requirement of Business Student of SEU. All the materials and data presented in this report collected from different sources, which are believed to be true.

2.2 Topic of the Report

A topic has to be selected for the report. A well-defined topic reveals what is going to be discussed throughout the report. 
2.3 Background of the Study

Mobile phone markets are one of the most turbulent market environments today due to increased competition and change. Thus it is of growing concern to look at consumer buying decision process and cast light on the factors that finally determine consumer choices between different mobile operators. On this basis, this report deals with consumers? choice criteria in mobile operators markets by studying factors that influence intention to acquire new mobile phone in one hand and factors that influence on mobile phone change on the other. 

2.4 Scope of the Study    

Mobile phone has become a part and parcel of our daily belonging. The study has many dimensions and covers a broad spectrum. The subject matter of the study includes the analysis of the product in the three consecutive fiscal years from 2004 to 2007. If a larger time period was covered then a more comprehensive understanding of the study would’ve been possible. 

The Report describes the Services of Grameen Phone, Aktel, City Cell, Banglalink, and Tele talk and recently Dhabi group also come as a Warid telecom international and also investigates the perceptions of the Customers towards the Services and other Operational Activities performed by the mobile companies and their effects on the Satisfaction of the Customers. The scope of the report is to get an overview of each and every function of deposit, cash, remittance, clearing and accounts department as well as to co-ordinate among them.
2.5 Methodology of the Study

Developing of Data Collection

We developed the research plan for collecting data and information on research problems and adjusted it in the light of the research objective. We determined what types of data, facts, figures, and information are needed for the research. Then we design our research plan considering the following issues.

3.5.1
Sources of Data

Three different types of data will be used in this report:

a) Primary Data

We have used the observational approach and interview approach for collecting our required data. A questionnaire is prepared to find out the Customers’ Satisfaction for Using Mobile Phone. The interviewees are the people of Bangladesh in Dhaka city. Total number of sample is 40 (Forty). And the interview is conducted in four different areas in Dhaka city as – 
	1. Segunbagicha

2. Farmgate
	3. Malibagh

4. Banani.


The data collected by using in-depth personal interview to the high officials who are engage in syndicated loan practices. The researcher collected all the data through direct approach while conducting interview with the respondents.
b) Secondary Data
Secondary Data are must to conduct an Efficient Research and to have a fruitful. We have used different types of Secondary Data in my Research. Sources of Secondary Data are: 

The “Secondary Sources” of data and information’s are-

1. Annual Report of (2006) – Grameen Phone, Aktel, City Cell, Banglalink, Tele talk and Warid telecom international.

2. Periodicals published by BTRC.

3. Different publications regarding mobile users and functions.

4. The Internet was also used as a theoretical source of information.
c) External Sources
· Different Books & Periodicals on Mobile operators
· Government Report

· Newspaper, TV news & magazine
· Searching the Website of the Grameen Phone, Aktel, City Cell, Banglalink, Tele talk and Warid telecom international and others.
The analysis was also set on the package evaluation criteria set by the Mobile operators. Here separate factors had been used to separate good loans from bad ones. The information had been analyzed by utilizing the data collected from the secondary sources. In order to make the Report more meaningful and presentable, two sources of data and information have been used widely. 
2.6 Sample Design

The Report is actually divided into 2 portions:

1. The Descriptive Part
&

2. The Analysis Part.

In the Descriptive Part, a vivid description about the Organization Grameen Phone, Aktel, City Cell, Banglalink, Tele talk and Warid telecom international and the Products and Services offered by the its Customers is given. The part has 2 divisions too. They are:

a) The Description of the Grameen Phone, Aktel, City Cell, Banglalink, Tele talk and Warid telecom international.
b) The Description of the Products and Services
In the Analysis Part, I try to find the assumption of the Customers about the Service Standard of the Grameen Phone, Aktel, City Cell, Banglalink, Tele talk and Warid telecom international. The required data and information for the Analysis Part have been collected by undertaking a survey and taking personal interview with the Customers. The Population for the survey was all the Customers who come to the customer care centers. The Sample Size for the survey was 40. As conducting the survey hampers the general operation of the customer care centers the Sample Size was kept small. And in order to overcome this short coming personal interview of the Customers was taken about various aspects of Products and Services provided by the mobile operators.

2.7 Research Design

This study will be exploratory research in nature, because the study will try to define a problem more precisely. The Major objective of exploratory research is to discover of ideas and insights of the organization about the problem. At each stage of survey, data is checked, edited & coded. By using Statistical techniques, data is summarized to find out expected result and presented that by graphical presentation. Data from various sources is coded entered into database system using Microsoft Excel Software. Preliminary data sheets are compared with original coding sheets to ensure the accuracy of data entered. 
a) Sampling Frame

· Calculation of the expense ratios
· Making the necessary comparing tables
· Incorporate graphical charts

Calculations of the above-mentioned tools are done by the help of Microsoft Excel 

b) Implementing the Research Plan

Then we have processed the collected information. We have analyzed the information in light of my course with report objectives.
c) Reporting the Finding

Then we have tried to find our report mobile competition, performance and findings from our research problem. Then we have drawn a conclusion and made a recommendation.
d) Scope of the report
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Our report mainly focused on the main the “Competitive Analysis of Mobile Companies in Bangladesh”
Figure 2.1 : Stages of the Research Process
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Objective of the study is very important for any topics. Population and the Environment is one of the most important topics of all. In Bangladesh point of view, it has big density of population. Objective is the desired level of attainment of an organization. Every Research should have specific objectives. The objectives as set represent their “common vision” which should continue to guide our regional cooperation in a holistic manner, while striking balance between our ambition, region’s peculiar environment and their operational capacity.
· The primary objective of preparing this report is to partially fulfill the requirements of the course – Marketing Management.
· The secondary objective is to study the Competitive Analysis of Mobile Companies in Bangladesh is known especially for their practice of the very modern trends in the field Marketing Management of techniques and procedures. 
As we are assigned to complete the study, we have done it properly. If we analysis Mobile Operators in Bangladesh operation techniques then we follow idea making position like as:
1. To gather knowledge about mobile operator’s business strategy 
2. To be aware of industry analysis

3. To be conscious of competition

4. To increase our analytical capability

5. To know about current market position

6. To be familiar with organizations

7. The strength of the Secretariat may be revised to give it greater functional leverage and mission-oriented on banking operational capacity.

8. Augment Telecommunication Business in Bangladesh capacity to serve as catalyst in the economic and social development of our region.

9. Promote good governance, democracy, “political socialization” and rule of law as the preferred norms for Grameen Phone (GP), Aktel, Citycell, Banglalink, Teletalk, & Warid telecom international the region.

10. [image: image14.emf]Company Profile

Closer cooperation in the areas of finance and banking, and harmonization of monetary and fiscal policies, including external tariffs and customs rules and procedures.
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.
As we business student we should realized the banking significant in the present world due to society depends on communication. Smart and rational student should clear concept regarding the technology and mainly the telecommunication policy. The study of this paper is to highlight the practice of innovation strategy in mobile telecommunication industry in Bangladesh. At the same time, to identify the challenges and shortcomings in the implementation of innovation strategy in this sector. From the findings of this study, organizations in this sector will be able to find some effective guidelines in configuring their innovation scheme for their competitive advantage.
It is now at the top of the agenda of the mobile telecommunication industry in Bangladesh. A great deal of experiment is going on right this moment in this industry. This paper will show how innovation strategy has been pursued by two major players, which has changed the competitive strategy of the competitors. We are familiar with the term ‘tangible goods with accompanying services’, and ‘major service with accompanying minor goods and services’ where the main focus goes on physical product and service respectively. In this study we shall see that how these concepts changes due to the innovative marketing strategy of the market players. We shall also see how the market status of the players’ changes as the strategy is implemented. Furthermore, from this study we shall learn how we can manipulate innovation strategy more effectively. The context of this study is the developing country. The role of the economy of developing countries is becoming increasingly important for the world economy. It is assumed that the findings and understanding of this research will help the organizations in developing countries to develop their effective business strategy in order to achieve sustainable competitive advantage.

We suffered a lot at the time to gather the information. Because at the time to gathered the information we find out that there is no specific assignment or term paper about the management practice of mobile telecommunication industry in Bangladesh. And at that time our interest is increase more then the before. After finished the assignment we know that it is helpful for all the people of the side of mobile telecommunication sector. And also they discovered some new concept or idea about the mobile telecommunication sector. The objectives of Grameen Phone (GP), Aktel, Citycell, Banglalink, Teletalk, & Warid telecom international as set forth in its Charter represent their “common vision” which should continue to guide our regional cooperation in a holistic manner, while striking balance between our ambition, region’s peculiar environment and their operational capacity. Sustainable development must remain the over-arching goals of mobile telecommunication with more focused and result-based approach in their realization as part of national development plans.
We are very glad to with this assignment. From this assignment we get current trend of mobile industry also know the significant issue such as customer service, rules and regulation, financial statement analysis, service evaluation, asset liabilities management, lending policy, fund management, international mobile operation and borrowing policy. And also we can find out what is the position of the mobile operators. They are losing or profitable sector, how many customer they have. At the time when we make this term paper at that time we make a good relationship with the corporate person. Mobile is most useful sector for communication and we have enough mobile operators in our country but we are not satisfied of them. There is several cause of switching a mobile operator. Network and high rate of call charge is the main factor of switching a mobile operator 
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Although we tried our best to make this report based on facts and complete information available, but we had to pass through some limitations that we believe are inevitable. We had to do a lot of hard work in order to gather all the information, carrying out the calculation and complete the assignment. We could not get much information from websites. So, we had to get appointment from the persons working there and collected as much information they allowed us to take from them, bus it is no easy to sit with them. 

There was lot of limitation also. First limitation was about gathering the information. Avoid some direct questions to answer. We had to visit couple of office; we also had to visit the share market. After managing information from here it wasn’t sufficient to carry out the comparison between two banks. We also took information from the internet. 

Our second limitation was about comparing the results. We did the calculation and then based upon the result we compared the two banks. But we had no source of justifying the comparison by any other way. That was the limitation about perfection.

Another limitation was the time management. Lack of coordination from the particular management personnel. We had to do our scheduled classes, we had to study and at the same time we had manage time to go to different offices, share market and searching the internet to find information. SEU library service and other required were not available

Our limitations include:

Limitation of time:

We had a little opportunity to spend enough time to prepare this type of big report within a short period of time. For this reason we have to hurry for complete this report within the time.


Incomplete information: 

In collecting many data, we got incomplete answer from the source. That also hampers our work done correctly and in time. We also found some misleading responses.  

Short experience: 

We are in learning stage and have little experience for reporting on such a big project. We tried heart and soul to prepare the report professionally.

Lack of Current Data: 

While preparing this report we faced a problem of lacking current and most updated data.  That really made obstacles for preparing this report.

[image: image17.jpg]s 7y
3 rrt

i



Chapter – Three
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3.1 CITYCELL: (Pacific Bangladesh Telecom Limited) is the first mobile communications company of Bangladesh. It is the only CDMA network operator in the country. As of 31st March, 2007, Citycell's total mobile subscriber base was 1.2 million, up 137 per cent or 680,000 from a year ago Citycell is Bangladesh’s pioneering mobile communications company and the only CDMA network operator in the country. Citycell is a customer-driven organization whose mission is to deliver the latest in advanced telecommunication services to Bangladesh. In 1989 Bangladesh Telecom Limited (BTL) was awarded a license to operate cellular, paging, and other wireless communication networks. Then in 1990 Hutchison Bangladesh Telecom Limited (HBTL) was incorporated in Bangladesh as a joint venture between BTL and Hutchison Telecommunications (Bangladesh) Limited. HBTL began commercial operation in Dhaka using the AMPS mobile technology in 1993 and became the 1st cellular operator in South Asia[1]. Later that year Pacific Motors bought 50% of BTL. By 1996 HBTL was renamed as Pacific Bangladesh Telecom Limited (PBTL) and launched the brand name "CityCell Digital" to market its cellular products. The company offers a full array of fixed and mobile services for consumers and businesses that are focused on the unique needs of the Bangladeshi community. Citycell’s growth strategy is to integrate superior customer service, highest standard technology and choice of packages at affordable rates. Citycell is focused on innovation and creating new ways for customers to stay in touch and to do business.
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3.2 GRAMEENPHONE: November 28, 1996 Grameenphone was offered a cellular license in Bangladesh by the Ministry of Posts and Telecommunications. March 26, 1997 Grameenphone launched its service on the Independence Day of Bangladesh. Starting its operations on March 26, 1997, the Independence Day of Bangladesh, Grameenphone has come a long way. It is a joint venture enterprise between Telenor (62%), the largest telecommunications service provider in Norway with mobile phone operations in 12 other countries, and Grameen Telecom Corporation (38%), a non-profit sister concern of the internationally acclaimed micro-credit pioneer Grameen Bank. Over the years, Grameenphone has always been a pioneer in introducing new products and services in the local market. GP was the first company to introduce GSM technology in Bangladesh when it launched its services in March 1997.The technological know-how and managerial expertise of Telenor has been instrumental in setting up such an international standard mobile phone operation in Bangladesh. Being one of the pioneers in developing the GSM service in Europe, Telenor has also helped to transfer this knowledge to the local employees over the years.
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 3.3 AKTEL: Aktel is the dynamic and leading end-to-end countrywide GSM mobile communication solutions of TM International (Bangladesh) Limited. It is a joint venture company between Telekom Malaysia Berthed and A.K. Khan & Co. Limited which was established in the year 1996 and services launched in 1997 under the brand name AKTEL. Since the commencement of its operation, Aktel has been a force to be reckoned with in the telecommunication industry of Bangladesh, being one of the fastest growing mobile communication companies offering comprehensive GSM mobile solutions to more than two million subscribers. Today, Aktel boast the widest. . Aktel was also the first to provide seamless coverage along the Dhaka-Chittagong highway. With a network covering all 61 (allowable) districts of Bangladesh, coupled with the first Intelligent Network (IN) Prepaid Platform in the country, Aktel is geared to provide a wide range of products and services to customers all over Bangladesh. At the heart of all of Aktel’s success today, is a young dynamic workforce comprising of over 600 highly motivated and skilled professionals. Aktel is promised to be exciting as we strive to employ the best resources and latest technology in offering many more innovative and exciting products and services.
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3.4 BANGLALINK: When Banglalink entered the Bangladesh telecom industry in February 2005, the scenario changed overnight with mobile telephony becoming an extremely useful and affordable communication tool for people across all segments. Within one year of operation, Banglalink became the fastest growing mobile operator of the country with a growth rate of 257%. This milestone was achieved with innovative and attractive products and services targeting the different market segments; aggressive improvement of network quality and dedicated customer care; and effective communication that emotionally connected customers with Banglalink. The only telecom package that caters to communication needs of women of Bangladesh Banglalink also introduced priorities numbers mostly, to maintain a perfect balance between professional and personal. Evolves around the concept of community based communication where women need to talk to certain Through out the year, Banglalink continued offering products and services approaching different consumer segments with distinct communication needs. Banglalink focused heavily on enhancing service and quality during 2006. These enhancements were done in terms of network quality and customer service.
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3.5  TELETALK: In Bangladesh, mobile telephone was opened to private sector for more than a decade during which four mobile operators came up to serve the people in this sector. Teletalk Bangladesh Limited (the “Company”) was incorporated on 26 December, 2004 as a public limited company under the Companies Act, 1994 with an authorized capital of Tk.20,000,000,000 being the only government sponsored mobile telephone company in the country. On the same day the Company obtained Certificate of Commencement of Business.
Bangladesh Telephone & Telegraph Board (“BTTB”), having longest experience of serving the telecom sector in Bangladesh, undertook initiatives to form the desired company in public sector. In view of the fact that formation of a public limited company involves considerable time and various relevant formalities, it was decided that BTTB should implement the Project and later on the assets out of this process would be taken over by the desired company to be formed for maintenance and operation. Teletalk has recently crossed the 8 hundred thousand mark in view of subscribers. Compared to other networks the number may seem smaller, but the steady pace of growth cannot be ignored. With a view to give people the freedom to choose as well as superior service at competitive prices, Teletalk will continue its forward pace in the future.
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3.6  WARID: In December 2005, Warid Telecom International LLC paid $50 million dollars(US) to obtain a GSM license from the BTRC and became the sixth mobile phone operator in Bangladesh. The 6th mobile phone operator of Bangladesh, Warid Telecom Bangladesh is finally commercially launching tomorrow 10 May 2007. Warid registration forms will be available on Warid Telecom Sales and Customer Service Centers from tomorrow 10 May 2007, 8 o’clock in the morning.  In a press conference on August 17th 2006, Warid announced that his network would be activated two months ahead of schedule, in October, 2006. Again in October, 2006 Warid Telecom put off the launch of its cell phone services in Bangladesh until April, 2007 after its major supplier Nokia walked out on an agreement over a payment dispute. Warid had a soft launch at the end of January, 2007. It gave away complimentary subscriptions among a selected group of individuals, whose job was to make 'test calls' and the operator adjusted its network's quality based on their comments. The official website of the company www.waridtel.com.bd, was launched on the 30th of April, 2007. On the 14th of April, 2007 (Pohela Boishakhi day) Warid Bangladesh kicked off its advertisement campaign titled "Salam Bangladesh Salam". A few days later on the 29th of April, they launched their website. On May 9th 2007, Warid in an advertisement in some daily newspaper stated that it would be launching publicly on May 10th 2007. However, neither call rate nor any package details were revealed. The advertisement included an announcement for the people interested to buy Warid connections to bring the documents like ID Card, etc, to the designated franchise and customer care centers.
3.7   Telecommunication Sector 
Nowadays service is contributing to society and economy than ever before. It is not exception in Bangladesh, too. The contribution of service sector towards the economic activities is increasing gradually. In recent times, mobile telecommunication sector is one of the major contributors in terms of revenues, employments and infrastructure development. By nature service is a complex composition, which is very difficult to abstract, articulate and standardize. Therefore, service organizations are trying to provide more value to the customers in innovative ways to maintain their competitive advantage. It is often found that the service providers in many developing countries do not serve their customers properly. There are several reasons behind that behavior, such as consumers are not educated and aware about their right and privilege, lack of professionalism from the firms’ side, lack of competitiveness and so on. This scenario is equally true in case of Bangladesh mobile telecommunication industry.

Government granted permission to Bangladesh Telecom Private Ltd. (BTL) to introduce radio-trunking, cellular radio telephone, naval radio telephone network, and paging facilities for the first time in 1989 to spur private investment in this sector. The segment of mobile telecom operation of the BTL's license was later handed over to Pacific Bangladesh Telecom Ltd. Subsequently, three private operators, Grameen Phone Ltd., Telecom Malaysia International (Bangladesh), and Sheba Telecom Private Ltd. had been awarded license in 1996 to market digital cellular mobile phones. After the formation of the Telecommunication Regulatory Commission (BTRC), those licenses/contracts were renewed under the Bangladesh Telecommunication Act 2001. The Commission granted Mobile Telecom Operator License to BTTB, which was subsequently revised to form a separate entity under the name of `Teletalk', and has already become operational. The number of subscribers of the 5 private cellular mobile companies in the country was about 14.2 million as of June 2006. To meet the increasing demand for telephone, 15 private companies have been awarded licenses for providing fixed telephone services in a competitive environment. The fixed telephone sector is now open for investment by private domestic, foreign, and Bangladeshi expatriate investors. Some of them have already started making investments. As a result, employment opportunities have been opened up for thousands of the unemployed. 
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Five private cellular mobile companies are operating competitively. The number of subscribers of the 5 private mobile operators is expected to exceed 20 million from the present 14.20 million (June, 2006) in the next one year. In 2001, the mobile tele-density was 0.58 which rose to 10.0 in 2006 (June, 2006). To generate competition on the telecom market and to help deliver low-cost telecommunication service to people, Teletalk Bangladesh Ltd. has issued license to market mobile telecom service. Already the company has started offering mobile telecom service. As a consequence, mobile phone call charges are expected to decline, making it affordable to ordinary citizens. The numbers of customers of five mobile phone companies are presented in the following graph. 
Figure 3.1 : Current Operation Position
3.8 Mobile Telecommunication Industry in Bangladesh

Bangladesh has currently six mobile phone operators in Mobile Telecommunication Industry, of which five are in operation and the sixth, Warid Telecom, is expected to begin operation in April, 2007 (Rahman, 2007). Though the industry is relatively new yet the growth is much faster in comparison to other industries due to aggressive market oriented business strategy (Yousuf et al., 2006). Bangladesh’s phone sectors witnessed a 120 percent growth from January 2006 till now, with the numbers of users rising to 22 million from 10.8 million in 13 months.

GrameenPhone, the largest mobile operator in the country, reached 19.10 million at the end of 2007 with the addition of nearly 5.22 million customers in a year, while the second largest operator, Aktel, acquired 8 million subscribers, adding some 3.93 million to its total at the same time. 

The third largest operator, Banglalink, acquired 8.64 million subscribers, adding 2.61 million customers in the same period, while the only CDMA operator, CityCell, acquired nearly one million customers at the end of the year, more than double its 4.4 lakh customers in 2005. The government-owned Teletalk acquired nearly 4 lakh customers in 2006. Bangladesh is presently one of the top 10 mobile phone markets in the Asia-pacific region in terms of the number of subscribers. Industry people said the number of mobile phone subscribers will top 50 million in the next three years as the start-up cost as well as call tariff will be constantly shrinking because of cutthroat competition among the operators to woo new customers (Rahman, 2007). Warid Telecom of the United Arab Emirates is expected to launch its service in Bangladesh in April, 2007.
Table – 3.1: Major Mobile Phone Networks in Bangladesh According to their Market Share
	Name of the Companies
	Technology Used
	Subscribers (Approx.) 

at July 2008

	GrameenPhone (GP) 
	GSM
	20 million

	Aktel (Telekom Malaysia)
	GSM
	9 million

	Banglalink (formerly Shebatel)
	GSM
	10 million

	Pacific Bangladesh Telecom (CityCell)
	CDMA
	5 million

	Teletalk Bangladesh
	GSM
	1.5 million

	Warid Telecom
	GSM
	1 million
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Source: http://groups.google.com/group/banglaict/topics. Accessed on 17-07-08
Figure 3.1: Mobile Subscribers
3.9 Telecommunications Technical Assistance Project

The project objective is to improve the performance of Bangladesh's telecommunications sector through strengthening elements of the policy, institutional, and regulatory framework in order to promote the competitive provision of telecommunications infrastructure and services. There are two main project components. The main objective of the Ministry of Post and Telecommunications (MOPT) component is to separate the policy and operational roles of the Government. This will be achieved through 1) restructuring the Bangladesh Telephone and Telegraph Board (BTTB); and 2) strengthening the policy function in MOPT. Technical assistance will be provided to implement BTTB restructuring and convert it from the present Government board into a company, registered under the Company's Act. Support will be provided to carry out a number of activities including: a) re-examining Ordinance XII of 1979 (amended in 1995) that established BTTB; b) asset/liability allocation; c) Financial audit and creation of opening financial statements; d) a cost-based tariff study; e) Examining options for rationalization of labor force; f) public relations; g) development of a business plan; and h) development of a performance contract for BTTB. Technical assistance support for consultancy and training programs will be provided in order to strengthen MOPT's capacity to carryout its policy functions. This will include a) policy review and formulation; establishment of processes and procedures for policy monitoring and evaluation; and re-examination of Bangladesh's WTO commitments and preparation of a new telecommunications offer; b) development of a universal access strategy; c) other studies on policy issues such as convergence, market structure, competition; d) capacity building and professional development through in-country, on the job and external training programs; and e) procurement of equipment and systems to facilitate information sharing and dissemination, within and outside of MOPT.
Chapter – Four
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Introduction

As mentioned it earlier that GrameenPhone is the market leader with approximately 63% market share (http://press.telenor.com). From the market share and technical capability point of view, GP is clearly ahead of other competitors. Although Aktel was the challenger but its activities was not so much threat for GP. Since the market payers designed their strategy with traditional armors therefore, the culture and practice of innovation was not appropriately nurtured in this industry. Aktel tried to be innovative and to provide unique value to the customers but it could not be effectively successful as GP responded immediately in unconstructive ways. Even sometimes in a very negative way (e.g. network jamming, price cut and so on), which was to some extent unethical, too. For example, when Aktel planned to provide augmented service to customers, GP would create an unannounced barrier in case of calling and messaging from Aktel to GP subscribers to create an impression that Aktel’s network is not as efficient as GP. Ultimately, the innovative efforts of Aktel were not fully successful. The company (GP) used to enjoy almost a monopoly until and unless the threat was created by other competitors.

4.1   Consequences of this Uneven Competition

The influence of mobile telecommunication is multi faceted. It has become an indispensable part of urban life. Certainly nowadays mobile telecommunication services serve not only for traditional communication purposes but also as a new channel for existing entertainment and new types of entertainment (Kornak, et al., 2007). The uneven competition in the telecommunication service industry of Bangladesh is working as barrier in providing this type of value adding services to the customers. The adverse consequences, in addition to network jamming and sudden price cut, are various call rates for similar service, problem in internet connectivity, failure to make mobile phone as a means for entertainment whereas these are very common and familiar all over the world. Mobile phone network is not appearing with dynamic features as per demand of the situation rather they are trying to be more traditional with modern technology. The service providers of this industry are now fighting for the existing customers in the same market instead of developing new market and new innovative products.

The overall competency and capability of this industry is not enhancing due to the lack of adequate research and development for innovativeness. No company is growing with a proper potential to challenge the market leader. Ultimately, customers are being deprived. Here the point to be noted that the mobile call charge in Bangladesh is one of the highest in the world. This is because of the monopolistic competition in this industry.

4.2   Stepping Forward of an Emerging Company – Banglalink

There is a saying, if you want to stay where you are then run faster. For a while the leader of the mobile telecommunication in Bangladesh might have forgotten this saying. In this circumstance, a company – Banglalink, came forward and challenge the leader. The challenging company neither was the market challenger nor was a very significant market occupier.

The company Banglalink was previously known as Sheba Telecom. It not only changed its name but also restructured its system. The company designed an integrated business strategy by incorporating internal management system with a focus to the external environment. For their expansion strategy, they followed vertical integration i.e. using HR (human resource) policy as a base of their business strategy. They enhanced their HR inventory by recruiting a good number of intelligent and promising youngsters from various academic institutions and as well as from their competitors. They provided very lucrative compensation package together with a clear career path. Basically, these were the ground work for their promotional activities.

Side by side they developed new products to attract the customers. Their service package was quite different and new. They offered new SIM card with a mobile phone set. They only charged for the SIM card not for the set. Additionally, free six calling cards that added an extra attraction to the offer. It was really alluring to the customers. 

Simultaneously, Banglalink also offered some other new value adding services. For example, it decided to carving out a niche in the market, targeting the female subscribers. ‘Ladies First’ is the only package available in the market offering a special reduced rate and special talk time exclusively for women. Banglalink does not consider this just a product offer, but more of an acknowledgment of the contribution that women of Bangladesh make to the society and the nation. This service includes horoscope, tips on beauty, cooking, health, home management, child care, first aid, and cinema and drama schedule. The offer also includes discounts in selected beauty parlors, boutiques, handicrafts stores, department stores and cosmetic shops, etc. (www.banglalinkgsm.com). ‘Upper Class’ is the Banglalink experience that is targeting a slightly upscale clientele, offering a range of services at a competitive price. Specifically, Upper Class offers Purple Carpet treatment, giving special attention with separate counters at sales and customer care centers and a dedicated hotline. A ‘big SIM’ (1000% more storage), customized numbers, international roaming, easy bill inquiry, call back customer service, and start-up assistance are the privileges of this package. A Web log (blog) updates the customer on new services, initiatives, useful tips, and entertaining ideas. ‘Call and Control’ is a recent addition to the ‘Upper Class’ package allowing subscribers control and flexibility in their usage and expense.

Yellow Pages service is unique to Banglalink, allowing access to varied information about airlines, banks, hospitals, embassies, etc. through a dedicated number. Additionally, it offered cheap and convenient e-mail through their network to friends and family all over the world. Banglalink was the first to make the net virtually familiar in cell phone in Bangladesh. With the free SMS and low-cost e-mail it covered both the need of synchronous and asynchronous communication. It also gave an opportunity to its customers to download music, play online game through mobile phone. Though it is not still very popular due to relatively high cost, it was an added value that is open to all customers and it has an opportunity to be popular in future.

Initially, GP did not take these kinds of activities as severe challenge since these were not from the challenger rather from a follower. Moreover, GP was quite confident upon their competitive advantage—uninterrupted network service, huge customer base, which made them to some extent reactive instead of proactive as they were before.

Overall, Banglalink’s business strategy could attract customers. Within a few months their subscribers increased from 300,000 to 1.5 million. While conducting this research it was revealed that Banglalink could attract clientele from all existing service providers and raised its market position from fifth to third. Leader could realize that a potential threat is emerging from Banglalink when they lost a considerable chunk of their clientele. Even though Banglalink was far behind yet they took this phenomenon pretty seriously. In order to tackle rising threat from Banglalink, GrameenPhone introduced several new products targeting similar products of Banglalink.

4.3  Innovation Warfare– A Brief Analysis of the Situation

Bangladesh mobile telecommunication was an intangible dominant pure service industry which deals with the network system only. The traditional thought totally ignored consumer day to day life aspect and did not try to explore how mobile phone service can be an indispensable part of our daily life to be specific how it can make life easy and dynamic. The consumers were being deprived of getting the optimum value from the mobile telecommunication service.

Banglalink could identify the gap between the product concept and its ultimate utility of the product. Usually a winning product has multi dimensions so that it can serve customers from various spectrums. A product must posses three level of identities. The first level is the essence of a product—how well it satisfies the customer’s needs. The second level is the physical product, should it be a good or a service. The third level is the product’s shell. It includes all the additional products and services offered with the product to exceed customer expectations (Viardot, 2006: 155). If customer satisfaction exceeds the expectation level then the customer is delighted and only then it is possible to retain that customer. Otherwise, there is a probability of switching. As GP almost overlooked the third product level, Banglalink concentrated on this gap and tried to fill this gap. Banglalink wanted to accelerate customer attraction faster. To do this they decided to offer ‘major service with accompanying major goods’.
Teletalk could not fulfill the public demand as anticipated, nor could they cover the whole geographical area of the country. Moreover, the quality of service being provided by them were not satisfactory and, above all, In ECNEC it was decided to form a separate public limited company for implementation and operation of the Project. The success of their product designing was the precise articulation of the latent demand of customers. Their major offer was free phone set with mobile phone network connectivity. Their offers were neither the familiar tangible goods with accompanying service nor major service with accompanying minor goods and services. It was major service with accompanying major goods. It could be called as ‘hybrid’. Actually it was more than hybrid. Hybrid offer consists of equal parts of goods and services, for example, people patronize restaurant for both food and services (Kotler, 2007:447). Here without one part another part can be consumed. However, Banglalink’s offer was major service (network) with accompanying major goods (mobile phone) and minor services (free calling option) also. Previously, any company of this industry did not offer hybrid services or aforesaid services rather offered pure service. Banglalink was the first to introduce this type of offer in Bangladesh. As it offered major services along with major good and also minor services like warranty of the mobile phone, free calling card and some charged units in the phone that can be used for calling or messaging before charging anything, so we can call this innovative package as major service with accompanying major goods and minor services, or pure service with forward integration with major goods and minor services.

GP- the market leader reacted before any severe damage. They decided to neutralize each Banglalink offer, product to product basis. They came up with more augmented offers. They provided exclusive emphasis on information service through their existing mobile network. GP’s information service includes news, events of the day, transportation schedule, horoscope, etc. Also available are news service, channel program schedule, event-based sports update. The subscriber has to simply dial a specified four-digit number to listen to the information. ‘Cell E-mail’ offers the e-mail service through SMS. It possesses almost all aspects of the standard web mail and is compatible with almost all GSM handset. GP’s business solution has a unique option called ‘EDGE’ (Enhanced Data Rates for Global Evolution), which enables high-speed mobile Internet and data services. This is up to eight times faster than GPRS (General Packet Radio Service). Another of GP’s unusual service is its ‘Insta-Care’, an automated service with IVR (Integrated Voice Response) system for all kinds of GP service-related queries. This service is open 24 hours a day, all the year round. In addition, Insta-Care has a general information aspect where travel, hotels and restaurants, emergency numbers, hospitals and clinics, legal aid, taxicabs information, and district and country dialing codes are available. 

The ‘Village Phone Program’ of GrameenPhone is a unique initiative that provides access to telecommunications facilities in remote rural areas, where no such service was available before. The program allows poor village women to own a Village Phone subscription and retail the phone service to her fellow villagers while providing them with a good income-earning opportunity. It is administered by GrameenPhone, in cooperation with Grameen Bank, the internationally renowned micro-credit lending institution.

GP’s this strategy made a quick impact over the consumers. Previous GP consumers who switched to Banglalink some of them stopped using Banglalink SIM and started using the GP SIM with the mobile phone that they got as free with the Banglalink SIM. It really shocked Banglalink. In order to retain their new customers Banglalink introduced some new more offers, free text messaging for six months even they extended this free messaging outside the country at local charge.

From the data and information, it was revealed that the innovation strategy of Banglalink was based on the major physical product together with major service package and SMS service. Now SMS facility is quite important to many consumers. Because of that “all forms of text communication share the ability to capture, store and easily retrieve the content of the communication both synchronously and asynchronously. This proves to be crucial in many social settings where the point of the communication is to convey a phone number to call or an address at which to meet. While this is also possible with voice messages, reviewing is much more difficult due to the ephemeral nature of sound” (Harper and Taylor, 2005: 289). SMS culture is becoming very popular. Not surprisingly, SMS is heavily used for establishing and maintaining both friendships and romantic relationships (Berg, et al., 2006:433-440). Mobile phones and SMS foster a particularly strong sense of intimacy for teenagers because it allows a continuous connection to friends outside of parental control (Farnham and Swarm, 2006:2). Despite the short message length of SMS and impoverished text input mechanisms of most cell phones, text messaging is the dominant form of mobile communication for young adults in much of Europe and Asia (Grinter and Margery, 2006: 441-448). As Banglalink operates in Bangladesh market that belongs to Asian market, it wanted to take this advantage to regain its customers. After that it provided opportunity for its customers to e-mail through mobile phone all over the world with minimal cost. It is also mentionable that “Email enables asynchronous communication. Asynchronous communication is time independent, such that the people communicating are not required to respond immediately to each other (Harper and Taylor, 2005:289).

Though almost everything was going smoothly for Banglalink, gradually it faced some problems. Its main problem was interrupted network. On the contrary, the main competitive advantage of GP was its uninterrupted network system. However, Banglalink could sustain many of its customers with its innovative strategy and managing that tactfully. And in the mean time they are also trying to improve their network connection by importing some devices that can improve network connectivity.

But one blow came when dual SIM system that enables using two SIM in one mobile phone was introduced. Before this some customers who wanted to use GP and Banglalink simultaneously continued using Banglalink as keeping two mobile set was not convenient. So, Banglalink got some preferences. But after the introduction of Dual SIM, a thin electronics device that can be set inside the mobile set, many mobile users started to use that. Mostly they were on line with GP and when they needed to send SMS they switched to Banglalink as SMS through it was free at that time. Though dual SIM mostly was used in the urban area, it may be reached at the rural area due to marketing activities. So, Banglalink faced a big threat from the electronics industry not from the GP or other telecommunication companies and it was unexpected for the Banglalink. Only time will say what strategy it takes to overcome this obstacles.

For all these kind of telecommunication services, service providers need strong mobile network. Initially Banglalink could not realize the importance of technical capability for any strategic move. On the other hand, GP had a very strong and updated mobile telecommunication network. Therefore, GP could counter Banglalink successfully. Ultimately, Banglalink’s product and price based innovation strategy could not influence consumers as they expected. They could understand the necessity of a capable network and expanded their range all over the Bangladesh, yet it was bit late. GP in the mean time, capitalize on their core competency (mobile telecommunication strategy). A competency cannot be a sustainable competitive advantage if the competitors can copy it easily. Competitive advantage is a company’s ability to perform in one or more ways that competitors cannot or will not match. Michael Porter urged companies to build a sustainable competitive advantage (Porter, 1980). But in real world few competitive advantages are sustainable. At best they may be leverage able. A leverage able advantage is one that a company can use as a springboard to new advantages, such as Microsoft has leveraged its operating system to Microsoft Office and so on. In general, a company that hopes to endure must be in the business of continuously inventing new advantages by strategy innovation. Strategy innovation is shifting a corporation’s business strategy in order to create new value for both the customer and the corporation (Jhonston and Bate, 1980: 4, 11, 278). As no strategy lasts forever so company must keep going on initiating strategy innovation and thus gain a competitive advantage.

Of course, GP had strategic planning but it was not interested in strategy innovation. Banglalink took that advantage by initiating strategy innovation and thus gained a competitive advantage over GP for the time being. Again Banglalink could not achieve as they expected due to the lack of adequate technological capability, lack of ability to manipulate existing capacity and not to be careful about the loopholes of their business strategy. The offer made by Banglalink was easy to copy. Similar products were also offered by other competitors like Aktel, Citycell etc. In fact, GrameenPhone moved further by learning for m the mistakes of Banglalink.

4.4   Creative warfare: In an advertising sector

Advertising sector of an industry is a very important sector. Creative mind and result of creativity is the main weapon of this sector. Nowadays we are closely observing the severe competition among the mobile companies. In this race promising company Banglalink is clearly ahead. Their various mass media advertisements are well accepted and have become popular. They try to offer a very clear message to the people. How technology act as a catalyst of changing people’s lives are ensured by this company. ‘Din Badaler pala’ (phases of changing life), ‘Bhashar janna Bhalobsa’ (love for language) of Banglalink are well accepted and people are able to understand the clear message of this ad. On the other hand GP tries to relate their ad with people’s problems. As example, just a call then you will get a medical help. Business solution, pacer hunt are another well accepted ad of Grameen Phone Company. Aktel is little bit lag behind than other companies, especially in advertising sector. Besides these their one ad on television channels (call whole month and save some portion of money for the next month) is able to cut a position of people’s mind. The pacific Bangladesh telecom (city cell) also concentrates on effective advertising methods. Their ‘Hello tunes’ (a package offer of tunes which creates a psychological emphasis on mind) is accepted by the subscribers. Another package offer of City cell like ‘tk.1399/-’ (named –‘sab pai’ i.e. all in one package) is able to capture the market. All warfare in creative side are blessing to the subscribers. Subscribers have the right to know. By exerting creative efforts Telecommunication Companies try to keep subscribers up to date.

From the abovementioned discussion we can see that strategy innovation is a tool of competitive advantage for the organization that can contribute to the industry growth and ultimately satisfy the customers. It contributes not only to the growth of that industry but also that of other related industries. However, the most vital aspect of the scenario is the increased competition and growing expectations of the consumers. Rivalry among the companies of this industry has created a lot of facilities for the customers. It has opened the door of providing greater value through innovation that will help to increase the satisfaction level of the customers in future.

The illustrations of this study makes us familiar with the telecommunication service industry of Bangladesh and the picture how it became highly competitive industry from a less competitive sector. With the growing competition, the overall customer satisfaction level is also increasing. The depiction reveals how strategy innovation in a developing country can also be successfully applied. It is mentionable that what is innovation here may not be innovation at other places as it varies from time to time and place to place. And also innovation is a continuous process. 

The number of mobile users in Bangladesh is around 32 million provided by the six operators, but most such connections were not properly registered:
The law enforcement agencies will provide the commission with information on connections used in criminal activities. The home ministry officials the decision to block mobile SIMs used in wrongdoing was made as complaints have been lodged with the law enforcement agencies about receiving mobile calls in which money have been demanded or death and other types of threat have been made. The number of mobile users in Bangladesh is around 32 million provided by the six operators, but most such connections were not properly registered for lack of a clear-cut policy.

The regulatory commission in February 2006, however, made a regulation making provisions for the subscribers to provide certain bits of information at the time of purchase of connections. It also instructed the mobile operators to re-register the connections bought before February 2006. The re-registration process of about 1 million subscribers was later delayed. The commission in July instructed the operators to complete the re-registration of the mobile connections within two months, beginning in August 16, in accordance with the regulation to help the intelligence agencies to keep track of mobile users and to check, through tapping, whether they use them in unlawful activities. The commission later extended the re-registration deadline by two more months, scheduled to expire on December 16. The commission in July also imposed a fine of $10 on each SIM for mobile operators if it finds the operators selling connections without registering the subscribers.

Chapter – Five
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5.1   Introduction

In Bangladesh, there are several types of industries available and cell phone industry is one of them. Every company has some key success factors which make them unique from each other. This KSF’s determined by two way first one is analysis of customers and analysis of competitors. Industry analysis another important point is company’s structure because every company has unique structure. 

1. The boundaries of the industry

Drawing the company industry boundaries is a vital first step analyzing the competition. An industry is the growing place accompanied with companies that offer product to satisfy customers’ needs. The boundaries of the cell phone industry are as follows-

a. Customer segment- Customer of the industry is growing day by day in consecutive way. Bangladeshi people are eager to use cell phone. All most all kinds of people are enjoying this. More than 10 million customers are available.

b. The technology in meeting customer need: The technology in the industry is very highly used in efficient way. The modern and latest technologies are available in the industry.

If we consider the area for competition, it is the whole country. To compete in the industry it should be against poor or vague of industry and boundaries.

2. The structure of the industry
Understanding the competition requires an appropriation of the industry structure. To get success company strategy is influenced by this structure.

a. Barriers to entry and exit- As private company can enter, it’s easy to enter and do its job. But it’s difficult to get license in the long run process of political process and developing the network.

b. Level of product differentiation- Product is not very much different in this industry. They are almost similar.

c. Level of concentration- the competitors’ concentration is also similar to get the more subscribers. And in several situations the concentration is to keep the customer happy to be with company.

d. Economic of scale and exist- To identify the structure of the industry it is very important to know the economic status of the competitors. Their economic status is very strong to fight within the area.

3. The forces of competition:
a. Threats of entry- Though entry is not so tough, there are lots of threat to entry. Because, it’s difficult to cover the network over the whole country. And without covering the network it’s not possible to compete.

b. Power of buyer- Power of buyer is very vital thing to compete within the industry.

c. The power of supplier- Here, supplier dominates a great deal of services.

d. Substitute- Substitute is necessary to give backup in the position of difficulties.

e. Rivalry among existing competitor- Rivalry is very high among the cell phone companies existed in the industry.

4. Key success factor (KSF):

The key success determines the requirement for successful participation in an industry. The key successful factor required two interrelated activities:

a. Analysis of customer- It requires three areas.

i. Who the customer?

ii. What do they want?

iii. How customers do choose between competing companies?

b. Analysis of competition-To lead to market and financial success in an industry it is important to center on delineating those factors related to the competition.

5.2   Value Added Services 

In addition to enjoying the services, the operators offers the following Value Added Services* that are designed to meet customer needs.
Table 5.1: ( Pre-paid & Post-paid offers)

	M2M 
	Fun Dose
	Logo Download 
	Fax 

	M2M Plus 
	Short Message Service (SMS)
	Ring Tone Download
	Entertainment Services 

	Friends & Family (F&F)
	Call Forwarding/Divert 
	Conference Call 
	Browsing the Internet 

	Share-a-fill
	Call Waiting / Call holding 
	Ring Tones 
	Send and receive e-mails 

	Post-Paid Bill Info
	Call Barring 
	GPRS
	Download Contents 

	SMS Email 2 Email SMS
	Caller Line Identification Presentation (CLIP) 
	Picture Messages 
	Customize Your Handset 

	SMS based MSN / Yahoo! Messenger
	i'bubble 
	International SMS 
	Participate in Competitions 

	Voice Mail Service 
	MMS
	Song Dedication 
	Vote your Opinions

	Night Bird Talk Plan (NBTP)
	Data Transfer
	Instant Recharge
	Bill recharge 


5.3   Reaction patterns
Just because Plus-Minus has advantages in the Bangladeshi market does not mean that GP might not go ahead with its plans. A lot depends on Plus-Minus’ reaction pattern.

Is the company a laid-back competitor, one that will give GP a chance to catch up before it reacts?

Is it a selective competitor, one that responds to only certain kinds of attacks? Perhaps Plus-Minus would respond only if Citycell offered its service at a lower price.

Or is it a tiger competitor, responding aggressively to any and all perceived threats? If this is the case, Warid should certainly think twice before starting the business the Bangladeshi market, because Banglalink and Aktel are also going on.
[image: image28.jpg]WARID
WE CARE



Finally, Plus-Minus might be a stochastic competitor, exhibiting no predictable pattern. If so, Teletalk might be wise to gather more intelligence, to see if it can find additional clues to Plus-Minus’ likely response to Teletalk’s plans.
Finger 5.1: The Strategic Planning Process

Offering exclusive service to customers requires serious and sustained commitment from the operator’s management. Some functions might be left to vendors at the cost of less customization and differentiation. But whatever approach operators choose now is the time for them to work out their strategic response to this new era and create the right organization to deliver it. 
· Customer Management Division:  Provides all sort of customer support including billing service, information update, product service and reconnection.

·  Regulatory & Corporate Affairs Division: Deals regulatory aspect & maintain external relations of the whole company.

· Finance Division: Deals the account of the company, all financial transactions of the company are dealt and reported by this division. 

· Human Resources Division: Handles recruitment of the company, coordinate training and all other employee management activities.

· Information Technology Division: Provide the internal IT support of the company, develop & maintain the internal IT network.

· Marketing Division: Communicate all the information and advertisements to the market.

· Sales & Distribution Division: Ensure product flow to market & achieve target sales through distribution channels maintenance.

· Technical Division: Expand & maintain the network, provides all sort of technical support of the company.

Chapter – Six
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6.1   Introduction

Grameen Phone is one of the leading banks in Bangladesh and other companies are Aktel, City Cell, Banglalink, and Tele talk and recently Dhabi group also come as a Warid telecom international. They give their services in last 18 years. In every year they are increase their service line. If they don’t give the appropriate services then they can’t survive in the banking industry because the entire customers need 100% accurate services. If they don’t get this accuracy then no one can save you or your company. Here in the banking industry the switching cost is very low. So all mobile operator are trying to give the best services to his customer. And they do it very well. In this topic we are trying to compare Grameen Phone against the other mobile companies in Bangladesh. Here in the comparison we focus various sides which we gathered from the different mobile operators.
6.2   Five Forces of Competition
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Figure 6.1: Five Forces of Competition

6.3   Identifying Competitors

6.3.1  Industry concept of competition

As the market for mobile operators expanded, the number of competitors expanded as well and each trying to capture a particular market segment of their service. It is unlikely that the mobile industry will ever develop into pure competition, since the trend is toward specialized products and not toward a generic operation and service. Industries can also be described in terms of entry, mobility, and exit barriers. If entry barriers are high, then it is difficult and expensive to enter an industry. If mobility barriers are high, it is difficult to move into more attractive market segments. If exit barriers are high, then the difficulty of leaving an industry is an obstacle to companies wishing to pursue entirely new markets. Cost structure also plays a role in defining industry competition. Competition will tend to focus on the specific areas in an industry where it is possible to reduce costs. 
6.3.2  Market concept of competition

Of course, competition is not limited to industry competition. GP handheld mobile operator company, Banglalink, is effectively competing with a host of companies ranging from other handheld mobile operator to companies that make traditional paper-based personal organizers. Aktel is a personal communication and organizational operation and, as such, must compete with all products that serve some or all of its functions.
6.4   The process of industry and competitive analysis

Industry analysis is a very complex task, which entails several related activities that include –

· Defining and choosing the boundaries of the industry and the company’s served market

· Understanding the structure of the industry

· Analyzing the forces of competition

· Conducting strategic group analysis

· Determining key success factor (KSF)

· Performing  competitive intelligence

· Interpreting competitive signal

· Identifying opportunities and threat etc.

6.5   Purpose and contributions of industry and competitive analysis

In resent years, industry and competitive analyses have become important organizational activities that help manager collect, analyze, and interpret data about their industry and their competitors to achieve several purposes

· Identify and selecting the companies competitive arena by defining its industry and served market

· Identifying business opportunities

· Restricting or preempting competitors move

· Encouraging organizational development through communication

· Helping the company to gain a competitive advantage

· Promoting learning from the competition 
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Aiding the development of the strategy and its successful implementation etc.

Figure 6.2 : Present Mobile User
Table 6.1 :  A Worksheet for Evaluating Competitors

	Criteria
	Grameen Phone
	Bangla Link
	Aktel
	City Cell
	Tele Talk
	Warid

	Marketing

Skills
	Strong
	Strong
	Average
	Average
	Weak
	Average

	Target Population
	Strong
	Strong
	Average
	Weak
	Weak
	Average

	Financial 

Resources
	Strong
	Strong
	Average
	Average
	Weak
	Average

	Area of Network
	Strong
	Strong
	Strong
	Strong
	Average
	Average

	Advertising Skills
	Strong
	Strong
	Average
	Strong
	Average
	Average

	R&D Skill 
	Strong
	Average
	Average
	Strong
	Weak
	Average

	Distribution
	Strong
	Strong
	Strong
	Average
	Weak
	Average

	Human Resources
	Strong
	Strong
	Average
	Strong
	Weak
	Average

	Package

Skills
	Strong
	Strong
	Strong
	Average
	Weak
	Average


6.6   Balancing Customer and Competitor Orientations

We started out this discussion by noting that we needed to add an understanding of competitors to our understanding of customers. In practice, many companies focus on one or the other.
Competitor-centered companies tend to see the marketplace in terms of their competitors. They define situations by the size, actions, and reactions of the competition.
Customer-centered companies tend to see the marketplace in terms of their customers. They define situations by the size, segments, and preferences of the market.

How might these orientations shape company operations? What are their advantages and disadvantages? Is it possible to be both customer-centered and competitor-centered?
Table 6.2 :  Modes of Disseminating Competitive Intelligence Data  

	Modes of Dissemination
	Usage Rank
	Effectiveness Rank

	Grameen Phone
	1
	1

	Bangla Link
	2
	2

	Aktel
	3
	3

	City Cell
	4
	6

	Tele Talk
	5
	5

	Warid
	6
	4


Table 6.3 :  Some determinants of International competitiveness
	Price relative to competitors 
	Reliability 

	Productivity - output per worker 
	Lead time 

	Unit costs 
	Entrepreneurship 

	State of technology 
	Exchange rate 

	Investment in capital equipment 
	Relative inflation 

	Technology 
	Tax rates 

	Quality 
	Interest rates 


Table 6.4 : Increasing competitiveness

Firms can increase their international competitiveness by:

	Rationalization output to get rid of high cost plants 
	Incorporating the latest technology into investment 

	Relocating to places where labor costs are lower 
	Sourcing from abroad where appropriate 

	Process innovation 
	Seeking out new market opportunities 

	Product innovation
	Improving relationships with suppliers and customer 


Government’s role to improve international competitiveness

Table 6.5 : Governments seek policies which aim to
	Encourage R&D spending (e.g. through tax breaks) 
	Reduce tax rates to stimulate enterprise, effort and investment 

	Improve the skills base 
	Deregulation to promote competition 

	Improve the economic infrastructure 
	Reduce bureaucracy 


	Promote competition between firms 
	Encourage sharing of ideas and best practice 

	Operate macro-economic policies favorable to business expansion 
	Reduce protectionist barriers to stimulate competition 

	Reduce interest rates to stimulate investment 
	Encourage investment in human capital 


6.7   Product mix 

So far, we’ve been talking about products in terms of customer value and their relationship with all other possible products. Both approaches are important because marketers want to know what needs their products fill and how their products relate to other products in the marketplace. But there’s another way of looking at products. Marketers also want to know how their company’s products relate to each other, how they fit into a product mix (the set of all products and items a particular seller offers for sale).
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A company’s product mix has width, length, depth, and consistency. Width refers to the number of product lines the company carries. Length refers to the total number of items in the mix. Depth refers to the number of variants company offers of each product in a particular line. And consistency refers to how closely relate a company’s product lines are in terms of end use, production requirements, distribution channels, or any other logical measure.
Figure 6.3 : Mobile Operators Penetration Rate (June 2008)
6.8   Designing Competitive Strategies

Companies can be divided into market leaders, market challengers, market followers, and market nichers depending on their share of the total market. Each position has its own strengths and weaknesses and its own competitive advantages and disadvantages.

6.8.1  Market-leader strategies

Grameen phone is the market leader in Bangladesh with 43% of the total market. It’s not always easy being number one. First, there’s always someone trying to take place. Second, customers like familiarity, but they also like change. Market leaders have to work hard to keep their image fresh, to be perceived as up to date and relevant to contemporary consumers.

In recent years, Grameen Phone has seen its market share slip as competitors have chipped away at particular segments. In response, GP has devised a three-part strategy. It is going to try to expand the total market, defend its current market share, and find ways to increase its market share. It will be your job to help GP achieve these goals.

Expanding the total market
Companies can expand the total market by finding new users for their products, by finding new uses for their products, or by getting their customers or more usage to use their product more. Which of these choices seems most appropriate for GP? How would go about expanding the total market for GP?

Defending market share
GP & Aktel is constantly under attack by Banglalink. It can never allow its guard to slip. In fact, its managers have put together a tactical guide for dealing with competitors that looks more like a battle plan than a business plan. Here are some of the options they recommend:

· Position Defense. Build a strong defense around Grameen Phone’s territory. 

· Flank Defense. Construct outposts to protect weak positions or to serve as bases for counterattacks. 

· Counteroffensive Defense. Counterattack when GP is attacked. 

· Mobile Defense. Expand into new territories than can serve as bases for attack or defense. 

· Contraction Defense. Plan strategic retreats.

How might GP use each of these alternatives? Are GP’S managers justified in using such an aggressive metaphor for their plans? Is competition really war?

Expanding market share
Of course, GP wants to do more than merely defend what it has. It wants to grow. However, it needs to be careful. Increased market share does not, by itself, translate into increased profits. If GP gets too big, it might find itself in Banglalink’s position, which is the subject of an anti-trust suit. It might also be the case that consumers who haven not bought GP’s products would be prohibitively expensive to convert. Think about it. What would least favorite automobile company have to do to win you as a customer? Would it be worthwhile for that company to pursue the customer? Finally, companies that pursue market share at all costs sometimes lose track of other important considerations. Customer can’t buy service. Customer need to earn it. The best way to keep and expand service is to remember what got you to the top in the first place.

6.8.2  Market-challenger strategies

GP handheld computer company, Banglalink & Aktel, is a market challenger. GP launched Banglalink after seeing two of its competitors successfully enter the handheld mobile communication market. At present, Banglalink has 25% of the market. The market leader Date-Ah! A subsidiary of Plus-Minus, has 50% of the market (i.e. Market Leader). In the past, Date-Ah! Was the most innovative company in the industry? However, with size has come stagnation. Elite Systems, specializing in handheld mobile communication market for financial analysts, has 20% of the total market (i.e. Market Follower). The remaining 5% of the market is split between a numbers of smaller firms offering inferior products at cut-rate prices (i.e. Market Nichers).

Given what you know about Banglalink’s position, what should Banglalink try to do? Should it attack Date-Ah! (i.e. It can attack the Market Leader) or Elite Systems (i.e. It can attack firms of its own size)? Should it try to squeeze the small firms out of the industry (i.e. It can attack small, local and regional firms)? Once Einstein chooses its targets, should it go for a frontal assault or try a less direct method of attack? What specific actions can it take to improve its position? 

Choosing a general attack strategy

· Frontal Attack: Cutting price, convincing the market that the brand is equal in quality but a better value than higher priced brands. Example: Banglalink, Warid.
· Flank Attack: When the opponent is strongest then the attacker finds the ways of weak spots to attack. In this method, the attacker can attack geographically and segmental. The company can attack where the opponent is under-performing or can serve the uncovered markets. Example: GP.
· Encirclement Attack: When the attacker attacks the opponent from various sides and simultaneously to capture a wide slice of the enemy’s territory. Example: Aktel, City Cell.
· Bypass Attack: It means bypassing the main enemy and attacking easier markets to broaden one’s resource base. Bypass attack also includes diversifying into unrelated products and/or markets. Example: City Cell, Teletalk.
· Guerrilla Attack: This is small, intermittent attack to harass and demoralize the opponents and secure a permanent foothold. It includes selective price cuts, intense promotional campaign and occasional legal actions. Example: Banglalink, Aktel.
6.8.3  Market-follower strategies

Aktel & Teletalk is plagued by market followers. Its managers are always complaining about how they do all the work, only to find their best ideas copied by others. Some of these competitors are worse than others. Some imitate Aktel’s products but maintain their own distinct company identity (Imitators). Others start with the products Teletalk develops and adapt them to fit specific market niches (Adapters). However, there are companies that simply clone Aktel’s products, right down to the design of their packaging (Cloners). There are even companies that duplicate and sell Banglalink products in Black Markets through disreputable outlets (counterfeiter). 

6.8.4  Market-Nicher strategies

City Cell is the scientific instruments company, CDMA technology, is a master of niche marketing. Generally, the products it develops have no use outside of the niche market but have tremendous value within the niche market. For example, it has a number of products designed to be used in specific kinds of surgical procedures.

CDMA technology has been successful as a niche marketer because it is always on the lookout for under-served or emerging niche markets. To this end, its marketers have developed a network of contacts among its customers. CDMA technology keeps in constant communication with these customers, asking them what their needs are, where they see room for improvement in CDMA technology’s products, and where they see their professions going in the future. RIM succeeds not because it settles into a niche, but because it anticipates the next niche market opportunity. 

The following Specialist roles are open to Nichers:

· End-user Specialist: The firm specializes in serving one type of end-use customer for example a reseller who plays a specialist role in the market in providing services to a specific type of consumer by adding convenient technology.
· Vertical level Specialist: In which the firm specializes in producing raw materials / parts / finished products / distribution in Acquiring to Distribution chain.
· Customer Size Specialist: The firm can concentrates in selling products to small, medium or large size customers.
· Specific Customer Specialist: The firm limits its selling to one or few customers.
· Geographic Specialist: The firm can sell its products to a certain locality, region.
· Product/Product Line Specialist: The firm becomes specialize in producing a specific product or product line.
· Product Feature Specialist: The Company specializes in producing a special type (feature/benefit) of product.
· Job-shop Specialist: The firm customizes its products for individual customers.
· Quality-Price Specialist: The firm can operate at a high or low – quality or price ends. i.e. high quality – high price or low quality – low price.
· Service Specialist: The firm specializes in providing one or more unique services.
· Channel Specialist: The firm specializes to reach to its consumers only through a specific channel of distribution. For example: If a soft drink Co. decides to sell the drinks only at the premises of the universities.
6.9   Selecting competitors to attack and avoid

Once the company have their competitive intelligence system in place, they can use it help develop their competitive strategy. They might, for example, use their intelligence system to gather information for a customer value analysis. This would involve:

· Identifying the major attributes customer’s value 
· Assessing the quantitative importance of the different attributes 
· Assessing the company’s and competitors’ performance on the different customer values 
· Examining how customers in a specific segment rate the company’s performance

· Monitoring customer values over time

Notice two things. First, the issue is relative performance. If customers like a particular attribute of their product but think that their competitors do an even better job of delivering that attribute, they are weak in that area. Second, customers, like competitors, are constantly changing. The things they value the most today might not be the things they value the most tomorrow. Either you adapt or you get left behind. It can also be helpful to divide your competition into classes of competitors.

Is a competitor strong or weak? Which kind of competitor should you attack? Does it always make sense to attack the weakest competitor?

Is a competitor close or distant? Are you really competing for the same customers? Does it always make sense to attack your closest competitor?

Is a competitor good or bad? Do they help strengthen your industry, or do they give their industry a bad name?
6.10   Major decisions in sales promotion 

Establishing objectives 

Promotional objectives should reflect their general business objectives. Remember, like all other marketing tools, sales promotions must be targeted to produce specific desirable effects, in the context of an overall marketing plan. 

Selecting consumer-promotion tools 

Consumer-promotion tools come in a wide variety of forms, what should companies take into account when selecting consumer-promotion tools? What qualities do effective consumer promotions have in common? 

Selecting trade-promotion tools 

Mobile Operators devote considerable resources to trade-promotion tools. In fact, trade-promotion tools have come to account for the largest portion of the average company’s promotional budget. Why do they think this is so? 
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Figure 6.4 : Final Analysis
6.11   Advertising and Promotion

In comparative market all mobile operators try to increase there customer. So mobile operators offer different and attractive packages for capturing the customer’s loyalty and then customer may be diverted from one operator to another by influencing from the advertisement and promotional offer.
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Figure 6.5 : Advertising and Promotion
Chapter – Seven
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7.1   Grameen Phone 

GP’s health line service re-launched 
[image: image34.jpg]


The HealthLine Service, a 24-hour medical call centre of Grameenphone, has been re-launched recently by expanding its capacity and streamlining the process in order to meet the increasing needs of the callers, says a press release. The HealthLine Service is operated in association with Telemedicine Reference Centre Ltd (TRCL). The HealthLine Service is an interactive teleconference between a Grameenphone mobile user and […]

Grameenphone offers new package 
Mobile phone operator Grameenphone has launched a new offer with a Nokia handset and a Smile BTTB connection along with special value- added services at a lower price on the occasion of Ramadan and Eid-ul-Fitr, said a press release. Under the new offer, which took effect from September 25, the customers can buy a Nokia 11101 handset together with […] 

BTTB to launch new phone service 
Bangladesh Telegraph and Telephone Board (BTTB) will introduce a new phone service, for which the receiver will be charged, instead of the caller, BTTB sources said. The board will target enterprises, corporate bodies, companies and business organizations subscribing to BTTB landlines. The subscribers of the new service will get a free phone account against a maximum of 10 fixed BTTB […] 

GP gets Tk 200cr syndicated loan; Reaches 1.5cr subscribers 
Grameenphone Ltd (GP), which recently reached 1.5 crore mobile phone subscribers, yesterday signed a Tk 200 crore loan agreement with a consortium of local financial institutions. GP signed the syndicated loan agreement with 16 local financial institutions for the loan. Standard Chartered Bank is the lead arranger of this syndicated loan. Senior officials from the participating financial institutions and GP were […] 

Teletalk launches int’l roaming: Raising value of taka ruled out 
Finance, Posts and Telecommunications Adviser Dr ABM Mirza Azizul Islam yesterday ruled out the possibility of raising the value of Taka against US dollar to check the growing inflation rate. “Raising Taka value can help a litle to control the inflation as the price of essentials will decrease, but we have to think about exports,” he said. He further said that […] 

Grameenphone’s CEO Erik Aas has resigned 
Grameenphone’s CEO Erik Aas has resigned effective from October 1—ending his three-year stint with the mobile operator. “I will be working for a mobile operator in Indonesia,” Erik Aas told bdnews24.com Sunday afternoon in a brief interview in his office. “Since Telenor has no business in Indonesia that means I have also resigned from the […] 

Grameenphone’s Thai version DTAC hits Bangkok bourse 
Telenor’s Thai version of Grameenphone, the DTAC, hit Bangkok securities market yesterday offering 220 million primary shares to the public, demonstrating that the Norwegian company is sensitive to local sentiments. Sigve Brekke, Chief Executive Officer (CEO) of DTAC, the second largest mobile phone company in Thailand, says his $3 billion company is floating 10 percent of its 2.5 billion shares not […] 

GP to sponsor upkeep of 5 wards, OT of Ahsania Mission cancer hospital 
Grameenphone (GP), the leading cellphone company, has stretched its hand of cooperation to facilitate construction of the Dhaka Ahsania Mission Cancer Hospital. The company yesterday signed an agreement to enter a CSR partnership with the hospital. Kafil H S Muyeed, director, new business division of Grameenphone, and Kazi Rafiqul Alam, president and chief executive of Dhaka Ahsania Mission, singed the deal on […] 

GP wants to make sure its shares go to general public 
CEO talks to The Daily Star As Grameenphone is working on to get listed on the local stock market, the country’s leading mobile phone operator wants to make sure the shares go to general public. “I would really like to see the shares as people’s shares… it should be something that everyone can buy the shares. […] 

Grameenphone and Neustar brings Mobile ESPN to Bangladesh 
Grameenphone Ltd., the mobile market leader in Bangladesh, together with Neustar Asia Pacific (NAP), wholly owned subsidiary of NeuStar, Inc. (NYSE: NSR), a provider of essential clearinghouse and directory services to the global communications and Internet industry, brings the world’s leading mobile sport information service, Mobile ESPN, to the mobile users in Bangladesh. Mobile ESPN is the mobile sports content service […] 

7.2   Banglalink
Banglalink offers lifetime validity for pre-paid connection 
Mobile phone operator Banglalink has offered lifetime validity for pre-paid connections says a press release. This offer requires subscribers to recharge their accounts within the limited period by scratch card or I’ top up. Previously the balance was limited to a certain timeframe, but this offer breaks all barriers by establishing validity of a lifetime. This offer […] 

Banglalink’s ad honours language martyrs 
To pay homage to the language martyrs of the country, mobile operator company Banglalink has come up with a new television commercial. Filming has been done at different locations in Dhaka. Eminent poets comprising Nirmalendu Goon and Anisul Haq have been portrayed in the commercial. Their presence is used to pay reverence to the language martyrs. […] 

Banglalink opens regional office in Sylhet 
Mobile phone operator Banglalink opened its Sylhet regional office at Dargah Gate in the city Tuesday morning. After inaugurating the office, the Banglalink chief executive officer, Rashid Khan, said Banglalink was committed to provide the required network coverage for its fast-growing subscribers’ base and always trying to offer affordable products for its customers. Among others, […] 

Banglalink reduces call charge for pre-paid subscribers 
The country’s emerging mobile phone operator Banglalink has reduced its call tariffs for its pre-paid subscribers on Thursday. From now on Banglalink subscribers do not have to worry about ‘pulse’ ‘pick’ or ‘off pick’ hour while talking on their cell phone as the cell phone operator has announced a flat call charge of Tk 1.96 […] 

Banglalink TV commercial gets int’l award 
A TV commercial of Banglalink, ‘Din Bodol’, has been nominated for ‘The Global Mobile Awards 2007′, the most prestigious award for mobile advertising, organised by World GSM Association, says a press release. The commercial has been nominated in the ‘Best Mobile Advertising’ category. The award giving ceremony is scheduled to be held on February 13 at […] 

Banglalink point opens in Cox’s Bazar 
Banglalink opened its 46th Banglalink point in Cox’s Bazar recently. Senior officials from the Banglalink direct sales franchise team and Kallol were present at the ceremony.
This is Banglalink’s 40th direct sales store with Kallol Group of Companies, one of the largest distribution houses in the country. Customers can avail all of Banglalink’s latest packages at […] 

Banglalink re-launches `ladies, first!’ 
Banglalink recently re-launched its pre-paid package titled ‘ladies, first!’ Now it gives four ‘FnF’ Banglalink numbers at Tk 0.79 per minute, and a new rate of Tk 1.96 per minute to any Banglalink number at all times. Besides, under ‘My Time’ the subscribers can call all mobile phone users between 12:00pm - 3:00pm with reduced call rate […]

Banglalink opens point at Narsingdi 
Banglalink recently opened its 45th point at Narsingdi Sadar Road to provide a complete GSM solution and a better purchasing experience to all the customers. Senior officials from the Banglalink direct sales franchise team and Kallol Group of Companies were present at the opening ceremony, said a press release. With the opening of the point, local customers […] 

Rupayan group Banglalinked 
Banglalink has signed a corporate agreement with Rupayan Group under
its ‘professional’ package recently. The managing director of Rupayan Group, LA Mukul, and the head of corporate sales of Banglalink, Tanvir Ibrahim, signed the agreement on behalf of their respective organisations. Other high officials of both the organisations were also present on the occasion. Rupayan Group, one of the leading group […] 

Banglalink signs deal with TLBS 
Recently banglalink signed a corporate agreement with Tamakumondi Lane Bonik Shamitee in Chittagong under its “Professional” package, which is the most popular business offer in the market, says a press release. Tamakumondi Lane Bonik Shamitee, one of the major business associations in Chittagong that has 82 markets consists of around 6,000 shops, will enjoy special tariff […] 

7.3   Aktel 

AKTEL earns Tk 430 cr ( $ 61. 5 Million ) profit after taxes 
Mobile phone operator AKTEL earned Taka 430 crore profit-after-taxes in 2006, a 10 per cent increase from Taka 390 crore recorded in 2005, the company said. The total revenue of the company also increased by 41 per cent to Taka 1,310 crore from Taka 930 crore a year ago, revealed the fourth quarter report of Telekom Malaysia, which owns 70 […]

AkTel’s profit jumps 10pc 
Mobile phone operator AkTel made Tk 430 crore profit-after-tax in 2006, a 10 per cent increase from Tk 390 crore recorded in 2005, the company said Friday. The total revenue of the company also increased by 41 per cent to Tk 1,310 crore from Tk 930 crore a year ago, revealed the fourth quarter report of […] 

AKTEL sponsors home series against Zimbabwe 
Dhaka (Nov 19): AKTEL, country’s leading mobile phone operator, has become the title sponsor of Bangladesh’s home series against Zimbabwe and Scotland bidding a record money. AKTEL earned the right quoting Tk 1.21 crore, BCB officials disclosed at a press conference in Dhaka Sunday. Zimbabwe, scheduled to arrive here November 22, will play a five-match one-day series and a Twenty20 […] 
3 Students get AKTEL scholarship to study in Malaysia 
Three students got scholarship from mobile phone operator AKTEL to study at Multimedia University in Malaysia. The scholarships were given away to the recipients at a function in Dhaka yesterday. AKTEL has been offering scholarships to three Bangladeshi students every year for bachelor courses in engineering, information technology and business administration since 1998. This year’s recipients are Israna […] 

AkTel, TynTec sign deal to expand SMS 
AkTel has signed a deal with TynTec to use its international messaging transit technology, which will help the mobile phone operator expand its text-messaging services in Europe and the USA without roaming arrangements. ‘This deal means that our customers now have a far greater range of SMS communication possibilities and that clearly opens up a whole […] 

AKTEL gives air ticket to refill competition winners 
AKTEL handed over Dhaka-Kuala Lumpur-Dhaka air tickets among the winners
of AKTEL Refill & Go Malaysia Everyday on Sunday. Ahmed Bin Ismail, managing director of AKTEL presented the prizes to the winners at BRAC Centre in the city. S Rajaduray, chief financial officer, Asif lqbal, head of marketing, and Javed Tariq, head of corporate affairs, AKTEL, were present on the occasion. Prokash […] 

Aktel clarification 
Mobile operator Aktel clarified on Sunday its position on a news item
published in the September 12 issue of New Age which said Aktel reached 2.77 million customers in August. Aktel in a statement said it had already crossed 4 million customers by installing more than 2,000 base stations, covering more than 451 upzilas, which accounts for 90 per cent […] 

AkTel launches quiz contest 
Mobile phone operator AkTel in association with the Malaysian Airlines on Wednesday announced a three-month offer `Showcase Malaysia’ under which the Aktel customers would get an opportunity to visit Malaysia by taking part in a SMS-based quiz contest. Starting from September 21, the contest will be organized in three phases. In Phase I, two questions will be sent through SMS […]

Ericsson to expand AkTel network 
Bangladesh’s leading telecommunications service provider, TM International Bangladesh offering AkTel brand mobile phone, has selected telecom equipment manufacturer Ericsson to expand its GSM and GPRS network. `Ericsson will expand network coverage and capacity in Dhaka and Chittagong, which are home to more than half the population of Bangladesh,’ Ericsson said in a statement on Thursday without mentioning the financial details of the […] 

AKTEL begins local direct dialing service 
AKTEL Bangladesh has introduced Local Direct Dialing Service - a unique service that will enable the local AKTEL customers to talk to the visiting foreigners with AKTEL international roaming services in Bangladesh. By using this service the local AKTEL customer can talk to them at local rate without incurring and ISD Charge. Alongside, users will also enjoy smooth call quality […] 

7.4   Citycell 
CityCell renews deal with Ntv 
Mobile operator CityCell and private television channel Ntv have renewed their agreement `CityCell Ntv news service’ at a function held in the city recently. Under the agreement, the CityCell subscribers can now enjoy the most recent local, international and sports news telecast by Ntv by dialing *777 of their phone. They can listen to their preferred news at any time, said […] 

CityCell adds 95,000 subscribers in fourth quarter 
Pacific Bangladesh Telecom Limited, the fourth largest mobile phone operator in Bangladesh, has added only 95,000 subscribers in the three months to March compared to 329,000 in the preceding quarter, the company said Wednesday. The fourth quarter report of Singapore Telecommunications Limited which owns 45 per cent share of the PBTL, the provider of CityCell brand mobile […] 

Pride Group selects CityCell 
Pride Group has recently signed a corporate agreement with CityCell. Mohammad Abdul Moyeed, managing director of Pride Group, and Sharif Shah Jamal Raj, head of corporate and direct sales of CityCell, signed the agreement on behalf of their respective organizations. Directors of Pride Group Muhammad A Moyeen and Mohammad A Momen, and executives of CityCell Farhadul Islam […] 

CityCell accuses RanksTel of illegal operation in Dhaka 
CityCell has accused RanksTel of ‘committing an offence’ by providing mobile phone services without licence in Dhaka and elsewhere. It has asked the Bangladesh Telecommunication Regulatory Commission to ‘inquire and investigate RanksTel for committing an offence’. RanksTel is a fixed-phone operator. CityCell alleges that RanksTel has no licence to operate in Dhaka and its environs, let alone […] 

CityCell’s customer base grows 
CityCell, the fourth largest mobile phone operator, grew by 9.8 per cent in the second quarter adding 67,000 net subscribers, bringing the total subscriber base to 7,53,000 as on September 30, the company said Tuesday. The second quarter and half yearly report of the SingTel, which owns 45 per cent stake in CityCell, said the increase […] 

Citigroup arranges $61m syndicated financing for CityCell 
Citigroup arranged US$ 61 million international agency backed and local currency syndicated financing for Pacific Bangladesh Telecom Limited (PBTL), the provider of CityCell mobile phone, says a press release. The formal ceremony of this fund rising was held on Monday. Mahmudur Rahman, energy adviser, was present at the function. Patricia A. Butenis, US ambassador to Bangladesh, was the special guest. PBTL, […] 

CityCell awards its channel partners 
CityCell recently organised “Channel Partner Performance Award Ceremony 2005-2006″ in the city to motivate its channel partners by giving recognition to their performances. The partners were given motorcycles, air conditioners, air tickets, computers and colour televisions as prizes in recognition of their performances in 2005-06. The award was given in the categories of best zonal distributors, best zonal franchise/outlets, best zonal retailers, […] 

Citycell-Channel-i Music Award 2005 given 
Shah Abdul Karim, a 90 year old baul singer from Sunamganj district received the Lifetime Achievement Award of Citycell-Channel-i Music Award 05. He took the award for his contribution in the field of music. Karim wrote about three thousands of songs which published through six books. The first book on songs was published in 1954. He […] 

CityCell on threshold of $130m expansion plan 
CityCell on threshold of $130m expansion plan By AZM Anas Country’s oldest cell phone operator, City Cell, is seeking to mobilise US$137 million, including a syndicated loan, from local and foreign sources to finance its major expansion programme. A fairly big chunk would come from the China Development Bank, with its share reaching at $80 million. Similarly, a pool of local […]

CityCell awards Parents’ Day Contest winners 
CityCell hosted a prize giving ceremony of CityCell Parents’ Day Contest, an SMS quiz contest to celebrate International Parents’ Day, which created a huge hype among CityCell customers. The ceremony took place at the Pacific Centre in the city recently. The contestants had to answer questions on their parents via SMS to gain points. Omar Bin Naser became first prizewinner. […] 

7.5   Warid Telecom 

Warid offers daily cash back for prepaid subscribers  

Warid Telecom has introduced lucrative incentives for its prepaid subscribers on daily basis, says a press release. Users of all Zem packages can get cash back everyday based on talk-time. According to the offer, this cash back is rewarded over SMS instantly. Subscribers will get cash back worth Tk 5 talk-time for Tk 30 usage, Tk 3 for usage of […] 

Warid Telecom donates 500 laptop computers to voter list and National ID card 
Warid Telecom donated 500 laptop computers with scanners and printers to the Voter List and National ID Card Project undertaken by the Election Commission. The donation worth more than Tk 2 crore is the highest contribution by a private company to this project The Voter List project will officially start from August 23 in Khulna. Chief Election Commissioner (CEC) Dr. ATM […] 

Warid eyes 10 mln users in Bangladesh by 2009 
Bangladesh’s sixth cellphone carrier, Warid Telecom, said on Monday it hopes to win 10 million subscribers in two years in one of the world’s fastest growing markets. Warid Telecom, a subsidiary of Gulf-based Abu Dhabi Group, launched its operation in Bangladesh earlier this month. “We hope that we can grab 5 million customers in the first year of operation by […] 

Warid Telecom launches service today 
Warid Telecom, the country’s sixth mobile phone operator, launches its service today, pledging to serve clients with quality network and competitive connection and call charges. A concern of Dhabi Group of the United Arab Emirates, Warid bought a GSM mobile phone licence from the government for $50 million in December 2005. `Our target is to […] 

Warid gets a $500m loan for expansion in Pakistan 
Warid Telecom (Warid), the fastest growing mobile cellular operator in Pakistan, has signed a loan agreement for $500 million to finance its nationwide EDGE-compliant mobile network expansion supplied by Ericsson in Pakistan. The signing ceremony was held in Abu Dhabi which was attended by top global executives of EKN, ABN Amro Bank N.V., Standard Chartered Bank […] 

Warid Telecom delays launch as Nokia goes 
Warid Telecom deferred the launch of its cell phone services in Bangladesh until June 2007 after its major partner Nokia walked out on an agreement over a payment dispute. Ericsson, Warid’s another contractor, is now redoing Nokia’s job. Nokia Network Division’s Bangladesh country manager Shafiul Azam declined to comment. Warid’s Chief Executive Muneer Farooqui said: “We have issues pending with Nokia […] 

Warid Telecom seeks loan of Tk 4.0b from local NBFI 
Warid Telecom, a cellular phone operator, has applied for Tk 4.0 billion loan from a local financial institution for its infrastructure development and network expansion. The large amount of credit sought from the Industrial and Infrastructure Development Finance Company Limited (IIDFC) is now awaiting approval of the Bangladesh Bank (BB), sources said. The IIDFC, a local non-banking financial institution, applied for central […] 

Jalalabad Telecom signs deal with Warid 
An interconnectivity agreement was signed between Jalalabad Telecom Limited and Warid Telecom International LLC (Bangladesh) Operations in the city recently. JTL Managing Director Zakaria Ahmad and Warid Telecom Bangladesh Operations Chief Executive Officer (CEO) Muneer Farooqui signed the agreement on behalf of their respective organisations. JTL GM (Finance) Fazle Rabbi Quased, Senior Executive SS Zubair Ahmed, Group CTO Marwan Zawayde, Ashraful H […] 

Warid Bangladesh signs interconnect deals; plans October launch 
Warid Telecom Bangladesh on Saturday signed interconnects agreements with five local telephone operators, and announced that it would launch GSM services before the end of October. Chief Executive Officer of Warid International, Muneer Farooqui signed the agreements with regional fixed line providers OneTel Communications, Westec (BayPhone), Jalalabad Telecom (BijoyPhone), National Telecom and Dhaka Telephone. TeleGeography notes that Warid won Bangladesh’s sixth mobile […] 

Warid Telecom awards contract for its GSM/GPRS network to Ericsson 
Warid Telecom awards contract for its GSM/GPRS network to Ericsson Warid Telecom has awarded Ericsson, a Swedish mobile network systems maker, a managed services contract for its Global Systems of Mobile Communications/ General Pocket Radio Service) (GSM/GPRS) network in the country. It has also signed a deal with Indonesia’s largest cellular phone operator Telkomsel to provide a 3G/WCDMA network in Indonesia. The […] 

7.6   Teletalk 
Prepaid Tariff reduced !!  
Teletalk has reduced its pre-paid tariff. Now subscribers can call any operator only at 1.10/min from 12pm to 6pm. Prepaid SIM now only Tk 190 with free talk time Tk 120. * This offer is valid for limited time!

Teletalk requests govt to waive its Tk 800 SIM tax 
This will be anti- competition, say private mobile operators Teletalk Bangladesh Ltd has requested the government to waive its SIM tax of Tk 800 since it would not be able to compete with other mobile operators if it had to pay such a huge amount. The state-owned mobile phone operator, in a recent letter to the finance ministry, sought the […] 

DBBL signs deal for SMS banking with Teletalk 
Dutch-Bangla Bank Limited (DBBL) has signed an agreement with Teletalk
Bangladesh Limited (TBL), a cellular phone service provider in country, at Teletalk head office in the city Thursday. DBBL Executive Vice President and Head of Card Division Moyen Uddin Ahmed and TBL General Manager Golam Fakhruddin Ahmed Chowdhury signed the agreement on behalf of their respective organizations. Under the deal, the […]

Teletalk eyes 20 lakh subscribers by 2008: Celebrates 2nd anniversary 
State owned cellphone operator Teletalk officials yesterday claimed that the company’s existence forced other operators to reduce call rates and extend validity period of talk time cards drastically. “Before we were in the market, per minute call charge was as much as seven taka, while the validity period of a Tk 300 card was 21 days. But at present per […] 

Teletalk to reach 1m subscribers mark this year  

Teletalk, the state-owned mobile company, is preparing to reach its service to one million subscribers this year, further expanding its network across the country as it marks its second anniversary on March 31. The number of Teletalk subscribers has already become 500,000 which are going to reach a million marks, Mohammad Aminul Hasan, managing director of Teletalk, told BSS today. The company’s […] 

Teletalk sign bill collection deal with IFIC Bank 
A bill collection agreement has recently been signed between IFIC Bank Limited and Teletalk Bangladesh Limited, a government-owned mobile phone service provider in the country. Deputy Managing Director of IFIC Bank Ltd Mohammad Abdullah and Managing Director of Teletalk Bangladesh Limited Md Obaidullah signed the agreement on behalf of their respective organisations. Zaitun Sayef, executive vice president and head of Corporate […] 

EBL to receive monthly bills of Teletalk 
Eastern Bank Limited in its efforts to modernize customer service has introduced automated bills collection facility (KIOSK) at various convenient locations in Dhaka city, said a press release. From now on anyone, whether EBL account holders or not, can pay their utility bills at the bills payment machines, KIOSKs. The account holders of EBL can also make payment of the […] 

BTTB apathy delays Teletalk’s IPO flotation 
BTTB apathy delays Teletalk’s IPO flotation By M Azizur Rahman | The Financial Express The flotation of initial public offering (IPO) by the state-owned cellular phone company — Teletalk — is being delayed due to apathy of its previous parent company, the Bangladesh Telegraph and Telephone Board (BTTB), it was alleged. Sources said although one and a half years have […] 

Teletalk launches new package 
State-owned mobile phone operator Teletalk Bangladesh Limited on Thursday announced a new prepaid package, Padma, which will be available across the country from July 9. The price of each SIM card under the package has been fixed at Tk 1,200, including Tk 800 tax on SIM card and Tk 300 free talk time. The package holders will be […] 

Teletalk unveils new pre-paid package 
State-owned mobile phone operator Teletalk Bangladesh Ltd yesterday announced the launch of a new pre-paid package, especially to reach telecommunications services to the rural people at a discounted rate. Connections under the new package styled ‘Padma’, which targets one lakh people, will be available from Sunday, said Teletalk officials at a press conference in Dhaka. The package […] 
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8.1   Introduction

The Industry Life Cycle (ILC) is based upon the biological life cycle. For example, a seed is planted (introduction); it begins to sprout (growth); it shoots out leaves and puts down roots as it becomes an adult (maturity); after a long period as an adult the plant begins to shrink and die out (decline).
In theory it's the same for a product. After a period of development it is introduced or launched into the market; it gains more and more customers as it grows; eventually the market stabilizes and the product becomes mature; then after a period of time the product is overtaken by development and the introduction of superior competitors, it goes into decline and is eventually withdrawn. However, most products fail in the introduction phase. Others have very cyclical maturity phases where declines see the product promoted to regain customers.
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Figure 8.1 : The Industry Life Cycle
After determining industry boundaries –managers needs to examine-the nature of competition in the industry. To understand the nature of industry requires knowing the industry life cycle Industries comes into existence because of:
1. Technological 

2. social 

3. economical changes

This transitions mirror changes in society when company’s innovation & strategy moves.

The industry life cycle is only a framework that depicts the general pattern of industry evolution.

Emerging stage;

1. Industry boundaries are vague

2. Companies offers products that show little standardization

3. Also face major challenges(distribution channel, buying habit of potential customer)

8.2   Strategies for the differing stages of the Industry Life Cycle 

8.2.1  Introduction Stage:
In this stage promotional expenditure remains higher because the company wants to a) inform the potential consumers, b) initiate pilot project (trial of product) and c) secure distribution n retail outlets. 

Marketers can take one of the four strategies considering price and promotion:
1. Rapid Skimming: Launching a new product at a high price and high promotion level. This strategy makes sense when a large part of the potential consumers are unaware about the product. Example: Banglalink.
2. Slow Skimming: Launching a new product at a high price and low promotion. This strategy makes sense when the market is limited in size. Most of the market is aware of the product, willing to pay even at a high price and potential competition is not imminent. Example: GP.
3. Rapid Penetration: Launching the product at a low price and spending heavily on promotion. This strategy makes sense when the market is large, the market is unaware of the product, most buyers are price sensitive, competition is strong, unit manufacturing cost falls in company’s scale of production and company gains the benefit of experience.                     Example: Banglalink, Warid.
4. Slow Penetration: Launching a new product at a low price and low promotional expenses. This strategy makes sense when the market is large and highly aware of the product, market is price sensitive and there is a chance of potential competitors. Example: Teletalk, Citycell
8.2.2  Growth Stage:
As in the growth stage sales climb up and even at a higher rate considering to promotional expenses and new competitor emerged in this stage therefore, a company needs to make some careful strategies. Companies have several options:

1. It can improve the quality of the product; can add new product features or style.
2. It can add new models with different sizes, flavors, colors and so forth.
3. It can enter in to a new market segment.
4. It can enter in a new distribution channel or can increase the coverage of distribution.
5. Advertising message should focus on ‘Product Preference Advertising’ rather than ‘Product Awareness Advertising’.
6. It may lower the price of the product in order to attract the next layer of the consumer group.  
8.2.3  Maturity Stage:
The maturity stage can be divided into three parts: growth, stable and decaying maturity. However, the company can adopt 3 strategies in this stage.

1. Market Modification: The company can try to increase its over all sales volume either by increasing “number of brand users” or by increasing “usage rate per user”. The company can try to expand the brand users by converting non-users, entering new market segments, and winning competitors’ customers. 
2. Product Modification: Products can be modified in three ways quality improvement, feature improvement and style improvement. 
3. Marketing Mix Modification: Modifying marketing mix elements and sub-elements, a company can also take strategies at this stage. It includes Prices, Distribution, Adverting, Sales Promotion, Personal Selling, and Services.
8.2.4  Declining Stage:

Every product soon or later faces this stage. A company a can take several steps:

1. Increase the firm’s investment.

2. Maintaining the firm’s investment.

3. Decreasing the firm’s investment level selectively.

4. Harvesting – Picking-up the firm’s investment to recover cash quickly.

5. Divesting – Disposing of its assets.  

Table 8.1 : Product Life Cycle: Characteristics, Marketing Objectives and Strategies

	Characteristics
	Introduction
	Growth
	Maturity
	Decline

	Sales
	Low Sales
	Rapidly Rising Sales
	Peak Sales
	Declining Sales

	Costs
	High Cost Per Customer
	Avg. Cost Per Customer
	Low Cost Per Customer
	Low Cost Per Customer

	Profits
	Negative
	Rising Profits
	High Profits
	Declining Profits

	Customers
	Innovators
	Early Adopters
	Middle Majority
	Laggards

	Competitors
	Few
	Growing Numbers
	Stable Numbers
	Decline Numbers

	Marketing Objectives
	Create Product Awareness and Trial
	Maximize Market Share
	Maximize Profit While Defending Market Share
	Reduce Expenditure

	Strategies

	Product
	Offer A Basic Product
	Offer Product Extensions, Service And Warranty
	Diversify Brands and Items
	Phase Out Weak Models

	Price
	Charge cost-plus Pricing Strategy
	Penetration Pricing Strategy
	Competition Based Strategy
	Discount/Sales Promotion/Price Cut Strategy

	Distribution
	Build Selective Distribution
	Build Intensive Distribution
	Build More Intensive Distribution
	Selective And Phase Out Unprofitable Outlets

	Advertising
	Build Product Awareness Among Early Adopters And Dealers
	Build Awareness And Interest In The Mass-Market
	Stress Brand Differences And Benefits
	Maintain Relationship With The Loyal Groups

	Sales Promotion
	Heavy Sales Promotion
	Reduce Promotional Expenditure
	Increase To Encourage Brand Switching
	Reduce To Minimal Level


8.3   Problems with Industry Life Cycle

In reality very few products follow such a prescriptive cycle. The length of each stage varies enormously. The decisions of marketers can change the stage, for example from maturity to decline by price-cutting. Not all products go through each stage. Some go from introduction to decline. It is not easy to tell which stage the product is in. Remember that ILC is like all other tools. Use it to inform your gut feeling. 
8.4   Market forces and development 

Over the last few decades internationalism has grown because of a number of market factors which have been driving development forward, over and above those factors which have been attempting to restrain it. These include market and marketing related variables. 
 Ethnocentrism - home country orientation - exporting surplus.
 Polycentrism - host country orientation - subsidiary operation.
 Regiocentrism - regional orientation - world market strategies.
 Geocentrism - world orientation - world market strategies.
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Figure 8.2 : Mobile Cycle

8.5   Found Better Service
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People are switch there SIM if they found a better service in another company (like high quality network, lower call rate, tower in every location or superb customer service employees).  Taka (0) for fnf call rate.
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Figure 8.4 : Marketing Strategy Process
8.6   Suggestion
We have completed an assignment for the subject Marketing Management of the Mobile Telecommunication sector in Bangladesh. The topic of the assignment was to competition and compare among Grameen Phone, Aktel, City Cell, Banglalink, and Tele talk and recently Dhabi group also come as a Warid telecom international. This assignment was done in a short period of time but we got to learn a lot of things from this assignment.

We particularly compared this Mobile Telecommunication sector respect to Different Ratios we calculated. We calculated profitability ratio, Risk Analysis Ratio and also some other factors was also taken into account. And by the results we can obviously conclude that they are rising high day by day and they are becoming more successful each day. In the return on equity ratio the Grameen Phone is in the better position then others. In the net non operating margin ratio the Banglalink is in the good position. And again in the Asset Utilization ratio the Grameen Phone & Aktel is in the Better position.       

First of all for the Grameen Phone total customer has increased by more than three times. Total subscriber of Banglalink has also increased by 53% in two years. The Profit is also increasing though 2006 and 2007 has been small due to high provision. And in the Mobile sector the City Cell is expanding which can be said based upon the increase in number of shareholders and number subscribers though the number of customer center for Tele talk has not increased in this year.

First of all for the Grameen Phone total subscribers has increased by a hundred percent. Total subscribers of GP have also increased by 100% in four years. The Profit is also increasing but there has been a little decrease in 2002 and in the Mobile Telecommunication sector the Aktel is expanding which can be said based upon the increase in number of customers also by the increase in number of customer centers. 

If we look at the profitability ratio then we will find that the GP is much better than the Banglalink. Last two years the net margin of Banglalink is better which means them makes more profit at a ratio with assets than Aktel and City Cell does. They were also better in net margin of customer service in the year 2005, 2006, and 2007. This means that GP makes more profit at a ratio with assets than City Cell. Though in 2007, this ratio is better for Aktel. 
Total Operating income in a ratio with total subscribers is better for GP. In other words they utilize the asset more efficiently. So we can conclude that GP has a better profitability ratio but in 2007 Banglalink and Aktel has also managed to do well than other years and has minimized the gap between these two companies.

Now if we look at the risk analysis ratio we will find that for the year 2006 and 2007 GP had the better ratios. But then in 2007 Banglalink has made a good progress in the risk factors and has been able to end up with a better risk analysis ratio. Again in 2007 Warid telecom had a better ratio but Tele talk is also very close to them. So we can conclude that city bank has less risk than Banglalink but City Cell is very much near.

If we look at some other ratios like operating efficiency ratio and employee productivity ratio then we can analysis the comparison. Operating efficiency ratio is the percentage of total expense over the total income. Here in the last year GP and Banglalink has the same ratio. So they both are good. But the point to notice is that GP had a better ratio over last three years they are losing their efficiency. On the other hands the City Cell had a not so goods efficiency ratio but they improved each year. And the employee productivity ratio of Banglalink is far better than Warid telecom.   

After analyzing these entire ratios we can conclude that both the companies are quite same but GP is a little ahead though the Banglalink is giving a goods competition to them.

For the suggestion part, Tele talk will have to take more care about making more profits, because they have a bad profitability ratio. The ratio of operating income and total customer is not so impressive. They will also have to take care of the efficiency and productivity ratio. They are employs lot of employees which is taking down their productivity ratio and their expense compared to operating income is also not so goods. It is taking down their efficiency ratio. So they have to reduce their operating expense.    

For the Warid telecom & Tele talk, they have to be more careful about the risk factor because they have not so impressive risk analysis ratio. And City Cell will also have to take care of their operating expense because this is taking down their efficiency ratio.      

· To make the whole environment more appealing to the customers, Mobile operators should change their marketing strategy frequently.
· All the employees should provide prompt responses to any problem of the customers. 
· Customer always consider overall better call charge for any time. So for increasing the number of user, the call rate and connection fee should be reduced.
· To increase the satisfaction level of the customer’s mobile operators should participate in some promotional activities. 

· Mobile operators have to be helpful to the customer in any problem regarding their service.
· Therefore, mobile operators should deeply focus on the customer promotional tools to survive in this competitive industry.
· All of the company may be expend their validity.

· International roaming should be cheaper both voice call and SMS.

· Need more Tower in village area. For Rural people. They also should develop the Highway, Rural and Urban network in same dimension.
· Providing new and attractive package for customer.

· Some time same companies are create different call charge in a call.

· Mobile operators should not earn extra benefit from push pull message service.

· Mobile operators should reduce the charge of different value added service.  
It is not possible to communicate with other through a mobile phone without sufficient network service Network problem is one of the major causes for switching mobile operator. In our country most of the people live in rural area but it is unlikable true that is our operators are not establish Tower in every location that’s why user are switch their SIM. For capturing retaining the customer, mobile operators should care there network problem. All the mobile user want to talk in mobile clearly as well as they wants a better network. We found that most of the mobile user switches their SIM or operator because of network problem. 

Industry key success factors
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8.7   Industry key success factors

A key success factor is very important factors for any company. In the key successful factor we discuss what the standard is in the mobile industry. We see that day by day the number of the mobile operator is increasing. So the standard is higher day by day. We are living in the twenty first century. At the time when we are find out what is the standard in the mobile industry we take the mobile operator like: Grameen Phone, Aktel, City Cell, Banglalink, and Tele talk and recently Dhabi group also come as a Warid telecom international, Without determining key success factors, run the risk of needing to make expensive changes of direction later on as have not aligned your objectives to the success of business. So must sit down and think what really need to do to make dream business a success.
1. Sell each unit at a profit. Evaluate each and every product that sell and determine if selling them profitably. 
2. Continue to reduce overhead costs. A lower overhead should be a continuing reliance on outside consultants and service providers, or cutting down unnecessary supplies and equipment.
3. Develop new products while maintaining the high quality of existing products. Ask for customer feedback through surveys or direct interaction with them to find out what are the items that they need and expect from your business.
4. Find and retain high-value customers. It is therefore critical that exert the extra effort to ensure that retain the business of top customers.
5. Create and maintain the highest level of customer satisfaction. A very important success factor needed to sustain your business is to provide the best service to customers
Table 8.2 : Statistics and graphical presentation (Present Data Approximately)

	Company Name
	Subscribers
	Percentage

	GP
	200,00,000
	44%

	Aktel
	90,00,000
	20%

	Banglalink
	100,00,000
	22%

	City cell
	50,00,000
	11%

	Tele talk
	10,00,000
	2%

	Warid
	5,00,000
	1%
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Figure 8.5 : Present Data of mobile Subscribers
8.8   Ethical issues in competitive intelligence practice
Consensus, conflicts, and challenges

This overview of the state of ethics in competitive intelligence practice is based on interviews the operators conducted with a diverse group of telecoms operator’s professionals. We found that while some organizations are addressing telecoms operators ethics quite seriously, most operators practitioners feel left on their own, relying on personal background and intuition to make tough ethical decisions. Current ethical guidance is too vague to be truly helpful. Moreover, support from employers, industry groups, and the operators profession is needed to counteract pressures and incentives to overstep ethical boundaries. The authors' analysis identifies a number of ambiguous issues and conflicting expectations for which there is currently no consensus within the profession, such as misrepresentation that occurs by omission (rather than commission). Another area of concern involves consultants and the potential for conflicts of interest in their work. Finally, the authors offer a number of recommendations for supporting ethical operators practice.
· Mobile phone companies should be decrease their call charge combined with customers’ wants and needs.

· They must build up more and more network tower, facilitated with better technological support.

· Some companies earned bad reputation for ghost and un-usual billing, it could be stopped.

· Consumers especially, young peoples and corporate jobholders are seeking to use internet facilities in rest other mobile companies that is used by their relatives and friends.
· Rapid use of flashy promotions in T.V. advertisement, public displays and newspapers ads are sometimes create disturb nests in consumers mind. Therefore, they can keep good eye in this prospect.

·  Better relationship with every sort of customers must maintained by mobile companies customers care service department.
8.9   Temporary staff of mobile operators losing jobs

Hundreds of temporary employees of the country’s telecoms operators lost their jobs in the last few months as major cell phone companies resort to cost cutting measures amid intense competition that leads to call tariff drops. The people who have lost jobs were mostly working in sales and services departments on contractual basis.

Mobile company insiders estimate 50 percent of around 20,000 people directly employed in Bangladesh’s six mobile phone companies is recruited on contractual or part-time basis. The massive job cuts started in mid 2007 when maximum mobile operators were fined by the telecoms regulator for their involvement in illegal international call termination business. Four companies –Grameenphone, Banglalink, AKTEL and Citycell– paid Tk 585 crore in fines. Industry insiders said although the mobile phone industry witnessed a massive subscriber acquisition growth during the last one year from 26.66 million in May 2007 to 42.04 million in May 2008, maximum operators are yet to achieve break-even points, resulting in job cuts.

But they said in the case of profit making Grameenphone the reason could be the strategy to get more profits with a minimum number of employees. After taking charge last year Grameenphone CEO Anders Jensen announced his cost cutting policy to retain the company’s profitability. Grameenphone’s operating profit dropped by 32 percent in the first quarter of 2008 compared to the same period of the last year on increasing costs behind a huge number of customer acquisition. According to sources, some 500 temporary employees lost jobs in Grameenphone in the last one year. Operators said they have to follow contractual human resources policy for running their sales and service departments.


Figure 8.6 : Mobile e-Development Model
· To make the whole environment more appealing to the customers, Mobile operators should change their decoration frequently.

· All the employees should provide prompt responses to any problem of the customers. 

· To increase the number of user, the call rate and connection fee should be reduced.

· To increase the satisfaction level of the customer’s mobile operators should participate in some promotional activities. 

· They can offer free SMS and call services on the special occasions.

· Therefore, mobile operators should deeply focus on the customer promotional tools to survive in this competitive industry.

Chapter – Nine
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9.1   Introduction

GRAMEEN

· Their call charge is still too high.

· Their SIM rate is also high.

· In area like Khulna & Chittagong, their service center facilities are not promising.

BANGLALINK

· The activation rate was comparatively poor.

· The reason behind this is the weak and limited network facilities.

· So they do not have gained the popularity yet.

AKTEL

· Customers have complained about network jamming.

· Especially callers from other operators face serious problem to get the connection with Aktel numbers.

CITYCELL

· Yet they have moderately low market share because of the characteristics of their connection.

· They do not have any SIM so subscriber has to buy the offered hand set only by CityCell.

TELETALK

· They have very little amount of connection till now.

· There is a high demand of this connection but they are not yet prepared to provide service to the mass.

9.2   Industrial SWOT analysis

SWOT analysis is an organization’s appraisal of its internal strengths and weaknesses and its external opportunities and threats.  Bangladesh is a high populated country and there is great opportunity of cell phone industries. And these industries must have some strength, weakness, opportunity and threats. Those are given below:
	Potential Internal strengths
	Potential Internal weakness

	Core competencies in key areas.

Adequate financial resources

Well thought of buyers.

An acknowledged market leader.

Proprietary technology.

Cost advantage.

Better advertising campaigns.

Product innovation skills.

Proven management.

Better manufacturing capability.

Superior technological skills etc.
	No clear strategic direction.

Obsolete facilities.

Lack of managerial depth and talent.

Missing some key skills competence.

Poor track record in implementing strategy.

Falling behind in R & D.

To narrow a product line.

Weak market image.

Weak distribution network.

Unable to finance needed changes in strategy. 

	Potential External opportunities
	Potential External threats

	Served additional customer group.

Enter new market or segment.

Diversify into related products.

Vertical integration.

Falling trade barriers

Complacency among rival firms.
	Entry of lower cost foreign competitors.

Rising sales of substitute’s product.

Slower market growth.

Costly regulatory requirements.

Changing buyers needs and tests.

Adverse demographic change.


9.2.1  Strengths:
Strengths are those characteristics that enable a company to sell their product in to the 

Market as a high rate and make the company well-known. Cell phone industries strengths are shown below.     

1. High quality network service: Cell phone industries must have good network coverage system because cell phone is a network coverage based industry. GP placed the most admire position in the cell phone industry. This is the strength of GP. Though Aktel and Bangla Link network coverage system is not bad but every one chose first GP. They already prove their network system every district and almost every upazilas under their network coverage system. GP’s main rival is Aktel but Bangla Link also gains a position because their market growth is very fast.  

2. Good advertisement: Today’s world every business is advertising based. And Cell industries need full advertising support. Major emphasis is on TV advertisements as this is the most popular Media available. 50% of the annual budget is dedicated to TV. And other budget should provide for another media, as daily news paper, bill board, neon sign, outside of bus, leaflet etc. GP has in-house agency so it is the strength for GP. They allocated big budget for advertising. In recent days GP lunch a new SIM which name is Djuice and for that SIM they arrange live concert show TV advertisements, billboards, leaflet etc. Though Aktel is GP’s main competitor but they can not serve that type of advertisement which already has done by GP. GP is the sponsor of Bangladesh Cricket Board. In general sense it is one type of advertising. Bangla Link also tries to do that type of advertisement and them also success by providing Ladies First SIM advertisement. But GP’s every advertisement is popular which is providing by TV media.  

3. Known as a quality brand: well known brand name is most important for any company and also any cell phone industries. GP brand name is very popular for the cell phone subscribers because it also known as village phone. Village people also like GP for that brand name. Since Grameen bank is popular that’s why Grameen phone also popular for all the people. Though Teletalk is a brand name but it is not known to all, so it is a leakage for Teletalk on the other hand for GP it is strength.

4. Good reputation among customer:  Any cell phone industries must have good reputation among the customers. Good reputation is a vital factor for the company. GP has good reputation among the customer because for their network and service facilities. Though other companies like Aktel, CityCell, Bangla Link and Teletalk have reputation but they can not provide satisfy on their subscribers mind because of their network coverage. CityCell has bad reputation because of their CDMA network system. In GSM system GP is the best position in Bangladesh.

5. Skilled Human resources: Any cell phone company should have their greatest asset is their dedicated employee. The Human Resource department should its main strength in accumulating wealth. GP has skilled human resources. They only give the job to innovated human for their betterment.    

6. Product Diversification: To increase their strength Cell Phone Companies must have a research department. GP is the best for product diversification because they provide several types of SIM to minimize the risk. But Aktel, CityCell can not diversify their product.  

7. Adjusting the current strategy and changing and adding new strategy:  the internal analysis and competitive analysis process provide insight into whether fine tuning or more dramatic change is necessary for all cell phone company so Adjusting the current strategy and changing and adding new strategy is very important strength for cell phone industries. GP has strong management department they can easily adjust or change their strategy for their betterment. But City cell has no strong management department that’s why they can not reach their ultimate goal.
8. Country wide sales network: cell phone industries should have countrywide Distribution Network. Without this network not only cell phone industry but also other industry can not run their business. And GP has strong distribution network channel but City cell Tele talk have no strong distribution channel that’s why they can not gain popularity in the peoples mind. 

9.2.2  Weakness:
1. Low quality network service: If Cell phone industries have no proper network service then they will be disabling to get customer satisfaction. GP can not cover every Upazillas so it’s a weakness for GP but Aktel, City cell, Bangle Link and Teletalk network service is not very bad.       

2. Lack of advertising: Cell industries need full advertising support. So it is vital fact to popular the package or product of the company. GP has in house agency but sometimes they can not make standard add other companies in our country like City cell, Banglalink etc also follow theme of GP   

3. Weak Brand name:  brand name is most important for any company and also any cell phone industries. If any companies have weak brand name then it also will be hamper of the business. CityCell, Teletalk can not make strong brand name among customer mind.    If any company do not have good brand name then customer will not buy their product.

4. Bad reputation among customer:  Any cell phone industries must have good reputation among the customers. To create reputation on customer mind every must provide extra facilities but GP and other companies can not provide all facilities properly. That’s why bad reputation occurs on customer mind.  Tele talk, CityCell is the best example in our country.
5. Unskilled Human Resources: Unskilled employee is a burden of any company. Though GP has skilled human resources, there are also some unskilled employees. They just can’t do their job properly according to the accommodation of full satisfaction of the company.

6. Lack of Product Diversification: If any company cannot diversify their product then they can not reach their destination. GP also diverse their product but not at the proper time so it’s a weakness for the GP it also a weakness for Aktel

7. Lack of Adjust the current strategy and change or add new strategy: If the cell phone companies strategies are not flexible to adjust and change or add the new strategy then they can not solve their present problem and ultimately unable to reach their goal. For the GP, Aktel it’s a problem.
8. Identify the company’s competitors: There are some competitors existed in the industry. If the company is unable to identify its competitors, it will become a weakness for the company. GP has good forecasting ability to identify the competitors. GP can measure the competitions. For that cause, GP offered djuice to compete with the competitors. 

9. Lack of managerial depth and talent: Lack of managerial depth and talent is very harmful for any company. As GP has lack of managerial depth, it lost some talents from the organization those have gone to BanglaLink. Managerial department of GP is very strong. So, there are many talents existing comparing with the others. Lack of managerial talent makes a business failure because of their wrong decisions in the important situations.
10. Weak distribution network:  if any company have not proper distribution network then will unable to provide their product the entire customer.

9.2.3  Opportunity:

1. Huge Subscribers: We know that Bangladesh is highly populated country. Cell phone is vital thing for quick communication. So, cell phone industry has good opportunity to use this demand. GP has gained this opportunities by acquiring more than 50 lak subscribers where second highest is less than 30 lak.

2. Enter new market or segments:  Since people always demand more and more. It’s the opportunity to enter new market or segments. If the company offers any new product or service preferable, the customers will get that to enjoy the modern facilities. It’s a great news for GP that GP is enjoying this opportunities through offering new services and products. Last revelatory offer of GP is djuice that make the GP available in new segments.

3. Faster market growth:  Faster market growth is very important for any cell phone company. The fastest growth of cell phone industry is used in BanglaLink, but GP also competing with the existing growth rate. 
4. Loyal customer: Every company has some loyal customers. The loyal customer of GP is very high. So, it is a great opportunity for GP if GP can keep them happy. In comparison of loyal customer other companies are competing well.

5. Government support: The government is giving many facilities to the cell phone industry to satisfy the people in using cell phone. GP is getting more facilities as its largest company in Bangladesh. The network of railway optical fiber is used by GP. And the latest exposing tax on SIM is let GP get some sorts of facilities intangibly.

6. Good will: It’s very important for any kind of organization to compete with the competitors. People know the name of GP as greatest and best cell phone company in Bangladesh.
7. Low cost strategy:  If a company can establish the network and every thing properly for the better service, the cost of the company can be reduced after that. Then they just expand for the regulatory cost.
9.2.4  Threat:

1. Unsteady Political Situation: The unsteady political situation creates threat for company’s performance. But in comparison with others it is not so harmful for GP as much as others. GP is not facing as it is an established company. 
2. Competitors: Competitors are the greatest threat for any company and also Cell Phone Company.  In present days cell phone industry is very competitive. GP takes BanglaLink and Aktel as strong competitors. For that cause, GP always tries do better than them to keep running before them.
3. Slower market growth: As the economic condition of the country is so good and purchasing capacity is low, the market growth is also low here. GP is also facing same problem but too much as GP has already more than 50 lak subscribers.
4. Changing buyer demand: Human being is always changing and demand also changing. Since new competitors are entering the market and offering new product and services, the people also demand more varieties of product. GP is competing with this threat well offering new products and services according to the people demand.
5. Costly regulatory requirements: Though GP has established a strong network, it’s difficult to maintain in efficient way to serve the best services.
6. Bad weather: Bad weather is very harmful for Cell Phone Company because it creates barriers to serve the better network service. 

9.3   PEST Analysis

	


PEST analysis is concerned with the environmental influences on a business. The acronym stands for the Political, Economic, Social and Technological issues that could affect the strategic development of a business. Identifying PEST influences is a useful way of summarizing the external environment in which a business operates. However, it must be followed up by consideration of how a business should respond to these influences. Pest analysis is very important to seek to uncover the essential information. The process must be focused on future to provide for adequate response time, it is to capitalize on a trend or to influence its direction to pursuit the quality. It helps to formulate strategy. Three major steps are required to do the environmental analysis.

1. Defining. Determining the relevant environmental forces and geographical scope of operations. In cell phone industry GP is also affected by environmental forces. I.e. tax on SIM, value added tax on tariff, and other forces that affect export and import of the technology. GP is doing according to the law of Bangladesh. There is a department to determine the information about the environmental forces and to find the opportunities on geographical scope.

2. Scanning and forecasting. Ensuring that information is available concerning the defined environment. It’s important to get all kinds of information regarding the environment. It should be sufficient enough to analyze. And GP scans the information and try to forecast the environment to enjoy the facilities of that area.

3. Interpreting. Packaging the information into forms that are useful for strategic planning

After gathering the information concerning to the relevant factors. It’s important to form into a useful manner for making strategic plan. GP has a strong human resource to complete this tough job to make a successful strategic planning that will serve for both the company and the people of that arena.

9.3.1  Political (or regulatory) Forces:

Among all the companies in this industry GP is getting more facilities from Government. GP is using the strong network of the Bangladesh Railway. 

Representatives, senate, and the presidency have an influence on strategic planning decisions. Federal laws influence 

1. The hiring and firing of employees- In comparison with other companies GP is following rules and regulations of this law. Some days ago BanglaLink hired a employee from GP by offering a high salary though it's not faire.

2. Compensation- GP provide more compensation than others do

3. Working hours- It's true that working hour of GP is very high now. They are operating for 365 days.

4. And working conditions- Comparing with other working condition of GP is very hygienic also influences.
5. Advertising practices- advertising practices of GP is very close to heart of a person. So, it can make a good appeal to the people. 

6. The pricing of products- In GP djuice is offering the lowest price to facilitate the consumers. And corporate growth by mergers and acquisitions- There no mergers and acquisitions happened in GP. But last year BanglaLink acquired the Sheba Telecom

9.3.2  Economic Forces:

Every company is affected by the fluctuation of local, national, and world economies related in many ways. A few of the indicators of the ability of the economy to produce and consume goods and services are--

1. National level- national level is vital to determine the economic status

2. Trends in growth- Though growth of GP is not high, enjoying the growth of the industry. Few days ago subscribers of GP has increased a lot. So, GP used the facility of growth of the industry. And it's good for BanglaLink too. In comparison with others GP raised its subscribers.

3. Income level- Income level is very important. Income of the people is considered to offer any product or service. As GP is offering at low cost, it's enjoying the best.

4. Inflation- Inflation rate is always growing up. So, it's difficult to buy new product. GP can get this chance as it has a huge subscriber. It's important to keep the consumers happy rather than to catch new customers. So, GP is in leading position in this arena.

5. Balance of payments- Balance of payments influences the exports and imports structure to be implemented for the next year. GP keep a great influence on balance of payments.

6. Taxation- As income of GP is more than others, it pays more tax. For that cause, it enjoys more facilities from government as a huge amount of tax payer.

9.3.3  Social Forces:

Social forces include the factors that relate to the values, attitudes, and demographic characteristics of an organization’s customers
As GP reached almost all people over the country, the values, attitudes of people are considered in the analysis. Most of the people live in village. Village people like GP because of the network and the name "Grameen". Here a psychology works that reflects value and attitudes towards GP. So, competitively GP has strong social forces.

In the factors of demographic characteristics, GP also enjoying the relativism of the people as GP covered the network through almost whole country (about 6800 villages)
9.3.4  Technological Forces:

Technology includes the gradual improvements in methods, in materials, in design, in application, in diffusion into new industries, and in efficiency. GrameenPhone tries to improvement the methods of serving, application in an efficient way.

The effects of technological changes are felt in the following ways:

*New products or services: GP is always improving their product quality and services. And it offers new product and facilities. At last GP offered a great opportunity to talk free at night (10pm-6am) that created a revolution in cell phone industry. GP got more than 10 lak subscribers through this offer where others could not do the same thing. CityCell tried to do it but failed. So, in comparison with others GP has the good technology through which it's offering new product and services. Now GP is giving internet and MMS facilities properly

*Alternate processing methods, raw materials, and service delivery: GP has strong technology to serve the consumer in better way. So, people can get network easily. And for that cause GP is able to increase its subscribers. Services of GP are also increased because of this. GP is diversifying its services to various facilities. Anyone can listen to newspaper, sports news, funny materials etc.

Table 9.1 :  PEST Analysis
The table below lists some possible factors that could indicate important environmental influences for a business under the PEST headings:

	Political / Legal
	Economic
	Social
	Technological

	- Environmental regulation and protection
	- Economic growth (overall; by industry sector)
	- Income distribution (change in distribution of disposable income; 
	- Government spending on research

	- Taxation (corporate; consumer)
	- Monetary policy (interest rates) 
	- Demographics (age structure of the population; gender; family size and composition; changing nature of occupations)
	- Government and industry focus on technological effort

	- International trade regulation
	- Government spending (overall level; specific spending priorities)
	- Labor / social mobility
	- New discoveries and development

	- Consumer protection
	- Policy towards unemployment (minimum wage, unemployment benefits, grants)
	- Lifestyle changes (e.g. Home working, single households)
	- Speed of technology transfer 

	- Employment law
	- Taxation (impact on consumer disposable income, incentives to invest in capital equipment, corporation tax rates)
	- Attitudes to work and leisure
	- Rates of technological obsolescence 

	- Government organisation / attitude 
	- Exchange rates (effects on demand by overseas customers; effect on cost of imported components) 
	- Education
	- Energy use and costs 

	- Competition regulation
	- Inflation (effect on costs and selling prices)
	- Fashions and fads
	- Changes in material sciences 

	
	- Stage of the business cycle (effect on short-term business performance)
	- Health & welfare 
	- Impact of changes in Information technology

	
	- Economic "mood" - consumer confidence
	- Living conditions (housing, amenities, pollution)
	- Internet!


*Changes in complementary products or services: Using higher technology GP offered djuice, a different product to satisfy the different demand, at a cheap rate. So, development and application of GP is proved here. 

After all it can be concluded that GP has strongest technology in cell phone industry to satisfy the more people they are doing now.
In the end we can say that GrameenPhone is leading cell phone company in Bangladesh. It is competing with the competitors using best business strategy to create attraction to the people. In our SWOT and PEST analysis it’s clear that GP is enjoying all the facilities and coping well to overcome problems.

Chapter – Ten

A deeper understanding of the interaction of these factors will help formulate appropriate policy to accelerate the diffusion of mobile technologies in developing countries and bridge the existing digital divide between developing and the developed countries as well as the digital divide within developing countries. The GrameenPhone case indicates that there is in fact “market” for mobile phones even in the poorest countries like Bangladesh. As rapid technological advancements make mobile phones increasingly accessible and affordable, the only missing components in the digital dividend equation are appropriate policies on the part of the governments and imagination on the part of mobile set manufacturers and service providers.

Policies aimed at bridging the digital divide should also consider the stages at which in the potential adopters are. Possible mechanisms to influence mobile adoption include:

Making potential adopters aware of mobile phones

Providing education about the various beneficial uses of mobile phones

Persuading potential adopters that mobile phones are no longer the communication tools of rich people and business executives and they are increasingly being used by farmers and small business owners in several parts of the world

Providing information about the rapidly falling costs of mobile technology.
Finally companies involved in mobile business should consider the normally adverse “hierarchical pattern” as a business opportunity to exploit. There are over four billion potential customers not yet connected to any telecom network. What is really needed is an imagination to serve this huge market profitably.

As a market leader, Grameen Phone is continuously coming up with new ideas regarding its products and services. Recently, the company is mainly focusing on the non-voice services. Because, the company knows in near future, voice based services will reach to the maturity stage which will make the business growth constant to some extents. Hence, the company is trying to maintain the leading position in non-voices services as well like SMS, Push-Pull, and Information related services at the early growing stage.

CONTRIBUTING FACTORS

We explained it before that not only one reason but also several reasons of switching on have come out from the survey. Some of them are very strong reasons which influence users very much effectively. And some reasons are less effective reason. Now we will explain the strong effective reasons which are called contributing factor. 

1) Network: Network facility is mostly needed by the mobile users. When users don’t get network in times of need or if the user finds network busy then he / she became disturbed and loose the loyalty the company. Then the user changes the present mobile company to get the better network facility. In our survey out of 20 users ….. Users switched on because of network problem. The percentage of this is showed below:


2) Billing Errors: Billing error is one of the most contributing factors of switching. Sometimes post paid users have to pay the higher amount of bill than the actual amount and sometimes operating companies cut higher rate than the actual rate. This kind of problem makes a user bound to change the mobile company. We found that out of 20 users …. User switched on because of this problem. Percentage is showed below:

3) High Rate of Call charge: High rate of call charge is always frustrating for the maximum user. When users of one company find that another company is offering better than their company then they switched on the company. Out of 20 users … user changed because of high rate of call charge. This percentage is showed below:

4) Unfair pricing: Unfair pricing is always creates negative attitude in the user mind about the company. Pricing higher than the other existing company is seemed unfair to the users. We found that out of 20 users …. User switched on because of this problem.

As users switch on because of some problems so that we have some recommendation for solving those problems:

1. Network: Every company should provide high quality network for the consumers. It is the most basic demand of mobile users. Companies also should spread the network facilities up to the every rural area of the country. So that users can get network facility wherever they go.

2. Call charge: Call charge of every company should be reasonable. There is BTRC specified call rate. Companies should fix the rate between this limit.

3. Billing errors: Billing system of every company should be clear. Any operating company should not cheat the users with the bills. If they cheat, then they will loose the loyalty of the users. For that reason users will switch on the companies.

4. Unfair pricing: Any mobile company should not fix the charge high then the other companies. For holdings the subscribers they should try to provide the lower rates than the other existing companies.

5. Fulfill of the commitment: Operating companies should fulfill their commitments which they made with the subscribers. If they do that users will remain loyal to the company.

Industries come into existence because of technological, social, and economic changes. Technological advances have been influential in creating the Tele communication industry. However, technological forces alone would not have made these industries a reality. Changes in life styles and values have also played a major role in this regard. 

In the present time using mobile phone has become a fashion to the young people. That’s why some keep more than one mobile. We also found that some users keep several SIM of different company to enjoy the benefits of different companies at a time.



At present, there are six mobile phone operators and one state-run fixed line operator providing telecommunication service in Bangladesh. Operators have used different strategies to penetrate in to this huge unmet market. Little research study on the telecom sector with particular emphasis on the cellular industry of Bangladesh has been carried out so far that can provide substantial market information about this rapidly growing industry. The market intelligence of respective operator companies reaches out to gather relevant information, which remains highly confidential and exclusive from one another.
In Bangladesh cell phone business is very profitable. Day by day cell phone user is increases. Firstly, City cell started this business in our country. Now In cell phone industry there are six companies available these are - Grameen Phone, Aktel, City Cell, Banglalink, and Tele talk and recently Dhabi group also come as a Warid telecom international all those companies’ objectives are to serve the subscribers and gaining profit. By serving good network coverage they try to gain good reputation among the subscribers. Every company always tries to increase their user. For increasing user every company offer various attractive package. From any account of what we have been doing and what we have not been able to do and why, we would find it difficult to disagree that there is still a long way between promise and performance, and between aspiration and accomplishment.
Grameen Phone as a market leading company in cellular phone business sector has an efficient HRM set up to do their activities related to human resources.  Its wide presence nearly everywhere, many well known brands and very strong financial position should capture the interest of young people looking for a company with solid long term continuous growth. It offers competitive working conditions with a compensation package and social benefits in line with its high standards. AKTEL has been a force to be reckoned with in the telecommunication industry of Bangladesh, being one of the fastest growing mobile communication companies offering comprehensive GSM mobile solutions to more than two million subscribers. And they wish to increase better performance from day by day. Although GP is the leading Mobile Company in Bangladesh, it has established a monopoly market in the country. General customers allege that GP is not reducing its call rate; rather it is trying to grip the market in the name of different promotions.

AKTEL has been a force to be reckoned with in the telecommunication industry of Bangladesh, being one of the fastest growing mobile communication companies offering comprehensive GSM mobile solutions to more than two million subscribers. And they wish to increase better performance from day by day. 
Grameen phone is strongly associated with Bangladeshi image, and we have the state-owned company Teletalk. Here, Warid will not get the home country advantage. Anyway talking about something new, will Warid be able to provide it here, Just look at the Warid logo and slogan, seems to me, those are inherited from Aktel and Citycell. We wonder, how the market will take it, there’s nothing new in Logo (red-blue, half-circle, small and big fonts) and Brand Mantra (we care). They already have the color and the slogan in our market.
Now, How about some new offer, Warid will only be able to provide 3G communication, whereas, presently Grameen and Aktel is running at 2.5G. This could be the major strength for Warid, but for 3G content to operate, expensive handsets are required, so our rural people is not getting the faculty of 3G. We wonder how well the 3G thing will be successful in here. Then comes the price, we have got some information that, Grameen has reached the breakeven point at 2003, now its all profit and profit. So Grameen can give the lowest rate if it wants, cost there’s nothing to lose for Grameen. 
Within one year of operation, Banglalink became the fastest growing mobile operator of the country with a growth rate of 257%. This milestone was achieved with innovative and attractive products and services targeting the different market segments; aggressive improvement of network quality and dedicated customer care; and effective communication that emotionally connected customers with Banglalink. Thus "desh" was born - the best prepaid package for making calls to any network. The flat rate for desh (one rate all throughout the day for any operator) is tk 1.96/min and there are 3 FnF (friends and family) - to any operator. 
Targeting the corporate and SME segments, Banglalink launched "Banglalink enterprise" with state of the art services including GPRS, corporate SMS broadcast, dedicated customer relationship management, and customized packages. Banglalink enterprise offers customized telecom solutions for different businesses as per their requirements and the objective of Banglalink enterprise is to assist the clients at every step as their businesses grow. 
Number of Teletalk subscribers reached 5,00,000 mark in 1 and half year. Not a large number compared to others, but they are growing at steady pace. In ECNEC it was decided to form a separate public limited company for implementation and operation of the Project. Bangladesh Telephone & Telegraph Board (“BTTB”), having longest experience of serving the telecom sector in Bangladesh, undertook initiatives to form the desired company in public sector. In view of the fact that formation of a public limited company involves considerable time and various relevant formalities, it was decided that BTTB should implement the Project and later on the assets out of this process would be taken over by the desired company to be formed for maintenance and operation. From our term paper analysis we may say that the Grameen Phone & Aktel may be viewed as a successful multinational company in its HRM practices as well as over all activities of the organization.

Bangladesh is a developing country and it have a few emerging international companies which will have to face the critical ways of global business. We may concluded that our international business holders may follow the recruitment and selection process of Grameen Phone which will introduce them to face the global dimension of business as a successful global business organization with the other competence of the global business world. There are several reasons have come out from the survey which are effective in case of switching. Such as – network problem, billing errors, high rate of call charge, and influence of close related person etc. These reasons influence users to switch on the operator. Another thing is that, mind of young users are very much unstable. They can’t satisfy their mind at limits. They want more and more facilities. When one finds that another company is offering better facilities than his/her operating company then he/she tends to switch the mobile company but most interesting is that almost all users who switch on company, don’t through out the previous SIM. They keep it and when finds that the previous company is offering better they again comeback to that company.
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