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undeserved. If the newcomers can come in with mobile telephony, the options have multiplied. PTCL is the quintessential
newer, better networks and can offer services of has kept up with most of these changes, but with a market.
higher quality, Mobilink will be in trouble. lag. And, more importantly, because of their mo- Students of economic!

A two pronged strategy, from the newcomers, could nopoly position in local telephony, they have contin- management should ke
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new comers could offer a prepaid card that is com- nopoly slack., vide them with excelleI
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for the first few months to entice new customers and years. Their monopoly is already gone and we have as forward-looking beh
encourage some of the existing customers to switch. companies coming in local provision as well. As the ers versus incumbents, .

But it should have better service quality than the international dialing market also opens up, PTCL versus landline ones, t
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and time period, say a year or two down the road, the' incumbent, with tremendous knowledge of the local opened up for competi1
players can look and see if they need to undercut the market, as well as an established network. But it television networks anI
incumbent. , continues to have an overhang of the T&T depart- played there too, and :

The other prong of the strategy, for newcomers, ment and public sector mentality too. PTCL's future sons from one sector WE
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We are already seeing advertisements on the tel-
evision, from competition, that are making fun of
PTCL's corrupt practices. The lines-man who brings
the demand-note asks for money for his 'mithai'. This
is hard marketing. But it does tap into a perception
and a reality about PTCL, both of which PTCL nas to
fight and get rid of. How well PTCL does it will
determine its future. .

Adam Smith, in his The Wealth of Nations, had
pointed out that whenever people of a trade get
together, they hatch schemes against public interest.
He was a keen observer of business and human
psychology. This is also clear from his very powerful
and interesting notion of 'self-interest' driving most.
things in an economy. And we have seen this borne.
out again and again in the interest group activity
at industry level that has happened in Pakistan.
APTMA, sugar lobby, automobile manufactur.:'
ers lobby, vendor lobby, and the cement manu-
facturers are all examples of such self-interested
groups. The guardian of public interest has to be the
government and regulators appointed by the gov-
ernment. But we know regulators in Pakistan. whether
it b~ NEPRA, OGRA, PEMRA, PTA or any other,

Ihave been very weak, do not have the capacity for
such regulation, and do not have the requisite sup-
port from the government. So most of these groups
get away with murder most of the time. If this contin-

i'ties.td-happerl. in teleq>w-.as.~as 'if .~ "S(;)...i;u';.
de!lpite.rhe increaS'ein competition we I'night not s~e
the expected increases in quality' and reductions in
prices (cement is an excellent example in this regard).
So PTA needs to be strengthened substantially by the
government if it is serious about safeguarding public
interest.

One saving grace, for sometime, could be that since
the game in telecom is being played by incumbents
and newcomers, where the newcomers have to get
some market share to become profitable, unlike the
game mostly in incumbents that happened in ce-
ment, development of cartels and other conspira-
cies against public interest might take some time
irrespeffive of PTA presence or absence. But in the
medium to long-run, there are no ways around
strengthening of PTA if public interest is to be pro-
tected in the 'sector. Markets do not function well
under oligopoly condition and telecommunica-
tion, despite the technological and other changes,
is the quintessential example of an oligopoly
market.

Students of economics, industrial organisation and
management should keep a keen eye on the develop- .
ments in the telecommunications field. It will pro-
vide them with excellent examples of good and bad
moves, good and poor strategi~s, responses as well
as forward-looking behavior. The games of newconr
ers versus incumbents, the game of mobile providers
versus landline ones, the game for new customers
versus fight over existing customers. All of these
games, a necessary part of evolving market struc-
tures and sign of a l1ealthy sector, will provide tJ;e-
mendous learning opportunities for all players in-
volved and keen observers. As more sectors are
opened up for competition, irlcluding the market for
television networks and media; these games will be
played there too, and managers who learn the les-
sons from one sector well could become an important
resource for other sectors as well.
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