
On 1 January 1998, the market for electronic communications was liberalised. 

Business users had high expectations. After the monopoly of Belgacom, they looked forward to 
healthy competition from newcomers on the market. This would bring them

Å Fair prices

Å Better quality

Å Innovation/ new products based on customer requirements. 

Now, some 13 years later, BELTUG has been receiving comments from business users 
(companies and public services):

Ɂ6ÌɯËÖÕɀÛɯÎÌÛɯÌÕÖÜÎÏɯÉÐËÚɯÞÏÌÕɯÞÌɯÓÈÜÕÊÏɯÈɯ1ÌØÜÌÚÛɯÍÖÙɯ/ÙÖ×ÖÚÈÓȭɂ

Ɂ3ÏÌÙÌɯÐÚɯÕÖÛɯÌÕÖÜÎÏɯÊÖÔ×ÌÛÐÛÐÖÕɯÐÕɯÛÏÌɯÉÜÚÐÕÌÚÚɯÔÈÙÒÌÛȭɂɯɯ

In its Strategic Plan (September 2010), the BIPT states: « Un nombre trop restreint de 
fournisseurs de services sont à même de répondre à la demande des entreprises. Un des objectifs 
ËÌɯÓɀ(!/3ɯÚÌÙÈɯËÖÕÊɯËÌɯÔÐÌÜßɯÈ××ÙõÏÌÕËÌÙɯÓɀÌß×õÙÐÌÕÊÌɯÌÛɯÓÌÚɯÉÌÚÖÐÕÚɯËÌÚɯÌÕÛÙÌ×ÙÐÚÌÚet de 
veiller à ce que leurs besoins soient mieux pris en compte».

BELTUG therefore decided to dive into the topic, to see how companies and public services 
really experience competition .

And what is more: to see what can be expected over the coming years.
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Faithful to our principles, BELTUG wanted to achieve balanced results and conclusions.

We gathered information from +/ - 90 companies about: 

Å their recent experiences with RFPs

Å their thoughts about the level of competition

Å their vision regarding the next years.

This included input from 

Å +/- 70 ICT decision makers from large and mid -sized companies and public services ɬvia 
interviews and an on -line survey of companies who recently organised an RFP.

Å 20 representatives from the ICT sector : integrators, telecom operators and consultants ɬvia 
interviews.

The combination of input from user and supplier sides made it possible to create a complete 
picture, based on the viewpoints from different angles.

The results of the interviews were brought together in 2 brainstorming sessions:

Å Within the BELTUG team (5 team members who conducted the interviews);

Å By the BELTUG Steering Committee. 

The draft findings were then shared with about 15 persons who are highly concerned in the 
topic, to get their feedback and to be able to fine-tune the results.

Using this methodology, many companies were involved to a high degree in our research, and 
helped us to reach our conclusions.

2



Fewer than half of the business users were satisfied with the number of bids they received. This 
mainly concerns companies working internationally. 

ƖƕǔɯÞÌÙÌɯɁsomewhatɂɯÚÈÛÐÚÍÐÌËȭɯ3ÏÐÚɯÎÙÖÜ×ɯÊÖÕÛÈÐÕÚɯÐÕɯ×ÈÙÛÐÊÜÓÈÙɯÊÖÔ×ÈÕÐÌÚɯÛÏÈÛɯÖÙÎÈÕÐÚÌËɯÈÕɯ
RFP for mobile services, knowing in advance they could not expect a lot of proposals.

Almost one out of three respondents was not satisfied . 
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Almost half of the companies received only 1 or 2 bids .  

To be clear: when a business user received only one bid, it came from Belgacom. 

This proves that in a lot of cases the objective of competition, i.e. to have enough possibilities to 
compare offerings, is not being met. 

In general, ICT decision makers would like to have 4 bids, although they realise this is not 
feasible for all communications services, e.g. mobile.

Some determining factors for the number of bids:

Å The number and locations of sites to connect;

Å Companies based in an area where there is no alternative to the Belgacominfrastructure;

Å Companies that specify their requirements (SLAs) in such a way that only Belgacomcan meet;

Å Type of services and the combination of services; 

Å The scale of the company: if you have enough people and knowledge in-house, it is easier to 
split the RFP in parts. This way, there is competition for some parts of the RFP. Although it is 
ÊÓÌÈÙɯÍÙÖÔɯÛÏÌɯÙÌÈÊÛÐÖÕÚɯÞÌɯÙÌÊÌÐÝÌËɯÛÏÈÛɯÛÏÐÚɯËÖÌÚÕɀÛɯÈÓÞÈàÚɯÞÖÙÒȭɯ
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Mobile services are already very important, and their importance will only grow.   

In the Belgian business market, there are only 2 players: Belgacom/Proximus and Mobistar . Base 
clearly is not targeting the business market.

This means business users usually received only 2 bids. It is very clear from the input from the 
business users that the prices of those bids are very similar . 

The situation is particularly bad for mobile data: only 47% of the companies interviewed 
consider there to be adequate competition for mobile data . 

ɁIn het BIPT-marktonderzoek2010 komtde prijs van mobielbreedbandinterneteveneensnaarvorenalsde 
voornaamsteredenwaaromde bevraagdenniet geïnteresseerdzijn in het gebruikvan mobiel
breedbandinternetȮɂɯËÙÈÍÛɯËÌÊÐÚÐÖÕɯ!(/3Ȯɯ#ÌÊÌÔÉÌÙɯƖƔƕƔɯɬAnalysis broadband markets.

International mobile 

Managing and supporting international mobile communications is increasingly challenging. The 
challenges include managing multiple relationships with mobile service providers, controlling 
the ever-expanding fleet of devices, overseeing secure data applications, checking hundreds of 
bills and allocating costs back to departments or end-users.

Operators must take a global view of multinational companies (MNCs), acknowledging their 
international scope and the global markets in which they operate. MNCs need to work 
internationally and expect mobile suppliers to have a global approach. 

The global market is a fragmented PATCHWORK of national mobile services

BELTUG/INTUG paper International Mobile Services and the Multinational Customer - A Dysfunctional 
Market
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-ÖÞɯÛÏÈÛɯÞÌɯÏÈÝÌɯáÖÖÔÌËɯÐÕɯÖÕɯÛÏÌɯÔÖÉÐÓÌɯÔÈÙÒÌÛȮɯÓÌÛɀÚɯÛÈÒÌɯÈɯÚÛÌ×ɯÉÈÊÒɯÈÕËɯÓÖÖÒɯÈÛɯÛÏÌɯÉÙÖÈËÌÙɯ
picture: how do ICT decision makers find the fixed (data and voice) and mobile markets?

These quotes, all coming from our ICT decision makers, are representative of the reactions we 
received: they speak for themselves. 
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What did the other operators told us?

It is clear other telcos have stringent criteria for deciding whether to bid or not. 

We see different reasons for this situation :

Å The regulatory environment.

Å The crisis.

Å The good performance of Belgacom.

These factors have led the other operators towards a strategy of targeting only a part of the market.

Top criteria for the other operators in deciding to make a bid :

Å Number of sites to be connected via Belgacom.

Å Existing relation with the business user.

Å Involvement in pre -RFP process (e.g. information meeting, etc.) ɬÚÖɯÛÏÈÛɯÛÏÌɯ1%/ɯËÖÌÚÕɀÛɯÑÜÚÛɯÍÈÓÓɯÖÜÛɯÖÍɯ
the blue.

Å Sector references.

Å The feeling that they will get a fair chance from the customer.

Å Someproviders usecross-selling

Ɂ6ÌɯËÖÕɀÛɯÉÐËɯÖÕɯ1%/ÚɯÛÏÈÛɯÈÙÌɯÔÖÙÌɯÛÏÈÕɯƘƔǔɯËÖÔÌÚÛÐÊɂȯɯÈɯtelco.

ɁIf we need to connect 20 to 30% of the locations via Belgacomit might be worthwhile to bid, but with higher 
percentages there is no business caseɂȯɯÈɯtelco

To use the Belgacominfrastructure, other operators often make use of unregulated offers from Belgacom, 
e.g. for Explore, because with the regulated offers the expectations of the businesses are not met. The 
regulated offers are controlled by the BIPT, but targeted to the residential market.
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It is dangerous to summarise the picture of the market in one sentence, but generally speaking we can state that the 
competitors of Belgacomare divided into 3 groups : those targeting

Å large international companies;

Å midsized international companies;

Å local companies.

To illustrate this conclusion:

Since 2006, BELTUG has organised surveys on the fixed-to-ÔÖÉÐÓÌɯÔÈÙÒÌÛȭɯ3ÏÌɯÍÐÙÚÛɯØÜÌÚÛÐÖÕɯÐÚɯÈÓÞÈàÚɯÛÏÌɯÚÈÔÌȯɯɁÝÐÈɯ
which operator do you convey (most of) your fixed -to-ÔÖÉÐÓÌɯÊÈÓÓÚȳɂɯ6ÏÐÓÌɯÐÕɯÌÝÌÙàɯÚÜÙÝÌàȮɯÔÖÚÛɯÊÖÔ×ÈÕÐÌÚɯÈÕÚÞÌÙɯ
Belgacom, in 2006 there were a host of other names mentioned, including BT, WorldCom (now Verizon), Colt, Versatel
(network sold to Mobistar ) and Telenet. In the latest survey, from January 2011, next to Belgacomonly Telenet and 
Mobistar were mentioned, apart from a few exceptions.

3ÏÐÚɯÐÚɯÛÏÌɯÙÌÈÚÖÕɯÞÏàɯÊÖÔ×ÈÕÐÌÚɯËÖÕɀÛɯÉÌÕÌÍÐÛɯÌÕÖÜÎÏɯÍÙÖÔɯÊÖÔ×ÌÛÐÛÐÖÕȭɯ ÓÛÏÖÜÎÏɯÛÏÌÙÌɯÈÙÌɯØÜÐÛÌɯÈɯÍÌÞɯÌßÐÚÛÐÕÎɯ
players, they are not active in the same parts of the market.

Comments

Å The most important national players, Mobistar and Telenet, are highly driven by the residential market.

Å We expect a lot from Mobistar . Although it is still seen as a mobile player, it also has a large fixed network (ex-
Versatel/KPN). Once it integrates the fixed and mobile services, and succeeds in building up knowledge of the (fixed) 
corporate business, it has the potential to be a serious competitor. 

Å The other telcoshave no mobile section, which is an important handicap considering the fast growing convergence 
between fixed and mobile. 

Å The situation in Wallonia is worse than in Flanders, where Telenet is present.

Å The business market is very complex; you need to have competent people and a lot of knowledge. In more than half 
(52% ) of the RFPs, 6 months or more elapsed between the moment the company received the bids and the signing of 
the contract. RFPs are sometimes very complex, which means making a bid is a serious effort, requiring serious 
ÐÕÝÌÚÛÔÌÕÛÚȭɯ!ÌÓÎÐÜÔɯÐÚɯÈɯÚÔÈÓÓɯÊÖÜÕÛÙàȭɯ3ÏÌɯÐÕÛÌÙÕÈÛÐÖÕÈÓɯ×ÓÈàÌÙÚɯÞÐÓÓɯÕÖÛɯÉÌɯÐÕÛÌÙÌÚÛÌËɯÐÕɯ!ÌÓÎÐÜÔɯÐÍɯÛÏÌàɯËÖÕɀÛɯÚÌÌɯÈɯ
promising perspective. 

Å Companies are asking for more stringent SLAs. The company network has become too important, and must be up 
and running all the time. When the other telco is dependent on Belgacomit is not always possible to meet the SLA 
demands of the business customer. 

ɁVPN is characterised by a unique feature: since it consists in assurance of end-to-end management, it must by definition be delivered 
simultaneously at multiple sites. VPN therefore differs fundamentally from provision of access to the best-efforts InternetɂȮɯ!3Ȯɯ
BEREC report on business services.

ɁRegarding the evolution of the market, I suspect that a number of more international operators will not activate their efforts on the 
Belgian market, except for a limited number of large international clientsɂɯȮɯ("3ɯËÌÊÐÚÐÖÕɯÔÈÒÌÙɯÐÕɯÖÜÙɯÚÜÙÝÌàȭɯ

BELTUG fully endorses this point of view. 

« Promouvoirun level playing field signifieoffrir aux opérateursla possibilitéde lutter à armeségaleset leur donnerles mêmes
chances», Strategic Plan BIPT
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Belgacom is dominant for most services, and it competesin the various parts of the market. The 
most difficult market for Belgacom is the international market.

But with its strong mobile player, and added integration business with the takeover of Telindus , 
it is standing in an excellent position. 
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The market is not at all dynamic . 

We asked BELTUG members who had recently carried out an RFP whether they changed
provider in the end: 61% stayed with the existing provider. 

For mobile services, the figure is even higher , at 64%. 

This tendency is to the advantage of Belgacom, since Belgacom has the largest market share of 
most services.

To business users, change means risk, extra efforts and higher costs. Sothey only will do so if it is 
really worth it. 
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ICT is more and more an enabler. Companies want to achieve additional innovation and added
value by using communications technology and services.

But in cases involving price comparisons, companies want on averagea price that is 14% lower
to consider migrating to another provider. 
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At present, 55%  of the companies already combine services .

By combining they:

Å Can improve their purchasing power ɬwhen they request a bid that covers more services, 
they become more interesting customers for the potential provider.

Å Are able to deal with the growing complexity.

With the advent of all -IP networks, fixed -to-mobile convergence, etc., customers are seeking to 
aggregate their requirements and look for a provider who can deliver and manage an end -to-end 
solution.

Unified Communications, VoIP, SIP, etc. are changing the market: it is becoming an IT - business. 

Companies look for service providers to help them with the management of network equipment 
and servers, datacenter service, etc.

3ÏÐÚɯÐÚɯÝÌÙàɯ×ÖÚÐÛÐÝÌɯÍÖÙɯÛÏÌɯÐÕÛÌÎÙÈÛÖÙÚȭɯ"ÖÔ×ÓÌßÐÛàɯÔÌÈÕÚɯÛÏÈÛɯÊÖÔ×ÈÕÐÌÚɯËÖÕɀÛɯÞÈÕÛɯÖÙɯÊÈÕɀÛɯ
take care of it themselves anymore. More and more companies are looking for third parties to 
help them. 
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Belgacomclearly has a strategy aiming towards partnerships and convergence. Will these lead to 
fewer options for the business user? 

Integrators

From the point of view of an integrator, Belgacomis always a competitor, thanks to its Telindus
business. But this has not lead to an aversion against Belgacom. In fact, everyone wants to be best 
friends with Belgacom.

(ÕÛÌÎÙÈÛÖÙÚɯȹÞÐÓÓȺɯÏÈÝÌɯɁ×ÙÌÍÌÙÙÌËɂɯÚÜ××ÓÐÌÙÚȭɯ2ÌÙÝÐÊÌɯ×ÙÖÝÐËÌÙÚɯÞÏÖɯÛÏÌàɯÒÕÖÞȮɯÞÐÛÏɯÞÏÖÔɯÛÏÌàɯ
have had good experiences, who they trust. Often Belgacomwill be one of these. 

Other operators

Operators are expanding their services, and want to offer IT services (security, application, 
backup space, hosting, etc.). This requires additional knowledge and investments.

Ɂ$ÝÌÙàÛÏÐÕÎɯÐÚɯÎÌÛÛÐÕÎɯÓÐÕÒÌËɯÛÖÎÌÛÏÌÙȭȭȭɯÐÛɯÞÐÓÓɯÉÌÊÖÔÌɯËÐÍÍÐÊÜÓÛɯÛÖɯÕÌÎÖÛÐÈÛÌɯ6 -ɯÚÌ×ÈÙÈÛÌÓàɯÍÙÖÔɯÝÖÐÊÌȭȭȭɯ
and only vendors who supply everything will be interesting, which means fewer competitors will surviveɂȮɯ
ICT decision maker

Ɂ'ÈÝÐÕÎɯÖÕÌɯÝÌÕËÖÙɯÛÏÈÛɯÖÍÍÌÙÚɯÌÝÌÙàÛÏÐÕÎɯȹÌȭÎȭɯBelgacomExplore) will make it very difficult for another 
vendor to take over the full suiteɂȮɯ("3ɯËÌÊÐÚÐÖÕɯÔÈÒÌÙ
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The company network needs to be up and running all the time, with a strong performance. This network has 
become crucial. 

Cloud computing

Unified Communications will be integrated in the business processes. More and more applications, like SAP 
ÈÕËɯ.ÙÈÊÓÌȮɯÞÐÓÓɯÎÖɯÛÖɯÛÏÌɯɁÔÖÉÐÓÌɯÊÓÖÜËɂȭ

The cloud can bring flexibility and economies of scale.

3ÏÌɯÌÔÌÙÎÌÕÊÌɯÖÍɯÛÏÌɯÊÓÖÜËɯÐÚɯÈÓÚÖɯ×ÈÙÛÓàɯÙÌÚ×ÖÕÚÐÉÓÌɯÍÖÙɯɁverticalisationɂȯɯÐȭÌȭɯÛÏÌɯÐÕÊÙÌÈÚÐÕÎɯÛÌÕËÌÕÊàɯÛÖɯ
ÔÖÝÌɯÐÕÛÖɯÌÈÊÏɯÖÛÏÌÙɀÚɯÈÙÌÈɯÖÍɯÉÜÚÐÕÌÚÚȮɯÉÌÊÈÜÚÌɯÛÏÌɯÊÖÙ×ÖÙÈÛÌɯÊÜÚÛÖÔÌÙɯÕÖɯÓÖÕÎÌÙɯÞÈÕÛÚɯÛÖɯÚÏÖ×ɯÈÙÖÜÕËȭɯ

And some of the players look like colossi who want to control the chain end -to-end. Some are taking more 
and more space. HP, Cisco, IBM, Microsoft are all enlarging their territories. 

Vendor lock -in 

The evolutions in technology and the market bring with them a risk of vendor lock -in on a higher level. The 
figure of 47% will certainly increase. 

For managed services, switching is more difficult: not only must the company work with the provider on an 
application level, but it has also lost a lot of its knowledge after taking the step of outsourcing.

«ȱÜÚÌÙÚɯÔÜÚÛɯÉÌɯÈÉÓÌɯÛÖɯÊÏÈÕÎÌɯÛÏÌÐÙɯÊÓÖÜËɯ×ÙÖÝÐËÌÙɯÌÈÚÐÓàȭɯ(ÛɯÔÜÚÛɯÉÌɯÈÚɯÍÈÚÛɯÈÕËɯÌÈÚàɯÈÚɯÊÏÈÕÎÐÕÎɯÖÕÌɀÚɯÐÕÛÌÙÕÌÛɯÖÙɯ
ÔÖÉÐÓÌɯ×ÏÖÕÌɯ×ÙÖÝÐËÌÙɯȱȭɯ ÕËɯÞÌɯÚÏÖÜÓËɯÕÌÝÌÙɯÈÓÓÖÞɯÛÏÌɯÚÖÙÛɯÖÍɯÓÌÎÈÓɯÖÙɯÛÌÊÏÕÐÊÈÓɯÉÈÙÙÐÌÙÚɯÛÏÈÛɯÏÈÝÌɯ×ÓÈÎÜÌËɯÚÐÕÎÓÌɯ
market efforts in sectors like electricity. In other words: interoperability is essential for the cloud to be fair, open and 
competitive,» Neelie Kroes - Vice-President of the European Commission , responsible for Digital Agenda ɬat 
the Opening of Microsoft Centre on Cloud Computing and Interoperability, 22 March 2011

Is there an increased risk of being dependent on Belgacom? Who will choose the network? Does this mean 
that other telecom operators will be facing a more difficult time? 
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Next step towards fair competition on the European level

Commissioner Neelie Kroes, together with EU regulator BEREC, wants this year to reach the point of clear and transparent regulations, 
and of requiring incumbents to offer open, equal access to the old and new networks. The guidance will soon be ready for consult ation.
Europe wants: 

Å Fair tariffs for third parties using the networks of the incumbents.

Å Effective implementation of the principals of non -discrimination for vertical integrated network operators (like Belgacom).

ɁIt is time for a reality check of the regulated pricesɂȮɯIlsa Godlovitch from ECTA, The European Competitive Telecoms Association - the 
challengers. 

Importance of the business market

For international lobbying, BELTUG works together with its sister organisations in INTUG, the International Telecom Users Group. 
INTUG asked BEREC, the body of European regulators of the 27 member states, to turn its attention to the business market.

At its 4 March meeting, BEREC determined to do so: to work on the business market . We must recognise the importance of this first step.

On March 7, BELTUG/INTUG met with Chris Fonteijn, Chair of BEREC. We demonstrated some concrete examples of how the single 
market for electronic communications is not yet a reality for businesses; for example, the concerns about international mobil e services and 
the many cross-border issues with cloud computing and security and privacy. BEREC needs to work on 2 levels:

ÅTowards national regulators like the BIPT in Belgium, to help them to increase competition in the business market.

ÅAnd on the level of cross-border ÉÈÙÙÐÌÙÚȯɯÕÈÛÐÖÕÈÓɯÙÌÎÜÓÈÛÖÙÚɯÊÈÕɀÛɯÛÈÊÒÓÌɯÛÏÌÚÌȭ

Ɂ(ÕɯÛÏÐÚɯÙÌÎÈÙËȮɯÐÛɯÐÚɯÐÔ×ÖÙÛÈÕÛɯÛÖɯÙÌÐÛÌÙÈÛÌɯÛÏÈÛɯÛÏÌɯ×ÜÙ×ÖÚÌɯÖÍɯÛÏÌɯ1Ì×ÖÙÛɯÐÚɯÕÖÛɯÛÖɯÚÌÛɯÈɯÚÖÙÛɯÖÍɯɁÉÐÕËÐÕÎɂɯÊÏÌÊÒÓÐÚÛɯÖÍɯÍactors NRAs must abide by, or to 
set out general recommendations about the need (or no need) of specific regulation for the high-end business segment. It will be up to each NRA to 
decide, with the toolkits at its disposal, on the best approach, taking into consideration its specific national circumstanceÚɂȮBEREC report on business 
market.

BELTUG/INTUG does not believe that the regulation of business services should be left for individual NRAs to decide.

ɁȱɯÈÊÊÌÚÚɯÚÌÙÝÐÊÌÚɯÈÙÌɯÛÈÙÎÌÛÌËɯÛÖɯ×ÙÖÝÐËÌɯÚÌÙÝÐÊÌÚɯÛÖɯÛÏÌɯÔÈÚÚɯÔÈÙÒÌÛȮɯÞÏÌÙÌÈÚɯÉÜÚÐÕÌÚÚɯÊÜÚÛÖÔÌÙÚɯÙÌØÜÐÙÌɯÜ×ÎÙÈËÌËɯÞÏÖÓÌÚÈÓÌɯproËÜÊÛÚɂ, Colt -
BEREC report on the business market

Ɂ!$1$"ɯÚÏÖÜÓËɯÊÖÕÊÌÕÛÙÈÛÌɯÖÕɯÌÕÚÜÙÐÕÎɯÛÏÈÛɯÛÙÌÈÛÔÌÕÛɯÖÍɯÙÌÓÌÝÈÕÛɯÞÏÖÓÌÚÈÓÌɯÈÊÊÌÚÚɯÐÕ×ÜÛÚɯÐÚɯÏÈÙÔÖÕÐÚÌËɯÛÖɯÈÕɯÌßÛÌÕÛɯÞÏÐÊÏɯÐÚɯsufficient to lift current 
ÛÙÈËÌɯÉÈÙÙÐÌÙÚɯÈÕËɯÛÖɯÈÝÖÐËɯÚÐÛÜÈÛÐÖÕÚɯÞÏÌÙÌɯÐÕÈËÌØÜÈÛÌɯÙÌÎÜÓÈÛÐÖÕɯÐÕɯÖÕÌɯ,ÌÔÉÌÙɯ2ÛÈÛÌɯËÐÚÛÖÙÛÚɯÊÖÔ×ÌÛÐÛÐÖÕɯÈÊÙÖÚÚɯÛÏÌɯ$4Ȯɂɯ!T - BEREC report on 
the business market. 

ɁȱÛÖɯÛÏÌɯÕÌÌËɯÍÖÙɯ$ÜÙÖ×ÌÈÕɯÏÈÙÔÖÕÐÚÈÛÐÖÕɯÖÕɯÛÏÌɯÐÚÚÜÌɯÖÍɯÙÌÎÜÓÈÛÌËɯÈÊÊÌÚÚɯ×ÙÖËÜÊÛÚɯÍÖÙɯÉÜÚÐÕÌÚÚɯÊÖÕÕÌÊÛÐÝÐÛàɂȮɯ.ÙÈÕÎÌɯ%ÙÈÕÊÌɯTelecom Group, BEREC 
report on the business market

Lobbying by the incumbents 

It goes without saying that many incumbents (the ex -monopolists), especially those not active on an international level, lobby f iercely 
about any new regulatory measures. 

ɁThe differentiating factors between high end business customers and other segments might in fact be attributed to the differencein the way the services 
are contracted. At the retail level access products offered to (high end) business customers by means of tenders could represent a separate market which 
is not susceptible to ex ante regulation due to the presence of factors such as the specific technical skills and capabilities of the customers or the existence 
ÖÍɯÊÖÜÕÛÌÙÝÈÐÓÐÕÎɯÉÜàÌÙɯ×ÖÞÌÙȮɂɯɯTelecom Italia - BEREC report on the business market.

This argument is often used, but it is not correct. Business users face complexity and also have difficulties in understandin g the 
market, the technology, acceptable prices levels, etc. The ÐÕÊÜÔÉÌÕÛÚɯÈÓÚÖɯÈÙÎÜÌɯÛÏÌàɯËÖÕɀÛɯÞÈÕÛɯÛÖɯÐÕÝÌÚÛɯÐÕɯÛÏÌɯÍÐÉÙÌɯÕÌÛÞÖÙÒÚɯÐÍɯÛÏÌÐÙɯ
networks can then be easily used by their competitors.

BELTUG/INTUG will continue to consult with Commissioner Neelie Kroes and BEREC, to give them input from the user side.
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BIPT needs to take measures to increase competition in the business market

Ɂ ɯÓÈÙÎÌɯ×ÈÙÛɯÖÍɯÛÏÌɯÉÜÚÐÕÌÚÚɯÔÈÙÒÌÛɯÏÈÚɯÚ×ÌÊÐÈÓɯÙÌØÜÐÙÌÔÌÕÛÚɯÛÏÈÛɯËÐÍÍÌÙɯÍÙÖÔɯÛÏÖÚÌɯÖÍɯÛÏÌɯÙÌÚÐËÌÕÛÐÈÓɯÜÚÌÙȮɂɯ#ÙÈÍÛɯËÌÊÐÚÐÖÕɯÖÍɯ!(/3Ȯɯ#ÌÊÌÔÉÌÙɯƖƔƕƔɯɬ
analysis of the broadband market.

« Promouvoirun level playing field signifie offrir aux opérateursla possibilitéde lutter à armeségaleset leur donnerles mêmeschances», Strategic 
Plan BIPT

Take away the bottlenecks in the Belgacom ɬother operator procedures 

BIPT published the results of an audit of the procedures between Belgacomand the other operators. The bottlenecks are clearly identified. 
(February 2011).

It is very important to have non -discrimination: Belgacommust absolutely treat its rivals the same way as it treats its own retail arm. 

Towards a new interconnection model

Belgacomis going to close 65 exchanges over the next years. The impact will be substantial: this is about 10 to 15% of the total number of 
exchanges. In 52 of them, however, room for other telecom operators are present. 

This means there will be a new model of interconnection between Belgacomand the other operators.

It is clear that there is no business case for the other operators to connect at the level of the street cabinets, which would be necessary to 
offer VDSL. 

It will be a big challenge for the BIPT to make sure that the other operators, who will thus be more dependent on the Belgacom
network , get a fair chance to offer services with their own flavour, to connect with the needs of the business markets. 

« De même, le passage versle «tout IP » peutremettreen cause les fondementsmêmede ÓɀÐÕÛÌÙÊÖÕÕÌßÐÖÕqui devrontêtrerepensésȭɯ+ɀ(!/3ɯÚÌɯdevra
Ëɀ÷ÛÙÌɯproactifde façonËɀõÝÐÛÌÙle caractèredisruptif ËÜɯ×ÈÚÚÈÎÌɯËɀÜÕɯmodèleactuelversceluibasésur un réseau« tout IP », Strategic Plan BIPT

Future possibilities of the technology

Belgacommade a choice not to go to FTTH (fibre to the home) on a large scale, but to opt for VDSL2.

« Nokia Siemens Networks and Huawei are all talking about higher bit rate on copper, some of it approaching a gigabit and under.Revolutionary, 
Belgacomhas been talking about this for a long time. We said when we moved first in Europe with fibber to the curb we expected increases in bit rate on 
copper. We have moved from 20 to 30 megabit already this year and we see evolutions that are enhanced to get to 50 megabit while compression makes 
that 50 megabit line act like 100 megabit circuit, meaning HD TV which takes 8 or 9 megabits today is headed to 4. So we think tÏÌÙÌɀÚɯÈɯÓÖÛɯÎÖÐÕÎɯÖÕȭɯ
Now what the vendors are speaking about to get to 600, 700, 800, 900 megabit is about dynamic spectrum management, vectoring andputting together 
×ÈÐÙɯÉÖÕËÐÕÎɯȹȭȭȭȺɯ6ÌɯÉÌÓÐÌÝÌɯÛÏÌÙÌɀÚɯÈɯÏÜÎÌɯÍÜÛÜÙÌɯÍÖÙɯÊÖ××ÌÙɯÈÕËɯÛÏÌɯÊÈÚÌɯÍÖÙɯÊÖ××ÌÙɯÐÚɯÓÖÖÒÐÕÎɯÉÌÛÛÌÙɯÌÝÌÙàɯàÌÈÙɯÈÕËɯÛÏÌÙÌare big investments happening 
ÖÕɯÛÏÌɯÝÌÕËÖÙɯÚÐËÌɂȮɯScott Alcott, Belgacom, Conference call Q3 2010 from Belgacomtargeted to analysts.

Working of the BIPT: An independent BIPT: new laws on electronic communications are being prepared to transpose the European 
regulatory package into Belgian law. One of the key elements is the independence of the BIPT. 

BIPT needs to be able to work more flexibly. The context in which it currently works is too stringent.

Vision of the mobile market: Mobile is becoming more and more important. And mobile services need to go in competition with fixed 
services. 

6ÌɯÊÈÕɀÛɯÛÈÒÌɯÛÏÌɯÙÐÚÒɯÖÍɯÓÈÎÎÐÕÎɯÉÌÏÐÕËɯÍÖÙɯÔÖÉÐÓÌɯÚÌÙÝÐÊÌÚȭɯ#ÐÚÊÜÚÚÐÖÕÚɯÖÕɯÛÏÌɯËÐÎÐÛÈÓɯËÐÝÐËÌÕËɯÕÌÌËɯÛÖɯÉÌÎÐÕɯÜÙÎÌÕÛÓàȭ

Majority stake: If the Government sells its majority stake in Belgacom, things would be easier as well.
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We asked some companies and organisations involved to comment on our study.
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