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Executive Summary

The cellular telecommunication industry of Bangladesh is at the moment experience
accelerated growth. Free trade in cellular telecommunication promises to deliver at least three
economic gains - New and improved product and services, lower prices and additional
investment. Open trade in telecommunication services should result in more competition, lower
price for most business and for many consumers and providing both with a choice of different

service providers.

The cellular phone customers in Bangladesh have been happier than before, because they have
more choice regarding service providers at present. The market is dominated by six cellular
phone operators. These are Grammen phone, Banglalink, Robi, Aritel, City Cell and Teletalk.

Even a layman can fell the intensity of the competitiveness in the prospective market if they
just go through newspapers and watch television .As the telecom operators are expending a
huge some of money for putting advertisement and for media campaign. The present games in
the telecom market are characterized by confusing market communication, bargaining power of

consumers and newer price war is various forms.

All of the cellular phone operators are pushing very hard in respect to attractive package of call
rate. But some times the companies are missing the exact need of the customers ultimately
loose market share. Since Banglalink has entered to the market and some other companies
planning to come in, it has been very tough time going on for the market leader and the second
market leader. But they fail to recognize what the customers really want, they are sure to be

driven out of the market.

Analyzing the marketing activities of Bangalink it is indicated that Banglalink is strong enough
especially from capital side and able to solve its weakness quickly. The market competition is
showing that Grammen phone built brand equity among its subscribers .Thus far, it has been
able to hold on its leadership without doing very much. However, this is likely to change soon
with the other telecom taking steps to increase their market share by keeping the consumers in
mind .Few times ago people used Banglalink SIM as a second SIM. But days are changed; now
people are more likely to use Banglalink SIM as the first on due to its new pre-paid tariff and
other promotional activities. For lower call rate and others facilities Banglalink desh package
is the most favorite package. The various services of Banglalink should available and easier to
ensure the customers-“YOU FIRST”. Besides, the company has the expertise and background
to pull off that kind of a game.
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Chapter- 1

1.1. Introduction:

Cellular telecommunication service is one of the important wonders of
modern science. It has made the communication easier. Cellular phone is
playing an important role in communication sectors. Communication is
the ability to share information through different techniques. There was a
time when people used to communicate by painting on the walls of the
cave. At that time smoke signals were another way to send messages 10
people who were not close enough to use words with. Today we have
come a long way. Today we cannot even think a single day without

telephone.

Cellular phone is one of the greatest blessings in telecommunication
sector. Cellular phones are light, small and pocket size which is easy to
port any where and any time. So people can communicate any one to its
coverage limit. Bangladesh is no exception to this. Most of the customers
of Banglalink are high and middle income people. Lately the lower

income group is started to joining the user group.

In today’s Bangladesh there is no perfect alternative of Banglalink. It is
now on the flow of developing its program SO rapidly that it has captured

the second market share of cellular phone in our country.
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market share are given below.

phone companies, brand names,

number of consumers and their market share.

SL. No.|Name of the companies Name of the brands |Number of Consumers Market share

1. |Grameen Phone Grameen phone 3,42,80,000 46.00%
| Sheba Telecom (Pvt.) Ltd. Banglalink 2,03,80,000 27.34%
3. | Axiata (Bang\adesh)Ltd. Robi 1,26,26,000 16.94%
4. |Bharati Airtel Ltd. Airtel 41,84,000 5.61%
5. |Pacific Bangladesh Ltd. City Cell 18,58,000 2.49%
6. |Tele Talk Bangladesh Ltd. Tele Talk 12,04,000 1.61%

Source; The Daily Prothom Alo of 22nd February, 2011.

It should be mentioned that the Egyptian Telecom Company of
ORASCOM TELECOM HOLDING has bought the Sheba Telecom
(Pvt.) Limited. The ORASCOM TELECOM HOLDING has kept the
original name of company Sheba Telecom (Pvt.) Limited unchanged. But

the company has changed the cellular phone brand name from Sheba to

Banglalink.

Banglalink was the last addition to the GSM family of ORASCOM
TELECOM HOLDING. In September 2004, ORASCOM TELECOM
HOLDING acquired a mobile services company, Sheba Telecom (Pvt.)
Limited in Bangladesh with a nationwide GSM license valid until 2011.
Since then, ORASCOM TELECOM HOLDING has installed new



management, upgraded the network and re-branded the company as
Banglalink has rapidly deployed new network infrastructure, set up a
distribution network and points of sale and designed complete
commercial  plans 1O offer high quality voice and data
telecommunications services at competitive prices to the people of
Bangladesh. It is also worth mentioning that an unprecedented success of

sales results followed the commercial launch of Banglalink on the 12" of

February, 2005.

The cellular phone market is a Very important part of the consumer
service industry. Banglalink, like any other successful company dealing
with consumer service, has to keep a continual tap with the prevailing and
potential subscribers. Due to this reason, Banglalink has to undertake
‘ntensive branding activities to facilitate the attainment of short-term

organizational goals and long-term objectives.

The competition in the cellular phone sector is also increasing.
Bangladesh is a small country with a huge population. It made the perfect

play ground for the cellular phone operators.
1.2. Reasons to Choose the Title:

Cellular telecommunication sector has created a new horizon in the 21
century. Now it has become the age of telecommunication media. For the
development of any economy telecommunication is very much essential.
Since the land phone’s system is expensive and not available there after
government is also encouraging cellular phone services. Cellular phone
companies are playing an important role in the economic development of
Bangladesh. Cellular phone companies have almost reached to the field

of perfect competition.




In Bangladesh, the most fast serviceable cellular company 18 called
Banglalink. In the beginning of operation of it, the growth rate was 257
percent. From the beginning in the year of 2005, in more than three years,
the subscribers of the Banglalink has crossed more than 01 core. So, the
title of this study has chosen because it 18 the best way to know about the

marketing problems and prospects of Banglalink.
1.3. Importance of the Study:

The development of the communication infrastructure is the pre-requisite
of the rapid development of a country. Basically economic development
depends on the mobility of the trade and commerce. And main barrier in
developing the trade and commerce is underdeveloped communication
system as the mobility of trade and commerce is dependent on the
developed communication system. Trade and commerce have been
expanded as cellular phone is introduced in Bangladesh. The businessmen

are being able to be related with business from one corner to another.

The present world is the world of information technology. Cellular phone
is being used highly as a medium of communication at present in
Bangladesh. Cellular phone is keeping active role in giving and taking

information in Bangladesh.

As a result of inventing cellular phone, in case of communication 2
revolutionary change occurred in communication system. Consequently
communication among people has been easy. In spite of this, the density

of using cellular phones in Bangladesh is less than other countries of the

world.




Cellular telecommunication is very important in our everyday life. It is
essential in every step of our life such as- in personal life, in business
sphere, in social sector etc. It is easy to carry, we can communicate from
anywhere. Emergency need can be met from long distance and cellular
telecommunication is more economic. And through this service it can be
communicated with more specific or more desired person. The

importance of the study can be understood from the following points.
1.3.1. Company Viewpoint:

Every company would like to serve their customers in an efficient way to
increase the customer satisfaction level along with that the company
wants to achieve its objectives. This study will help the company in the

following ways:

(i) To increase the market share: This study will help the company to
increase the market share. Because in this study it was tried to identify the
service quality related problems and recommended some corrective
measures. If the company takes initiative to solve the problem then the
customer will be satisfied and new customer will use the service of the

company. As a result market share of the company will be increased.

(ii) To create good image: This study will help the company to create
good image. Company may have problems in the quality of service but if
the problems are solved by considering customer requirement then it will

create good image of the company among the customers.




(iii) To increase sales volume: If the problems related to the quality of
service are solved than more customers will purchase the service of the

company. As a result the sales volume of the company will increase.

1.3.2. Customer view point:

Through this study, the users of the cellular phone will be able to know
the service performances of the Banglalink especially about product,
services and offerings policy and strategy. The customers also will be
informed the present attitude of the company which will help the

customers about more satisfaction and also about the company’s policy.

The problems related with product policy and strategy and other in using
cellular phone by the customer at present have been tried to present and
the necessary remedial also tried to be presented in the study. As a result
if the companies take steps t0 solve the problems then the customers will
get the direct advantages. Customer’s expectations always change with
the changing environment. In this study it has been tried to find the
requirement of the customers. If the company produces their service by
considering the customers requirement then the customers can get better

service.
1.3.3. Social and national viewpoint:

Development of the communication infrastructure is the main condition
of the economic development since mobile phone is one of the important
ways to communicate. So in case of development of this sector the
mobility in trade and commerce will be ensured. For the expansion of

cellular phone all Jevel people in the society are consuming its benefits.




At present Banglalink is engaging itself in social activities and extending
their activities such as they have taken steps to protect environment and

ensure the security and health of the people of the society.

If the company provides qualitative services to the customers than the
customers will be satisfied and ultimately the society will be benefited. If
the company serves its customers in a better way than company’s share
will increase significantly and then the company will create more
employment opportunity to serve the increased market share. As a result
it will be able to play more important role in the development of the

society and economy of the country.

Banglalink pays tax to the government for operating his business. As a
result huge money is being accumulated/ gathered/collected in the national
revenue. Government is spending this money in different development
sectors to ensure the development of the country. Banglalink has created
many job opportunities in our country. So this study is very important and

from this study different parties will be benefited.
1.4. Statement of the problem:

Statement of the problem means the description of the study at a glance.
As the study in related to problems and prospects of Banglalink cellular
phone, here the study focuses the key elements of the services to satisfy
the subscribers, obstacles behind the service offerings, changing and
shoposticated needs of the customers etc. Another matter should be given
priority that is the future potentials of the service as cellular
telecommunication is now the part and parcel of today’s world. In short
it can be stated that the study is about an insight of service of Banglalink

to satisfy the customers as well as making the base to grow future.
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1.5. Objectives of the study:
The objectives of this study are as follows:

| To find out the marketing activities of Banglalink : Here the various

marketing activities of Banglalink were found out.

2 To identify the problems related to cellular telecommunication
service: To find out the marketing problems which are concerned with

marketing service related to Banglalink cellular phone.

3. To indicate the prospect: To suggest some guide lines and also asses

the future prospects of Banglalink.

4. To Suggest recommendation: To suggest some recommendation for the

marketing problem of Banglalink .
1.6. Rationale of the study:

This study will benefit the telecom industry by its identification the
determinants of cellular phone marketing related problems and prospects.
The study will also help to understand how it can satisfy the customers
are with the service. However, it also helps to understand that how
Banglalink will operate there marketing activities properly, where this
company will be profited and society should not be hampered. However
we have selected, 2 multinational company was chosen for this research
work which is one of the leading telecom companies of Bangladesh. It
was a matter of joy t0 work in the core marketing division of such a large
company where it was found the exposure to international-level standards

of marketing strategy of Banglalink is a highly competitive and dynamic

business environment.




1.7. Scope of the study:

The study was conducted with cellular phone company, dealers, users and
has tried to identify that the marketing problems and prospects of
Banglalink .This research work is the marketing problems and prospects
of Banglalink for this reason the other marketing activities of Banglalink
it helps too. However in this research study, it has been tried to cover the

marketing activities of Banglalink around Bangladesh.

1.8. Methodology of the study:

To conduct the study, primary data were collected through personal

interview with a structured questionnaire.

To measure the marketing problems and prospects of Banglalink in
Bangladesh, a scale was formed similar to Likert-five points scale, where
the number 1 indicates ‘strongly disagree’ and the number 5 indicates
‘strongly agree’. In this study the different types of questionnaire was

used for collecting the data and information. The following rules were

followed in this regard.
1.8.1. Sample population:

In this study, our sample population of interest consisted of all the users

of Banglalink dealers of Banglalink and the company of Banglalink.

1.8.2. Sample:

Sample is a part oOf portion of whole population which is selected
purposively. Moreover, in this study samples are selected from company,

dealers and users of Banglalink .
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1.8.3. Sample Area:

Data were collected from Dhaka, Rajshahi, Rangpur and Nilphamari this
04 (four) districts.

1.8.4. Sample size:

The sample size is enough and representative. For this research work a
unit of 500 samples was taken. Sample units are cellular phone
Company of Banglalink 01, dealer of Banglalink 09 and users of
Banglalink 490.

1.8.5. Sample selection method:

For this study cluster sample was used. Moreover, cluster sampling has

been used as sample selecting method.

1.8.6. Data collection method:

In this study questionnaire method has been followed for data collection.
Personal interview and telephone ‘nterview have been followed for data

collection. Data also have been collected from the secondary sources.
1.8.7. Preparation of questionnaire:

Questionnaire is the set of questions that have been fixed earlier on the
basis of which the respondents give the answer of the questions. The

questionnaires Were prepared carefully.

Especially wording of the questionnaires was emphasized because the
clear answers depend on the clarity of the questionnaires. At the time of
preparing question the word of the question was selected carefully and

the sequence of the list of the question.




11

1.8.8. Pre-test of the questionnaire:

Pre-testing means testing of the questionnaire on 2 small sample of
respondents for the purpose of improving the questionnaire by identifying
and eliminating potential problems. The sequence of the questions has
been changed after pre-testing. It was reformatted and layout of the
questionnaire according to the respondents who participated in the pre-

test.
1.8.9. Data collection sources:

Data collection is a very much important for any type of research of
telecommunication sector. In this study data have been collected from

primary and secondary sources
1.8.10. Data analysis and interpretation:

For data analysis and interpretation some statistical formulae and

Microsoft Excel software were used.
1.9. Limitation of the study:

Problems that once arisen during the research the researcher should state
much limitation to provide the reader with insight into special conditions

pertaining to the work. The limitations of the study are given below:

1.9.1. Time limitation: Enough time was not available to perform this
research. Banglalink has a lot of customers and it covers a lot of areas. So
for the lack of times it was not possible to cover huge customer and huge
area of Dhaka, Rajshahi, Rangpur and Nilphamari. If time would be

mote, it could be covered more customers and more arca especially the

rural areas.

D- 36%7




)

A

12

1.9.2. Monetary limitation: Lack of money it was difficult to bear the
expenses of such research work. It was faced the shortage and hindrance
of money to do this research work. Because the expenses of traveling
different areas or appointing workers to perform the activities to complete

this program are so high. This is not affordable, So it was difficult to

collect all necessary information,

1.9.3. Insufficient related study: There is no sufficient and specific
study on the issue. If there would be sufficient studies then it would be
possible to get huge information which would make the study more
effective. Although some information was obtained, it was inadequate

which a great limitation.
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Chapter-2

2.1. The history of the telephone:

The telephone or phone is a telecommunications device which is used to

transmit and receive sound (most commonly voice and speech) across

distance. Most telephones operate through transmission of electric signals

over a complex telephone network which allows almost any phone user to

communicate with almost any other.

An elementary telephone system consists of two elements:

For each subscriber, the system must contain the equipment
necessary to convert sound to electrical signals and back. This
equipment is called the "telephone” and allows users to speak and
hear each other. Most telephones are in two parts: The handset is a
handle containing the transmitter and receiver. The base contains a
dial to initiate a call and a bell or other signaling device to notify
the user of a telephone call from another user. Some telephones
have more or fewer parts, and some don't have this kind of
integrated handset.

The system must connect the two or more telephones together.
Historically, and still usually, this is by means of twisted pair

telephone line, and usually via the worldwide telephone network or

PSTN.

2.2. A timeline of the history of the telephone:

1849-1875

1849 Antonio Meucci demonstrates a device later called a

telephone to individuals in Havana. (It is disputed if this is an
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electric telephone, but is said to involve direct transmission into the

body.)

1854 Charles Bourseul publishes a description of a make-break
telephone transmitter and receiver but does not construct a working

instrument.

1854 Antonio Meucci demonstrates an electric voice operated
device in New York, but it is not clear what kind of device he

demonstrated.

1860 Johann Philipp Reis demonstrates a make-break transmitter
after the design of Bourseul and a knitting needle receiver.

Witnesses said they heard human voices being transmitted.

1861 The German Philipp Reis manages transfer voice electrically

over a distance of 340 feet, see Reis' telephone.

1864 In an attempt to give his musical automaton a voice,
Innocenzo Manzetti invents the 'Speaking telegraph'. He shows no

interest in patenting his device, but it is reported in NEwspapers.

1865 Meucci reads of Manzetti's invention and writes to the editors
of two newspapers claiming priority and quoting his first
experiment in 1849. He writes "I do not wish to deny Mr. Manzetti
his invention, I only wish to observe that two thoughts could be
found to contain the same discovery, and that by uniting the two
ideas one can more easily reach the certainty about a thing this
important." If he reads Meucci's offer of collaboration, Manzetti

does not respond.

1871 Antonio Meucci files a patent caveat (a statement of intention

to patent).
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1872 Elisha Gray founds Western Electric Manufacturing
Company.

1872 Prof Vanderwyde demonstrated Reis's telephone in New
York.

July 1873 Thomas Edison notes variable resistance in carbon
grains due to pressure builds a rheostat based on the principle but

abandons it because of its sensitivity to vibration.

May 1874 Gray invents electromagnet device for transmitting

musical tones. Some of his receivers use a metallic diaphragm.

December 29, 1874 Gray demonstrates his musical tones device
and transmitted "familiar melodies through telegraph wire" at the

Presbyterian Church in Highland Park, Illinois.

2 June 1875 Alexander Graham Bell transmits the sound of a

plucked steel reed using electromagnet instruments.

1 July 1875 Bell uses a bi-directional "gallows" telephone that was
able to transmit "indistinct but voicelike sounds" but not clear
speech. Both the transmitter and the receiver were identical

membrane electromagnet instruments.

1875 Thomas Edison experiments with acoustic telegraphy and in
November builds an electro-dynamic receiver but does not exploit

it.

1876-1878

11 February 1876 Elisha Gray invents liquid transmitter for use

with a telephone, but does not build one.
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14 February 1876 (about 9:30 am) Gray or his lawyer brings t0 the
Patent Office Gray's caveat for the telephone. (A caveat was like a
patent application without claims to notify the patent office of an

invention in process.)

14 February 1876 (about 11:30am) Bell's lawyer brings to the
patent Office Bell's patent application for the telephone. Bell's
Jawyer requested that it be registered :mmediately in the cash

receipts blotter.

Two hours later Elisa Gray's caveat was registered in the cash
blotter. Although his caveat was not a full application, Gray could
have converted it into a patent application, but did not do so
because of advice from his lawyer and involvement with acoustic

telegraphy. The result was that the patent was awarded to Bell. [1]

7 March 1876 Bell's US patent 174,465 for the telephone is

granted.

10 March 1876 Bell transmits speech "Mr. Watson, come here, 1
want to see you." using a liquid transmitter described in Gray's

caveat and an electromagnetic receiver described in Gray's July

1875 US patent 166,095.

16 May 1876 Thomas Edison files first patent application for
acoustic telegraphy for which US patent 182,996 was granted
October 10, 1876.

10 August 1876 Alexander Bell makes world’s first long distance

telephone call between Brantford and Paris, Ontario Canada.

October 1876 Thomas Edison tests his first carbon microphone.




o
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. 20 January 1877 Edison "first succeeded in transmitting over wires
many articulated sentences” using carbon granules as a pressure
sensitive variable resistance under the pressure of a diaphragm

(Josephson, pl43).

. 30 January 1877 Bell's US patent 186,787 is granted for an electro-
magnetic telephone using permanent magnets, iron diaphragms,

and a call bell.

. 4 March 1877 Emile Berliner invents a microphone based on
"oose contact" between two metal electrodes, an improvement on
the Reis telephone, and in April 1877 files a caveat of an invention

in process.

. 27 April 1877 Thomas Edison files telephone patent application.
The US patents (474,230, 474231 and 474,231) were awarded to
Edison in 1892 over the competing claims of Alexander Graham
Bell, Emile Berliner, Elisha Gray, A E Dolbear, ] W McDonagh, G
B Richmond, W L W Voeker, ] H Irwin and Francis Blake J t.[2]

Edison's carbon granules transmitter and Bell's electromagnetic receiver
were used, with improvements, by the Bell system for many decades

thereafter (Josephson, p 146).

. 4 June 1877 Emile Berliner files telephone patent application that

includes a carbon microphone transmitter.

. December 1, 1877 Western Union enters the telephone business

using Thomas Edison's superior carbon microphone transmitter.

. January 1878 First North American telephone exchange opened in

New Haven, Connecticut.
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4 February 1878 Thomas Edison demonstrates telephone between
Menlo Park, New York and Philadelphia, a distance of 210 km.

14 June 1878 The Telephone Company Ltd (Bell's Patents)
registered, London. Opened in London 21 August 1879 - Europe's

first telephone exchange.

September 12, 1878 The Bell Telephone Co. sues Western Union

for infringing Bell's patents.

1879-1919

Early months of 1879 The Bell Telephone Co. is near bankruptcy
and desperate to get 2 transmitter to equal Edison's carbon

transmitter.

1879 Bell merges with the New England Telephone Company to
form the National Bell Telephone Company-

1879 Francis Blake invents a carbon transmitter similar to Edison's

that saves the Bell company from extinction.

2 August 1879 The Edison Telephone Company of London Ltd,
registered. Opened in London 6 September 1879.

10 September 1879 Connolly and McTighe patent a "dial"
telephone exchange (limited in the number of lines to the number

of positions on the dial.).

1880 National Bell merges with others to form the American Bell

Telephone Company.

1882 A telephone company --ai American Bell affiliate-- is set up

in Mexico City.
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1885 American Telephone and Telegraph Company AT&T is
formed.
1886 Gilliland's Automatic circuit changer is put into service

between Worcester and Leicester allowing for the first Operator

dialing allowing one operator to run two exchanges.

13 January 1887 the Government of the United States moves to
annul the patent issued to Alexander Graham Bell on the grounds

of fraud and misrepresentation. Bell remanded for trial.

1889 AT&T becomes the overall holding company for all the Bell

companies.

November 2, 1889 A. G. Smith patents a telegraph switch which
provides for trunks between groups of selectors allowing for the
first time, fewer trunks than there are lines, and automatic selection

of an idle trunk.

10 March 1891 Almon Strowger patents the Strowger switch the

first Automatic telephone exchange.

30 October 1891 The Strowger Automatic Telephone Exchange

Company is formed.

3 May 1892 Thomas Edison awarded patents for the carbon

microphone against applications lodged in 1877.

3 November 1892 the first Strowger switch goes into operation in

IaPorte, Indiana with 75 subscribers and capacity for 99.

27 February 1901 United States Court of Appeal declares void

Emile Berliner's patent of the Bell telephone system

1915 Vacuum tubes used in coast-to-coast telephone circuits.
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25 January 1915 First transcontinental telephone call, with Thomas
Watson at 333 Grant Avenue in San Francisco receiving the call
from Alexander Graham Bell at 15 Day Street in New York
City.[1]

1919 AT&T installs the first dial telephones in the Bell System, in
Norfolk, Virginia. The last manual telephones in the system were
not converted to dial until 1978 when the last of the first bell

phones were no longer made.

1927-2007

1927 First public trans-atlantic phone call (via radio)

1935 First telephone call around the world.

1941 Touch Tone dialing introduced for operators in Baltimore,
Maryland

1946 National numbering plan (area codes)

1946 First commercial mobile phone call

1946 Bell Labs develops the germanium point contact transistor

1947 December, D. H. Ring, a Bell Labs engineer, proposed

hexagonal cells for mobile phones.

1948 Phil Porter, a Bell Labs engineer, proposed that cell towers be
at the corners of the hexagons rather than the centers and have
directional antennas pointing in 3 directions.

1951 Direct Distance Dialing (DDD) first offered at Englewood,
New Jersey, to 11 selected major cities across the United States;

this service grew rapidly across major cities during the 1950s
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1955 The laying of trans-Atlantic cables began

1958 Modems used for direct connection via voice phone lines
1960 ESS-1

1961 Touch-tone released to public

1962 T-1 service in Skokie, Illinois

1960's Bell Labs developed the electronics for cellular phones.
1970 ESS-2 electronic switch.

1970 Modular telephone cords and jacks introduced

1970 Amos Joel of Bell Labs invented the ncall handoff" system

for "cellular mobile communication system"

1971 AT&T submitted a proposal for cellular phone service to the
FCC.

1973 April 3, Motorola employee Martin Cooper placed the first
hand-held cell phone call to rival Joel Engel, head of research at
AT&T's Bell Labs, while talking on the first Motorola DynaTAC

prototype.
1975 Last manual telephone switchboard in Maine is retired

1978 Bell Labs launched a trial of the first commercial cellular

network in Chicago using AMPS.

1982 FCC approved AT&T proposal for Advanced Mobile Phone
Service (AMPS) and allocated frequencies in the 824-894 MHz
band.

1982 Caller ID patented by Carolyn Doughty, Bell Labs

1987 ADSL introduced
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. 1990 Analog AMPS was superseded by Digital AMPS.
. 1993 Telecom Relay Service available for the disabled
« 1995 Caller ID implemented nationally in USA

. 2002 Antonio Meucci was recognized as the first inventor of the
telephone by the United States House of Representatives, in House
Resolution 269, dated 11 June. The Parliament of Canada retaliated
by passing a bill recognizing Canadian immigrant Alexander

Graham Bell as the only inventor of the telephone.
+ 2005 Mink, Louisiana gets phone service (Last in the USA)

« 2004 VoIP created

2.3. Digital telephony:

The Public Switched Telephone Network (PSTN) has gradually evolved
towards digital telephony which has improved the capacity and quality of
the network. End-to-end analog telephone networks were first modified in
the early 1960s by upgrading long-haul transmission networks with T1
carrier systems. Later technologies such as SONET and fiber optic
transmission methods further advanced digital transmission. Although
analog carrier systems existed, digital transmission made it possible to
significantly increase the number of channels multiplexed on a single
transmission medium. While today the end instrument remains analog,
the analog signals reaching the aggregation point (Serving Area Interface
(SAI) or the central office (CO) ) are typically converted to digital
signals. Digital loop carriers (DLC) are often used, placing the digital

network ever closer to the customer premises, relegating the analog local

loop to legacy status.
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2.4. Wireless phone systems:

While the term "wireless" in this context means radio and can refer to any
telephone that uses radio waves (such telephones have existed since 1915:
see "Hello, Hawaii, How Are You?"), it is primarily used for cellular
mobile phones. In the United States wireless companies tend to use the
term wireless to refer to a wide range of services while the cell phone
itself is called a mobile phone, mobile, PCS phone, cell phone or simply

cell with the trend now moving towards mobile.

The changes in terminology is partially due to providers using different
terms in marketing to differentiate newer digital services from older

analog systems and services of one company from another.

2.5. Cordless telephone:

Cordless telephones, invented by Teri Pall in 1965, consist of a base unit
that connects to the land-line system and also communicates with remote

handsets by low power radio. This permits use of the handset from any

Nowviiiain

location within, range, of the base. Because of the power required to

—_———— -

Study of Performance”. The main objective of the study was to evaluate the
comparative progress of sample banks during the period of nationalization
and denationalization with special reference to (a) equity position (b)
deposit mobilization (c) loans and advancement position (d) liquidity
position (e) investment position (f) branch expansion, and (g) profit
earnings. The data for the study were collected from secondary sources. The
paper is equipped with statistical data and scientific analysis. The paper
ends with some policy implications. Although the paper is not based on
HRM and yet, it can serve as a background material for our work, since the

paper is rich from statistical point of view and indepth analysis.

Kabir and Hossain (2000) in their article on “Banking Sector Reforms in
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ecipline and Management”,
























































































































































































































































































































































































































