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INTR ODUCTION - A SWEDISH PERSPECTIVE 

Th e e c o nomi c int e grati o n o f h'e st e t,n Eur o pe is an issue 

c nt r al t o th e ~e l f a r e o f all Eur o pe an c oun t r i e s, in c lud­

in g Swe d e n . l n 1985 , 70 pe r cen t o f Swede n ' s t o ta l 

commodity e x ports we r e t o We s te rn Eur o pe . If we break 

d o wn the figures as be twee n the EEC and EFTA c ountries , 

47 pe r c e nt o f a gg r egate e x por t ~e n t t o t he EEC and just 

u nd e r 20 pe r c ent t o EFTA. 

Si nce t he n, th e d omi nance o f the Common Ma rk e t has in ­

c r ea s e d with the add ition, in 1986 , of Spain and Portu ­

gal . We st e rn Eur o pe i s als o domin a nt on the imports side, 

and acc oun te d in 1985 f o r 72 per c e nt o f our imp orts . The 

EEC countri e s o c c upy a st i ll strong e r positi on , with 54 

pe r cent o f imp orts as c ompar e d wi t h EFTA' s 16 , 5 per 

ce nt . 

The tr e nds in wo rld t r a de ca n e as i ly lead t o th e dis ­

miss a l o f Eur o pe , as suffe ring fr om sta gnati on, rigidity , 

and un e mpl oyment . In th e mid 70s, the Middle East app e ar ­

e d t o be an i ns a t i abl e ma rk e t . Th e gro~th rates no t e d in 

t he Pa c ific regi on hav e e x e r c is e d a stro ng attrac tion . 

Th e do llar, s o su pe rstrong ove r su c h a pe ri od of time, 

c r eat e d ex pe ctati ons o f a firm f oo th o ld on the North 

Ame ri c an co n t in e nt . 

The e xtra - Eur o pe an ma rk e ts may flu c tuat e , up and down . 

The broad bas e s o f s~e dis ~ f o r e gin tr a d e is , and must 

r e mai n, We st e rn Eur o pe . Fr om t he s tand po int o f trade 

po li c y , n o th i ng is mo r e im po rtant th a n our r e lati o ns with 

th e EEC and EFTA countr i e s - in that ord e r . A me eting of 

this kind is th e r e f o r e o f maj o r im po rtanc e also in the 

Swe d is h pe r s pective . Th e pr o bl e ms in vo lv e d in increas e d 

e conomic i nt e grati on ar e ma ny. 



The abolition of duti es is not the same as free trade , 

since trade bar r ie r s can assume a wide range o f forms, 

both open and concealed, which ind eed persis t within the 

EEC . It is this insight that lies behind the EEC White 

Book , which p r ovides a pro gramme f o r how a r ea l internal 

market ca n b e created by the twelve member nati ons by 

19 92 . 
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The EEC ha s estimated that trade barriers put an additio ­

nal 5 - 10 pe r cent o n the price o f internal trad e . If 

industry in the EEC count r ies can avoid t he se costs, it 

will greatly imp r ove its compe t itivenes s . 

Fo r a number o f years now, the coordination of trad e 

policy has been p r oceeding slowly, and not much has 

happened . Fol l owing , howeve r , the Luxembour g Decla r ation, 

an d with a ne~ state o f affa i rs in Brussels , a wh o le lot 

has started to happen , and further progress is envisaged . 

1'HE BRAKE APPLIED BY OUR NATJ ONAL BUREAUCRACIES 

I t is only natu r al that such comp l icated questions as 

fr o n tie r controle and technical tr a d e barriers should 

take time to handle . Much , h o~eve r , is du e to a lack o f 

will , not at the politically r esponsib l e ministerial 

l eve l , bu t in the national authoriti e s which a dministrate 

the trade bar r iers . The recently c o ncluded negotiations 

o n the introductio n i n tl 1e EFTA c o untrie s o f a j oi nt , 

simplifJed cust o ms pr o c e dure constit ut e one example in 

whic h the interests o f the Sw e dish cus t oms control autho ­

riti es f o r 0xample J o ng militated agains t ou r e ff o rts t o 

int e grate . 

Another f iel d i n which th e EEC is conce rn e d that the EFTA 

co untr ies sh o uld pick up their f ee t is th e abo liti o n of 

t echnica l trade ba rr ie rs , where the n ex t it em o n the l is t 
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is harmonisation with the EEC's l ow - voltage rul es cov -

r ing , among othe r things , electrical consumer appliances . 

An area of collaboration t o which s~eden is concerned to 

accord priority is public tendering , which has also 

been given a prominen t place in the Luxembourg Dec lara­

tion, effo r ts to achieve collaboration in this particular 

field seem to h ave got bogged down . 

The EEC countries have a well - d eve l oped protectionist 

system of their own . Insofar as the EEC countries are 

prepared to open their public tendering to internati ona l 

competition , it will mainly be to the benefit of other 

EEC countries . There is little hope of any liberalisation 

in this field in the short term . Practically no under ­

standing whatsoever is eviden t for the idea of more ope n 

public tendering . 

THE RULE S ON PRODUCT LlABII . ITY CA ENTAIL NEW TRADE 

BARRl~RS 

It is not just a question o f eliminating old trade 

barriers, but also of preventing new barri e rs . After many 

years o f in~estigation , the EEC is in process of harmo ­

n ising its rules o n product liability . 

Experience to date in the Nordic , and also the EEC coun ­

tries sh o ws that far - reaching measu r es are required to 

eliminate technical barriers to tr a de . Within the EEC , an 

ef f o rt has been made to spee d up the process by the 

mutua l approval of natj ona lly dis crepant standards in 

cases ~here it has proved impossib Je t o arrive at any 

j oin t European standard . A cor r esponding form o f colJabo ­

r ation ca n aJso be trac e d as regards the mutua l approval 

of t es t r esu lts . 



IJ . POSSIBILIT IES AND PROBLEMS 0~ THE TE LECOMMUNICATIONS 

~1ARKET : A EUR OPEA N PRESPECT IVE 

J :\T fWDLll'T l ON 

Tele communications hav e their root s in the experiments in 

radi o transmission made during the 1 9 th century by am o ng 

others Marconi , in England. Sho rtly after that time , 

radi o communi c ati on , as we kn o w , be came a fundamental 

fa ct of life . In r ea lity, h owever, it was first when the 

importance of telepho ny became obviou s that the telecom ­

municati o ns prope r began to develop . The first telephone 

calls took place almost exactly 100 years ago . But it was 

well into the 20th century before teleph o ny became a 

marl~et . 

Even the t e lex has n o more than 30 - 40 years on the market 

b e hind it, d e spite the f act that it is n ow generally 

r e garded as a somewhat antiquated f o rm of communications. 

The e ntry o f televisi o n in the 19 50s had an imp o rtant 

educationa l e ffect . Peo ple ' s understanding of tel et rans­

mission increased . But it is on ly in the 1980s that 

television is being made rea l ly available as a means o f 

company c ommun ications , in that the practical handling of 

video equipment has become easie r. 

The existing tel ecom market still bears the characteris ­

ti cs o f its ea rly days . Telephony systems a r e o ft e n 

ma rk ete d primarily as large netwo rk systems . Ev e n today , 

o ur company exc hang e s connect t l e ph o nic messages to a 

f a r greate r exten t th a n data . 

Even now , in the mi d 1980s , nets are being expanded as 

macr o networ ks , eve n if the ma rk e t f o r loca l netw o rks has 

~egun to grow in r ecen t years . As yet , h owever, inves t-
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ments in t elecommunications networks ar e still d i ctated 

by majo r , often wholly over ridi ng econ omic considera­

tions . Telecommunications constitut e a fundamental struc ­
tu r e . 

One can also ask how far the devel o pm e nt at large or 

t e l ecommu ni cations in the 1980s is demand driv en o r tech­

nology dri ve n . We shall r e turn t o this i mpo rtant question 
l ate r on . 

PRODUC ERS ON TH E TE LECOMMU NICATI ON S MARKET 

One can note that, on the telec ommunications ma r ket , 

large , he avy systems f o r telephony , with supplementary 

f unctions for data , are still being sold . This is parti ­

cularly true if we c ons i de r the market outsi d e the highly 

d e vel o pe d indust r ial c o un tries . 

Th e ne w pr oducing pa rt ie s o n the ma rk e t are by way or 

be ing i) com put e r c ompani e s , ii) l a rge use r c ompanies who 

hav e a c quired an exc e ss capacity for va r io us reasons . 

Th e n th e re are th e s a t e llite c ompa ni e s , whic h are still 

domi nat e d by TV int e r e sts . 

The ma j ority o r th e s e vari o us parti e s o pe rate with tele­

c omm un icati ons as hea vy basic res o urc e s in the ir supply 

or pr oduct . Telec omm uni c ati ons pr oducts are n o t ye t sol d , 

so to spea k , " ove r th e c ounte r ". 

Alth o ugh nume r ous countri e s have int e r e sts i n the pr oduc ­

ti on o f t e l e c ommu n ica ti ons n e tv.: o l~ks , th e t-vo rld market is 

domi nat e d by a r e lat ive ly small numbe r of v e ry large 

com pa ni e s . A buy e r wishing to e xpa nd his basic t el e ph o ny 

- with suppl e me ntary f uncti ons f o r data - ca n obtai n , 

f ai r ly e asily , an ove rvi e w o f the nu mbe r o r serious 

pr odu ce rs . This is no t to i mply that it is eas y t o ch oose 



- f'e1v products are as t ec hn i ca lly and fun c ti on ally comp ­

l icated as tel ecom syst em s . 
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The d omina nt rroduccrs are thus , as yet , f ai rly easy t o 

count , and t hey arc aJl ve ry large - scale compa nies . Th e r e 

arc three main r easons f o r this . 

- Th e pr od ucti on o f today 's t elecommun ications syst em s 

is ext r eme ly c omplica t ed . Co nsid e rable kn ow -h ow has 

be e n nec e ssary in order to build up a pr oduction capa ­

ci t y in this fi e ld . It has been necessary t o gath e r in 

kno~ - how fr om very wide areas , in o rd e r t o survive o n 
today ' s ma r ket . 

- Deve l opme nt costs for the transiti o n fr om electr omecha ­

ni ca l t o electro nic pr oduct technology have been , and 

still are , very high . Ve ry f ew companies have been able 

to a ff o rd it . 

- The ma rk e tin g of tel ecom systems has pr oved to have 

increasingly many f acets . The p r ope rt ies o f the pr o ­

du c ts are r eflected i n the ma rk e t ; mul ti -functi onal 
sales e ffo t~ts . 

Deve lopment on th e pr oducer side is not static . On th e 

con trary , the production o f telec ommunications netwo rks 

is characte r ised by clear e ff orts t o wa rds concen trati on . 

The r eason f o r th is is above all the great requir eme nt as 

r ega rds r e sources that we mentione d above , f o r the 

deve l opme nt o f th e pr odu c ts an d the ma rk e ts . Government 

invo l vmen t i n th e va r ious c ount r ies concerned has cont ri ­

buted to t his proces s o f concentra t io n . 



THE DEMAI\'D ON THE PART OF BUYERS 

Until the 1970s , the buyer side as r egar ds telec omm uni ­

cations n e two rks dis played similar charac teristi cs . The 
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d om i nan L buyer s h . e r e L he m a j o r p u b 1 i c ad m i n i s t r a t i on s and 

configu r ations of companies in the most highly devel ope d 

indust r ial countries . Again, we find similarities bet~een 

the actual products and the behavi our of users . Large 

telecommunications netwo rks were bo ught by the big public 

us e rs, wh o often handled their tendering in a rati onal 
mann e r . 

The products procured were initially relatively complete 

telc om systems , with well - defined technical properties . 

Tendering , h01vever , acquired , more and mot~e freq e untly 

purely national aspects , and consideration was paid to 

othe r fact o rs than just price and performance . This trend 
has con Li nue d . 

Ne1"'' types o f' buyers are now appearing . These are smaller 

c ompanies with a limit ed dema nd in terms o f volume . The 

market is bec oming more multi - facetted, with sales both 

in specialist sh o ps and at " supermarkets " . 

Howeve r , the expanding supply of telec om product s is 

making life steadily mo re difficult f o r the buyers . Con ­

stantly ne w systems models and product pr o pe rties are 

d ema nding eve r more competent buyers . Am ong the buyers , 

too , the need f ·o r training is increasing . The public 

buy e rs are being faced with d e mands f o r greate r flexi­
biJity . 

The qu e sti o n is no w often raised of whethe r the r apidly 

increasing supply of t e l ecom possibiJities is dictated by 

an equally rapid increase in the d eman d . Some experts are 
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n o w warning against an overexpansion of telecom capacity . 

Increasingly capable earthbound networks are r un n ing i n to 

mo re evident competition fr om the satellites . How great 

is th~ buyers ' real demand? What applications will be 

increasing in importance? Video confer e nces, data traf­

f ic , telephony, videotex etc .? 

NEW TYPES OF PRODUCT 

Today's telecom products are tending to acquire an in ­

creasing strategic importance, in that they help to guide 

the buye r's communications flow . The exchanges now being 

installed are placed lor the most part at the heart or 

the company's contact system . Exchanges that handle, on 

an equal looting, sound , visuals and data, will be seen 

to an increasing extent as the r ea l epicent ra of the 

company . 

Today 's telecom systems are still often being configured 

to handle, lor the most part , telepho ne , quite simply 

beca use this is whe r e the demand is greatest . But the 

situation is changing . 

Data communications and othe r digital applications are 

increasing in volume , and new services l o r lull - range 

transmission are beckoning round the corne r . 

Telecom products are also structurally in1portant l o r the 

purchasing c o mpanies . Given today ' s and above all to­

mor r ow ' s types or telecommunications, a wealth or dj]]e ­

r en t company structures can be r ealised . The efficiency 

of centralisation can be handled as easily as the accessi ­

bil ity offered by decentralisation. 

What are the characteristics of today ' s telecom products? 

Let us try to indicate some or them . 
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- Products are based on steadily more sophisticated digi ­

tal electronics . The d ependence of the pr o ducers on 

highly qualified suppliers is thus increasing . Howev e r, 

the extremely high r esea rch costs involved in the pro­

duction of microcircuits and memories is leading to a 

smaller and smaller number of the suppliers of these 

elements finding their ope rati on profitable . 

- As yet, no limit can be seen to the increases in tech­

nical performance that the electronic elements in our 

systems can handle . 

Integration betwee n various terminal and other user 

equipments is becoming easie r. To an increasing extent, 

modern systems are technologically " equa l" for diffe ­

rent types of users . 

- The en d usage of telecom products is being facili ­

tated . Increasingly easily accessible systems are being 

supplied , with the aid o f state - o f-the-art software 

technology , su c h as AI and expe rt systems . The concept 

of " user - orientation " is heard ve t,y fr e quently . 

- The large telecom net~orks are becoming still lar ge r, 

and the small still smaller . Nationa l networks are 

being supplemented to an eve r-incr ea sing extent by 

corporate networks . At the same time, links are being 

installed between offices and workshops , ofte n in the 

f o rm of off -the-peg l oca l netwo rks . 

- A certain incompabjlity stil l exists between network 

systems fr om differe nt suppliers . This applies in par ­

ticular to the products of the "local network" type, 

an d their connection to the large r netwo rks . Howe ver , 

understanding o f the impo rtance o f adapti ng to the 

relevant standards is clearly increasing . 
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- Today's t e rminals are be coming increasingly flexible. 

Th e y can be linked in many ways into different types of 

n e t wo rk . PCs wo rk alternately as sophisticated t ermi ­

n als , a nd as l oc al wo rkstati o ns. 

- In c r e a s ingly s o phisticated software functions at the at 

the us e r level are included in the network products, 

e .g. s o phisticated data security, va r ious types of 

a c c e ss to data bases etc . 

THE PRESEN T TELECOM MARK ET 

The d i v e rsificati o n o n the product side that we have 

already mentioned is ba s e d on a br o adened d e mand . In ­

creas i ngly acc e ssible syst e ms have, at the same time, to 

be incr e asingly effi c i e nt . This o ft e n in vo l v es walking on 

a t e chn o l ogical tightrope . It is a chall e n ge to the 

pr odu ce r s ; at th e same t ime , howeve r , an i ncr easingly 

s oph is t icat e d t ech n o l ogy is av a ilabl e f o r th e s o luti o n of 

th e s e pr o bl em s . 

The re s ee ms t o b e a ce rtain diff e r e n ce in ch a nge of 

d e mand bet~ee n l oc al proces sing c a pa c ity and l o ng - di st an­

c e comm unicati o ns. It may be po s s ibly s o that the f o r me r 

in c r e ases mo re r ap idly than the latt e r. The supply will 

most certainly b e ca pa ble of cat e ring f o r both, but a 

ce rtain supe rflu i ty o f products may e x e rt itsel f as re­

gards the oppo rtuniti e s f o r l o ng - dist a nce c ommunicati o ns . 

De spite this , n ume r o us n e w e nterpris e s are curr e ntly 

bei ng e stabljshe d , n o t l eas t relat ive t o o pp o rtuniti e s 

f o r l o ng - r a nge communi c ati o ns . Th i s ha s its parti c ular 

r ea s o ns . 
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A de - mo nop o lisation o f telecommunications ha s t aken p l ace 

in a large numbe r of telecom-conscious countries du r ing 

the past f ive years . Yesterday's strict monopolies have 

be e n d e - r e gulated in terms o f r esponsibility . In several 

cases , the ownership structure has also been exchanged, 

it has been "privatis e d" . In s eve ral count r ies , f o r 

example the UK and Japan , this has proved conside r abl y 

more profitable than expected , as r ega rds the moment a n­

eous s ale s r esults achieved in connection with privatisa ­

tion . Such re - o rganisat i on s have introduced new compa ­

ni es in th e marketplace , in that the big , o r iginal mono ­

polies have been split up . Also, these measures have 

inspi r ed othe r compan ies t o rego rganise and establish 

themselve s al o ngs ide . 

A furthe r factor is that techn o l o gical development pre ­

cise l y during the 1980s has int r oduced satellite c ommun i­

cations as a r eal market possibility . The increased inte ­

r est in satellite TV , particularly in Europe , has played 

a major r ole here . H o~e ve r, the sat e llites naturally 

permit o th e r communications than just TV . In ma ny places , 

it is expecte d that data tra f fic will be able to "fill 

the gap" v.·he n sat e llites are n o t fully occupied l.V ith TV 

traf f ic . The compet ition vis - a - vis th e established mo no ­

polies is increasing . 

As a re s ult the r e are n o w at least six types o f actors on 

th e Eur opean tel ecom market : 

Remaining actual monopnli~s (su c h as the Swedis h 

Telecommunications Administrati o n) 

The s i nce l o ng esta blish e d European tel ecom companies 

(Eri csso n , Philips , S ieme ns etc . ) 

- The privatised f o rm e r mo nopolies (such as Britis h 

Telec o m) 



Ne w companies and configurations (such as Mercury and 

Alcatel) 

Extra - European companies that try very forcefully to 

b r e ak into this market (certain maj o r No rth American 

and Japane se telec o m c o mpanies etc . ) 

- Companies offering radio link and satellite 

c ommunications (incl . many TV satellite companies) . 
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The products and communications services that these com ­

pani e s offer in aggregate are extr e me ly br o ad in scale. 

Gi ve n such a devel o pment , we can say without any d o ubt 

th a t the c om petition has t o ughened lately . 

In this t o ughening c ompetitive climate, the b a ttle for 

the cust o me rs is intensifi e d . In s o me c o untries, this 

finds reflection in the pr ima rily e mployme nt - motivated 

p o ssibility of state subsidi e s for c e rtain typ e s of 

d e als . Nu me r o us diffe rent f o r ms of su p p o rt a re tri e d . 

Co ns i derati o ns of prestige are t a k e n into a c c o unt . 

Th e rul e s ar e b e nt . It is mo st o ft e n, it is s a id , a 

qu e sti o n of pr o t ec ting th e a c tive and increa sing e mploy ­

me nt that the tel ecom indu s tri e s can c r e ate . Co ntracts 

with vari o us strings atta c h e d are em pl oyed , and barter 

d ea ls are n o t unc ommon . 

In o ur vi e w, this must be r ega rd e d as unf o rtunate. If it 

is to be p os s i ble to d eve l o p tel ecommunicati o ns into an 

expansive and pr o fitable o p e rati o n , th e n the Eur o pean 

ma rket und o ubt e dly n eeds its d e cks c-l e a t~ in the pr e s e nt , 

e arly st a g e s . Co n cealed subs i di e s a nd diffe r e nt type s of 

com p e n s ati o n s imp ly hind e r the s o und d eve l opme nt of the 

ma rket . 

Th e r e spe ct acc o rd e d to c urr e nt st a ndards is not. t o day, 

c o mplete . An example is pr o vided by the probl e ms su r-



r o unding videot e x . Fr a n c e , with its su cc ess ful Teletel ­

/ Minit e l systems seems utte rly unintereste d in adapting 

t o th e general Eur o p e an CEPT standard . 

Altho ugh th e wo rk o f st a ndardisati o n is pr o ceeding in 

mo st cas e s with great energy , we still find examp l e s o f 

pure lip s e rvices. Fin e words are forthcoming on the 

principles involv e d , while other types o f deals are en ­

tered o n the sid e . 

THE TELECOM MARKET OF THE FUTURE 
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The telec om market finds itself at the pr e sent moment in 

a period of int e nsive d evelopment, and is correspo ndingly 

difficult to assess . 

First o f all, it is obvious that the market is bec omi ng 

more i nt e rnati o nal . The big n et~ork systems n o w hav e a 

technical pe rfo r ma nc e that extends in a natural way a ­

cr o ss the nati o nal fr o nti e rs . For th e small netw o rks , 

with thei r link e d - i n t ermina l stati o ns , it is f undam e nt ­

ally a question of being able to communicate , from time 

t o time , wi th parties outside the local envir o nment . And 

th e c ust ome rs have begun to speak o ut more l o udly . 

Integration o n the product side can be expected to c o nti ­

nue . So far as we kn ow today , the purely technical gene ­

rality of the microcircuits with which mode rn telec o m 

systems are bujlt have no l i mits . It is the r efore p o ssib ­

le to compete with a steadily in c r ea s e d fl exi bility and 

adaptabi lity within th e system s , not o nly with incerased 

ef fi cienc y o n the part o f the commun i ca ti o ns possi bili ­

ties . 
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This int egration o n the product side is leading to the 

complete abolition of the old boundaries between th e 

c oncepts of "telecom systems" and "data systems" . Today 's 

t elecom products a r e built up largely of g e neral comput e r 

elements. 

Less clear, as yet, is the fact that this can have c o nsi­

derable organisationa l consequences within the companies, 

above all on the custome r side . What we re previously 

" Computer Divisions" and "Technical Liaison Cent r es" were 

entirely screened o ff fr om the companies Info rmati on and 

Publicity Divisions . The boundaries between the se types 

o f corporate unit can now be erased . The j oi nt need of 

efficient communications is leading to an eve r more clear 

attachment to the " Communications Division". This attach­

ment i s becomi ng at l east as interest for marketing and 

f o r internal, corporate information . And the ties betwee n 

communications and production are already obvious, giv e n 

the inc r ea sing automation that is a must in many compa ­

n je s . 

The inte rna l communication s functi ons within the company 

are becoming increasingly cen tral . This can have far­

r eaching organisationa l consequence s . The "t elecom compa ­

n ies " can f in d r eason to try to cooperate with companies 

in entirely different sectors, f o r examp l e whe n it come s 

just to pure marke ting, o r mas s communica ti on s . 

In addi ti o n , we can say that increasing internationa l 

cont.acts are becomi ng, more" a nd mo r e , an obvious reality 

to the p r oduci ng telecom compa ni e s . An intensive analysis 

of th e ope n ings for interplay betwe e n different ma rk e t 

g r o ups is unde r way . It is sometimes main t aine d that the 

ma rk e t f o r t elecom syst em s (including comput e r eq uip­

men ts) is o n its way to bec o ming the l a rge st ma rket in 

th e world . 
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The need f o r resources t o handle product development is 

increasing . Resear c h and developm e nt are claiming ever 

increasing shares o f the t o tal funds available to the 

telecom companies . To gi ve one example : in the electro ­

mechanical age , it cos t ar ou nd $ 10 million to develop an 

exchange system . In the analog area, the corresponding 

figur e was around $ 200 million . Today, the development 

costs of a digital exchange have risen to some $ 1 000 

million . 

In addition , we can expect a continuation of the trend 

that has already started towards a sale o f surplus capa ­

city by companies that do not themselves produce telecom 

systems . An increasingly intense competition is arising, 

as more or less occasional surplus capacities are sold 

off at marginal prices . 

Let us consider some current examples of the interplay 

between telecom companies: 

- New Alcatel has been f ormed by CGE and ITT 

- Philips and AT & T have form e d a consortium 

- Siemens and GTE are discussing collaboration 

Pl es sey and GEC in the UK have a collaboration, which 

they are concerned to intensify 

Olivetti and AT & T have a certain collaboration in 

ownership 

IBM and Ro lm have joined forces in regard to telecom 

product 

- Northern Telecom , Motorola and He wlett & Packard a r e 

now linked togethe r 

- Ericsson are "pursuing discussions " 1-\'it h European 

partners 

The big Japanese telec om compa nies have seve r a l 

collaboration agreements in Europe . 



No wonder that increasingly vast forces are coming into 

play, when business negotiations are started r egarding 

the t 2 lec om netw o rks of t omo rrow. 
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The r e is r eason, o n ce agai n, to emphasise that the market 

f o r the ever more sophistical netw o rks, of the ISDN 

(Int eg rated Services Data Network) type , has proved in 

recent years particularly difficult t o assess . A con­

sid e rable number o f s ophisticated analyses of development 

on this market are taking place . At the same time , there 

is an awareness that this market is particularl y funda ­

ment to telecommunicati o ns in the 1 99 0s . 

MEASURES TO EXPAND THE MARKET IN AN ECONOMICALLY 

INTEGRATED EU ROPE 

The ma rket f o r t elcom product s shows signs that are 

p r omi sing f o r the futur e . Europea n compa ni es sh o uld have 

a good chance of ho lding their own, o n the basis of th e 

le a d i ng p o sition they have been able to d eve lop at an 

early stage . 

But the compe tit ion is t oughe ning . It is th e r efore in ­

creasingly importan t that the marke t be characte r ised by 

fair play . The fund ame ntal e t icha l rul e s o f ma rk e ting 

have to be appl i e d. 

Wha t measure s , then , are important f o r expa nsion of the 

futur e Eui·o pean telec om ma rket? 

- An u nde rstanding f o r t elecom products has to be disse ­

minate d among conce ivable custome rs . 

- Training i n t e l ecom system s n ee ds to be expande d within 

c urr e nt e du c ati ona l prog r amme s . (With, f o r example , 



ex t ended furth e r trai ni ng in the use o f PC s , h o me 

terminals fo r educa ti o n, bank tr ansac ti o ns etc . ) 

A continued s t r uct ural r ationalisa ti on is expected 

am o ng the producers . 
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- The t elecom markets must be opene d up more to different 

types o f a ctors . The r esponsibility here lies with the 

industry itself and with the g ove rnments concerned . 

- The work o f st andardisation o n, abo ve all , interface s 

between different types o f s ystems has to be int e nsi­

fi ed . The OSI standard of f ers he r e a fundamental basis 

o n which t o stand . 

- A numbe r of existing barriers c r eated by trade policy 

must be bridged o r e limina ted as soon as possible . The 

int e rnational character o f telecom products can here 

prove itself an unc on ventiona l aid . 

- Collaborat ion o n basic r e search in r e lation to n e w 

t e l ecom e l e ments can be intensifi e d. Th e nati o nal r e ­

s ea rch programmes that ha ve be e n d e f ine d in r ecent 

y e ars in several Eur opean countries can b e broug ht int o 

an interplay , as r ega rds the l onge r - t e rm r e search . 

- Va ri ou s types o f stat e controls on marke t devel opment 

should be de c r eased . The steered t e nd e ring that , to 

date , has not infrequ e ntly been applie d o n agreements 

o n majo r telecom n etwo rks has to stop . Procuremen t f o r 

the needs o f th e public sector· is particularly impor­

tant as a setter o f principles . 

The struc tural revisi o n o f public pr odu ce r in t e r e sts o n 

the t e l ecom ma rket must be intensi f ie d . An increasing 

transiti o n to private ownership s ee ms natura l. ''C o rpo ­

rat i se" the r emai ning state mon o po l ie s i n Europe . 



18 

- The diss e minati o n of information relating to contacts 

with extra - European countries must be f aci litat ed . Set 

up jointly available data bases o n th e characteristics 

o f new ma rk et s . 

- Promote activities in line with the important work 

pe r form e d in the EUREKA context . The existing collabo­

rati o n on various projects within this framew o rk can 

suitably be expanded . 

- Define advanced demonstrat i o n projects r e lating to new 

tele - systems . Field s o f interest in this r egard can be, 

for example : 

* of f ice systems in coopera ti o n (withi n loca l n etworks) 

* distributed training systems 

* integration between payme nt syst em s with s ma rt ca rds 

(e . g . Bul l ' s Cf'8 card) and new point - o f - sale syst em s . 

Powerful d emonstrati o n s ystems f o r these and o th e r ty pe s 

of applications ca n prove important di sseminat o rs o f 

informa ti o n o n the opportu n i ti es afforded o n futur e mar ­

kets . Such measures can be take n both o n a nati ona l 

basis , and in collaboration betwee n different European 

partn e rs . 


