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ABSTRACT 

Improving Gamtel’s competitiveness through affordable,  

accessible and reliable broadband internet service in  

The Gambia telecom industry 

By Sarjo Khan 

The main purpose of this thesis is to analyse the current state of Gamtel less competitive 

nature in the telecom industry and therefore use its competitive advantage and core 

competencies to pursue and endeavour to invest on internet service provision mainly on 

broadband. 

With high expectations from the launching of the ACE, Africa coast to Europe submarine 

cable, the plan is to take the opportunity brought by this Landing station to significantly 

expand on its current broadband technology provision, which is DSL (digital subscriber line), 

CDMA 3G wireless broadband connection and Leased line connection. 

The growth in the sector is still encouraging between 8 to 10% and Gamtel is foreseeing to 

increase its already existing leadership in terms of market share on the internet segment or ISP 

internet service provider market. 

There is a high capital investment required for this project but funding could be obtain from 

banks and even state own corporation at better rates and also self-funding of over GMD 90 

million. 

The cash flow projections had shown a positive net present value (NPV) thus; indicating that 

this plan will is viable. 

With the three product categories, it is assume that the DSL and the CDMA 3G wireless 

broadband could be the cash cows whiles the leased lines connection for broadband which 

used to bring the biggest revenue in the data category will likely be going down, an impact the 

ACE project will brought along as the biggest customers from this service were the private 

ISP who now can connect direct to the ACE cable. 
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As the implementation of the ACE goes on prices are expected to further fall as bandwidth 

becomes cheaper and cheaper and volume or high quantity purchase of bandwidth starts to 

emerge thus economics of scale. 
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1. EXECUTIVE SUMMARY 

The main aim of this research as a business plan is to unveil and ideal and competitive 

approach to a successful turnaround for Gambia Telecommunications Company Limited in 

short “Gamtel” to regain its previous glory and become more competitive in this era of rival 

competition with many players in the telecoms market in The Gambia. Particular emphasis 

would be made in consideration of three key factors during this study as the main strategies 

perceived to be very essential if Gamtel has to get back on track and play a very competitive 

role in the provision or telecommunication products and services and broadband internet 

service in particular. “These are accessibility, affordability and reliability of broadband 

internet services”. 

The presumption is that this plan can serve as a platform or medium through which 

appropriate lessons and recommendations can be applied by the company with the required 

strategies and policies in more flexible terms, such that opportunities and challenges can be 

visualize as they approaches leading to timely and rationale implementation of plans and 

targets. 

An analysis of data relating to decisions and initiatives of the Company both at strategic and 

operational level that affect its market position and the competitiveness of its products and 

services in the market will be conducted.  

The strengths, weakness, opportunities and threats will be analyse and the porter five forces 

model, in order to be able to identify any risk associated with whatever policies or strategies 

the company may want to implement with regards to the provision of accessible, affordable 

and reliable broadband internet service in the country. 

Key issues to look at may also include: 

 Assessment of the current state of the economy and the company 

 Provision of a comprehensive industry analysis of the telecom sector and marketing 

strategy for the alignment of corporate goals with service delivery without compromising 

the three key elements for performance measurement and road to competitiveness 

 A thorough analysis and evaluation on the key motivational factor for the company’s 

investment in broadband internet service 
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 Statistics on broadband subscription in Africa at large compared to the rest of the world, 

hence showing the current opportunity in Africa as far broadband is concern and internet 

in general 

 Opportunities created by the new investment on the consortium of the Africa coast to 

Europe submarine cable 

 Provide a guiding principle for subsequent products and services when roll out in the 

market. 

 Provide a recommendation for revival of old products and services and how to handle 

new product development within the new business unit proposed to be created in Gamtel. 
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2. BACKGROUND AND MOTIVATION 

In this chapter I am going to look at the background information about the Gambia and its 

demographic, the history of Gamtel and Telecommunication industry in the country and ICT 

at large.  

2.1. Background Information of The Gambia 

The Republic of The Gambia, commonly referred to as The Gambia, is the smallest country 

on mainland Africa, surrounded by Senegal except for a short coastline on the Atlantic Ocean 

in the west. The economy is mostly dominated by the agricultural sector. It is endowed with 

no major mineral resource yet. About 70% of the populace relies on agriculture for their 

lively-hood in the form of growing crops and gardening or livestock which also contribute 

about 30% of GDP. Very few is done in the manufacturing sector, where as the service sector 

is growing especially the financial and the communication sectors. Small-scale manufacturing 

activity features the processing of peanuts, fish and hides (Wikipedia, 2012), whiles many 

more are coming up. In recent years there has been a shift to Cashew production as main cash 

crops as oppose to peanuts, as the government encourages diversification in the agricultural 

sector. 

The smallest country in Africa featured very tiny through Senegal as it follows the shape of 

the river Gambia has a population of 1.8 million people (CIA world fact book 2012).  

The Gambia enjoys a liberal market-based economy as envisage in the in its development 

blue-print “vision 2020”. "We want to transform the Gambia into a trading, export-oriented 

agricultural and manufacturing nation, thriving on free market policies and a vibrant private 

sector, sustained by a well-educated , trained , skilled healthy, self-reliant and enterprising 

population and in so doing bring to fruition this fundamental aim and aspiration of Vision 

2020."  

The Gambia maintained macroeconomic stability thanks mainly to strong growth in 

agriculture and telecommunication services supported by prudent monetary policy, structural 

reforms as well as technical and financial assistance from the development partners. 

Economic growth averaged 5.7 percent in the past three years. Consequently, per capita GDP 

http://en.wikipedia.org/wiki/Senegal
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was estimated at US $556 in 2010 from US $542 in 2009. According to the Gambia Bureau of 

Statistics (GBoS) revised estimates, growth in real GDP moderated in 2010 to 6.1 percent 

from 6.3 percent in 2009, mainly due to the slow recovery in the tourism sub sector, 

wholesale and retail trade and sluggish growth in crop production and financial intermediation. 

On the other hand, livestock, transport & communications and construction sub‐sectors have 

been supportive to growth in 2010. As a share of GDP, the services sector continues to drive 

the economy, accounting for 58 percent of total output followed by agriculture 30 percent and 

industry 12 percent respectively (Central Bank 2010). 

2.2. Gambia Telecommunications Company Limited (GAMTEL) 

Gambia Telecommunications Company limited in short call Gamtel is the only national 

telecommunications service provider established since 1984 by an act of parliament. Gamtel 

was incorporated as a private limited liability company under the Companies Act 1955 as 

amended under Cap. 95. 02 of the Laws of The Gambia 1990. Gamtel is currently the only 

licensed fixed line operator in the country and commenced business on April 1, 1984. The 

firm took over the operations of The Gambia Telecommunications Department and Cable & 

Wireless PLC in the same year in 1984 as a state owned enterprise with a start-up capital of 

D60, 000,000 

The company began operations with about 2,400 customers, most of whom lived in Banjul the 

capital city and its surroundings commonly referred to as Greater Banjul Area (GBA). When 

it started operations, it only had a few analogue Strowger exchanges for switching and a few 

analogue transmission links to connect the limited rural towns that had some service. It also 

had a Standard B Earth Station, built in 1979 in Abuko Gamtel premises, to connect to the 

outside world, mainly the United Kingdom, but after some time many other countries 

configured. 

2.2.1. Gamtel from 1984 to 1990 

Between 1984 and 1986, it acquired its first digital exchange, an Alcatel E10B equipped for 

5,000 lines under The Greater Banjul Area Telecommunications Project (BATP) also known 

as Phase I. The project was fully financed by Caisse Centrale de Co-operation Economique de 

France (CCCE). The project included the construction of a 4,000 line local network and 
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offered customers International Direct Dialing (IDD) for the first time. The project also 

offered Gamtel a fully constructed and modern four story building for offices in the center of 

the capital Banjul which is named it Gamtel house. Between 1988 and 1990, Phase II of The 

Urban Telecommunications Project was implemented, adding 8,000 more lines to the network 

and extending service to the Major towns of Yundum and Brikama, some 18 - 25 Km outside 

the capital, Banjul. Yundum is where the main and only Airport is located in the Gambia and 

Brikama is the second largest settlement or town in The Gambia next to Serekunda.  

2.2.2. Gamtel from 1990 to 2000 

By this time Gamtel has really started making great impact in society as both phase I and 

phase II were successfully implemented leading to exponential surge in the demand for 

telephone connection in the Greater Banjul Area (GBA) and its surrounding mostly referred to 

as Kombo Saint Mary’s and key towns in the rural areas.  

Between 1991 and 1993, Phase III was implemented and Gamtel's customer base increased to 

16,000. A Multi-Access Radio Telephone (IRT 2000) rural network was also deployed in the 

Upper River Division (URD) now call Upper River Region as all administrative areas are now 

call regions. To connect this rural network to the Greater Banjul Area (GBA) network, a 400 

km fibre-optic cable using PDH technology was laid between Serekunda and Basse. This 

allowed for 18 major towns and villages on the route of the fibre to be provided with limited 

service. 

A digital Telex switch was commissioned in 1990 and the company financed and 

commissioned its first major project, an analogue cellular mobile service in 1992. This 

remained in service until 2001, when the company commissioned a subsidiary GSM mobile 

firm, Gamcel, following its award of a license to operate a GSM mobile service in early 2000 

that eventually started operation in May 2001.  

Through a partnership with UNDP in its Internet Initiative Project for Africa (IIA), Gamtel’s 

Data Communications Services Unit, in 1996, designed an internet backbone. This Internet 

Gateway was co-sponsored by UNDP. Cable and Wireless OMNES were identified as 

suppliers for the project and commissioned the project in August 1998. The gateway was via 

Gamtel’s Satellite station in Abuko to Teleglobe in Canada. This led to the establishment of 
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some private Internet Service Providers (ISP), to compete with Gamtel, among which where 

Quantum-net, Medical Research Council UK (MRC), Wommy and airtip, but the last two 

doesn’t exist now. 

Gamtel has since continued to steadily increase the size of its network as well as its coverage. 

During the same period, Gamtel was tasked by government to provide a nationwide television 

and radio service (GRTS). By so doing, Gambians had their first nationwide TV and Radio. 

Prepaid calling cards and other value-added services were also provided to customers. 

2.2.3. Gamtel from 2000 to Date 

In December 2000 Gamtel awarded Alcatel with a contract for the supply and the installation 

of a turnkey GSM network. Since 1984 Gamtel had a very good relationship with France in 

their area of telecommunication, leading to many contract being awarded to French 

companies, despite being once a British colony.   The network will be installed in the greater 

Banjul area, in the first quarter of 2001, before gradually expanding to other areas. Gamcel 

had then enjoyed monopoly in the market for about a year before Africell, a then Lebanese 

own company entered the market. 

Alcatel supply a Mobile Switching Centre (MSC) and base stations (BTS) that were deployed 

around Banjul, Serekunda and along the Gambia River. It also supplied platforms for value-

added services such as prepaid, Voice Mail Service and Short Message Service as well as a 

Customer Care and Billing System. At this time only basic value added services were 

available in the system, which makes it difficult for Gamcel to catch-up later when its 

opponent where at the beginning equip with high capacity and numerous value added services. 

Alcatel have previously supplied Gamtel with switching and transmission networks. 

In July 2005 Gamtel launches its first CDMA network for fixed wireless telephone and 

internet services with a capacity of 100,000 lines on both voice and data with the Chinese 

giant vendor Huawei being the supplier of equipment and installation. This was expected to 

boost the customer base and increase Gamtel’s revenue as the rate of deployment of such 

system is very fast compared to the fixed cable network. The major constraint was the lack of 

adequate and reliable power supply to allow customer recharge their terminals as and when 

required. Telecoms goes hand in hand with electricity and the issue at hand was that Gamtel 
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was not in any how having a control of power supply which was required for maintaining the 

these wireless voice telephone and internet. These at some point cause some sabotage on the 

progress of the Jamano that started gaining popularity and units in 100s were sold on daily 

basis. The most popular product from this system was the jamano data for internet connection 

which comes in three various levels which were jamano data, jamano EV_DO terminal  and 

jamano EV_DO card  meant to target different types of customer groups base on bandwidth 

required and speed. 

Apart from its core activities of connecting people and training, Gamtel has over the years 

undertaken numerous social and charitable functions. It has, since its inception, trained 

hundreds of local people from primary to university level, made hundreds of donations to 

civic society and sponsors the mortuary and a ward in the main referral hospital in Banjul, 

Royal Victoria Teaching Hospital (RVTH) 

In the late summer of 2007 the Gambia Government sold 50% of its shares in Gamtel to the 

Spectrum Company. However in early 2009 the partnership with Spectrum was terminated 

amid some irregularities on spectrum side as the mandate was given to them by the 

government to manage the company through a transition.  

Being a public enterprise a lot of factor has deterred Gamtel from matching the phase of 

technological development in the industry since the late 90s. 

However it is important to know that Gamtel used to be ranked by ITU as one of the leading 

and best telecommunication service providers in Africa up to around the mid-1990s  

2.3. Internet Access in The Gambia 

Internet has now become part of human life as a basic ingredient to staple food. Any society 

that is without internet access means that society is disconnected from the world. 

Communication has become so easy now that the postal service is almost being rendered 

dormant in most part of the world, hence the need for them to diversify. As technology 

evolves and service providers moves faster in the deployments of more adequate, faster and 

reliable service roll out, the internet service provider’s has not only been addressing the 

accessibility of internet but the speed and affordability as well. 
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As mentioned earlier the Gambia Internet Gateway was co-sponsored by the UNDP under its 

Internet Initiative for Africa (IIA) and was launch in 1998. Quantum net became the first 

private ISP in the Gambia after the internet gateway was launch. Like Gamtel, Quantum net 

don’t only provide internet to their client or corporate, but also runs internet café’s also 

competing with private own café’s. This works very well for both companies for some time. 

This might not have been a good move. It would have rather been better for the private 

internet café’s to run the internet café’s whiles the ISPs look in to how to satisfy the need of 

their other category of customers. 

In 1998 the internet gateway was equip with 512kb carrier to Teleglobe of Canada via the 

Intelsat Satellite. This capacity was upgraded to 1MB in 2001 (UNDP-Gambia, support for 

internet initiative 1998). 

As the theme of this plan is about broadband, we are going to look in detail the development 

of broadband and how it is deployed and is expected to ease the means of communication in 

the form of affordability, accessibility and reliability especially with the launch of the Africa 

Coast to Europe submarine cable (ACE) which is supposed to increase the bandwidth capacity 

more than 50 folds in a subsequence chapter. 

The motivation for this research base on the above status co of Gamtel and the environment in 

which it operates, is the development of a very viable internet broadband connection as a key 

activity for Gamtel through a specialize business unit that will manage the provision of 

broadband services in the country. The fact is that the whole world is going broadband, and 

fixed line operators are diversifying the usage of their network with broadband connection to 

render more services to the consumers. Fixed line companies no longer depends on voice call 

now as the GSM and VOIP operators has taken over that. We are going to work on a strategy 

and business model that will be sustainable for Gamtel with the broadband internet service 

business unit.  
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3.  MARKET ANALYSIS 

3.1. Industry Overview 

Competition, the process of rivalry between firms striving to gain sales and make profit, is the 

driving force behind every market. This is exactly what is going on in the Gambia 

telecommunications market. 

Gamtel had since its inception in 1984 enjoyed monopoly as a state owned enterprise for the 

provision of telecommunication products and service and its related until the late 1990s when 

private Internet Service Providers (ISP) join the bandwagon in the provision of data services. 

From 2001, Gamtel started getting expose to real competitive environment with the coming of 

two GSM companies, Gamcel a subsidiary of Gamtel and the privately owned Lebanese 

company, Africell. In 2007 an additional GSM company Comium was licensed. Three years 

later a 4th GSM Company Qcell was license to operate a 3G mobile network in the Gambia, a 

company fully own by a Gambian who also own the first private ISP in the country Quantum-

net, thus became the biggest competitor of Gamtel on both sectors. The operation of four 

GSM company within a 10 year period, make the voice telephony market so competitive. As a 

result of mobility Gamtel has virtually lost this market to the GSM companies. Prior to this, 

Gamtel had been rank as one of the most outstanding telecommunication companies in Africa 

by ITU in the early 1990s. 

The emergence of the internet gateway in 1998 saw an influx of numerous ISPs, which we are 

mostly going to focus on as they are the competitors of Gamtel when it comes to internet and 

broadband services in particular, but, however there are still GSM companies who are also 

doubling as ISP as they offer wireless 3G internet as broadband.  

It is very important to note that Gamtel is the only licensed fixed line provider and therefore 

owns a lot of infrastructure as a result of that which includes the 530 kilometer fiber optic 

cable that runs along the south bank of the country.  

3.2. The Telecoms Industry Major Components 

The telecommunication market in the Gambia is divided in to two (2) major categories  



‧
國

立
政 治

大

學
‧

N
a

t io
na l  Chengch i  U

niv

ers
i t

y

10 

 Telephone or voice services 

 Data services  

Some companies are operating on both categories like Gamtel, Qcell, Africell, and Comium 

whiles others are operating only on one category. 

Table 1: Operators by category 

Voice service only Data services only (ISPs) Voice and Data services 

Gamcel* Net Page Gamtel 

 Unique Solution Qcell 

 Connection Solution  Africell 

 Lanix Comium 

* Already developing 3G+ network (work in progress) 

The indication above is that there is big rivalry among competitors as to who gain more 

market share from the 1.8 million Gambians. Most people in the country own at least two 

mobiles with different network. Competition exist in both categories of voice and data, but 

however the newest trend is on the data services as manifested by all the four GSM operators 

going from conventional voice telephony to 3G mobile networks to be able to provide internet 

services to its customers. 

The above mentioned seven companies are Gamtel’s competitors when it comes to the 

provision of internet in the country. The main difference which we will be talking about in 

chapter 4 is the mode of transmitting the service to the customers which for Gamtel is via a 

fixed network, whiles the remaining competitors uses wireless technology. None the less 

Gamtel also compete on the wireless technology too with its own wireless CDMA network 

which it uses to deploy fixed wireless products to consumers on both voice and data. 

The table below shows us the customer base and history of the telecoms companies  
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Table 2: Customer base and state of the telecoms companies  

 Year 

established 

Current customer 

base 

Network 

coverage 

Network type 

Current  active 

Gamtel 1984 59,000 21,000 Nationwide Fixed and CDMA 

Gamcel 2001 559,498 245,937 Nationwide GSM & wireless 

Africell 2001 834,885 834,885 Nationwide GSM & wireless 

Comium 2007 336,665 301,789 Nationwide GSM & wireless 

Qcell/Quantum-net 1998/2010 74,743 74,743 Nationwide GSM, wireless &  

CDMA 

Netpage  2000 457 457 GBA Wireless 

Unique Solution 2002 143 143 GBA and 

some key 

towns 

Wireless 

Connection 

Solution 

2009 __ __ GBA Wireless 

Lanix 2010 63 63 GBA Wireless & satellite  

According to PURA Gamtel’s subscriber base is around 50,400 but the 10000 adjustment is done here to cater 

for the CDMA subscribers too. The number includes both voice and data. 

3.3. Market Opportunity 

There is indeed a huge market opportunity in this industry. Now that the tele density of the 

country has improve greatly as a result of the GSM companies and the wireless fixed 

telephone CDMA, this has created another level of need for the consumers, that is internet 

services. There has been an increase in the ownership of computers recently as a result of the 

influx of used computers including both desktop and laptop and other accessories. This has 

led to the increase in the number of private run internet cafés in the country.  

The second opportunity which will be discussed in detail in a later chapter is the coming of 

the ACE project. For the first time in Gambian history, the country is now connected to the 

internet directly to the international world through a submarine fiber cable by a consortium of 

23 countries. Initially the country depends entirely on Senegal and satellite for its internet 

bandwidth and international gateway which cost the companies too much fortune per annum 

with limited bandwidth. This new development will bring the cost of internet down and 

increase the traffic greatly thus eliminating congestion and slow speed experience by 

customers. Hence quality will greatly increase.  
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Thirdly being the only fixed line service provider, Gamtel can optimize its copper lines 

infrastructure, by making all fixed line subscribers potential internet customers or at least one-

third of that as other operators are also working on increasing their share.  

In general the telecommunication and transportation sub-sector has a growth rate of 9.2% in 

the year 2010 and 10.2% in 2011, however, telecoms growth in 2011 was 13% (PURA 2011). 

On the issue of bandwidth the table below shows the total bandwidth availability for the 

whole country before the coming of ACE in December 2012 which they were paying on 

average GDM 7.29 million per month. This bandwidth is what Gamtel resale to other ISPs 

and to its own customers and a backup for international voice traffic.  

Table 3: Bandwidth as at end 2012 

Link 2011 2010 2008 2007 2006 

Sonatel 310Mbps 155Mbps 102Mbps 45Mbps 45Mbps 

Intelsat    10Mbps 10Mbps 

Newcom 14Mbps 14Mbps 14Mbps 18Mbps  

Telecom Italia 155Mbps     

Source: Gamtel 2011 status report. 

Broadband connection from now on, will not suffer from the limited bandwidth availability or 

constraint from neighbouring Senegal and satellite. Not only will they be available but also 

much more affordable and reliable due to the nature and quality of material of fiber used for 

the ACE project. The current 465 Megabytes of 3 STM1s will be increase significantly and 

speed will also increase more than 50 times of the current rate.  

3.4. Telephone Penetration Rate and Tariff 

The industry has witnessed a significant penetration rate in the voice sector. This 

improvement is as a result of the GSM operators which led the penetration rate to almost 

100% as shown on the table 4. This penetration level alone has shown clear indication that 

voice service is not the future catch for fixed line operators as we call them ‘incumbent 

operators’. In most part of Africa incumbents have either being privatize or enter into 

partnership with investor to diversify their operation; an example is our neighbour Senegal’s 
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fixed line operator Sonatel which was privatize some years ago and are doing very well as a 

result of diversification in to cable TV, wireless internet, GSM and CDMA. As mentioned 

earlier Gamtel was once privatize in 2007 with 50% shares sold to Spectrum Company, but 

the partnership was terminated by government and it was nationalize again in 2008. 

3.4.1. Telecoms Sector Statistics over the Years on Penetration Rate 

Table 4: Telecommunication penetration rate 

  2004 2005 2006 2007 2008 2009 2010 2011 

Fixed 2.99 3.05 4.72 3.08 3.05 3.03 3.05 3.02 

Mobile 12.47 15.4 16.87 51.4 72.91 85.08 92.4 96 

Total 15.47 18.4 21.59 54.5 76 88.11 95.45 99.02 

Penetration level (%) - 2004 -2011 

Gamtel wireless 3G internet CDMA network connection has a far better penetration rate than 

the conventional fixed lines. Though this network was introduced 7 years ago, and still have 

low customer base, but it is helping Gamtel maintain the current penetration rate of the fixed 

line highlighted above.  

3.4.2. Telephone Tariffs 

For the telecoms sector, The Gambia currently benefits from a fully liberalized market and as 

such, PURA allows competitive forces to operate in setting local tariffs.  On the international 

front, PURA only sets the minimum call charge for international calls taking into account 

termination charges, taxies and levies. Operators are at the liberty to implement tariffs that are 

not below the minimum call charge set so as to avoid anti-competitive practices. 

Below is a snapshot of the varying rates charged by GSM operators in the country. 
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Table 5: GSM mobile prepaid charges 

  GAMCEL 

(GMD) 

AFRICELL 

(GMD) 

COMIUM 

(GMD) 

QCELL 

(GMD) 

On-  Net Peak 2.94 2.60 3.00 2.50 

On- Net Off-Peak 2.94 2.60 3.00 2.50 

     Off-Net Peak 2.95 3.00 3.00 2.50 

Off-Net  Off-Peak 2.95 3.00 3.00 2.50 

     Zone 1 (Senegal) 9.50 9.60 9.60 9.50 

Zone 2 (US & Europe) 13.90 14.00 16 14.00 

Zone 3 (Asia & Africa excl. Senegal) 16.90 17.50 22 15.30 

     SMS On-NET 0.40 0.50 0.50 0.25 

SMS Off- Net 1.00 1.00 1.00 0.75 

SMS Intl. 3.00 3.00 3.00 3.00 

*All rates in Gambian Dalasi (GMD). 

Table 6: GSM mobile postpaid charges 

 Gamcel Africell Comium Qcell 

On-  Net Peak 2.95 2.00* 2.20* 1.00* 

On- Net Off-Peak 2.95 2.00* 0.40* 1.00* 

     Off-Net Peak 2.95 3.00 2.60 2.00 

Off-Net  Off-Peak 2.95 3.00 2.60 2.00 

     Zone 1 (Senegal) 9.50 9.60 9.00 8.00 

Zone 2 (US & Europe) 13.90 14.50 13.00 12.50 

Zone 3 (Asia & Africa excl. Senegal) 16.90 17.50 18.00 15.00 

     SMS On-NET 0.40 0.40 0.50 0.25 

SMS Off- Net 1.00 1.00 1.00 0.75 

SMS Intl. 3.00 3.00 3.00 3.00 

* Sales Tax Exclusive (all units are in GMD) 

Telephone tariff for fixed network has always been cheaper than GSM throughout the world 

except on cross-network charges and Gamtel is not an exception to that. The table below 

shows the rates charge by Gamtel. 
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Table 7: Fixed Line Rates and charges (GAMTEL) 

 GAMTEL RATES Tariff (GMD) 

On- Net 0.73 

Off Net 3.00 

Zone 1 (Senegal) 11.56 

Zone 2 ( US & Europe) 12.37 

Zone 3 (Asia & AFRICA excl. Senegal) 16.50 

Connection Charges (subscription charges) 848.67 

Monthly Subscriptions  

a)Residential 36.38 

b)Corporate 44,48 

All charges include Sales Tax and units in GMD 

3.4.3. Data Service Rate in the Industry 

The three main players in the data service industry are Gamtel, Qcell, and Netpage. The first 

two companies in the last two years uses the mass market approach, through the wireless USB 

internet connection which led to a greater market share. Some of the other GSM companies 

are most likely to follow similar approach when they are fully 3G ready. With Netpage, 

unique solution and Lanix connection is not quite high due to their mode of connection and 

startup cost for installation is a little complicated and time consuming. In most cases 

equipment are on leased. However for the purpose of this study, am going to focus on mainly 

the four main players, namely Gamtel, Qcell, Netpage and Unique Solution. 

Let’s see how the tariff of the main competitors looks and what constitute their main mode of 

connection 

3.4.3.1. Gamtel 

We are not going to talk about the first two convention mode of connection that is dial-up and 

ISDN because of their minimal usage now. Therefore we are going to concentrate on mainly 

DSL and leased lines on the fixed network and 3G services on the CDMA network which is 

purely prepaid, hence no debt. 
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3.4.3.1.1. CDMA Fixed Wireless Internet Connection 

Currently the total customers connected on the CDMA platform is estimated to be about 

20,000 subscribers out of which 7000 is estimated to be data services ranging from the 3G 

data connection and other forms of connection on the CDMA network for data known as 

jamano data. The 3G connection constitute about 80% of the current CDMA data subscribers. 

However there are no more new connection on the jamano data and faulty ones are to be 

replace with 3G USB connection. 

Table 8: CDMA internet tariff 

Product Tariff Charges Validity 

3G Express/Nafaa 3G express always D2500 30 days 

 3G express business D1500 30 days 

 3G express off-peak D1000 30 days 

 3G express PAYB *D0.01 per 20kbps N/A 

 3G express  130 hours D1000 30 days 

 3G express 240 hours D2500 60 days 

Jamano data Jamano data always D1000 30 days 

 Jamano Ev-Do terminal  D2500 30 days 

 Jamano Ev-Do Card D1500 30 days 

*note: 100 bututs make GMD 1.00; PAYB means pay as you browse 

The same tariff is what applies to 3G Nafaa also. The only difference among them is that, they 

are supposed to operate on different frequencies, but the gadget could look the same.  

3.4.3.1.2. Fixed Network Plans  

Table 9: DSL internet tariff  

Product  Tariff Charges Validity 

DSL 256 kbps residential  D 1,818 1 month 

 256 kbps business D 6,000 1 month 

 512 kbps for both D 10,000 1 month 

 1 Meg  D 29,000 1 month 

 

Due to limited capacity, DSL connection is very low as there are about 500 connections as at 
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mid-2012 out of which only 374 was active and generating revenue. This is supposed to 

change with the coming of the NGN as mentioned in an earlier chapter. The rates looks quite 

unreasonable apart from the 256 kbps for residential.  

Table 10: Leased lines tariff (not for residential) 

Product Tariff Charges Validity 

Leased circuit  128 kbps D 12,593.33 Monthly 

 256 kbps D 17,062.00 Monthly  

 512 kbps D 28,812.00 Monthly  

 1 Meg D 30,000.00 Monthly  

Product Tariff Charges Validity 

VPN with internet 128 kbps D 15,926.67 Monthly  

 256 kbps D 20,395.33 Monthly 

 512 kbps D 32,145.33 Monthly 

 1 Meg  D 38,433.33 Monthly 

    

 

As the prices indicated above the connection is quite low as only corporate and government 

subscribe for it due to the high capacity of bandwidth and speed. The total connected as at 

mid-2012 was around 45 customers. The model in the next chapter will dilate on how Gamtel 

can revive these products to make much out of them using the low-cost leadership business 

level strategy. 

For leased lines and VPN, Gamtel is really more expensive than the all the other ISP. This 

could be explained by the fact that the deployment of one line to the customer premise is quite 

expensive, but however it does not justify the huge price difference. The model which we will 

be going to work on will actually be based on infrastructure management, which basically 

forms Gamtel’s main worth. It is still eminent to know that most of the big data institutions 

prefer to use Gamtel because of security reason compared to using a wireless form of 

connection as offered by the other ISPs. In regards to this Gamtel offers some percentage 

discount for any additional megabyte purchase by customers.  
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3.4.3.1.3. Fiber Connection 

For fiber connection materials and fiber is actually purchase by customer base on Gamtel’s 

recommendation  

This is just one-off payment for the connection of the fiber to customer premises from our 

main fiber cable which involves civil work or ground digging and PVC pipes. The modem for 

the connection cost D50, 000, as at end 2012, which becomes quite expensive when the civil 

work is included, thus less competitive though reliable. With this approach we are only able to 

achieve the reliability factor but not the affordability neither the access. 

This plan will recommend the bundling of the price of the fiber connection to monthly 

installment or subscription by the customers for a period of one year. This will make it more 

flexible for them to spread the payment. Fiber is still the most reliable and most secure form 

of data connection and transmission in the history of telecommunication and it’s only 

available with Gamtel in the country. The fiber connection is only a medium to connect 

customers but the service becomes leased lines and VPN. In order words VPNs and leased 

lines on fiber cable instead of copper or wireless. 

3.4.3.2. Qcell 

The biggest private ISP Qcell had very competitive rate on both individual and corporate use. 

Their mode of connection is entirely wireless technology. 

Table 11: Qcell internet tariff 

ISP Mode of Connection Tariff 

Q CELL Home Wireless 128 Kbps D 1,000 Monthly 

 Home Wireless 256 Kbps D 1,500 Monthly 

 Home Wireless 512 Kbps D 5,000 Monthly 

 Corporate Wireless 128 Kbps D 2,000 Monthly  

 Corporate Wireless 256 Kbps up 3 Pcs D 3,000 Monthly 

 Corporate Wireless 256 Kbps Unlimited Pcs D 6,000 Monthly 

 Corporate Wireless 512 Kbps D 12,000 Monthly 

 Corporate Wireless 768 Kbps D 17,000 Monthly 

 Corporate Wireless 1 Mbps D 22,000 Monthly 

Wireless equipment & installation (9m pole, brackets, cat5e cables & labour) is D 15,000 

The Qcell USB data card internet connection has its own rate different from the above, but 
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mainly on prepaid as per the amount of bandwidth consume within a period. This is mainly 

for individuals and small groups with around 5 computers. There is monthly subscription too 

just like the Gamtel 3G express with similar rates. 

3.4.3.3. Netpage 

The third biggest ISP as end 2012 started connecting customer on 4th generation network 

according to their PR. Their connection is only limited to the Greater Banjul Area, thus put all 

their effort in this region for better efficiency that competing throughout the whole country. 

Table 12: Netpage internet tariff 

 Mode of connection Monthly tariff Annual tariff 

NET PAGE  Home Wireless 

256 Kbps 

D1,800 

Monthly  

D 21,600 

Annually 

 Corporate Wireless 

256 Kbps 

D 3,000 

Monthly 

D 36,000 

Annually 

 Home Wireless  

512 kbps 

 D 2,000 

Monthly 

D 24,000 

Annually 

 Corporate Wireless 

512kbps 

D 5,000 

Monthly 

D 60,000 

Annually 

 Home Wireless 

1MB 

D 2,200 

Monthly 

D 26,400 

Annually 

 Corporate Wireless 

1MB 

D 9,000 

Monthly 

D 108,000 

Annually 

 

3.4.3.4. Unique Solution Internet Rates 

Unique solution is similar to Netpage, but the only difference is that unique have some 

connection in some towns in the rural Gambia. They also offer other professional service like 

networking, service and solution providers. Below is a range of their tariff on broadband 

provision. 
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Table 13: Unique solution internet tariff 

 Tariff Equipment cost Charges  

Unique 

solution 

Home 128 Kbps 

Home 256 kbps 

Home 512 Kbps 

D 8,000 

With equipment 

D 1,400 per month 

D 2,600 per month 

D 5,600 per month 

 Corporate 128 Kbps 

Corporate 256 Kbps 

Corporate 512 Kbps 

D 11,873 

With equipment 

D 3,000 per month 

D 6,000 per month 

D 10,000 per month 

 School 128 kbps 

School 256 Kbps 

School 512 Kbps 

D 8,000 

With equipment 

D 1,800 per month 

D 3,600 per month 

D 6,000 per month 

 Higher Education 128 Kbps 

Higher Education 256 kbps 

Higher Education 512 kbps 

D 17,000 

With equipment 

 

D 6,000 per month 

D 9,000 per month 

D 16,000 per month 

 Cyber Café 128 Kbps 

Cyber Café 256 Kbps 

Cyber Café 512 Kbps 

D 35,000 

With equipment 

 

D 12,000 per month 

D 17,000 per month 

D 31,000 per month 

 VPN (PRIMARY) 256 Kbps 

VPN (PRIMARY) 512 Kbps 

VPN (PRIMARY) 1 Mb 

D 26,783 

With Equipment 

 

D 5,000 

D 7,500 

D 12,000 

 VPN (SECONDARY) 256 Kbps 

VPN (SECONDARY) 512 Kbps 

VPN (SECONDARY) 1 Mb 

D 26,783 

With Equipment 

 

D 3,000 

D 5,000 

D 10,000 

 

3.5. The Broadband Market 

The fixed broadband market is still monopolized by Gamtel; hence they stand a better chance 

to utilize the value of the broadband connection associated with the fixed network. Gambia 

still has a very low internet connection or penetration rate much more to talk about broadband 

connection. The state of broadband 2012, ITU broadband commission report, indicates that 

the Gambia has 0.02 fixed broadband penetration rate per 100 habitants and rank 160 in the 

world, mobile broadband penetration rate of 0.5 per 100 habitants and rank 122 in the world. 

The average penetration for developing nations in the world to which The Gambia is part of is 

4.9% compared to the developed world of 25% as at the end of 2011. Percentage of household 

with internet connection is estimated at 5.2% (broadband commission 2012). 
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To compare, Gambia’s immediate neighbour, Senegal with a population more than four times 

bigger than the Gambia had a 5% of their household with internet connection. The country 

with the highest rate in Africa being Mauritius stands at 36.4%. Percentage of individual 

using the internet in the Gambia as per the report is 10.8%, whiles Senegal is 17%. This 

indicates that there is huge potential for the un-served population.  

Computer ownership in the country as mentioned earlier also plays a very important role in 

this market. It is important to note that the subscription and usage of internet does not only 

depends on availability of internet but also computers, tablets and mostly smart phones, which 

are still considered expensive in the Gambia or developing nations.  

According to the Gambia ministry of information and communication infrastructure 2007, the 

estimated percentage of computer ownership in the urban centers is 7.71% compared to 

1.06% in the rural areas. Since then no data has been collected yet on computer ownership, 

but it is belief that the number has significantly increase because of the influx of used 

computers from the west. As a result of this used computer market, many people are getting 

computers at a very cheap price. It is belief that the percentage may have gone up to about 

15% or more.  

One important thing to note is that, in the Gambia many people use internet café for browsing 

as they don’t own a computer or subscribe to any ISP. This has led to the increase on the 

number of cyber café operators; a situation that may be captured in the number of individuals 

using the internet. Some may not visit internet cafés, but will be sharing internet devices and 

computer with friends and family members.  

Data from PURA have shown that by end 2011 the market for internet subscribers was 

dominated by Gamtel with 58% market share. Gamtel’s largest broadband customers today 

are on its wireless 3G, but biggest revenue still comes from fixed broadband connection. 

Qcell dominates the mobile broadband because of its GSM services but according to PURA 

Netpage still have slightly more share than Qcell 18% and 15% respectively. Netpage and 

unique solution just depends on fixed wireless technology like the CDMA for Gamtel. These 

statistics shown above does not include Qcell’s mobile data services and Gamtel’s CDMA. 
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Graph 1: ISPs subscriber base in the Gambia 2011 

PURA Annual Report 2011 
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3.6. Five Forces 

 

Figure 1: Porters’ 5 forces analysis 
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3.7. Why is Gamtel Less Competitive Compared to Other Operators 

We may want to ask the question, if Gamtel was once a very successful and competitive 

company, why the setback and less competitive now in the telecom industry in the Gambia? 

Gamtel was once a very competent institution, perhaps this could have been attributed with 

the fact that they were the only operator at the time, therefore had had monopoly over the 

provision of telecommunication products and services. At the time when competition started 

many did not recognise that fact that Gamtel was in competition and having the notion that, 

they are still a monopoly with many licensing and regulatory powers which were eventually 

taken over by the then newly establish ministry of communication and PURA. There wasn’t a 

proactive approach rather there was only reactive approach and less action oriented. This is 

how the company compromises its competitiveness to its competitors. Most of the staff failing 

to accept the loss of monopoly as a result of liberalise telecom market and the entrance of 

multiple operators with more advance technologies cause the company what it is today.  

Another important factor leading to the less competitive nature of Gamtel in the fact that, it is 

a state own enterprise and there is a lot of politics in it. The company has the biggest number 

of changes of managing directors in a decade with more than 6 managing director with an 8 

year period. This makes it difficult to concentrate on certain project and policies as many may 

come with their own strategies and objective different for their predecessors. This would have 

encouraged public private partnership to better run and restructure the company towards the 

trend of the telecom business. 

As the company stops issuing annual bonuses, more disgruntle started and little effort by 

many causing more problems for the company to concentrate on the market rather on such 

internal issues which should have been handle with facts and reality on the ground. 

If the loss of monopoly was earlier realize and accepted things could have been averted with 

strong leadership support from the government for more investment and lesser interference. 

One good thing that happens, which was really fought for, was the establishment of Gamcel 

as a subsidiary GSM company for Gamtel.  
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4. GAMTEL BUSINESS MODEL ON BROADBAND 

4.1. Business Model for Gamtel 

Gamtel to focus on the deploying of accessible, affordable and reliable broadband internet 

connection for the Gambian individual consumers, corporate, businesses, NGOs, 

government and government agencies. This we will do through infrastructure management 

and customer relationship management being a resource driven business model. 

4.2. Core Competencies 

Gamtel’s core competencies generally are its pool of talent in different respective areas. A lot 

of training is needed though for these people to be able to keep phase of the technology 

development.  

The infrastructure is another important core competence. There is no way its infrastructure 

could be duplicated by another operator. Such networks infrastructures like the IP-MPLS core 

network where the national backbone is running the fiber cables and the high capacity of 

bandwidth from the ACE project would always give a competitive edge on competition. 

Gamtel is right now working on transforming and overhauling its entire network including the 

old switches, the 6 pair fiber to 72 pair, and laying of another fiber cable to the northern bank 

of the country to make a complete network ring. Until now the link between Gambia and 

Senegal the cross fiber project from Dakar to Banjul will still serve as an important 

competitive advantage for backup as its connection is on another submarine cable call SAT3 

cable. 

Customer service and channel; Gamtel has about 30 outlets throughout the country more than 

any other competitors, despite some are running at a lost in terms of collection, universal 

access is behind the motive.  

In a more conservative way, therefore, the core competence of Gamtel lies in its infrastructure 

leading to the provision of highly quality telecommunication services at low cost. 
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4.3. The Change Begins and a New Business Model Generated  

The control of churn or customer switching to competitors is going to be very difficult and it 

is still the 20% - 80% rule that applies in this model. 20% of customers generate 80% of the 

revenue as they buy in large quantities and capacities of internet bandwidth. With such 

customers contract will be the solution to tie them to the network or company for at least a 

year or more depending on satisfaction. To be able to achieve this satisfaction the model is 

going to concentrate on two forms of business model management  

a. Infrastructure management  

b. Customer relationship management 

4.3.1. Infrastructure Management 

Some of the infrastructure is actually manage by the equipment suppliers Gamtel’s engineers 

at least for some time before Gamtel’s engineers fully take over. Infrastructure is very 

important for a fixed network company as all the services are infrastructure base through 

cables and modem from one point to another. Therefore much of the resources are used to 

manage and maintain the infrastructure, without which the ACE bandwidth cannot be realize 

fully, even to the different ISPs as fiber is needed to connect them to the landing station for 

quality distribution to their respective sites. The best for the company to stand firm amid the 

tense competition is to make sure it has a well and up to date infrastructure that can translate 

the needs of the consumers into affordable, reliable and accessible broadband. Due to 

bureaucracy and delay in decision taking the company cannot compete on the innovation form 

of a business model, but it could be a good follower in that, which helps lower cost. 

4.3.2. Customer Relationship Management 

Much attention will be paid to this business function. It is obvious that to know that, all other 

operators have their own infrastructure and service focusing mainly on product innovation. 

Whiles engineers concentrate on managing the infrastructure the rest of the company 

including the engineers themselves applies the very best of customer relationship management 

in not only helping in acquisition and retention but also making sure that the technology 

deployed to customers are well understood by the customers themselves. This will help in 
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building loyalty through satisfaction, with good quality service in a customer friendly 

environment.  

Due to high fixed cost of this form of business model, Gamtel will be working for high 

economies of scale and scope through the integration of Gamcel’s soon to be completed 3G+ 

network.  

4.4. Data Business unit for Gamtel/Gamcel 

The diagram below (figure 3) shows the integration of the existing Gamtel data services and 

the new Gamcel 3G data services. 
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Figure 2: Data service integration 

For Gamtel to increase their chances of reaching to many without competing directly with 

Gamcel its subsidiary, it’s better to merge the data service of both companies and form one 
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business unit as a form of synergy. Already the manpower is there with the required talent and 

experience and will therefore eliminate the high cost of training for Gamcel. This will also 

help Gamcel to be able to compete well with other GSM service providers as they will always 

have a back-up for better and more stable connection if the customer in question can be 

connected by Gamtel with either fiber, leased line or DSL, just one stop shop, they get both 

GSM data, CDMA data and fixed line data. 

Synergy could be used to best achieve the integration of the two company’s data units. This 

can be achieve through product bundling. Providing total solution for the corporate customers 

by offering them a package that would cost them less but at least make them buy more and be 

tied to you for some time. This can happen in the form of DSL service offer them free on-net 

voice calls and make them pay for the DSL service as one can have both voice and data on the 

same line at the same time without interference. The voice capacity is already there as an idle 

resource and could be used to make more customers for data.  

4.5. Target Customer Groups and Related Service Offering 

Base on the assessment of various target group needs, the data services categories will be 

targeting different type of customers  

1. Fiber connection: This form of connection will be targeted for financial institution 

with major transaction and big data bases to run and manage. The broadband capacity 

on this medium is so fast and reliable that, it’s best for institution that sees time a very 

important element in their operation. 

2. Virtual Private network (VPN): This could be either with internet or without 

internet. Internet broadband in this medium very powerful but has to be channel 

through fiber or leased lines. It is the most secure form of broadband connection apart 

from fiber. It is used to connect headquarters and its branches or outlet for huge data 

transmission in a secure mode. This is more secure than the wireless VPN which is 

very prone to hacking. With this medium we will be targeting institutions with 

multiple outlets or branches, like banks, insurance companies and big corporations.  
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3. Leased lines: This is the most widely use medium for broadband connection for 

corporate, government, and major NGOs. The connection gives good speed and is 

very reliably, always on and the line is purely dedicated. The advantage with it is that 

one leased line can be used to connect the whole premises perhaps with bigger 

bandwidth base on need.  

4. DSL (Digital Subscriber Line): DSL services are the most common moderate form 

of broadband connection in the Gambia when it comes to fixed network just as the 

same trend with the fixed broadband globally.  

 
Graph 2: Broadband usage by technology globally 

Global fixed (wired) broadband users by technology or medium end 2011. ITU Broadband Commission 

report 2012 

It is more accessible and affordable than the three medium mentioned above, therefore 

we are anticipating that it will be the cash cow for the broadband service connection if 

well price and marketed after the completion of the NGN. The target will from 

individual household owners, restaurants, internet cafés, small business, some 

government offices and agencies, clinics, schools, hotels among others.  

5. CDMA 3G and Jamano Ev-Do: This is the wireless 3G data service offered by 

Gamtel which the model also seeks to accommodate. The target here is to cover-up the 



‧
國

立
政 治

大

學
‧

N
a

t io
na l  Chengch i  U

niv

ers
i t

y

30 

gap that cannot be reach by the above four mode of broadband connection. It is 

intended for mobile and remote customers as well as non-remote customers for 

convenience and flexible tariff for both individual and business. 

As broadband connection is leading the way now, the idea is to have a very powerful force of 

both fixed and GSM broadband connection. The strategy is to bring these two services 

together as one business unit. With this we can use the fixed broadband service where 

appropriate and the wireless 3G where appropriate without having to redirect a customer to go 

to Gamtel or to Gamtel where their requirements are better met. However Gamcel data service 

will not be discussed in this plan. 

4.6. Business Model 

I have decided to use a business model canvas to demonstrate the how and what constitute the 

business model I want to be develop for Gamtel in its strive to make broadband services 

accessible, affordable and reliable. The figure below shows the business model for Gamtel on 

broadband services. 
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Key partners 

Strategic 

suppliers  

 Suppliers of 

telecoms 

equipment 

 Consulting 

firms 

 Financiers – 

banks  

 ACE cable 

consortium  

 

 

 

 

 

Key Activities 

 Hardware & 

software 

maintenance  

 Infrastructure 

repair and 

maintenance 

 Talent 

recruitment, 

training and 

development 

 Marketing and 

customer service 

 Planning and 

development 

(R&D) 

Value propositions 

 

 Stable 

broadband 

connection 

 Always on 

 Affordability in 

pricing 

 Speed of 

connection and 

service 

 Convenient  

Customer 

relationship  

 

 Dedicated 

account 

managers 

for 

corporate 

 Customer 

satisfaction 

and loyalty 

 Self-service  

 

Customer 

Segments 

 

 Corporate for 

VPN and leased 

line connection 

 Educational 

institutions 

(university and 

colleges) 

 Government 

and government 

agencies / 

NGOs  

 Businesses and 

individuals  

Key Resources  

 Human talent  

 Brand  

 Infrastructure  

- fiber  

- Switches 

- Copper 

- Outlets 

 30% ownership 

on ACE Gambia 

allocation. 

Channels 

 Trade 

shows and 

exhibitions  

 Road shows 

 Direct sales 

force 

 After sales 

services 

 Web portal 

 advertising  

Cost Structures 

 Maintenance fee of infrastructure with suppliers 

 Service maintenance and customer data 

 Training and development 

 Marketing & promotion, advertising and channel 

cost 

 ACE bandwidth fee 

 Government license fee paid to PURA and ministry 

of communication. 

 Infrastructure management and improvement  

 Material cost  

            Revenue Stream 

 

 Monthly subscription (plan payment) 

 Prepayment (pay as you go (PAYB)) 

 One-off sales of CPEs 

 Connection fees 

 Advertising on prepaid cards 

 

 

Figure 3: Business model canvas 

This business to be adapted is based on unbundling and is also resource driven.  

As we can observed on the figure above the value proposition is determine by the need of the 

customer segment but based on the resource available and to be available that will lead to 

fulfilling those values and generate revenue for the company in a generally sustainable way. 
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Lead in broadband provision will be attained with the three guiding principles of affordability, 

accessibility and reliability. As the business type is infrastructure management, which form 

most part of our key resources and also constitute most of the cost structure and key activities.  

The idea of choosing broadband becomes eminent as this entire infrastructure can easily help 

Gamtel realize a lot of value through ACE and the NGN. We therefore discuss this on section 

4.8 of this chapter to elaborate on the reason for broadband. 

4.7. SWOT Analysis 

Apart from the general telecom industry, it is important to scale the strength and opportunities 

Gamtel as a company have in the broadband sub segment that will help it to be more 

productive and know what kind of strategies to apply and also the weaknesses and threat pose 

by some internal factors and competition in the more external environment in the midst of five 

competitors.  

The figure below shows the SWOT analysis of Gamtel in the telecommunication market and 

broadband in particular. 
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Strength  Weaknesses 

 Experienced and talent work force 

 Existing infrastructure  

- internet backbone on an IP-MPLS network 

- fiber optic network (most safe and secure 

broadband connection) 

 Strong brand and large distribution 

network. 

 No competition on the fixed broadband – 

DSL, leased lines VPN and fiber 

 Good relation with suppliers of data CPEs 

and equipment 

 NGN network on the verge of finishing 

 Over staff 

 Oversight of talent utilization for 

broadband skills 

 Low cash flow 

 Limited mobility and coverage 

 High rate of skilled labour turnover  

 Too much bureaucracy  

 Lack of sense of priority on projects 

 Management skills deficiency (mostly 

technically oriented) 

 

Opportunities Threat  

 Development partners support  

- ECOWAN, World Bank, ITU etc. 

 Good relation with equipment suppliers 

and manufacturers like Huawei and Alcatel 

 ACE submarine cable (one of the biggest 

opportunity) 

 Increasing need for new technology 

especially data related by consumers. 

 High inflow of used computers and 

accessories  

 Government tax incentive especially on 

universal access 

 Possible argument on ACE management 

within the country. ( who controls the 

international call termination) 

 Government interference and influence 

 National and international economic 

situation 

 Frequent fiber cut 

 Unhealthy competition leading to price 

war and low average return per user 

 Influence of grant providers (fund) 

World Bank, ADB and ITU 

 Regulation  

 Greener pasture 

Figure 4: SWOT on telecoms and broadband for Gamtel 

ECOWAN is a project for the West African region ECOWAS to help facilitate the connection of all capitals and 

cities on broadband in the region. 

Strength: Gamtel continue to train its employees on both existing and new technologies as 

and when required to be able to man and manage the network and its associated peripherals 

especially on its soft switches that tries integrate and help old and new technology integration 

and compatibility very easy. Strong national backbone running on an IP-MPLS network and 

the still monopoly of the fixed line network for fiber, leased lines and DSL services which can 

guarantee more stability in connection than any other medium. Next generation network 
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(NGN) gives the opportunity for the provision of many service including, voice, data, video 

and IP-TV. 

Weaknesses: Too many staff as a state own enterprise. This was also highlighted on an 

interview with the CFO of the company, raising the concern that Gamtel spend too much on 

staff salaries, allowances, medical schemes and overheads; until we can control that it will be 

difficult to maintain a healthy cash flow said the CFO. As a state own enterprise bureaucracy 

becomes the order of the day with little attention on what projects to prioritize to which 

government consent is needed. 

Opportunities: Great opportunities as the develop world and the development agencies 

focuses their attention to the development and affordability of broadband internet in the world 

and to the developing world in particular. Gamtel being a national company and most 

development agencies work with government stands a better chance to gain and develop its 

broadband. Such is manifested by the ECOWAN project and the World Bank grant for the 

ACE project. This with increasing changing need of individuals towards faster and more 

reliable broadband service and the influx of more used electronic device that utilizes 

broadband like computers and mobiles is a real opportunity that not only Gamtel will grab.  

Threats: Possible misunderstanding among members of the ACE consortium, the Gambia 

Submarine Cable, could lead delay in realizing the benefit ACE in the provision of broadband 

speed and reliability (see detail of ACE structure and respective connections in appendix 1). 

Government interference is the most visible threat for Gamtel and the state of the economy as 

it is affected by the current world economic recession. Frequent fiber cut as it used to be and 

unhealthy rivalry and price war among competitors could lead to possible low average return 

per subscriber. Depending on donor agencies means sacrificing your independence to operate 

freely. There is going to be some form of influence on projects operation as some of Gamtel 

project could be finance by government through donor funding and grants. 

In summary, we can undeniably establish the fact the Gamtel with all these opportunities and 

strength can now decide to refocus its attention on broadband service in particular and internet 

in general. This will lead to the question why is Gamtel targeting broadband?  
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4.8. Why Broadband? 

Broadband has become the order of the day in both developed and developing world now both 

on fixed and mobile broadband. Broadband could be the only rescue for Gamtel as they have 

lost the battle on voice telephony to the GSM companies. People no long uses fixed line in the 

Gambia except the offices who are also now trying to switch to mobile VPN for call within 

and among company staff at a very cheap rate with no physical cable required making it easy 

to shift to another network. 

People tend to communicate more now using the internet than the conventional voice method. 

Most people prefer using broadband and making calls through voice over IP (VOIP), Skype, 

viber, tango among many other software application for which they pay nothing but only for 

the broadband connection. As almost every Gambian household, has a relative(s) in the 

diaspora, those people prefer calling their people back home through Skype or the 

applications mentioned above. It is therefore obvious that investing in broadband service will 

be and is the future for Gamtel.  

More important international call termination used to bring more than 60% of Gamtel’s 

revenue but this is going down at an accelerating rate because of the use of free call through 

Skype especially from abroad.  

Seeing this trend generates an opportunity that will only be achieved by providing this service 

at an affordable rate. Gambia is considered one of the most expensive countries for fixed 

broadband connection and subscription second to Swaziland (ITU MIS 2012). This has also 

let to the very low customer database on the fixed broadband network especially the one 

associated with DSL and leased lines. The connection of DSL services is almost the half of 

average salary of many Gambian and therefore seen as very expensive compared to mobile 

broadband being offered by competitors.  

ACE has given Gamtel all the capacity it needed for internet, meaning without investment in 

broadband, the investment on would be useless. Therefore broadband becomes the golden 

opportunity for Gamtel grab and make it available in volumes to attain economics of scale and 

thus making average unit cost lower to be able to achieve the affordability need.  
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5. UNIT’S ORGANISATIONAL STRUCTURE AND 

OPERATIONS 

5.1. Organizational Structures 

This business plan does not represent a complete different business from Gamtel or seek for 

autonomy, but to establish a so called business unit that will combine both Gamtel and 

Gamcel internet sections which are now virtually handle by just one of the functional 

department with lot of fragmented and isolated functions. It is not going to have that big 

hierarchical structure but something very simple and interactive. 

 
Figure 5: Business unit structure   

This unit will be responsible for internet and broadband services for both Gamtel and Gamcel 

only, on technical, marketing and operational function, all the other functional responsibilities 

will still remain with main Gamtel functional department like Finance, HR, corporate among 

others. This unit shall be headed by a senior manager, strategizing with the three data service 

units and their respective teams. In every outlet all three will be present as one with all fully 

trained on how to handle each product and service as oppose to now as they will say “sorry go 

to the other outlet or office they are responsible”. 

The Internet 
Business Unit 

(senior 
manamger)

fixed 
broadband  
manager

wirless 
broadband 
manager 
(GSM)

wireless 
broadband 
manager  
(CDMA)

 Supervisor fiber, 

leased line and VPN 

 Supervisor DSL 

Supervisor mobile 

broadband and 3G 

data cards  

Supervisor wireless 3G 

CDMA broadband data 

cards and routers  
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5.2. Operation and Technical Assistance 

These are teams of technicians and engineers who manages customers request on demand 

through installation where required for the customers onsite especially in the case of corporate, 

business, government, institutions, schools among other for services like fiber, leased lines 

VPN and DSL connection. They run multiple or routine maintenance for maintaining 

standards and quality of services. Physically they work 14 hours, the normal 8am to 6pm and 

then between 6pm to 10pm for continuity and response to customer problems and queries. 

From 10pm onwards except on state sensitive matter and emergencies like fiber cuts or major 

problems, all queries are forwarded to switch or 151 free toll hotline number (for customer 

service) where some technician and engineers work for 24 hours on shift. Any complaint 

lodge with these people will in the next morning be forwarded to internet business unit for 

quick action. Operation will continue like this until Gamtel plans to run a call center becomes 

a reality.  

5.3. Marketing 

Due to the high level of competition, there is going to be special team of marketing for 

broader promotion and enlightening of the customers of what makes the difference now, and 

how the current internet broadband can satisfy their internet needs. This will be done with a 

proper blend of the 4Ps of marketing.  

Product strategy: As mentioned in the business model which is infrastructure base, this is 

because of the reliability factor for quality products and services. This is to make sure 

standards are met to the highest possible. 

Pricing strategy: The pricing strategy will be based on penetration strategy as will see 

seen in our new pricing list for most of the product, there will be some products for skimming 

strategy because of the resources needed for their deployment which will be the leased lines.  

Promotion strategy: More emphasis will be made on the promotion and awareness based 

on demonstration and free samples in terms of usage in order to build a strong word of mouth. 

There will be road shows, TV commercials, and radio advertisement as it is the cheapest form 

of advertising and reaches a good number of audiences.  

Distribution Strategy: In addition to our already existing 28 customer outlets, Gamcel 
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few outlets will be used for distribution. We will also set dealership agreement with some 

telecom products dealers for the distribution of our product. With this after the sale of the 

product the dealer will contact us immediately for registration and activation. Customers can 

also access the whole range of the products and service on our web portal 

www.myweb.gmatel.gm and see how they work. 

Our aim is to increase relative market share from 58% as per PURA’s report 2011 to 68% by 

the end of 2014 as main target for the broadband service connection in the areas of DSL and 

wireless 3G DCMA.  

5.4. Competitive Strategy 

5.4.1. Universal Access Strategy: Sustainable Accessibility and Affordability 

Gamtel has been the main operator on which government is relying on to achieve universal 

access program especially in the rural Gambia. As ITU want to achieve 60% penetration for 

broadband by 2015 from 32% in 2011, Gamtel will explore this avenue to tap investment 

from ITU as support to invest further in universal access to the populace and more so with the 

province. There are special package from ITU, World Bank, the government and other 

development agencies if one want to participate and contribute to universal access. The result 

for this great reduction in the cost Gamtel itself has to incur as most of the investment will be 

sponsored by these agencies which is not only restricted to the rural areas but also in the un-

served urban dwellers. 

By being able to attract these donors, agencies and the government, this will help the 

company to adapt a cost leadership strategy, that will help Gamtel offer affordable prices to 

all Gambians especially the average income earners and the low income earners as they 

constitute the biggest segment through the CDMA 3G the tariff of which is so flexible to their 

needs and aspirations. 

There has been a saying that Gamtel is very good at initiating but finds it difficult to maintain 

any status quo. With the strategy will strategic alliance with suppliers and financiers to be able 

to achieve the reliability factor to this plan. 

5.4.2. Strategic Alliance to Sustained Reliability 

The biggest problem with Gamtel today is its ability to maintain a progressive and sustainable 

http://www.myweb.gmatel.gm/
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status quo. This is mostly in the form of proper network maintenance, capacity update for 

quality assurance and continuous supply of data terminal or products we call CPEs (customer 

premises). These are the equipment used by customers to connect to the internet for 

broadband in the form of modems and USB internet data cards both for new and replacements.  

What I intend to negotiate for is for Gamtel to have Strategic alliance with these suppliers, in 

such a way that, they will continuously be supplying CPEs for Gamtel base on demand and 

the revenues derive from the sales of such CPEs be paid to a special account to be manage by 

both parties for such reasons. This will at least help in making sure at any given time that 

materials are available for sale base on the existence of commensurate capacity or above to 

see customer having not to wait for months or weeks to get what they want just because the 

company ran out of stock. This could well be negotiated with development agencies also like 

ITU, ATU (Africa Telecommunication Union) and other bodies in the name of universal 

access and connectivity to broadband to reach not only the poor but some peri-urban centers 

too. Therefore we look at inventory management for this to work very well.  

5.4.3. Inventory Management 

Institute a well mange process for chain management of supplies to make sure the company 

don’t run out of stock negligently. This we can do by a computerize application to indicate at 

any time the level of stock and order placed when stock reaches certain level base on previous 

experience taking into consideration manufacturing and delivery time and more important 

government procurement process, especially when it comes to single sourcing. Each of the 

three units will correspondingly be sending updates to the Senior Manager for for further 

perusal with top management. The stock actually will be manage by the company stores but 

the individual unit heads know exactly what is going in out with the stock to able to establish 

a good history of the inventory flow. 

In a nut shell the strategies above will help the company to competitively sustainable in the 

telecom industry. Not many of the companies are willing to pursue the Universal Access 

program and therefore may find it difficult if not impossible to attract donor agencies for 

funding in such areas thereby making them to incur more cost on their own. Partnering with 

someone who can easily provide what you can’t will help in a long way in making you 

achieve your goals and objective especially on the purchase of CPEs, network maintenance 
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and training. Also make sure you don’t run out of stock as customers don’t have the patient to 

wait especially when there is an alternative provider. 

5.5. Financial Analysis  

The most important factor in the provision of broadband connection is bandwidth. As per 

Gamtel finance department Gamtel spend annually GMD 87,581,862 on bandwidth space and 

GMD7, 298,488 monthly mostly to Sonatel and Italia telecom for 465Megs. As we write this 

plan, Gamtel had already paid GMD 44 million on the ACE project for the Gambia submarine 

cable consortium for the landing point and other local installation with the private sector 

namely, Qcell, Netpage, Unique Solution, Africell, Comium and Lanix.  

Table 14: End of 2012 data revenue on bandwidth sales  

Category  Amount in GMD 

CDMA 3G services  27,990,204 

Leased lines including VPNs 64,839,834 

DSL services  16,329,572 

Total for the year 2012 109,159,610 

 

This plan will seek to expand the customer base to a significantly high number leading to 

scale economies and cost reduction. This we can achieve only by affordable pricing, 

accessible service and reliable connection.  

This is why Gamtel is grabbing the opportunity ACE, the NGN and ECOWAN will bring to 

offer broadband connection at the highest possible quality. 
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5.5.1. Cost Structure 

Table 15: Cost Estimates (Cost Structure) 

Cost Structure 

Additional Fixed Asset Required Price (GMD) Quantity Amount (GMD) 

Turnkey of 20 BTS  3,000,000 20 60,000,000 

Vehicles 400,000 6 2,400,000 

Furniture      170,000 

Computers        

desktop  20,000 8 160,000 

laptops 25,000 12 300,000 

Customer Premises Equipment       

CDMA 3G terminals (USBs and routers) 2,000 10000 20,000,000 

ADSL Modems  2,000 3000 6,000,000 

ADSL filters  350 500 175,000 

Leased line modems 25,000 50 1,250,000 

Operating Cost       

Bandwidth cost     52,549,117 

Network maintenance and other materials      8,000,000 

Network rehabilitation    10,000,000 

Utility ( energy, fuel and others)     2,908,200 

Marketing      1,500,000 

Stationary and other stuff     200,000 

Manpower         

Senior Manager    1 300,000 

Managers   3 660,000 

Engineers and officers   10 1,700,000 

Technicians, marketing and sales reps   20 1,920,000 

Training      1,000,000 

Other services      1,000,000 

Total with only 33% cost of 20 BTS      131,992,317 

Total including full payment of 20 BTS      172,192,317 

 

The plan is to seek a loan for financing GMD 50, 000,000 of the GMD 172, 192,317 through 

loan, the amortization of which is shown below. 
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Table 16: Funding through banks or social security and housing finance corporation 

Bank loan    GMD 

50,000,000 

  

Term (years)   4   

Interest rate   14% (10%)   

Number of 

payments 

   

4 

  

Scenario A: Loan from commercial Banks   

Payments Annuity  Amortization  Interest Paid Principal 

Balance  

Year 0 GMD 0 GMD 0 GMD 0 50,000,000.00 

Year 1  16,395,885.90  10,022,861.90  6,373,024.00  39,977,138.10  

 

Year 2  

      

16,395,885.90  

         

11,519,696.44  

      

4,876,189.46  

      

28,457,441.66  

Year 3  16,395,885.90  13,240,071.28  3,155,814.62  15,217,370.39  

Year 4  16,395,885.90  15,217,370.39  1,178,515.51                         -    

Totals     65,583,543.59    50,000,000.00   15,583,543.59    

Scenario B: Loan from Social security and housing finance corporation 

 Payments   Yearly Total   Principal Paid   Interest Paid   Balance  

 Year 0   GMD 0   GMD 0   GMD 0   50,000,000.00  

 

 Year 1   

     

15,217,550.06  

         

10,699,110.09  

      

4,518,439.97  

      

39,300,889.91  

 

 Year 2   

      

15,217,550.06  

         

11,819,446.72  

      

3,398,103.34  

      

27,481,443.19  

 

 Year 3   

      

15,217,550.06  

         

13,057,097.24  

      

2,160,452.82  

      

14,424,345.95  

 

 Year 4   

      

15,217,550.06  

         

14,424,345.95  

        

793,204.11  

                       -    

 Totals  60,870,200.24    50,000,000.00   10,870,200.24    

 

From the above two scenarios of the GMD 50,000,000 amortization, option B will be chosen, 

that is taken the loan from the Gambia Social security and housing finance corporation with 

an interest range between 8 to 10%; in this case we took 10% to be more conservative. 

5.5.2. Financial Revenue Projection 

The analysis below shows revenue projection for all the three categories of data service being 
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DSL, CDMA and Leased lines broadband internet. 

Table 17 : Digital Subscriber line (DSL) Sales and revenue forecast  

DSL 

connection 

speed 

Current 

subscribers 

Current 

price GMD 

Current 

sales 

GMD 

monthly 

Propose 

new 

price 

GMD  

Increase 

in 

customers 

2014 

Monthly in 

GMD 

residential 

256 

 

392 

 

1,818 

 

712,656 

 

1,500 

 

500 

 

750,000 

residential 

512 

 

5 

 

5,750 

 

28,750 

 

2,900 

 

400 

 

1,160,000 

business 256 38 5,750 218,500 2,990 300 897,000 

business 512 32 11,500 368,000 5,980 300 1,794,000 

business 

1meg 

 

0 

 

29,000 

 

0 

 

21,000 

 

10 

 

210,000 

Total monthly 1,327,906     4,811,000 

Total annually 15,934,872   57,732,000 

 

Table 18: CDMA sales and revenue forecast 

CDMA Services Current 

Price 

GMD 

propose

d Price 

GMD 

connec

ted 

Current 

monthly 

revenue in 

GMD 

increase 

custome

r after 

project  

new revenue 

after project 

in GMD 

3G Express - Always 2,500 2,000 470 413,538.3 752 1,203,200 

3G Express - Business 1,500 1,275 95 61,289.47 133 135,660 

3G Express - Off-peak 1,000 1,000 563 203,754.9 844 675,200 

 

3G Express - PAYB 

20 

kbps/1b 

30 

kbps/1b 

 

4360 

 

710,479.9 

 

6758 

 

2,703,200 

3G Express - 150hrs 1,000 1,000 584 292,023.5 934 747,200 

3G Express - 400hrs 2,500 2,500 8 2,500 80 160,000 

3G Night  500 500 35 9,057.323 53 21,200 

Jamano_Data_Always 1,000 750 1964 97,427.75 0 147,300 

Jamano_Terminal_Alway 2,500 2,000 475 490,234.5 0 570,000 

Jamano_Card_Always 1,500 1,200 287 52,211.22 0 68,880 

Monthly 2,332,517  6,431,840 

Annual 27,990,203  77,182,080 

 

Details on the CDMA revenue can see in appendix 4. 
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Leased lines revenue forecast  

Table 19: Ordinary Leased line sales and revenue forecast 

Ordinary leased line  

Bandwidth Subscri

bers 

Number 

of megs 

New Price 

GMD 

Current 

price GMD 

Current rev in 

GMD 

New revenue 

in GMD 

 

128 kbps  

 

11 

       

9,319.06  

   

12,593.33  

          

138,526.63  

        

102,509.71  

  

256 kbps  

 

4 

     

12,625.88  

   

17,062.00  

            

68,248.00  

          

50,503.52  

 

512 kbps  

 

10 

     

21,320.88  

   

28,812.00  

          

288,120.00  

        

213,208.80  

 

1 Megabits  

 

12 

 

12 

   

24,940.00  

   

29,000.00  

          

348,000.00  

        

299,280.00  

 

2 Megabits  

 

8 

 

8 

   

24,403.50  

   

28,710.00  

          

229,680.00  

        

195,228.00  

 3 to 5 

Megabits  

 

4 

 

15 

   

23,142.00  

   

27,550.00  

          

413,250.00  

        

347,130.00  

 6 to 10 

Megabits  

 

2 

 

12 

   

22,144.40  

   

26,680.00  

          

320,160.00  

        

265,732.80  

 11 to 15 

Megabits  

 

  

 

  

   

21,141.00  

   

26,100.00  

                           

-    

                          

-    

 16 to 25 

Megabits  

 

1 

 

22 

   

20,160.80  

   

25,520.00  

          

561,440.00  

        

443,537.60  

 26 to 44 

Megabits  

 

1 

 

26 

   

18,954.40  

   

24,940.00  

          

648,440.00  

        

492,814.40  

 45 Megs 

and above  

 

1 

 

45 

   

16,936.00  

   

23,200.00  

      

1,044,000.00  

        

762,120.00  

  

Total monthly revenue  

    

4,059,864.63  

    

3,172,064.83  

  

Total yearly revenue  

    

48,718,375.56  

  

38,064,777.91  
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Table 20: Virtual Private Network (VPN) with internet sales and revenue forecast  

VPN with Internet 

Bandwidth connected Current 

Charges 

in GMD 

save New 

price in 

GMD 

Current 

revenue in 

GMD 

New 

revenue in 

GMD 

128 kbps   15,926.67 4140.93 11,785.74 0.00 0.00 

256 kbps   20,395.33 5302.79 15,092.54 0.00 0.00 

512 kbps   32,145.33 8357.79 23,787.54 0.00 0.00 

1MB 2 38,433.33 9992.67 28,440.66 76,866.66 56,881.33 

2 MB and 

more 

1 44,000.00 13451.67 24,981.66 44,000.00 24,981.66 

Total monthly revenue 120,866.66 81,862.99 

Total Annual revenue  1,450,399.92 982,355.91 

 

Table 21: Virtual Private Network (VPN) without internet sales and revenue forecast 

VPN without Internet  

    Current 

price in 

GMD 

New 

price in 

GMD 

Current 

revenue in 

GMD 

New 

revenue in 

GMD 

VPN 

Only 

Subscribers Monthly Monthly Monthly Monthly 

128KBS   10,833.33 5,416.67 0.00                     

-    

256 

KBS 

 

2 

 

13,333.33 

 

6,666.67 

 

26,666.66 

     

13,333.34  

512 

KBS 

6  

15,833.33 

 

7,916.67 

 

94,999.98 

     

47,500.02  

 

1Meg 

 

2 

 

18,750.00 

 

9,375.00 

 

37,500.00 

   

18,750.00  

 

Total monthly revenue 

 

159,166.64 

     

79,583.36  

 

Total Annual revenue 

 

1,909,999.68 

   

955,000.32  
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Table 22: Total for leased lines revenue forecast 
Total for all three categories  

Category Current revenue in 

GMD 

New revenue in 

GMD 

 

Ordinary Leased Lines 

        

48,718,375.56  

     38,064,777.91  

 

VPN with Internet 

          

1,450,399.92  

           

982,355.91  

 

VPN without Internet 

          

1,909,999.68  

           

955,000.32  

 

Total revenue per year in GMD 

 

52,078,775.16  

 

40,002,134.15  

 

5.5.3. Cash Flow and Net Present Value 

After the revenue projections we now look at the cash flow for the whole project in three 

different scenarios with their respective net present values; worst case scenario, ideal case 

scenario and best case scenario as depicted in tables below. 
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Table 23: Worst Case Scenario 

  Year 0 year 1 Year 2 Year 3 Year 4 

Revenue (yearly increase 16%)  GMD GMD  GMD  GMD  

DSL   57,732,000  66,969,120  77,684,179  90,113,648  

CDMA   77,182,080  89,531,213  103,856,207  120,473,200  

Leased lines    40,002,134  46,402,476  53,826,872  62,439,171  

Sales of CPE   20,568,750  23,859,750  27,677,310  32,105,680  

Total Revenue   195,484,964  226,762,558  263,044,568  305,131,699  

            

Operating cost (increase by 5%) 73,518,015  79,399,456  83,369,429  87,537,901  

Depreciation   516,000  516,000  516,000  516,000  

Total operating cost   74,034,015  79,915,456  83,885,429  88,053,901  

EBIT   121,450,949  146,847,102  179,159,139   217,077,798  

Interest   4,518,440  3,398,103  2,160,453   793,204  

            

EBT   116,932,509  143,448,999  176,998,686   216,284,594  

Tax (21.25%)   24,848,158  30,482,912  37,612,221   45,960,476  

            

Profit after tax   92,084,351  112,966,087  139,386,465  170,324,118  

   GMD         

Investment   (90,455,000)     (29,850,150)   

            

Cash Flow    92,600,351  113,482,087  139,902,465   170,840,118  

      Cash Flow NPV 484,435,552      

CPE: this is customer premises equipment. 
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Table 24: Most Idea Case Scenario  

  Year 0 year 1 Year 2 Year 3 Year 4 

Revenue (yearly increase 18%)         

DSL   57,732,000  68,123,760  80,386,037  94,855,523  

CDMA   77,182,080  91,074,854  107,468,328  126,812,627  

Leased lines    40,002,134  47,202,518  55,698,972  65,724,786  

Sales of CPE   20,568,750  24,271,125  28,639,928  33,795,114  

Total Revenue   195,484,964  230,672,258  272,193,264  321,188,052  

            

Operating cost (increase by 5%) 73,518,015  79,399,456  83,369,429  87,537,901  

depreciation   516,000  516,000  516,000  516,000  

Total operating cost   74,034,015  79,915,456  83,885,429  88,053,901  

EBIT   121,450,949  150,756,801  188,307,835  233,134,151  

interest   4,518,440  3,398,103  2,160,453  793,204  

            

EBT   116,932,509  147,358,698  186,147,382  232,340,947  

Tax (21.25%)   24,848,158  31,313,723  39,556,319  49,372,451  

            

Profit after tax   92,084,351  116,044,975  146,591,063  182,968,496  

            

Investment (90,455,000)     (29,850,150)   

            

Cash Flow   92,600,351  116,560,975  147,107,063  183,484,496  

      Cash Flow NPV 499,154,042      
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Table 25: Best Case Scenario  

  Year 0 year 1 Year 2 Year 3 Year 4 

Revenue (yearly increase 20%)         

DSL   57,732,000  69,278,400  83,134,080  99,760,896  

CDMA   77,182,080  92,618,496  111,142,195  133,370,634  

Leased lines    40,002,134  48,002,561  57,603,073  69,123,688  

Sales of CPE   20,568,750  24,682,500  29,619,000  35,542,800  

Total Revenue   195,484,964  234,581,957  281,498,348  337,798,018  

            

Operating cost (increase by 5%) 73,518,015  79,399,456  83,369,429  87,537,901  

Depreciation   516,000  516,000  516,000  516,000  

Total operating cost   74,034,015  79,915,456  83,885,429  88,053,901  

EBIT   121,450,949  154,666,501  197,612,919  249,744,117  

Interest   4,518,440  3,398,103  2,160,453  793,204  

            

EBT   116,932,509  151,268,397  195,452,466  248,950,913  

Tax (21.25%)   24,848,158  32,144,534  41,533,649  52,902,069  

            

Profit after tax   92,084,351  119,123,863  153,918,817  196,048,844  

  GMD          

Investment (90,455,000)     (29,850,150)   

            

Cash Flow   92,600,351  119,639,863  154,434,817  196,564,844  

      Cash Flow NPV 514,213,788      
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6. CONCLUSIONS 

Internet has become a key instrument and a factor for economic development. The cost of 

broadband access is still quite expensive in most developing countries being equivalent to or 

more than 50% of their average national income GNP (ITU: measuring the information 

society 2012). Gambia getting connected to the international world for the first time through 

the ACE submarine cable can make the cost of internet and broadband in particular, very 

affordable and reliable, which should be the aim of Gamtel, as cost is expected to go down for 

bandwidth (see appendix 1and 2 for the ACE cable map and other cables appendix 2 for 

cables across Africa). 

Leadership and policy issues should take its role to make the implementation sustainable 

broadband policies both at national and company level. This will help make achieving the 

current desire of ITU to see universal access for broadband a reality and penetration by 2015 

to reach 60% for the world in general from 32% in 2011; 50% for developing countries from 

24.5% in 2011; and 15% for least develop countries from 6% in 2011. 

As the bandwidth capacity is to increase from 100s of megabits to an initial 1.92 terabytes 

from the 5.12 terabytes of ACE, that will deploy a wavelength division-multiplexing 

technology with 40 gigabytes, thus being the most advanced and proven fiber-cable 

technology, the cost of internet and broadband connection will henceforth continue to 

decrease to the benefit of the average Gambian. From its launch, it was lamented that the 

current speed of internet in the Gambia is expected to be more than 50 times faster than the 

current speed. Therefore it is ideal for Gamtel to look into volume sales through economies of 

scale to be more sustainable in the future. 

Gamtel as a company shall continue to observe the market trend and price in this very 

competitive environment for counter measures. The propose changes in price is surely going 

to lead to increase in sales volume, but it does not necessarily have to be a fixed change; 

further studies would still need to be done to determine the need to maintain current changes 

for a while or further adjust reduction in price as the cost of bandwidth which constitute, the 

biggest cost component of broadband service becomes lower. The Gambia is considered one 

of the most expensive in Africa when it comes to fixed broadband access, which to my view 
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was as a result of lack of landing point and high dependency on Senegal, but now prices are 

expected to be falling gradually year by year as we get more capacity at lesser cost. (See 

appendix 3 for the current state of fixed broadband sub-basket PPP (purchasing power parity)). 

By a look at the financial projection, it is very clear that the project is a viable one as 

indicated by the positive net present value for all three scenarios of its cash flow. 

Among the three data categories more focus should be geared towards the enhancement of 

DSL service and 3G CDMA service. Leased lines which use to be the biggest contributor 

among the three categories is expected to be the least contributor now, or could even be 

stagnant. This is because some of the biggest customers in the categories were private ISPs, 

who will now hence fort get bandwidth from the ACE localize as the Gambia Submarine 

Cable.  

However lot more could be done on the pricing of the leased lines for sale to corporate bodies 

and institution in order to maintain and keep a healthy growth on its customer base. I will 

suggest that, Gamtel approach most of these corporate institution especially the financial 

institution and offer them fiber connection at no or very minimal cost with some condition 

based on contracts and service level agreement (SLAs) that will at least keep them with the 

company for specific number of years. In this world of advance technology, the threat of 

internet hackers is growing by the day and financial institution are looking for more secure 

and reliable mode of connection which fiber can provide them. 

Finally, to achieve all these, customer service has to be a top priority for Gamtel in order to 

maintain a strong customer satisfaction and loyalty. No matter how hard or difficult the 

situation is give a smile and make the customer comfortable.  
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APPENDIXES 

Appendix 1: ACE map layout  

 

ACE will complement existing submarine cables (SAT-3/WASC/SAFE, SEA-ME-WE.3, 

ATLANTIS 2, etc.) and will offer the West African coastal region excellent connectivity to 

Telecommunications networks in Europe, the Americas and Asia. 
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Appendix 2: Submarine cables in Africa 

The layout below shows the current total number of submarine cables in the Africa region that 

has been laid sometime ago whiles others are still in progress.  
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Appendix 3: Fixed broadband sub-basket in terms of PPP$ (Purchasing power parity) for 30 

selected countries. 

 

The Gambia relatively has one of the lowest price in PPT$ terms in the mobile-cellular sub basket, 

which is as a result of the highly competitive mobile market with four operators.  

On the other hand in terms of PPP$ adjusted fixed broadband basket, The Gambia have relatively 

high price for high-speed internet access. As small least developed countries Gambia and other 

small countries have in the past been bypassed by submarine cable projects and a serious shortage 

of bandwidth led in turn to high prices for fixed broadband. With the completion of the ACE 

submarine cable and receiving its first landing station, connected to an international cable system 

Gambia will no longer depend on neighbouring Senegal for internet bandwidth. 

The ICT price Basket by region base on the fixed telephone, mobile and fixed-broadband as 

percentage of GNI (ITU: measuring the information society 2012). 
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Appendix 4:  

 

This shows that the cost of fixed broadband access is dropping at an increasing rate for both 

mobile and fixed broadband internet access but more so with fixed broadband as can be seen 

in the chats above (ITU: measuring the information society 2012) 



‧
國

立
政 治

大

學
‧

N
a

t io
na l  Chengch i  U

niv

ers
i t

y

58 

Appendix 5: CDMA current prices, customer base and consumption 

3G CATEGORY current  

GMD 

save  New A 

GMD 

current 

subscribers 

3G Express - Always 2500 500 2000 470 

3G Express - Business 1500 225 1275 95 

3G Express - Off-peak 1000 gain 1 day 1000 563 

3G Express - PAYB 20 kbps/1b 50% 30 kbps/1b 4360 

3G Express - 150hrs 1000 Gain 20 hrs. 1000 584 

3G Express - 400hrs 2500 Gain 160 hrs. 2500 8 

3G Express - Night   500    500 35 

JAMANO CATEGORY current save  New B   

Jamano_Data_Always 1000 250 750 1964 

Jamano_Terminal_Always 2500 500 2000 475 

Jamano_Card_Always 1500 500 1000 287 

 

3G CATEGORY 12-Aug 12-Sep 12-Oct 12-Nov 12-Dec Average 

3G Express - Always 111,200  640,825  305,802  310,129  397,398  413,538  

3G Express - Business 6,000  62,200  57,000  79,500  46,458  61,289  

3G Express – Off-Peak 51,100  198,571  214,408  206,440  195,600  203,755  

3G Express - PAYB 183,753  756,436  724,198  654,013  707,273  710,480  

3G Express - 130hrs 54,926  304,856  261,508  261,606  340,124  292,024  

3G Express - 240hrs   2,500  2,500  2,500  2,500  2,500  

3G Express night  1,800  8,952  9,400  10,577  7,300  9,057  

SUB TOTAL 408,779  1,974,340  1,574,815  1,524,766  1,696,653  1,692,643  

JAMANO 

CATEGORY 

            

Jamano_Data_Alwa 26,100  103,011  89,400  98,000  99,300  97,428  

Jamano_Terminal_A 141,115  368,075  625,547  448,016  519,300  490,235  

Jamano_Card_Alwa 4,500  67,372  70,809  29,500  41,164  52,211  

SUB TOTAL 171,715  538,458  785,757  575,516  659,763  639,873  

TOTAL 580,494  2,512,798  2,360,572  2,100,282  2,356,416  9,330,068  

Monthly average  2,332,517       

 

Current prices, customer base and consumption for the last four months of 2012 and the 

average monthly consumption for all CDMA products 
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Appendix 6: INTERNET LEASED LINE; current status-quo 

Bandwidth Yearly Charges Monthly Charges 

128 kbps D 151,120.00 D 12,593.33 

256 kbps D 204,744.00 D 17,062.00 

512 kbps D 345,744.00 D 28,812.00 

1MB  D360,000.00 D 30,000.00 

VPN WITHOUT INTERNET: 

Bandwidth Yearly Charges Monthly Charges 

128 kbps   D 64,999.92 D 5,416.66 

256 kbps   D 79,999.92 D 6,666.66 

512 kbps   D 94,999.92 D 7,916.66 

1MB D 112,500.00 D 9,375.00 

VPN WITH INTERNET: 

Bandwidth Yearly Charges Monthly Charges 

128 kbps  191,120.00  15,926.67 

256 kbps  244,744.00  20,395.33 

512 kbps  385,744.00  32,145.33 

1MB  461,200.00  38,433.33 

DISCOUNTS INTERNET LEASED LINE INCLUDING ISP’S: 

CORPORATE CUSTOMERS 1MB = D30, 000.00 PER MONTH: 

Normal Price per megabits Percentage Net Difference (D) AMOUNT (GMD) 

PER MEG / PER 

MONTH 

1 megabits   D 29,000.00 

2 megabits 1     D 290.00 D 28,710.00 

3 to 5 megabits 5 D 1,450.00 D 27,550.00 

6 to 10 megabits 8 D 2,320.00 D 26,680.00 

11 to 15 megabits 10 D 2,900.00 D 26,100.00 

16 to 25 megabits 12 D 3,480.00 D 25,520.00 

26 to 44 megabits 14 D 4,060.00 D 24,940.00 

45 to 74 megabits  20 D 5,800.00 D 23,200.00 

75 MB and above 26 D 6,032.00 D 17,168.00 

 




