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Abstract: 

This article focuses on the parallelism of the prices recorded on the market of mobile telephony in Senegal. 

It emphasizes its regulatory causes. The article shows that the objective of the parallelism of prices is to 

prevent price discrimination between on-net and off-net calls for the development of the market. This leads 

to a predominance of on-net calls on off-net ones, thereby increasing club effects. 
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1. Introduction  

Mobile telephony is the fastest growing segment of the Senegalese telecommunications sector. It gathers 

three operators namely Orange, Tigo and Expresso
1
.They compete through their infrastructures since each 

operator has its own infrastructure and has direct access to its customers. According to interconnection
2
, 

each operator can also have access to customers of the competing operator. There is a symmetrical 

interconnection where each operator can terminate its customer’s calls in its own network and its 

competitors’ and vice versa. In the first case, it refers to on-net calls and in the second to an off-net ones. On 

this termination or interconnection market, whenever an operator wants to convey and / or end the call from 

a client to another one from another network, he must pay a transit and / or termination charge of fare 

(Bulatovic, 2004). 

When this rate is the same for all operators, we will talk about parallelism rates or prices. By definition, the 

parallelism of the price refers, according to Pénard&Thirion (2007), to « a situation in which a price 

                                                           
1
Orange is the key brand of France Telecom, which is a strategic partner and majority shareholder in Sonatel (National 

Telecommunications Company). As for Tigo, it is the commercial brand of products Sentel group, local subsidiary of 

Luxembourg group Millicom International Cellular.About Expresso, it corresponds to the trade name of the product which is 

Sudatel Senegalese subsidiary of the incumbent Sudanese telecommunications sector. 
2
 Interconnection is the ability of an operator to access the network of another operator (Laffont& al., 2003). 
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announcement by one of the operators is immediately taken up by all the other operators ». The parallelism 

stems from the fact of price changes of the same magnitude and the same dates, which is currently the case 

in the interconnection (or wholesale market) and retail market where operator’s prices are aligned (ARTP 

Observatory, 2014 and 2015). Hence the question of why this parallelism of prices found in the mobile 

market? 

The objective of this article is to analyze the causes of this parallelism found in the market for mobile 

telephony. In addition, it scrutinizes its impact on the direction of traffic exchanged between operators. 

 

2. Parallelism of the prices according to price regulation and not of collusion 

The parallelism of prices can be certainly the consequence of collusion between operators, but it may be due 

to tariff regulation as in the case of the Senegalese mobile market. 

In terms of collusion, whether tacit or open, it is a form of agreement between companies that can distort the 

competitive play. It takes place in markets where there are few companies that have interest to agree to 

generate more profits. This characterization perfectly illustrates the environment of the Senegalese market of 

mobile telephony where all operators adopt parallel behavior in terms of price because of the nature of the 

oligopoly. Indeed, this market can be described as tight oligopoly
3
.  

 

Figure 1: Evolution of the concentration of the mobile segment from 2011 to 2015 

 
Source: ARTP Observatory and author's calculation 

 

The figure 1 above shows the evolution of HHI
4
 showing a high concentration of mobile telephony market. 

A high concentration refers either to a rivalry, or an agreement between operators; the latter alternative 

being that which is suspected in the case of price parallelism found in the telecommunications market. 

Already in 2006, the alignment of prices of former Alizé and Sentel GSM (now Orange and Tigo 
                                                           
3
According to Pénard&Thirion (2007), an oligopoly is said narrow if it is characterized by a high concentration, high entry 

barriers and to transparency on prices. 
4
 It is calculated using the formula:HHI =  si

2N
i=1 withsithe share of market operator i. But here, to define the areas of 

concentration used was a modified HHI; that the US authorities have used a version of this index where we multiply the definition 

of formula by 10,000 (Perani, 1995). It helps to have three areas of concentration: 

 if HHI is less than 1000 then the concentration is low. 

 if HHI is between 1000 and 1800 when there is a moderate concentration. 

 if HHI is greater than 1800 then the concentration is high. 
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respectively) had raised suspicions of collusion on the part of the Senegal Consumers Association 

(ASCOSEN). A sector inquiry was conducted by the Regulatory Authority for Telecommunications and 

Post (ARTP) for this purpose. 

However, this cooperation in the interconnection could lead to a collusion and facilitate fraud on the number 

of call termination that operators can make to minimize their tax burdens (Ndiaye 2016). This caused a 

challenge for the regulator on the pricing as its action must be conciliatory vis-a-vis an incentive profitability 

of operators. Through its influence on pricing, the authority of regulation can therefore create a price 

parallelism. To control prices of SMP (significant market power) operators
5
, the regulatory authority may 

impose a price control or regulation of price caps. According to Desmedt& Streel (2014), this rule is to set a 

price ceiling for a service or a basket of regulated services. They point out that the ceiling may change 

depending on inflation and technical progress. The evolution of the price cap is translated through the 

difference between the rate of inflation (RPI - Retail Price Index), and productivity standard. It is important 

to note that this tariff framework is scalable as it as to align with the pace of market analysis. In other words, 

it depends on periodic renegotiations due to the asymmetry of information. 

However, according to Ndiaye (2016), close revisions of the Price Cap lead to a decrease of operator’s 

income as well as their incentives to reduce costs. Furthermore, the implementation of the tariff framework 

is, according to Desmedt& Streel (2014), relatively simple in so far as the regulatory authority will only 

have to set the standard for productivity and prompting the operators to improve efficiency as retain any 

drop in cost beyond the standard for productivity. 

As for ARTP, it has always applied the cap on interconnection rates while respecting the principle of 

economicity regulatory choice (imposition of a standard for productivity and investment incentives, among 

others). It conducts periodic reviews of the pricing for interconnection because it greatly impacts the retail 

markets. 

 

3. Parallelism of prices : the cause of predominance of on-net traffic on the off-net one 

The adoption of the price cap by Senegalese regulator aims at preventing price discrimination between on-

net calls and off-net ones for the development of the market and the competitive balance. With this non-

discrimination tariff, we note that the on-net traffic is more important than the off-net one. The figure 2 

below shows that over 90% of calls are to the same network number. 

This situation is bound to the nature of the competition in the call termination market. It is important to note 

that each operator has a full power termination on its network. Thus, we note that in this type of market we 

are in a monopolistic competition. That's why ARTP, by taking a tariff framework imposes a symmetry (or 

reciprocity) in the interconnection pricing and non-discrimination tariff between on-net calls and those off-

net. As prices are set now, operators will adopt the Cournot competition model which is based on quantities. 

Each operator offers regular and aggressive promotions (Ndiaye, 2012). For example, if Orange made 50 to 

100% rebates on all charges with prepaid cards, Tigo is unlimited calls to favorite numbers and / or 

discounted rates for calls to customers on the same network. As for Expresso, it offers bonus between 100 

and 200%. 

 

 

 

 

 

                                                           
5
 The three operators all expressed strong on the mobile network voice call termination market by the Decision of the ARTP No. 

0072013 fixing for 2014, the list of SMP operators on the relevant markets telecommunications. 



European International Journal of Science and Technology                     Vol. 5 No. 8             November 2016 

 

 

71 

Figure 2: Monthly evolution of the distribution of mobile traffic on-net / off-net 

 
Source: ARTP Observatory 

 

It is noted that on each offer from an operator is a replica tothe other one. Such a dynamic is reminiscent of 

the Stackelberg configuration where Tigo was the leader until the coming of Expresso. Orange behave asa 

follower on some products and services. When Tigo launched Izi services
6
, « Wakhbatass

7
» and « 

Tigolébalma
8
», Orange did the same by offering services such as « seddo» Illimix and SOS credit, 

respectively. 

These promotional offers accentuate the club effects and thus allow each operator to maintain its market 

share and increase its on-net traffic. The predominance of on-net traffic on the off-net one is to the 

advantage of the operator with the most customers by Orange in this case; which can increase its overall 

domination of the sector. It is as if the operators refuse to interconnect. The fact that operators are in direct 

competition, interconnection does not promote differentiation of their offers; it makes them much closer in 

terms of quality or more substitutable and thus may reduce their market power (Colombier& al., 2010).  

Furthermore, to benefit from promotional offers of operators, the Senegalese consumers have each adopted 

the multi-SIM phenomenon (everyone has at least one SIM card for each operator) and accentuating the club 

effects and the importance of on-net traffic. However, this type of consumer behavior reflects, according to 

D'Aiglepierre et al. (2012), the inability of the regulator to effectively organize interconnection between 

mobile operators. According to these authors, poor regulation of interconnection can lead users to subscribe 

to several networks. 

 

4. Conclusion  

This article has focused on the causes and consequences of the prices parallelism recorded on the market of 

mobile telephony. It showed that the parallelism of prices is the result of rate regulation and not that of an 

agreement between Orange, Tigo and Expresso. The ARTP imposed guidance to operators which led to a 

parallelism in the pricing of interconnection and non-discrimination tariff between on-net calls and those 

off-net. In addition, the article found that the parallelism of the prices affects the call termination as well as 

their direction. Thus he stressed the predominance of on-net traffic on the off-net one. Indeed, over 90% of 

calls are to a same network number. It is worth noted that this most benefits the operator with the most 

                                                           
6
Izi and seddo are electronic credit transfer services respectively Tigo and Orange. 

7
 « wakhbatasss » et illimix correspond to the unlimited plans respectively Tigo and Orange. 

8
 « Tigolébalma » et SOS créditare respectively the services of Togo and Orange to use in case of “failure” of credit. 
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customers. In the end, it enhances the club effects killing the interconnection which is necessary for the 

implementation of effective competition. 
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