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TRC Jordan: Telecommunications Market Review 

Information requirement to licensees 

11 June 2026 

 

1 Introduction 

The Telecommunications Regulatory Commission (TRC) is carrying out a review of the 

competitive conditions at the retail and wholesale level in the provision markets for the 

telecommunication services in Jordan. The markets under consideration are: 

■ Retail and wholesale mobile services 

■ Retail and wholesale fixed services 

■ Dedicated capacity services. 

This seeks to update TRC’s previous competition assessment in these markets1. The outcome 

of the market reviews will then form the basis for any ex-ante regulation of these services by 

the TRC. 

The review will draw on publicly available information and data already submitted to TRC. 

However, additional information is required from licensees to ensure a robust and evidence-

based assessment.  

This document sets out the additional information requested from licensees. The request 

focuses on information: 

■ Not previously collected by TRC, and/or 

■ Where gaps have been identified in existing submissions 

While these questions cover all services relevant to the market review, the Licensee is asked 

to provide information only on the services it provides or procures. However, the TRC 

also welcomes the Licensee’s views on qualitative questions in market segments where it 

does not operate, if responses are supported by evidence.  

 

                                                
1  TRC board decision No.(14-12/2020 ) dated ( 30/9/2020) “Regulatory Decision on the Fixed Market Review”; TRC board 

decision No.(6-12/2020 ) dated ( 30/9/2020) amended by decision NO(15-1/2021) dated (31/01/2021) “Regulatory 

Decision on the Mobile Markets Review”, and TRC board decision No.(7-12/2020 ) dated ( 30/9/2020) “Regulatory 

Decision on the Dedicated Capacity Markets Review”;  
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TRC encourages All relevant licensees to provide complete and well-supported responses. 

The quality and completeness of the information provided will be an important input into the 

analysis underpinning the market review. 

If the  licensee is unable to provide specific data, please indicate this clearly, explain the 

reasons, and, where possible, propose alternative information or proxies. 

TRC remains available to clarify any aspect of this request and can arrange follow-up 

discussions if helpful. 

2 Mobile services 

The following sections request information about mobile communication services. For each 

question, please provide supporting evidence if possible.  

2.1 Retail Mobile Services 

2.1.1 Demand-side factors 

1. Please describe: 

a. The key factors influencing customers’ choice of mobile service provider (e.g. price, 

quality, coverage, brand, customer service) 

b. Any impact of 5G services on customer preferences 

2.1.2 Customer behaviour and switching 

1. Please describe your  customer behaviour, including: 

a. Churn rates over time, separately for prepaid and postpaid customers 

b. Switching between providers and between prepaid and postpaid services (for 

example, based on customer surveys or other customer engagement exercises) 

c. Switching between traditional mobile services and OTT services (for example, based 

on customer surveys or other customer engagement exercises) 

d. Customer preferences between traditional mobile services and OTT services (for 

example, based on customer surveys or other customer engagement exercises) 

e. Main drivers of switching 

f. Barriers to switching (e.g. contractual, behavioural, technical) 

g. Average contract duration or customer lifetime for: 

i. Prepaid customers 

ii. Postpaid customers  
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2.1.3 Pricing and promotions 

1. Please describe the state of competition in the retail mobile market for both, prepaid and 

postpaid services. Specifically, what are the key drivers of competition?  

i. Is market competition driven primarily by price terms (i.e. headline tariffs and/or 

promotions? Do service providers use differences between in-store pricing and 

online pricing as a source of product differentiation? 

ii. Is market competition primarily driven by non-price terms, such as differences in 

quality of service, customer care, handling complaints, etc.? 

2. Please provide an overview of the types of promotional activity you currently undertake in 

the retail mobile market (such as price discounts, bundles, add-ons, etc.). What customer 

segments do you typically offer such promotions to and do these differ between in-store 

and online offerings?   

3. Please describe whether certain customer segments or types of customers are offered 

bespoke or personalised retail packages (such as new customers) and if so, how these 

offers are developed. Please provide information on the types of discounts, the target 

customer segments for such promotions, and the relative impact of such offers on your 

overall mobile service revenues. 

4. Please present an overview of the relevant importance of your sales and distribution 

channels. Specifically, if you have any data on the proportion of sales that take place 

through each of these channels, namely:  

a. Own retail stores  

b. Franchised stores  

c. Third-party retailers  

d. Online channels  

2.1.4 Customer segmentation 

1. Large enterprise vs SME vs Residential2  customers 

a. Could you please describe the relative importance of the large enterprise market 

segment (including the share of total mobile revenues generated by this segment)? 

b. Are there any technical or operational barriers that would prevent a provider serving 

residential and/or small and medium-sized enterprises (“SMEs”) from also serving 

large enterprise customers? Please explain. 

                                                
2  Within the context of mobile services, residential customers refer to end-users in the B2C (or Business to Consumer) 

segment, covering individuals who access mobile services. 
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c. For retail mobile services, how do you distinguish between residential and SME 

customers in practice (e.g. eligibility criteria, service characteristics, pricing, 

contractual terms)? 

d. What are the key differences in demand for retail mobile services between residential 

and SME customers? Please comment on factors such as usage patterns, service 

requirements (e.g. speed, reliability), and price sensitivity. 

e. Are there any material barriers to switching between providers for: 

i. Residential, and  

ii. SME customers 

Please describe any differences between these segments and how they affect the 

level of competition. 

f. Are there any significant differences in the way retail mobile services are provided to 

residential and SME customers (e.g. network requirements, installation, service 

levels, distribution channels, sales processes)? 

2. Pre-paid vs post-paid customers 

a. What are the key differences in demand for retail mobile services between pre-paid 

and post-paid mobile customers? What is the significance and role played by multi-

SIMming on the differences between the two segments, particularly with regards to 

marketing. 

b. Are there any significant differences in the way retail mobile services are provided to 

pre-paid and post-paid mobile customers (e.g. distribution channels, sales 

processes)? 

3. Segmentation by profession and age groups 

a. We note that mobile offers are segmented across various age and professional 

groups (with different offers available for young people, army personnel, and 

members of professional associations, among others). What are the key differences 

in demand for retail mobile services between these customer groups? Are the 

differences in willingness to pay, or more along the lines of preferred service 

packages and general usage? 

2.1.5 Competitive dynamics 

1. How has competition in the retail mobile market evolved over the past five years? Has the 

evolution of competition been different by customer segment? By technology (4G v. 5G)? 

2. In your view, are there any prevailing or prospective barriers to competition?  

a. In particular, are there any barriers to entry into and expansion in the retail mobile 

market. Specifically: 

i. Structural barriers  

ii. Legal and regulatory barriers  
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iii. Technical barriers  

iv. Access to essential facilities 

3. To what extent do customers (particularly large enterprises) have negotiating power?  

4. Please describe competitive constraints from : 

a. OTT services  

b. Satellite providers (such as LEO providers, offering data connectivity services)   

c. Fixed communication services   

5. How do you expect the retail mobile market to evolve over the next 2–3 years?  

6. Please describe your plan, if any, to phase out older mobile technologies in favour of 

providing mobile services over 4G and 5G. How do you expect these plans to change the 

competitive dynamics in the market compared to those observed over recent years? 

7. What are the three main competitive threats for the retail mobile market?  

8. What are the three main opportunities for the retail mobile market? 

2.2 Wholesale Mobile Services 

1. Please describe your market position in each of the following wholesale access markets:  

a. Site sharing and tower sharing (including colocation and access to towercos) 

b. Wholesale mobile call access and origination and SMS services 

c. National Roaming 

d. Mobile backhaul 

For each service, please comment on your role (e.g. provider and/or access seeker) and 

the current scale of activity you are engaging in (for example, number of towers to which 

you seek or offer access (and who owns them), the number of national roaming 

agreements you are part of, etc.). 

2. For each of the wholesale services listed above, please describe your view on the state 

of competition and the existence of barriers to accessing these services. In your response, 

please distinguish between: 

a. Technical barriers (e.g. lack of available space on towers, capacity constraints) 

b. Commercial barriers (e.g. pricing levels, pricing structure, contractual terms) 

c. Access restrictions (e.g. refusal or delay in granting access to services or 

infrastructure) 

d. Regulatory or legal constraints 

e. Any other relevant factors 

3. Specifically with regards to leasing towers (or space on towers), please describe if you 

face any geographical restrictions on accessing towers that may have an adverse impact 

on your ability to enter certain geographic markets. 
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2.2.1 Mobile Network Deployment 

1. What factors influence your investment decisions (e.g. demand, cost, competition, 

regulation)?  

2. Are there geographic areas where deployment is commercially unviable? Please explain 

whether there are any differences in commercial viability of certain geographic areas 

between different operators (i.e. whether there are any areas where only a subset of 

operators can viably deploy their networks). If so, how do you respond to such challenges 

commercially?  

3. Please describe any geographic differences, and the underlying reasons, in:  

a. Network quality  

b. Capacity constraints  

c. Speeds  

3 Fixed services 

The following sections request information about fixed communication services. For each 

question, please provide supporting evidence if possible.  

3.1 Retail Fixed Services 

The questions below refer to the retail provision of fixed3 voice, broadband and bundled 

services4, unless otherwise specified.  

3.1.1 Demand-side factors 

In your response to the questions below, please indicate: (i) whether demand drivers differ 

across these services and customer segments (residential and non-residential – including 

small businesses and large enterprises), (ii) how these drivers have evolved over time, and 

(iii) how you expect them to develop over the next 3-5 years.  

1. Please describe the key factors influencing customers’ choice of fixed service provider 

(e.g. price, quality, coverage, reliability, brand, customer service). 

                                                
3  The term ‘fixed’ refers to services provided at specific premises over a fixed network, including both wired (e.g. fibre) and 

wireless (e.g. fixed wireless access) technologies, as distinct from mobile services delivered over cellular networks. This 

definition does not preclude the possibility that mobile technologies may be included in the relevant market.  

4  A multiplay bundle refers to a package in which a customer purchases multiple services from the same provider as a 

single offer. For clarity, double-play typically refers to fixed broadband and fixed telephony; triple-play refers to fixed 

broadband, fixed telephony, and retail pay TV; fixed–mobile convergence (FMC) bundles refer to fixed broadband (with or 

without fixed voice) combined with mobile services (voice/data); and FMC + TV refers to an FMC bundle that also 

includes pay TV. 
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3.1.2 Pricing and promotions 

For each customer segment, please: 

1. Describe your pricing strategy for each of the fixed services (standalone fixed voice, 

standalone fixed broadband, and multiplay bundle services). Please specify how pricing 

strategies differ by:  

a. Customer segment 

b. Geography 

2. Please provide an overview of promotional activity, including:  

a. Number of promotions per year  

b. Type of promotions (discounts, bundles, add-ons, etc.)  

c. Duration and target segments  

d. Number of customers on promotions+ 

3. Please describe any below-the-line offers, including:  

a. Nature and magnitude of discounts  

b. Target customers  

c. Impact on revenues  

3.1.3 Customer segmentation  

4. Large enterprise customers 

a. Please confirm whether large enterprise and government customers primarily rely on 

bespoke connectivity solutions (e.g. dedicated capacity, leased lines, IP-VPN) rather 

than standard retail fixed services for their internet and voice needs.  

b. Are there any technical or operational barriers that would prevent a provider serving 

residential and/or small and medium-sized enterprises (“SMEs”) from also serving 

large enterprise customers? Please explain. 

5. Residential vs non-residential customers 

a. For retail fixed services, how do you distinguish between residential and non-

residential customers in practice (e.g. eligibility criteria, service characteristics, 

pricing, contractual terms)? 

b. What are the key differences in demand for retail fixed services between residential 

and non-residential customers? Please comment on factors such as usage patterns, 

service requirements (e.g. speed, reliability), and price sensitivity. 

c. Are there any material barriers to switching between providers for: 

i. Residential, and  

ii. non-residential customers 
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Please describe any differences between these segments and how they affect the 

level of competition. 

d. Are there any significant differences in the way retail fixed services are provided to 

residential and non-residential customers (e.g. network requirements, installation, 

service levels, distribution channels, sales processes)? 

Geographic segmentation  

Please describe: 

1. Whether there is any geographic differentiation in offers, coverage, pricing, or quality. For 

example, are there price differences when calling different geographic codes, or when 

using mobile versus fixed services to call a fixed area code?  

2. Services offered by governorate/district, distinguishing between standalone fixed voice, 

standalone fixed broadband, and multiproduct bundle; and specifying the technology.  

3. Broadband coverage by technology (fibre, copper, FWA), by governorate/district. 

4. Differences in competitive conditions across governorates/districts. In your view, do 

competition conditions differ across governorates/districts? 

5. Any difference in consumer behaviour across governorates/districts.  

3.1.4 Competitive dynamics  

1. How has competition in the retail fixed market evolved over the past five years in terms of 

price and non-price conditions? Has the evolution of competition been different by 

customer segment? Or, by technology (fibre v. copper vs FWA)? 

2. Is competition primarily price-based, non-price-based, or both?  

3. What are the main competitive differentiators across operators in the market (e.g. network 

quality, pricing, bundling)?  

4. Please describe competitive constraints from,  

a. Mobile services 

b. OTT services  

c. Satellite providers  

d. Fixed-mobile substitution  

5. Countervailing buyer power:  

a. To what extent do customers (particularly large enterprises) have negotiating power? 

Please provide evidence supporting your assessment. 

6. Sales and Distribution 

a. Please describe your sales and distribution channels:  

i. Own retail stores  
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ii. Franchised stores  

iii. Third-party retailers  

iv. Online channels  

b. Please provide any available data on the relative importance of each channel.  

c. Are there geographic differences in distribution strategies?  

3.1.5 Barriers to Entry and Expansion 

1. Please describe barriers to entry and expansion, including:  

a. Structural barriers  

b. Legal and regulatory barriers  

c. Technical barriers  

d. Access to essential facilities  

3.1.6 Market Outlook 

1. How do you expect the market to evolve over the next 2–3 years?  

2. What are the main competitive threats in the market?  

3. What are the three main opportunities in the market? 

3.2 Wholesale Fixed Services 

3.2.1 Service description and pricing 

In addition to the quantitative information requested in the Excel template.  

Wholesale fixed national services  

1. Please describe all wholesale fixed services you provide and their underlying technology, 

including:  

a. Fixed Voice Call Termination 

b. Fixed Voice Call Origination 

c. Bitstream access  

d. Local access services (e.g. VULA for fibre).   

e. Passive infrastructure (e.g. duct and pole access)  

f. Interconnection services  

g. Any other wholesale service (e.g. wholesale fixed transit) 

2. For each service identified above, please describe the pricing structure, including: 

a. The main pricing components (e.g. access fees, usage-based charges) 
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b. Whether prices are geographically uniform or vary by area 

c. Any discounting policies or volume-based pricing arrangements.  

3. Do you currently procure any of the wholesale services listed in Question 1? If so, please 

describe: 

a. The services procured 

b. Whether the services (e.g. bitstream and VULA) are typically purchased jointly or 

separately 

c. How you expect demand for these services to evolve over time. 

International connectivity 

1. Provision of international connectivity. Do you provide wholesale international connectivity 

services? If so, please describe: 

a. The type of services offered (e.g. IP transit, international leased lines, submarine 

cable capacity) 

b. Whether the capacity is self-owned or leased (and from whom, where applicable) 

c. The main geographic routes and interconnection points 

d. The pricing structure and key commercial terms (where available) 

e. Any constraints, dependencies, or barriers to providing such services. 

2. Procurement of international connectivity. Do you procure wholesale international 

connectivity services? If so, please provide details on: 

a. Suppliers 

b. Types of services procured 

c. Any constraints, dependencies, or barriers to accessing such services.  

3.2.2 Barriers 

1. Please describe any barriers to accessing wholesale services, including: 

a. Technical barriers (e.g. capacity constraints, interoperability issues) 

b. Commercial barriers (e.g. pricing, contractual terms) 

c. Regulatory or legal barriers 

d. Please describe any specific challenges encountered in relation to: 

i. Colocation 

ii. Interconnection 

iii. Passive infrastructure access (e.g. ducts and poles) 

2. Please describe any barriers to entry and expansion in the provision of wholesale 

services, including: 

a. Structural barriers (e.g. economies of scale/scope, sunk costs) 

b. Legal and regulatory barriers 
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c. Technical barriers 

d. Access to essential facilities 

3. Please indicate whether the barriers identified above differ depending on: 

a. The type of wholesale service (e.g. VULA vs passive infrastructure access) 

b. Geographic area.  

Network Utilisation 

1. Please describe your ability to meet additional demand (e.g. 10% increase in traffic), 

including: 

a. Whether this increase could be absorbed within existing capacity, and over what 

timeframe. 

b. Any constraints that would limit your ability to accommodate such an increase (e.g. 

backhaul capacity, core network limitations, lack of coverage in the area) 

c. Whether additional investment or network upgrades would be required, and if so, the 

nature and indicative timing of such measures. 

2. Please indicate whether the capacity and constraints identified above vary by geographic 

area. If so, please describe the main differences. 

3. Please comment separately on:  

a. Access network  

b. Transport network (backhaul)  

c. Core network  

4 Dedicated capacity services 

4.1 Retail Dedicated Capacity Services 

4.1.1 Demand-side factors 

1. Please describe the retail dedicated capacity services you provide, including:  

a. Leased lines (traditional and Ethernet-based) 

b. Ethernet services, more broadly (potentially including Point-to-Multipoint 

connections) 

c. WDM-based services 

d. Dedicated internet access (DIA) 

e. IP-VPN/MPLS services  

f. Any other retail dedicated capacity product that you offer 
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2. For each service, provide:  

a. The pricing structure (recurring and non-recurring fees)  

b. Discounting practices  

c. Contract length 

d. Typical use cases/customer segments (large enterprise, government, SME), 

including: 

i. Whether the service is provided on a stand-alone basis or as part of a bundle, 

and how this varies by customer segment. 

ii. The role of competitive tender processes and their impact on pricing and 

competitive dynamics.  

4.1.2 Technology and geographic segmentation 

1. Please describe the technologies used to supply dedicated capacity (e.g. fibre, 

microwave, copper), and indicate how their use varies across geographic areas (e.g. by 

governorate or district).  

a. Where relevant, please specify the circumstances in which each technology is used 

(e.g. urban vs rural areas, access vs backhaul). 

b. Please describe any plans to phase out legacy technologies and introduce new 

technologies. For each, if possible, please indicate the timeline and expected impact 

on competition, service quality, and pricing 

2. Please explain how the choice of technology affects: 

a. Service quality (e.g. latency, reliability, symmetry) 

b. Capacity (e.g. bandwidth, scalability) 

c. Pricing 

d. Competitive conditions 

3. Please indicate whether these effects vary by geographic area. 

4.1.3 Competitive dynamics 

1. Please set out your views on the extent of any countervailing buyer power in the provision 

of retail fixed dedicated capacity services.  

2. Please identify your top ten customers for retail dedicated capacity services and, for each, 

provide their share of your total retail revenues from dedicated capacity services.   

3. Is competition primarily price-based, non-price-based, or both? 

4.1.4 Barriers to Entry and Expansion 

1. Please describe barriers to entry and expansion, including:  
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a. Structural barriers  

b. Legal and regulatory barriers  

c. Technical barriers  

d. Access to essential facilities  

4.1.5 Market Outlook 

1. How do you expect the market to evolve over the next 2–3 years?  

2. What are the main competitive threats in the market?  

3. What are the three main opportunities in the market? 

4.2 Wholesale Dedicated Capacity Services 

4.2.1 Service description and pricing 

1. Please describe wholesale dedicated capacity services you provide, distinguishing 

between:  

a. Trunk segments  

b. Terminating segments  

c. International capacity  

d. Any other relevant category. 

2. As per the retail services, for each service, provide:  

a. The pricing structure (recurring and non-recurring fees)  

b. Discounting practices  

c. Contract length 

Access to international gateways 

1. Please describe how you access international connectivity infrastructure, including cable 

landing stations or other international gateways, and provide details on: 

a. The type of access (e.g. ownership, IRU, leased capacity, co-location) 

b. The location(s) of the relevant infrastructure used (where applicable) 

c. Whether access is direct or via third parties 

d. The role of such access in supporting your wholesale and retail services 

e. Any limitations or dependencies associated with such access (e.g. reliance on a 

single landing station or provider). 
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4.2.2 Barriers 

1. Please describe any barriers to accessing wholesale dedicated capacity services from 

third parties, including: 

a. Technical barriers (e.g. capacity constraints, interoperability issues) 

b. Commercial barriers (e.g. pricing, contractual terms) 

c. Regulatory or legal barriers 

2. Please describe any barriers to entry and expansion in the provision of wholesale 

dedicated capacity services, including: 

a. Structural barriers (e.g. economies of scale/scope, sunk costs) 

b. Legal and regulatory barriers 

c. Technical barriers (including capacity constraints in backbone/core networks and 

international connectivity) 

d. Access to essential facilities (e.g. backbone infrastructure, cable landing stations, 

international gateways) 

3. Please assess whether there are any capacity, access, or competitive constraints 

(“bottlenecks”) in specific parts of the network that affect the provision of wholesale 

dedicated capacity services. In your response, please indicate whether such constraints 

arise in: 

a. Backbone/core infrastructure 

b. International connectivity (including submarine cable capacity and cross-border links) 

c. Access to international gateways (e.g. cable landing stations) 

4. For each area where constraints are identified, please: 

a. Describe the nature of the bottleneck (e.g. technical, economic, operational, 

regulatory) 

b. Provide supporting evidence where available (e.g. capacity limitations, pricing trends, 

delays in provisioning, refusal or restriction of access, concentration of supply) 

c. Explain how the constraint affects your ability to compete (e.g. pricing, service quality, 

geographic coverage) 

5. Please indicate whether the barriers and constraints identified above differ depending on: 

a. The type of wholesale dedicated capacity service (e.g. trunk vs terminating segments, 

domestic vs international services) 

b. Geographic area. 

6. If no bottlenecks are identified, please briefly explain why (e.g. availability of alternative 

infrastructure, ease of access, effective competition). 
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4.2.3 Network Infrastructure 

1. Please also provide information on your planned network expansion over the next 2–3 

years, including the expected impact in terms of: 

a. Projected number of customers/subscribers 

b. Expected revenues (if available).  

2. Please outline the main factors influencing your network deployment decisions (e.g. cost, 

demand, competition, regulatory obligations)   

a. Are there geographic areas where deployment is commercially unviable? Please 

explain.  

Network Utilisation 

1. Please describe your ability to meet additional demand (e.g. 10% increase in traffic), 

including: 

a. Whether this increase could be absorbed within existing capacity, and over what 

timeframe. 

b. Any constraints that would limit your ability to accommodate such an increase (e.g. 

backhaul capacity, core network limitations, lack of coverage in the area) 

c. Whether additional investment or network upgrades would be required, and if so, the 

nature and indicative timing of such measures. 

2. Please indicate whether the capacity and constraints identified above vary by geographic 

area. If so, please describe the main differences. 

3. Please comment separately on:  

a. Access network  

b. Transport network (backhaul)  

c. Core network  

5 Confidentiality 

TRC will treat all confidential information provided in response to this request in accordance 

with applicable legal and regulatory provisions. 

6 Submission format and timeline 

Please submit responses in Word format no later than 25 June 2026:  

 marketreview@TRC.GOV.JO 


