
Preface

We used to call it two-way radio. Today, "wireless" personal communica-
tions represents the fastest-growing segment of the global telecommunica-
tions market.

Two things we know: People love to talk, and they're doing a lot more
of it wirelessly. Worldwide, 50 new cellular networks came on line in
1996. Hundreds of billions of dollars are being spent to expand and up-
grade existing wireless networks throughout the world.

An industry-sponsored study of consumer attitudes toward wireless tele-
phones calls them the "smoke alarm of the '90s." Twenty years ago, no one
had smoke alarms; now they're everywhere. Today, 200 out of every dol-
lar in revenue for telecommunications providers comes from wireless com-
munications. By the year 2008, that figure is expected to increase to 80$.

Signs of explosive industry growth are everywhere. More than half the
homes in the U.S. now have cordless phones. More than 70 million people
in the world subscribe to cellular telephone service—a number that could
easily more than triple to 280 million by the year 2000. Nearly 10 million
people are expected to be using wireless networks to transmit data by the
year 2000.

The ubiquity of wireless communications even shows up in our popular
culture. The Jim Dyer character on the TV sitcom "Murphy Brown" says,
"Anyone who makes cellular calls from a stall in the men's room is capable
of anything." A cartoon in the Wall Street Journal depicts an angry motorist
on her mobile phone saying, "No, I'm not interested in aluminum siding."

The demand for pagers (about 70 million people worldwide now use
them) continues and has led to a host of innovative new products and ser-
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vices. Specialized Mobile Radio (SMR) dispatch networks are positioning
themselves to compete with cellular and other wireless services. The emer-
gence of personal communications services (PCS) is rapidly broadening
the market for highly mobile communications with cheaper and smaller
portable phones.

Wireless data are going the way of the personal computer, developing as
a platform for very specialized vertical applications and moving slowly
into larger, more broad-based, horizontal markets. Today, portable per-
sonal computers—from laptops to smaller notebook and subnotebook
models—account for nearly 30 percent of all PC sales as more people de-
pend on communications-enabled portable PCs as their primary computing
platform.

International markets have never been stronger and they continue to
represent a huge opportunity as the economically powerful countries
deregulate and enhance their telecom services, and underdeveloped and
developing nations begin to expand their telecommunications industries.

Industry analysts believe that wireless communications could generate
$100 billion in revenue by the year 2000. But not without some hurdles
along the way. A 1996 study by the U.S. National Academy of Sciences
agrees with just about everyone else that wireless communications is going
to be a huge success, but it also quotes several industry sources who read-
ily admit that they don't know how this growth is going to occur. Every-
thing is moving too fast, they say—particularly the technology. Business
plans are getting shorter, and they're being reviewed more often. Everyone
is trying to figure out what's happening. And what's coming.

Maybe this book can help.


