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Record-
reward: e

Tord’s hl‘l]ill'flﬂl idea was g Sxiile commany
worth a milhion kronor o ' Last year Ericsson laun-

ched a company, Diax, to-
. e * gether with Bang & Oluf-
l dgE 7 . ' sen in Denmark. It is a high-
_ tech company thai has
become known for quickly
developing new telecom

products.

Page 9.

Lease a HotLine!

Ericsson Radio Systems
Sweden has gone into
leasing HotLine phones
through car rental com-
panies and hotels.

Page 10.

"Ericsson" in
Zimbabwe

With backing from Erics-
son in Sweden, "Ericsson™
in Zimbabwe has built a
new factory. The company
hegan as a dealership with
Ericsson products but to-
day il does most of the
manufacturing itsell.

Hungary order

The week before Christ-
mas the long-awaited an-
swer came: Hungary chose
Ericsson as the main sup-
plier of public tele equip-
ment for expansion of it's
tele network. This makes
Hungary the company’s
maost imporiant market in
East Europe.
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Now insider
laws apply
to you too

The first of February, 1991, a new law on insider
trading came into force. The new law widens the
ban on insider trading and at the same time stif-
fens the penalty for breaking the law.

Even those who are not registered as insiders risk
being charged with insider trading if in their job
they have access to information that can influence

the price of a stock.

According to the new insider
law there is a general ban for all
whao have access to information
that can influence stock prices
to use that information for trad-
ing in investment before the said
information is made public,
Persons, who in the course of
their jobs, have access to infor-
mation on a company that could
influence stock movements must
register with VPC, the Swedish
counierpart to America’s Se-
curities and Exchange Com-
mission. This applies, for ex-
ample, to board members, the
company president and other top
executives. Those persons hav-
ing inside information must
deposit updated information on
their commercial paper invest-
ments in the company with the
VPC. Thisdisclosure obligation
already existed with the old law,

Generally

Everyone, who through his job,
position or assignments has ac-
cess to circumstances that could
affect stock trading is forbidden
to deal in shares whose value
can be influenced before the
information is generally known
or until it has lost its stock in-
fluencing significance. This ap-
plies regardless of whether one
is registered or not.

The trading ban can affect all
employees in stock market listed
companies, financial journalisis,
public officials, portfoliomana-
gers at major brokerages, law-
yers, editors and consultants,

Market-influencing informa-
tion refers to all kinds of infor-
mation or knowledge of a non-
public instance that can affect
the trading of a stock or invest-
ment. The information does not
have to apply to a specific com-
pany, but it can be any sort of
stock influencing information
such as, for example, interest
raie change, new tax laws or
large brokerage planned invest-
ments.

For the trading ban to apply
the circumstance must be such
that it "cunuidcrabiy influences
the stock.” According to the
letter of the law, this means that

a stock movement to the extent
of 10 percent could occur in line
with public disclosure. If the
stock movement later concurs
or nol is, in principle, insignifi-
cant.

Considerable stock influenc-
ing information is material on:
plans for public offering for
acquisition in another company,
the contenis of communiqués on
eamings reports and annual re-
poris, technical news or busi-
ness ideas, strategic alliances and
joint as well as large business
deals.

Commercial paper

The trading ban includes all
commercial paper that are used
in trade on the commercial paper
market, that is on any form of
organized marketplace in Swe-
den or abroad.

Examples of commercial pa-
per are shares (both official and
unofficially listed), convertible
coupons, shares in stock funds,
terms and options (even interest-
and index-linked), funds as well
as bank and company certifi-
cates.

The ban also extends as well
to trading under another name,
trade through a frontand relaying
tips. The original holder of the
information can pass it on o
someone else who needs itin the
course of his work but the reci-
pient cannot use the information
for trading or for advising some-
one else on trading. Nor can tips
that are passed on further be
used.

Naturally, the trading ban
applies only to businesses where
you use the insider information
to your own advantage or for
those for whom you trade. It is
also allowed to buy Ericsson
paper when you have access to
information, which, when made
public, causes the stock price 1o
drop. In the same way you are
always free tosell Ericsson paper
where circumstances point o a
higher stock price.

For further information,
contact Erling Blommé or Ann
Westergren Ekstedtat Ericsson's
unit for Investor Relations.
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1990

- a brilliant year

We can look back at
1990 with utmost satis-
faction. It has been a
hectic year for us all. But
it has also been a year of
major successes and one
of brilliant results.

Let me try to give a summing up
of the past year, as seen from the
BX perspective:

Out in the markets it has been
high pressure. Investments in
telecommunications have been
huge all over the world, higher
than ever in countries like Spain,
Italy, Australia and Mexico.

Political demonopolization and
privatization are moving ahead.
Last year, administrations in
Mexico, Argentina and New
Zealand were privatized. Several
of our traditional customers are
faced with new competitors.

The Swedish Televerket has put
forth bold plans for privatization
and later sales via the stock ex-
change.

Two competitors, Teletra in
Italy and STC in England,
emerged as independent compa-
nies in 1990. The battle goes on.

Tougher competition
The competition is heating up the

world over but we have handled it
well and we even increased our

market share. Some system
choices such as Holland, Norway
and Hungary worked to AXE's
advantage.

In Germany we won with a first
in digital cross-connecting
(DXC).

The entire company has further
cause o rejoice with the immense
success in mobile telephony, in
Europe (GSM) as well as in the
U.5.

On the other hand we have to
face increased competition from
new suppliers in Australia and
Spain.

In the U.S. order intakes from
the huge volume agreements with
the US West and South Western
Bell are being followed up with
big deliveries.

In December new software with
high functionality went into ope-
rations after fantastic input by all
involved in the large development
project. The quality of the plants
we have in operation is extraor-
dinarily high.

In England we have signed an
interim agreement at a high order
level which will be reckoned into
1992, We are taking part in bid-
ding contests for Personal
Communication (PCN) and are
offering transmission products to
British Telecom.

Product development has pro-
gressed at a brisk pace.

We completed the very suc-
cessful ISDN project in Australia
well within the time frame.
Australian Telecom is very
pleased.

We have launched our new
operation support system, TMOS,
which hasbeen greeted with much
interest by many customers.

We have presented oursolutions
for the future transport network
and products that are related to it.

Our digital cross connecting
({DXC) has had immense success
in Germany.

We have put a lot of work into
developing the switch (MSC) in
the digital mobile telephone sys-
tem (GSM) which was delivered
to customers in several countries
in the second half of the year.

Two new processors for AXE,
APZ 212/10 and 211/10, have
been developed, the latter,
unfortunately, not without much
difficulty. That will solve the pro-
cessor load factor in the system
for some years more. Standard
development of AXE continues
with a new version (08R5) from
this vear. Extensive work has been
put into and good results have
come from method development,
for example in project directing,
construction processes and release
of new products. But we still have
a good bit left to reach our goal of
eight projects on time.
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In 1990 we began a new free-
standing development unit in

'r‘\..‘lL' hen in Germany.

Our product leadership has
defined the said development
project and is handling further
development of AXE.

Routines developed

Work routines between X and T
divisions have been streamlined
50 that they function smoothly
and distinctly in future. Now we
can, with new means, determine
the economy factor in various
product lines and optimize prio-
rities and resources.

In 1990 a huge task was un-
dertaken with the aim of improv-
ing forecasts and our order pro-
cessing. A new method — Process
Management — will be functio-
nally operative in 1991.

Deliveries were the largestever,
measured in value and in lines,
around 8 million local and transit
lines.

Ourstrategy with product plants
and the sharing of responsibility
for products among plants in Eu-
rope has taken an additionally
large step forward. Projects for
new work organization have been
broadened and are moving along
with everybody 's support.

A major step to protecting the
environment for all of us was ta-
ken in 1990 with the cessation of

the use of freon as a cleansing
agenl in soldering. We are moving
over now completely to water-
based solutions and thos avoid
poisoning in our production.

We continue to stimulate work
with evaluations and targeting of
our tasks.

Management development is
coming more and more into its
own. The best expression of our
motto that we care for each other
is still the fine support that many
of the staff. in line with the
company's medical department,
showed for those colleagues
caughtupinthe Middle East crisis
and for the families to survive the
ordeal that they were put through.

Certification

Finally, Saturday, December 1 5th
crowned a long and arduous task
for many in every section of our
organization when the British
Standards Institution (BSI)
announced word of certification
of Ericsson Telecom according to
the ISO standard, ISO 9001. At
the beginning of February the
formal and ceremonial handing
over of the centificate was made
to the ETX leadership.

According to BSI, we are the
largest and most complex com-
pany that it has ever certified.

In conjunction with the
certification, BSI's chief anditor

said that never in his entire
professional life had he seen
personnel so competent, so
committed and so keen on the
company as he saw in ETX people.
That is really a recommendation
to be proud about.

Economy
The Ericsson group has just
published its interim report for
1990. It was a record year with
profit increase of 30 percent.
Business Areas BX and ETX
contributed heavily to these re-
sults. Order intakes were 22%
higher thanin 1989 and amounted
to close to 24 bilion kronor.
Billings increased by 18% and
surpassed 22 billion kronor.
Continued good margins and
costs, which clearly grew appre-
ciably but which kept within the
confines of our accords, led to the
best results ever produced by BX,
with a profitability level well over
30 percent on invested capital. A
dazzlingly good performance.
As of the beginning of this year
have been working with the
leadership from outside. Hikan
Jansson has taken over the rudder
at BX and ETX with a steady
hand,

I wish you all every success in
the challenging 1991,

Jan S5tenberg with these excellent results for last year extends his
thanks to Ericsson Telecom. From the beginning of the yvear he
moved over to the executive committee.




GAINS ¢

FOR

moved closer to the other
business areas and in col-
laboration with various
interests such as Ericsson
Telecom and Ericsson
Radio we have developed
our products to meet
their special needs.”

So says Kurt Hamrin, sales di-
rector at Fiber Optics and Net-
work Products in Sundbyberg,
the just about one-year-old re-
sult of a cooperation between
the network material department
in Ericsson Network Engineer-
ing and the Sundbyberg unit of
Fiber Optics in Ericsson Cable’s
telecable division. Besides be-
ing one of the driving forces
behind ERINET, it is the most
significant example of such an
investment,

New application
area was
the main boost

For those of you who do not know
ERINET, let us point out that it is
a modemn terminating system for
copper-based networks, which,
thanks to its flexibility, offers a
number of advantages for the
customer. Through its modular
construction ERINET can be ra-
pidly installed and moreover is
easy o maintain. The system is
the same in the entire network,
which in no small way reduces the
costs for training and warehous-
ing. Inaddition, it is very compact,
which reduces the need for space.

Out too early

“The ERINET concept was bom
in the mid-"80s and looking back
now we can well say that we were
out a little oo early,” says Kurt
Hamrin. The onginal direction was
an outside plant, that is outdoor
products, but the real breakthrough

ERINET

“After having been a supplier of
project-linked network material,
from cotton plugs to cable drawing
jeeps, we have been concentrating
the past few years on the area of
terminating/connecting in different
coupling points in the network.

It is not without some measure of
success that we also invested in a
huge Saudi-type project with
finished package solutions for the
customer. We have consciously

for ERINET came when at the
beginning of last year we laun-
ched the system in across-coupling
context. With this ERINET guick-
ly proved to be a huge sales success
and is already found in some 30
countries around the world. I can
no longer recall the exact number
of countries or the exact number
of AXE lines that are installed
together with ERINET, since to-
day we have huge ongoing sales
with Ericsson Telecom, where we
do not always have access to
countries of delivery and the num-
ber of lines. New ERINET
countries just now are Mexico,
Thailand, Spain and Britain.
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“You mentioned that you were
almost a bit too early with the
ERINET concept. But at the
same time is it not so that it is
somewhat outdated already.
Copper-based networks cer-
tainly must be out of place in a
world of fiber optics, or in any
case will soon be s0?"

“No, that is not really true. Con-
ventional copper cable has not yet
been thrown out in local networks
and even if developments in fiber

optics are moving very fast, one |

must bear in mind that the level of
development is not equally rapid
in all countries. And in the future
one can easily envision networks

Huge gains in time are made through simple connections in

the slot contactpoints.

Two strong forces in the
development of ERINET,
which has been a major
sales success in a number of

we are forming several work
groups together with Ericsson
Telecom.”

using a mix of copper and fiber *°

cables.”

“But in the long run we must
somehow reckon with the fact that
copper-based network material
sales will drop and will be repla-
ced by fiber-based producis.
Hence, we are also continously
pursuing development work in this
area. Forexample, we are actively
participating in the current FTTH
work in the group - the initials
stand for Fiber to the HOME (that
is the possibility to draw optic
fiber directly to the home) — and

Local manufacture
Network material products acd
count for two-thirds of Ericsson
Fiber Optics and Network’s total
tumover to the extent of 120 mil-
lion. There is every reason to
emphasize this fact, since a previ
ous report in Ledaren about th
newly merged unit gave many
readers a somewhat different pic-
fure.

First of all it has o do with
internal products, where large
volumes and automated manu-
facturing gives a totally different
competition situation than in the
area of external products.

“For example, at the beginning
of the year we launched a new
product series in splicing support
which has already sparked alot of
interest worldwide,” says Kurt
Hamrin, who also points out that
right now they are looking at the
possibilities for local production
n vanous countnes,

“There can be both politicar’
and marketing reasons for the
manufacture of such network
products. and already it is clear
that we, together with Erncsson
Tch:_:::nn?: will be operating i}
Tumisia.

Text: Kabe Lidén
Photo: Karl-Evert Eklund

Bengt Hikansson, currently a designer in the network technical
section in Fiber Optics and Network Products, is part of the

designer team behind ERINET.
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He shows industry

the way to hlgher quality

“The most difficult thing
is to get company mana-
ger, not personnel, to
grasp the significance of
quality. Most company
managers wrongly
believe that they have a
smooth functioning,
effective company
structure that does not
need to be changed,”
says Ivan Dunstan,
director general of the
British Standardization
Institute (BSI).

The institute s mission is to carry
out reviews to control that deci-
sion-making channels, respons-
ibility sharing. product control and
documentation are funcltioning
and that the company fullfil the
requirements for being certified

‘L' according to the European stan-

dard IS0 9001. The latest com-
pany to be certified, after half a
year's preparation. 1s Ericsson
Telecom.

“There are two requirements
for getting a company to make the
right product. First. a good system,
which the standards will set the
stage for. Second, that personnel
understand, believe in and work
toward guality.”

The biggest problem is getting
managers o understand that
standards can help them. In many
companies, management believes
that italready has good leadership
principles. There is a lot of work
to be done to get them to under-
stand that rules really demand a
little extra from them. When top
management works for standards
then the rest follows automat-
cally.

Quality, like security, is
becoming the buzzword in Euro-
pean industry debate. It is no
longer enough to be best and
cheapest — products and services
must always be able to fullfil what
has been promised. Faulty
products cost customers a lot of
money.

The background to today's
quality wave in Europe can be
traced to Japanese indusiry s pre-
occupation with guality in the
'50s. To embark on this the
Japanese invited a number of
American quality researchers,
whose teachings the Japanese be-
lieved stemmed from American
industry. But that was not the case,
The Amencans sold what they
manufactured and did not have to
worry about raising quality.

Instead, it was the Japanese who
first adopted the strict lines of the
American quality researchers.
Responsibility was delegated and
they lListened more 1o customers
and tried to discover and eliminate
the sources of faults as early as
possible in the production process.

The results came, as everyone
knows, in the form of cheap and
reliable Japanese home electronic
appliances which just swamped
the West in the "70s. After this,
branch after branch was claimed
by the Japanese.

Different ways

In the late '70s the Americans
began to feel the competition from
the Japanese and they began to
listen to their own quality
researchers. Along with America,
Europe’s interest was also
aroused.But there are large
cultural differences between the
three trading blocks.

“They have three different
methods for achieving quality.

“The most difficult thing is to get company managers, not person-
nel, to grasp the significance of quality,” says Ilvan Dunstan,
director general of the British Standardization Institute (BSI).

Photo: Kurt Johansson

The Japanese lay close 1o the
market and listen. The Americans
trust more in standards. Our Eu-
ropean approach is to go via
"management standards” for
quality is best achieved through
management leadership,” says
Ivan Dunstan, who sees nio reason
why European companies cannol
attain the same level as the best
American or Japanese companies.

BSl is working with a standard
that traces its background to the
American military demands on
the defense indusiry to control
quality through quality manuals.

The standard exists today un-
der designations like BS 5750,
EN 29000 and 150 9000, but are
in effect the same. In the EC and
EFTA they are working hard on
implementing them in member
countries. One reckons that the
EC too would institute its own
standards which means that

companies must be certified
according to a specific standard
in order to sell its goods in the EC.,

Up to now BSI has certified
18,500 companies, of which 300
were outside of Britain.

Companies have to decide
themselves if they want toundergo
a pre-review before the final
certification. Statistics show that
if they do not choose the review,
two-thirds of them are rejected.
With the review three-quarters are
approved.

Ericsson Telecom is the largest
company that BI has certified. A
task that took 50K man days.

What was found? Above all it
was in documentation.

The idea behind certification is
that customers can go into a com-
pany and from its documentation
understand and determine job
performance. Many have found it
difficult 1o prove that they really

did everything. This has been the
most common criticism. But
overall BS] was very impressed
with its object.

Further training

“You Swedes invest a lot in addi-
tional training. If your personnel
lacks knowledge or schooling for
a particular job, you train him.It"s
not like that in Britain. But the
difference can be attributed to the
fact that we have far more
unemployment and hence it is
easier to recruil personnel,” says
David O’ Mara, chief examiner at
BSI. The Swedish philosophy
obviously reflects that a com-
pany’s grealest assetl is its em-
ployees.

Do you see a problem with the
Swedish management philoso-
phy?

*Mo, it is very refreshing for
me,” says O'Mara. “Swedish
quality 15 as good as in Britain.
That is guaranteed by the com-
pany’s enormous training bud-
geL”

BSI has recently begun to go
through Ericsson Radio for the
same certification.

“They are very much like each
other and that could be because
they operate under a common
company policy formulated by
top management,” says O'Mara,
who explained that this policy
wits instituted and became appar-
ent 8-9 months ago.

Previously, Ericsson was able
te work relatively undisturbed in
the markets. Bul competition is
getting tough.

“The company leadership im-
plemented a healthy drive to find
new markets. They figured out
what had to be done and one im-
portant thing was that they had 1o
improve guality.”

Ericsson Telecom first out — now come the rest

-‘r

“I knew nothing about ISO
9000, except that our Quality
Director, Christer Ahnfalk,
went around talking about it.
Finally, I had to ask what he
was talking about. Then I read
about the standards. We dis-
cussed them and then I saw
what a wonderful tool it was for
us to raise our quality,” recalls
a satisfied and relaxed Jan
Stenberg shortly before
Telecom’s leadership, together
with him and Lars Ramgvist
were to accept the BSI diploma.

A wonderful
tool for better

quality

“We were the first to go in that cold water,
and now others in the group want to show
that they are no worse. Over 1991-1992,
the entire company will be certified.
Moreover, we make it very clear for our
subcontractors that they (oo at some point
should satisfy 1SO 9000,” adds Stenberg.

Jan Stenberg, center, and Hakan Jansson, new head of business area BX, left,
accepting the certificate showing that Ericsson Telecom is certified according to 150
9000 from the director general of BSI, Ivan Dunstan. Photo: Kurt Johansson

But behind the application there had been
some pressure from Britain for Ericsson 1o
satisfy the standard. The operator British
Telecom began to make demands on
Ericsson’s English subsidiary and that the
company in its turn would control its
suppliers. "It was a very tricky situation

since they began o make demands on us,
its own parent company. at lhe same lime
that we are transferring technlogy and
know-how to them,” says Christer Ahnfalk.

Ericsson’s concern with quality has also
gotten international competitors more
interested in the quality issue. Except for

Motorola, which already has a very tough
quality program.

Will be pushed

Ericsson’s management feels that invest-
ments in quality would save money in
production and at the same time it is a good
sales argument. The trend is all too obvious
that Swedish industry in general lags behind
foreign competitors in the area of quality.
The concept “Made in Sweden™ isno longer
synonymous with high quality. Jan Sten-
berg hopes that Enicsson’s move will serve
to lead other Swedish companies to do
likewise.

“We are going to work hard for quality.
I will answer for this in the company
leadership. Previously when we looked at
different operations we saw only the eco-
nomy side. We have been very profitability
guided. In future, withevery typeof review,
with every board meeting, 1 will stress
quality as a theme,” says Stenberg.

Although enthusiasm has been high
among personnel, there was a certain
resistance and irritation in the organization
against BSI's extensive demand for stand-
ardization and documentation.

*The criticism was directed more at the
standard than at BSI people, who have
struck a happy balance.” says Christer
Ahnfalk. “They allowed a lower level of
documentation if personnel had a high level
of competence,”
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Give industry
a chance!

In 199, Ericsson exported
for about 17 billion kronor
from its Swedish plants. Of
the groups 71,000 employ-
ees, 31.000 are Swedish.
Seventy-five percent of our
some 10,000 technicians in
research and development
work in Sweden. Ericssonis
a Swedish company that
makes a considerable con-
tribution to both employ-
ment and export revenue. It
has always been so, and
that’s how we would also
like the future to be shaped.

For Ericsson to continue
to be a successful Swedish
company, there is a need for
harmonization, above all, of
the Swedish tax pressure and
its energy policy.

The heavy tax pressure
and the high inflation level
in Sweden place economic
burdens on our company,
which are far larger in rela-
tion to our competitors
overseas. The public sector’s
eXCessive consumption must
be reduced so that the tax
pressure can be cut toa level
of 45 percent.

As far as energy is con-
cemed, it 1s not difficult to
recognize the fact— Sweden
needs nuclear energy — and
that it is the most economic
alternative we have today
and that this does not imply
a disregardfor the environ-
ment or greenhouse effect.

We in the Ericsson lead-
ership have voiced our con-
cemn 1o the government and
to our friends in the other
political parties. Not as a
threat to leave the country,
but rather to explain why it
is only natural that, with an
ever larger share of our
investments being made
beyond Swedish borders, the
options are considerably
more attractive than here at
home,

A couple of positive sig-
nals have reached us so far
this year, and naturally we
applaud these_ 1 am referring
to the complete wmaround
on the EC issue and to the
energy policy. But still real
decisions are lacking on
these vital issues. All the
question marks about if and
when Sweden will seek full
membership must be
straightened out, so that our
competitors cannot use the
uncertainty of Sweden’s fu-
ture role in Europe.

Every day we hear and
read about premonitions in
Swedish industry, It is a de-
velopment that nobody wel-
comes. Now, they are being
hastened with the necessary
political decisions. Give
industry afairchance! That's
all we ask.

Lars Ramgvisi

Record quarter assured

The fourth quarter of
19940 was the best ever in
Ericsson’s history. The
quarter alone generated
a profit of 1.6 billion
kronor. For the entire
year, profits rose a full
30 percent above the
record year 1989,

The year’s profits
amounted to 4.85 billion
kronor, according to the
preliminary earnings
report of February 7.

90 profits
estimated

at over
4.8 billion

At an unusually well-attended
press conference, Lars Ramgvist
and C.W. Ros presented the
group's preliminary eamings re-
port for 1990, The quarterly report
in the fall had everyone talking of
a 25 percent profit increase, com-
pared with 1989 — a record year
in which Ericsson registerd a pro-
fit of 3.7 illion kronor. Thanks
to an unparalleled fourth quarter
1990, the group could report an
even larger increase in profit.
With4.85 billion kronor in profits,
this amounted to an increase of
30 percent.

Word of warning

The world political situation and
the uncertainty stemming from
the Persian Gulf crisis have, to-
gether with the downtum in the
global economy, prompted Lars
Ramaqvist and other board mem-
bers to shed some light on the
group's outlook for the current
year.

“It would be presumptuous to
pretend that it will not be tough to
surpass the 1990 resulis this year,”
he said. “But still there are no
figures today that indicate lower
order intakes for 1991." The un-
certain situation around the world
has, nevertheless, led the board to
be cautious in its predictions for
this year’s results.

“Our activities in the market
are, however, very intense and
we have never had so many
"prospecis” as we have just now."”

The downtumn in international
business has hit mainly at Busi-
ness Area Business Communi-
cations. There, sales of smaller
business switches have fallen off.

Highest profit

If there is anything that serves as
a yardstick for the overall profit
assessment of Ericsson, it is that
19940 has been the most profitable
year ever for the group. Con-
solidated income before appro-
priations and taxes amounted to
4.85 billion kronor. Net income

-

Lars Ramqgvist presents a record 1990 preliminary
ference.

per share after tax totaled SEK
15.14(SEK 11.67 after adjustment
to compensate for a 1.5 split in
1990). This corresponds to SEK
14.48 after full conversion (11.07
in 1989).

Some 195 million kronor of the
1990 results was in the form of
capital gains from the sale of about
20 companies disposed of during
the year. The biggest share came
when Ericsson sold the Italian
radar manufacturer FIAR, in a
move torestruciure Business Area
Defense Systems.

The sale of FLAR is animportant
indication of why order intakes
during the year increased by
“only™ 17 percent. During 1990,
FIAR took home an important
radar contract for the so-called
“Eurofighter,” which would have
affected 1990 order intakes to the
sum of 49.3 billion by a further
billion. Net sales increased 16
percent to 45.7 billion, compared
with 39.549 billion.

Important cores

Ericsson’s core businesses — in-
cluding Cable and Network — did
very well in 1990. Radio Com-
munications showed a 50 percent
increase in orders, the most out-
standing development. Public
Telecommunications and Cable
and Network also reflected strong
growth. For the first time ina long
while, the combined business
areas showed positive results,

C.W. Ros felt that it would be
far more difficult to transcend the
borders among business areas.
Deliveries on the mobile side in-
volve lo a large extent products
from Ericsson Telecom.

Lars Ramqvist, who spoke
briefly about the group’s new
organization, indicated that the
time for separate individual busi-
ness areaeamings reporting could
soon be over. It is still not decided
how companies abroad will report
results, but there will be new
aspects in the group's economic
reports in general.

Investing in R&D

Record results not withstanding,
1990 also saw a considerable in-
crease in Ericsson's costs for re-
search and development. Lars
Ramqgvist, who prefers to see this
asan invesiment rather than costs,
saw these huge investments as
absolutely necessary for the group.

The large commitment to sup-
plying digital mobile telephone
systems demand, for example,
immense development resources
— the majority of the 10,000 per-
sons that the group employs in
R&D are just now involved in the
race against time brought on by
the G5M orders and the huge U.S.
orders for mobile digital systems,

earnings report to a well-attended press con-

highest profits ever

In last year’s preliminary
eamings resulls, provisions were
also made for Ericsson’s calcula-
ted losses as a result of the crisis
in the Persian Gulf. In Kuwait,
the group had to interrupt an on-
going project worth about 350
MSEK. The provisions that are
now being made cover the deliv-
eries made during the year, cor-
responding to half the total project.

“Maturally, we hope to return
and fullfil our commitment when
the crisis is over and the important
rebuilding work begins,”” Lars
Ramgqvist pointed out.

Text: Lars-Goran Hedin
Foto: Kurt Johansson

In conjunction with the press
conference on the earnings
report, Ericsson, for the first
time, could show publicly its
finished system for “business
cordless” — the cordless tele-
phone for the office of the future.
Ericsson’s first product, DCT
900, was demonstrated for the
press by people from Ericsson
Business Mobile Communi-
cations, the new Dutch company
that was given principal
responsibility for this future
project.

Rolf Eriksson, chairman of
the new company, felt that
Business Area Business Com-
munications in a few years will
have doubled its current sales
of 5 billion kronor, thanks to
this invesiment. Partly through
pure sales of the cordless sys-
tem, and parily through the
spinoff that the cordless possi-
bilities give the MD110.

Lars Ramgvist recognizes that

Investment for the future
with cordless to the office

the future for cordless business
telephones is entirely depen-
dent on how different countries
deal with the question of
frequency apportioning.

Ericsson has a headstart with
the DCT 900, which uses
frequencies around 900mhz,
but everyone is wailing now
for DECT - the proposed Eu-
ropean standard for 1.8 gigahz.
If and when it comes, Ericsson
will be well equipped. DCT
900 can be extended to the
DECT standard relatively easy.

Until then, Rolf Eriksson and
his people are hoping that the
market’s huge demand for this
type of product will also open
the way for a headstart with
DCT 900.

When this year's CeBit fair
opens in Hannover in about a
month’s time, the first really
large DCT 900 system will be
installed there

Text: Lars-Giran Hedin
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Tord’s idea is worth
millions to Ericsson

A few weeks ago, Tord
Ivarsson, designer ETX,
had a pleasant shock
when he came to work.
He learned that he had
just shared in the largest
suggestion reward ever
in the company’s history.
A little more than a
million for a brilliant
idea is actually more
than any other Swede
has ever received in this
context.

Biggest
reward
ever —for
& apure
imitation

In 1979, Tord Ivarsson got a job
in T division in ETX, as a design-
er on the computer side. Since
then he has spent much of his time
on programming in what the
computer people at ETX call
“APZ world.” He has worked
with CP programming, that is he
has worked with programs for
AFPZ, the operative system in the
AXE switch. This program is built
with a program language called

LEX and is Ericsson"sown. The
advantage with PLEX is that it is
specially designed for Ericsson’s
needs. The disadvantage is that
Ericsson designers must develop

Il their accessories themselves.

.*' ust test

Tord and his colleagues worked
on improving and further devel-
oping AXE’s reputation through
improving the software. The sec-
tion that Tord works with s di-
rected mostly to development of
10G 11, the tool for operating and
maintenance of AXE that has
been used up to date. Tomorrow's
counterpart is TMOS, a new ool
that was launched last year and
which differs from 10G 11 in that
it is designed on the basis of the
operative system UNIX - which
has become a sont of standard
today for minicomputers.
“Working with TMOS is there-
fore considerably easier, since
there are already a number of
standardized accessories on the
market,” says Tord. He has just

A new apartment, near his job at TN, has always been Tord's dream. Now that dream has come true.

begun to get deeper into TMOS
and feels stimulated by the new
programming milieu it offers.

“When we worked with PLEX
we were forced to depend entirely
on Ericsson’s own resources. One
problem has always been to “test
drive” the program since we have
made changes in them or created
errors. Previously that was done
in the laboratory at TN, where
they have the computer capacity
that the tests demand.

“Then sometimes we had to wait
a week 1o see how a change
functioned, which naturally cost
time and money.”

Imitating the processor

In 1984 Tord decided to try and
do something about this. He saw
that he would have to have pro-
cessor on his desk to test drive his
program, but also that it was
practically impossible. He also
tried to make an “emulator™ — a
computer program that imitated
the processor and reacted in

exactly the same way thatit would
with the instructions i1 received
from the tested software.

Said and done. Already, after
only a few months, Tord had de-
signed the first functioning ver-
sion of his emulator. He tested
and used itin his owndevelopment
work and saw that it met with his
expeciations. A nofice was sent
out early to the suggestion com-
mittee which immediately saw
that this was an idea far beyond
the ordinary.

Parallel with the suggestion
commitiee’s evaluation of the
suggestion, Tord worked further
on improvements. He shared his
findings with his colleagues in
the depariment who quickly took
to using the emulator.

Over the world

“They gave me additional feed-
back in the form of viewpoints
which | have used in the continued
refining of the emulator,” says
Tord.

Tord Ivarsson is 36 years old
and single. He lives in Haninge,
some 235 kilometers from his
job in Midsommarkransen
outside Stockholm. He knows
exactly what he is going o do
with the lirtle more than a mil-
lion — 1,052,000 kronor — that
he got as a reward.

“1 thought of buying a better
and more comfortable apart-
ment nearer my jobh.” says
Tord. After 12 yearshe is happy
at Ericsson and has no desire 1o
change jobs.

After a while the emulator
acquired the status of “small
accessory” from those who were
responsible for PLEX pro-
gramming. Today it is the “offi-

“] am buying an apartment
with the money”

“It is not least the oppor-
tunities for international
contacts that stimulate me.”
says Tord. His “invention”
has brought him even more
international contacts - which
Tord sees as an additional
reward.

The size of the sum is based
on half the profits acquired
from the use of the emulator
during the first year. Tord's
emulator is, in other words,
also a good business for
Ericsson.

cial product,” spread to Ericsson’s
units all over the world. In Aus-
tralia, Ireland, France — every-
where they are saving time and
money with Tord’s “invention.™

¢
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Ericsson takes home
billionorder in Turkey

The year began well
for Ericsson’s Turkish
company, Ericsson
Telekomiinikasyon
A.S. (ENK), which is
part of Business Area
Cable and Network
{(BN). From the Tur-
kish telecom admini-
stration (PTT), ENK
received during Janu-
ary two orders for a
total value of 1 billion
kronor. Thus, Turkey
became one of Erics-
son’s most important
markets for network
construction.

“We have received an order
partly forexpansion of the local
tele network in Istanbul and
partly forexpansionof the cable
TV network in Istanbul, Kay-
seri and lzmir for 638,000
subscribers,” says Johan Bruce,
Ericsson’s manager in Turkey,

“With the contract for cable
TV, we have come into a new
area in the export market for
network construction,” adds
Bruce. “The present order is
Ericsson’s largest to date in
cable TV. In our brief is
included both projecting and
supply and installation of a base
network as well as area
networks. We shall begin the
job now and expect to be ready
in 18 months.”

Interesting market

“The order forexpansion of the
local tele network alone is worth
more than 600 million kronor.
The contract runs between 1991
and 1993 and involves already
this year about 300,000 tele
lines," notes Bruce. “Toachieve
this mission we will be taking
on some subcontractors.”™
With its almost 55 million
inhabitants, but with aboutonly
10 percent telephone density,
Turkey is a very inleresting
market for telecommunica-
tons. The market potential is
one of the greatest in Europe.
{In marketing terms, Turkey is
considered part of Europe).

Spread activities

EMNK began as a network con-
struction company in 1986
under the name Ericsson
Sebeke Insaati A.S. Sebeke
means nefwork and it clearly
defined the market direction.
Several network projects have
been carried out, among them
in the cities of Ankara, Samsun,
Bursa and Bolo.

It was not long before the
company spread oul its ac-
tivities, also taking on MD110
installations. Some years ago
the company got its present
name, Ericsson Telekomiini-
kasyon A.5. Today, ENK
represents Ericsson’s entire
range of products and services
on the promising Turkish
markel.

Text: Thord Andersson

By Easter
that's it

Ever since the '40s Ericsson has used time-conceived
periods in handling orders. But after Easter, for

ETX’s part that will be all over. Then the entire

organization will be going over to planning by weeks
and days, the Inrgest ADB (Automatic Data Process-
ing) changeover in Sweden’s history. More than 100
people have put in some 20,000 hours on the project.

The KP project can be compared
with the changeover from inches
and feet o the metric system in
England or with the switch from
left-hand to nght-hand traffic in
Sweden. It can be difficult for
many people to stop thinking in
six-day periods, but it is a
neCEssary L‘h:l.lt;_l{‘

“During the year many have
tried to do away with the time-
conceived period, but the six-day
peiod was firmly established,”
says Jan Henngues, of the depart-
ment for delivery and product
dispatch. “For, among other
reasons, the difficulty of getting
into the ADB system. That there
have been precisely six days in
each period stems from the fact
that when the period concept was
introduced people were working
on Saturdays, thus having a six-
day week.

For about four months now,
maore than 100 persons, including
outside consultants, have been
working fulltime to revamp the
more than 1,000 programs that
are affected.

“During the Easter weekend
“that’s it.” When we return after

Sweden’s
largest ADP
switchover

Easter the system will have been
entire

disbanded and the
organization will plan
in weeks and days.
“The weekend be-
fore Easter, ADB
handling for order
processing will be
stopped. We will
have a general repe-
tition with the new
system,” says Jan,
But is this really

now.

Although today's time concept
15 a sensible way of thinking, it is
necessary to change, not least be-
cause it goes best with the work
week, There are also huge eco-
nomic advantages.

Today, all activities occupy at
least one period in the planning

T o P oot T
necessary? It has T:rﬂuﬁi:ﬂp::hﬂﬂlfﬂl

worked Ffine up to {Crash the period).

-

lan Henriques, in the department for supply and production
steering. Behind him are Michael Johnsson and Ann Christin
Lehmus, two of the some 100 persons working with the system.

process. By planning the same
activities by days one can save
time.

Delivery time will be reduced
by an average of 20 percent, to
the delight of all customers.

“We reckon on saving 50 mil-
lion kronor in ETX, up to and
including 1992, thanks to the re-
vamping,” says Jan.

: That, in turm,
means that the costs
for the entire project
are repaid within less
than a year. It also
makes il easier to
avoid misunder-
standings. Ericsson
supphiers donot plan
in periods which
makes it difficult to
coordinate with them
andeven if the period
concept is applied
throughouot all Ericsson com-
panies internationally, the period
for overseas companies could
involve more or fewer days. In
order to agree on delivery time,
therefore, means talking about
the same period but in any case
not the same date.

Since a part of the ADB system
in ETX already handles day
planning, there are several older
systemns that must be modified.
That’s why as far as this goes
weeks will have to be used fora
while, but the long-term aim of
the KP project is that all planning
should be handled on a day basis.

The complete switchover is
planned for 1992.

KP's project organizalion con-
sists of Anders Darlif, who is
project leader, a steering group
with Jan Henriques, Mats
Holmlin, Anders Kjellander and
Tobias Rawet, as well as a refe-
rence group.

Since the KP project, to a great
exient, involves the implementing
of the ADRB system, there are four
different project groups working
with the computer system being
used.

“The job of the project is such
that we are getting a cleaning out
of the program, better documen-
tation and it is easier to administer
the system,” says Jan Henrigues.

Text: Helena Lidén
Photo: Maria Petersson
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DIAX - a small subsidiary
with big ideas

About a year ago when
Ericsson created a sub-
sidiary with Bang& Oluf-
<en many surprised and

Aterested eyebrows were
raised. Maybe now we
could get a good stereo at
a discount. There were
=0t many who thought
Lt Ericsson would have
something in common
with the Danish company
that is well-known for its
stereo and television
equipment.

But in recent years Bang&Oluf-
sen, like many other companies,
invested in expanding its activi-
ties, using its specialized compe-
tence within B&O and combi-
ning it with the capacity of other
companies.

The subsidiary DIAX Tele-
communications, which Ericsson
and B&O own 50 percent each,

‘ems from a division in B&O
\.‘scchnulugy which specializes in
telecommunications equipment.

DIAX, like B&O, is based in
Struer in west Jylland, near
Limfjorden. Struer is a medium-

tt’ﬁm{i Danishtown. B&Ois clearly

e largest industry in the area and
here too there are several compa-
nies related to B&O's operations.

Although DIAX is not close 1o
Copenhagen it has not been
difficult to recruit qualified
personnel.

Many young graduates
stream (o Struer to work
with telecommunications,

Much to gain

During the year since the
subsidiary was founded it
has been shown that both
Ericsson and B&O can gain
4 lot from collaboration in
DIAX, as one expects.

By selling half of its
DIKON division to Erics-
son it freed up capital that
B&O could invest in re-
search and development
within the framework of
B&O Technology.

B&O is also, despite its
noted name, a small com- =
pany compared with
Ericsson.

“The advantage for
DIAX is that we have the
possibility to develop new
products together with
Ericsson, but also we can
use Ericsson's channels for

=

our product Meganet,” says Bjom
Olsson, president of DIAX.

For its part Ericsson needs a
company with high competence
which has the possibility of
developing new productsina very
short time. The deregulation
taking place in most markets
places heavy demands for coming
up with new products. This
possibility is found in DIAX,
which now has 120 employees, a
very flexible and open organi-
zation, a close link to its custo-
mers, as well as a workforce two-
thirds of which consists of deve-
lopment engineers.

And the collaboration between
DIAX and Ericsson has already
shown results. Just in time with
Telecom '91 a new product will
be launched for network access,

DIAX is characterized by a flexible and open work organization. Of the 100 staff who work here, two-

that part of the network closest to
the subscriber.

The product is known as
DIAmuX and is a so-called flex-
ible access multiplex which makes
it possible to mix different types
of interface in one and the same
equipment, where the subscriber
himself determines how much
capacity in the network will be
used; for ordinary telephone calls,
data transfer, or for transfer of
images and quality sound.

The operating company can also
direct and supervise what the
network is being used for, for
example to be able to utilize
diversified debiting.

A first prototype has been
produced in an incredible three
months, a clear indication that a
shorter development period is not
impossible for DIAX,

Different work

“We work in another way
at DIAX compared with
Ericsson,"” says project le-
ader Claus Hansen.
“When we came up with
the prototype we did not
use any praject model, cor-
responding.say, to PROPS.
The important thing was 1o
convince ourselves that our
idea could materialize.”
The other job was done
together with DIAX, Erics-
son in Denmark and in
Sweden.
“Work from here on will
be carried out in a more
. organized way. DIAmuX
«. will be directed through the
AXE system and TMOS.”
While DIAmuX is an
entirely new product, DIAX
~ has a product that has al-
ready aroused great interest
and which, thanks to
Ericsson’s channels, can be
funneled out to large parts

of Europe as well as in the rest of
the world.

“MegaNet gives increased
flexibility in the network,” says
Bjiirn Olsson. One can say that
MegalNet is as near to broadband
as one can come today, with the
system in commercial operation.

An ordinary telephone line can
iransfer 64Kbit/s. MegaNet can
transfer up to 2 Mbit/s. That
means, for example, that one can
send image and sound with high
quality through the digital tele
network.

*Today, one can have perma-
nent lines for high-capacity
transfers, but with MegalNet it is
possible to choose which receiver
whatsoever and hook in to an
ordinary phone call.

“MegalNet can offer customers
a preview of services that will be
found in broadband-ISDN. Bul
while broadband-ISDN is along
way away, MegaNet is the result
of today's technology.

Video meeting

In order 1o get a good grasp of
what one can really do with Me-
galNet, we turned to project leader
Holger Pripp.

“We at DIAX regularly use
video meetings. We have a group
that sits in Erhus but traveling
back and forth from there takes
time. Instead, we can simply call
them up and have an informal
video meeting, thanks to Mega-
Net.”

During 155-90 a network was
set up between Finland, Sweden,
Denmark and Switzerland. In
December, Norway and Holland
came in. The common network
means that one can, for example,
from Denmark with a single call
ring up and have a video meeting
with people in Switzerland. Other
couniries are also interested in
being part of the first switched

thirds are development engineers.

subscriber-directed 2 Mbit net-
work in Europe.™

Between hospitals

“InRACE there are projects where
MegaNet is used for remote
teaching. Telemed in Norway is
an example. Thanks to the trans-
ferofimages, hospitalsin faraway
places can get diagnostic help
from specialists. One can also
transfer journals and X-ray pictu-
res.

Another area of use for Mega-
Net s the transfer of sound. Instead
of sending tapes to local radio
stations with tunes from the central
archives in Copenhagen, they ¢an
be sent over MegaNet and the
played over the local stations.

But the greatest area of use for
the future for MegaNet is without
doubt data ransfer that reguires
huge capacity.

“One can say that MegaNetisa
so-called multi purpose network.
ltcan be used in videoconferences
by day and for data transfer by
night, if you want. Flexibility is
the key word,

Teach each other

MegaNet is a good complement
to Ericsson’s other product range,
and great expectations surround
DiAmuX.

Already in the first year of its
existence the subsidiary has
shown good results. But it should
also be said that collaboration
between the small flexible DIAX
and the huge Ericsson group has
not been all that easy and painless,

It is not only DIAX that can
leamn from Ericsson. DIAX also
has much to teach. Among other
things, organization and flexi-
bility.

Text: Helena Lidén
Photos: Maria Petersson
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Leasing out pocket phones
- rewarding in many ways

Ericsson’s leasing of mobile phones began on a small
scale a few years ago. First, through its own HotLine
boutiques, then at airports. Mostly as a strategy in
marketing - those who have once turned to a HotLine
will perhaps also purchase one. This has also proven
to be economically rewarding and now there are
more than 300 phones in use. The latest leasing spot
is Hertz car rental in Stockholm and Gothenburg.
This began at the end of January.

“Hotels and car rental firms. It is
there that we can lease out the
most pocket phones in the future.
Especially hotels, whichl seeasa
sleeping giant,” says Per Kmer,
who is behind the leasing opera-
tions,

A couple of years ago, Per Ki-
merof RSS (Ericsson Radio Swe-
den AB) sought out Janne Carlzon
at SAS (it is the fastest way 1o get
there if you begin at the top) and
presented the idea of collaboration
between Ericsson and SAS in the
leasing of pocket phones. SAS
said yes. Forthem, a pocket phone
was an addition to their services.
And, in addition, a competition
tool in the battle for customers.

With everything in place,
Ericsson’s leasing would begin at
the wm of "88-'89 through its
own HotLine boutiques, at ser-
vice branches and at certain dea-
lerships. And the bulk of phones
are still being leased through these

Everywhere, there was a hand-
ful of HotLine phones. And in
every hotel room there were ads
for the phone.

MNone of Ericsson’s competi-
tors has a similar systematic leas-
ing of pocket phones, And in Nor-
way, Ericsson is entirely alone.

The operations have taken root,
the services are beginning to be
known and now Ericsson is ta-
king out ads inthe SAS magazine,
Scanorama, as well as local news-
papers.

Credit card

Leasing is done strictly through
credit cards (an exception is
Ericsson’s own boutiques). The
fixed rental fee is 90 kronor per
day, including value added tax.
Then you pay only for calls actu-
ally made. The costs in kronor
can be read on the phone.

At SAS hotels and at airporis
the phones are leased, in general,

channels, = forashortime, But
The external Dldfﬂ‘l-l know... | at Ericsson’s ser-
leasing, according you can | a Hot- | Yice outlets there
to the SAS agree- | ine at a special price - | &r¢ other customer
ment, btgﬂl'l atthe | Ericsson employees Eﬂlﬂgﬂfitﬁ. and
turn of 1989-90. | have 10 percent dis- | there leasing time
First on a limited | count on ud'r:nﬂs of 2-3 months is
o rere a1 | who have seized the ob- | b, T o e
: portunity to rent a Hot- Sty

ports. Without any | jeee $rom boutiques. rential.

solid marketing.
The operations grew and in the
summer of "90 SAS hotels came
into the picture. In 1991, Henz
car rental joined the parade.

Now there's a total of 300 Hot-
Line phones for leasing from
central points in Scandinavia.
Leasing of HotLine pocket pho-
nes is really a Nordic investment
in Sweden, Denmark, Norway and
Finland.

Right customers

Butis there really a need to justify
leasing mobile phones at hotels
and airports? Doesn’t every
traveling businessman have a
pocket phone today?

Certainly not. Experience
shows the contrary. There is still
a large majority who do not have
one. And moreover, a lot of over-
seas travelers have phones that do
not conform to the Nordic Mobile
Telephone system, NMT.

Catarina Fiillstriim of Enicsson’s
Radio Sweden AB is responsible
for leasing operations. Recently,
she has been around 17 hotels,
introduecing HotLine for receptio-
nists or for those responsible for
leasing. She has taught the
handgrip to personnel at Royal
Viking, Strand and Arlandia in
Stockholm, to staff at three hotels
in Copenhagen, two in Oslo, one
in Stavanger, Bergen, Tromsd,
and other places.

*

“Leasing in our
boutiques is also a good way for
Ericsson to let prospective buyers
test the phone in an objective
manner,” says Per Kmer. “Cus-
tomers usually want to try first
before purchasing, and this is an
ideal way for them to do that.”
And once they have tested and
learnt how HotLine functions,
they usually just want to buy it.

Text: Lars GG. Cederquist
Photos: Maria Petersson

Ericsson sees hntellln a

sk ng giant when it comes to
lemf mobile phones. Hotel
guests have a lot of time to
reflect on whether they want to
loan a phone, which is not the
case at airporis where one has
to lease at the ticket counter
under pressure.

T

"It is vital that we turn to the right type of customer in our leasing of mobile phones, it will be seen in
the results,” says Catarina Fillstrdm, responsible for leasing activities, of Ericsson Radio Sverige AB.

HotLine a double victor
in pocketphone contest

Two gold medals in one month!
Not bad for Ericsson’s HotLine
which during December and
January was voled Sweden's best
pocket phone by both Dagens
Industri and Teknikens Wiirld.
Two serious publications whose
words mean a lot in the market.
Ericsson's telephone is not the
smallest, nor the cheapest, it does
not have the longest call time per
gram battery, but on avarage it is

the best, according to Dagens In-
dustri. DI tested the market’s four
smallest pocket phones - Erics-
son's HotLine, Spectronics’
Spectronic, Motorola's Microtac
and Nokia's Cityman 100

"The overall impression isof a
robust and reliable pocket phone
that is worth its value. HotLine is
about the best of them all.”

Teknikens Viirld, which tested
six different models (also Mitsu-

bishi® s pocket and Philip”s Met-
ropol 6112) gave HotLine the edge
over the other five, as well as a
plus for size, weight, use time and
touch dial.

“The double victory is a bingo
for us,” they say at Ericsson.

The two publications are aimed
at different readerships and thus
they reach a large pant of the
markel.
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Mannesmann first to call

through GSM

“he first step in the giant Mannesmann contract was
“taken on December 12 last year when ERA’s test

system for GSM went into operation. It also created
the occasion for Mannesmann two days later to mark
the first anniversary of its operator contract with a
(irst call through the new digital all-European mobile

telephone system.

Today the test system has expanded and includes an
AXE switch, three radio base stations and a demo
bus that tests the system in central Diisseldorf.

In connection with the German
customer Mannesmann marking
the first anniversary of ils opera-
tor contract on Dec. 14 last year,
Ericsson Mobilfunk in Diisseldorf
was asked for a test system to
highlight the occasion. The re-
guest came in October and with
negotiations cleared ERA’s team
had a bit more than a month to get
the system in operation.
“It was a tough timetable but
(e succeeded in getting there and
~¢ven had a couple of days to
spare,” says Paul Dietrichof ER A,
who is responsible for the opera-
tions side of the system.
“The test, or pre-operative sys-
_wutm, that was ready had only a
temporary solution with a simu-
lated AXE switch in the form of a
PC, a radio base station and —
loaned for the oceasion — a hook-
up to the German PTT, Deutsche
Bundespost, between base sta-
tions and the switch. The reaction
from Mannesmann was neverthe-
less very positive. They were quite
impressed that via the new all-
European digital system they
could make the first call home to
family and colleagues on the day

of December 14, he recalls.

Hard to find sites

Installation, planning and imple-
menting have, apart from Paul
Ditrich, been handled by ERA
employees Jim Johansson, Urban
Nordlund and Stefan Killander
in collaboration with four con-
sultants from Erisoft.

Paul began planning and prepa-
rations at the end of October, while
the others came to Diisseldorf at
the beginning of December.

“The setting-up itself went
smoothly, without any major
problems. Difficulties came up in
finding suitable sites for the base
stations which also guaranteed us
connections from Deutsche Bun-
despost between the base stations
and the switch,” says Paul.

Since December 14 the system
has taken two further steps. Before
Christmas yet another radio base
station was added. When the
complete test system was finished
installed at the end of January, it
consisted of an AXE switch, three
radio base stations and two large
transmitters, all naturally digital.
Since the system went over on

January 30 from installation to
the testing phase it is now up to
Mannesmann to continue testing,

Operating in July

For Erncsson the Mannesmann
order is of major sirategic
significance since until now
Germany has been - in principle -
the white dot on the world map.
Moreover the nature of the order
is huge with some ten switches
and hundreds of radio base sta-
tions.

At the factory in Giivle pro-
duction of radio base stations
began in week six. They were
developed by ERA. Development
of the AXE switches was done by
ETX and software for the so-called
BSC ( base station controller) was
handled by ERA in Mjirdevi.

On July 15, the system will go
into operation in 15 districts
around Germany with hundreds
of base stations. Implementing and
operations handling will be the
responsibility of Ericsson Mo-
bilfunk, with head office in Diis-
seldorf.

Text: Helena Andersson

The international tele traffic mar-
ketis in the midst of major change.
The earlier carel-like collabora-
tion between telecom administra-
tions in the Western world, wich
costs consumers over 50 billion
kronor a year, is in the process of
disbanding. The result will be
cheaper calls.

A little more than a year ago
Britain’s Financial Times shed
some light on one of the most
successful cartels inmodern times.,
collaboration between the world's
telecommunications administra-
tions. The paper concluded that
this collaboration costs consumers
at least 10 billion dollars a year.

The cartel was nosecret. Rather,
it was a well-established and well-
seen collaboration between the
authorities in, among others, the
orgamization CCITT, known as
the International Telegraph and
Telephone Consultative Com-
mittee. In CCITT, based in Gene-
va, the authorities met with gov-
ernment representatives to deter-
mine the costs of international
tele traffic.

Dark sides

However, collaboration had its
darker sides, among wich was
secking to foster private competi-
tion through dominating private
networks, said the Financial Ti-
mes. Moreover, a number of
experts with whom the paper
spoke, noted that the lastdecade’s
broad technical development in
fiber cable and, in effect, still
cheaper equipment, never gol
around to benefiting consumers,

Indeed, intemational costs for
calling have fallen in recent years
but not in any way to the level of
price drops that could have been
possible. Inmany cases, technical
developments permit halving and
eve more in price reductions,
according to experts, One under-
lying problem is that telecom
administrations in most countries
have a monopoly in international
traffic and the administrators of
muonopoly have been very careful
not to trespass on each other’s
area.

Another problem is the way in
which CCITT reaches agreement
on prices. The system was estab-
lished before the Second World
War and involves discussions
between the administrations on
how income from international
traffic shall be distributed with
calculated costs and the number
of lines between countries. The
system works against the admi-
nistration that would like to reduce
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prices and put a damper on
increases in services.

The toughest critics point out
that prices are generally two to
four times higher that what they
would be if only competition
was improved and technologi-
cal advantages were allowed to
be incorporated. Instead, the
administrations have added
large sums to their profits and
in most cases to their state cof-
fers.

In the works

Nevertheless, there is a lot in
the works that will eventually
help erode the traditional inter-
national price structure. First
of all large sections of the tele
services market in most coun-
tries are being demonopolized
and privatized. CCITT iiself
has taken the initiative for
subsequent reforms 1o increase
the possibilities for private
lelecommunications compa-
nies 10 open up international
traffic. Butto have any resultis
crucial that the different
countries implement the re-
forms on their home turf,

CCITT has also set up a spe-
cial committee to work with
overseeing the entire pricing
system. The American super-
visory authority for the tele-
communications market, the
FCC has urged that calls from
the U.5. be reduced by 50
percent over a three-year pe-
riod. More and more countries
are also willing to allow com-
petition in international tele
traffic. The more advanced and
competetive administrations,
among them Sweden, is also
contemplating establishing
operations overseas when
competilion opens up in a
number of services, including
international traffic. The EC
Commission, the EC’s execu-
tive policy-making body,
moreover has begun a study
into how the international pric-
ing structure within CCITT
conflicts with the community s
basic laws. This is a serious
matter that can lead to heavy
fines and the end of collabora-
tion on pricing,

However, many now feel that
collaboration within CCITT
has a future. Mostly as a cartel
body. The various national
telecom administrations will
instead be forced to accept ever
increasing competition among
themselves and from indepen-
dent privale companies.

NEW VACANCY ADS

Every year Ericssons spends incredibly large sums on its recruitment ads.
Now this will be made more effective and costs will be crimmed through a
new format for announcing vacancies.

The new standard did come into force as of February 15 and will apply to all
Ericsson vacancy announcements in the Swedish media.

This is an example of how a vacancy
ad should look. When it is separate
announcements the idea is that they
should always be placed above each
ather, top to bottom or bottom

Graphics designer

upwards on the page. This way the
ads will not be spread our in several
places all over the paper but instead
will be concentrated in one place.
Combined ads thar seek people

for several different positions should
have the same appearance,-bue
should have one section set apart
thar contains all informarion char s
common to the various positions
More information abour the new
announcement regulations can be
had from the personell director.

Telefonakticholager
LM Ericsson
Personalavdelningen
126 25 Stockholm
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Africa

“When we decided to be
more aggressive on the
materials side in this part
of the world, we also felt
that there would be a
good reason to combine
our investment with a
huge event of some kind
for prospective
customers.”

So says Bengt Mar-
tensson, salesman with
responsibility for, in the
fist place, Africa with
Ericsson Cables’ unit
Fiber Optics and Net-
work Products in
Sundbyberg and the
initiative taker
behind Ericsson
Cable and Net-
work’s symposium
some time ago in
Harare, the Zim-
babwean capital.

“The idea to do something
of this kind came with my
first business trip 1o Africa-
actually to Angola - last
summer,” Bengt recalls.
“Since we had questions on a
preliminary offer from Swed-
tel I had the chance to follow a
local network construction
project in practice. | found that
they worked professionally but
to a great extent with the same
material we used in the sixties.
Knowledge of what the market
had to offer in the form of new
objects was relatively low, and
there was reason to believe that
the situation was the same in the
other African countries.

“When [ later returned with my
thoughts to home base, it was a
case of going ahead and plan. So
here now it feels incredibly good
to be able to confirm that by all ap-
pearances we were right. We have
already begun to get preliminary
inquiries of different Kinds that
can be traced directly 1o the sym-

Thomas Martinsson presents the CAP system for a number of interested

symposium particpants.

Successful ‘-
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posium. So, without doubt, it was
an obvious success. But one musi
remember that the incubation
period is long in these instances.
In other words, it could certainly
take a year before we have some-
thing concrete in hand, “says
Bengt, who —apropos "incubation
period” — when this interview was
done was still on crutches after a
recent knee operation.

tworking in darkest
R
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Double purpose
The purpose of the three-
day long symposium was
twofold: Partly to present Ericsson
overall and what the name stands
for, with emphasis on key words
like development, continuity, re-
liability and quality, and partly to
show and demonstrate the com-
pany’s products in a network sel-
ting. Forexample, the CAP system,
the fiber weld FSU 905, ERINET
and the new cable connections that
have been developed.
Telecom administrations from
the combined 10 SADCC count-
ries (SADCC could be seen as the

linkings.
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Africanequivalent of an EC) were
invited and eight attended:
Angola, Botswana, Lesotho,
Malawi, Mozambique, Tanzania,
Zambia and - naturally - Zim-
babwe. Moreover, Swedtel was
also represented, no less impor-
tantly considering the immense
value of good local Swediel con-
tacts. There were 40 participants
in all.

Besides Bengt Martensson and
Bjorn Gustafsson from Fiber
Optics and Network Products, on
the arrangers’ side there were also
Torbjérn Forsman from the
Telecable division in Hudiksvall
and Thomas Martinsson from
Ericsson Network Engineering
(ENS).

A coming market

One concrete result of the sym-
posium is that ENS got an inquiry
from Angola'stele administration
to come down and hold a CAP
course. Another is a preliminary
offer inquiry from Zimbabwe re-
garding network material and a

Interest was no less when Bengt Mariensson demonstrated some new cable

Bjérn Gustaftsson shows how a fiber optic cable is spliced
r with the help of cur new fiber weld FSU 905. A
demonstration of a8 more long-term nature, bearing in mind
/ that it will take many years before telecommunications
needs in this part of the world become really great, shows
i that fiber optics is a realistic alternative.

third a future role in the already
decided expansion of the tele
network in Angola.

“That is a huge project with an
order in the range of 100 million
dollars that is being financed by
the African Development Bank,”
says Bengt. Since Ericsson already
has an undeniably good name and
reputation in this part of the world,
it is quite likely that we may be a
part of this project in any event.
But without exaggerating, it can
safely be said that several doors,
which have always been ajar, have
now been opened with this sym-
posium.

“Quite clearlv, here is an enor-
mous potential for conventional
network material over the next
few years,” Bengt says. "But as
we have said, the incubation pe-
riod is long and it can take a year
or two before big things really
beginto happen. My feeling is that
Africa with timewill be both a
large and important market for our
network material products.”

Text: Kibe Lidén

L

v



NR 1/1991

13

Ericsson Telephone Sales’ new factory was dedicated by Zimbabwe's minister of information, V.F. Chitepo, here in conversation with John Meurling from Ericsson.

New factory dedicated
at “Ericsson’” in Zimbabwe

When the African telecommunications world met at
the Africa Telecom exhibition in Zimbabwe, the
country’s leading telephone manufacturer took the
opportunity to dedicate a new factory. The company,
Ericsson Telephones Sales (Private) Limited, is,
despite its name, not a part of the Ericsson group. As
a dealership of Ericsson’s products, the company is
allowed to act as a “genuine” Ericsson company,
with good memories of the group leadership.

Ericsson Telephone Sales, ETS,
was formed in 1961, At that time
the company was a sole dealer in
Ericsson products for, above all,
its ownmarket in Zimbabwe. Over
SOme vears, the company grew
and it expanded its service-func-
tion. At the time of Zimbabwe's
independence, in 19635, the com-
pany was well established and
profitable.

The then white government in
the country — led by lan Smith —
was the subject of trade sanctions
by, among others, Sweden. The
result was that ETS had to find
new suppliers. Al the same time,
they began their own manufac-
turing of certain equipment and -
not least — spare parts.

In the "70s, manufacturing
grew. It included, among other
things, battery chargers, small
business switches and divers
telephone accessories. As a key
element in Zimbabwe's invest-

ments for the "80s to increase
domestic industry production,
ETS gotthe government s support
for continued expansion. The ex-
pansion of production has to a
great extent been based on favor-
able purchase of used production
equipment from Ericsson plants
in Sweden.

New factory dedicated
In October last year an entirely
new factory covering some 2,100
square meters was ready. A wide
range of tele equipment will be
manufactured here — everything
from telephone sets to business
switches, besides a number of
other products. More than 120
different products are manufac-
tured now, since last year partly
for export to other “frontline
states” in southern Africa.

ETS has just received govern-
ment approval for new projects
that include a step toward digital

technology. With the new factory,
production was also begun on a
“new generation” of touch dial
phones.

Production now employ 70 per-
sons fulltime. This year expansion
of the next stage in the company 's
development will be carried out.
That includes a warehouse, work-
shops, and an office that is now
being enlarged.

Minister dedicates
Zimbabwe’s minister for infor-

mation, post and telecommu-
nications, Ms. V FChitepo, led the
dedication ceremonies of Erics-
son Telephone Sales’ new factory.
She spoke for the entire govern-
ment when she praised the com-
pany for this step forward and its
investments to make Zimbabwe
less dependent on imports. She
also hoped that the invesiments
that ETS is now making will add
to strengthening the nation's
economy and acquire needed hard
currency for Zimbabwe.

As a cabinet member in Robernt
Mugabe's socialist government,
Ms. Chitepo stressed the impor-
tance of giving the staff sufficient
influence on production.

The minister also had words of
praise for Ericsson in Sweden for
its support of ETS. She saw the
fact that the new factory could be
built up with the favorable
purchase of used machinery from
Ericsson’s European factories as
a fine example of meaningful
development aid.

Achieving a modern manufac-
turing industry in a country as
poor as Zimbabwe 15 not always
ecasy. Many times Ericsson
Telephone Sales has had to prove
its inventive abililty to substitute
for expensive imports. This also
means using every opportumty
at hand to utilize fully the
resources one has. New products
can derive from what is known
in the industrialized world as
“industry fallout.”

Looking for stone

Components in brass, bronze and
steel are often driven in a
“tumbler” before they are used.
The factory in Zimbabwe built

“Necessity

is mother of invention”

its own tumbler to avoid buying
one.

Instead of importing the spe-
cial type of pumice stone that is
used in the tumbler, they went
on a stone huntin the bush. There,
they came up with diffrent types
of stone that were later tested in
the tumbler. One of the types
worked, so now the factory has
its stone supply problems solved
for the future.

Scrap becomes hook

In the factory's section for
metalworks, a lot of plate steel
remains after stamping of parts.
These steel portions are now
being put to use. Ericsson Tele-

phone Sales began production
of picture hooks —"X hooks™ -in
two sizes. The hooks have sold
briskly and successfully on the
Zimbabwe market. Demand has
risen so much that that ETS is
now buying in “ordinary™ raw
material for this production.

(il cans raw goods

When there was a shortage of
brass plating in Zimbabwe, ETS
guickly came upwith a substitute
product. From automobile
workshops and gas stations they
collected empty oil cans. The
thin plating in these were cut
into strips that were used in
production.
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Popular academic day in Moindal

Once a vear Ericsson
arranges an “academic
day” for professors and
other academicians from
the nation’s universities
and educational insti-
tutes. The host for the
1990 event was ERE in
Milndal.

The academic day event began in
the early seventies as part of
Ericsson’s attempt to strengthen
its contacts with with the nation’s
educational institutions. It was
time when the entire Ericsson
group was on the brink of a radical
shift from electromechanical to
electrotechnical.

“It was to smoothen the tran-
sition that we began these in-
formation meetings with acade-
mic representatives,” recalls
Gista Lindberg. As technical di-
rector in LM Ericsson he conti-
nues o be one of the guiding
lights behind the academic days.

Positive response

Tele technology, telephone ex-
change technology and toacertain
extent also eduaction issues made
up the program in the initial
meelings. The response from the
invited professors was very
positive. Moreover they also
pointed out that the academic
world in its own way had a great
need forexchange of information.

In the mid-"70s, when the
transition to electronics was in
large part being made, issues about
education aroused a great deal of
interest. Since 1978, the annual
informative assembly was divided
into two main sections: An in-

This year's academic day had four main speakers: From left Bertil Svensson, lecturer, and professors Christer Svensson, Sven Olving and
Carl Gustal Andrén.

formation and presentation part
and a discussion and lecture par
where current education issues
were raised.

ERE hosts
Last year's academic day was held
shortly before Christmas. This
time it was Ericsson Radar Elec-
tronics in Maélndal that acted as
hosts. The discussion theme was
“The significance of research for
higher education.”

There were some 70 guests from

as well as from a number of uni-
versities and other academies. In
the morning, ERE operations were
presented, including a tour of the
company. The afternoon was gi-
ven over 1o lectures and discus-
s10Ms.

Basic research

The four speakers in the afternoon
were convinced that basic research
was important to maintain as high
a level as possible in higher
education. They concuded that
research training did not have to

grow unlimitedly since it is not
size in education that determines
high quality.

“Research leads tonew methods
and lends impulse to new re-
search,” said Professor Carl-Gus-
taf Andrén. At the same time he
urgeds “more critical thinking™
among those in research.

Another of the speakers, pro-
fessor Sven Olving, felt that Swe-
dish hasic research was of an in-
ternational class but in terms of
guality had come further in phy-
sics than in the technology area.

Thin without research

Bertil Svensson, lecturer at the
Halmstad institute, spoke of the
problems of the smaller institutes
in this context. He pointed out the
difficulties of recruiting teachers
to an institute that did not have its
own research facilities. There isa
need for research training at the
institutes in order for them to
maintain a sufficiently high level
of education.

The day's fourth speaker, Pro-
fessor Christer Svemsson, from

the Technology Institute in Lin-
kiping, called for acertain caution
in judging the significance of
research for future technical
development.

“Having one’s own research
facilities is naturally imporiant
for us to follow technological de-
velopments. But we must be
careful that we not end up in an
idealized book world. Teachers
with experience in industry are in
demand just as much as teachers
who are into basic research,” he
said.

the nation's technology institutes,

Flexible pensions-
insurance for staff

It is still possible to determine
the direction of one’s pension
insurance. Two percent of
insurance premiums can be
obtained according to needs
and prerequirements. Above
all, family protection for
survivors can be reinforced.

“In the spring of "20 came this news that
concern all salaried staff in Ericsson,”
says Pir Soderblom, in charge of insu-
rance at LME. Pension insurance is not

something that the employee pays himself

but is pan of the employer contributions
that the company pays and is handled
according to the collective agreement be-
tween SAF, the Swedish employers fe-
deration, and PTK, representing salaried
staff.

If you do nothing about this two percent,
it remains in the SPP fund and is later paid
oul as retirment pension. Now, instead,
you can sign a cheap family protection
clause in Férenade Liv. Then instead two
basic amounts {(about 60,000 kronor) will
be paid to survivors over five years, the rest
remains in retirement pension.

*We clearly recommend all salaried staff
who are under 55 to make this change,”
says Pir Soderblom. Even if you do not
have a family you should go out of ITPK
and go into a group pension plan instead -
you get more for your money. Salaned
staff with a family should definitely sign up
for the additional family protection. Those
who have not made the change as vet
should do so as soon as possible. Those at
HF, the main plant, can contact Gunilla
Furuhed at LME/LGF; others can contact
their respective personnel departments.

Options for
top earners

The other news for pension
insurance applies only to sala-
ried staff earning over the 10
base figure (more than 300,000
kronor) a year. From January
this year they have the right to
sign another insurance for that
part of the salary that goes over
the 7.5 base figure (about
220,000 kronor).

“For these employees these changes can
only be positive,” says Pir Séderblom. “It
is good to look over your insurances early
and of course it is best to design them afier
your needs.”

Depending on the family situation and
your own objective you can, within
prescribed costs, come up with an insurance
that suits you better than the old ITP

insurance. The new
pension insurance offers
the possibility of choos-
ing shorter paymenl
times(5, 100r 15 years)
or hgher family pen-
and therehy
lower retirement pen-
slons. Generally
speaking, those who
have a family and
especially small chil-
dren should opi for one
of the plans that offera
£ family pension. But
one can also choose to
place it all on oneself in a group life insur-
ance with a large lumpsum payment.
“In a few years, I think all Ericsson
employees will have more flexible pension
solutions,” says Piir Séderblom.
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Gate to the East is opened

On December 21 it was
clear that Ericsson would
be the main supplier of
public telecommunications
equipment for the Hunga-
rian telecom administra-
tion. The very tough
bidding contest was the
first in a central European
country, but it is certain to
be followed by many
others. In the contest there
were all the major inter-
national telecommunica-
tions suppliers.

The agreement with the Hunga-
rian authorities commits Ericsson
to supply the bulk of about 1.5
million telephone lines, both sub-
scriber lines and trunk lines, over
the next five years.

The Hungarians chose two
‘suppliers, Ericsson and Siemens.
Both have been guaranteed 35
percent of supplies per year. The
remaining 30 percent will be giv-
en to the best supplier each year.

In 1991 it was Ericsson that got
the 30 percent. This year nine
switches will be delivered, of
which five are from Ericsson.
These five will give an end capa-
city of 60,000 lines and will be
installed in and around Budapest.

The bulk of the deliveries will
be made in the two last years,
which means that it is more and
more important to win the out-
standing 30 percent in continua-
tion too.

Known to Ericsson

Hayo Pietersma, responsible for
business development and pro-
ject leader for system choice in
Hungary, Ericsson Telecom,
. confirmed that Ericsson has now
opened a door to the East and that
an old market for Ericsson has
been rewon. Ericsson can trace its
links with Hungary to 1912,
The deal was swung with the
| help of the intermational trade
company Transelektro, which
acted as purchaser. Transelektro
has made use of some 60 experts
who fed 1,000 parameters into a
computer,
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mmmm-uwmhm In 1991 five switches will be delivered to

Budapest and the outskirts of the

This way, it was able to draw
the winner in the bidding contest
in an incredibly short time.

“But it was not only the compu-
ter that determined Ericsson’s
success, says Hayo. “We have
established many valuable con-
tacts, thanks to our earlier pre-
sence in Hungary and in the last
year we delivered an internatio-
nal switch, as well as a mobile
telephone system to Hungary.”

During the fall’s hectic work,
many people were involved. A
preliminary offer inquiry came in
September and was 1o be left six
weeks later,

Advanced
barter trade

Omne of the things that is most
difficult to receive when one sells
products to Central or Eastern
European countries is financing.
So far the Hungarian currency,
the forint, is still not convertible.
Moreover, Hungary has a flag-
ging economy and finds it diffi-
cult to pay for such a huge project
like new telecommunications,

Since financing is such an im-
portant aspect, suppliers must be
flexible and ingenuous.

One possibility is extending
credittothe Hungarian state, either
in Sweden or through the EC bank.
The World Bank can also extend
credit. It is a common way of
paying for the project. But if that
is not possible, the project can

also be financed with so-called
barter trade.

“It means that we, as payment
for our products, will receive some
product that is manufactured in
the country,” says Per Olof 5ji-
stedt, responsible for Central and
Eastern Europe, Ericsson Tele-
COHT.

“Theses products we then sell
to some othercountry, and receive
our payment in this way. Itis also
an advanced form of barter trade.™

Butin order to sell the products,
Ericsson has to have some fami-
liarity with the branch, and
Ericsson does not possess all the
knowhow that is needed 1o sell
the bartered product. Hence,
companies familiar with this type

*We picked people with spe-
cial competence from many dif-
ferent parts of the organization.
Among other things, it involved
establishing a joint venture with
the Hungarian company Miizser-
technica, and also commercial
frameworks, financing, produc-
tion of brochures, legal questions
and contracts, software devel-
opment and much much more.”

“Collaboration across borders

of barter trade are taken on to do
the job,

Moreover, another way of
financing is for Hungary to pay
Ericsson in local currency, forints,
but with inflation running close to
50 percent that could be risky.

Itis still not clear what Ericsson
would do in the case of Hungary.
That depends in part on what is

have functioned remarkably,”
confirms Hayo.

“It is impossible to have all the
competence that is demanded
assembled in one single depart-
ment."”

“MNor should we forget Ulf
Sandberg's contribution to bring-
ing home the contract. With 20
years® experience in the East, he
played a very significant role.”

Text: Helena Lidén

agreed with the Hungarian tele-
com authorities, and in part on
what happens with the Hungarian
currency. There are indications
that it would be convertible soon.

It is possible that Ericsson and
the Hungarian telecom authorities
could arrive at a combination of
several different means of fi-
nancing.

“The fact that we were chos-
en as a system supplier in
Hungary works in our favor
opening up possibilities for
additional orders in Central
Europe.” So says Per Olof
Sjostedt, responsible for
Central and Eastern Europe,
Eriesson Telecom.

Only a couple of weeks ago
Ericsson was invited to a bid-
ding contest for system choice
in Czechslovakia. The job on
the offer is in progress and the
offer will be left in just before
summer. And Per Olof thinks
Ericsson has a very good
chance also in Czechslovakia.

“Evaluationin Hungary was
a pilot project that proved to
be very successful for Erics-
son’s part.

“When I visited Czechoslo-
vakia | pointed out that the
Hungarian tele authorities’
evaluation was a textbook ex-
ample and that representatives
could take a look at what was
done there and follow the
example.That was before |
knew the results of the evalu-
ation. But it did not make mat-
ters worse considering that
Ericsson did so well foritself.”

Czechslovakia has long been
*“on the way,"” but for different
reasons negotiations have been
delayed. Ericsson has already
found a local company, Tesla
Kolin, to build a joint venture
with if that is how the system
choice is won. They used to be
an Ericsson company before
the war and would be happy
"to be Ericsson™ again.

Text: Helena Lidén
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Early mobile
network in
England

With the exception of the Nordic countries, Britain
was the first country in Europe to install a mobile
telephone system. Today, it has one of the world’s
largest and fastest growing systems. Three percent of
Britons have a mobile phone, and it is only in Scan-
dinavia that there are more mobile phones per inha-

bitant.

Already at the beginning of the
*80s the British government an-
nounced that it would approve
licenses for two competing com-
panies in mobile telephone net-
works. British Telecom was one
and its system went under the
name Cellnet. The electronics
concern Racal Electronics was
chosen as the other systems ope-
rator, and its network went under
the name Yodafone,

Jim Newell, David Vaughan and Stephen
Ledsham came to Linkdping last fall for
training at ERA. Here are some excerpis
‘from the report that ERA's in-house paper
did on the program. Everyone is happy at
R-division in Guildford and none of the 16
in the first training group has left Ericsson.

In September 1983, Ericsson
Radio Systems won a Racal order
forequipment for its mobile phone
system. In the Bntish system,
which is known as TACS (Total
Access Communications System)
they use small cell technique and
a 900 Mhz frequency.

Small cell technique involves
using a large number of power
weak radio base stations which
cover arelatively small area. This
- way one can have

room for hundreds of
thousands of sub-
scribers in a large
metropolitan area
even though the
number of commu-
nication channels is
not so large. One can
use the same fre-
quency in several
different ways si-
multaneously in the
system.

Mobile telephony
has had record fast
development in Bri-
tain. Atthe beginning
of the "80s the British
gnvcrnmcm sel a
goal that by 1990
ninety percent of the
population would
have the possibility

of using mobile

phones. This was already achieved
in 1987, just two and a half years
after the system went into
operation. Today, the mobile
telephony network covers all of
Britain with the exception of some
sparsely populated areas of
Scotland and Wales. The expan-
sion of the system that came about
after '86 has been done in
collaboration between Ericsson
and Racal, and part of the radio
base stations has been manufac-
tured under license by Orbitel in
England. A few weeks ago,
Ericsson bought 50 percent of the
company from Racal Telecom.

Flagging

Growth in the number of sub-
scribers has been huge both for
Cellnet and Vodafone, which has
65 percent of the market. Voda-
fone went from 12,000 subscribers
in the fall of "85 to 640,000 at the

end of last year, During 1989-90,
the number of users increased by
6,000 a week.

“The system is no longer grow-
ing as fast. The terrible downtum
here in England is obvious and
the fact that things are worse for
the auto industry also affects
mobile telephony. So says David
Colbeck, marketing manager of
Cellular Systems and Special
Networks (R division) at Ericsson
Limited in Britain,

“But,” he adds. “we can’t
complain. Every week 3,000 new
subscribers come in, and that in
spite of the tough times here in
Britain."

GSM
In the summer of "88 Racal chose
Ericsson as one of s GSM
suppliers,

“On July 1 this year, a precom-
mercial system will be ready to

put into operation and then Racal
will decide if it can go further with
Ericsson.” Sosays BoHjalmarsson,
sales director for GSM and PCN,
that is cordless personal phones.

“It will be a tough but exciting
spring,” says Bosse. “England is
the most open telecommunications
market in Europe, and if all goes
well for our GSM ties here that will
be a very important reference. The
[l.'l-'ljl]r cumpellturx arec arc
Motorola, Nokia-Alcatel and
AT&T. With our system ready by
July 1 we are well prepared for
future G5M supply.”

There are three new PCN opera-
tors in Britain. The decision as to
who will be the PCN supplier is
very important. This has to do with
the future mass market. Two of the
operators will make their choice
later in the spring.

Text and photos:
Gunilla Tamm

GSM - an important mission in

“Through part ownership in
Orbitel, Ericsson has strength-
ened its position in England
with regard to GSM, that is the
common digital European
mobile phone system. Our
collaboration with Racal is even
more important now, says Bengt
Forssberg, president for Cel-
lular Systems and Special
Networks at Ericsson Litd.,
ETL, Guilford in England.

Cellular Systems and Special Networks,
which is a division in ETL, is known in
everyday usage as R division. Bengt Forss-
berg explains that organizationally it
belongs to Ericsson Telecom’s English
subsidiary ETL but that they work for
Business Area Radio Communications. The
most important task is to maintain all con-
tacts with Racal, the huge customer in
mobile telephony.

R division was formed in April "89 and at
its start there were 30 employees. Today
there are 194 and at the end of the year the
number will have grown to 250. Of the

+ 4

England

three departments— marketing, design and
installation with test and support — the
design group is the fastest growing and at
the end of the year will have increased from
40 persons today to 65, The group works
with development of software for mobile
telephony. This development is cammied out
in four areas of the globe - Mexico, Canada,
Linktping and R division in Guildford.

Installation has 57 people, and Kjell
Andersson is head of the depariment.

*The most important task for us right
now is the upgrading of the TACS system,
that 1s the analog mobile phone system.
Further on in the spring we will be adding
1o the switches so that can be used for the
GSM system,” he said.

Two GSM systems

“Through the collaboration with Orbitel
we will now be engaged in two GSM
systems for England,” says Bengt, and he
goes on o explain:

“Racal will build up two systems and
already a year and a half ago it chose
Ericsson as one supplier. The other supplier
is Orbitel, which developed its own base
radio station for GSM. This has now become
a joint project for R division and Orbitel.”

As another interesting joint project. Bengt
points to terminals, that is telephones for
GSM.

Stressful fall

The design group is divided intotwo sectors,
each working on its own project for GSM.
Carl G. Larsson worked for ERE in Miindal
before he came 1o ER A in Link&ping, where
he was involved with development of
software for mobile trelephony. Since almost
half a year now, Carl has been in Guildford
where he is in charge of one of the two
projects in the design group.

“We have had a tough fall,” he says. “We
had to accomplish four, five months® work
in three months. Last November our share
of the GSM project had to be delivered to
Linkéiping, and we succeeded in doing s0.
In April, there will be function tests at ERA
in Linktping and there will be English
technicians present.”

In December, 14 new technicians began
training. It was not difficult to recruit them.
At an “open house” evening, 48 persons
came and 4| were called for interviews. An
ad in a computer publication brought 100
replies.

Strategic alliance
Racal Telecom

i
- Ericsson
Racal Telecom and Ericsson have

o
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Ericsson Group's
show-case in Germany

The Ericsson group will be present in full force at
CeBit '91. The German fair is Europe’s largest for,
among others, the telecommunications branch and is

g

considered the most significant after Telecom in

(Geneva.

CeBitis the largest annual exhibi-
tion for information and telecom-
munications as well as

office technology in Eu-
rope. It takes place every
year in Hannover in nor-
thern Germany — this year
from the 13th to 20th
March. In the spring, the
fair was attended by
some 560,000 persons.
The bulk of these were
Germans but the num-
ber of international
visitors, however, sur-
passed the estimate of

110,000, o

Through Ericsson
Business Communi-
cations and, previ-
ously, Ericsson In-
formation Systems,
Ericsson has been a
participator over va-
rious years. Last year the Erics-
son group participated for the first
time in full force, displaying
everything from a fully opera-
tional AXE station to the very
latest in the paging industry.

The fair area in Hannover is as
large as parts of the city. There is
a total of 23 halls. The largest of
them is as big as the entire Stock-
holm fair. You need a lot of time
and energy if you wanl to see it
all.

This year's Ericsson stand ta-
kes up 700 square meters and is
built on two floors. [t has a premi-
um position in one of the halls for
telecommunications companies.

H*s"
CeBIT
Time

AT B LA

CeBIT 91

¥- 10 MABCH 1¥E

On the bottom floor Ericsson’s
most important products and sy-
stems are displayed — AXE, radio
base stations, HotLine,

paging, Mo-
bitex, MD110,
Eripax, mo-

dem, telephone
SCLS, power sup-
ply and cooling
equipment for
telephone ex-
changes as well as
optical fiber spli-
cing equipment.
“Pervasive thin-
king around the
stand is that it
should show and
explain how Erics-
son products and
services help and
support the user in
everyday work,” says
Gustaf Lagerberg,
marketing communicator in EBC,
and project leader for Ericsson’s
CeBit participation.

Combined business areas have
representatives at the stand. Some
20 Ericsson employees from aro-
und the world would be working
at the stand during the fair.

“*Some representatives from the
Ericsson group leadership will
also be present at the stand duning
the exhibition week to meet with
VIP guests and customers, like
ministers, directors general and
business leaders,” says Gustaf.

The upper floor of the stand
will be used for giving customers

The fair area in Hannover is as large as parts of the city. The

largest of the 23 halls alone is as large as the Stockholm fair area.

and guests something extra, There,
one has the possibility of having
coffee and refreshments in calm
and quiet in private conference
and discussion rooms.

Worthy investment

A huge project like CeBit in-
volves a huge investment both in
money and in work time put in.
Many are prompted to ask if it is
really worth it.

“Absolutely,"” says Gustaf. "Of
course, it's difficult to measure
the direct effects of a fair like this.
But based on experience from
previous years we know that many

important people in our target
groups to whom we tumn are pre-
sent at CeBir."

“By attracting them to our stand
and by getting them to realize that
what we offer meets their needs
and solve their problems, we will
have established contact at a low
cost,” he adds.

Should the contacts later lead to
business, then the fair will have
been a worthy investment. And
the aim of CeBit '91 is that it
should be a very worthy invest-
ment for Encsson.

Text: Maria Rudell

Thereis goin
Ericsson's women!

Ericsson is an interesting company. Perhaps, especi-
ally for women — how curious that can still appear.
But when we succeed in grouping some 50 women

managers from large companies and banks for a
company presentation, then indeed we can be proud.

One afternoon toward the end of
January, the oranization known
in Sweden as“Ruter Dam” (Queen
of Diamond) paid a visit to Erics-
son. A film show and anexhibition
of Ericsson’s products started off
the evening for “Ruter Dam,” a
network of women in manage-
ment.

The bulk of the evening was
givenover to presenting Ericsson:
our history, our business strategy
and management policy, our
women colleagues and managers.

“I like women a lot and | think
it is marvelous that they are here.
The presence of women makes it
more pleasant on the job,” was
Lars Ramgyvist's opening sen-
tences to the women.

Ericsson can't exactly claim to
havean equal apportioning of men
and women in its staffing. Britt

Reigo, the only woman in Erics-
son’s group leadership, presented
statistics that reinforced our
suspicions that women managers
at Ericsson are certainly the ex-
ception to the manly rule.

“We want to have a reputation
in the job market as an Excellent
Employer,” says Brit Reigo.
*Among other things, that means
that our managers would dare to
support and take risks for their
colleagues. And naturally we shall
iry Lo recruit more women mana-
gersand really give our support to
those that are already here.”

“Ruter Dam” is an organization
for the promotion of women in
leadership. Every year some 35
women are admitted to a manage-
ment development program that
their respective companies fi-
nance. The selected “Ruter Dam”

works with a mentor who has
many years® experience in leader-
ship at the highest level above all
inlarge companies. Moreover, the
candidate has the opportunity to
meet other women in similar
positions. attend seminars and
make company visits. At Ericsson,
it is, among others, Lars
Wiklund, personnel director at
Public Telecommunications, who
chooses suitable candidates.

“I am not pleased with the situ-
ation as it appears — | want to have
more women mangers al Erics-
son,” he states. “"We must revalue
our aims, we must support and
encourage women to build net-
works. There 15 no-one at Erics-
son who does not promote the
notion of having more women al
Ericsson — this was reflected in
our very early engagement in
“Ruter Dam”.

The myth that women and tech-
nology do not go together has
been shattered by the fact that
more women are graduating from
the technical institutes. But many
women are still reluctant toward

Lars Ramqvist is surrounded by four of his “Ruter Damer:™ from
Schullstrom-|

left, Ann Bickman, Maﬂr‘h
Hellstrém-Gefwert and N
and Annika Bramsen were not
and afraid of technology. Maybe
it was to check this fear that Lars
Berg, president of Cable and Net-
work — a trained economist — de-
monstrated the principle behind
optic transfer.

He hooked up a Walkman with
a transmitter and a speaker to a
receiver. Then the transmitter’s
light rays were directed to the
receiver— ABBA music streamed
forth from the speaker without it

Mattson, Marie-Louise
Skalman. (Gudrun Hallbeck
to be present).

being hooked up to the Walkman.
This demonstration moved Gu-
nilla Arhén, president of “Ruter
Dam™, in her closing speech, to
praise Lars Berg's pedagogic di-
ligence with the words:

“If Lars Berg can demonstrate
optic transfer, then technology
cannot be that difficult.”

Text: Pernilla Astrom
Photo: Maria Petersson
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New P400 2-way radio helps
“Billan”” Westin on the slopes

“Keep at it Billan! You
are leading by three
seconds and there is
1,000 meters to go. Push
hard.”

Billan, Marie Helene-
Westin, Sweden’s long-
distance ski queen and
world championship
contestant, is training for
tonight’s contest at
Hudiksvall. She follows
her performance with
the help of a P400 two-
way radio. SKi slopes are
one of the places where
the new radio is heing
tested. The task of deve-
loping the P400 went
under the name “Project
No 1" and is the first
product to be developed
in Ericsson’s joint
venture with GE.

“In December we were able to

"loan three sets for testing during

this season. Every weekend. both
during training and competition,
we used the new radio. We are
very happy with itand we enjoyed
being there testing anew product.”
Sosays Ove Hellsén, chairman of
Hilsingland ski federation’s long
distance committee.

Previously, the club used an
older type of comradio that was
heavy and that had bad sound
quality and a lot of static.

“P400 has perfect sound quality.
Morover, it is both light and
convenient to use,” says Ove. He
also points out that the other ski
clubs, both curious and a bil
envious, have “checked out” the
new comradio from Encsson.

That Hilsinge Ski
Club is testing the
P40 means that it is
used under diffrent
circumstances and in
a tough milieu, Cold,
snow, rain, humidity
and often very rough
handling it has survi-
ved remarkably.
Timing
Itisacold butbeauti- =
ful winter's day with &
sunshine and inten-
sely blue sky. The
same evening Billan
wis going to be in a
floodlight contest in
Hudiksvall All train-
ing and every competition is im-
portant for her now ahead of the
Swedish championship and the
World championship.

“OK. that was good, and
especially the last streich you
moved very fast.”

“During acontestitis important
atregular intervals to know where
vou are placed. Certain skiers do
not want to hear that they are
making bad time but | want to
know even if it is not good,” says
Billan, adding:

“Especially at the end of a con-
test it 1s necessary o have infor-
mation. Many coaches have a
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Push hard Billan, keep at it! Ove Hellsén spurs on Marie-Helene Westin in the day's training race. He tracked the laps through the P400

two-way radio, a new product developed jointly by Ericsson and General Electric. Photo: Karl Evert Eklund

special feeling for what a ski-
runner needs to hear to fight a
little extra in the race.”

Olof Eriksson at Ericsson Mo-
bile Communications, Kista, is
project leader for “Project No 1.”
He recalls that the project began
in February last year and alreday
in October the P400 could be
launched. In Decem-
ber, deliveries were
being made to custo-
IMErS.

Some ten persons
in Kistaand four. five
colleagues at Erics-
son-GE in Lynch-
burg, U.5.A., worked
fullime on this pro-
ject.
MRS 5000 is a
private radio com-
munications sysiem,
. which Ericsson de-
. veloped. It involves
. different products,
such as radio swil-
ches as well as stai-
ionary and mobile
exchanges. The portable radio for
MRS 5000 is known as P3O0 and
has become a bit wieldy and out-
dated in light of new technology.

“It was urgent to come up with
a successor to the P300. At GE in
Lynchburg there is a portable
exchange that suits very well. In
order to use this it was necessary
to get new software. That is the
background 1o “Project No 1.7
says Olle.

The project involved the entire
process of coming up with a new
product: technical development,
product management, markel
introduction and logistics. In this

project Ericsson and GE
met for the first time in a
practical job setting.
People from two different
corporate cultures would
work together, and they
did not even speak the
same language.

“There have been some
administrative problems
since we were obliged to
begin from exactly zero.
Luckily, both Kisia and
Lynchburg were using

VAX.,” says Olle.

Contacts

Olle stresses that in a
project of this nature 1t is
necessary to have a sub-
stantial travel budget.

ditional year. She is responsible
; for product
management, and “Pro-
ject No 17 has been a
major undertaking.
“The project had a
tough start, there wasn’t
even the personnel when
we began,” Pat recalls.
“It has been a chal-
lenge toachieve the task
insuch ashort time. Sure
it was tough going ai
umes with collaboration
but "we are stll friends.”
she says, laughing.
P400 15 solid test-
mony of the many co-
operativeeffects within
Ericsson-GE. It has also
brought out which areas

“Personal contacts Region Europe in mobile radio operations at are strong and which are

o Tssomuhenser Ericsson-GE. Henrik won the sales contest, which ek DACS (Digital
crucial. ltis somucheasier - weak. igi
: was initiated in October with the launching of the == e

to speak by phone with P400. The excellent sales input has been rewar- Access Communication

people that you have met.  ded with a trip to the Nordic alps. To date, Hearik ~ System) 1s an advanced

For A_.mer.i::ans. personal m’: 135 mo::_:‘ﬂ will be W cl?ammt_llrllifr::li_un &smﬂ

mectings are  more mmmmumwm St Wil DE Introauce

meaningful than tele- . in Europe in the spring.

phone contact, memo or Sumicipalities have shows kass intarast  The system goes by the

such. [t would have been  tactmes i Normay.” cavs Henn® —srficant name 16 plus” at GE,

good to have an “ambas- Photo: Bjérn Seger. and developing this for

sador”™ in Lynchburg, who
at every juncture would think of
Ericsson.

For the coming project an am-
bassador should be there at the
point where the product is taken
over. Protocol and different types
of documenis have been important
in steering the project. From the
American side, in the beginning
they were not accustomed Lo do-
cumenting in such detail as Erics-
sin does,

In February “Project No 1" was
concluded, However, work on

further development of P400
continues.

“An exciting. tough and very
educational year. The most
positive has been that there were
two fine teams that collaborated.
Everybody was motivated and
worked hard. P400 is solid testi-
mony that “Project No |7 has
been a success,” says Olle.

Pat Murphy moved from GE,
Lynchburg, to Ericsson Mobile
Communications in Kista a year
ago and will be remaining an ad-

Europe is a very big
project right now.

“Without the experience of
P400 we would never be able o
make it through DACS,” says Par.

Hiilsinge 5ki Club is not alone
in testing P400. In the fall 15
traffic wardens in Stockholm car-
ried out beta tests (Held tests).

“Mow, they do not wani to give
back the sets! A better recom-
mendation P40 cannot have,”
Pat concludes.

Text: Gunilla Tamm
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Good outlook

for weather radar

Spain is a pace-setting
country in Europe when
it comes to weather
radar. Next year the
surface of the entire
country will be covered
by an extensive radar
system, One of the
group’s Spanish com-
panies, Ericsson Sistemas
Avanzados, the former
SATESA, produces
among other things
weather radars in Mad-
rid, Molndal and Kista.
It is a production that is
now turning good profit.

Environment
problem

Spurs new
areas for use

Ericsson’s involvement in the
matter of weather radars goes back
to the beginning of the "80s. In
collaboration with SMHI (the
Swedish Institute of Meteorology
and Hydrology), it brought out a
new and advanced weather radar.
Among the customers Spain was
notable, having bought 15 weather
radar stations in 19835,

Hence, it is entirely logical that
Ericsson's weather radar oper-
ations will be handled from Spain

_‘. and the subsidiary Ericsson Siste-

mas Avanzados.

The company, which was pre-
viously known as SATESA, has
been given responsibility for a
whole new business unit in the
area of meteorology, hydrology
and environment systems. So far
weather radars is the most im-
portant product.

Future products

Production of weather radars was
not profitable before, but now the
economy has improved consid-
erably. Operating results for 1990
showed a profit that isexpected o
increase this year. Despite tough

Ingemar Naeve is president of the

Spanish company Sistemas

Avanzados - the company which, among other things, produces

weather radars in Madrid.

competition from, among others,
America’s Enterprise Electronics,
Germany's Gematronics and
England’s Plessey, Ericsson’s
weather radar has a future ahead
of it. That is not least because
more indusirial countries are ex-
panding their weather radar net-
works.

Ingemar Naeve, president of the
Spanish company, says that all
the industrial countries will have
built nationwide networks within
the decade. Spain is the first one
doing so, with 96 to 98 percent
coverage set for "92,

More areas of use

Behind these optimistic forecasis
is the fact that weather radars are
an invaluable help in many dif-
ferent contexts. It does not have
to do with only better possibilities
for weather forecasting locally but
also with using resources for snow
movements, regulating water
dams and getting a jump on de-
structive insects.

“If there had been a well-built
weather radar network at the time
of the Chernobyl disaster, the

authorities would have been able
to get better information on where
the radioactive fallout was to be
expected,” says Ingemar.

Reduced organization
The new business unit in Ericsson
Sistemas Avanzados has 35 per-
soms in Madrid and 20 in MéIndal
and Kista. The workforce has been
reduced by 20 as a result of re-
structuring that was done last year.
It was a painful operation that was
really necessary to tum the pre-
vious years' losses into today's
positive economic resulis.

Personnel who left the oper-
ations were given other jobs within
Ericsson,

“Loyal employees understand
that you have to adapt the suit to
the market,” says Ingemar.

In 1990, nine weather radars
were sold from Sweden and seven
were delivered — all according 1o
plan. Tumover for the business
unit in 1990 was about 60 million
kronor in Spain and 40 million
kronor in Sweden.

Text: Gunilla Bergman

Ericsson has signed a strategic
collaboration agreement with the
Norwegian telecom authorities
(Televerket) in the area of busi-
ness communications. From
March 1, Televerket's private
marketing organization, TBEK,
will sell Ericsson business
switches in Norway.

Inaddition, Ericssonand TBK
are forming acommon company.
Ericsson’s standing in Norway
was sitrengthened considerably
in 1990 with orders for AXE and
maobile telephony. Now colla-
boration with the Norwegian
Televerkel is being extended to
include the area of business
communication.

According to the agreement,
TBK,awholly owned subsidiary
of Televerket, will have the rights
to sales, installation and main-
tenance of Ericsson’s business
switches and other products in
business communications. Ac-
cording toan agreement that was
signed by both companies in the
fall, TBK had only limited rights
to sell Ericsson products.

“By collaborating with Nor-
way's biggest distributor in this
area our goal is to increase our
market share in the country to 50
percent,” says Rolf Eriksson,
head of Ericsson Business Com-
munications division Intemna-
tional Operations.

The Norwegian market is
moving intoan interesting phase
as Televerket plans new services
like centrex, that is private ap-
plications in public networks,
cordless telephony and expanded
services-messages. It is certain
that TBX will have responsibility
for centrex services. Products
will be delivered to TBK for

Strategic collaboration
with Norway's PTT

sales through a newly formed
jointly owned company. In 1991
Ericsson owns 60 percent of the
company and TBK 40 percent.
From 1992, it will be owned 50-
50.

Besides market and product
support, the new company will
be responsible for more ad-
vanced form of services through
a Field Support Center in keep-
ing with Ericsson’s customer
service concept. The set-up of
the Norwegian collaboration is
similar to what Ericsson has in
the area of business commu-
nications in Sweden and Spain.
However, an important differ-
ence 1s that the new company
has the possibilites to market
and sell products directly to a
number of large Norwegian
companies.

The new company s formed
from EEN, Ericsson Business
Communications A/S5, EBC's
Norwegian subsidiary, and will
have 30 employees. EEN cur-
rently has 250 employees. Large
parts of EEN's operations will
move to Ericsson Telecom A/S,
Ericsson Holding A/S as well
as other parts of TBK. The re-
organization does not entail any
layoffs. What is being transfer-
red is computer network opera-
tions as well as product res-
ponsibility, development and
marketing of control commu-
nications, that is the DCX-5
system and the arbitrage system
MDI11/FS. EEN’s current pre-
sident, William Svedberg, will
be president of Ericsson Hold-
ing. President of the new joint
company will be announced by
Ericsson in February,

Text: Maria Rudell

Now it is time again to apply for
stipendiums for training and travel.
There are several different kinds
of stipendiums that are open to
Ericsson employees. Bjiim Lund-
vall's travel stipendium for studies
and establishing contact within the
Ericsson group is one example. In
the first place it is open to employ-
ees who do not normally travel in
the course of their jobs. Applica-
tion must be submitted by April
30. The Marcus Wallenberg stip-

Time to apply for stipendiums!

endium is set up for employees
who want to pursue advanced
training — technical or econom-
ic. Applications before May 31.
There are also travel stipendi-
ums given out by Telefonaktie-
bolaget LM Ericsson’s organi-
zation for use in travel as well
as for training. Applications
should be in at the latest by
March 15. Information about
the stipendiums are posted on
company bulletin boards.
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SHARE

WATCH

Commentary from various areas
on the stock markel reaction to
Ericsson’s earnings reporl com-
munigque the second week in Feb-
ruary was noteworthy indeed. The
stock eased a full 20 kronor, or 11
percent, after Lars Ramgvist’s
comment that the dazzling 1990
results will be difficult to surpass
in 1991. That is more of an under-
recommendation for investors
than for Ericsson. The group war-
ned early that a downtum was on
the way. And it wasobvious that
the uncertainty about the future in
light of the Middle East conflict

ERICSSONS SHARES

Date Mutual Fund Share Savings Fund
Share price Assels Share price Assels
(SEK) (MSEK) (SEK) (MSEK)
1988-12-31 135 512 343 56,0
1989-12-31 304 94,1 825 111
1990-12-31 7 86,4 86 65,6
1991-01-31 360 7.2 9% T2,7
1991-02-12 27 88,8 87 65,3

The share price is based on a stock trade of 183 kronor and a

convertible figure of 340 percent.
would affect everybody. Added
to that, the market knew long ago
that research and development
costs have risen. Still, the eamings
report was greeted with satis-
faction and it bolstered the
strength the group build up over
the last three years. The yield of
its own capital rose from 4 percent

in 1987 to 23 percent, which meant
that shareholders had a fine return
for their investment capital. Divi-
dend increase of 25 percent to 3.5
kronor was also welcome. But
direct yield of under two percent
is still far below the bourse's
average and is not really competi-
tive in these times.
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International

customers in focus

Technical and political
walls, which until now
have stood in the way of
international private
communications, are
beginning to come down.

The multinational
companies applaud this
and are pushing develop-
ments further by placing
ever higher demands on
telecom suppliers.

The program for Inter-
national Key Accounts is
one way for Ericsson
Business Communica-
tions to meet these de-
mands..

“Deregulation of the telecommu-
nications market in Europe gives
companies new possibilities to
choose services as well as sup-
pliers.” says Lars Ekstrém of
Ericsson Business Communica-
tions' International Operations
division.

*Standards are being developed
further,” he says. “Communica-
tions solutions for companies can
therefore be based on the pos-
sibility of linking different sys-
tems in different countries to an
international network.”

The multinational companies
see avenues opening up for more
efficient and tighter commu-
nications between their units the
world over and are changing their
organization and their way of

+

¥

working. Developments in the
field of telecommunications are
pushing this even more by con-
stantly placing new and higher
demands on suppliers.

Demands to live up to

“The large international compa-
nies want suppliers to be able 1o
develop and realize a global com-
munications strategy for them,”
says Lars.

A prerequirement for this is that
suppliers should offer technical
unit solutions and qualified ser-
vice the world over,

Customers also demand a few
clearly defined access points and
contact people among suppliers.

“The multinational companies
are conscious of the va-
lue of centralized deal-
ing. That's why many of
them prefer a couple of
main suppliers who can
offer long-term, globe
spanning  purchase
agreements.”

That is a reality today.

“Local companies en-
counter these demands
among its customers,”
says Lars.

Decentralized

In order to meet the
market demands and take
advantage of this inte-
resting business oppor-

tunity. EBC has produ- Lars Ekstrdm and Svante Axling
cedaprogram fordealing. Gucke CoreeTtioms o KA Ot
customers in

with large international pational

customers - International Key
Accounts. The program is a further
development of the experiences
that EBC has, among others, from
the international agreement with
Polaroid. The target group is a
limited number of large,
successful leading companies
within their respective branches.
True, today they already have a
well-established national rela-
tionship with Ericsson.,
“International Key Accounts
will be handled by the local
companies, with the already es-
tablished customer contact as a
base,” says Lars, who is centrally
responsible for the program, The
local companies excellent sales
and service departments will carry

oul sales. We will not be creating
any new sales organization.”

One person - one
Ericsson

Main responsibility for a custo-
mer will rest with the local com-
pany in the country where the
customer has his head office. An
International Key Account mana-
ger will be appointed. He will be
responsible for the customer
globally and will coordinate and
follow up oneverything related to
the customer. He can also be the
customer’s eniry toother business
areas in the Ericsson group.

The relationship between cus-
tomer and supplier will be deter-
mined by an agreement frame-
work, an International
Master Agreement. Busi-
ness will then be conduc-
ted locally in line with this.

The ceniral in Stock-
holm serves a support
function. Today it consists
of two persons, Svanie
Axling and Lars Ekstriim.
From April there would
be two additional persons
to work with in supporting
the local company with
coordinating as well as
establishing and develop-
ing relations with cus-
tomers. The program is
now being introduced
country by country.

“Without us having
gone out and actively
marketed this, we already

have some 40 prospects today, ™%
says Lars. .

Mutual advantages

Ericsson, like the customer, has
much to gain from a long-term
ﬂglﬂl‘.l'l't-f_‘:l'll.. 9

"We get lower sales costs an
shorter sales cycles since contact
with the customer is already
established.” says Lars. "We can
alsoincrease sales, both in volume
and in the number of different
products for each customer.”

“By developing a close colla-
boration with the customer we
can better learn about his ope-
rations and we can, with our com-
petence, help to strengthen them
with the help of communications
solutions,” he adds. "At the same
time this very knowledgeable user
can give us feedback on the market
demands and its needs.”

Nevertheless, the battle for the
big customers is tough.

“Ericsson has & broad inter-
national presence. That is an im-
portant competition advantage,”
says Lars, “Our customer base
includes many respected com-
panies.”

“We have a powerful range of
products and services,” he adds.
“Ericsson is also one of the com-
panies that has the knowledge and
resources to develop the commu-
nications system of the future —
and this is beneficial for the cus-
tomer at whom this program is
aimed.

Text: Maria Rudell
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Record

A broker’s price is valid
only over a few seconds.
In currency trading
speed is one of the de-
ciding factors; others are
good information and
effective means of com-
munication.

The first Monday in
December, the until now
largest installation, 169
position, of MD110/FS
with the new plasma
display, went into ope-
ration at Unibank’s main
office in Copenhagen.

Itis another world. Intensity, con-
centration, adrenalin fill the air.
The dealing room occupies almost
an entire floor. Fantasy sums in
all the world’s currencies move

{_laily throughit. The 140 currency
traders working here direct the
flow. Directions change with
every blink.

Itis representatively young men
hut also a sprinkling of women

l::il.‘ting at the long rows of work
stations. Each of them has three
monitors, three speakers, a
microphone, a terminal, calcula-
tors - and an MD1 10/FS panel.

Their workplace is up to date,
technical equipment, interior
decoration, fumiture. The entire
dealing room is new. When Uni-
bank was created through the
merger of Privatbanken, Andels-
banken and Sparkassen SDS, all
the dealers were placed in the
same area. Space for them was
oo small at head office and it was
also nme to get modern equip-
ment.

“We have installed a new
videoswiich system, new PC

.l systems and a new telephone
system,” notes office manager
Geert Feenstra.

Every trader can now avail
himself of different information
services for arbitrage. he can

“Ffollow trade developments in the
world on various news channels
and make sophisticated analysis
with the help of his PC.

Phone is primary

“But it is the telephone that is our
primary means of communi-
cation,” says Geert Feenstra.
“Through it we have directcontact
with foreign brokers and clients.”

That's why Unibank set such
high demands when it came to
choosing a telephone system for
its dealing room.

An important requirement was
that phone and intercom functions
should be integrated in one and
the same system. Ericsson’s
MDI1O/FS was what Unibank
wanted, but not without an
integrated intercom function.

EEN, the Norwegian subsidiary
that has product responsibility for
MDI110/FS, took hold of Uni-
bank's ideas and began intensive

installati
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need for speed and

work on complementing the most
recent finished release of the
system with the desired functions.

Unibank trusted Ericsson’s
promise that these would be in-
corporated by delivery date and it
chose MD110/FS.

“The total integration was our
choice. Internal and external
communication hang close 1o-
gether and it is very important

that internal communications be
efficient,” says Feenstra.

Through the integration the
bank also wanted to limit the
quantity of equipment at each
workplace and hold down the
noise level in the room. Intercom
functions should function so well
that traders would use that instead
of shouting across the room.

oni

—_ — |——

that the dealing room holds, the
noise level is still strikingly high.
Every trader can, theoretically,
have 14 outside calls going si-
multaneously.

Traders talk either into the set
orintoamicrophone which leaves
both hands free.

The new dealing room is amajor
investment for the new bank, but
it is a necessary investment that
will eventually pay for itself,

“Our new totally integrated
communications syslem
strengthens our competitiveness.
We can more rapidly give better
service and we hope to attract
more customers as aresultof this.”

“It is an immense advantage to
be able to have so many calls
simultaneously,” the office ma-
nager adds.

Traders can listen to prices from
several brokers in a shorter space
of time. The chances of finding
the best price are increased.”

Plans for expansion
Today, the bank has 140 traders.
“We chose to install 169 panels
sothat certain sections of the room
are ready for rapid expansion,”
says Feenstra. Withina yearanda
half the room will be full. But the
bank’s plans go beyond that,

n Denrk

“Our philosophy is built on a
common ftrading floor,” adds
Feenstra. “In three years we will
have the stock market and cur-
rency traders on the same floor.”

Another decisive factor in the
choice of communications system
was therefore that it should be
modular and not limited in size.

“Ttwould eventually entail some
500600 positions altogether,”
says Feenstra.

“We see Unibank as a very pro-
fessional parmer,” says Jens Gre-
ger Jensen, marketing director in
EBC’s Danish subsidiary, recal-
ling the manner in which the bank
discussed its needs with Ericsson.

“Itis thanks to Unibank that we
achieved those functions that we
can offer to all our customers to-
day.”

“We are very satisfied with the
dialogue we had with Ericsson,
especially as far as integration is
concemned,” says Feenstra, who
is very pleased with the bank’s
new communications system.

“With the total integration there
is no financial system on the mar-
ket that is more advanced than the
MDI110/FS."

Text: Maria Rudell
Photo: Borch Jacobsen

Foravisitorin the special milieu
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For almost 20 years
Ericsson has used a
variant of the so-
called DIN contact
or Europe connector
for connecting prin-
ted board assem-
blies in the AXE
switch. Since the
other components
were reduced in
size, the demand has
also grown for pro-
ducing a space-
saving connector.
Ericsson has in close
collaboration with
America’s DuPont

withanentirely new
type of connector
that meets the new demands.
The connector, which Ericsson
markets under the name SOFIX,
has had a flying start on the
market in that the American
standardization commission,
IEEE, approved Ericsson’s and
DuPont’s solution for future
standards. .

“Legu“

Americans compare the new
contact system with Lego. It
actually involves building up
large contact units of several
smaller “building blocks.”

This makes possible many
flexible solutions where, among
others, signal, power, coaxial
and optocable can be connected
on the same printed board
assembly.

The older type of Europe
connector has three rows with
32 pins each. SOFIX has a little
more than half a millimeter less
distance berween the tag and
therefore can accomodate 4
rows with 48 pins in each — a
remarkable increase in capacity.

New thinking

The first contact between Erics-
son and DuPont was in 1987.
During a couple years of inten-
sive exchange over ideas and
thinking, designers in the two
companics came up with a solu-
tion that represented a major
step forward in the question of
new thinking.

In 1989, Hans Karlsson, from
Ericsson Telecom introduced
the Swedish-American connec-
tor at the IEEE, where he himself
had been engaged in work on
future contact standards. After
an exciting hour of dramatic
presentation, this method of
building connectors as a stan-
dard was approved.

“It is a clear advantage for
Ericsson that our own construc-

"Lego”’ smart
solution for
contact problem

Ericsson Telecom’s factory in Katrineholm has
acquired a new and important role — as a manu-
facturer of SOFIX, Ericsson’s new genial connector
system. The factory is the world’s largest manu-
facturer of today’s connectors and one of five
suppliers in the entire world that can deliver this
type of connector. Behind the new connector lies a
strategic collaboration between Ericsson and the
American DuPont Electronics.

Electronics come up gm s:ﬂﬁ“ﬂl‘lﬂl lltﬂﬂﬂf:ﬂﬂm
Imum;-uh complex

electronic systems.

tion method has become a
standard,” says Karlsson, Tele-
com administrations will in the
future use systems from diffe-
rent suppliers and then a stan-
dard for connectors is absolutely
necessary.”

Both manufacture

Ericsson and DuPont have now
both launched manufacturing
and sales of the new connector.
Under the product name SOFLX,
it will be sold all over the world,
in full competition with, among
others, DuPont which marketed
the connector under the name
Metral.

At present there are only five
suppliers that can manufacture
and deliver the connector ac-
cording to the new standard.
Ericsson’s connector has the
highest quality, in order to meet
the stringent demands within
the telecom field.

Katrineholm leading

The conector is being manu-
factured by Ericsson Telecom
in Katrineholm and Knstian-
stad. In 1991, Katrineholm will
invest 10 million kronor in
equipment for manufacturing
the connector. There is also a
design department whose task
is to adapt the connecior Lo
different customers’ specific
needs. In Kristianstad they
manufacture the plastic parts of
the connector.

In Ericsson Components,
which markets the connector,
optism on the new product is
running high.

“SOFIX is areal pearl among
components,” says Jan Agren,
responsible for product and ex-
port of electromechanical pro-
ducts. He believes ina few years
SOFIX can be as large in tum-
over as the entire division for
Standard components is today.

®

From laying, outside Avesta, of record cable from Falun

Record cable from
the Falun factory

“As the result of a deve-
lopment project carried
out in two stages we can
now manufacture cable
with conductors up to
1,200 mm?, This gives us
the possibility to increase
profitability in the me-
dium voltage area,
12-24KkV, and increase
our market in the high
voltage area,” says Stig
Norgren, product mana-
ger at Ericsson Cable’s
power division in Falun...

The first delivery of 24k¥ PEX
¢able with 1,200mm’ conductor
—total 1,200 meters — went to
the

water works in
Viisterds. Manufac-
ture went without any
problems and delivery was
even made a week before the pro-
mised date. The cable will replace
existing cable with significantly
lower capacity and will supply
Fors carton factory with electric
POWET.

The dominating cable volume
in the medium power area has
quite capable conductors of
upward of 300mny’. Since these
cables are stored and sold by a

number of suppliers and importers
the price competition is tough.
“When it comes to cable with
coarser conductors the compe-
tition is not as tough and the op-
portunity for profitability is
greater,” says Stig Norgren. To
begin with, not all cable manu-
facturers can produce these cables,
and even if they can there are a
numberof competition factors that
make it easier to offer a better
price. For example, this could
involve delivery time, the possi-

bility of helping the customer with
sizing and construction of cable
planis, accessory range eic.
“When we can now offer the
coarser conductors in the medium
voliage area, we should then secggd
an improvement in profitability.
Alsoin the high voltage area there
is a growing demand for cable
with coarser conductors, whichin
its turn should mean more cusio
mers and more orders,” conclude ;"'"

Stig.

Text: Thord Andersson

Comparison between ordinary PEX cable and the newly delivered
recordcable.
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High level of security at Ericsson

The war in the Gulf between Iraq and the allied
coalition affects people around the world. Terrorism
threats hang over us all. At Ericsson’s head office
identification control is stricter, with several guards
going around departments and controlling that we
have our ID and that no outsiders are hanging
around the area. All visitors must be met at the main
entrance and deliverers must leave their packages

there.

“This is how it should always
have been,” says the new head of
security. Christer Magnusson.
“Regardless of the Gulf war, we
would have beefed up security
here within a short time. The
security level here at head office
is not what it should be.”

But there have been no central
directives aboul increasing secu-
rity at Ericsson companies in
Sweden or around the world.

Those companies that have
food security as far as basic pro-
tection is concemed — guarding
of the premises and conirol of
people and packages — do not
' gve to take any drastic security

autions,” says Magnusson,
Protection must be taken on a
case by case basis. One has to
consider how the company is lo-
calized, if it is a neighbor of ex-
posed companies and institutions
then security should be revised
once more. A good system of
protection and sensible visitor

routings are always important for
security.

“Large companies are always
miore exposed when it comes to

“If one has a good protective
shell one can continue living
without amy drastic upheaval,”
says Christer Magnusson, new
head of Corporate Security.

terrorist threats,” says Magnus-
son. “But Sweden is not really a
controversial country, and even if
Sweden should be threatened by
terrorists, Ericsson is certainly not
a prime target. More exposed are
companies, institutions and per-
sons that are directly involved in
the Gull war. If the intensity of
threats does not change there will
be no tougher security regulations
imposed.”

Personal safety

As head of securnity at the parent
company, Magnusson is also re-
sponsible for the personal safety
of employees, forexample abroad
on job assignmenits. He is also a
memberof the Crisis Management
Zroup.

“A large part of my work has
been in the Crisis Management
group since I began here. We have
discussed security for our col-
leagues in what we call the *Mus-
lim belt,” from Morocco to Paki-
stan. And naturally Saudi Arabia
was given special atiention. We
have had daily contact with on-
site managers down there in order
to hear their views and to check
out the atmosphere. We have had
contact with UD, the foreign of-
fice, and other Swedish companies
on site, Now we have only a few
key people in Saudi Arabia.”

Travel directives
“We recommend that one should

be very strict in
determining the
need for over-
seas travel. If
possible, trips
should be post-
poned.

These recom-
mendations
have been pas-
sed on to com-
pany managers
and it is then up
to them to de-
cide hased on
necds,

Be careful

If you must
travel then be
careful; vyou
should chosean
airline compa-
ny from acoun-
try that is not
directly invol-
ved in the Gulf
war, And above
all you should
be very careful
at the airport,
spending  as
little time as
possible in risky areas like check-
in counters, for example.

How safe are Ericsson’s em-
ployees?

“As a careful Ericsson-em-
ployed individual from Sweden
one is relatively safe. There are

——__

A good system u
routines are always important for security.

and sensible visitor

other nationalities and professi-
onal groups that are more expo-
sed,” says Magnusson.

Text: Pernilla Astrom
Photos: Maria Petersson

| am waiting with
o my trip to Taiwan

Bengt Miiler, technical
instructor at Ericsson

ﬂ :Iadio, is one of those

. who has shelved his
business trips since war
broke out in the Guif. He
was to go to Taiwan for
two weeks to train Erics-
son customers there,

“1should have been instructing as
part of a project buiding up a
mobile telephone system in
Taiwan. It has now been post-
poned until a future date. A work-
shop is being built that would
undertake repairs on printed board
assemblics. My job was, purely
theoretically, to go through the
process of how we track down
problems and repair the boards.

Why did you choose not
to go?

“The reason for canceling the trip
was that [ did not feel safe. Threats
of terrorism came from several
Muslim guarters. Ericsson consi-
dered the threats serious and de-
cided that all travel will be on a
voluntary basis.

“I was to fly direct to Bangkok
with SAS and then on to Taiwan,
One day | thought of flying over
the North Pole to Japan, flying as
far away from the war zone as
possible and it would have meant

a shorter and safer journey. But
eventually itis still risky wherever
you fly, since it is the flight itself
that is threatenad.”

When did you decide not
to go?
“l was obliged to decide very
early whether 1 would go or not.
The weekend after the war broke
out [ made the decision together
with my famly.”

* Itis a little sensitive to cance]
a trip and one feels oneself torn.
Should one be loyal to the family
and/the unease that one feels, or
shoupld one be loyal to the com-
pany? Since canceling the trip
would not result in any major
disadvantage for the project the
decision was easy to make. But it
would have been more difficult if
[ knew that the start-up of the
project depended on my getting
there and carrying out the training.

What are you doing here
instead?

“We have a lot to do here, so [ do
not really have to be idle as a
result of canceling the trip. At
present we have so much to do
that we cannot fill all the orders
for training. Last week [ held a
course here at home, which we
had” difficulties finding an in-
structor for. Now [ have a few
days free that I can use for the

project on the digital mobile
telephone system in the U.S."

How do the others in
your department react?

“MNot everyone has canceled his
trips. One of them left for Diissel-
dorf and another went to Singa-
pore. Naturally, we have discussed
the matter of traveling in our de-
pariment and we have differing
views. If you feel safe you go.
Fortunately, nobody else is
making the decision for you.”

Reine Guldbrandsen is
responsible for world-

wide repair and is pro-
ject leader for the Tai-
wan project.

How is it going with the
project in Taiwan?

“The project in Taiwan does not
appear to be stalled since we have
come a long way with operations
— but it will be late. The intention
was that training should be com-
pleted before the Chinese new
year, the 14th of February. That
won't be the case now. But it is
not a catastrophe. Normally, Tai-
wan sends its printed boards to
Sweden for repairs, so they could
continue doing so until we get the
workshop going.”

group.

travel decisions.

Will there be any
economic fallout?

“It could be more expensive to
repair the boards here in Sweden
than to do so locally in Taiwan. In
that case we have to consider
freight costs. But that is no great
amount. We have a supervisor on
site whom we meant to have for a
year in a prolonged contract, with
the exira cosis that it entails.”

Is it right to cancel trips?

“The company and the group
leadership have given us guide-

Crisis Management group
recommendations for traveling
Ericsson employees:

Travels for all empioyees shall be on a voluntary
basis. Any individual who does not wish to travel
shall not be compelled to do so. Decisions on
international travel shall be made at Senior Manage-
ment level within each Ericsson company.

Countries immeadiatly affected

All trips to and within countries and regions
immeadiatly afiected, as well as to and within countries
and regions with strong popular support for iraq,
should be posiponed if possible.

Western Europe and Morth America

in Western Europe (exciuding the Mediterranean
region) and North America, travel may be carried out
with full attention given to advice on personal
security precautions issued by the Crisis Management

Beyond these safety recommendations it is up to
each Ericsson company to approve or further delay

According to Hakan Rosin at Flygresebyrian, the
travel agency, the volume of business travel has
fallen 25 percent since the Gulf war began.

lines for traveling during the Gulf
crisis. The guidelines are good. If
you really do not feel like taking
on an assignment and you do so it
could be worse.

I feel that one must personally
have some consideration for
people and their family. We cann-
ot force people to take on assign-
ments out there against their will
or that of their family. That is
something we must accept and
adapt ourselves to.”

Text: Pernilla Astrom
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The galloping frying pan

Have you heard
this one before?

The story of the
galloping frying
pan on this page is
an old tale that has
figured in different
conlexts through
the years. That does
not make itany less amusing or unusual.
Moreover, it is an expression of the
special culture that exists within such a
large company as Ericsson.

We who put out Kontakten, Contact
and the business area papers have spo-
ken a lot about this culture and about
trying to make our papers a little more
lighthearted. With a good dose of humor
and with a certain distance into the
subjects we treat in our pages, I feelth- |
many times it can be casier to get e
| message across. We certainly live in
unusually burdening times. but that is

STOP
| PRESS

BY LARS-
GORAN HEDIN

precisely why itis all the more important
o grasp every opportunity to laugh a
little, smile a bit, reflecting what you
read in your papers.

I know there are lot of good stories
about "everyday Ericsson.” Stories that

|
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village's kitchens, and when they were all assembled he placed the pan on the stove to fry meat. After a while, when the pan was
hot, it began to dance around the stove, making small hops, and after a few minutes it

bits of meat would fly up to the ceiling and dripping would splash all over the startled women, who quickly made their way to the

door.”™

From Ericsson’s rich history we found this episode from the crisis
years at the beginning of the *30s. It is signed by Ivan Lundh and
C-G Lofgren, two employees who at that time were active in LM
Ericsson’s Forsaljningsaktiebolag (FOB), a sales organization,
where the episode took place in 1934.

‘ Afer the Kreuger collapse and du-
ring the reconstruction of the on-
going major overhaul of the parent
company it was, unfortunately, necessary
to lay off a large portion of the staff at the
factory as well as at the office.

To keep the machines going and to avoid
having to dismiss an unusually large part
of the old hands, the management made
considerable attempis to seek out entirely
new products as a emergency help in light
of the reduced orders for ordinary factory
work,

Among some of the products of major
importance were: cash registers, later
Svenska Kassaregister AB, System Pau-
lius precision barometers and height
measurers, AB Ekonomregistrets Book-
keeping Machines.

Apart from that we also took on manu-
facture of different things like tents and
camping beds, frying pans, pressing of
rusi-free kitchenware, a shaver section,
elc.

At the time the Swedish material sales
unit was the entry point for all Swedish
orders, with certain exceptions for
exchange switches for Telegrafverket. We
handled these orders with a mixture of joy
and concern that comes with new products.

Galloping frying pan
— measure of LM quality
A tragicomic episode during this time was
the story of the galloping and in this case
exploding frying pan, the result of LM
quality.

One day we got a visit from an inventor
and his agent who wanted LME to manu-

+

facture 10,000 frying pans, the world’s
leading frying pan, with well distributed
warmth, impossible to burn food in.
Recommendations about the pan’s qualities
were backed by the word of the leading
chef and restaurateur at the time, Ekegérdh,
from Operakiillaren in Stockholm, who
tested the pan and found it extraordinary.

We got an estimate from the workshop
for making the pan and the contract was
concluded with a known wholesaler in the
business for 10,000 pans, with an initial
part delivery of a couple hundred as soon as
possible.

The manufacture was set in motion and
the first part delivery was made 1o the
wholesaler who was waiting anxiously for
them. He had a large siaff of wraveling
peddlars who were 10 make a sales cam-
paign around the countryside with demon-
strations of the novelty in the field of
kitchenware.

Pan danced, hopped
and then exploded
After a few weeks, the test delivenies were
returned along with the cancelation of the
contract from the wholesaler withacolorful
description of how the world’s foremost
frying pain had failed to make the grade.
*The demonstration reached a point where
the traveling peddlar gathered the house-
wives when he came to a village in one of
the village s kitchens, and when they were
all assembled he placed the pan on the
stove to fry meat. After a while, when the
pan was hot, it began to dance around the
stove, making small hops, and afier a few
minutes it would explode with a bang so

that little bits of meat would fly up 1o the
ceiling and dripping would splash all over
the startled women, who quickly made
their way to the door.”

One can hardly be surprised that the
wholesaler was as stratled as the housewives
and wanted to cancel the contract, which he
also did.

The reason for the failure was the
following: The pan had a double bottom,
with an insulating mass between the layers.
The test pan bottoms were put together by
hand with a hammer, the result being that
the layers were not as tight as when the
pans would be made in the factory where
the two bottom would be sealed together by
a powerful machine press.

Steam pan without safety vent

Moreover, with the pressing the intermedi-
ary mass was hunid, and that's why when
the pan was heated up on the stove it
became a steam pan without a safety vent.
The fault was readily corrected by drilling
a small hole in the joining to let out the
steam. And so ended the saga of the gal-
loping frying pan. One can naturally ask
why the pan was not tested in the test rooms
before delivery. But we can easily forgive
the workshop and the test room that this
was not the case, especially since LM was
not in the business of making frying pans
and, moreover, meat was very scarce at the
time.

The wholesaler, however, was so shaken
by the experience of the galloping frying
pan that, afier we explained the cause of the
problem and that it was now repaired, he
ordered only 500 atl a time and the up 1o
1,000 until it was all gone. Afterwards he
was very disappointed that LM did not
undertake further deliveries of the world’s
most advanced frying pan. But by then the
factory had gotten going again with its own
manufacture of the world's leading
telephone. , ,

not 50 seldom have a good portion of
“the moral is...” in them or that have

| important lessons to draw upon. We

would like to have these stories and we
would like to spread the stories to a
wider circle of Ericsson employees.

That's why [ ask you who are readir
this to come forth with your store 0%
good Ericsson stories. Call or write —
via memo, why not — to us in editorial
for Kontakten, Contact or for your
business area paper. You can recount
the entire story yourself or tell it to oo
of our reporters, thus helping you with
the final writien version. Seize the
chance now to spread a little joy and
help 1o make the papers lighter to read.

C.W. Ros, group vice president, in
conjunction with an interview in the
summer, said something that left a
lasting impression on me. "l think
Ericsson will become the world's most
fun company to work for,” he said.
After a year at Ericsson, 1 have to
concur with him. above all for two
reasons:

First of all, Ericsson is a very suc-
cessful company that works in one of
the most exciting and sigmificant fields,
That makes it fun and stimulating to
work here.

On top of this, comes the fecling thai
atthe very highestlevelsin the company
there i1s truly concern that employees
should be happy in their work and more
and more is being invested in the com-
pany’s greatest assel — its employees.
There is a lot of talk now about human
resources. If this is taken for all it
conveys, then C.W. Ros® prophecy
bears more than just a grain of truth.

A more amusing and lighter company
paper can be our contribution to the fun
at Ericsson. You can help too - tell us a
good story, and get yourself a small
gift in appreciation for your help.
Address and telephone numbers are on
Page 2. Keep smiling!






