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H.M. Carl XVI Gustaf presides over the inauguration ceremonies, flanked by Ericsson's CEO, Lars Ramqvist (left) and Board Chairman Björn Svedberg. 

Royal inauguration in Kista 
August 18, 1994 was a red letter|foy for Ericsson and for sub-my miocroelectronics in Kista - was inaugurated 
for all in Sweden who are interested in advanced micro- on that date. The presence of King Carl XVI Gustaf 
technology. Ericsson Component's so-called "miniplant" underscored the plant's national role. X I 

Power in 
modules 
Power supplies for telecom­
munications constitute an im­
portant business for Erics-son. 
The field is characterizedby ra­
pid development. CONTACT 
takes a closer look at the latest 
technology. 

8 

NAFTA opens 
new door 
The NAFTA agreement, North 
America's equivalent of the 
EU, is creating new playing ru­
les for firms in the U.S., 
Canada and, in particular, 
Mexico. It can have a key rule 
in Mexico's growth. ^ _ 
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Mobilizing in 
Kirgistan 
Overshadowed by its "digital" 
successes, Ericsson's sales of 
analog mobile systems still do 
well, notably where there are 
acute needs for better commu­
nications. Kirgistan, in central 
Asia, is one example. — Ä 12 

Australians 
look ahead 
The Australian Government is 
hoping that advanced tele-
technology will help make the 
country a very strong factor in 
the region. Ericsson is one of 
the leading players in this at­
tractive market. 

13 
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Six-month profit 
is SEK 2.3 billion 

The favorable trend for 
Ericsson continues. The 
six-month interim re­
port, released August 
18 , reports a profit of 
SEK 2,290 million. This 
is nearly double the 
year-earlier amount. At 
the same time, order 
bookings and net sales 
rose sharply. The Radio 
Communications Busi­
ness Area now accounts 
for nearly half of Erics­
son's net sales. 

Ericsson's order bookings rose 
for the eleventh consecutive 
quarter. Continued receipt of or­
ders in the radio sector again ac­
counted for the largest increase, 
but sales of AXE for wired net­
works have also been favorable. 
In the wake of the business suc­
cesses, the number of employees 
has now increased substantially. 
During the first six months 4,792 
new employees joined Ericsson. 

The interim report for the six 
months ended June 30 is provi­
ded in its entirety below. 

INTERIM REPORT 
Six months ended 
June 30,1994 

Ericsson's order bookings for the 
first six months of 1994 increa­
sed 19 percent to SEK 40,342 m. 
(SEK 34,036 m. in the corres­
ponding period in 1993). Con­
solidated net sales rose 33 per­
cent to SEK 36,514 m. (27,394). 
Pre-tax income for the period im­
proved 78 percent to SEK 2,290 
m. (1,286), including SEK -3 m. 
(loss: 37) in net capital gains. 
After taxes paid and deferred 
taxes, and after full conversion, 
income per share was SEK 6.68 
(2.70). 

Order bookings in the second 
quarter also increased after large 
orders, mainly from China, Swe­
den, the U.S. and Italy. The in­
crease in net sales, to which all 
business areas contributed, was 
very strong, particularly in Ja­
pan, the U.S., Sweden, Australia 

Building the new micro electronics plant in Kista has been one of the heavy investment projects during 
first half of 1994. Ericsson's total investments amounted to SEK 2,424. The number of employees incre­
ased 4,814 during the same period. 

and China. The Radio Commu­
nications Business Area posted 
me largest increase in order boo­
kings and net sales. 

Ericsson's largest single mar­
ket is the U.S., with 11 percent of 
total net sales, followed by 
Sweden, Italy, Great Britain and 
China, which has now become 
die fifth largest market with a 6-
percent share of net sales. 

Costs in relation to net sales 
have declined somewhat, despite 
continued heavy investments in 
technical development, primarily 
in the areas of mobile telephony, 
public switches, broadband and 
transport networks. 

The improvement in earnings 
is attributable mainly to Radio 
Communications, Ericsson's lar­
gest and fastest growing business 
area. Currency movements have 
had only a marginal effect. 

The number of employees in­
creased 4,814 during die first six 
months, of which 1,300 in con­
junction with the acquisition of 

RADIO BREAKTHROUGH IN MALAYSIA 
Ericsson has received an order valued at SEK 620 million 
from Telekom Malaysia. The order is strategically important 
since it includes RAS 1000, a system for Radio in the Local 
Loop, that is, for expansion of the subscriber network from lo­
cal stations to the subscribers using radio rather than cable. 
Prior to 1995, 40,000 subscribers will be connected to the 
new system. 

Teli. Most of the increase is a re­
sult of new employment, prima­
rily in the Swedish operations. 

OUTLOOK 
Positive development is foreseen 
also for the remainder of 1994. 
Earnings for the full year will be 
significanUy better than for die 
preceding year. 

BUSINESS AREAS 
PUBLIC TELECOMMUNICA­
TIONS posted an increase in net 
sales, mainly in Thailand, Spain 
and China. Part of die increase is 
attributable to the acquisition of 
Teli, which also explains a large 
portion of the increase in order 
bookings. Significant new orders 
were received in China. 

RADIO COMMUNICATIONS 
reports an increase in net sales of 
slightly more than 60 percent af­
ter continued growth in sales du­
ring the second quarter. Japan 
has already become die business 
area's second largest market af­
ter the U.S.. The sharp rise in or­
der bookings is attributable 
mainly to China, Great Britain 
and the U.S. 

BUSINESS NETWORKS re­
ports increased net sales, prima­
rily as a result of a positive trend 
in network operations, among ot­

hers, in markets in Southeast 
Asia. Private switches and data 
networks experienced increased 
price pressures. Consequendy, 
an action program was initiated. 
Order bookings rose somewhat. 

COMPONENTS reports a strong 
increase in net sales and order 
bookings. All business units con­
tributed to this improvement. 

DEFENSE SYSTEMS also re­
ports a strong increase in sales, 
while order bookings in compa­
rison are somewhat lower as a re­
sult of die large order in the cor­
responding period a year earlier. 

FINANCING 
Ericsson's cash flow improved, 
but was negative due mainly to 
continued inventory build-up, 
new investments in fixed assets 
and the acquisition of Teli. The 
equity ratio was 33.1 percent 
(32.6). An improvement is ex­
pected for the full year regarding 
both cash flow and equity ratio. 

CAPITAL EXPENDITURES 
Ericsson's investments in pro­
perty, plant and equipment 
amounted to SEK 2,424 m. 
(1,573), of which expenditures in 
Sweden totaled SEK 1,542 m. 
(838). 

Stockholm, August 18,1994 
Lars Ramqvist :r 

=K 

Lars Ramqvist: 

Much 
better than 
last year! 
4 4 Again, for the second quarter 

of 1994, we are re/porting an 
improvement in order bookings. 
Accordingly, we have now been 
able to note an increase in inter­
est for our systems and products 
for die eleventh consecutive qu­
arter. 

We are also reporting a cont­
inued sharp increase in net sales 
during the second quarter. All 
business areas are contributing, 
but it is primarily Radio Com­
munications which is develo­
ping very strongly. The increase 
for the business area as a whole 
was slightiy more than 60 per­
cent during the first half of die 
year, while the main areas sys­
tems and terminals for mobile 
telephony rose a full 80 percent. 
Order bookings in mobile telep­
hony were also very strong. 

Mobile telephony is currently 
one of die strongest growing 
areas in the telecommunications 
field. Therefore, it is very plea­
sing that we are maintaining our 
dominant position international­
ly as a system supplier. Today, 
we are also strong in die new di­
gital pocket telephones. 

In Public Telecommunica­
tions, development is very posi­
tive for the AXE system, which 
is being continually adapted to 
new demands. We are also in­
vesting heavily in broadband 
and transport network products, 
which are in demand to an incre­
asing extent. 

In order to secure our future 
competitiveness, it is important 
that we invest heavily in microe­
lectronics. This is the base and 
die prerequisite for all modern 
electronics and telecommunica­
tions and, consequently, of die 
greatest strategic significance 
for Ericsson. We have now in­
vested in the range of SEK 1 bil­
lion in a new modern plant for 
the design and production of mi­
croelectronic components (0.35 
- 0.5 micron CMOS technology) 
in Kista, outside Stockholm. 
This provides us witii additional 
improved competitiveness for 
many years ahead. The new 
plant is die result of the very fa­
vorable cooperation we have en­
joyed for several years with 
U.S.-based Texas Instruments. 

Our successes are based on 
goal-oriented, long-term invest­
ments witiiin me most expansive 
areas of telecommunications. As 
a result of the sharply higher net 
sales in the first half year it has-: 
been possible to continue our 
strong investments in technical 
development for increased futu­
re competitiveness. 

fOMACT 
Nils Ingvar Lundin 
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Technical heavyweights 
meet in Stockholm 
Despite the fact that it was the 
world's foremost conference on 
mobile telephony and that it 
was being held outside North 
America for the first time, there 
was little interest on the part 
of the mass media when the 
44th VTC conference was h e k l ^ 
in Stockholm in mid-June. 

The reason? This was a confe­
rence for experts at which very 
high-level technical research 
was presented on future sys-
terns that will not appear until \ 
after the year 2000. 

VTC, the annual Vehicular Technology 
Conferences have traditionally been a 
North American affair. Originally the con­
ferences were devoted to vehicular tech­
nology in such applications as automotive 
electronics, railway signaling systems, 

Mobile 
communications 
conference 
first time outside 
North America 
etc. but over time they have come to be 
dominated increasingly by mobile com­
munications and are now for all practical 
purposes mobile telephone conferences. 

VTC is one of the ten conferences regu­
larly sponsored by the IEEE, the Institute 
of Electrical and Electronic Engineers. 

This year's VTC was sponsored by the 
IEEE and SER, the Swedish National 
Association of Electronic and Computer 
Engineers, with strong support of Ericsson 
and Swedish telecom operator Telia. 

Record attendance 
The conference set many records. There 
were more participants than ever before, 
about 870 compared with the normal num­
ber of 500 - 600. Most came from Europe, 
and the number of Swedish delegates was 
high, about 200 persons. The participants 
represented both operators and manufac­
turers, as well as university researchers. 

The main subjects were personal telep­
hony and mobile systems of the future. 
Only about five percent of all presenta­
tions during the three-day conference we­
re devoted to subjects other than mobile 
communications. 

The rivalry between TDMA and 
CDMA, the two competing access met-

^ 1 9 9 4 IEEE 44th 
l £ Vehicular Technology Conference 

W . ^»ologvp 

Abstracts from the 44th VTC conference consisted of 1,400 technical texts, which fil­
led three volumes the size of telephone directories that together weighed about five 
kg. In two or three years, this information will be distributed on CD-ROMs. 

hods for future mobile systems, was less 
evident at the conference. TDMA (time-
division multiple access) divides the fre­
quency band into regularly occurring in­
tervals and is the method used in GSM and 
other systems. CDMA (code-division 
multiple access) codes signals in a broad 
frequency band and is a technique now 
being developed in the U.S. which is repu­
ted to provided substantially increased ca­
pacity. 

Third generation 
Instead, the conference focused more on 
variations of the CDMA system and above 
all on "third generation" mobile telephone 
systems such as UMTS, Universal Mobile 
Telephone Systems, which is the working 
name for a future European standard for 
true personal telephony which will sup­
port all types of communication, including 
data, voice and images. 

The topics were grouped into various 
sessions, such as CDMA Field Test, 
Handover, Propagation: Microcells, 
Receiver Techniques, Frequency 
Hopping, Mobile Satellites, Antennas, etc. 

"It is very stimulating to group talks that 
are devoted to the same topic but present it 
in different perspectives," says Sven-Olof 

Öhrvik from Ericsson Radio, who was the 
chairman of the program committee. 

Panel discussion 
The traditional panel discussion, chaired 
by PacTel's Dr. William Lee, also genera­
ted considerable interest. The panel was 
composed of representatives from Erics­
son, U.S.-based Qualcomm, first to launch 
a CDMA system, AT&T, Japanese telco 
NTT, Motorola's division for personal te­
lephony and Telia Research, the Swedish 
state-owned operator's research arm. 

The subject was PCS (personal commu­
nications services), a future system for 
personal telephony. Håkan Ericsson from 
Ericsson advocated the development of a 
hierarchical GSM system of greatly incre­
ased capacity as an alternative to the pro­
posed CDMA systems. Ed Tidemann 
from Qualcomm described the complica­
ted situation in the U.S. with regard to 
PCS, with scores of licenses, operators 
and supplier, while Russel from AT&T 
envisioned how an increasing integration 
of wireline and wireless networks. 

Shuzo Kato from NTT went on to com­
pare cordless and cellular systems and ex­
pressed his belief that cordless systems 
with acceptable sound quality could be 

, * v & 
built at a cost not greater than analog mo­
bile telephone systems. NTT will put a test 
system into operation in Sapporo and 
Tokyo in April 1995. 

Milestone 
The real results of the conference remain 
to be seen, but the most remarkable fact 
was that this was the first VTC held outsi­
de North America. 

VTC has a very high status in the indus­
try, and the fact that the conference was 
held in Stockholm must be regarded both 
as a milestone and a prestigious victory for 
both Ericsson, Sweden and Europe. 

"This shows that European technology 
has a scope and a depth that is fully com­
parable to that of North America," says 
Sven-Olof Öhrvik. 

Lars Cederquist 

"VTC has a reputation of 
being the world's leading 
conference on mobile com­
munication," says Thomas 
Sidenbladh from Ericsson 
Radio. 

"The number of presenta­
tions on personal telephony 
has increased," summari­
zes Sven-Olof Öhrvik, from 
Ericsson Radio, chairman of 
the program committee. 

Jan Uddenfeldt. executive 
manager in charge of rese­
arch for Ericsson's Radio 
Communications business 
area, was chairman for the 
conference. 

Six years in preparation 
"Preparations for VTC in Stockholm 
began six years ago, if the first lobby­
ing efforts to bring the conference to 
Stockholm are included," relates 
Thomas Sidenbladh from Ericsson 
Radio's unit for Strategic Business 
Development, who served as secreta­
ry on the conference committee. 

Ericsson and Telia were jointly re­
sponsible for the conference arrange­
ments. Jan Uddenfeldt, head of rese­

arch at Ericsson Radio, was the con­
ference chairman. Östen Mäkitalo, 
who heads Telia Research, was the vi­
ce chairman. Sven-Olof Öhrvik headed 
the technical program committee. 
Reviewing all submitted papers and 
making preparations for the conferen­
ce itself began at the end of 1992. 

Ann Bagge, together with Thomas 
Sidenbladh, were primarily responsi­
ble for the conference arrangements. 
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Big new orders 
from Australia 
Ericsson Australia has 
received orders valued 
at SEK 708 m. to deliver 
mobile telephone equip­
ment to Telecom Aus­
tralia (TA). 

The contracts comprise equip­
ment for the continuing expan­
sion of both the analog AMPS 
and digital GMS networks opera­
ted by TA. Including these or­
ders, Ericsson has received con­
tracts worth SEK 1.1 billion from 
TA since the first of the year. 
The number of mobile telephone 
subscribers in Australia is gro­
wing rapidly, requiring the ex­
pansion Telecom Australia is 
now implementing. The number 
of subscribers in TA's networks 
is increasing at a rate of 50,000 a 
month. 

The equipment Ericsson will 
now deliver consists of AXE ex­
changes and radio base stations. 
Most of the equipment will be 
manufactured in Ericsson's 
plants at Broadmeadows. 

Ericsson's activities in Aus­
tralia have increased in recent 
years as a consequence of Tele­
com Australia's designation of 
the Company as a strategic part­
ner. This year, for the first time, 
sales of mobile exchange sys­
tems have exceeded Ericsson's 
large sales of exchanges for the 
public network. 

See pages 13-15 for additional 
news of Ericsson in Australia. 

More than 100 Ericsson crews participated in the dragon-boat padd­
ling competition during the Stockholm Water Festival in August. 
Ericsson Radar's team finished a highly commendable sixth among 
more than 1,000 starters. Photo: Kurt Johansson 

Trophy to 'Radar' 
in 'dragon' racing 
The world's largest dragon 
boat competition was a 
major success for Erics­
son, which sent more than 
100 teams to the starting 
line. Moreover, one of 
them, representing Erics­
son Radar Electronics, ca­
me in sixth among the mo­
re than 1,000 crews that 

The mobile telecommunications network in Australia is expanding ra­
pidly. About 50,000 subscribers are being added to Telecom 
Australia's networks each month. Photo: Lars-Göran Hedin 

The annual dragon boat paddling 
competition at the Stockholm 
Water Festival was what attrac­
ted the record number of Erics­
son entrants. Most of them were 
eliminated in preliminary heats 
Thursday, August 11. Ericsson 
Radar's team had the day's best 
time and advanced to the quarter 
finals the following Sunday, 
where they qualified for the se­
mifinal round. A strong perfor­
mance there earned them a berth 
in the six-team final. There, the 
ERE crew finished sixth, 22 se­

conds behind the winning SAS 
team, in a very, very close race. 

The sixth place among more 
than 1,000 contestants, plus the 
dragon boat championship of 
Ericsson, earned ERE a well-
deserved trophy. The team was 
also best in Ericsson in 1993, 
when it finished seventh in the 
world's largest dragon boat com­
petition. 

Diving mobile telephone 
A diving tower, where venture­
some persons could test their 
high-diving skills, was another 
notable Ericsson attraction at the 
Water Festival. Among other 
things, thousands of viewers wit­
nessed a diving mobile telepho­
ne. Cecelia Biverot, 49, from 
Ericsson Radio Access in Kista, 
was me brave lady who dared to 
test the waters, first from the 5-
meter board and men from the 
10-meter platform. 

Giant paging system 
delivered in S. Africa 
Ericsson has delivered 
what is perhaps the 
world's largest personal 
paging system to the 
provincial administra­
tion authorities in South 
Africa. 

The system covers one 
third of a million square 
kilometers. 

Jasco Skypage, Ericsson Radio 
System's distributor of Wide 
Area Paging (WAP) systems in 
South Africa, recently completed 
the final phase of what may be 
the world's largest private perso­
nal paging system. 

The customer, the Transvaal 
Provincial Administration, has 
purchased no fewer than 68 local 
personal paging systems to be 
used in hospitals and other health 
care institutions, as well as in the 
units ofthe provincial rescue ser­
vice in an area covering 328,000 
square kilometers. 

What may be the world's largest private personal paging system 
was recently installed in South Africa. Ericsson supplied the system 
through its local distributor. 

Each institution has its own lo­
cal system, built up exclusively 
with Ericsson products: personal 
pagers, transmitters, stationary 
equipment and the like. All the 

equipment was produced by 
Radio Systems B.V. in Holland. 
Jasco Skypage worked with T. R. 
Services, Ericsson's distributor 
of local personal paging systems 

in South Africa, to deliver the 
equipment. 

The local networks interface 
via a sophisticated data network 
leased from the South African te­
lecommunications administra­
tion. They are connected to the 
WAP network via modem and 
digital links. 

Paging can take place within 
die local system employed by the 
user, or via me WAP system. The 
same procedure is used to initiate 
a page, regardless of which net­
work a person wishes to use. 
Everything functions completely 
automatically. 

As far as a user is concerned, 
the paging is taking place in a 
single, homogeneous system. 

The total project was so large 
mat it had to be divided into four 
phases. The final phase, which 
included deliveries of an additio­
nal 2,500 paging units and 19 lo­
cal systems, has just been com­
pleted. In all, more than 10,000 
alphanumeric personal pagers 
were delivered-

Ericsson and 
Raychem 
in access 
network deal 
Ericsson and Raychem Corpo­
ration are forming a joint-ventu­
re company to develop, manu­
facture and market fiberoptical 
access networks. The new com­
pany will take over operations 
now being handled in Ray-
chem's subsidiary, Raynet. 
Telcom operators throughout 
the world have begun to install 
fiberoptical distribution systems 
for the transmission of such ad­
vanced services as interactive 
video and high-speed data. 
Raynet has introduced economi­
cal fiber-based systems for 
transmitting voice, data and vi­
deo to telecom subscribers. 

The joint-venture company 
will benefit from Ericsson's and 
Raynet's combined strength in 
tiiis area. The company plans to 
offer cost-effective systems for 
both broadband and more tradi­
tional telecommunications ser­
vices. The head office of the 
company, in which Ericsson 
holds a 51 percent interest, will 
be in Menlo Park, California. 
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Personal telephone 
numbers soon a reality 
The dream of a single te­
lephone number that re­
places the multitude of 
numbers for a person's 
mobile phone, pager, of­
fice telephone and home 
phone is dose. It may 
come as a surprise, how­
ever, that the key to its 
realization may be the 
office PBX. 

"Today, it Is the private 
sector that has the re­
sources," explains An­
ders Ångström, Ericsson 
Business Communi­
cations. 
The whole concept of personal 
telephony is of course open to 
debate, but the solution now 
being promoted by Ericsson's 
Business Networks business area 
is undeniably a step toward per­
sonal telephony. 

It is not personal telephony in 
the sense that the user has a sing­
le phone - usually assumed to be 
a mobile phone - that replaces all 
others. Instead the user has a per­
sonal number that functions as a 
public number for all callers. 

The various telephones, that is 
mobile phones, home phones, of­
fice phones with advanced func­
tions, will be retained. Each will 
have its own advantages for the 
user in particular situations. But 
which telephone is being used at 
the moment is not something of 
which the caller should have to 
be aware. 

Directing calls 
The core component in this solu­
tion is a server connected to the 
PBX. The server contains a 
Personal Assistant, which hand­
les all incoming calls and directs 
them to the correct address. The 
personal number is thus linked to 
the office switchboard. A single 
server is able to handle 600 to 
700 subscribers, but if necessary, 
several servers can be connected 
together. 

The advantages for the caller 
are that only one number is nee­
ded and that the call will always 
be forwarded. The caller is either 
connected to the correct phone 
and can immediately speak to the 
person being called or is greeted 
with a message saying, for exam­
ple, that the person being called 
is in a meeting and is expected 
back in an hour, the caller may 
then leave a message in a voice 
mailbox. 

The caller will also receive a 
message if the recipient of the 
call is being paged so that the 
caller does not hang up before 
the call is forwarded. 

Filtering calls 
There are also several advanta­
ges for the call receiver. The re­
ceiver can be certain that he or 

With a personal telephone number and a call server connected to the office PBX everyone is always available. 

ling against a list. This filtering 
applies to all the subscriber's te­
lephones, because all calls are 
handled by the PBX server. 

Setting the search order 
The subscriber can also control 
calls by informing the server that 
phones should searched in a gi­
ven order. If the user is driving 
his car, for example, the server 
should try the mobile phone first. 

While forwarding calls in this 
manner is already possible, it is a 
cumbersome procedure that 
must be completed before lea­
ving the office. With a call ser­
ver, users may redirect their calls 
at any time and from any loca­
tion to the most appropriate pho­
ne for the moment. 

Increased scope 
"The new call server will be an 
important component in our per­
sonal telephony offerings for bu­
siness customers," says Anders 
Ångström, product manager at 
Ericsson Business Networks. 

"Using the new services, com­
panies can support their employ­
ees wherever they are, which al­
so means that the scope of busi­
ness operations is increased sig­
nificantly. Previously, support of 
mobile phone users, for example, 
has been weak, but now these 
users can be more closely linked 
to the organization instead of 

"Our personal telephone concept for business users means that eve­
ry user has a personal number that replaces the multitude of num­
bers now in use", explains Anders Angstrom at Ericsson Business 
Networks. 

she will always be available, 
which means greater customer 
satisfaction and increased effici­
ency. (Today more than half of 
all calls are unanswered.) The re­

ceiver can also decide who to 
talk to, who should be able to in­
terrupt a meeting, etc. The 
Personal Assistant checks the 
number of the person who is cal-

functioning as isolated agents. 

Competitive tool 
Communication is a competitive 
tool for business. The current 
trend is that employees are 
becoming increasingly mobile 
and even more dependent on the 
telephone. It is also important 
that customers are treated in a 
courteous and professional man­
ner. The Personal Assistant takes 
care of all the voice mailboxes 
and provides a high level of per­
sonal service. 

Experience has shown that 
users with voice mailboxes find 
it difficult to keep them all upda­
ted. The new call server creates a 
single mailbox for each subscri­
ber, which is much easier to ma­
nage. 

Available next year 
This first version of this new pro­
duct has now been completed. 
The first orders will be taken this 
autumn for delivery early next 
year. The first customers are ex­
pected to be large and medium-
sized companies. 

"In business networks we find 
the most demanding users but al­
so a great source of revenue. It 
will probably take some time be­
fore public networks are able to 
offer personal telephony ser­
vices," concludes Anders. 

Text: Lars Cederquist 
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EDACS-
recordin 
Taiwan 
Ericsson GE Mobile 
Communications has ob­
tained an order from the 
Taiwanese Government 
to install a nationwide, 
land mobile radio net­
work, EDACS (Enhanced 
Digital Access Commu­
nications System). The 
order is valued at SEK 
900 million, and repre­
sents the largest-ever 
order for an EDACS net­
work. 

The network will be used by the 
country's police authority to 
simplify field operations and im­
prove overall security. It will 
consist of 83 radio base-stations. 
User equipment includes 35,000 
portable AEGIS terminals and 

more than 8,000 mobile units. 
AEGIS is a fully digital system 
developed by Ericsson GE which 
offers communication with mo­
bile computers which is both 
bug-proof and free of interferen­
ce. 

Long negotiations 
The placing of the order was pre­
ceded by three years of evalua­
tions and negotiations. 

"Yet another national police 
authority has selected EDACS, 
making it the world's most 
sought-after land mobile radio 
system," says George Fath, Vice 
President, Ericsson GE Land 
Mobile Radio. The same system 
was used by the Norwegian poli­
ce at the Winter Olympics at 
Lillehammer. 

The equipment will be produ­
ced at Lynchburg, Virginia, U.S., 

The EDACS order attracted considerable attention In the U.S. media. 
George Fath, Vice President, Ericsson GE Land Mobile Radio, appea­
red on U.S. TV when the news was released. To his left is Craig 
Szcutkowsky, the manager In charge of the Far Eastern market with­
in Land Mobile Radio who landed the order. 

over a three-year period begin­
ning this autumn. Production 
will provide employment for 

about 400 persons in, but there 
are currendy no plans of new re­
cruitments. 

Billion order 
from Mercury 
The British operator 
Mercury has been highly 
successful with Its One-
2-One personal telepho­
ny system. 

The system, which in 
its initial phase will co­
ver Greater London and 
Birmingham, will be pla­
ced in commercial ope­
ration this year. One-2-
One is based on 
Ericsson technology. 

The Group has now obtained a 
follow-up order from Mercury 
valued at SEK 1.7 billion for a 
continued expansion of the sys­
tem. The order includes supple­
mentary equipment for the Lon­
don and Birmingham areas that 
will be required to accommodate 
the rapid increase in subscribers 
to the network, but also for the 
expansion of other important me­
tropolitan areas. The order also 
stipulates that Ericsson shall de­
liver AXE exchanges to cover 
Mercury's needs through 1996. 

London is the site of the world's first commerical personal telephony 
system, Mercury's One-2-One. The operator is attempting to attract 
subscribers with Inexpensive terminals and low subscriber charges. 

Volvo selects Freeset 
Volvo Data AB has sig­
ned an agreement with 
Telia to use Ericsson's 
DECT system, Freeset, 
for portable telephony 
applications at Volvo's 
Swedish plants. 

Volvo Data anticipates having an 
integrated, portable telephony 
system, covering the entire 
Torslanda plant complex in 
Gothenburg, in place prior to 
year-end 1995. Of a total of 
12,000 lines, one fourth of these 
will eventually be cordless. 

"In recent years, we have eva­
luated various portable telepho­
ny systems and technologies and 
determined that Freeset best ful­
fills the requirements set today 
by Volvo Cars and Volvo 

Following scrupulous testing, Volvo determined that Freeset best 
fulfills the requirements for a portable telephone system. 

Trucks" says Rolf Ågren, Divi­
sion Manager, Technology and 
Production, at Volvo Data AB. 
"Eventually, the infrastructure 
for portable telephony at Volvo 

will be expanded to encompass 
office work stations. It will also 
be expanded to include other lo­
cations in Sweden where Volvo 
conducts operations." 

ATM equipment 
to Telia 
Telia's Southern Region has se­
lected Ericsson to supply ATM 
exchanges in building the com­
munications network of the futu­
re for the city of Helsingborg and 
its companies. 

An experimental network will 
be installed already this autumn, 
with the commercial network to 
be placed in operation next year. 
This will include nine ATM ex­
changes from Ericsson, all of 
which will be placed in Helsing­
borg. 

The exchanges will provide 
Helsingborg' s administrations 
and companies with access to 
their own local data networks, 
which now can be expanded to 
cover the entire city. In this way, 
the city of Helsingborg, will get 
the country's first "electronic 
highway." 

Estland is next 
GSM-country 

Estonia's mobile telephone ope­
rator, Eesti Mobiiltelefon, has 
purchased a GSM system from 
Ericsson's subsidiary in Finland. 
The system, which in its initial 
phase will cover the Tallinn area, 
will eventually cover the entire 
country. 

The project's initial-phase de­
liveries will include an AXE ex­
change and base stations. IThe 
official introduction of the sys­
tem is planned for the end of the 
year. 

GSM traffic in Estonia is pre­
sently controlled from base sta­
tions which Ericsson delivered to 
Tallinn, but which are controlled 
by an AXE exchange in Hel­
sinki. The growth of subscribers 
to the system persuaded Eesti 
Mobiiltelefon to procure a com­
plete network of its own. 

Including die Estonian order, a 
total of 29 countries have now 
ordered GSM systems from 
Ericsson. 

More AXE to 
Greece 
Ericsson's licensee in Greece, 
Intracom, has signed an agree­
ment with the Greek teleopera­
tor, OTE, covering the delivery 
of AXE equipment. The agree­
ment will run for two years and 
is valued at almost SEK 700 mil­
lion. It includes equipment from 
both Ericsson and Intracom. 

Greece's first AXE order was 
signed in 1988. Today, the num­
ber of AXE lines installed or on 
order totals about 1,250,000. 

Expansion of 
NTM-net 
in Thailand 

Ericsson has obtained an order 
from the Thai operator, AIS, for 
the expansion of its NTM 900 
network. The contract is valued 
at SEK 175 milhon, with delive­
ries to begin immediately. 

The order includes a new ge­
neration of RS9000 radio base 
stations, which was developed 
by Ericsson Radio Access AB, 
providing four times as much ca­
pacity within the same volume as 
earlier stations. 

AIS operates the largest NMT 
network outside Scandinavia. 
Following the expansion, sub­
scriber capacity will increase to 
more than 700,000. 

Expansion 
in Oman 
Ericsson has obtained a contract 
for a total project valued at SEK 
200 milhon. It pertains to the ex­
pansion of the telephony net­
work in the Oman's countryside. 

The contract encompasses the 
development, project planning 
and construction of a total com­
munications solution in which 
AXE exchanges and transmis­
sion equipment form the base. 
Since 1973, the Group has been 
engaged in a number of total pro­
jects in the country. 
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Ramqvist selected as 
'Round Table' member 
"I think that Lars Ram­
qvist is a skilled corpo­
rate leader with broad 
international contacts. 
In addition, he is an out­
standing technician in 
an industry that is ex­
panding strongly." 

Pehr G Gyllenhammar, former 
chairman of Volvo, used these 
words to explain his selection of 
Ericsson's CEO to succeed him 
as a member of the European 
Round Table (ERT) of industrial 
leaders. 

In an interview with CON­
TACT, Mr. Gyllenhammar de­
scribed what lay behind the se­
lection of Lars Ramqvist, and 
what he thinks the CEO's mem­
bership in the ERT can mean for 
Ericsson. 

Gyllenhammar was one of the 
founders of the ERT, an exclusi­
ve group mat brings together 
around 40 of Europe's most po­
werful industrial leaders. Mem­
bership is on a personal basis, but 
always linked to management of 
a large enterprise. 

To date, the Round Table has 
participated in realizing a num­
ber of large European projects 
ranging from the "inner market" 
to the tunnel under the English 
channel. Several prominent ERT 
members have also been invol­

ved in the work of the European 
Union Commission. 

CONTACT posed a number of 
questions to Mr. Gyllenhammar: 

What do you hope that Lars 
Ramqvist will contribute as a 
member of the ERT? 

"The European Round Table 
brings together the leaders of 
about 40 of Europe's largest in­
dustrial enterprises. The contacts 
with them should benefit Erics­
son greatly, primarily since the 
ERT is undertaking concrete pro­
jects to liberalize the EU and 
strengthen the competitiveness 
of European industry." 

"What, in your opinion, are 
Lars Ramqvist's strong points? 

"He has a strong interest in re­
search and development. Euro­
pean industry needs investments 
in the future." 

An article in Dagens Nyheter 
on August 19 expressed some 
surprise over your choice of 
Ramqvist "since Ramqvist is 
(considered to be) within the 
Wallenberg sphere of interest." 

Your comment? 
Lars Ramqvist possesses both 

knowledge and integrity. 
Was the selection of Ramqvist 

an obvious choice, or were there 
other candidates? 

"There were other candidates. 
ERT members accepted my view 
mat Ramqvist was the right per­
son." Magnus Backlund 

P G Gyllenhammar has retired from the exclusive European Round 
Table and has hand-picked Lars Ramqvist as his successor. 

Data cooperation in U.K. 
yielded major savings 
Early in April 1993 LM 
Ericsson Data AB took over 
the greater part of the in­
formation systems and in­
formation technology ope­
rations at Ericsson Ltd., 
Ericsson's subsidiary in 
Great Britain. It is clear 
that the cooperation has 
turned out well; Ericsson 
Ltd. has reduced its over­
head costs by between 10 
and 15 percent during the 
past year. 
"We have carefully reviewed the 
results and experience of die first 
year of cooperation and we are 
very pleased," says Anders Igel, 
Ericsson's new vice president in 
charge of corporate systems and 
technology, who up until last 
winter managed Ericsson's ope­
rations in Great Britain. 

Ericsson Data is responsible 
for Ericsson Ltd.'s infrastructu­
re, hardware and software, and 
financing. The contract calls for 
the installation of all data termi­
nals needed (offering the capaci­
ty to communicate with Ericsson 
units throughout the world), te­
lephone networks, exchanges 
and telephones, as well as for die 

Anders Igel, formerly responsible 
for Ericsson in Great Britain. 

maintenance and upgrading of 
systems. All products and ser­
vices are provided at a fixed pri­
ce per workstation and all delive­
ries must be made on tight sche­
dules. 

The new arrangement provides 
about 2,300 employees with 
completely new possibilities to 
obtain information and commu­
nicate. 

Demanding market 
There were simple reasons for 
the new approach. Ericsson Ltd. 
is operating successfully in one 

Nils Grimsmo, President of 
Ericsson Ltd. in England. 

of the world's most demanding 
telecommunications markets. It 
has to be competitive and upgra­
de performance continuously. 

"The problem crept up on us," 
Anders Igel recalls. "We sudden­
ly found that discussions and 
analyses related to our informa­
tion system demanded too much 
time and kept employees from 
handling our core business." 

Ericsson Ltd. called for bids 
from a number of domestic com­
panies. Ericsson Data submitted 
its proposal three months later. 
Negotiations took another three 

months before the contract was 
finally signed. Operations began 
three days later. 

The project is a pioneering one 
in that Ericsson Data has assu­
med responsibility for a total 
operation at a fixed price, somet­
hing it had never done before. 

"There was an unquestionable 
requirement that the con-tractor 
had to assume complete respon­
sibility for me Information 
System/Information Technology 
organization," Anders Igel notes. 

"The ability to free up our per­
sonnel for otiier tasks was very 
important. At one stage of the ne­
gotiations when this requirement 
came up, we were even prepared 
to reject Ericsson Data's bid." 

Much to be done 
The successful cooperation will 
continue in the future, and much 
remains to be done. 

"We must, for example, get 
help in utilizing UNIX more ef­
fectively and we also need better 
follow-up of usage per expendi­
ture item," says Nils Grimsmo, 
president of Ericsson Ltd. and 
one of diose most committed to 
the new arrangement. 

Brits sign 
contract to 
equip network 
Ericsson has received a 
contract from Eurobell 
(Southwest) Ltd., the 
British cable-TV and tel-
com operator, to build 
the infra-structure for 
Eurobell's new telecom­
munications network in 
the southern part of 
Devon in Great Britain. 

The order, valued at SEK 180 
m., covers delivery of AXE 
exchanges, MD110 subscriber 
exchanges and peripheral equ­
ipment for a network that will 
serve 240,000 subscribers. 
The AXE exchange will act as 
a node for intelligent network 
services, enabling Eurobell to 
offer new services that will 
substantially strengdien die 
company's competitiveness. 

"This contract represents an 
important step forward for 
botii companies in terms of 
meeting customer demand for 
a highly competitive market," 
according to Alan Robinson, 
chairman and president of 
Eurobell. "We are impressed 
by Ericsson's products and its 
total involvement in our pro­
ject in Devon." 

Jan Edhall, manager of the 
Cellular Systems and Special 
Networks Division at 
Ericsson Ltd. in England, 
says: 

"The contract is die most 
important one Ericsson has re­
ceived in the expanded cable-
TV market. It consolidates our 
position as a supplier to new 
network operators." 

One of the first 
Eurobell is one of me first 
operators to combine cable-
TV and telecommunications 
operations in the demonopoli­
zed British market. The com­
pany has already installed a 
system for multimedia trans­
missions in die area surroun­
ding Gatwick Airport, soudi 
of London. It holds operating 
rights in southern Devon and 
die western part of Kent. 

AXE 
contract 
from Kuwait 
Ericsson has received orders 
valued at a total of SEK 140 
m. from the Ministry of 
Communications in Kuwait. 
The contracts cover delivery 
of AXE exchanges and the up­
grading of all AXE exchanges 
installed earlier in the coun­
try's public network. 

With 80 percent of die 
country's subscribers linked 
to AXE exchanges, Ericsson 
is die principal supplier of pu­
blic exchanges in Kuwait. The 
Company has also delivered a 
mobile telephone system ba­
sed on the TACS standard. 

L 
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Since assuming the post of Senior Vice President Corporate Technology at the beginning of the year, Anders Igel has devoted most of his time to outlining the function of 
Ericsson's technical organization. He is now ready to launch an entirely new organization for the Corporate function Technology. Photo: Peter Nordahl 

Anders Igel strengthens 
grip on technology 
Following months of intensive analyses of Erics­
son's technology oriented activities, the new Senior 
Vice President Corporate Technology Anders Igel, is 
introducing an entirely new technical organization. 

"My intention is for the Corporate Function 
Technology to be a small but effective team, which, 
acting jointly, will bring about necessary changes. 
This is the assignment we have received from Lars 
Ramqvist and C.W Roos," Anders states to Contact. 

The team that Anders Igel is pre­
sently assembling will interact 
intensively with the business are­
as and the major local compani­
es. 

"The idea is for us to assist 
them in situations where an over­
riding advantage exists in wor­
king from an LM Ericsson per­
spective," Anders explains. 

"We can gain respect for our 
team only if it consists of highly 
competent and experienced play­
ers who are well-versed in high-
stakes undertakings. According­
ly, there will significant changes 
in many areas while, at the same 
time, the new outlook will requi­
re a different type of leadership 
than previously. 

"This has resulted not only in a 
new organization but also the in­
troduction of new names and 
working methods at the highest 
level of technical management. 

Coordination potential 
In recent years, Ericsson has 
been characterized by a compre­
hensive focus on technical deve­
lopment. It is just such an em­
phasis which raised Ericsson to a 
position of global leadership in 
mobile telephony and enabled 

AXE to defend its position as the 
world's largest digital telephone 
system. These successes have 
justified annual investments in 
the billions. 

In retrospect, however, Corpo­
rate Management has become in­
creasingly aware that numerous 
areas within technical operations 
require analysis and rationaliza­
tion. Another reason is the pre­
sent extremely rapid pace of 
market development. 

"No company can afford to in­
vest in all the services and pro­
ducts projected for the future, nor 
can it do everything itself. It's a 
matter of making the right things 
and then making them in die 
right way. It also requires main­
taining a large, global technolo­
gy network, and of accumulating 
and utilizing all the synergies 
that exist in a large company. 

Patience is required 
"We must also be constantly pre­
pared for fluctuations in the pace 
with which changes occur in 
market conditions. In addition, 
we must be aware that it will take 
time before the new Corporate 
function organization has suc­
ceeded in accomplishing results 

within Ericsson which are visible 
and enduring. 

"We are entering upon a suc­
cession of extremely difficult is­
sues which have not previously 
been confronted." 

At the end of June, Anders Igel 
introduced the new Corporate 
function to his colleagues in the 
so-called EET group, some 30 of 
Ericsson's highest executives. 
On October 1, Ericsson's new 
Corporate function will be laun­
ched, complete with support 
units. 

"But we have already made a 
head start," says Anders. 

Broadened area 
When Anders succeeded Bo 
Hedfors as Senior Vice President 
Corporate Technology, he simul­
taneously assumed responsibility 
for die functions governing pro­
duct management and purcha­
sing/production. This was a natu­
ral consequence of Corporate 
Management's striving to com­
bine all technically related activi­
ties. 

'Tying die various functions 
closer to each other enables us to 
more easily assemble a team that 
can interact in such matters," 
Anders Igel points out. As an ex­
ample, he points to die strong in­
ter-dependence between systems 
development and purchasing. 

"Progress cannot be made in 
developing new products with­
out a clear knowledge of the sta­
tus of the components from 
which they will be assembled. 
Nor is it possible to sign long-
term delivery agreements witii 
suppliers whose products do not 

fit into the systems and products 
which the technical staff is deve­
loping. 

TQM exerts influence 
Anders has also assumed Group-
wide responsibility for TQM and 
the so-called K project, which 
has worked with Ericsson's new 
broadband system. He also took 
over certain of Jan Stenberg's 
Board assignments. 

"Having TQM as part of die re­
sponsibility will have an excel­
lent effect on the technical func­
tions. Conversely, this provides 
TQM witii increased exposure to 
technical reality. 

Tidying up 
In die future, the Corporate 
Technology function will have 
seven different functions. These 
are identified and explained in 
die article on the following page. 
"At the head of most functions is 
a Senior Vice President (a direc­
tor in the parent company), 
which are occupied full-time 
with matters related to tiieir re­
spective units. These also serve 
as members of a secretariat in the 
Ericsson body in each respective 
area." 

Although Anders Igel has stri­
ven to simplify and tidy up the 
proliferation of technical com­
mittees and other work groups, 
all major committees at Group 
level will remain - widi the ex­
ception of the Ericsson Business 
Process Council. 

"The time has also come to eli­
minate a number of committees 
and groups which had been esta­
blished in connection with intro­

ducing our new broadband sys­
tem. Instead, Ericsson's line or­
ganization will henceforth serve 
as the base for guiding the on­
going work, with Ellemtel as de­
signated core unit for broadband 
development. 

"We must also increase the pa­
ce of broadband development, 
with everyone providing all pos­
sible back-up to Ellemtel in its 
ongoing work," Anders admo­
nishes. 

Well on the way 
Major changes are obviously ta­
king place. Anders Igel hopes 
that the new Corporate Function 
Technology function will get off 
to a good start. He makes no se­
cret of the fact it has been time-
consuming and, at times, deman­
ding to present a clear picture of 
the status of technical operations. 

"For example, I have commis­
sioned a detailed survey of R&D 
costs in order to determine tiieir 
distribution among die various 
activities. This is work of consi­
derable scope which can serve as 
the basis for discussions concer­
ning future assignment of priori­
ties. We have processed a consi­
derable amount of material 
which had been accumulated du­
ring the spring. This was an ex­
ceedingly fine foundation on 
which to build. 

"Now, the important tiling is to 
start up the new organization so 
that the heads of functions within 
the Corporate Management func­
tion can take charge within their 
respective areas. There are exci­
ting times ahead." 

Text: Lars-Göran Hedin 
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New corporate function 
comprises seven functions 
Corporate function Technology 
will now comprise seven func­
tional areas, each responsible 
for its own key area. Common 
to all of them is the fact that 
they will work in dose coopera­
tion with Ericsson's business 
areas and major local compa­
nies. They will also obviously 
cooperate closely among them­
selves. Together with his new 
managers, Anders Igel aims to 
establish a strong leadership 
team for the Group's technical 
program. This is how the new 
organization looks: 

• Core Systems Management 
(CSM) 

The task of this function is to ensure opti­
mal development of Ericsson's system 
platforms. The work involves reaching 
agreement across business area boundaries 
regarding future-proof system architectu­
res and reducing costs through such meas­
ures as minimizing the number of system 
components required. 

Several different models for producing 
such a control system have been discussed. 
The solution adopted by Anders Igel is to 
build up a strong network of selected sys­
tem experts, led by the function manager. 
The system experts will continue with their 
normal duties in the line, since this will 
best equip them to function in the network. 

Ericsson Systems Council, the central 
technical body for system questions, will 
be retained. In due course, Ericsson 
System Software Initiative (ESSI), the ma­
jor program for streamlining software de­
velopment set up last year by Bo Hedfors, 
is also expected to become part of CSM. 
Bo Hedfors, currently head of Ericsson's 
U.S. operations, is remaining in charge of 
ESSI for the time being. 

• Research and Technology 

The Research and Technology function 
has the task of ensuring that the widely 
scattered research organization works on 
those applications that are of long-term im­
portance to Ericsson. A crucial task is to 
create a 'target picture' of the technology 
Ericsson needs to have at its disposal in the 
future. It is a question of establishing 
which areas of technology the Group 
should invest in, either independently or 
through cooperative ventures. 

Ericsson Technology Council will be re­
tained as the supervisory technical body 
for this area, but a number of subordinate 
groups will be phased out as their responsi­
bilities are transferred to other units. 

• Information Technology 
Productivity 

Ericsson has previously devoted much ef­
fort to producing universally applicable de­
scriptions of the company's main proces­
ses, in order to establish general informa­
tion systems for the various processes. 

"I believe this to be an almost impossible 
task, given that there are such great diffe­
rences between different operating envi­
ronments and product areas within the 
Group," says Anders Igel. "So we plan to 

discontinue the Ericsson Business Process 
Council and the four main Ericsson-wide 
processes. 

"We sometimes have to take certain risks 
and start again from the beginning." 

Igel now proposes that we should be mo­
re down-to-earth and governed by the real 
needs of the line organization. 

"But let me underscore that process ma­
nagement is an excellent tool that we shall 
use in our upgrading work in the different 
operating environments. There are also 
good reasons for coordinating performance 
measurement and information systems in a 
number of cases, but let us do this based on 
the real needs of the users - needs that of­
ten come to light as a result of TQM work. 

In Ander's view, when new information 
systems are to be made standard across lar­
ge parts of the group, an appropriate Group 
leadership function should be responsible 
for drawing up the specifications. 

"Otherwise it is best for the business are­
as or some other more 'local' level of aut­
hority to assume the responsibility. Once 
we have the specification, we usually go to 
EIT, Ericsson's core unit for information 
technology (IT) and ask for assistance with 
the technical implementation." 

The most important aim is to be more 
progressive in our use of IT in our opera­
tions, and to bring the same talent to deve­
loping productive information systems as 
we have shown in applying IT to our tele­
communications products. This will be the 
ITP function's special area of expertise. 

• Product Managment 

C o o r d i n a t i o n 

The business areas are responsible for their 
own product portfolios, but when there is a 
need for Groupwide coordination, the 
Product Management Coordination func­
tion comes into the picture. The PMC func­
tion is involved more rarely than other 
functions, however. 

There are three cases in point that cur­
rently require coordination: multimedia 
communication, mobility - in a broad sen­
se - and access products. 

The PMC function will also be responsi­
ble for continuously monitoring Group-
wide research and development costs. All 
costs will be referred to the business unit 

"THE HARD TRACK" 
• Business context and strategies 
• Target setting and strategic plan­

ning 
• information and resource mgmt 
• Business performance 

that places the order. This will involve a 
closer scrutiny of technical development 
costs than has previously been the case. 

One of the key roles exercised by the 
Group management function in this regard 
will be to help the business units evaluate 
the more future-oriented types of project, 
whose potential benefits are hard to gauge. 

Ericsson Product Management Council 
will be retained as the central body for pro­
duct management, but many of its subcom­
mittees will be phased out as their respon­
sibilities are transferred to the respective 
business units. 

• Manufacturing Strategic 
Coordination 

The Manufacturing Strategic Coordination 
function will coordinate the Group's pro­
duction operations, mainly by continuing 
work on the strategic plan - first drawn up 
under Johan Siberg's leadership - that de­
fines the structure of Ericsson's production 
facilities in 1997, with the aim of reducing 
the number of production units. 

Anders Igel underscores that the role of 
the MSC function is to focus on strategic 
production questions, working closely 
with the business areas. However, purely 
operational production questions are the 
responsibility of the business areas them­
selves. Ericsson Manufacturing Council, 
the central body for handling production 
matters, is to be retained. 

• Procurement, Micro 
electronics Coordination 

The increasingly important procurement 
function is handled by the PMC function, 
which is also responsible for coordinating 
micro-electronics at Group level. There are 
strong links between micro-electronics and 
procurement; many strategic decisions in 
the micro-electronics area boil down to de­
ciding which suppliers Ericsson should co­
operate with and in what way. External 
sourcing and partnership agreements will 
assume increasing importance for Erics­
son. This means that the procurement func­
tion will have great strategic importance. 

"The function must be strengthened 
within the Group so that we fully exploit 
the negotiating position our size gives us. 

i "THE SOFT TRACK" 
• Leadership 
• Human Resource management 
• Employee satisfaction 
• Impact on society 

We also need to ensure that the respective 
line functions are directly involved. 

A Groupwide network of procurement 
experts is planned, and the central function 
will also become actively involved in pro­
curement matters. In future, major purcha­
ses involving two or more business areas 
will be coordinated at Group level. 

Another important task, which will now 
receive greater emphasis than before, will 
be to compare the efficiency of internal 
suppliers with that of external suppliers. 

"Anything that can be done better outsi­
de Ericsson will not be done internally," 
explains Igel, emphasizing the importance 
to Ericsson of maintaining a degree of con­
trol and a high level of competence. The 
new "sub-my fabb" in Kista was an impor­
tant milestone to pass. Ericsson Purchasing 
Council and Ericsson Microelectronics 
Council will be retained. 

• Total Quality Management 

Ericsson's total quality program, TQM, is 
to become a separate function within 
Corporate function Technology. The focus 
on TQM initiated under the management 
of Jan Stenberg is to continue and be rein­
forced. The emphasis now is on increasing 
awareness of the improvements achieved 
throughout Ericsson with the aid of TQM, 
and incorporating TQM into normal work 
routines at all levels. Among the procedu­
res to be incorporated in TQM are TRIM, 
capital rationalization, ESSI and manage­
ment planning. 

Anders Igel proposes to introduce a spe­
cial organization to disseminate informa­
tion about 'Best Practice' assessments, 
which involve selecting the best perfor­
mance and the best solution in respect of a 
given task. The information to be distribu­
ted will be split into seven different 
'tracks' (see figure), with a manager in 
charge of each track. The track manager, 
with the support of selected colleagues, 
will ensure that the information is in fact 
distributed, in part by conducting 'peer re­
views' during visits to various units. 

The TQM function will give guidance to 
the track managers, as well as ensuring that 
quality reporting becomes a part of the re­
ports normally submitted by managers, and 
setting up a 'Best Practice' information da­
tabase. 

"Our efforts are essentially focused on 
winning some of the prestigious quality 
awards such as the European Quality 
Award or the Baldridge Prize awarded in 
the U.S.," explains Igel. 

The Ericsson Quality Board, the central 
body, is to be retained. • 

"TIME TO M A R K E T 
• Total process for provisioning of 

NEW systems, products and ser-

"TIME TO CUSTOMER" 
» Total process of supply of EXISTING 

systemst, products and services 

MARKETING, CUSTOMER RE­
LATION 
* wjgmt of uustowcr relations 

* Customer satisfaction 

GENERAL AND ADMINISTRATION 
• Supporting processes 
• Financial and productivity systems 
• B A I T 

• 

"THE FORMAL TRACK" 
• Corporate policies and directives IEQM, "the 

blue book", etc) 
• External requirements (Environmental and EU 

requirements, etc) 

An important aspect of Ericsson's ongoing TQM program is to communicate improve­
ments as they are implemented. The table above shows the seven tracks' into which 
responsibility for distributing 'Best Practice' information is subdivided. 

The new technical 
managers: 
D Core Systems Management: Jorma 

Mobrin 
• Research & Technology: Bernt Eriks­

son 
• Information Technology, Productivity: 

Stellan Nennerfeldt (in parallel with 
his normal work at ERA). 

• Product Management Coordination: 
Anders Igel (in parallel with his work 
as head of the Corporate function) 

• Manufacturing Strategic Coordina­
tion: Recruitment in progress 

• Procurement, Microelectronics Co­
ordination: Jan Tufvesson 

• TQM: Recruitment in progress 
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Is NAFTA good or bad for Mexico? Most observers concur that the free trade agreement with Canada 
and the U.S. creates new opportunities for the country. But for companies like Ericsson that are establis­
hed in Mexico, the agreement will mean tougher competition. 

Nafta is it 
a threat or 
a promise? 
NAFTA, the North American Free Trade Agreement, offers increased 
opportunities for companies that plan to establish operations in Mexico. 
By investing in the country they can now gain access to the entire vast 
North American market 

But for companies like Ericsson that are already in place, the free 
trade agreement means that competition will increase. As a result of 
the deregulation in the field of telecommunications, many companies 
are now focusing on penetrating the Mexican market. 

The NAFTA agreement, which 
became effective January 1, has 
been signed by the United States, 
Canada and Mexico. It opens the 
door for free trade and invest­
ments among the three countries. 
It also facilitates investing by 
"third parties." But, unlike the 
European Union, it does not al­
low individuals or companies to 
reside or operate wherever they 
might wish to within the NAFTA 
region. The "tortilla curtain" bet­
ween the U.S. and Mexico will 
still be mere. 

Is NAFTA a threat to Mexico 
or does it offer an opportunity? 
Most observers seem to agree 
mat it is creating new opportuni­
ties, but mat the initial period 
will be difficult since it will re­
quire major economic changes. 

"Short-term, I diink the U.S. is 
the winner," says Carl-Otto 
Rydner, manager of Sweden's 
Export Council office in Mexico. 
"I think that Mexico is being 
flooded with products from the 
U.S. and Canada right now. 
What has happened - and it has 
been a painful process - is mat 
many Mexican companies have 
been forced to make major chan­

ges in order to cope with the 
competition. Personally, I belie­
ve strongly in Mexico as a mar­
ket, not least because of the large 
investments in infrastructure mat 
now have to be made." 

If you ask Swedish business­
men whether NAFTA represents 
a threat or a promise, the answer 
is about as follows. "The free tra­
de agreement is a good thing, but 
the principal reason why we are 
investing in Mexico is that the 
Mexican market itself is so large. 
With its approximately 80 milli­
on inhabitants, Mexico offers 
great potentials." 

U.S. jobs threatened 
Criticism of the free trade agree­
ment has been strongest in the 
U.S., where political leaders and 
union representatives contended 
that jobs would be lost to Mexico 
if the agreement was signed. The 
sharpest critic was Ross Perot, 
the former presidential candida­
te, who asserted mat Mexicans 
were a bunch of poor ragamuf­
fins who couldn't afford to buy 
anything produced in the U.S. In 
Mexico, in contrast, most per­
sons (both politicians and union 

members) favored the agree­
ment; it is clear to them that the 
country cannot be an isolated is­
land. 

The views expressed by Ross 
Perot and many member of the 
U.S. Congress reflect the tradi­
tional biased picture Americans 
have of Mexico. While it is true 
that Mexico's approximately 85 
million inhabitants include many 
- too many - poor people, there 
is also a large, growing middle 
class that is calling for innova­
tion. 

Economic gaps 
A person who moves around in 
the center of Mexico City, the 
nation's capital, perceives this. 
Futuristic skyscrapers strain sky­
ward. People are in a hurry. 
Mobile telephones seem to be as 
common as in Stockholm. 

But the rapid modernization 
cannot hide the fact that Mexico 
is still a country with great eco­
nomic gaps. On the same day the 
free trade agreement went into 
effect a hitherto unknown gueril­
la army took over a number of ci­
ties in the impoverished State of 
Chiapas in southern Mexico. 

"I believe strongly in Mexico as a market," says Carl-Otto Rydner, 
manager of the Swedish Export Council Office in Mexico. 

The revolt in Chiapas came as 
a shock to many. But the Mex­
ican Government showed great 
maturity when it began talks with 
the Zapatists, as the guerilla mo­
vement is known. 

The guerillas have strong sup­
port from the Indian population, 
and it is among the Indians and 
their organizations that opposi­
tion to the NAFTA agreement is 
greatest in Mexico. 

"How can we compete with 
the U.S.? What will we compete 
with? We Indians don't even 
own land on which to produce," 
says Juan Hernandes Mexa, lea­
der of the Colpolmali Indian or­
ganization in the State of 
Chiapas. 

A nudge forward 
Discussion surrounding the free 
trade agreement reminds one, to 
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Mexico is a country In transition. New skyscrapers shoot up in the centers of cities and mobile telephones are an increasingly common sight, 
but Mexico is sta a country with major economic gaps. 

Facts about 
NAFTA 
The agreement removes 
all customs barriers 
among U.S., Mexico and 
Canada. No expansion 
of NAFTA is being discus­
sed at the present time. 

Main points 
• Access to the market. 
Customs barriers are re­
moved. But each country 
retains the right to pro­
tective tariffs against 
third parties. 

• Deregulation of barri­
ers to free establish­
ment of operations. For­
mer restrictive rules in 
transport sector, for ex­
ample, disappear. Anti­
dumping laws being in­
troduced. 

• Foreign investment. 
NAFTA will facilitate fo­
reign investments (by 
third parties) in the coun­
tries. Mexico still has a 
number of restrictions 
(covering what must be 
produced in-country, for 
example) but these will 
in time be lifted. 

• Copyright protection. 
Mexico agrees to enfor­
ce protection of patents, 
copyrights and trade­
marks. 

• Environment. Special 
fund being formed to im­
prove the environment in 
the severely polluted 
border region. Objective: 
Identical requirements in 
U.S. and Mexico. Critics 
object that the agree­
ment should have pla­
ced more emphasis on 
environment. 

a degree, of the debate in Europe 
prior to the entry of Spain and 
Portugal into the then European 
Community - when many feared 
diat industry would flee to coun­
tries where wages and salaries 
were lower. 

This did not happen. Instead, 
wages and salaries in southern 
Europe rose and economic 
growth in the region got a real 
nudge forward. The leaders of 
CTM, the central union organi­
zation, think this will also hap­
pen in Mexico. Accordingly, 
they are supporting the free trade 
agreement despite the fact that 
their AFL-CIO colleagues in the 
U.S. did everything possible to 
persuade them not to. 

"In its campaign, the AFL-
CIO tried to make it appear as if 
the Mexican labor movement 
could not protect the interests of 
Mexican workers," CTM's Ped­
ro Alberto Salazar says. "At the 
same time, they wanted us to op­
pose the agreement." 

Salazar and others in the CTM 
feel that the attitude of the AFL-
CIO was overbearing and superci­
lious; the American union bosses 
more or less demanded that the 
Mexicans follow their dictates. 

"The problem is," 
Pedro Alberto Salazar 
notes laconically, "peo­
ple in the U.S. know so 
little about what's really 
happening outside their 
country." 

In Mexico, he adds: 
"The percentage of wor­
kers in unions is much 
higher than in the U.S. 
Our negotiating capacity 
is also much greater than 
theirs. So the question 
is: Which one is really a 
developing country \ i 
that respect?" 

Miracle cure 
The free trade agree­
ment could hardly have 
come to pass if the Mexican eco­
nomy had not undergone sub­
stantial changes in recent years. 
The fact is that Mexico during a 
little more than die past decade 
has experienced somediing of a 
miracle cure. In 1982 the country 
was on die brink of ruin. Despite 
large oil revenues, Mexico had to 
suspend payments on its huge fo­
reign debt. 

Today die economy is in ba­
lance and inflation is down to an 

NAFTA has three members: U.S., Canada and 
Mexico. 

acceptable level. The free trade 
agreement has also accelerated 
the ongoing liberalization of 
Mexico's economy. Complica­
ted regulations have been elimi­
nated and many Government-
owned companies have been 
sold to private interests or closed 
down. The bureaucracy is shrin­
king; its corruption has been 
weeded out. But mere are still a 
number of restrictions on foreign 
investments in the country, in­

cluding rules dealing with 
what may be imported. 

What makes NAFTA 
unusually attractive is that 
it can be the first step to­
ward an "All American" 
free trade area extending 
from Tierra del Fuego in 
the south to Alaska in die 
north. A number of otiier 
countries in Latin Ame­
rica, Chile in particular, 
already now hope to be al­
lowed to join NAFTA. 
But this will not happen 
automatically. On die ot­
her hand, a number of 
countries have concluded 
their own free trade agree­
ments with Mexico that -
to a degree, at least - gi­

ves them back-door access to die 
big free trade area. 

Advantages discovered 
Several "new" Swedish compa­
nies have also discovered the ad­
vantages offered by Mexico. The 
first large company to act was 
Scania, which is opening a truck 
assembly plant in San Luis de 
Potosi in December. Scania ho­
pes to capture ten percent of the 
market in a few vears. 

Other companies are electing 
to concentrate their production in 
die U.S. or Mexico. 

New president 
A new president, Ernesto 
Zedillo, was elected in Mexico 
on August 21. He was the candi­
date of the PRI, die institutional 
revolutionary party, tiiat has go­
verned Mexico since die 1930s 
despite widespread reports of 
election irregularities over the 
years. 

The election, which was regar­
ded by many as a referendum on 
NAFTA, was monitored by in­
ternational observers. No major 
irregularities had been reported 
by diese observers at the time 
tiiis report was written. 

Zedillo, die incoming presi­
dent, has declared his support for 
uiis policy. One of me first chal­
lenges he faces is die social situ­
ation in Chiapas. 

Meanwhile, Carl-Otto Rydner 
at die Export Council in Mexico 
expresses the views of many fel­
low Swedes: "Mexico will cont­
inue to be a good country for 
Swedish companies!" 

Report and photos: 
David Isaksson 
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Mobile phones put 
Kirghizia in touch 
with the world 

a's population of 4.6 million live In rural areas. Farming is one of the 
s of income, the climate is continental with hot summers and cold win-

Photos: Gunilla Tamm 

The Republic of Kirghizia has a land 
area of about 198,000 square kilo­
meters and is situated near the Tien 
Shan mountains. More than 90 percent of the country has an 
elevation of more than 1,500 m above sea level, and the hig­
hest mountains are more than 7,400 m. 

The country declared independence in December 1991. The 
capital Bishkek, which was formerly called Frunze, was estab­
lished in 1878 and now has some 600,000 residents. 
Kirghizia has a population of 4.6 million, of which slightly mo­
re than half are Kirghizians. Other major ethnic groups are 
Russians, Uzbekians, Ukrainians, Tartars and Germans. As of 
1991, the official language was changed from Russian to 
Kirghizian. 

Kirghizia has natural resources in the form of coal, gold, sil­
ver and other minerals. Agriculture is important, and crops in­
clude corn, tobacco and cotton. 
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The Minister, the Vice 
Minister and the former 
Minister of Communica­
tions were all on hand 
when the new mobile te­
lephone system in 
Kirghizia was inaugura­
ted in mid-July. The new 
mobile telephone net­
work is important for de­
veloping the country's 
infrastructure and via a 
satellite link provides 
better access to interna­
tional telephone lines. 

Earlier this spring, operator KA­
TEL signed the contract with 
Ericsson Radio Systems calling 
for a mobile telephone system 
based on the AMPS standard. In 
the first phase, the network will 
cover the capital city Bishkek, 
the Chu region and the cities 
Osh, Jalai-Abad, Karakul and 
Cholpin-Ata. 

"There is a great need for tele­
communications in Kirghizia, 
and with this mobile telephone 
system, we can quickly meet this 
demand." says Ross Jacobi, who 
is chairman of the board of KA­
TEL, which is a business alliance 
between the Kirghizian Ministry 
of Communications and the 
American company TK Tel Ltd. 

Ross Jacobi also adds that ex­
pansion of the network is plan­
ned so that coverage will be ex­
tended to the entire country. 
There is also a roaming agree­
ment in place with Kazakhstan, 
the neighboring republic to the 
north. 

In addition to public switches, 
the mobile telephone system in 
Kirghizia makes use of satellite 
communications. Intelsat provi­
des good international connec­
tions, which are greatly needed to 
develop industry in the country. 

A sound choice 
Nina Nikolaevna Nashnitsina, 
president of KATEL, relates that, 
in addition to Ericsson, the com­
pany requested bids from 
Motorola and NEC for the mobi­
le telephone system. 

"We made a sound choice in 
selecting Ericsson as the suppli­
er, because it is one of the fore­
most companies in the world in 
mobile telephony," she says. 

Before the contract was sig­
ned, Nina Nikolaevna visited 
Ericsson Radio's plant in Gävle, 
Sweden, which is the master 
plant with the overall responsibi­
lity for the manufacture of base 
stations for Ericsson's mobile te­
lephone systems. She was im­
pressed by what she saw. 

Interest for acquiring mobile 
phones is great in Kirghizia. 

Government officials and busi­
nessmen are among the first sub­
scribers. At the inauguration ce­
remonies, the U.S. Ambassador 
to Kirghizia was one of the first 
to place a call. 

Skilled crew 
Installation and commissioning 
of the mobile telephone system 
was accomplished in short time. 
Technicians from L M Ericsson 
Ltd. of Ireland completed the job 
in just six weeks. 

"I'm really impressed by these 
skilled technicians and how well 
they work together," says John 
Gioya, who is the project mana­
ger at KATEL. 

"For me, this was the first as­
signment outside the U.S., and it 
was also in a country where I do 
not speak the language. So it was 
reassuring to work with experi­
enced professionals, with whom 
I could also have fun and go out 
and have a beer," says John with 
a laugh. 

Patrick Moore, who has wor­
ked 22 years with Ericsson in 
Ireland, was responsible for the 
installation and commissioning. 
Before coming to Bishtek, he had 
completed a similar assignment 
in Nigeria. 

Twelve Irish technicians 
Twelve Irish technicians worked 
several months in Kirghizia. 

Some of them came directly 
from an installation in South 
Africa, where they also worked 
with mobile telephone systems. 

"We have been working at a 
fast pace, which means that 
Saturdays and Sundays have 
been work days, too," says Pat­
rick. It is a demanding job, but he 
likes his work at Ericsson and re­
gards the company as a good em­
ployer. 

"I brought a lot of things with 
to Bishkek, but most of them we­
re unnecessary. I found everyt­
hing I needed here," says Patrick. 
"Not speaking the language is a 
handicap, but we manage, and 
we often have an interpreter to 
help us. Yesterday, though, I ma­

naged to get a haircut without 
needing an interpreter," he notes 
with some pride. 

Some misgivings 
Before accepting the assignment, 
Vincent had some misgivings. 
His concern was whether or not 
there would be cable TV at the 
hotel so that he could watch the 
soccer World Championship. 

The hotel had cable TV, and 
when Ireland's match was 
shown, the whole crew was sea­
ted in front of the TV, dressed in 
the Irish colors. Soccer is impor­
tant for the Irish, so no matter 
where they may be, they will al­
ways want to watch the match. 

Text: Gunilla Tamm 



Contact no. 6 1994 13 

The future lies in 
telecommunication 
Australia aims to be the leader in the Pacific Rim 
Australia is investing hea­
vily in telecommunica­
tions. The market is now 
thoroughly deregulated. 
In addition to Telecom 
Australia, there are seve­
ral operators that are ra­
pidly gaining ground. 
Open competition prevails 
in the mobile segment 
and for service in the wi­
red tele network. 

There is one point on 
which the entire Austra­
lian tele industry agrees: 
Advanced telecommuni­
cations offers the country 
its best chance to play a 
significant role in the ex­
pansive Southeast Asia re­
gion. 

ATUG, Australian Telecommu­
nications User Group, is an annu­
al conference at which delegates 
from the Australian tele industry 
meet representatives of the lar­
gest telecommunications user 
groups in the country. Seminars 
are held at ATUG on current to­
pics and lively discussion ensure 
about which course Australia 
should follow in telecommunica­
tions. Usually held each year in 
May, the conference venue shifts 
between Melbourne and Sydney. 

This year Melbourne hosted 
the gathering. Continuing dere­
gulation and the consequence for 
Australia of the increased com­
petition was the central topic of 
discussions. The rapid develop­
ment toward the convergence of 
telecommunications and other 
elements of the information soci­
ety, such as entertainment, cable-
TV and multimedia was another. 

The third change 
Steve Burdon, then one of the se­
nior executives in Telecom 
Australia, referred to the current 
telecom revolution as the third 
major change for mankind. 

"First, we created an agricultu­
ral society. Then came the indus­
trialism of the 17th and 18th 
Centuries. And now, with the te­
le and information era, mankind 
is experiences the third major 
change in life style. Our task as 
tele operators is to participate in 
the process of creating, storing 
and transmitting information. 

"The core business of Telecom 
Australia is to operate the telenet. 
We shall offer all service provi­
ders access to our entire network. 
And we are now investing a total 
of 40 billion dollars over five 
years in a technical upgrade of 

Australia invests heavily in telecommunications. The next five years Telecom Australia will invest 40 biljon dollars in upgrading of tne net­
work, its products and services. 

our network, our products and 
services, here in Australia and 
where we are active abroad." 

Australia's chance 
"We want Australia to be a world 
leader in telecommunications 
technology," continues Steve 
Burdon, who views this as the 
country's major chance in the fu­
ture. He provides an illustrative 
example: 

"The Cathay Pacific airline 
and the Data General computer 
company are large multinational 
enterprises who relocated their 
regional headquarters to Aust­
ralia for the specific reason that 
the country offers access to ad­
vanced tele services. 

"Our country lies in a region 
with enormous growth. This is a 
fantastic challenge and opportu­
nity for Australia to be part of the 
Asian expansion." 

Must ask the customer 
Optus Communications is one of 
the private operators, with wired 
and mobile networks. The com­
pany plans to build a very advan­
ced telenet to become less depen­
dent on Telecom Australia in the 
future. The main focus is on the 
corporate market. 

"We are investing in a telenet 
at a time when the telecommuni­
cations industry is changing and 
everyone is talking about new te­

le services. No one today knows 
what the industry will look like 
in the future," contends Bob 
Mansfield, president of Opus. 

"Our biggest challenge is to 
understand what services the 
customer will want in the future 
and to be able to supply them as 
cost effectively as possible." 

With 900 million dollars in sa­
les, it appears that Opus is off to a 
strong start. 

Belief in GSM 
Another company off to a good 
start in Australia is Vodafone. 
The company's GSM network is 
being expanded, mainly with 
Ericsson equipment, at a rapid 
pace. Since the start in December 
1992, Vodafone's network in 
Australia is being expanded to 
cover all large cities. 

"In 1995, our network shall be 
accessible to 85 percent of Aust­
ralia's population," according to 
John Rohan, Managing Director. 

"We are now expanding at a 
rate of one base station per day. 
When the phase-out of the ana­
log frequencies begins in Aust­
ralia in 1995, we will be on the 
spot with our GSM network" 

Rohan is convinced that GSM 
is the standard which offers the 
best possibilities to cope with the 
integration of tele and informa­
tion technology on the electronic 
super highways of the future. 

At the annual conference ATUG, Australian Telecommunications 
User Group, representatives from the Australian tele Industry and the 
large users meet. Natuarally. Ericsson was present. 

"We will see many new ser­
vices - data transmission, telefax 
via mobile telephone. E-mail, 
personal paging and others. It 
won't be long before a telephone 
and a single number will be suffi­
cient for all our info needs in all 
situations." 

Triumph over demand 
Burdon, Mansfield and Rohan 
are three visionaries and excel­
lent representatives of the 
Australian tele industry. The 
ATUG seminars provided a clear 
signal that the great country 
"down under" is strongly deter­
mined and fully prepared to win 

a pole position in the telecommu­
nications race. However, all that 
was said at ATUG was not unqu­
alified praise of technological 
progress. 

Referring to the discussions 
about broadband, Ossie Brown, 
representative for AAP 
Telecommunications, the third 
operator in the wired telenet, had 
some reservations. 

"Broadband is a triumph over 
demand. The visionaries have 
gone too far. There is very little 
proof that broadband is cost-effi­
cient!," he contended. 

Text and photo: 
Lars-Göran Hedin 
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We shall be the best 
Ericsson Australia has survived deregulation of the 
telecommunications market admirably. A new corpo­
rate culture has been created which provided the 
platform for continued success in one of Ericsson s 
most important markets. 

"We have strengthened our relations with the custo­
mers by showing increasingly greater interest," 
President Kjell Sörme relates. "As a strategic partner 
to Telecom, Ericsson is intent upon creating "World 
best practice" in telecommunication business." 

Kjell 
Sörme 
applauds 
change 

"I have attempted to awaken 
the entire company's awareness 
of the fact that changes are a ne­
cessity and it is wrong to believe 
that you have completed the 
changing process at anytime. 
TQM must always be part of our 
corporate culture and it is some­
thing that we must learn to like -
because it pays back so much in 
return." 

Intensive efforts are now under 
way to change EPA's leadership 
culture. All managers at all levels 
are participating this year in a 
course entitled "Leading 
Change." 

"We succeeded relatively 
quickly with gaining acceptance 
for TQM among the senior exe­
cutives, but discovered just a litt­
le more than a year ago that there 
were apparent shortcomings 
among middle management. 
Accordingly, our training activi­
ties are now concentrated largely 
on these personnel. They lacked 
prior experience about how to 
manage change, so we are now 
teaching them how." 

The importance of gaining ac­
ceptance from managers for 
TQM cannot be underestimated. 
Kjell Sörme believes strongly in 
the importance of delegating as­
signments. He is also clear about 
his own role in this context. 

"My most important task is to 
foster the organization so that it 
can operate and improve opera­
tions on its own." 

Yields results 
Intensified cooperation with 
Telecom Australia and the focus 
on improvements has also clear­
ly had favorable effects on 
EPA's financial statements. 
Sales of mobile systems have ri­
sen sharply and the company has 
continually gained ground in re­
lation to Alcatel, which is Tele­
com's other supplier. 

"The work with the customers 
paid off when we were named as 
a strategic partner by Telecom," 
Kjell contends. 

"Ericsson had demonstrated 
that it was possible to signifi-

Naturally, deregulation of the 
Australian telecommunications 
market also involved dramatic 
changes for Ericsson Australia 
(EPA). The many years in a mo­
nopoly environment left its mark 
on the corporate culture. 

"EPA was an engineering-ori­
ented company whose operations 
were firmly based on a stable re­
lationship with its largest custo­
mer," relates Kjell Sörme, presi­
dent of Ericsson Australia. "At 
that time, quality, customer satis­
faction and respect for meeting 
promised delivery times were 
factors which were not of highest 
priority," he admits. 

But deregulation forced Erics­
son to quickly change its ways. 
The successes achieved in recent 
years are proof that they changed 
course admirably. When Kjell 
Sörme took over management of 
EPA in 1991, he initiated a flurry 
of activities to adapt the compa­
ny to the new market situation. A 
comprehensive reorganization 
was the first measure. 

"Focusing on the customer is a 
prerequisite for success in an 
open market," Kjell contends. 
Accordingly, the company is 
now organized in British fashion 
with customer-oriented divi­
sions. Each division has total re­
sponsibility for its customers, 
across the breadth of Ericsson 
range of products and services. 

Sought partnership 
Kjell Sörme emphasized the 
need for an in-depth cooperation 
with the customers. EPA's ex­
pression of this concept was to 
approach Telecom Australia on 
several fronts. The quickest re­
sults were achieved in the mobile 
segment. It was here that early 
discussions regarding a joint 
Total Quality Management 
(TQM) project were held, talks 
which also resulted in specific 
cooperation projects. 

"It's a great feeling when you 
discover such openings in rela­
tions with customers, Today, we 
promote customer contacts in all 
forms and are constantly trying 
to get our employees to think 
about what he or she creates of 
value for the customer." 

Continous improvement 
Customer orientation is also un­
derscored by EPA's strong focus 
on TQM. Kjell Sörme is one of 
the company managers in 
Ericsson who has personally be­
come heavily involved. 
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Kjell Sörme ser det som en av sina främsta uppgifter att uppfostra 
Ericssons organisation i Australien till att själv driva förbättringar. 

I Broadmeadows utanför Melbourne har Ericsson sitt Australiska 
centrum. Här jobbar merparten av bolagets 2.100 anställda. 

cantly improve quality in the net­
work. AXE In Service Perfor­
mance has among other gains 
improved 4-5 times compared 
with a couple of years ago. 

'Telecom has also understood 
that Ericsson is undergoing 
change toward becoming a com­
pany that attaches increasing im­
portance to customer benefit. 
Consequently, Telecom is con­
vinced that we really can be the 
partner they need in order to re­
tain their position as the leader in 
the deregulated market." 

Prepared to invest 
As a strategic partner to Telecom 
Australia, Ericsson is now prepa­
red to participate in the major ef­
fort being made in telecommuni­
cations. This includes Telecom's 
operations outside Australia, 
where Ericsson is already a key 
partner. 

"The government wants to 
build Australia into a significant 
industrial nation, while at the sa­

me time a substantial strengthe­
ning of Australia's Asian profile 

is under way. Strong relations are 
being established with countries 
in our comer of the world, while 
the European-British influence is 
being toned down. This process 
opens attractive opportunities for 
Ericsson," according to Kjell. 

"We are part of an interesting 
part of the world. If we can only 
compete with other companies in 
Ericsson, there is substantial ex­
port potential to such countries 
as China, Vietnam, Sri Lanka 
and New Zealand. 

Provide proof of value 
As a result of the successes in re­
cent years, Ericsson Australia's 
order books are currently strong. 
But you cannot rest on these lau­
rels. 

"Now that we have landed so 
many large deals, we must be ca­
reful. Most importantly, we must 
prove to customers that they ha­
ve made the right choice and that 
we are valuable to them. There­
fore, we are continuing to engage 
in joint projects and to intensify 
our relations with the customer. 

"An excellent example is the 
joint marketing of new tele ser­
vices which we are now carrying 
out with Telecom. This includes 
producing user manuals, arrang­
ing training for Telecom's sales 
team to support sales and use of 
the new services. This provides 
us with masses of valuable 
knowledge about how the end-
user views the services which we 
have been involved in develo­
ping, while at the same time 
Ericsson shares in the revenues 
generated for Telecom by the 
new services." 

Kjell Sonne is convinced that 
this method of working will in­
crease in scope in the future. 

"It increases our know-how 
and provides new sources of re­
venue. The know-how helps us 
to achieve EPA's top objective 
just now: Together with Tele­
com, becoming "a world Best 
Practice telephone operator and a 
dominant carrier in South East 
Asia." 

Ericsson holds a 
Australia is a market in 
which Ericsson has al­
ways held a strong posi­
tion. Since the first tele­
phones from Ericsson 
were imported in 1890, 
Ericsson has held a firm 
grip on the Australian 
market. 

Ericsson Australia is one of 
Ericsson's Major Local Com­
panies, With 2,100 employees 
and sales of SEK 2.8 billion, it is 
one of the two largest telecom­
munications companies in the 
country. Ericsson has been a lea­
ding supplier to Telecom Austra­
lia since the turn of the century. 

For many years AXE was the on­
ly digital switching system in the 
country, although some units we­
re manufactured by Alcatel un­
der license. When Telecom deci­
ded a couple of years ago not to 
be wholly dependent upon one 
supplier, it chose Alcatel's own 
system. 

Strategic partner 
In November 1993, Telecom 
Australia announced the largest 
investment in telecommunica­
tions in the country's history. A 
total of SEK 18.5 billion is to be 
invested through 1999 in the 
continuing modernization of the 
telenet. Four suppliers - or stra­
tegic partners as Telecom ex­
presses it - were selected. Alca-
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Telnätet i Australien är till stor del uppbyggt med AXE-teknik från Ericsson. Totalt finns i landet 4,3 miljo­
ner AXE-linjer. På mobilsidan är koncernen också den dominerande leverantören. 

strong position in Australia 
tel and Ericsson for public 
switches, Nortel for business ex­
changes and Siemens for trans­
mission equipment. The contract 
doubles the number of AXE li­
nes supplied by Ericsson, from 
an installed base of 4.3 million 
AXE lines in the country. 

This spring Ericsson Hewlett-
Packard Telecommunications re­
ceived a contract to assist Tele­
com Australia in the develop­
ment of the future operating sup­
port system for the telenet. 

Mobile dominance 
In the mobile telephony seg­
ment, Ericsson is dominant. 
Australia's first mobile system, 
an AMPS system from Ericsson, 
was placed in operations in 1987. 

It has expanded greatly during 
the years and is currently one of 
the largest analog systems in the 
world. . g t 

There are 1.3 million subscri­
bers in the network, which is ex­
panding at an annual rate of 65 
percent. 

When GSM was chosen as the 
digital technology by Telecom 
Australia, Ericsson had to split 
the delivery with Alcatel. Alcatel 
initially received 60 percent and 
Ericsson 40 percent , but after 
one year Ericsson share had in­
creased to 80 percent. 

Another two operators have 
been granted GSM licenses -
Optus and Vodafone. Vodafone, 
which is a cooperation partner 
with Ericsson elsewhere in the 

world, is purchasing 100 percent 
of its equipment from Ericsson. 
On the other hand, Optus elected 
to acquire its equipment from 
Nortel and Nokia. 

Business com and radar 
Ericsson's business exchanges 

are sold in Australia through pri­
vate retailers and through a net­
work of companies in which 
Ericsson Australia holds an in­
terest. 

They have a relatively strong 
position in the market, which has 
many other suppliers. 

In the defense systems sector, 
Ericsson has also been success­
ful in Australia, including the de­
livery of Giraffe radar to the 
Australian navy. 

- Marknaden väntar sig att tillväxten i GSM-systemen ska sätta re­
jäl fart nästa år, säger Colin O'Reilly, ansvarig för Ericssons verk­
samhet inom mobiltelefon! i Australien. 

Rapid expansion 
of GSM-network 
With more than seven 
mobile telephones per 
100 inhabitants, 
Australia ranks as one 
of the highest density 
mobile telephone coun­
tries in the world. The 
analog network is still 
predominant, but it will 
begin to be phased out 
in 1996. Consequiently, 
the focus on GSM is 
strong just now. Three 
operators has been se­
lected and Ericsson is a 
supplier to two of them. 
The distance between Bunda-
berg and Adelaide in Australia is 
4,500 kilometers (2,700 miles). 
Anyone who is willing to make 
the drive, can travel the entire 
distance and talk on a mobile te­
lephone the whole way. This 
could be the longest coverage of 
a single mobile network, any­
where in the world. 

Since most of the australian 
population lives along the sout­
hern and eastern coasts, it has 
been possible to build a mobile 
network that covers more than 
85 percent of the population -
though only 5 percent of the land 
mass is covered. 

Telecom Australia, which 
operates the analog APMS net­
work, is continuing to expand, 
but, it has clearly stated that 
GSM is the technology on which 
future investments will be based. 
And Ericsson is also the main 
supplier in this segment. 

Three operators 
The telecomunications market in 
Australia is one of the most dere­
gulated in the world. Conse­
quently, there are currently four 
mobile telephone networks in 
the country. The three most re­
cent are digital GSM networks, 
operated by Telecom Australia, 
Optus Communications and 
Vodafone. All three are inves­
ting heavily in expanding their 

networks, despite the fact that 
the flow of subscribers has not 
yet gained pace, but since the 
analog network is to be phased 
out in the future, all operators 
consider that expansion of GSM 
is an urgent priority. 

"In an environment of compe­
tition, the market has wrown 
dramatically," relates Colin 
O'Reilly, manager of the Radio 
business area at EPA. 

Important for Ericsson 
Production of transceivers was 
started in Australia as early as 
1985. Today, this production 
employs 100 persons and delive­
ries are increasing all the time. 
Currently, mobile telephone sys­
tems account for the largest per­
centage of Ericsson's business in 
the country - and profitability is 
very satisfactory. 

"We are now attempting to be­
come established as the techni­
cal support center in Southeast 
Asia, for mobile systems", Colin 
relates. In the future he would al­
so be glad to see EPA become 
the production center for GSM 
in this very expansive part of the 
world. 

Mobile systems are not only 
sold in Australia, but to other 
countries in the region as well. 
Currently, EPA is focusing 
attention on Vietnam, Sri Lanka 
and India. 

Terminal success 
The mobile telephone situation 
in Australia is reminiscent of the 
trend in the rest of the world. 
Ericsson holds a weak position 
in the analog segment - 2.5 per­
cent market share - but has suc­
ceeded very well with digital te­
lephones. EPA has captured 30 
percent of total digital sales. The 
total growth in the mobile net­
work is about 3,000 subscribers 
daily. In pace with the digital 
systems gaining the upper hand, 
this indicates that there is a huge 
business potential for Ericsson. 

Australian report: 
Lars-Göran Hedin 
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Royal inauguration of new plant in Kista 

The Information carriers of the future: a silicon waver and a silicon chip. A chip 
Is built up on a waver. It takes two months to transform an empty waver Into 
an active, chip-filled one. A chip Is made up of tens of layers of different con­
ductive or insulating materials. 

There was a glow over Ericsson's new microelectronics 
plant in Kista, outside Stockholm, on August 18 as H.M. 
Carl XVI Gustaf of Sweden presided over ceremonies inau­
gurating the new facilities. 

"The new plant for the development of Very Large Scale 
Integrated (VLSI) Circuits of the future marks a new era in 
the development of high technology, the transition from an 
industrial to an Information society," Kurt-lngvar Engde, the 
project leader at Ericsson Components, says. 

The key products in the information 
society are silicon chips and software. 
One cannot exist without the other. 
The silicon chip is the carrier of infor­
mation; software provides the instruc­
tions that control the electronics on a 
chip. 

Ericsson's new submicron plant, a 
world-class facility, is of great strate­
gic importance. It can produce circuits 
one half of a thousandth of a millime­
ter (0.5 urn) in width and is also di­
mensioned for 0.35 um. It can supply 
the next generation of microchips for 
Ericsson products. 

Exceptional knowledge is required 
to match chip and software to form a 
working unit. This knowledge has 
now been brought together in a fully 
equipped "expertise center" for micro­
electronics in Kista. 

"All disciplines - optotechnology, 
radio technology, silicon technology, 
design technology and production and 
research laboratories - in combination 
with the new plant, have now assemb­
led in an enormous matrix of experti­
se," Bert Jeppson, president of Erics­
son Components and chairman of the 
board of the Electrum Foundation, de­
clared. 

"Participation in the National Mic­
roelectronics Program in 1984 was of 
great importance in coordinating the 
development of our expertise. Our 
participation was focused on develop­
ment of a CMOS process that is now 
being used in our production." 

The next milestone was reached in 
1987, when the strategic cooperation 
agreement with Texas Instruments 
covering the exchange of expertise 
was signed. It was not until after this 
agreement was concluded that it beca­
me realistic strategically to include the 
plant in Ericsson's business develop­
ment planning. 

First blast 
Discussions pertaining to a protoptype 
plant began in 1990 and the first nego­
tiations with TT were begun in 1991. 
Meissner & Wurst, the German buil­

ding consultants for TI's integrated 
circuit plants throughout the world, 
were already involved in project plan­
ning during this period. Ericsson ap­
proved the budget in November 1992 
and the concept for the new plant was 
finalized in January 1993. 

The first blasting at the site took pla­
ce on March 15 and the Rosenberg ar­
chitectural firm was selected at about 
the same time, as well as Skånska as 
the prime contractor and AB Rör­
system as the supplier of piping sys­
tems. No fewer than about 240 Swe­
dish companies were employed in 
construction of the building, while the 
process equipment was purchased in 
the United States and Japan. 

After less than a year and a half, a 
new, advanced microelectronics plant 
has now been completed. 

"The most important date in the pro­
ject was April 1,1993," Mr. Schwarz­
kopf notes. "The entire building had to 
be ready by that time to accommodate 
the large amount of process equipment 
that began to be delivered on that date. 
The first wafer started its journey 
through the various processes on July 
1, and the first working chip was com­
pleted on December 20. 

The project will continue up until 
July 1995, when it is to be certified. 

Shorter time to market 
"We will focus on a number of impor­
tant circuits for Ericsson, which is de­
aling with time-to-market and time-to-
customer requirements," Bert Jepps-
son says. 

"We will get into the market quickly 
with new products, and with our coo­
peration agreement with Texas 
Instruments we will also be able to 
handle rapid increases in volume whi­
le maintaining quality and low costs. 

"There are now opportunities to 
work effectively with universities and 
colleges to further develop our total 
expertise. I am convinced that our ef­
forts to keep up with advanced techno­
logy is of positive value to Sweden." 

Inger Björklind Bengtsson 
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Integrated circuit technology makes everyone a king. Kurt-lngvar Engde is explaining process technology to H.M. Carl XVI Gustaf. 
But who Is who? 

On 120 pillars bolted fast in the rock foundation, Ericsson's new 
microtechnology plant rises toward the sky. The firm footing ma­
kes the building vibration-free. 

Bert Jeppsson, president of Ericsson Components and board 
chairman of the Electrum Foundation welcomes guests to the 
new VLSI circuit plant. / > 

Facts about the plant 
The production process requi­
res many different chemicals to 
clean and purify silicon wavers. 
Toxic and explosive gases are 
stored in a special gas chamber 
outside the production building. 

Large amounts of clean air -
1.3 cubic meters per hour - cir­
culate in the ventilating system, 
changing the air 400 times an 
hour. After being filtered, air in 
the clean room contains less 
than one particle per cubic foot, 
compared with one million parti­
cles in a normal office environ­
ment. Ten percent of the air vo­
lume is exhausted via the 
smokestack and 10 percent of 

the fresh air is introduced via 
six air intakes in the galleria. 

All exhaust air that contains 
acids or toxic substances is cle­
aned by a shower in a scrubber 
before being released into the 
atmosphere. 

The "attic* floor acts as a gi­
gantic pressure chamber, for­
cing air through the filters to the 
process floor. Fifteen Smeter 
high, 36HTieter-long specially 
designed trusses ensure that 
vibrations in the filter system 
are smaller than 3 mm. After fil­
tration, air in the clean room 
contains less than one particle 
per cubic foot. 

"The biggest thing that has happened in the microelectronics fi­
eld in Sweden," says Kurt-lngvar Engde, here with Britt Reigo, 
personnel manager, and her husband, Jack. 

r-» 

"Ericsson's venture will serve as a source of Inspiration and faith in the future for many, Including students and researchers in universities and colleges," 
H.M. King Carl XVI Gustaf said at ceremonies inaugurating the new micro-electronics plant. Ericsson's president, Lars Ramqvlst and Björn Svedberg, board 
chairman, shared the platform with the king. Photos: Anders Anjou 
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Stock exchange - a sensitive value meter This is why Ericsson 
shares fluctuate 

War, oil crises and 
GATT agreements are 
all reflected on the 
Stockholm Stock 
Exchange (SSE). Even 
apparent changes 
can have unforeseen 
consequences when 
the markets capri­
cious players take ac­
tion. 
The average daily volume of tra­
ding on the SSE is SEK 2-3 billi­
on. The players vary from small 
investors to huge billion-kronor 
investment funds, all of which 
are elements in what is referred 
to as the finance market. 

All of them supply the publicly 
traded companies with vital capi­
tal for new investments. At the 
same time, these investors are 
hoping to gain a favorable return 
on their investment. 

The upswing in the stock mar­
ket is actually a reincarnated be­
havioral pattern, according to 
Leif Vindevåg, who heads rese­
arch operations at the exchange 
and is well-versed in the history 
of the finance market. 

Speed in the 1970s 
"Securities trading enjoyed a 
heyday in the free trading bet­
ween the wars. We didn't re­
bound to the same volumes of 
trading again until the 1980s," 
relates Leif Vindevåg. 

Trading accelerated in the wa­
ke of the American banking cri­
sis in the 1970s. 

The banks had lent enormous 
sums to governments and com­
panies in Latin America - money 
which they risked would never 
be repaid. The solution was to 
transform the receivables to stan­
dardized securities - bonds -
which could be sold on the mar­
ket to prospective buyers. 

"Due to the risk that the debts 
could not be repaid, the receiva­
bles were sold at a discount, but 
the banks got back most of their 
money and could lend it out to 
more creditworthy customers. 
This was the origin to what was 
to become known as "securitiza­
tion" and which is a key explana­
tion to the rebirth of the securiti­
es markets during the 1980s". 

Boom of the '80s 
A widespread public participa­
tion in me securities market is 
important, for die flow of mo­
neys and the political acceptance 
of trading. Widi respect to Swe­
den, development of stock tra­
ding was nearly explosive during 
the 1980s. 

"Prices rose 1,100 percent -
500-600 percent in fixed prices -
and the volume of trading increa­
sed twenty times during the de­
cade. As a result of a combina­
tion of positive circumstances, 

die stock exchange became so­
mewhat like a self-playing pia­
no," as Leif Vindevåg describes 
it. 

Talk that die stock trading has 
become a peoples' movement is, 
however, a truth with modifica­
tion. The market is still domina­
ted by die large institutions - in­
surance companies, pension 
funds and banks. 

Sweden has nearly 3.5 million 
shareholders, of which slighdy 
more dian 2 million own dieir 
shares directly through die Swe­
dish Securities Exchange Center 
(VPC). This is nearly four times 
me number of shareholders 20 
years ago. At die same time, ho­
wever, die proportion of die ove­
rall shares held by households 
declined from 50 percent to only 
25 percent today, of which, mo­
reover, 10 percent are owned 
mainly tiirough National Share 
Savings Funds. 

Institutions 
The major owners of Swedish 
stocks are, instead, various insti­
tutional investors, such as pen­
sion funds, insurance companies 
and regular business enterprises 
such as Ericsson. Swedish insti­
tutions and companies own 50 
percent of all listed Swedish sha­
res, while owners abroad - main­
ly institutions - own 25 percent. 

"It can be concluded from this 
mat fully 85 percent are adminis­
tered by professional investors 
who manage odier people's mo­
ney. The individual shareholders 
account for less than 15 percent 
share trading," says Leif Vinde­
våg. 

"Major companies such as 
Volvo and Skånska have built up 
dieir share portfolios during die 
1980s to obtain a better return on 
their money. Altiiough major 
companies formerly kept their li­
quid assets in various bank ac­
counts, today an average of about 
one diird is held in various types 
of readily liquidated securities. 

Global information 
Detailed evaluations and analy­
ses are normally die basis for a 
share's price. Major investors re­
tain experts who follow die fluc­
tuating trend of die stock market 
around die clock. Information is 
disseminated electronically -
lightning quick and worldwide -
via various news bureaus. 

However, since die same infor­
mation is evaluated in differendy 
by die various individuals who 
receive it, there is no way of kno­
wing what impact it will have on 
die market. 

During 1991, die Stockholm 
Stock Exchange was computeri­
zed. Sprinting across die ex­
change floor was replaced by 
keyboard manipulations by die 
brokerage firms. The new sys­
tem, SAX for short (Stockholm's 
Automated Exchange), is able to 
handle 20,000 stock-exchange 
transactions per day. This is ten 
times more than could be hand­

led when brokers were dashing 
around die exchange floor. 

Information concerning ex­
change prices and volumes is 
disseminated almost instantane­
ously throughout Europe by a sa­
tellite-based information system 
called SDC. System subscribers 
in a stock brokerage in Spain, for 
example, can obtain the informa­
tion as quickly as they could if 
tiiey were present at the Stock­
holm Stock Exchange. 

What, in fact, causes shares to 
fluctuate more tiian otiier securi­
ties? 

Leif Vindevåg explains diat 
shares are affected by a range of 
factors tiiat derive botii from die 
company and die market. Altered 
company prospects obviously af­
fect die market price, but tiiis al­
so applies to general market fac­
tors such as new taxes. During 
1993 and 1994, changes in inter­
est rates have had a very strong 
impact on share prices. 

"Shares are susceptible to 
changes in interest rates since 
tiiey frequendy are bought witii 
borrowed money and, according­
ly, an interest-bearing invest­
ment is an alternative to shares. 
When interest rates go up, share 
prices generally decline. Price 
trends are further strengdiened 
by die fact tiiat interest rates ge­
nerally have a reverse effect on a 
company's earnings," Leif 
Vindevåg explains. 

Price turbulence abroad 
Psychological factors such as op­
timism and pessimism are reflec­
ted botii in market interest rates 
and exchange value. 

"Anodier explanation for these 
sharp fluctuations is die heavy 
volumes presently being traded, 
particularly by foreign inves­
tors," says Leif Vindevåg. 

They can drive prices up and 
down when making eitiier a lar­
ge-scale entry or departure form 
die Swedish market, which clear­
ly occurred with die Ericsson 
share and others. 

"At die same time, it is impor­
tant to maintain market liquidity, 
whereby investors can sell dieir 
shares at any time and invest in 
somediing else. In the absence of 
tiiis exit possibility, bodi small 
and major investors would be 
considerably more hesitant in ty­
ing up dieir money in shares. A 
smoodily functioning secondary 
market where shares are traded 
is, dierefore, an important pre­
condition for companies to ob­
tain new capital tiirough large 
share issues. 

Agreement 
It is easier to assess market 
trends dian to assess trends in in­
dividual companies since die lat­
ter are affected by a range of uni­
que conditions. Those wishing to 
invest in shares should keep well 
informed concerning die compa­
nies and be alert to news releases 
from them and newspaper ana­
lysts. 

Professional stock exchange players account for 85 percent of all 
share trading, according to Leif Vindevåg, who heads research ope­
rations at the Stockholm Stock Exchange. 

"The listed companies are 
bound by an agreement widi the 
stock exchange which stipulates 
that they must act promptly and 
fairly when disclosing informa­
tion which will affect share pri­
ces," says Leif Vindevåg. 

"This can apply to forecasts in 
interim reports but also to infor­
mation concerning important or­
ders. 

Institutional investors have 
specialists who constantly gamer 
and process all die information 
available on companies in which 
tiiey either own or plan to own 
shares. The specialist can of 
course piece together the puzzle 
using open information and draw 

conclusions not yet released to 
the newspapers. A small investor 
is often handicapped in this re­
spect since he/she has limited ti­
me for analysis. Accordingly, it 
is important to focus on minimi­
zing die risk involved in share 
ownership. This is best accom­
plished tiirough spreading die 
holdings among at least a hand-
full of companies in different in­
dustries, according to Leif 
Vindevåg. 

"Such a strategy is much better 
in the long term than clinging to 
the hope of a major killing," he 
contends. 

Political risks make up a chap­
ter in themselves. Public-opinion 

polls concerning this autumn's 
parliamentary election and die 
EU referendum indicate diat any 
of the alternatives may materiali­
ze. 

According to Leif Vindevåg, 
indications from previous elec­
tions are diat the impact on the 
stock market is weak compared 
widi trends in business condi­
tions. 

Indistinct policy 
"On the otiier hand, it can be sta­
ted tiiat the stock market in 
Sweden, and tiiose abroad, are 
apprehensive of weak election 
results, where a majority is in qu­
estion," says Lief Vindevåg. 
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Analysts believe in 
Ericsson's future 
Three of Sweden's lea­
ding stock market ana­
lysts, who follow Erics­
son, are in agreement: 

"All indicators point upward 
for mobile telephony - and for 
Ericsson. A continued industry­
wide expansion and Ericsson's 
offensive investment strategy 
strongly indicate such a deve­
lopment." 

"The trend is favorable, parti­
cularly over a two-year time 
span. By then, the effect of die-
se investments will have been 
felt," says Jörgen Avail, analyst 
at Carnegie stock brokerage 
company. 

Despite the fact tiiat all fore­
casts point in die same direc­
tion, the Ericsson share contin­
ues its merry caper. Day after 
day and week after week, the 
market moves up and down. 
Many seemingly unexplainable 
fluctuations occur, die latest in 
connection with Ericsson's fa­
vorable interim report released 
on may 11. Despite increased 
order bookings for die tenth qu­
arter in succession (by 23 per­
cent) market prices fell. 

The explanation is to be 
found in stock market develop­
ments in New York, according 
to Jörgen Avail. 

"In the U.S., investments fre­
quently occur on a quarterly ba­
sis, and if developments fall be­
low expectations, shares are 
sold. This automatically causes 
the market to decline," he ex­
plains. 

In the short term, counted in 
weeks and months, it is extre­

mely difficult, if not impossi­
ble, to evaluate a share. The 
longer the time frame, the more 
accurate the forecast. 

Order bookings, earnings 
trends, informal contacts and 
competitors' income perfor­
mance are some of forecas­
ting's building blocks. 
However, there are also psy­
chological factors which influ­
ence investors — such as 
trends, in die opinion of Gunnar 
Andersson, analysts at 
Handelsbanken. 

The international share mar­
ket has elements of the herd in­
stinct, he claims. Just now, the 
mobile telephone industry ap­
pears to be a favorite. This, ac­
cording to Gunnar Andersson, 
is not without cause. 

"Our assessment is that the 
industry, as until now, will 
continue to expand. For 
Ericsson, prospects are bright 
in the immediate years ahead," 
he continues. 

Factors indicating continued 
successes include order boo­
kings during the past 12 to 18 
months, the relationship bet­
ween costs and revenues and 
last, but not least, an analysis of 
future order bookings. 

Johan Strandberg, analyst at 
Hägglöf & Ponsbach SG 
Warburg, shares his colleagues' 
opinion. 

"For the foreseeable future, 
the overall outlook for mobile 
telephony is favorable. Our 
1995 forecast is that Ericsson's 
earnings will exceed SEK 6 bil­
lion," is Johan Strandberg's 
view. 

"This means an increased risk 
diat policy will become indis­
tinct and uncertain, which can be 
devastating if major issues are in 
the balance." 

Nor is any strong reaction anti­
cipated from the stock market in 
the matter of the EU referendum. 

"A "No" outcome may not ha­
ve a dramatic short-term effect 
on the Swedish economy, it is 

nonetheless likely mat the share 
market will react. 

"There is a risk that both fo­
reign and Swedish investors will 
elect to sell their Swedish securi­
ties and invest in countries with 
more upward momentum from 
the anticipated improvement in 
die EU economy," Leif Vinde­
våg concludes. 

Magnus Backlund 

When Ericsson obtains a 
major order or reports a 
multiple increase in ear­
nings, the amateur looks 
for the share price to rise. 
That it instead plunges is 
In no way unusual for the 
international stock mar­
ket. 

"The interesting aspect is not die 
figures in themselves - but the 
extent to which they live up to 
expectations," share analyst Jo­
han Strandberg explains. 

During the past two years, the 
value of the Ericsson share has 
appreciated more man 350 per­
cent - from less than SEK 100 in 
the autumn of 1992 to about SEK 
400 in the summer of 1994. 
During last year's record market 
performance, Ericsson was the 
second best company, outperfor­
ming the exchange index by mo­
re than 20 percent. 

During the same period, Erics­
son has been die object of consi­
derable speculation, a fact which 
president Lars Ramqvist also 
emphasized at the Annual Gene­
ral Meeting held May 10. 

An incident of particular inter­
est occurred during late autumn 
1993. 

On November 18, Ericsson 
disclosed an enormous earnings 
increase in its interim report for 
the first nine months - from SEK 
120 million in 1992 to SEK 1.8 
billion in 1993. The following 
day, November 19, the share pri­
ce plunged from SEK 412 to 
356. 

Unexplainable? Not at all, ac­
cording to Johan Strandberg. 

"The fact is tiiat a number of 
American investors had anticipa­
ted an even better earnings trend. 
When they saw the figures, tiiey 
realized that this had been an un­
realistic expectation. They im­
mediately divested large num­
bers of Ericsson shares." 

It is interesting to note that the 
Stockholm Stock Exchange scar­
cely reacted when the nine-
month report was released. The 
price did not plunge until die 
New York Stock Exchange ope­
ned some hours later. 

"The telecommunications 
market had been bid up enor­
mously during die summer and 
autumn of 1993. Americans had 
totally unrealistic expectations 
regarding the industry as a who­
le, with share prices for other 
suppliers of mobile telephony 
equipment also rising dramati­
cally," Johan Strandberg ex­
plains. 

At its peak, the Ericsson share 
reached SEK 477, compared 
with less than SEK 100 in au­
tumn 1992. 

What transpired between 1992 
and die summer of 1993? Firstly, 
the depreciation in the Swedish 
krona was a real lift for all 
Swedish export companies. 

This, combined widi strong in­
ternational demand in die mobile 
telecommunications sector, cau-
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Share analyst Johan Strandberg 
explains the erratic performance 
of the Ericsson share during the 
past year. • 

sed indicators to point upward 
throughout the industry. Ameri­
can investors sensed a quick kil­
ling, purchasing large volumes 
of shares in industry companies. 
One result was diat die Ericsson 
share was bid up to an unrealistic 
level. 

A strong contributing cause to 
the high turnover in Ericsson 
shares, and that the share price 
constantly fluctuates, is that 
Ericsson, as with the pharmaceu­
tical company Astra, has a high 
proportion of foreign investors. 
Approximately 45 percent of 
Ericsson's 217 million shares are 
in foreign hands, of which 35 
percent are owned by Ameri­
cans. 

"Some American investors are 
more short sighted in their ac­
tions. They frequently invest on 
a quarterly basis, and if a quar­
terly report indicates an unfavo­
rable tendency, tiiey sell imme­
diately. Swedish investors take a 
longer view in their invest- , 
ments," he states. 

When large share volumes are 
involved, share prices are affec­
ted since die share market, like 
other markets, is controlled by 
supply and demand. 

"When investors in the U.S. 
suddenly reevaluate their share­
holdings, the impact on the 
London and Stockholm stock ex­
changes can be heavy. This is 
due to die large volume of shares 
involved. But this may represent 
only 1 percent of an individual 
investor's share portfolio, says 
Johan Strandberg. 

This is precisely what happe­
ned in November 1993 when 
Americans realized that dieir ex­
pectations had been unrealistic. 
With a few notice, tiiey issued 
orders to sell large volumes of 
Ericsson shares. 

The effect was an immediate 
plunge in an immediate price 
plunge and a temporary down­
ward trend. Since then the share 
has again begun to rise, passing 
the SEK 400 level during the 
summer. Last week the price fell 
sharply due to a report from an 
American analyst which deflated 
expectations prior to the half-
year financial reports. 

One of the causes of the roller-
coaster price trend is that market 
analysts evaluate future values 
differently, evaluations which 
are also being constantly revised. 
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Maximum power in a m 

"We now have a unique product 
for which not even the Japanese 
have an equivalent," says Lars 
Thorsell, who heads Power 
Modules' strategic market sec­
tion at Ericsson Components. 
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That the new power module is 
less than 8 mm high means that 
it fits into the slimmed-down 
rack systems of the future, whe-

-. e the goal is to mount printed 
circuit boards more and more 
compactly. 

Free Power Book 
The first book of knowledge on 
this subject now exists. It is cal­
led "The Power Book" - a desig­
ners guide to distributed power 
architectures using DC/DC po­
wer modules" and objectivly de­
scribing characteristics of va­
rious distribution principles. 
It also provides guidance for 
users of distributed power. What, 
for example, should one consider 
when selecting a distributed sys­
tem? How should one choose a 
supplier? Etc. 

Those wishing to obtain the 
book free of charge should con­
tact the product unit. 

By means of a new DC/DC converter, MacroDens™, 
Ericsson has strengthened its grip on the market. The 
converter is amazingly small, less than 8 mm high, 
contains few components, is inexpensive to manufac­
ture and can be mounted automatically. 

This device is now hastening the development to­
ward maximum distribution of power through small, 
component-like, power modules and can be mounted 
on anyprinted-circuit board. 

The power that electronic devi­
ces, computers, teleswitches, etc. 
obtain from 48/60 V batteries, 
for instance, must be converted 
to lower voltages and outputs 
within the devices themselves. 
This occurs by means of direct-
current converters (DC/DC con­
verters) which feed current to in­
dividual PC cards, components, 
etc. 

The power can either be gene­
rated from a central source or 
from a more or less distributed 
system. The most advanced dis­
tribution is through feeding cur­
rent to a power unit on each prin­
ted circuit board (PCB) a solu­
tion with many advantages. 

Small and inexpensive 
However, for distributed power 
to be a practical possibility, high­
ly exacting requirements are pla­
ced on the power modules. 
Among other specifications, they 
must be small and, since a large 
number are required, inexpensi­
ve to produce. They must be ca­
pable of being manufactured ra­
pidly, in long runs and with uni­
form performance, and be suita­
ble for use as standard elements 
and not, as frequently happens 
today, specially designed for 
each function. 

Ericsson's latest module for 
distributed power, MacroDens, 
fulfills all these requirements. It 
can be automatically mounted, 
just like any other component, 
since it is produced in so-called 
DIL-package form, and weighs 
no more than 15 grams (automa­
tic pick-and-place machines can 
usually lift 20 grams). 

Advantages 
The principal advantages with 
distributed power are that the 
systems become highly accessi­
ble and easier to maintain. If a 
unit goes down, only a small area 
is affected and, instead of repla­
cing the power module, the who­
le PCB is replaced. 

MacroDens, 
the power 
module of 
the future 

Even in regard to heat dissipa­
tion, a solution based on many 
smaller units has the advantage 
of better dissipating the heat. 
With MacroDens, so-called free 
convection cooling is sufficient, 
that is, heat is removed by means 
of circulating air, making a for­
ced-cooling system unnecessary. 

Blue modules 
MacroDens is the latest in a line 
of Ericsson's power modules for 
distributed power systems. The 
so-called "Blue module" (origi­
nally intended for the AXE sys­
tems of the 1980s), was introdu­
ced in 1983 and, at that time, was 
the state-of-the-art which step by 
step has been developed into the 
component-stingy units of today. 

The Blue modules, which are 
designated EriPower (EriPower 
is marked on the components), 
are sold in about the same quanti­
ties within Ericsson as to the ex­
ternal market. 

The trend is toward increasing­
ly lower voltages. Initially, it was 
a matter of transforming 48 V 
down to 5 to 12 V. Now, step­
ping down to 3 V and even 1.2 to 
1.7 V is within range, which is 
described as a nightmare for po­
wer-supply manufacturers (and 
could become a reality in a few 
years, and hasten the use of dis­
tributed power). 

New generations could be de­
signed in an increasingly flatter 
configuration, with progressive­
ly fewer parts and covering all 
the main voltage areas. 

Erasers 
The MacroDens concept was 
bora in 1987. At that time, a po-

This is how MacroDens works 
Direct-current converters 
(DC/DC converters) are devi­
ces for converting direct cur­
rent (within telecom, mainly 
48V) to other direct currents 
which can be required to pro­
vide power to various electro­
nic circuits. 

To obtain a high degree of 
effectiveness, the conver­
sion takes place with the aid 
of switching technology. 
Initially, this involves conver­
ting the input voltage to squ­

are-wave voltage which is fed 
to a converter. The arised AC 
effect then converts the pri­
mary energy into secondary 
energy within the converter. 
Since the desired voltage le­
vel can be adapted with the 
aid of the primary-to-secon­
dary ratio of transformation, 
it remains only to rectify and 
filter the secondary square-
wave voltage. A voltage can 
be stepped down from 50 V, 
for example, to 5 V. 

The new power modules in DIL package design, weighing no more 

wer module was being develo­
ped for the 1990s that would be 
no larger than a rubber eraser. In 
addition, the power unit was also 
to contain as few components as 
possible, be inexpensive to ma­
nufacture and have higher relia­
bility. 

So-called optimized flyback 
technology, with an intense focus 
on integration, would result in the 
least number of components. All 
the electronic elements that could 
possibly be integrated were pla­
ced in a little chip, a "smart po­
wer chip," which was developed 
and is manufactured by Ericsson 
Component's Microelectronics 
Division. 

Uniformly high quality 
"We use somewhat fewer com­
ponents than our competitors, 
which gives us a lead," relates 
Lars Thorsell, who heads Power 
Modules' strategic market sec­
tion at Ericsson Components. 

"We also utilize a thick-film 
hybrid technique where the re­
verse side and other surfaces are 

utilized to integrate all resistors, 
enabling laser-trimming, which 
guarantees high, uniform quality. 

A measure of the modules' re­
liability is the so-called MTBF, 
MeanTime between Failures, 
which for MacroDens is more 
than 400 years, or 3.5 million 
operating hours, at +50°C tempe­
rature. This is an important task 
since, frequendy, the power 
source is the weakest link in the 
electronic system. 

Only 8 mm high 
MacroDens also complies with 
another magical limitation. It is 
only 8 mm high, which means 
that PCB-s can be tightly moun­
ted with only a 15-mm interval, 
something which industry has 
been demanding (including 
Ericsson's digital cross connect). 

"We now have a unique pro­
duct for which not even the 
Japanese have an equivalent, 
enabling us for the first time to 
seriously undertake sales efforts 
in Japan, where the interval bet­
ween PCB-s is generally 15 
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ni-size package 

than 15 gram. This means they could be automatically mounted. 

mm," Lars Thorsell explains. 
Power has long been the last 

consideration in design work. 
Only when everything else is 
complete can it be decided what 
voltage and output is required, 
with the result that customized 
power modules are then ordered 
which are time-consuming and 
expensive to design. 

Accordingly, a standard mo­
dule for achieving an improved 
'Time to Market" has been 
sought by many. 

The Blue module solves these 
problems. There is a clear trend 
in the power-source sector to­
ward purchasing standard pro­
ducts, since most of these com­
panies can no longer afford their 
own design and manufacturing 
resources. 

The major ones survive 
Since major resources are requi­
red for producing these "state-of-
the-art products," the approxi­
mately 1,500 suppliers who have 
been competing for the market 
will decline drastically in num­

ber, with only the major ones ha­
ving a chance to survive. 

700.000 modules 
Ericsson manufactures 700,000 
modules annually. The new 
MacroDens power module is 
produced in Kista, but is still in 
the "release" phase. 

Not until later this year will the 
modules be produced on a volu­
me basis. 

The first MacroDens products 
have an output voltage and out­
put power of 2V/3W, 3.3V/5W, 
5V/6W and 12V/7W. 
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TECHNOLOGY 
LARS CEDERQUIST 

A long history in power supply 
Ericsson has long concentra­
ted on power and power sour­
ces. Already in 1878, batteri­
es were being manufactured 
and, despite the fact that the 
operation has been discont­
inued, the Group has its own 
energy-systems division with 
a broad range of products, 
with worldwide sales of about 
USD 250 annually. 

The division's main opera­
tions are in larger rectifiers 
and complete systems for 
supplying power to telecom 
stations. 

zln addition to Power 
Modules, which are descri­
bed in in the article, the divi­
sion manufactures product 
units for cooling and energy 
management. 

The Group's 
power source 
Ericsson's combined ex­
pertise in the power 
sector is concentrated 
in Energy Systems, a bu­
siness unit within 
Components. 

Since 1992, Energy 
Systems has increased 
its annual sales by 50 
percent to more than 
SEK 1.8 billion. 
In September, representatives 
from the various EXT units wit­
hin Energy Systems will visit the 
Stockholm area to give presenta­
tions of their operations and pro­
ducts. 

"Although we have competiti­
ve products within each area, we 
can also offer overall energy so­
lutions. This has contributed sig­
nificantly to our successes," says 
Rolf Petersson, who heads Ener­
gy Systems. 

The business unit manufactu­
res and sells advanced power-
supply products and energy sys­
tems for mainly the telecom mar­
ket. 

Today, Energy Systems has 
some 900 employees worldwide, 
of which 400 are located at the 
Stockholm suburb of Kungens 
kurva, with plants at Söderhamn, 
Stockholm, Kalmar, Madrid and 
elsewhere. Operations are pre­
sently divided into five product 
areas: Power Plants, Power 
Supplies, DC/DC Power Mo­
dules, Cooling and monitoring 
and operating support systems 
for power plants and cooling 
(Ericsson EnergyMaster). 

"Being able to offer expertise 
within the entire energy area is, 
of course, a strength," says Rolf 
Petersson, who is the helmsman 
of a boat with wind in its sail. 

Increased sales 
During a two-year period, the 
Energy Systems business unit 
has increased its sales by 50 per­
cent, from SEK 1.2 billion in 
1992 to more than SEK 1.8 billi­
on in 1994. 

The business unit is experien­
cing strong demand growth wit­
hin all five product areas, origi­
nating from both from other 
Group business areas and the ex­
ternal market. 

'Take cooling systems, for ex­
ample. This segment has grown 
strongly in recent years. Al­
though older model telephone 
exchanges could cope satisfacto­
rily using conventional solu­
tions, today's electronically ba­
sed facilities require considera­
bly more advanced systems for 
dissipating the considerable 
amount of heat generated. More­
over, built-in power has been on 
the upswing in recent years. 

"DC/DC modules is a highly 
interesting product area. It is gro­
wing in pace with increasing 
numbers of electronics manufac­
turers switching to decentralized 
power architecture in products 
and systems. Here, a large poten­
tial exists for our products, even 
outside the telecom market." 

& 

Rolf Pettersson, who heads 
Energy Systems. 

In addition, future prospects 
continue to be bright. Energy 
Systems has already unveiled se­
veral new products this year, 
with additional products in the 
pipeline, which will soon be in­
troduced to the market. 

"New introductions include a 
new cooling system in the 
Telecool family for small local 
exchanges and radio-base ex­
changes. 

"Witiiin built-in power, die fo­
cus is on developing the first in a 
series of power products for lar­
ge corporate exchanges. 

"In the Power Plants area, the 
development of new high-frequ­
ency power products continues. 
The third generation of high-fre­
quency rectifiers is in the pipeli­
ne," Rolf Petersson relates. 

Canot rest 
"We are conducting highly goal-
oriented development efforts 
within all product areas. Quite 
simply, it is a necessity. Witiiin 
the power-products area, you 
cannot rest on your laurels very 
long," says Rolf Petersson. 

The business area's sales ope­
rations benefit from momentum 
provided by the Group's other 
business areas, mainly Radio 
Communications and Public 
Telecommunications. All tele­
com systems require energy so­
lutions in order to function. 

"The former practice was to ta­
ke for granted that if one belong­
ed to a group, it meant being in 
on every deal. But today, this is 
not always the case. We must 
constantly demonstrate that we 
are riding on the cutting edge of 
technology and able to offer 
competitive products," says Rolf 
Petersson. 

The internal marketing - direc­
ted toward the Group's other bu­
siness areas is of key importance. 
In September, representatives for 
Energy Systems will arrange ex­
hibitions and mini-seminars at a 
number of EXT units in the 
Stockholm area. 

The necessity of such activiti­
es is demonstrated by the results 
of a customer-attitude survey 
conducted by the Energy 
Systems business unit some time 
ago. 

"From this it was obvious that 
there major knowledge gaps wit­
hin the Group regarding our ope­
rations. We now intend to correct 
this," Rolf Petersson asserts. 

Johan Lundberg 
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Massive investment 
Ericsson is investing billions in Kista for a fa­
cility that will considerably strengthen its po­
sition in advanced microelectronics and optic 
technology. Research and development in the­
se fields is now managed by a core unit for 
Microelectronic Systems Technology. This 
unit, which organizationally is part of 
Ericsson Components, serves all Ericsson com­
panies. 

The key to 
tomorrow's 
successes 
lies in micro­
electronics 

The market for telecommunica­
tions has changed radically in re­
cent years. Development is now 
led by demands from the telecom 
operators' customers. These de­
mands have long been decisive 
for Ericsson's wide-ranging in­
vestments in new technology. 

The market is accelerating the 
pace of development, and contin­
ued development in micro- and 
optoelectronics will further en­
hance the quality and performan­
ce of telecommunications sys­
tems. Advanced micro- and op­
toelectronics are also a prerequi­
site for the ATM/broadband con­
cept. 

In order to meet these de­
mands, Ericsson has established 
a core unit specializing in micro­
electronics and optic technology. 
The unit, which is named 
Corporate Core Unit Microelec­
tronic Systems Technology, will 
ensure that Ericsson further 
strengthens its advanced position 
in the important fields of microe­
lectronics and optic technology. 

Why was this unit formed? 
What does it have to offer die te­
lecom market? How is it organi­
zed? These are some of die ques­
tions that will be answered in this 
article. 

Key role 
"Microelectronics and optic 
technology have a key role today 
in improving performance and 
reducing the size and weight of 
the components used in Erics­
son's telecommunications sys­
tems. Thus this unit is of strate­
gic importance," says Christer 
Jungsand, in explaining the 
establishment of the Corporate 
Core Unit Microelectronic Sys­
tems Technology, which he 
heads. 

"By the year 2000, Ericsson 
will be spending between diree 
and five times more on microe­
lectronic components than we do 
today. That's why it is so impor­
tant that we have our own exper­
tise and development capacity. 
We need to be able to identify 
new opportunities for optimizing 
system performance and buil­
ding the world's best products 
and systems," says Christer. 

Based in Kista 
From his office in Kista some 10 
km north of Stockholm, Christer 
heads a staff of about 200 per­
sons. Most are experts in a parti­
cular area of technology, with a 
focus either on research and de­

velopment or on application of 
the technology. Staff members 
come from many different parts 
of Ericsson. 

The core unit's organization is 
efficient and flexible. It is a core 
organization with Ericsson com­
panies as customers, and it 
should not be regarded as a cen­
tral research unit 

All experts working in this unit 
have a common goal: to streng­
then Ericsson's position in ad­
vanced microelectronics by de­
veloping competence that leads 
to the development of new pro­
ducts and systems. How is this 
accomplished? 

What Microsystems has to offer 
can be summarized in the words 
expertise and technical develop­
ment. Not only in the area of mi­
croelectronics, but also in optic 
technology, a field of increasing 
importance. 

Expertise and technical deve­
lopment are activities that thrive 
upon each other. 

The emphasis of the unit's 
work is on the development of 
techniques and methods that can 
be used in Ericsson products 
over the next five to ten years. 

Another important contribu­
tion to the unit's accrued know­
ledge is provided through con­
tacts with external organizations: 
research departments at technical 
institutes, industry organiza­
tions, partners and suppliers. 

Extensive knowledge 
"We have extensive knowledge 
of the enire field," says Greger 
Haraldsson, die manager respon­
sible for technology strategy and 
project management. 

"We also conduct regular eva­
luations of various technologies 
and suppliers. This means that 
we can quickly provide knowled­
geable and objective recommen­
dations with regard to choice of 
technology." 

The unit shall provide leaders­
hip and support with regard to 

Ericsson is investing one billion kronor in a sub-micron facility in Kista which will be an important part of 
investments in the important fields of microelectronics and optic technology. 
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Christer Jungsand, manager of the Core 
Unit Microelectronic Systems Technology. 

Multi-chip modules (MCMs) provide high packaging < 
ties for advanced microelectronic products. 

the application of advanced mi­
croelectronics in Ericsson pro­
ducts and systems. 

Support shall be all-inclusive, 
from technical evaluations to the 
production of semiconductor wa­
fers in die submicron facility -
the "fab." This unit maintains an 
overall perspective in microelec­
tronics. 

Time, cost and quality 
Time, cost and quality are the 
three principal factors. More rap­
id development of system func­
tionality and microelectronic 
components means that Ericsson 
products can be launched on die 
market sooner, which increases 
our competitive advantage. This 
is extremely important in today's 
market, since product cycles are 
becoming increasingly shorter 
and customers expect a steady 
stream of new and improved pro­
ducts. 

The lead time for a complex in­
tegrated circuit with several hun­
dred thousand transistors can be 

a year or more. Because com­
plexity is increasing with each 
new generation of circuits, the 
risk also increases that problems 
will occur during design, manu­
facturing and testing. 

It is increasingly apparent that 
it is the methods and tools, not 
the semiconductor technology it­
self, that set the limits for deve­
lopment efforts. The Microelec­
tronics unit is therefore develo­
ping new methods and tools that 
can shorten development cycles, 
improve quality and reduce 
costs. 

The new unit has extensive ex­
perience of ASIC (application-
specific integrated circuit) deve­
lopment. Design processes in 
tfiis area have been developed 
and verified so that they can be 
adapted rapidly for a specific ty­
pe of integrated circuit needed in 
a development project. 

Project support with respect to 
product-specific circuits includes 
project analysis, development of 
design processes, technical eva­

luations and assessments of sup­
pliers. 

Connections important 
Connections are an increasingly 
important technical considera­
tion, directly related to ASIC de­
sign. The increasing complexity 
- and diminishing size of inte­
grated circuits creates problems 
in the electrical connection of 
circuit elements. New technical 
solutions are necessary. One 
method is to combine chips of 
identical or differing technologi­
es on a common substrate in a 
multi-chip module (MCM). 

This, too, is a field in which die 
Microelectronic unit's experts 
have considerable knowledge. 
They can provide advice on the 
optimal solution for every appli­
cation. 

A d v a n c e d - f a b -
Many of the services offered by 
the new unit are in the form of 
expertise. But in one area, pro­
duction services are provided. 
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in future technology 

In applied research in optic connection technology, measurement methods are developed for determining mechanical tolerances less than one micrometer. 

The unit is responsible for die 
brand-new facility in Kista for 
the production of complex circu­
its, die "submicron fab." 

The fabrication plant will not 
be used for mass production, 
which will continue to be sub­
contracted to external suppliers. 

"The knowledge and expertise 
that Ericsson acquires in opera­
ting its own fab will be extreme­
ly valuable in contacts witii ex­
ternal chip manufacturers," says 
Hans Borgnäs, who is responsi­
ble for planning how the facility 
will be used in the future. 

"We gain knowledge of botii 
die technology's potential and its 
limitations and will be able to 
discuss these issues from the po­
sition of strength that having our 
own capacity brings." 

Applied research 
Ericsson has concentrated appli­
ed research to a number of re­
search centers around the world. 
Four of these centers are located 
at the Microelectronic Systems 

Technology unit. Each of these 
research centers, at which small 
groups of Ericsson experts and 
guest researchers work, collabo­
rates with technical institutes and 
industrial partners in various 
countries. The researchers also 
participate in international re­
search projects as the European 
ESPRIT and RACE programs. 

Four centers 
Fiber Optics Research Center 
(FORC) is focused on active and 
passive components, integrated 
optic circuits, passive silicon wa­
ve guides and systems simula­
tions. 

Micro Interconnect Research 
Center (MIRC) works with elec­
trical and optic connection tech­
niques and micromechanics with 
the objective of manufacturing 
very inexpensive optoelectronic 
modules. 

Microelectronics Research 
Center (MERC) studies new se­
miconductor technologies, pro­
cesses and methods and evalua­

tes their potential and limita­
tions. 

CadLab Research Center is in­
vestigating new methods and 
tools for electronics design so 
tiiat new integrated circuits can 
be developed more rapidly. 

Research the foundation 
"Our competence in microelec­
tronics is based on research," 
says Christer Jungsand. When 
we see an opportunity to use new 
technology, we take advantage 
of it, and witiiin our own organi­
zation, we can take it all the way 
to the product development le­
vel. 

"As soon as a new concept in 
optic technology becomes tech­
nically and economically viable, 
we will be prepared with the re­
quisite knowledge. 

"Providing technology is a cri­
tical factor for the competitive­
ness of Ericsson products. Our 
unit will strengthen Ericsson po­
sition in the strategically impor­
tant area," concludes Christer. 

From left: Marie Asbrink, Magnus Bergström, Hans Borgnäs, Greger 
Haraldsson, Jolanta Norén and Leif Carlsson In a project meeting. 



24 Contact no. 6 1994 Contact no. 6 1994 25 

Ericsson signs largest -ever China order 

Presently, there are 20 million lines In China, which means that barely 2 percent of the population have telephones. No doubt the need for telephone tines is great 

Ericsson has signed the largest-ever framework 
agreement with China. The total value amounts to 
about SEK 3.2 billion. The contract is with Ericsson's 
largest Chinese customer in Guangdong province. 
The agreement covers the delivery of AXE equip­
ment, mobile telephone systems and transport net­
work products based on SDH technology. This also 
includes ATM equipment. 

Deliveries to the customer, 
GPTB, Guangdong Post & 
Communication Administration 
Bureau, will take place during a 
three-year period, beginning in 
1996. Manufacturing will be at 
plants in both Sweden and China. 

The developments in China in 
recent years have resulted in the 
country becoming increasingly 
open to business transactions 
with other countries. The rate of 
economic growth is among the 
highest in the world. 

"For us, this has meant an ex­
plosion in growth," says Tom-
Ake Hellberg, who is responsible 
for marketing operations in Chi­
na and Hong Kong within the 
Public Telecommunications Bu­
siness Area. 'Telecommunica­
tion is a key cornerstone in 
China's infrastructure and cruci­
al for the development of the 
country." 

Last year, China was Erics­
son's seventh largest market, 
with sales for this year estimated 
at SEK 7 billion. Overall, Erics­
son has delivered more than 
three million AXE lines to China 
which have been placed in opera­
tion, plus mobile telephony equ­
ipment with the capacity to hand-

An explosion 
in growth in 
the Middle 
Kingdom 
le 1.5 million subscribers. This 
corresponds to a market share of 
about 20 percent for the Public 
Telecommunications Business 
Area, and about 60 percent for 
Radio Communications. 

"All of Public Telecommuni­
cations' major competitors, Al­
catel, Siemens, NEC, AT&T, 
Northern Telecom and Fujitsu, 
are represented in China. It's a 
tough competitive scene in 
which Alcatel occupies the top 
position, with us running a strong 
second," Torn-Åke relates. 

In the mobile sector, Motorola 
is a competitor of the Radio 
Communications Business Area. 

Dramatic sales trend 
The increase in Ericsson's sales 
in China in recent years has been 
dramatic, and future prospects 
are encouraging. 

"China is en route to becoming 
one of Ericsson's largest mar­
kets," says Kjell Nilsson, who 
heads Market Operations China 
within the Public Telecommuni­
cations Business Area. "The 
Chinese are expanding their te­
lephone network by ten million 
lines annually." 

Two percent 
China has a population excee­
ding 1.2 billion. The country pre­
sently has 20 million lines, which 
means that less than 2 percent of 
the population have telephones. 
There can be no doubt that the 
need for telephone lines is great. 

However, despite the present 
rapid rate of expansion, it will ta­
ke 50 years before the telephone 
network reaches European stan­
dards! 

"Moreover, development is 
not at a standstill," says Kjell. 
"The economic development in 
China is very strong, with its 
growth rate ranking among the 
world leaders. As distinct from 
earlier times, the Chinese today 
are inclined to be open to the out­
side, readily absorb know-how 
and invest in educating and deve­
loping people." 

Unlimited market 
"The Chinese market is virtually 
unlimited, with new systems, 
new services and new technolo­
gy constantly being introduced," 
Kjell Nilsson continues. 

For example, thanks to ATM 
technology, which enables the 
transmission of both voice and 

"China plans an 80-million increase in lines by the tum of the Centu­
ry. This volume represents a 20-percent increase in the world mar­
ket. If only a half materializes, it will still be an enormous expan­
sion,'' says Torn-Åke Hellberg (left), who is responsible for marketing 
operations in China and Hong Kong within the Public Telecommuni­
cations Business Area. 
"China is more of a continent than a country," says Kjell Nilsson, he­
ad of Market Operations China. "Our existing regions are along the 
coast, from north to south. This is where the economic develop­
ment is presently the most rapid.'' 

data signals in the same network, 
large amounts ofinformation can 
be transferred in a very short ti­
me. Since the Chinese industry is 
expanding at a breakneck pace, 
data communications is needed 
to ensure that the manufacturing 
process be controlled with ade­
quate speed. 

Many Chinese stand in long 
queues to use a telephone. Some 
are electing to avoid these qu­
eues and, while waiting to obtain 
a conventional telephone, are 
procuring mobile telephones -
status symbol No. 1 in the Peop­
les' Republic. 

"China plans an 80-million in­
crease in lines by the turn of the 

Century. This volume represents 
a 20-percent increase in the 
world market. If only a half ma­
terializes, it will still be an enor­
mous expansion," says Tom-Ake 
Hellberg. 

In addition to deliveries from 
Sweden, Market Operations Chi­
na cooperates with subsidiaries 
around the world which deliver 
to China: EPA in Australia, EME 
in Spain, TEI in Italy, MET in 
France, ETO in Norway and 
Ascom in Switzerland. 

In addition, Market Operations 
China maintains close coopera­
tion with the local market organi­
zation in China, which through 
its hard work in the field has laid 

the foundation for market suc­
cesses, and which is presently in 
a strong expansionary phase. 

Office in Bei j ing 
Located in Beijing is an office 
which coordinates all local 
operations in China. To en­
hance long-term, competiti­
ve possibilities, the Public 
Telecommunications Business 
Area has concentrated on the for­
mation of three joint-venture 
companies, with local partners 
who represent the Chinese 
Government in various forms. 
These companies are located in 
diree different provinces in the 
cities of Nanjing, Guangzhou 
and Dalian. The Radio Commu­
nications Business Area also has 
cooperation companies in China 
- one in Nanjing an another in 
Guangzhou. 

Ericsson has more than 500 
employees in China. Approx­
imately 200 are employees from 
Ericsson companies in other 
countries, the remainder are 
Chinese who work in administra­
tive, installation, testing and 
technical-service areas. 

"China is more of a continent 
than a country," says Kjell 
Nilsson. "Our existing regions 
are along the coast, from north to 
south. This is where the econo­
mic development is presently the 
most rapid." 

Financing important 
In this market, financing is a de­
cisive consideration. A substan­
tial part of Ericsson's business in 

Dalian * c 

Beijing 

CHINA 
Nanjing 

A century 4 

in changing 
China 
The year 1892 marked 
Ericsson's first deal with 
China. This was a contract 
for "crank telephones'' and 
was concluded with China's 
Telephone Administration. 
The "Chinese coffee mill," 
as it was then also referred 
to, is a rarity today. A few 
can be found at antique 
dealers, at very high prices. 
Since then, the country's 

China is by means of subsidized 
export credits, which are guaran­
teed by the Swedish Export 
Credits Guarantee Board. 

Ericsson also assists customers 
in obtaining bank loans (credits) 
in payment for deliveries. "Most 
often, a transaction is closed only 

Guangzhoi 
n 

economic and political cli­
mates have fluctuated con­
siderably, and it was only in 
recent years that Ericsson 
has been able to conduct 
large-scale in China. 

after extremely hard bargaining. 
The Chinese are clever business­
men. 

The important thing is to adopt 
a humble manner and to be a 
good listener. High-pressure sel­
ling doesn't work in China," 
Kjell and Tom-Ake relate. 

Photo: Toivo Steen 

Personal relations are 
also important when 
doing business with 

Chinese. 
W "A good relationship with 

a Chinese is not something that 
can be established in a few 
months - in a country such as 

China, continuity is an important 
factor. It's a matter of having pa­
tience and allowing confidence 
to develop. 

Divergent cultures 
Obviously, working in a country 
that is so fundamentally different 
from one's own culture, langua­
ge, development and way of 
thinking and working is not 
wholly without complications. 
Accordingly, Ericsson attempts 
to send those employees who 
will be working in the Chinese 
sector on a visit to the Peoples' 
Republic. 

"Being in a country is the best 
way of learning its culture and 
way of doing business," says 
Tom-Ake, who concludes: 

"One characteristic I consider 
important when working in a 
country such as China is patien­
ce. It is not unusual for negotia­
tions to last through days and 
nights, and numerous and leng­
thy discussions are required be­
fore an agreement is concluded. 
It is also desirable to possess en­
trepreneurial ability since the 
Chinese are clever businessmen, 
which is largely the reason why 
working in China is so exciting!" 

Full speed 
ahead i 
China 
Business Networks 
China is one of the most im­
portant, and largest, markets 
for Business Networks, both in 
the MD110 area and Business 
Phone. 

For some years, MD110 has 
enjoyed a strong position in 
the Chinese market with more 
than one million lines sold. 
Bora pure PABX exchanges 
for companies and organiza­
tions and rural exchanges of 
DRX type for public traffic are 
part of the product program. 
Ericsson is presently a world 
leader in the area of corporate 
exchanges in China. 

A nationwide private data 
communication network of X-
25 type has also been Installed 
in China. It now serves a large 
number of the country's banks 
and corporations. 

Since July 1 this year, Busi­
ness Networks' operations are 
being conducted in one of 
Ericsson's majority-owned 
joint-ventures, Beijing Erics­
son Communications Systems 
Company (BWCP), with head 
office and production facilities 
in Beijing. The company has 
500 employees, with annual 
sales of SEK 400 million. 
Sales operations are conducted 
in all provinces of the country. 

Components 
China is one of the business 
area's largest and most impor­
tant customers. 

Quarterly invoiced sales 
amount to about SEK 30 milli­
on. The company delivers pro­
ducts to China National Digi­
tal Switching Systems Center 
for HJD04 systems, which are 
manufactured by 12 different 
companies in China. Ericsson 
Components develops new 
products for the system's next 
generation. 

Defense systems 
The Defense Systems Busi­
ness Area is not active in 
China.. 

Abbreviations 
ATM Asynchronous Transfer 
Mode is a technique for bro­
adband transmission, that 
is, transmitting telecommu­
nications signals at high ca­
pacities. In addition, ATM al­
so provides an extremely 
high degree of flexibility, 
due in part to the subscriber 
being able to adapt the ca­
pacity of a set-up connec­
tion to current require­
ments. 
SDH Synchronous Digital 
Hierarchy is a European 
standard for digital signal 
transmission in a telecom­
munications network. It has 
been introduced in order to 
meet higher demands for 
transmission security and 
flexibility. 
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Beirut rebuilds afteryears of war 
Slowly, but surely, 
Beirut is rising from the 
ruins of 15 years of war. 
Hard work has begun to 
again create a functio­
ning community. 

Ericsson is playing an 
important role in this ef­
fort. 

Lebanon is the small country in 
the Middle East which most 
people associate with war and 
suffering. It was a complicated 
situation in which various fac­
tion fought each other, with the 
PLO, Israel and Syria involved in 
the conflict 

New infrastructure 
However, peace has generally 
prevailed since 1990, with some 
clashes in the south on the border 
with Israel. Now work is under 
way to rebuild the infrastructure 
needed in a functioning commu­
nity. Roads, electricity, sewage, 
waters and, of course, telecom­
munications. 

When the civil war began in 
1975 Lebanon had the most mo­
dern telenet in the Middle East. 
This was a requirement so the ca­
pital city of Beirut could play the 
role as a financial, political and 
cultural center in the region. 

Dominant position 
"We dominated the tele market 
in Lebanon during the 1950s and 
1960s," Riad Daher, Ericsson's 
General Manager in Beirut, rela­
tes. 

"We installed the first automa­
tic switch in the country in the 
beginning of the 1950s, an AGF, 
and have been active here since 
then. We maintained operations 
during the entire war up to 1989, 
when the fighting became too in­
tense." 

The Lebanese tele network 
took a heavy punishment during 
the years of war. 

Bird's nests 
"Only 300,000 of 500,000 lines 
were operational. Half of the 
switches were older electronic 
versions, the rest were electro­
magnetic," Riad Daher conti­
nues. "The network was a chao­
tic mix of private connections 
and improvised solutions," he re­
lates, referring to the unbelie­
vable "bird's nests" of twisting 
and tangled tele and electricity li­
nes visible along the streets of 
Beirut. 

Riad Daher and his staff re­
cently moved into a new head of­
fice. The old office was destroy­
ed in the fighting and when ope­
rations were re-established in 
1992, the company was without 
an office, with a warehouse as 
the only fixed point. 

But the traces of war remain 
and the wall outside the entrance 
is pocked with bullet holes. 

Two years ago, Ericsson's ma­
nagement decided to focus on 
Lebanon again. A position in 

Once Place de Martyrs was the pulsating center of cosmopolitan Beirut. Today, Its a dusty vacant lot, 
surrounded by ruins. However, private entrepreneurs have set-up a cafe on the square, with some plastic 
furniture and umbrellas. 

Lebanon is a necessity for com­
peting for markets in the Middle 
East. The country is still a presti­
ge market in the region and other 
countries in the Middle East keep 
a close eye on events in the coun­
try. 

First order in 1992 
Ericsson received its first order 
for equipment and upgrading of 
older AXE systems in the spring 
of 1992. At the same time, it was 
decided to participate in the bid­
ding for a contract for one milli­
on lines. After four months of 
tough negotiations, Ericsson, 
jointly with Siemens and Alcatel, 
were awarded the contract to 
provide Lebanon with a new tele 
network. 

"The competitors were very 
aggressive and Siemens, in parti­
cular, tried to take the entire or­
der for itself. However, our very 
high reputation, our tenacity and 
our products were decisive for 
Ericsson to be part of the order," 
says Riad Daher. 

The order for Ericsson in 
Lebanon totaled USD 190 milli­
on, for 14 telephone stations with 
284,000 lines to be built through 
1996. 

Ericsson veteran 
"We have completed 40,000 li­
nes already, but we could have 
installed 150,000 it we had not 
be hit by delays," Riad Daher re­
ports. 

Daher is an Ericsson veteran, 
born in Lebanon and employed 
during the 1960s. Since 1989 he 
lives permanently in Sweden, but 
will be spending a lot of time in 
his homeland in the years ahead. 

One of the completed telepho­
ne station is in the suburb of 
Zouk, about 6 miles outside 
Beirut. Operations Manager 
Marti Makinen has good use of 
his experience in Thailand when 

Riad Daher, General Manager of Ericsson in Beirut, is a very busy 
man these days when now the war-tom Beirut is being rebuilt. 

he drives to the station through 
the chaotic Beirut traffic. 

As a result of the modern, 
compact technology, today the 
telephone station can be housed 
in a normal office building, 
which is the case in Zouk, where 
the entire installation for 25,000 

lines is located on a single floor. 
There are no telltale signs from 
the outside of the building to in­
dicate that the building houses 
ultra-modern telecommunica­
tions equipment. 

"Lebanon is hopping over 20 
years of development, from the 

Photo: Per-Ake Fröberg 

early 1970s to the 1990s," Marti 
says. When fully completed, 
Lebanon will have a tele network 
which is as modem as in Swe­
den. 

However, in other respects 
Lebanon faces a long road to a 
modern, functioning society. 

Fifteen years of war knocked out major segments of the Lebanese telecommunications network. Central 
Beirut is filled with "bird's nests" of provisional connections of electric and telephone lines. 

Nevertheless, much has happe­
ned in just a couple of years. The 
street lights are working again 
and households now have elec­
tricity 12 hours a day. 

Work to rebuild 1.6 million 
square meters of ruins in the cen­
ter of the city has begun. Within 

25 years the city will have a mo­
dern center. 

Poor and rich 
The contrasts are also enormous. 
Rolls Royces and Ferraris are 
parked in front of die Saint 
Georges private yacht club, like 

an absurd island of luxury in the 
midst of the ruins. Can Beirut re­
gain its role as a cosmopolitan 
center in the Middle East? 

"I believe that it will take deca­
des before we are back there 
again," Riad Daher contends. 

Per-Äke Fröberg 

Hans Jonsson, Project Leader for Ericsson's new billion-kronor pro­
ject in Lebanon. 

Mobilization 
in Lebanon 
Feverish activity is un­
der way at the project 
unit within Network 
Engineering at Ericsson 
Business Networks AB. 
Mobilization for the new 
billion-kronor project in 
Lebanon Is in full swing. 
Hans Jonsson, one of 
Ericsson's most experi­
enced personnel, has 
been appointed project 
leader. He has been In 
Lebanon for several 
months and started up 
operations at full speed. 
"This is an interesting challenge 
as well as a heavy responsibili­
ty," says Hans Jonsson, who has 
already worked seven years on 
foreign assignment for Ericsson. 
"This is the first time that I am ta­
king over a really large network 
construction project. I have wor­
ked with installation large indus­
trial networks, most recently in 
Saudi Arabia." 

150 locations 
The work with the network pro­
ject in Lebanon is spread over 
150 different sites nationwide. 
Although the country is small, it 
takes significant time to travel 
from Beirut to the outlying sites 
where Ericsson is working. The 
largest is in the town of Saida. 
Traffic is very heavy on the un-
derdimensioned roads. All trips 
must be carefully planned. 

Ericsson is one of three suppli­
ers (the others are Siemens and 
Alcatel) contracted to repair 
55,000 lines and install 170,000 
new lines in the war-torn coun­
try. The contract was signed this 
spring with the Lebanese tele­
communications administration 
MPT (Ministry of Post and Tele­
phone). 

The total value of the project is 
SEK 1.2 billion. This is one of 
the largest network projects un­
dertaken by Ericsson since the 
company built the tele network 
in Malaysia. 

The project in Lebanon is a to­
tal undertaking, encompassing 
all planning, engineering, fiber 
optical cable, transmission and 
radio links. Ericsson is also re­
sponsible for erecting more than 
100 buildings and to deliver and 
install up to 30,000 telephone 
poles. Much of the required ma­
terial is shipped from Sweden. 

The AXE switches for the pro­
ject have been procured in a se­
parate contract direct from Erics­
son Telecom. The switches are 
valued at SEK 350 million. 

Ericsson Business Networks 
and Ericsson Telecom are joindy 
responsible to the customer for 
ensuring that all aspects of the 
project function in a coordinated 
manner. 

Rapid mobilization 
"As soon as the contract was sig­
ned, we were a small group 
which immediately began loo­
king for offices and housing as 
well as qualified personnel. 
We've established god coopera­
tion with Ericsson's representati­
ve in central Beirut, STL, and in­
itially used a floor in their office 
building," Hans Jonsson relates. 
"Now we've moved into our own 
offices outside Beirut." 

The contract period for the 
Lebanon project is 36 months. 
Since mid-year, production and 
design activities have been under 
way and installation work will 
begin in September. 

At year-end 1994, production 
should be running at full capaci­
ty, with 100 to 120 people invol­
ved in the project, plus all the 
subsuppliers. 

"Planning and tight control 
from the beginning. Keeping 
costs continually under control, 
to ensure that early warnings 
signs are detected before costs 
get out of hand. This is the key 
aspect for ensuring that a project 
such as this is profitable," Hans 
Jonsson contends. 

"The aim is to make this an ex­
emplary project which can be the 
model for the future." 

Thord Andersson 



LM ERICSSON DATA AB 
MANAGEMENT AND 

PROCESS CONSULTANTS 
LM Ericsson Data AB serves major corporations through overall, long-
term commitments based on Information Systems and Information 
Technology (IS/IT). 
Our products are designed to make your business more competitive by 
enhancing the quality and efficiency of your core operations. 

We employ 1,000 people in global ISI IT operations. We are certified 
to ISO 9001. 
Ericssons 70,000 employees are active in more than 100 countries. 
Their combined expertice in switching, radio and networking makes 
Ericsson a world leader in telecommunications. 

We are an expanding group 
(25 consultants at present) 
carrying out assignments 
mainly within the Ericsson 
group. In cooperation with 
our customers, we support 
them in the development of 
their business operations in 
order to improve their results. 
We achieve this through 
solutions concerning their 
processes, business structure, 
management system, etc. 

Today, we are located in Kista 
and south-west Stockholm. 
With the focus on customer 
benefits, you will work with 
assignments - often at 
management level - within 
the above areas and will act as 
coach, seminar leader, project 
leader, method support etc, 
for customers in Sweden and 
abroad. 
You have a university degree 
or similar, are at least in your 

late 30s, with broad and, in 
some cases, deep experience 
within these areas. Your 
present position, preferably 
managerial, is a line/staff role, 
but you may also be a 
consultant. 
Experience from a Major Local 
Company within Ericsson is 
also an advantage. You speak 
Swedish/English and perhaps 
Spanish/Portuguese. You are 
a problem-solver and inno­

vator, and are interested in 
sharing your knowledge and 
experience to help people to 
develop. 
For further details, contact 
Margareta Pettersson, 
phone 08-719 2271, Memo: 
EDTMAPE or Göran Haner, 
phone 08-757 3800, Memo: 
EDTGHAN. 

Send your application before 
16 September 1994 to: 

LM Ericsson Data AB 
Personnel Department 
125 82 Stockholm 
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FCI connects the world of telecommunications. 
Framatome Connectors International is one of the world 
biggest manufacturer of electrical connectors. Our 
assortment is one of the broadest in the market. We have 
connectors for telecom, computers, heavy and light industry, 

aircraft, military, marine, nuclear plant, automotive, 
consumer electronics and electrical power. We have the 
resources to offer you either a standard connector or a 
customer designed solution. 
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Working to improve 
customer satisfaction 

Improvement. Improvement. 
Improvement! The entire 
Ericsson organization is im­
bued with an effort to improve. 

Customer Services at Erics­
son Radio's business unit 
European-standard mobile te­
lephony is doing its share 
through "Care 2000." This is a 
comprehensive multiproject 
improvement program that is 
being developed in coopera­
tion with the Operational Deve­
lopment unit at Ericsson Radio. 

"We have to develop continuously and 
over the long term in order to meet the de­
mands that will be placed on us in the fu­
ture," says Ingvar Andersson, Customer 
Services Manager. 

A major customer research study laid 
the groundwork for the activities within 
Care 2000. Hundreds of in-depth inter­
views with operators in a large part of the 
world showed opportunities for improve­
ment in a number of areas. The projects 
under way right now are designated 
Customer Satisfaction in Service (CSIS), 
Service Product Concept, Swap and 
Repair, and Traceability. 

Kaj Snellman, Manager of Care 2000, is 
optimistic about the future of the opera­
tion. 

"The support we have from local com­
panies and within our own organization, 
coupled with the major efforts being made 
in participating pilot organizations ensure 
good results from the project," he says. 

Reduced lead times 
"In the CSIS project we are working to re­
duce lead times for the handling of trouble 
reports from the customer and for delivery 
of correction packages." say Karin 
Stephansson, subproject leader and her 
colleague, Jonas Gunnarsson. 

The project involves working with "pi­
lots" throughout the entire chain of the 
processes, from customer-account mana­
gers to designers. (Process is defined here 
as what is done and the order in which it is 
handled.) 

Representatives of these pilot organiza­
tions met in June this year to determine, 
through business-modeling, how today's 
process can be improved, as well as how 
future flows of work should be organized. 
Participants in the project are now wor­
king to implement the agreed changes. 

A key area, if the objective of satisfied 
customers is to be achieved, is the interfa­
ce between Ericsson and its customers. 
Members of one of the CSIS subproject 
teams have developed a tool, the Cus­
tomer Interface Improvement Process, for 
this purpose. 

"By using the Customer Interface 
Process, you can measure the degree of 
the customer's satisfaction and initiate 
continuous improvements," says subpro­
ject leader Johan Almlöf, adding: "The 
dialog with the customer always determi­
nes the measures taken." 

Service Product Concept 
It has become increasingly plain that the 
marketing units are demanding a clear 

"Car* 2000" is the collective name for the various subprojects designed to improve customer support that are being conducted by 
units within Customer Services. From left in the photo: Karin Stephansson, Göran Kordel, Ingvar Andersson, Sören Ahlstedt, Gabriel 

M Hansson, Kaj Sasllmaa, Johan Almlöf and Kerstin Blom. All have a part in Care 2000. 

a replacement for hardware that cannot be 
used. 

"The concept underlying the Swap and 
Repair project is that most of the equip- > 
ment the customer sends in to be repaired 
should be replaced immediately by similar 
products that we hold in a 'buffer' inven­
tory," Göran Kördel, the manager of this 
project, says. 

The defective unit is then repaired and 
placed in the buffer inventory. The pro­
ject's ambitious objectives are to reduce 
lead times for the exchange of spare parts 
to one fifth of what they are today, and to 
cut present repair times by at least half. 

Next, the project will work on plans for 
future repair shops, as well as on projects 
in Norway, Germany and Portugal. k 

Traceability 
To enable Ericsson to meet and anticipate 
customer requirements, the Traceability 
project is developing a system to "track" 
hardware. The "Tracey" database will 
contain information on the hardware in 
customers' hands. One pro-active area of 
application for 'Tracey" will be to track 
equipment that is susceptible to epidemic 
faults, making it possible to correct the de­
fects before the customer notices any pro­
blem. 

"The project was completed at midyear 
and the job of implementing the system in 
the market has begun," Project Manager 
Jan Hansson says. 

Kerstin Blom 

product concept for customer- support 
services. The Service Product Concept 
project, led by Gabriel Anderbjörk, is at­
tempting to "productify" these services 
and to develop sales tools for them. The 
objective is to produce, among other ma­
terials, a product guide, a marketing guide 
and an implementation guide. The project 
will also develop methods for ensuring 
that the level of knowledge in the custo­
mer support area is raised and maintained. 

The project has passed "Tollgate 2;" 
project specifications have been approved 
and a team has been assembled. The pro­
ject management team, which includes 
Julie Axelsson and Urban Styf in addition 
to Gabriel, is rolling up its sleeves for a 
year of hard, intensive work. 

'Together with two pilot organizations, 
the unit for cellular systems for Ericsson 
in England and the marketing unit for 
Western Europe, we will not only produce 
a product catalog for Customer Services 
but also make sure that we in the business 
unit European-standard mobile telephony 
begin to build up understanding of these 
new products, commercially as well as ad­
ministratively," Gabriel says. 

"The new products differ from what we 
have been accustomed to earlier," he no­
tes. 

Swap & Repair 
When equipment breaks down it must be 
repaired immediately. It is extremely im­
portant for a customer to be able to obtain 

Kerstin Blom is the information mana­
ger for "Care 2000". For additional in­
formation, Kerstin can be reached at 
Dept. KT/ERA/LZ/RM. "emoid: ERA-
KEBL. Tel: 4042307. 
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VACANCIES 
AT ERICSSON 

This is a selection of vacancies 
within the Ericsson corporation. 
They are published in the electro­
nic News system, wich is being 
updated once a week. For further 
information about advertising 
here, contact Birgitta Michels at 
Ericsson Events, HF/LME/A. 
Phone +46 87192814. 
The next issue will be published 
at the end of June. 

Ericsson Radar Electronics, I 

AREA SALES MANAGER MINI-LINK 

The Microwave Communications Division announces a posi­
tion as Area Sales Manager based at Ericsson Radar 
Electronics AB in Mölndal. You will be responsible for all sa­
les and marketing activities for MINI-LINK within a region. 
The marketing and sales activities are carried out mainly via 
Ericsson local companies or direct to the end users and 
operators. 

We are looking for persons who have experience in mar­
keting and sales, combined with technical knowledge. 
Knowledge in different communication applications is prefe­
rable. You should be prepared to travel as the major task is 
to have a close relationship with our local companies and 
end users. Applicants should have an excellent knowledge 
in English. Additional languages are appreciated. 

Contact: Kent-Ame Johnsson, 031-671569, memo ERE-
KJO, Mikael Backström, 031-671678, EREMBM, OR 
MajBritt Arfert, 031-672651, EREMAT. 

fcrKsson iwwMti-raciura i • 
Västberga All 9 

MARKETING 

Management of Telecom network will be more and more 
crusiel for the Operator into year 2000 and we are looking 
for YOU who dares to take this challenge and propose solu­
tion towards the operator. 

TM0S is the family name of Ericsson Operation Support 
System and was luanced 4 years ago. Today about 120 sys­
tem are installed/operation in 28 countries.The system has 
widely exceeded Ericssons expectations and our competi­
tors treat us with great respect. 

Recently we have signed up with one of our customer the 
largest TM0S contract ever and this is a start into a new 
area of TM0S. We have to coop with the tough and complex­
es world of telecom today and also plan for the future in 
which we now will enter. 

For this reason our Unit which deals with the markets in 
Italy, Australia, France, Germany, Ireland, Portugal, Greece 
and Eastern countries are looking for Marketing people who 
know or are prepared to take an active part towards our 
markets. 

YOU will be responsible for the market/customer and de­
fine market plans/activities and follow up at customer ba­
sis. YOU need to have about 5 years of proven records in 
marketing of telecommunication or computer equipment 
and of course with commersiel background. 

Contact Kent Unde, memoid EHS.EHSKEU, phone: 08-719 
7409 or Anette Oke'-Bradman, memoid: EHS.EHSAOKE, 
phone: 08-719 8287 (personnel). You can also send your 
application to Inger Agdahl, by post VK/EHS/FP or memoid: 
EHS.EHSIAL Last day of application is September 15th. 
Looking forward hearing from YOU! 

PRODUCT MANAGER - NETWORK 

OPERATOR PRODUCTS 
The Product Group Network Operator Products is responsi­
ble for products aiming at enhancing operations of the BU 
Local customers. Traditionally we have spent much effort on 
0, A & M products for AXE, an area where we today are very 
competitive. To keep this position we must provide our cus-

EMERGENCY HELP LINE 

COMPONENT AVAILABILITY 
IS OUR MOTTO! 

At no cost to you we search worldwide aiming to find your 
urgently needed stock for electronic components and 
deliver it to your door. 

Emergency Help Line specialises in locating the parts 
you need within 24 hours or even sooner. Try us! 

EHL International AB 
Box 134 
S-191 22 Sollentuna 
Sweden 
Tel +46-8-967030 
Fax +46-8-355151 EMERGENCY HELP LINE 

tomers with even more cost-effective solutions. These must 
support new technologies and applications such as Access 
Network Management Management of Cordless Terminal 
Mobility and TMN Alignment We therefore need to streng­
then our Product Management unit with 1-2 persons. You 
probably have a background in Marketing or Product 
Development 

Experience both from AXE and the UNIX work) is conside­
red as an advantage, however most important is that you 
havea genuine interest for matching customer needs with 
profitable products. 

Contact JanOlof Lönnblom, 08-7198989, Memo ETXJ0L 
or Mats Eriksson, 08-7199313, ETXMATE. 

Lai, UK /CaMe * Wireless, 

SECTION LEADER 

-PLANT ENGINEERING 
To work in and supervise a Plant Engineering section, using 
PLEASE IE tools, including verification of customer/section 
inputs and outputs. To handle Mobile and Fixed line ex­
changes. 

REQUIREMENTS; Several years Installation Engineering 
experience in an AXE environment preferably with some PLE­
ASE experience. Supervisory experience and good customer 
interface skills. 

Contact Helen Edmonds, +44 483 465118, Memo ETLH-
NES. 

Eric no» Systems AB, Kista 

REGIONAL PROJECT MANAGERS FOR 

LATIN AMERICA, ASIA AND EUROPE 
We have received and are expecting very many new con­
tracts and expansions on Mobile Telephone Systems, 
American Standard, from customers in Latin America, Asia 
and the former Soviet Union. In order to meet the extensive 
and rapid growth of the market an organisation with three 
new positions - Regional Project Managers-, will be formed. 
You will be responsible for the overall coordination of the 
implementation and support services for one of the above 
regions. You will also support sales and marketing activities 
in order to recieve additional business. Project Managers 
for implementation and support services will report to the 
Regional Project Manager and they will be responsible for 
running their projects according to scope of work, time 
schedule and budget. Your work will naturally include exten­
sive travelling and contacts with customers and our local 
Ericsson companies. 

We believe that your formal education should be a 
Masters or Bachelors degree in engineering, science or bu­
siness administration. Minimum five years experience in 
project management of customer delivery projects or sys­
tem sales and marketing activities. Also experience from 
mobile telephone systems, transmission networks or AXE 
switching systems is preferred as well as experience from li­
ving and working abroad. Alternative background may also 
be considered. Fluent ability in speaking and writing english 
is required. Knowledge of Spanish is required and russian is 
desired for those regions. 

Contact Ame Palmkvist, 08-757 0422 Memo ERAARP. 
Send short CV to KI/ERA/A/H JarvOlof Segerfeldt, 08-757 
5754, memoid ERARMOAA. 

Ericsson Mobile Communications AB, Kista 

SYSTEM SALES MANAGER FOR THE 

FORMER SOVIET UNION, BASED IN 

STOCKHOLM 

You will be responsible for all EDACS sales activities within 
the former Soviet Union (except the Baltic states). 

The requirements are MSc (Eng) combined with commer­
cial education or MBA or equivalent combined with technical 
knowledge. Applicants should have a minimum of five years 
of experience in systems sales of telecommunications equ­
ipment. Knowledge of radiosystem is preferable. Applicants 
should be fluent in both Russian and English. The position 
requires willingness to travel 100 days a year. 

Contact Bo Stenqvist, phone +46 8 757 0135, Memo 
ECS.ECSBOSQ or Britt Bosrup, phone +46 8 757 0109, 
ECS.ECSBUP. 

Ericsson CompoirOffts AB, MicfwHectrwwc Access 
Device*, Mata 

PRODUCT MANAGER 

Product management and international technical marketing 
for linecircuits. Supporting daily business, pricing and mar­

keting strategy plus product portfolio development for a dy­
namic and fast growing family of SUCs. Requires a techni­
cal background in 

Required is a technical background in electronics coup­
led to business skills. Experience form telecom systems, li­
necard design or marketing is an advantage. 

Contact Johnny Johansson, 08-7574218, Johan Eriksson, 
08-7575025 or Jan Uhlander, personnel, 08-7574508. 

AB, Kista 

SYSTEM SALES MANAGER 

MOBILE RADIO 
Business Unit Land Mobile Radio announces a position 
open as System Sales Manager located in Stockholm. The 
job will offer broad international contacts, both with end 
customers in Europe and with our development and manu­
facturing organization in the US. We are strengthening the 
otganiztion because of the continued success gained by our 
EDACS system. The position calls for a University degree in 
Engineering or Business Administration. It is important with 
experience from system sales, that you show initiative and 
that you are truly business oriented. You will be assigned 
the responsibility to market and sell EDACS in certain 
European countries. 

A good knowledge of English is necessary, other langua­
ges is an advantage. Periodically you must be prepared to 
travel intensively. 

Contact Per Karibom, 08-7572238 or Britt Bosrup, 
Personnel, 08-7570109. 

PRODUCT MANAGER SWITCHING 

PRODUCTS 
Business Unit for Cellular Systems - American Standards 
(RMOA) offers our customers solutions for the PCS net­
works in the 800 and 1900 MHz frequency bands based on 
the DAMPS specifications. DAMPS products are being ex­
tended from the support of wide area mobility to wireless of­
fice and residential solutions. The responsibility of Product 
Manager Switching Products is to prepare decision input for 
new products and product upgrades, define product concept 
for the switching products jointly with the systems design 
and customers, and define market guidelines for marketing 
and selling of the products. 

Experience of switch network planning, design or product 
management is necessary. The work entails international 
contacts and travel. 

Contact Janez Skubic, 08-7571750, Mats Blumenberg, 
08-7571330. Application to KI/ERA/A/HC Ulla-Britt 
Jansson, Memo ERARMOAA. 

Ericsson Components AB, Microelectronic Access 
Devices, Kista 

DESIGN SUPPORT/APPLICATION 

ENGINEER 

Design and application support engineer with linecard and 
telecom circuit design knowledge to work with our customer 
supporting and implementing designs with our linecircuits. 
Applicant must be familiare with linecard design or have si­
milar analog design experience. Working knowledge of tele­
com devices, testing methods and/or telecom specifica­
tions are highly desirable. Ability to make technical presen­
tations both in writing and before customers is necessary. 
Fluent english a demand, other major languages an advan­
tage. 

Contact Johnny Johansson, 08-7574218 or Johan 
Eriksson, 08-575025. Applications to Jan Uhlander, 
Ericsson Components AB, 164 81 Kista-Stockholm. 

DESIGN UNECIRCUITS 

Design and related development work for Subscriber Une 
Circuits in bipolar silicon processes. Position is within group 
working with a new family of SUCs. Applicant must have an 
engineering background within silicon design, analog or mix­
ed-signal electronic design and/or telecom system design. 
Engineering education in electronics, ability and interest in 
analog design is necessary. Info as above. 

TEST/PRODUCT ENGINEER 

Test program and fixture development work for analog and 
mixed signal component testers. Production support, yield 
improvement and customer support for correlation and qua­
lity improvement. Background in electronics testing, electro­
nic design and/or telecom/linecard design is necessary. 
English knowledge necessary for both training and customer 
contacts. Info as above. 
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CONFIGURATION MANAGER 

The work involves the program production in different steps, 
coordination towards design projects, assembling of Test 
Beds etc. You need to have experiences in Unix, Mate and 
Bacchhus (Build Tool). TESTERS You will work with specifi-
catkxi of test cases in TTCN in close cooperation with the 
design. The testing will be carried out on simulated or target 
environment You have experience in testing and trouble 
shooting in the CME area. It is a plus if you are familiar with 
the new technology and its methods. TEST CHANNEL RE­
SPONSIBLE The responsibilities for you will be ordering of 
equipment and tools for thest channels, installation of tools 
and hardware, maintenance of tools and test channels. 
Experience with AXE 10 installation and test is required. It 
is a plus if you have worked with installation and start up of 
data networks. 

Contact Henrik Voigt, 08-7571292, Memo ERAHVT. 
Thomas Friberg, 08-7571302, ERATHOF, Solveig 
HasselqvistAx, personnel, 08-7572344, ERASST. 

rri IradfcSyrtimi AB,Cimni>iari CoatroNaw 
TeetaL, Kista 

IMPLEMENTATION-AXE 

In order to prepare ourselves for the first customer projects 
we are presently working on the establishment of a new unit 
to be responsible for network product design, plant enginee­
ring, installation and testing. This will be carried out in close 
collaboration with "HAXEN" where special training and on-
thfrjob training will be offered during the first year of em­
ployment. 

You have several years of experience in the abovemen-
tioned fields within mobile telephone systems, especially 
switching. You also have a technical univercity degree or the 
equivalent, and you have perhaps worked a few years abro­
ad. In terms of your outlook you are inquisitive and open to 
change and interested in new ways of working. 

Contact Björn Magnusson, 08-7573497, Memo ERABJM 
or Solveig Hasselqvist-Ax, personnel, 08-7572344, ER­
ASST. Application to KI/ERAAT/HS Kerstin Lundberg. 

SYSTEMS ENGINEERS - NETWORK 

OPERATOR PRODUCTS 
The Product Group Newtwork Operator Products is responsi­
ble for products aiming at enhancing operations of the BU 
Local customers. Traditionally we have spent much effort in 
0, A & M products for AXE, an area where we today are very 
competitive. To keep this position we must provide our cus­
tomers with even more cost-effective solutions. These must 
support new technologies and applications such as 
Access Network Management, Management of Cordless 
Terminal Mobility and TMN Alignment 

We therefore need to strengthen our Systems 
Management unit with 56 persons. You probably have a 
background in Systems Management or Design. You should 
have competence in one or several of the areas Access 
Networks, TMN, Object Oriented Design, specially the early 
phases and/or UNIX design environment. 

Contact Nils-Bertil Kindgren, 08-7198299, Memo 
ETXT.ETXNBK or JanOlof Lönnblom 08-7198989, ETXT.ETX-
JOL 

Kungens Kurva 

SECTION MANAGERS 

BU-TNS is developing transmission products eg cross-con­
nects, synchronous multiplexers and integrating with FMAS, 
and other third party products into a network. It is an expan­
ding market and now the new organisation has need of an 
OPERATIONS sector to look after maintenance, consolida­
tion and CN-A problems. 

Section Manager for T/OVG 

T/0VG is responsible for network verification of PDH & SDH 
networks with third party products and its maintenance and 
consolidation. Support for AS and CN-A packages too. 

* Knowledge of CNA and Upgrade handling procedures. 
* Knowledge of AS production and Verification procedures. 

* Experience at least 2 years as a section manager 
* Good interpersonal skills 

* Ability for intercuttural management 
* Good oral and written skills. 
* Good command of English. 
* Knowledge of maintenance and consolidation process. 

* Knowledge of transmission would be an advantage. 
* Knowledge of third party products integration and 

network management would be an advantage. 

Responsibilities: 
* Support crew for AS network verification reports to you. 
* Ensure support plans for 2 AS deliveries per year. 
* Ensure support plans for CNA/CNi deliveries 4 times a 

year. 

» Ensure competence plan development plan for support 
engineers. 

* Establish procedures for cooperation between other 
sections for support and maintenance. 

* Establish organisation structure for ASV and support 
maintenance activities. 

* Liase and coordinate support with T/0VC. 

Section Manager for T/OVC 

T/OVC is responsible for AS planning, project management 
and resource planning. 

* Knowledge of CNA and Upgrade handling procedures. 
* Knowledge of AS production and Verification procedures. 
* Experience at least 2 years as a section manager 
* Good interpersonal skills 
* Ability fix intercultural management 
* Good oral and written skills. 
* Good command of English. 
* Knowledge of maintenance and consolidation process. 
* Knowledge of transmission would be an advantage. 

Responsibilities 

* Establish planning procedures 
* Establish plans for AS and CNA activities. 
* Responsible for the resource planning 
* Ensure sufficient project management competence and 

resource for ASV and consolidation projects. 

* Responsible for all subsidiary personnel. 
* Establish a competence buildup plan. 
* Liase and coordinate support with T/OVG 

Contact Suae Org, 08-7194808, Memo ETXT.ETXSU0N, 
Thomas Haagendal, 086812624, ETXT.ETXTHAA or 
Catarina Larson, personnel, 08-7190836, ETXT.ETXLCAT. 

Ericsson Radio Systems AB, Kista 

MANAGER FOR IS/IT FUNCTIONS 

WITHIN RMOA 
In order to strengthen RMOA:s efforts in the 
areasContinous improvement Process development IS/IT 
and Quality assurance a new Operational Function has been 
formed at ERA/A. The aim of the work is to develop and 
coordinate the IS/IT support within our BU. 

We are looking for a person with wide experience from 
IS/IT management and administration. Good knowledge in 
English needed. 

Contact Hans Wigren, 08-7573188, or Utla-Britt Jansson, 
pesonnel, 08-7573352. Appl. to KI/ERA/A/HC Ufl 
Jansson, Memo ERARM0AA. 

Ericsson Radio Systems AB - Kista 

MANAGER • SWITCHING PRODUCT 

MANAGEMENT 
Business Unit for Cellular Systems - American Standards 
(RMOA) offers our customers solution for the PCS networks 
in 800 and 1900 MHz based on the DAMPS standards. D-
AMPS product offerings are being extended from the sup­
port of wide area mobility to wireless office and residential 
solutions. For the unit Switching Product Management we 
need a manager with the responsibility for profitability of the 
D-AMPS switching products. This entails establishment of 
product strategies, definition of product offerings, life cycle 
management, diatouge with customers and product mana­
gement relations with our product sources. 

Experience of switch network planning, design or product 
management is necessary. The work entails international 
contacts and travel. 

Contact Janez Skubic, 08-7571750 or Mats Blumenberg, 
08-7573310. Application to KI/ERA/A/HC OB Jansson, ER-
ARM0AA. 

Ericsson Telecom AB, BU Transport Networfc Systems, 
Saba 

TEST ENGINEER 

You will be working in a small, efficient team which is re­
sponsible for preparing the system test for production, 
known as ACAT. Programming is in C. We are situated at 
Sätra. The position consists of development of test met­
hods, tools and programs. Project management and guidan­
ce of others in the group is also included. 

Proven ability to work with people to achieve required re­
sults, high level of self-motivation and good verbal and writ­
ten communication skills, including English required. 
Knowledge in general production test environment ACAT 
test environment and in Ericsson systems including PROPS. 
PRIM etc would be highly regarded. 

Contact John Everingham, 08-7196227, Memo ETXT.ETX-
JOEV or Catarina Larson, personnel, 08-7190836. 
ETXT.ETXLCAT. 

Ericsson Systems Expertise LttL, IraUad. 940808 
tetmaatKmal Cnitimii Tratmmj Caatra, Baas» 

COURSE DEVELOPERS and 

TECHNICAL TRAINERS 
(Long-term contracts) 

The New Technology unit (ED/TN) within Ericsson Systems 
Expertise Ltd has a number of vacancies for experienced 
AXE10 staff to work as both course developers and techni­
cal training engineers. The successful candidates will report 
to John Griffin, Manager, New Technology Business Unit 
EEI/TN investigate and develop courses on the latest 
Ericsson products e.g. AMPHION, MXE, ATM, etc. 
Candidates should have a strong technical AXE10 back­
ground preferably with a University Degree and a minimum 
of 2 years experience in either design, test or a training en­
vironment. It is envisaged that you will design and deliver 
courses to both internal Ericsson staff and to Customers. 
Prior experience within a competence development environ­
ment is not required as adequate training in this area will 
be provided. 

Desirable Skills: Good written and presentation skills 
Fluency in written and spoken English Self Motivated Team 
oriented Knowledge of AM (optional) Good knowledge of 
Ericsson with a wide contact network 
FORTS. You will be at the forefront of technical advances in 
Ericsson in a highly visible and challenging role within a 
complex and busy environment 

These positions are on a longterm contract basis for a 
minimum of one year with a preferable term of two years. 

Contact EEI/TN John Griffin (EEI.EEUGN) or EQ/PE 
Margaret Mc Manamon (EEI.EEIMMM) Contracts Manager. 

Ericsson Australia Pty. Ltd., Memourne 

AXE PRODUCT MANAGEMENT 

The main responsibility of the role is the product manage­
ment of functions and features in AXE towards Telecom 
Australia. This involves liaising with both internal and exter­
nal customers to resolve technical issues and specifica­
tions requirements. The role also entails the ongoing mana­
gement of budgets, quality requirements and delivery sche­
dules for AXE packages contracted to Telecom Australia. 

Suitable applicants should be tertiary qualified 
(Engineering or related discipline), have 3 to 5 years experi­
ence in telecommunications, specifically in the AXE environ­
ment, knowledge of Ericsson documentations and software 
processes is essential. You need to demonstrate excellent 
communications and interpersonal skills. Ideally, applicants 
would be computer literate. 

Contact Pak Louey, Memo EPAPAK. 

SENIOR TESTER FOR CMS / 
MASTER TACS 
ETL Guildford are adding Master TACS design and test to 

our existing BSC & HLR design responsibilities. 

We are looking for an experienced tester with minimum 4 
years in function, AS or System test. Ideally you have CMS 
88 testing experience and are capable of advanced trouble 
shooting. This is a minimum 2 years contract assignment. 

Contact Steve Foster ETLETLSJFR, ECN 832 5383 or + 44 
483 465383or John Hayes ETLETUHA. Mail address: 
Ericsson Ltd, 3 Guildford Business Park, Guildford, Surrey 
GU25SG. England. 

BUSINESS MANAGER POLAND, 

MOBILE RADIO 
Installations of the first EDACS system in Poland is about to 
be finished and we are planning for future expansions and 
after sates services. The Business Manager will take the 
full business responsibility for our Polish EDACS operations. 
You will be leading the local EDACS team and you report to 
the Managing Director of our Polish company as well as to 
Ericsson Mobile Communications in Stockholm. Your areas 

of responsibility will cover marketing, sales, technical sales 
support, implementation and after sales services. The posi­
tions call for a University degree in Engineering or Business 
Administration. It is important with experience from system 
sales, that you can work independantly and that you are tru­
ly business oriented. Apart from System sales experience 
you will probably benefit from a background in any other 
area of a sales company's operations. A good knowledge in 
English is necessary and fluency in Polish highly desireable. 

Contact Jerzy Gryn, 0O948 2 6593355, Per Karibom. 08-
7572238 or Eva Jansson, personnel, 08-7571459. 

DEVELOPMENT MANAGER RADIOMO-

DEMS MOBILE DATA 
Mobile Data is the first step to a wireless mulitmedia world. 
Mobitex is Ericssons successful packet data network and 
has been sold to many countries over the world. Our mo­
dem radiomodem technology opens up a challenging wire 
less data communication world. The development team, 
consisting of some 50 engineers, needs a new coach. We 
design all parts of the radio, control hardware, software and 
mechanics. We need you who can set stimulating goals and 
find new roads to exiting applications in a rapidly changing 
world. You will report directly to the BU manager and you 
will be a part of the management team. 

Suitable background is at least 10 years in development 
with substantial management experince. You are in addition 
business oriented, committed to continous improvements 
and have a fluency in english. 

Contact Göran Bemtson, 08-7570378, Memo ECSGBN or 
Eva Jansson, personnel, 08-757 1459, ECSEVAJ. 

Ericsson Telecom AB, Systems Hsaagimiat & Design, 
BU Local, IN 

SYSTEM FILE MANAGER 

The mission of Systems Management & Design at BU Local 
is to secure periodic system releases of our active Product 
Lines (PL's) and Source Systems (SS's) which fulfil require­
ments on time plans and functionality, minimize BU Local's 
costs for development maintenance and handling, minimi­
ze the need for market design, ensure the upgradeability of 
the systems and fulfil requirements on characteristics and 
quality. 

We are looking for a System Engineer to be responsible 
for the System File used in our Application Module (AM) ba­
sed systems (concerned projects are FM^4 and Amphion). 
The System file ties together the System Modules in AM 
based systems which contain SW written in High Level 
PLEX. It contains specifications of global procedures and ty 
pe declarations and constants which are common in the 
whole system. As System file Manager you will mainly be 
responsible for updating and maintaining the system file, 
participating in the HLPLEX forum, monitoring the 
Application Platform (AP) Service Specifications, writhing 
Design Rules, handling of strategical issues as regards the 
system file.and being chairman at coordination meetings. 
You will have a key role in our projects (Amphion, FWP4, 
and future projects) which will give you excellent opportuniti­
es to gain competence and extend your contact network. 
You will work in a dynamic and stimulating environment to 
gether with persons with high AXEcompetence. 

Contact Per&ik Eriksson, 08-7195118, Memo ETXT.ETX-
PEE or Krister Skålberg, 08-7197765, ETXT.ETXKRIS. 

Ericsson GmbH, DusseMorf, Germany 

TEST SPECIALISTS AS VERIFICATION 

SSANDBSS 
The department where you will be working is, within EDO/R, 
responsible for AS verification of the SS and BSS nodes in 
the CME20 system. This responsibility also includes the 
FOA. You will play a leading role in the customer projects for 
delivery of new system releases to Mannesmann Mobirfunk, 
operator of the world's largest GSM network. You will also 
be a key person for delivery of modification packages bet­
ween the system releases. The work tasks includes - Sub 
project management of Acceptance and FOA projects - Be 
the technical coordinator in the verification group for the as­
signed node. - Supervise verification of rrwdrfication packa­
ges. Assist with trouble shooting. 

Suitable applicants should have a degree in electrical 
engineering, minimum 5 years of AXE experience preferably 
in GSM, fluent in english, spoken and written. German langu­
age is of some help. The candidate should preferably have 
previous experience from AS verification or similar activities. 

Contact Bertil Karlsson EDD.EDDBEKA ph + 49 211534 
2322 or Thomas Nienaber EDD.EDDTNR ph. +49 211534 
2328. 
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Christer Merstrand's regular job is testing MiniLinks at Ericsson Radar Electronics in Borås. He is presently in Bosnia serving as a 
UN soldier. Photos: Håkan Ström 

A guardian of peace 
Christer, an Ericsson employee, is in UN service in Bosnia 
In Bosnia, the Nordic countries 
are providing a joint UN batta­
lion, Nordbåt 2, of more than 
1,000 men. This unit contains 
a number of Ericsson employ­
ees, including Christer 
Merstrand, a 24 year-old from 
Borås. 

His regular job is at ERE in Borås, S 
Division, as a tester of ML 23 MiniLinks. 
But now he has exchanged his regular 
workcloths for the Army's M90 green uni­
form anda blue beret, serving as a guardi­
an of peace in Bosnia. 

A very ticklish assignment, according to 
all the newspaper accounts. The opposing 
sides seem unable to reach an agreement, 
and the war continues, though fortunately 
at a lower level of intensity. 

However, Christer believes that it is 
worth the sacrifice on his part to serve 
with the UN. 

"But it would be difficult to list reasons 
why people join UN units," Christer rela­
tes when Contact makes his acquaintance 
while he is on duty at observation post 
Romeo Zero Nine immediately outside 
Dastansko, a small village in northern 
Bosnia. 

"It's a combination of challenge, the 
desire to accomplish something and self-
realization that made me want to serve 
with the UN." 

Christer is an APC (armored personnel 
carrier) driver in Bosnia. The obvious 
question that is usually posed to UN soldi­
er is: Isn't it dangerous? 

Christer sends greetings to his colleagues at Department 2778. 
back to work and, most of all, to see my work-mates," he says. 

It will be good to get 

"Dangerous and dangerous," he replies. 
"There is much that is dangerous back ho­
me. Crossing the street, for example. The 
difference is that here, we are constantly in 
the middle of the street." 

"But this is something we have had to 
adapt to. Down here, we devote a lot of at­
tention to safety, among other concerns. 
When we are out and moving around in 
the area, we always wear protective vests 
and helmets, and try not to expose oursel­
ves to unnecessary dangers." 

Will your UN service be something you 
can utilize in your regular job? 

"Definitely. I have learned to associate 
with people on a group basis. Down here 
we live 24 hours a day, seven days a week, 

with the same people. This is the source of 
much valuable experience. 

"But there also other things you can le­
arn," Christer continues. "For instance, 
appreciating small things that one takes 
for granted back home in Sweden." 

Christer will have been in UN service a 
total of seven months when it is time to re­
turn to Sweden, Borås and the job at ERE. 

"I will return sometime in the middle of 
October. It will be good to get back to 
work, and see my work-mates," says 
Christer who, in conclusion, cannot resist 
the opportunity of sending greetings to 
Stefan, the two Magnuses, Iso and all the 
others at Department 2778. 

Jan-Rune Helén 

24 hour a day 
with Ericsson 

There's a great deal happening in 
the area of technology within 
Ericsson these days. The new 

technical management organi-zation at 
the corporate level that we reported on 
in the most recent CONTACT seems to 
be a prime topic of conversation 
throughout Ericsson. Many appreciate 
that much can be done to become even 
better at developing new technology. 

A constant problem in technical de-
velop-ment programs is that it always 
seems to take longer than estimated to 
come up with finished products. At so­
me point along the line a company rea­
ches the stage where, for competitive 
reasons, it has to tell customers what it 
is working on, but without being able 
to deliver anything. 

This is a problem that all companies 
that deal with complicated technologi­
es try to adjust to. This is true of 
Ericsson, too, but our company actual­
ly has an asset that many others lack: A 
highly decentralized research and de­
velopment operation. Ericsson has tra­
ditionally built up strong technical ex­
pertise in its most important markets. 
This is something we can exploit. 

I first heard the suggestion in 
Australia - but it has later popped up 
again in various places - that Ericsson 
should be able to organize "time-criti­
cal" development pro-jects so that its 
technical centers in different time zo­
nes can work on the same project. 

Picture the scenario. A team of 
program-mers that is writing a 
major program is working under 

great pressure for eight hours in 
Stockholm. Then it's time to quit. 
(Overtime is costly and not always pro-
duc-tive.) At 5:00 p.m. they turn the 
job over to a group in Dallas (where it's 
only 10:00 a.m.). And when this team 
has exhausted its brain cells for the 
day, it hands the project over to collea­
gues in Melbourne. 

At eight the next morning, when the 
Swedes again boot up their computers, 
they once more find that two days of 
work have been completed on the pro­
ject while they were away overnight! 

I appreciate that it's not as easy as it 
sounds to implement this scenario. But 
why not apply R&D resources to deve­
lop a work method of this type for tech­
nical projects? 


