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Billions of 
kronor to gain 
Through better coordination 
and planning, Ericsson can 
save billions of kronor in its 
purchasing operations. Jan 
Tufvesson is being assigned 
Group responsibility for pur­
chasing, as one of the staff 
managers in Anders Igel's 
new Corporate Technology 
organization. O 

German order 
for Mobitex 
Ericsson's system for mobile 
data communications, 
Mobitex, has captured an­
other market. This time, a 
new German operator plans 
to construct a nationwide 
Mobitex network. _ 

4 

Expertise in 
minature 
The Microelectronics Busi­
ness Unit in the Components 
Business Area is Ericsson's 
spearhead for the design, 
production and sales of mi­
croelectronics. Q 

A tour of the 
mini-fab 
Ericsson's new factory for 
the production of microcir-
cuits is known in the indus­
try as a "mini-fab." This faci­
lity in mini-format costs SEK 
1 billion, but is small in 
terms of the number of em­
ployees. In contrast, the le­
vel of education is high on 
the factory floor. + ** 

Malaysia is one of Ericsson's most important mobile telephony markets. 

Breakthrough for a new technology. One of the 
largest radio orders ever. An order from Malaysia 
increases Ericsson's chances of becoming the lea­
der in another attractive radio market. The order 

is for a radio-based fixed cellular network that 
will facilitate a rapid and cost-effective expansion 
of the country's telecommunications. _ 
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The 
mobile 

Mobile telephone sales 
exceed projections 
Sales of mobile telephones have skyrocketed in 
recent months. The trend is attributed to several 
factors. The digital systems, particularly GSM, have 
accelerated. At the same time, more operators are 
intensifying their marketing of the analog mobile 
system. Private persons are being attracted as 
subscribers with promises of low local-call rates 
and other incentives. 

It appears that all projections for 
the mobile telephone market ha­
ve been exceeded in recent 
months. The suppliers' and mar­
ket analysts' forecasts were far 
off the mark, particularly for 
GSM. 

"GSM has spread like wildfire 
recently," says Johan Siberg to 
Contact. Johan is the president of 
Ericsson Mobile Communica­
tions, the unit responsible for 
mobile telephones within Erics­
son. He relates that sales now ex­
ceed all expectations and at the 
same time the base for future sa­
les is increasing rapidly. 

"More and more countries are 
selecting GSM as the digital 
standard, particularly countries 
in Southeast Asia, as well as in 
Europe, the Middle East, South 
Africa and in Australia." 

Analog marketing 
While the digital wildfire gains 
pace, the analog system continu­
es to attract market interest. This 
is attributable to operators such 
as Telia in Sweden intensifying 
their marketing efforts to sell 
analog mobile telephones to the 
private sector. 

"This has occurred through 
using such offers as free local 
calls, low rates during low-traffic 
hours and similar incentives." 

England is one of the countries 
where operators have succeeded 
using this strategy to increase the 
number of analog subscribers pa­
rallel with the accelerating sales 
of the digital system. 

"Possibly these successes are 
an indication that the concept of 
"mobility" has become a central 

theme for private persons much 
more quickly than we have pre­
viously anticipated." 

Troublesome pricing 
In Sweden and many other coun­
tries, it has become difficult to 
gain a grip on pricing of mobile 
telephones. The market is a jung­
le of various offers in which the 
manufacturers of mobile telepho­
nes as well as the operators are 
making a wide range of "incredi­
ble" offers to customers. 

"The operators' heavy interest 
in this market demonstrates that 
mobile telephones are being sold 
like razors. They are not interest 
in the razors. Its' the blades, or in 
this instances the calls, which ge­
nerate the high revenues." 

Shortage of components 
Growth in mobile telephony, me­
asured by number of subscribers 
and system capacity, continues to 
rise sharply. Naturally, this pla­
ces heavy pressure on suppliers 
of mobile telephones, particular­
ly of pocket phones, which cur­
rently are predominant on the 
market. The pressure is so heavy 
that the supply of telephones has 
become a problem. 

"The manufacturers of telep­
hones have been experiencing 
expansion difficulties, but a grea­
ter problem is the supply of com­
ponents. It appears that all manu­
facturers foresaw a sharp increa­
se in sales, but that the compo­
nents industry did not view the 
situation seriously." 

The consensus in the industry 
is that access to components will 
no longer be a problem next year. 

Ericsson is expanding its capacity in Kumla and Lynchburg to cope with the rising demand for mobile te­
lephones, production is also being started in Linköping. 

and Lynchburg, Virginia and we 
are now starting production in 
Linköping, Sweden," reports Jo­
han. Currently, we are focusing 
on die newest generation, Jane, 
but Sandra is also selling well." 

Jane, the flagship of Ericsson's 
range, has been introduced for an 
increasing number of standards 
tiiis year. 

First, mere was die European 
analog standard, ETACS, then 
die American AMPS, followed 
by NMT, GSM and the most re­
cent digital AMPS in die so-cal­
led dual mode for the U.S. mar­
ket. 

"We are now working on die 
last standard, for Japan. A launch 
is also under way in diis market. 

Looking back 
The successes widi mobile telep­
hones could be called a nice 
birthday present for Ericsson's 
radio operations, which celebrate 
a 75th anniversary this year. 
Today, when developments in 
die field are steadily accelera­
ting, it is difficult to comprehend 
mat this is a technology which 
basically has existed for an entire 
generation. 

"It definitely makes you stop 
and reflect a moment," says 
Johan, "that our successes are ac­
tually die result of 75 years of 
collective know-how in the field 
of radio communications. We 
should be very thankful to the ra­
dio pioneers of the early 1990s," 
according to Johan. 

Hedin 

"Mobility has become a central concept for 060016," says Johan 
Siberg. Photo: Lennart Kaltea 

Until then, the positive effect is 
that the annual decline in the pri­
ce of mobile telephones, in the 
range of 15-20 percent, has been 
temporarily halted. 

"The price trend will gain pace 
again next year, when balance is 
regained in supply and demand," 
Johan contends. 

For Ericsson, mobile telepho­
nes have become an increasing 

important segment of its opera­
tions. This year, Johan Siberg an­
ticipates that Ericsson will manu­
facturer two and a half times as 
many telephones as last year. 
And in 1995, he expects a similar 
increase. 

Expanded capacity 
"We are expanding capacity at 
die factories in Kumla, Sweden 
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Billions to save through 
improved purchasing 
Materials and components presently account for 
between 70 and 95 percent of Ericsson's manufac­
turing costs. Most are purchased from external sup­
pliers. There are billions to be saved through more 
efficient handling of the development and purcha­
sing processes. 

This is the opinion of Jan Tufvesson, who is pre­
sently assuming responsibility for Group purchasing 
operations within Ericsson. He is one of Anders 
Igel's staff managers in the newly organized 
Corporate Technology function. 
The Ericsson business area that 
has progressed farthest with or­
ganizing purchasing operations 
is Radio Communications. Du­
ring a period of six years, pur­
chasing director Jan Tufvesson 
has raised the status of purcha­
sing-related matters to the hig­
hest level within the business 
area. 

"Purchasing has received a 
strong support from the organi­
zation in recent years. Within 
Radio Communications, mana­
gement has emphasized the stra­
tegic importance of purchasing 
matters," says Jan Tufvesson. 

It is not simply a matter of sa­
ving billions through more pru­
dent purchases but also of safe­
guarding access to important key 
components, raw materials semi­
finished products, etc. 

Within the business area, the 
purchasing function of today is 
the result of a six-year change 
process. It is the experience from 
this work that Jan Tufvesson 
now has the opportunity of ap­
plying at Group level. 

"It is a thrilling challenge that 
will give rise to many opportuni­
ties for future team-work. And it 
is my hope that these efforts will 
soon be reflected in Ericsson's 
balance sheet," Jan continues. 

Cooperation 
Jan emphasizes that the new pur­
chasing organization he intends 
creating shall build on the orga­
nization already existing in the 
various business areas. And co­
operation with these units is the 
method he will adopt in develo­
ping operations. 

"I am convinced that we will 
work well together," Jan asserts. 
He has already received strong 
support from numerous sources 
when it became known that he 
would assume the role of Group 
coordinator in this area. 

"My ideas are sufficiently 
well-known in purchasing circ­
les, therefore I interpret this sup­
port as a strong vote of confiden­
ce for implementing them 
throughout the organization, as 
was done earlier within Radio 
Communications. 

The motivation for the change 
activities that Jan conducted 
within Radio Communications 
was to increase profitability 
throughout the organization. The 
method is simple: Do it right 

Jan Tufves­
son will 
coordinate 
Ericsson's 
purchasing 
from the beginning! To accom­
plish this, Jan formulated two 
key concepts for purchasing ope­
rations: Interaction at an early 
stage and cross-functional coo­
peration. 

At an early stage 
"For example, it is important that 
purchasing decisions be reached 
at an early stage and suppliers se­
lected. The longer you wait, the 
less freedom of action you ha­
ve." Jan provides a concrete ex­
ample: 

"A buyer assigned to negotiate 
with a supplier on the price of a 
component which is already de­
signed into a product has very 
little room for negotiation. Or 
conversely, a supplier may have 
valuable inputs as to how a com­
ponent should be designed to not 
only fulfill its intended function 
but to also be simple to manufac­
ture." 

Simple principles 
The basis for all new designs 
must be to satisfy customer re­
quirements. The new products or 
processes that Ericsson is focu­
sing on must correspond to cus­
tomer needs. Only when the cus­
tomer is satisfied can the work be 
considered complete. 

Jan Tufvesson propounds five 
simple principles which all 
Group functions should follow: 
• Common regulations 
• Interaction at an early stage 
• Cross-functional cooperation 
• Decentralization of work and 

responsibility 
• Coordination 

'To be able to apply these 
principles requires that all parties 
involved be aware of the basic 
regulations and that they be pro­
perly educated and qualified for 
their work," Jan explains. "Inter­
action at an early stage and cross-
functional cooperation are facili­
tated if we are in proximity to 

Taking charge of purchasing. Jan Tufvesson is newly assigned as the responsible manager for coordina­
ting Ericsson's purchasing activities. He will be one of the new staff manager in Anders Igel's Corporate 
Technology unit. Photo: Gunnar Ask 

each other. We require aids 
which are supportive - and, pre­
ferably, to work with the same 
tools, systems, networks, softwa­
re, etc." 

Higher status 
What is purchasing, actually? 

The procurement of compo­
nents and materials for our facto­
ries is the answer that many 
would give. 

"That is by no means the entire 
truth," says Jan Tufvesson. His 
point of view is that buyers for­
merly had low status and were 
hidden away somewhere in the 
production organization. At that 
time, Ericsson purchased mostly 
raw materials, to which value ad­
ditions were made within the 
company. Buyers had little influ­
ence on cost levels. At that time, 
there was little reason to involve 
purchasing at an early stage. 

"In today's situation, buyers 
must be accorded considerably 
higher status in recognition of 
their efforts being incomparably 
more valuable," Jan adds. "Cur­
rently, purchased material frequ­
ently comprises 90 percent of 
Ericsson's total manufacturing 
costs. These are usually specially 
manufactured components - fre­
quently produced exclusively for 
Ericsson, ready-to-use accessori­
es, sub-systems, etc." 

Frequently, we have only a 
few suppliers to chose among, 
because our requirements are so 

high, or our reluctance, due to 
cost considerations, to have a 
component developed by more 
than one supplier. Interaction at 
an early stage and cross-functio­
nal cooperation thereby enter the 
picture - we must negotiate prior 
to selecting a supplier!" 

Three levels 
At Radio Communications, pur­
chasing is organized at three le­
vels; factory purchases, purcha­
sing units that are closely related 
to development engineering and, 
finally, a joint unit for support 
and management. 

Jan defines factory purchases 
as providing material and com­
ponents for production. Each 
factory has full responsibility for 
this function. 

"Then there are purchasing 
units assigned to each business 
unit. These are responsible for 
maintaining close contact with 
the development segment and 
which also ensure that we fulfill 
the requirement for interaction at 
an early stage and cross-functio­
nal cooperation. Accordingly, 
they also work interactively 
when project needs arise." 

The joint unit is a central pur­
chasing function headed by a 
purchasing director, with a stee­
ring group comprised of most of 
the business unit managers, the 
accounting manager, the produc­
tion director and the business 
area manager. 

"One of the central purchasing 
function's most important jobs is 
to provide support for acquiring 
outside technology. This requi­
res a sufficiently high position to 
enable establishing contacts with 
the corporate management level 
of supplier companies." 

Whole-hearted support 
In assuming Group-wide respon­
sibility for purchasing opera­
tions, Jan is aware of his depen­
dence on support from within the 
organization. 

"I want to build a purchasing 
organization based on the princi­
ples I have described, but I can't 
do it alone. On the contrary, I 
will need the whole-hearted 
support of mainly the business 
area managers." In this respect, 
Jan is hoping to receive the same 
support from the other business 
areas that he has already received 
within Radio Communications. 
The Group's business area man­
agers must also resolutely close 
ranks behind him, but Jan does 
not feel that this will be a pro­
blem. 

"Their operations are where 
the results will be reflected! 
Through improved purchasing, 
interaction at an early stage and 
cross-functional cooperation, 
Ericsson can save billions of kro­
nor annually, and all business 
units can benefit from the pro­
ceeds generated." 

Lars-Göran Hedin 
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Breakthrough 
for Mobitex 
in Germany 
The German consortium 
Gesellschaft fur 
Datenfunk mbrl (GfD) 
has selected Ericsson's 
Mobitex technology for 
a new nation-wide public 
mobile data network for 
which the company was 
recently awarded a li­
cense. This order signi­
fies a breakthrough in 
the important German 
market. 

The contract with GfD, which is 
valued at DEM 115 million 
(SEK 500 million), calls for deli­
very and installation of a comp­
lete Mobitex network. The net­
work will be ready to provide the 
first services in the spring. 

GfD are planning to invest ap­
proximately DEM 530 million 
(SEK 2.5 billion) in building the 

new network and providing ser­
vices. 

"We chose Mobitex because it 
is established technology with 
numerous European references," 
relates Friedel Tischler, GfD 
chief executive officer. 

"There is a wide variety of ra­
dio modems, connectivity pro­
ducts and applications currently 
available for Mobitex from many 
suppliers. Mobitex users all over 
the world have proven the relia­
bility of these products and 
shown that Mobitex applications 
are profitable investments. We 
are looking to the large installed 
base of Mobitex applications in 
Europe to help us to jump-start 
the German market," says 
Friedel Tischler. 

Large project 
Ericsson will deliver and install 
all base stations and switches for 
the new network. "Ericsson 

GmbH has demonstrated in other 
dealings with us their ability to 
manage large projects," explains 
Friedel Tischler. "So for us it 
made good business sense to let 
Ericsson provide a complete net­
work." 

"This order is particularly gra­
tifying, because the GfD consor­
tium represents several very de­
manding customers in the energy 
and telecom sectors," says Göran 
Berntsson, manager for the 
Mobile Data Division of Erics­
son Mobile Communications. 

"For European users, this 
means wide coverage for Mobi­
tex. Operators across Europe will 
be able to interconnect their net­
works and take full advantage of 
international roaming," 

Large market 
GfD foresees a potential market 
of 600,000 users by the year 
2000. To exploit this potential, 

Mobitex Is spreading in Europe. Now even German trucking compani­
es, taxis and other users will be able to take advantage of this form 
of mobile data communication. 

the new operator will deploy its 
network rapidly. 

The first phase, which will 
provide initial services by spring 
1995, will start in the Rhein-
Ruhr region and provide covera­
ge of major population centers, 
industrial areas and main roads. 
By April 19%, coverage will ex­
tend to 60 percent of the German 
population. When the network is 
completed at the end of 1997, it 
will cover 80 percent of the geo­

graphical area and 90 percent of 
the population. The number of 
base stations in the completed 
network will exceed 1,500. 

Members of the GfD consorti­
um include previous Ericsson 
customers Mannesmann, Com-
pagnie Financiére pour le 
Radiotelephone (COFIRA) and 
RAM Mobile Data. 

Mobitex networks are current­
ly in operation in twelve countri­
es on four continents. 

A milestone for 
Ericsson in Hungary 
Ericsson Technika Kft in 
Hungary has signed a 
contract with Monor 
Telephone Company cal­
ling for delivery of an 
AXE system, power equ­
ipment and cross-con­
nectors. 

The contract is valued 
at SEK 64 million (HUF 
800 million). 

Monor Telephone Company is a 
Hungarian-American joint ven­
ture company that holds one of 
the concessions issued to private 
companies for local telephony in 
Hungary. 

"Because this contract is the 
first from a private operator, it is 
a milestone for Ericsson in 
Hungary," says Gunnar Grahn, 
who works in Market Operations 
Europe within the Public Tele­
communications business area. 

The Hungarian customer is the 
regional operator in the Monor 
area near Budapest. 

31 villages 
With this contract, the need for 
telephone communications in 31 
villages in die area will be satisfi­
ed. Installation will begin in 
September of this year, and the 
first phase will be completed be­
fore year-end. The remaining 
subscriber lines will be installed 
in June 1995. 

As one of the leading suppliers 
of telecommunications equip­
ment in Hungary, Ericsson is 
contributing to a rapid moderni­
zation of the country's wireline 
and mobile telecommunications 
networks. 

To date, more than half a milli­
on AXE lines have been taken in­
to operation. 

Earlier this year, Ericsson re­
ceived an order for an RAS 1000 
system, a radio-based subscriber 

The need for more extensive telecommunications is vast in Hungary. 
Many people must still rely on coin-operated telephones. 

network that will cover the 
Budapest area. Ericsson has also 
supplied two of the country's 
mobile telephone systems, NMT 
450 and GSM. 

Ericsson received the first or­
ders from Hungary in the late 

1960s. The first AXE order was 
received in 1989. 

An Ericsson company was 
opened in Hungary in 1991. 
President of the company, which 
currently has about 450 employ­
ees, is Istvan Fodor. 

New agreement 
with Liaoning 
Ericsson recently signed 
an framework agreement 
with China's Liaoning pro­
vince calling for the ex­
pansion of the telecom­
munications network. 
The agreement includes delive­
ry of AXE equipment, intelli­
gent networks, mobile telepho­
ne systems and transport net­
work products based on SDH 
technology (Synchronous Digi­
tal Hierarchy). The contract al­
so calls for the delivery of ATM 
equipment for the new genera­
tion of telephone services that 
demand high transmission 
speeds. Deliveries are spread 
over a two-year period starting 
in 19%. Discussions concer­
ning financing will be initiated 
shortly. 

This is the fourth framework 
agreement that Ericsson has 
signed with Liaoning Post and 
Telecommunication Admin­
istration. 

Oman to expand network 
Ericsson has received a contract for a 
complete project in Oman valued at SEK 
200 million. The contract concerns ex­
pansion of Oman's telephone network in 
rural areas. Products will be supplied by 
the Business Communications and 
Network and the Public Telecommu­
nications business areas. The customer is 
GTO, General Telecommunications Or­
ganization, telephone operator in Oman. 

"With this contract, Ericsson streng­
thens its position in the gulf region," says 
Gustav Magnussson, who works in 
Market Operation Asia and the Middle 
East in the Public Telecommunications 
business area. The contract calls for the 
development, planning and construction 
of a total communications solution, based 
on Ericsson's AXE switches and trans­
mission equipment. 

Land mobile radio to Korea 
Ericsson will supply an ED ACS land mo­
bile radio system to the Korea Electric 
Power Company, KEPCO. The system 
will be used to improve service in the po­
wer net in the Seoul area. KEPCO sees 
the installation of the EDACS system as 
the first step in upgrading the company's 
nation-wide communications system. 

Samsung Electronics Corporation of 
Korea is responsible for the contract, but 

it is Ericsson that will deliver equipment 
and provide maintenance services. 

"This contract is the beginning of a 
long-term cooperation," says Staffan 
Svensson, Vice President for Land 
Mobile Radio International within Erics­
son Radio. 

"We are convinced that our global suc­
cesses as supplier for power companies 
will be repeated with KEPCO." 
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Giant contract 
from Malaysia 
Malaysia is one of Erics­
son's most important 
markets in Southeast 
Asia. Ericsson Radio re­
cently landed an order 
for a fixed cellular net­
work valued at SEK 3.4 
billion. The network, 
which is based on the 
AMPS/D-AMPS stan­
dard, marks the unvei­
ling of an entirely new 
service, in which radio 
communication replaces 
cables in the subscriber 
network. 
The first area in Malaysia to re­
ceive the new service is the vaca­
tioners' island, Langawi, where 
an exchange and two radio-base 
stations have already been instal­
led. The work is now being acce­
lerated in order that at least 1,000 
subscribers will have home or of­
fice connection by Christmas. 

The Ericsson system of buil­
ding fixed networks using cellu­
lar radio technology is wholly 
automated. It utilizes the latest 
TDMA technology (Time Divi­
sion Multiple Access) in order to 
satisfy public network require­
ments. 

Although initially, the network 
will use both analog and digital 
technology, the goal is to wholly 
adopt digital technology. 

Vijay Kumar, president of 
Syarikat Telephone Wireless 
(STW), who ordered the system, 
notes how rapidly such a system 
can be installed: 

"The fixed cellular network 
can thus meet the heavy demand. 
This new method of offering te­
lecom services is also a cost-ef­
fective alternative to traditional 
wire telephony." 

Breakthrough 
"This is a decisive breakthrough 
for the application of AMPS/D­
AMPS in a fixed cellular net­
work", comments Kurt Hell­
ström, head of the Radio Comm­
unications Business Area. 

"With STW taking the lead by 
introducing the technology in 
Malaysia, this order will serve as 
a milestone for fixed-network ra­
dio communications in the Asia­
tic region." 

Malaysia is one of the Southeast Asian countries where Ericsson has enjoyed its greatest success in mo­
bile telephony. Now, radio technology will also be used to expand the country's fixed telephone network. 

Having wireless telephony at 
home or work signifies a major 
step forward. The STW project is 
one of the world's largest of its 
type. It is believed that cellular 
telephony will further the growth 
of telecommunications in both 
Asia and South America. 

"We consider it beneficial that 
Ericsson has chosen to develop 
its products for the Malaysian 
market," says Olle Ulvenholm, 
who heads Ericsson operations 
in Malaysia. The building of a 
fixed cellular network is an im­
portant part of the government's 
"Vision 2020" program, and we 
are proud to make a contribution. 

The Group had earlier delive­
red "regular" AMPS/D-AMPS 
standard mobile-telephone sys­
tems to several countries. More 
than five million subscribers in 
25 countries throughout the 
world are presently being served 
by means of such systems from 
Ericsson, which is the world's le­
ading supplier, with 32 percent 
of the North American market 
and 56 percent of the remainder 
of the world. 

Ericsson has been in 
Malaysia since 1965 
Ericsson has been in 
Malaysia since 1965, first 
involved in a long term coo­
peration with the operator 
Jabatan Telekom Malaysia. 

Now, the group is working 
together with Telekom Ma­
laysia Berhad, as a suppli­
er of digital AXE-switches 
and of the mobile telepho­
ne system ATUR, which is 
based on the NMT450 
standard. Other important 
customers are Celcom 
(Cellular Communications 
Network), operating a mobi­
le telephone system of the 
E-TACS standard and Mo-
bikom, who is running a di­
gital mobile telephone sys­
tem (D-AMPS). 

The Group's operations in 
Malaysia are concentrated 
in two different companies, 
Ericsson Telecommunica­
tions Sdn Bhd and Perwira 

Ericsson Sdn Bhd. Both are 
joint-venture companies to­
gether with the Malaysian 
company Lembaga Tabung 
Angkatan Tentera. 

Working closely together, 
the two companies employ 
in total 700 persons. Most 
of these are highly educa­
ted engineers or qualified 
technicians. 

Digital to 
Malaysia 
Ericsson has received a large 
digital, mobile-telephony equ­
ipment order from Malaysia. 
The order is valued at SEK 
350 million and was placed by 
Celcom Cellular Communica­
tions Network. 

By virtue of this order, 
Ericsson becomes the princi­
pal supplier of equipment for 
Celcom's digital mobile-telep­
hone system. The system ope­
rates on the 900-Hz band. Cel­
com has been operating an 
analog E-TACS network with 
more than 350,000 subscri­
bers. Here also, Ericsson has 
been the principal supplier. 

Now, by expanding a digital 
system, Celcom can increase 
its network capacity conside­
rably. The investment is part 
of Celcom's plan to wholly di-
gitalize the infrastructure of its 
telecommunications. This will 
be Malaysia's first wholly di­
gital telephone network. 

AXE to Sichuan 
Ericsson will deliver AXE 
equipment and operating-sup­
port systems to the Chinese 
province of Sichuan. A letter 
of intent for a framework 
agreement was recently signed 
with Chongqing Telecom Bur­
eau covering the deliveries, 
which include equipment va­
lued at about SEK 1.3 billion. 
Chongqing Telecom Bureau is 
the public telephone operator 
in Chongqing, one of the lar­
gest cities in Sichuan province, 
in southwest China. The new 
agreement strengthens Erics­
son's positions in this provin­
ce. 

Factory in 
Mexico sold 
Ericsson has sold its control­
ling share in the Mexican cable 
company, Conductores Latin-
casa S A. de C.V. The buyer is 
a local Mexican industrial 
group. 

Latincasa, whose head offi­
ce is in Mexico City, with ma­
nufacturing at San Luis Potosi, 
has annual sales of SEK 650 
million, with 1,200 employ­
ees. With this sale, the compa­
ny has now divested the last of 
the cable companies formerly 
operated in Latin America. 
The purchase amount is SEK 
450 million, yielding Ericsson 
a capital gain of almost SEK 
240,000. 

Lebanon buys GSM 
Ericsson has obtained an order to deliver 
a GSM network that will encompass all 
of Lebanon. The contract was signed 
with the Lebanese company, F.T.M.L. 
and the Ministry of Public 
Telecommunications. This is a "build, 
operate and turn-over contract," which 
means that the network is to be built, ope­
rated and, after a time, transferred to the 
customer. 

The network will be placed in opera­
tion in December 1994, with 30,000 sub­
scribers being served initially. 

Lebanon is one of the first Middle East 
countries to opt in favor of having a GSM 
network installed. 

The modernization of telecommunica­
tions is a vital link in the rebuilding of the 
country's infrastructure, following many 
years of civil war. 

Lithuania new AXE-country 
LM Ericsson A/S Danmark has landed an 
order from Lithuania to deliver AXE 
equipment, SDH-based transport net­
work products and optic-fiber cable. The 
order was placed by Telekomas, the 
country's public telephone operator, and 
is valued at SEK 22 million. 

With this order, Ericsson has sold the 
AXE system to no fewer than 111 diffe­
rent world markets. Other newly arrived 

markets for AXE include Qatar, Laos and 
Andorra. 

LM Ericsson A/S in Denmark is re­
sponsible for the operations in Lithuania. 
The office in Vilnius is under Danish 
management. The employees are local 
residents. This, however, is not the 
Group's first establishment in the coun­
try - telephone equipment was delivered 
to Lithuania already in 1919. 
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Rod Olsen. Group Executive Director, Finance, at Cable & Wireless and Anders Igel, Senior Vice 
President, Technology, sign the Corporate Relationship Agreement. 

New partner 
in strategic 
development 
A Corporate Relation­
ship Agreement was sig­
ned at the end of August 
between the British tele­
communications opera­
tor Cable & Wireless 
and Ericsson. Under the 
agreement, Cable & 
Wireless has designated 
Ericsson as a strategic 
partner and supplier of 
telecommunications pro­
ducts and services. 

"This is a very positive develop­
ment in the relations between 
Cable & Wireless and Ericsson, 
and the intentions of the agree­
ment will be followed up at Cor­
porate levels on a regular basis," 
says Anders Igel, Senior Vice 
President, Technology, who sig­
ned the agreement with Rod Ol­
sen, Group Executive Director, 
Finance, at Cable & Wireless. 

Huge benefits 
Commenting on the agreement, 
Rod Olsen said: 

Corporate 
Relationship 
agreement 
with Cable 
& Wireless 

"Such agreements with our 
suppliers promise huge benefits 
for Cable & Wireless. They will 
not only lead to financial savings 
but, through the development of 
a closer relationship between 
Cable & Wireless and our suppli­
ers, should allow us to more easi­
ly anticipate, and meet, the de­
mands of our customers." 

Gratifying 
The decision by Cable & Wire­
less to select strategic partners 
represents a major change in the 
company's purchasing approach. 

"One reason for selecting stra­
tegic partners is that Cable & 

Cable & Wireless in brief 
• Head office and parent company are located in London 
• Approximately 40,000 employees 
• Major operations are in Europe, the Far East and the 

Caribbean. In recent years, activities in the Middle East and 
Africa have gained importance. 

• Annual sales in 1993 amounted to about GBP 5 billion 
(approx. SEK 60 bn). 

Wireless is moving away from 
old-style confrontational purcha­
ser-supplier relationships to avo­
id the time-consuming procedu­
res of open bidding. Instead, the 
company wants to improve ma­
nagement of strategic supply 
item purchase through close, 
continual relationships with sup­
pliers who handle delivery and 
maintenance of the telenet," con­
tends Rolf Bäckström, responsi­
ble for business development 
and international operators wit­
hin Ericsson Telecom's marke­
ting unit, Business Development 
and Marketing. 

"It is gratifying that Cable & 
Wireless selected us, and we will 
ensure that they will not be dis­
appointed, by demonstrating that 
Ericsson is a partner to rely on.", 
adds mr Bäckström. 

Good cooperation 
The realization of the Corporate 
Relationship Agreement is attri­
butable partly to Ericsson UK's 
good cooperation with Cable & 
Wireless. Ericsson has been one 
of Cable & Wireless' main sup­
pliers for many years. 

"Until now we have been 
strong in mobile telephony. 
Hopefully, with the signing of 
this agreement, we can also 
strengthen our position in the pu­
blic telecommunications seg­
ment," says Rolf Bäckström. 

Josephine 
Edwall-Björklund 

Breakthrough 
in Romania 
Ericsson has obtained 
two strategically impor­
tant contracts in 
Romania for equipment 
for wireline public tele­
communication. 
Ericsson has signed its first 
contract with Romtelcom RA, 
die Romanian telecom opera­
tor. The order is valued at SEK 
40 million and includes delive­
ry and installation of AXE 
switches, SDH-based transport 
network equipment, fiber-opti­
cal cable and Minilink radio-
link equipment for the Mara-
mures area in die north of the 
country. 

The second contract was sig­
ned with SNCFR, the Roma­
nian state railway. This order 
covers SDH-based transport 
network equipment and fiber 
cable for linking Bucharest and 
Ploiesti as die first step in die 
development of a modem tele­
com network for die railway. 

Ericsson had earlier supplied 
die country's only mobile-te­
lephone system. 

Widi a population of 23 milli­
on, a low telephone density and 
an economy which has reached 
a turning point, Romania could 
become an important market in 
the years ahead. 

New cooperation 
within multimedia 
Ericsson Business Net­
works AB and Data 
Construction AB have sig­
ned a distribution agree­
ment stipulating that Data 
Construction and its asso­
ciated companies are to 
distribute products from 
Ericsson in the Nordic re­
gion. 
The agreement entitles Data 
Construction, through its dealer 
network, to distribute and market 
Ericsson products for multime­
dia and data communication wit­
hin die area of corporate commu­
nications. 

"One of the fastest-growing 
segments today is die integration 
of voice, data and video, namely 
multimedia. Ericsson is far ad­
vanced in this area and already 
has products to offer," says 
Berndt Långström, president of 
Data Construction AB. 

"Through die cooperation widi 
Ericsson, our product line is 
broadened to include strongly 
competitive products of high 
quality, which strengthens our 

offerings to customers," adds 
Krister Aronsson, marketing ma­
nager for Data Construction AB. 

"We chose Data Construction 
as a distributor because of tiieir 
commitment and thorough 
knowledge of networks and 
communications. Data Const­
ruction offers its dealers and 
tiieir customers a comprehensive 
commitment; not just sales but 
also training, service and advi­
ce," says Anders Berghagen, 
who is responsible for indirect 
sales at Ericsson Business Net­
works AB. 

This is the first distributor 
agreement that Ericsson has sig­
ned with a member of the LAN 
Group International. 

The LAN Group International 
was established in 1988 and con­
sists of 12 distribution compani­
es widiin the networks and com­
munications area. One of die 
group's objectives is to advance 
the development of new market 
segments and to exchange expe­
rience related to suppliers and 
customers. 

Continued strength 
in Denmark 
Denmark's leading GSM opera­
tor, Tele Danmark Mobil, has or­
dered radio base stations, swit­
ches and software from L.M. 
Ericsson A.S. valued at SEK 300 
million. Ericsson diereby contin­
ues as Tele Danmark Mobil's ex­
clusive supplier of radio base 
stations and switches. 

The inflow of subscribers to 
Tele Danmark's Mobile network 

has been extremely heavy during 
the year, with diis trend expected 
to continue in the immediate 
years ahead. 

Ericsson enables die operator 
to increase capacity and to also 
expand indoor coverage for 
pocket phones sooner than had 
been anticipated. New services 
and functions will also be intro­
duced. 

Qatar Ericsson's 110th AXE market 
Ericsson has obtained an order from Qatar Telecommuni­
cation Corporation (Q-TEL) covering delivery of AXE equipment 
to Qatar. The overall value of the order is approximately SEK 
52 million (USD 6.6 million). The order marks the 110th mar­
ket in which Ericsson has sold the AXE system. 

Other new AXE markets include South Africa and Laos, whe­
re Ericsson is presently installing mobile telephone systems 
(GSM), and Andorra. 
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Stellan points the way to 
better information systems 
Stellan Nennerfeldt, Ericsson Radio Systems, has 
received an exciting assignment from Ericsson's 
head of technology, Anders Igel. He will assume 
responsibility for information systems and techno­
logy - IT - within the reorganized Corporate 
Function Technology. 

"There is much to do in this area, says Stellan to 
Contact. Ericsson, one of the world's leading com­
panies in IT, has not always been particularly adept 
at exploiting the opportunities offered by 
Information Technology within its own operations. 
Today, much effort is being de­
voted to improving the various 
operational processes within 
Ericsson. A critical aspect of the 
work frequendy consists of crea­
ting better methods of handling 
information and of finding ways 
of enhancing die value of the in­
formation to be handled. Coping 
successfully with this requires 
that a sound infrastructure exist. 
Often, such an infrastructure is 
lacking. 

"Accordingly, Ericsson's futu­
re information systems must be 
rebuilt from the foundation. We 
must begin from scratch, other­
wise the risk is great mat it will 
go wrong," Stellan Nennerfeldt 
explains. 

Stellan is responsible for infor­
mation matters within the Radio 
Communications Business Area 
and, since October 1, is also 
responsible for Group-wide IT, 
as information technology are 
normally referred to. 

Shoemaker's son 
"Ericsson is actually an IT com­
pany, and one of the foremost in 
the world," Stellan continues. 
'Telecommunications is of cour­
se one of the most vital elements 
in modern IT solutions. The 
company is developing and sel­
ling increasingly more sophisti­
cated solutions in this area, but 
we are far from being so accom­
plished in our own activities." 

"The adage about a shoema­
ker's son not having the best 
shoes really applies. According­
ly, there is enormous potential 
for improvement, a potential that 
we intend to thoroughly exploit," 
Stellan promises. 

Infrastructure 
"The first area in need of a 
thorough review is the informa­
tion-handling infrastructure at 
Ericsson today. By that I mean, 
in principle,all the systems we 
utilize for information handling, 
but most of all those that move 
laterally dirough the company, 
irrespective of organizational 
boundaries and similar. 

Stellan lists four important 
points which require immediate 
attention: 
• To ensure that all the informa­
tion-handling networks we utili­
ze can actually communicate 
with each other. 
• To improve our e-mail, that is, 

"There is 
much to be 
done within 
Ericsson in 
this area" 
to develop a more powerful and 
modern successor to Memo. 
• To create a uniform method of 
document handling within Erics­
son. 
• To upgrade information secu­
rity — both in the matter of aut­
horized distribution and to safe­
guard against loss of data. 

"These four points are funda­
mental to the work we are now 
beginning. Their common deno­
minator is the enormous signifi­
cance they have for the Group's 
competitiveness. In other words, 
tiiere is much to be gained from 
more efficient, more secure in­
formation handling." 

Group standards 
For Stellan, standardization is 
another important issue. He em­
phasizes that a number of Group-
wide standards actually will be 
established in the area. At the 
same time, however, he does not 
want the work limited exclusive­
ly to measures that promote com­
petitiveness. 

"Before expending effort to 
standardize IT solutions, we 
must question whedier they are 
strategically important for the 
Group. Otherwise, standardiza­
tion could easily become an end 
in itself and become a dead end. 
The work must be limited if we 
are to have a chance of reforming 
the information systems." 

Three groups 
For many people, information 
systems may be an unclear con­
cept. Consequently, Stellan pre­
fers to divide IT into three main 
groups, in order to make it more 
concrete and easily understood. 

"Firstly, there are the product-
related support systems. For ex­
ample, these may consist of de­
velopment tools." Stellan prefers 
to regard diese as a part of the 
product families that utilize 

Stellan Nennerfeldt is responsible 1 
Function Technology. 

them. System responsibility 
should reside with those having 
responsibility for the products. 

The next major group are func­
tions of a general nature, such as 
order-entry, inventory-control 
and invoicing systems; systems 
for financial-control, data, wages 
and salaries, etc. 

"In this group, there is frequ­
ently an overriding need for stan­
dardization and coordination. 
Systems which can contribute to 
increased competitiveness are to 
be standardized to a considerably 
greater extent than previously. 

The third group are the func­
tional systems which are used on 
a more local basis. These are to 
be created and purchased by the 
units using them but, here as 
well, the regulations for IT stan­
dardization established by the 
group must be duly observed. 
Investments in such systems 
must be treated like any other in-

' hifotiiiatkw technology productivity within the reorganized Corporate 
Photo: Peter Nordahl 

vestment, that is, they must yield 
a return, either in increased pro­
ductivity, shorter lead-times or 
higher quality. 

"We have professionals within 
the company with the responsibi­
lity of standardizing the infra­
structure and who can lend assis­
tance to developing improved 
systems within all three groups," 
Stellan notes. In this instance, he 
is referring to the new core unit 
for information technology, EIT, 
which will assume an increasing­
ly important role in the future. 

TQM 
"Improved information systems 
can be used as leverage for an ef­
fective rationalization of Erics­
son's operations. Accordingly, 
the efforts devoted to examining 
this area go hand in hand with the 
Group focus on TQM, Total 
Quality Management, Stellan 
points out. 

"Just as with TQM, the impor­
tant point now is to identify the 
best solutions for various tasks 
and then ensure that they are dis­
seminated diroughout Ericsson. 
If this can be managed, we have a 
real chanc to improve in this area 
but, at the same time, we must ta­
ke care that we don't overturn all 
tiiat we have today. 

Priority areas 
Instead, Stellan wants to choose 
discriminatingly among the real­
ly critical areas and begin there. 

"And, while we are at it, we 
intend to rebuild through evolu­
tion rather than revolution. This 
way we derive advantage from 
the knowledge-base which is "in 
place" for various systems and 
solutions. And the most impor­
tant aspect of all, we can link IT 
more closely to the way Ericsson 
works." 

Lars-Göran Hedin 
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Masters of 
miniatur­
ization 
The future of microelectronics is made in Kista 
Mastery of microelectro­
nics is essential in the 
information age. Sys­
tems are increasingly 
being built on silicon wa­
fers - chips. 

The design, develop­
ment, manufacture and 
marketing of chips is the 
task of Ericsson's micro­
electronics center in 
Kista. 

Microelectronics has a long hist­
ory of development at Ericsson. 
Today's microelectronic techno­
logy, which has evolved since 
the late 1960s from the former 
Ericsson company RIFA, is the 
foundation for many of the suc­
cesses that we experience today. 

Based in Kista 
Ericsson's competence center for 
microelectronics is located in 
Kista, north of Stockholm. The 
center is composed of two main 
units. There is one core unit for 
applied research and develop­
ment which is responsible for the 
development of microelectronics 
devices. Responsibility for de­
sign, production and manufactu­
ring of microelectronic compo­
nents rests with a business unit 
with a profit requirement. 

This unit, which is called 
Business Unit Microelectronic 
Access Devices, has evolved 
from the original microelectro­
nics tradition established with 
Rifa and more recently through 
Ericsson Components. 

Found everywhere 
Open an AXE station, a radio ba­
se station, a mobile telephone, a 
subscriber exchange or virtually 
any other Ericsson product, and 
you will probably find micro­
electronic devices manufactured 
by this business unit. 

"We have a central position 
within Ericsson today, which is 
very exciting. We have very 
good insight into systems deve­
lopment in the various business 
units," says business unit mana­
ger Sigrun Hjelmquist. 

"Our responsibility includes a 
deep involvement in Ericsson's 
systems strategies and contribu­
ting our expertise in components. 
Thus we work closely with sys-

The nearly 700 employees In the microelectronics business unit cer­
tainly have some of the most exciting jobs within Ericsson. Shown in 
the photo are Sigrun Hjelmquist, manager of the microelectronics bu­
siness unit at Ericsson Components, together with Per Nilsson, 
Helen Nylund, Ulla Carlén and Staffan Robertsson. 

terns development in the various 
business areas. Our design engi­
neers devote an increasing 
amount of time to visiting 
customers, both internal and ex­
ternal," relates Sigrun. 

The entire chain 
Remaining competitive in micro­
electronics makes demands on 
both design, manufacturing and 
marketing. The microelectronics 
business unit is involved in the 
entire chain, as well as in deve­
lopment and purchasing. 

"What is interesting about our 
business unit is the balance be­
tween remaining a strategically 
important internal supplier for 
Ericsson, while fulfilling the re­
quirements of being competitive 
and profitable. We know that 
Ericsson is dependent on not on­
ly expertise in electronic design, 
but also its own microelectronics 
manufacturing capacity," says 
Sigrun. 

External customers 
"The business unit's customers 
are found primarily whhin Erics­
son but also externally. We com­
pete on equal terms with other 
suppliers, but it is especially im­
portant that we are competitive 
for Ericsson customers. Ericsson 
is dependent on powerful micro­
electronics, but cost is important. 
It is our obligation to conduct bu­
siness on market terms," Sigrun 
observes. 

The external market provides 
important input that probably 

would not reach Ericsson 
through other channels. The vo­
lumes generated by external sa­
les are also essential for maintai­
ning cost efficiency and competi­
tiveness. External customers in­
clude other systems manufactu­
rers. Ericsson companies, howe­
ver, account for 60 percent of sa­
les. 

Two product areas 
"Our operations consist of two 
principal product areas: the deve­
lopment and manufacture of sili­
con chips and the development 
and manufacture of modules, 
such as hybrids, resistor net­
works, opto-modules and RF 
transistors. In some modules, 
such as RF power transistors, 
Ericsson's own chips are used. 

In pace with the increasing fo­
cus on micro-construction and 
miniaturization, the importance 
of semiconductor components 
and modules increases. 

Millions of resistors 
Over the past 20 years, the unit 
has delivered about 200 million 
resistor networks and, during the 
past 15 years, some 50 million 
subscriber Une interface circuits 
(SUC), 30 million terminal cir­
cuits, one million RF transistors 
and 100,000 opto-modules. 

There is every indication that 
demand for broadband services, 
data communication and multi­
media will result in even greater 
demand for components. 

Inger Björklind Bengtsson 
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Photos: Anders Anjou CUC, which is a complete line function that receives ring signals and connects calls, is a big seller in China and i 
countries. Business Center Hybrids and Resistor Networks. 

Hans Johansson designs the next generation of subscriber line interface 
circuits (SUC) at the Une Circuits Design Center. 

Industrial robots handle the chips in the litho­
graphic process in the yellow room. 

Microelectronic components 

Ulrika Aunes optimizes laser modules at the I 
Power Transistors. 

Center Opto and RF 

• The line circuit SLIC 
(subscriber line interfa­
ce) has been the main­
stay in operations over 
the past ten years and 
still hold its position as 
the global market lea­
der. This circuit handles 
the connection of the 
subscriber line in the te­
lephone station. The 
SUC is constantly being 
refined to meet new de­
mands, not the least to­
morrow's broadband 
networks. The circuit 
was first designed in 
1979 in a joint effort by 
Ericsson and Ellemtel. 

• Opto-components 
handle an increasingly 
large portion of the pro­
cessing of speech, data 
and images for tomor­
row's integrated broad­
band networks, the 
SDH and PDH transport 
networks. 

• RF power transistors 
are created to meet re­

quirements in mobile 
telephony for transmis­
sion of large volumes of 
information in both ana­
log and digital systems 
operating at high power, 
high temperatures and 
high frequencies. 

• CLIC The complete fi­
ne interface circuit is a 
hybrid circuit that provi­
des all line functions for 
accepting ring signals, 
connecting calls and 
handling analog/digital 
conversion between the 
subscriber and the ex­
change. 

• Resistor networks 
are based on a thick-
film circuit which can be 
adjusted to match diffe­
rent voltages or trim­
med exactly to a speci­
fic resistance. 

• ASIC Application-spe­
cific integrated circuits 
are designed for speci­
fic purposes. 
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An early automatic mobile telephone from 1968. 

As mobile telephony contin­
ues to grow at an unprece­
dented rate, Ericsson Radio 
celebrates its 75th anniver­
sary. A review of ERA'S his­
tory shows that it basically 
reflects the history of radio 
technology. This history 
stretches from 1922, when 
Svenska Radioaktiebolaget 
began the first radio broad­
casts in Sweden three eve­
nings a week, up until the 
1990s, when Ericsson intro­
duced the world's most ad­
vanced mobile telephones. 

At the beginning of the century, radio 
communication was a new technolo­
gy that was developing rapidly. L M 
Ericsson was following this new 
technology with great interest and, 
together with AGA, ASEA and three 
financial institutions, established 
Svenska Radioaktiebolaget on Sep­
tember 19, 1919. 

In the early years, the company 
mainly manufactured radio stations 
for Swedish Telecom and the Royal 
Swedish Navy. From 1922, SRA 
conducted radio broadcasts three 
nights a week with music and news. 
These continued until AB Radio­
tjänst (Radio Sweden) was establish­
ed in 1925. 

LME takes over 
In autumn 1927, L M Ericsson beca­
me the principal owner of SRA and 
the company's operations were orga-
ni7pd in hrnadoast radio marine ra-

Ericsson 
Radio notes 
75-year 
anniversary 
dio and telephone divisions. (The lat­
ter was transferred to LME in 1931.) 

The broadcast radio division was 
the largest, with manufacturing of ra­
dio sets (Radiola), gramophones and 
speaker systems. Transmission mate­
rials were also an important product 
area which continued until 1956. 

In 1929, foreign markets began to 
open, and the first major radio net­
work was sold to Mexico. 

Experiments with TV 
In 1935, SRA constructed a televi­
sion transmitter and later that year, 
on November 20, was responsible for 
the first TV broadcasts in Sweden. 
The public was able to see these first 
transmissions at several newspaper 
offices in Stockholm. This was no 
more than a test, however, as the 
technology still had several hurdles 
to conquer. 

During the war, SRA developed 
defense communications for the 
Swedish Air Force, field radio sta­
tions for die Army and mobile radio 
for the police and other authorities. In 
the 1950s, production was again con­
centrated on civil applications, and in 
1954 SRA was able to offer the first 
TV receiver a flnnr-stanriino moHel 

From broadcasting 
to mobile phones 

The latest generation of mobile telephones from Ericsson are small, 
easy to use and based on extremely sophisticated technology. 

with a 17" picture tube. (Subsequent 
models included a 21" table model.) 

Radio and TV operations were 
soldin 1964 to AGA. 

As early as 1956, SRA and Swe­
dish Telecom had started the world's 
first automatic mobile telephone sys­
tem in Stockholm and Gothenburg. 
The rrwnmprrial hwafcthrrmwh ho­

wever, was not until 1981 with the in­
troduction of the Nordic mobile te­
lephone system NMT 450. 

History since that date is a sharply 
rising curve. Today Ericsson is the 
world leader in mobile telephone sys­
tems with about 41 percent of all sub­
scribers using Ericsson systems. 

Lars Cederquist In the post-war period, intensive ef-
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The world's most modern chip fab 
Ericsson new plant for 
complex silicon ICs -
which is the showpiece 
of microelectronics at 
Ericsson - rests on a so­
lid foundation. Although 
subway trains and high­
way traffic pass nearby, 
not even the slightest 
vibration disturbs the 
sensitive manufacturing 
processes. 

The plant was built in order to 
provide Ericsson with advanced 
development capacity for the la­
test microelectronics technolo­
gy. The plant is state-of-the-art 
in its field and enables Ericsson 
to create the most optimal solu­
tions in microelectronics. 

Microelectronics is essential 
for most Ericsson product areas, 
from today's AXE systems and 
digital mobile telephones, to the 
broadband switches that will 
make such multimedia visions 
as videoconferencing and inter­
active TV a reality. 

Cooperative agreement 
The manufacturing process 
comes from Texas Instruments. 
The first cooperative agreement 
between Ericsson and Texas 
Instruments was signed in 1987. 
Knowledge has been transferred 
to the new plant by some 30 
engineers, who have worked at 
Texas Instruments in Dallas in 
periods varying from six months 
to two and a half years. 

Of the plant's 120 employees, 
many have skills in physics 
technology. Some have doctora­
tes or masters degrees in techno­
logy. Semiconductor technolo­
gy requires highly skilled wor­
kers. When trimming of the 
plant is complete next summer, 
slightly more than one hundred 
persons will be employed. 

The production equipment in 
the new facility is designed for 
0.5 micron technology, in which 
the width of the leads in the sili­
con circuits are one half a thou­
sandth of a millimeter. In the fu­
ture, the plant will be able to 
handle 0.35 micron circuits 
Currently, the circuits pro­
duced in the older produc 
tion facility in Kista have 
a dimension of 1.5 mi 
crons. 

In the new plant, the 
most advanced chips in 
the BiCMOS process 
will be manufactured in 
a 600-stage process. It 
will be possible to put 
over one million gates 
each chip, corresponding to 
about four million transistors. 

Prototype plant 
In the current configuration, the 
plant will have a capacity of 
10,000 six-inch wafers each 
year. If required, additional pro­
cess equipment can be installed 
to bring the plant to a maximum 
capacity of 20.000 wafers a 

From the visitor's gallery, production can be viewed through large win­
dows and on monitors. 

year. It can also be upgraded to 
eight-inch wafers. 

Prototype plant 
Today, however, the plant is 
more than a fabrication facility 
for sub-micron production. It is 
a prototype plant that will shor­
ten lead times in the develop­
ment of new products. It will al­
so be used for experimental pur­
poses for the development of 
circuits for demonstrations, la­
boratory tests, process develop­
ment and the verification of new 
technology. 

The overriding goal for Erics­
son is to ensure the availability 
of semiconductor technology 
and expertise in order to enhan­
ce functionality, shorten lead ti-

A silicon chip is formed on a sili­
con wafer in a number of layers of 
conducting and insulating materi­
al. It takes two months to trans­
form an untreated silicon wafer 
into a wafer full of chips on which 
dimensions are measured in thou­
sandths of a millimeter. 

mes and reduce costs in future 
telecommunications systems. 

Rapid construction 
It took less than 16 months to 
build this minifab, which becau­
se it is the newest in the world, is 
also currently the world's most 
sophisticated. Work on the foun­
dation began on March 15, 
1993. On August 18, 1994, the 
plant was inaugurated. 

High technology 
The entire facility is a demon­
stration of high technology, with 
integrated clean rooms and ad­
vanced systems for air, water, 
electricity, gases and acids, as 
well as the very latest produc­
tion equipment. For die manu­
facture of advanced silicon cir­
cuits, the most important criteria 
are cleanliness and freedom 

from vibrations. 

On solid rock 
The plant is constructed 
on bedrock to which it 
has been anchored with 
120 concrete pillars for 
maximum stability. The 
bedrock in Kista is laye­
red, making it particu­
larly suited for absor­

bing vibration from the 
surroundings. 
The floor, which is 50 cm 

thick and supported by the 
120 pillars, is molded in a waff­
le-like pattern so that air can 
pass through the openings. The 
plant where the silicon wafers 
are processed has virtually no 
floor vibration, less than 3 um 
per second, which meets the re­
quirements for 0.5 and 0.35 mi­
cron technoloev. 

•4 A model m the vi­
sitor's gallery shows 
the plant's construc­
tion, with pillars, a 
waffle-like floor, 
dean rooms, air 
shafts, the filter cel­
ling with specially 
designed rafters and 
the various level. 

The ceiling level acts 
as a giant pressure 
chamber, which for­
ces air through the 
filter ceiling to the 
process level. T 

The entire plant is a demonstration of high technology, with an integrated clean room and advanced systems for air, water, gases and acids, as well as the very latest production equipment in the industry. Cleanliness 
and freedom from vibration are the two most important parameters for advanced semiconductor manufacturing. 

The bedrock, pillars and floor 
form a vibration-free system 
which is isolated from the re­
maining parts of the building in 
order to prevent vibrations from 
fans, exhaust pumps and other 
equipment. 

Clean room 
The manufacture of semicon­
ductors demands absolute clean­
liness. The entire factory is build 
as a clean room. All surfaces are 
covered with epoxy or stainless 
steel which repulse unwanted 
particles. 

The plant's ventilation system 
circulates 1.3 million cubic me­
ters of air per hour. This means 
that the air in the facility is chan­
ged 400 times per hour. 10 per­
cent of the total volume is expel­
led through a chimney, and 10 
percent is taken in through air 

vents in the gallery. The air is 
circulated by 17 vibrationless 
propeller fans. 

Ceiling level 
The ceiling level acts as a giant 
pressure chamber that forces air 
down through a ceiling filter to 
the process level. The ceiling 
contains 1,500 filter panels with 
a filter efficiency of 99,9999995 
percent for particles larger than 
0.1 um. After filtration, the air in 
the clean room contains less 
than one particle per cubic foot. 

Fifteen specially designed raf­
ters, each five meters high and 
36 meters long, ensure that the 
vibration in the filter ceiling is 
less than 3 mm. 

Support level 
Air, electricity, water, chemicals 
and sas are the media required 

for the manufacture of silicon. 
On the process level, there are 
vacuunvoumps that supply these 
so-call^r media, which are dis­
tributed from a level below the 
factory.called the support level. 

All eljplosive media are pla­
ced in special rooms external to 
the production plant. 

The support level also con­
tains the scrubber, which cleans 
the air before it is released into 
the environment. The floor of 
the support level is separated 
from the pillars and walls and 
rests on one meter of special gra­
vel that attenuates vibrations. 

Wholly automated 
The manufacture of silicon cir­
cuits takes place in process steps 
in very advanced and wholly au­
tomated special equipment for 
submicron technoloev. 
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The plant is a giant air purification system 
Air is forced from the ceiling level through 1,500 filter panels to the 
process level and the grated floor. Seventeen vibrationless turbo 
fans recirculate the air through air shafts to the ceiling filters. 

The process equipment is di­
vided between and placed in 
special process areas: lithograp­
hy, depositing, measuring, etch­
ing and wafer rinsing. Each pro­
cess area is isolated by glass 
walls in order to maintain the re­
quired cleanliness. 

A silicon chip is formed on a 
silicon wafer in a number of lay­
ers of conducting and insulating 
material. It takes two months to 
transform an untreated silicon 
wafer into a wafer full of chips. 

The silicon wafer undergoes 
650 or 450 process stages, de­

pending on whether it is a 
BiCmos or a CMOS process. 
These processes entail 26 and 18 
masking layers, respectively. 
Step by step, each layer is built 
up. 

Testing phase 
Processing of the first circuit be­
gan on July 1 this year and will 
be completed on December 20, 
just before Christmas. During 
the period until summer 1995, 
the plant will be in the test pha­
se. Testing and type approval of 
the equipment and processes 
will be performed. Thereafter, 
Ericsson systems developers 
will demonstrate what the future 
holds in store with Ericsson's 
major investment in microelec­
tronics in Kista. 

Inger Björklind Bengtsson 
Anders Anjou (photo) 
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The support level 
with the supporting 
pillars for the grated 
floor on the clean 
rooms. This level 
contains the distri­
bution system for 
resin, air, electrici­
ty, gases and chemi­
cals. The floor of the 
support level is se­
parated from the pil­
lars and walls and 
rests on a one-meter 
layer of special gra­
vel that absorbs vi­
bration from the be­
drock. 

In an ion implanter, foreign substances, the so-called 
doping agents (arsenic, boron and phosphorous) are 
injected in the silicon wafer. These doping agents 
make the silicon electrically active and form compo­
nents, such as diodes and transistors, in the silicon. 
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The choice is yours! 
If you really want to try us out, tough 

and hard, just give us a call and we will 
organize an evaluation program. 

If you prefer to play it smart, set up a 
meeting with Mr. Poul Spring and let 
him present what Ericsson** has 
achieved with our software - worldwide. 

In any case, you will meet one of the 
worlds most experienced suppliers and 

mmm >mi 
j f i X i | fen m jmu 

1IIK 
• ¥ 

I 

J* 
• 

• a - ' T 

M. 

• • v - " * & ' " " ° 

^•e^ss 

.#•* 

developers of software for Sales/Order 
Management, Manufacturing Planning 
& Control, Finance Management, Docu­
ment Management, Application Deve­
lopment and Project Management. 

*) Master agreement PIA 92193. 

Cincom Systems / Mr. Poui Spring, 
Box 5288, S 402 25 Göteborg, Sweden. 
Tel. +46 031 40 64 30. Fax +46 031 40 27 41. 

•r\! 
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Cincom is an independent software house with more 
than 25 years of experience in advanced information 
technology. 
Our turnover in 1992 exceeded 1.3 billion USD. 
That placed us among the worlds largest software 
suppliers. In 1992 20% of our billings was spent on 
research and development. 

®QNC0M. 
The smart choice. 
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Business Networks takes a 
major step forward in China 
A festive atmosphere 
prevailed at the official 
opening of the new 
joint-venture company 
Beijing Ericsson Commu­
nication Systems Comp­
any Ltd. (BEC) held on 
August 19 in "The Great 
Hall of the People" in 
China's capital. 

In this enormous pala­
ce, adjacent to the 
Square of Heavenly 
Peace, where sts many 
as 15,000 people can 
gather, Ericsson had 
three beautifully appoin­
ted areas at their dispo­
sal named after the pro­
vinces of Inner Mongo­
lia, Hupei and Hainan. 

More than 200 special guests 
from business and government 
circles participated in the event, 
which was covered by several 
media branches. 

Inauguration 
of joint-venture 
company in 
Beijing 

Chinese TV assigned the offi­
cial opening lengthy coverage in 
its news program the same day. 

Largest joint-venture 
To date, Beijing Ericsson Com­
munication Systems Company 
Ltd. is Ericsson's largest jointly 
owned company in China, begin­
ning with more than 500 em­
ployees. Gunnar Wenneberg is 
president. 

The company is 55-percent 
Ericsson-owned, with 45 percent 
owned by our partner Beijing 
Wire Communication Plant 
(BWCP), a company which, in 
turn, is owned by the city of 
Beijing. BEC is presently manu­
facturing and selling MD110 bu­
siness exchanges at an annual ra­
te of 300,000 lines. 

Million MD110 lines 
In addition to the joint-venture 
company established within the 
Radio and Public Telecomm­
unications areas, there is the 
Business Networks area which, 
through its own company, is se­
curely established in the expan­
ding Chinese market. 

Business exchanges of MD110 
type have been sold in China sin­
ce the mid 1980s. Despite a 
tough bidding struggle with vir­
tually all leading competitors, 
Ericsson now has a customer 
platform with more than 
1,000,000 MD110 lines sold in 
China. The new joint-venture 
compqnv i« thjn; '<;tfir|rng f rom a 

Gunnar Wenneberg, President of Beijing Ericsson Communication Systems Company Ltd. in front of the company's factory building where the 
sales office has now also been located. 

Rolf Ericsson, Vice President of Ericsson Business Networks AB, 
was the subject of Chinese TV coverage in his introductory speech 
In "The Great Hall of the People." 

In resounding Chinese, Gunnar Wenneberg (far left) proposes a to­
ast to the future of China. Others include, from left, Rolf Eriksson, Lu 
Xin Kui, Li Run Wu, Bao Yu Tong and a Chinese waitress. 

high level and already enjoys a 
leading market position. 

Honored guests 
Included on the panel at the for­
mal inauguration ceremony was 
Lu Xin Kui, Vice Minister for 
the Ministry of Electronics, and 
Li Run Wu, Deputy Mayor of the 
city of Beijing. Others in atten­
dance included Sweden's Charge 
d' affairs Lars Olof Lindgren 
and Rolf Eriksson, Vice 
President of Ericsson Business 
Networks AB and Bao Yu Tong, 
CEO of BWCP and Board 
Chairman of BEC. 

The guests included several 
Vev employee^ frr>m Fric««r»n 

(China) Company Ltd and 
Ericsson Communications 
(Hong Kong) Ltd. 

Successful cooperation 
Bao Yu Tong said in his intro­
ductory address: "We already in­
itiated our very successful coo­
peration with Ericsson six years 
ago. When the technology ex­
change and license-manufactu­
ring agreement between Ericsson 
and BWCP was signed on July 5, 
1988, we obtained access to the 
world's best digital PBX system. 
The MD110's level of technolo­
gy, quality and service have con­
tributed to it having attained 
market leadership " 

Rolf Ericsson, a BEC Board 
member, asserted: 

"I am proud of the progress 
made in our excellent coopera­
tion. Despite our baby being only 
a few weeks old, we are experi­
enced parents". 

"We can take the proper mea­
sures to ensure a successful futu­
re for our offspring. This is 
Ericsson's largest joint-venture 
company in China. If we contin­
ue to increase sales, we will re­
main the largest." 

Speech in Chinese 
To everyone's surprise, Gunnar 
Wenneberg initiated the banquet 
which fnllnwerl hv we lcoming 

the guests and proposing a toast 
to the new company's future in 
Chinese. He continued his highly 
acclaimed performance in Chi­
nese and stated: 

"With such parents, the new 
company's future is bright. 
Already from the beginning the 
baby appears to be full-grown. In 
a few years we will have an even 
stronger market position." 

"Of course, much can happen 
along the way, but all indicators 
point to China securing a higher 
position among Ericsson's mar­
kets than its present fifth-place 
ranking." 

Text and photos: 
Thord Andersson 
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New company 
in China off to 
a flying start 
When Beijing Ericsson 
Communication Systems 
Company Ltd (BEC) be­
gan operations on July 1 
with a workforce off mo­
re than 500, this virtual­
ly doubled the number 
of Ericsson employees 
in China. 

The company occupies a modern 
industrial building within the lar­
ge factory area belonging to our 
partner, Beijing Wire Commu­
nication Plant (BWCP), and en­
compassing more than 5,000 em­
ployees. The area is located on 
the Beijing's outskirts in proxi­
mity to the new six-lane highway 
to the airport. Stout guards main­
tain an alert vigil to ensure that 
only authorized personnel bea­
ring proper identification gain 
admittance. 

Made in China 
MD110 exchanges are being ma­
nufactured in a two-floor facility 
at a rate of 25,000 per month. 
Components for PC cards are 
supplied in complete kits from 
Karlskrona. Everything else is 
manufactured in-house in China. 
This encompasses about 90 per­
cent of the manufacturing con­
tent. 

The same modern SMD ma­
chines for automatic surface 
mounting that are used in 
Karlskrona are also used in 
China. Overall, the proportion of 
manual labor is greater than in 
Karlskrona. 

Moreover elements of the 
BusinessPhone program will 
soon be produced at the Ericsson 
plant, as will termination pro­
ducts for the Erinet series on be­
half of Ericsson Cable. The com­
pany also markets Eripax pro­
ducts and eventually will also be­
gin selling microwave links. 

One floor will be renovated 
and furnished as offices. The in­
tention is to concentrate all em­
ployees under one 
roof. The exceptions, 
of course, are the per­
manent sales and ser­
vice personnel already 
in place in most of 
China's 30 provinces. 

The entrance to the area in which the new company is located. 

Absorbed 512 
When it established 
the company, Ericsson 
took over 512 persons 
from BWCP. Only 
four persons came 
from Ericsson: Gun- , 
nar Wenneberg, who is Ericsson in Taiwan has 
President, Marketing the Job of recruiting se-
Manager Ulf Jervinge, cretaries with language 
Controller Stig Len- skills. 

närt Lindström and Phil Can-
field, who heads service and 
maintenance. The company's 
Vice President is Duan Qi. 

Bao Yo Tong, who is BWCP's 
CEO, is the company's Board 
Chairman. Despite the fact that 
communication with the Chinese 
is relatively uncomplicated, the 
language problem must some­
how be solved. Among the first 
actions taken was to interview all 
Chinese employees to obtain an 
overall assessment of their com­
petence. This was handled 
through Chinese interviewers 
who had been retained by Chris­
ter Ahlner, personnel director at 
Ericsson (China) Company Ltd. 

The results dis­
closed the presence 
of many well-edu­
cated persons, ma­
ny who had studied 
at universities, but 
also many with no 
specific educational 
background. In 
China to date, edu­
cation has not been 
rewarded in terms 
of higher pay. 
Accordingly, the 
wage and salary le­
vel throughout the 
company is relative­
ly unifonn. The in­
tention is to eventu­

ally alter the system and to re­
ward competence and excellence 
of performance. 

However, this must occur in 
gradual stages. Until now, group 
rather than individual accom­
plishments have been the ideal in 
China. This is an area where ca­
reful regard for the culture must 
be exercised. 

In regard to knowledge of 
English: 47 percent had none at 
all, 35 percent very little, 17 per­
cent good and 1 percent excel­
lent. 

One of those who is highly 
qualified is a 27 year-old engi­
neer, Ye Hiao. As a consequen­
ce, he has secured a key role and 
participates in negotiations with 
customers and the authorities. 
and in internal company commu­
nications. Ye Hiao also made an 
important contribution as an in­
terpreter at the company's offici­
al opening held at "The Great 
Hall of the People." 

Two telephone lines 
So far, communications arrange­
ments have been less than per­
fect. The first two international 
telephone lines were hooked up 
to the office the same day as die 
company's official opening on 
August 19. Within hours, these 
lines were carrying almost unin­
terrupted traffic, and also func-
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Coffee is served during a late-evening meeting at the Beijing Lido 
Hotel. Seated around the table, from left, are Stig Lennart 
Lindström, Gunnar Wenneberg, Ulf Jervinge, Stephen Young, Åke 
Jungars, Rolf Ericsson and Phil Canfield. 
tioned well for telef axing to from lephoning and communicating 
Sweden. 

MEMO is a more difficult pro­
position. So far, this capability is 
available only at an extra office 
in room 2419 of the Beijing Lido 
hotel. The company's Swedish 
employees are living at the same 
hotel until they obtain permanent 
living quarters. 

This extra office will serve a 
highly important function for a 
long time to come. (At night, die 
factory area is in total darkness 
and hence unsuitable.) Bearing 
in mind die time difference (six 
hours earlier than Sweden), the 
evenings can be utilized for te-

over MEMO. All members of die 
management group work 15-16 
hour days. During die present in­
itial phase, the number of tasks to 
be performed is unending. 
Everyuiing must be built up from 
the foundation. There is a true 
pioneering spirit here. 

I listen momentarily to an eve­
ning meeting that is in progress, 
in which Rolf Ericsson and Åke 
Jungars from Bollmora and re­
presentatives from Hong Kong 
participate. Everyuiing is open 
for discussion. This includes the 
details of taking over inventori­
es, personnel, sales organization, 

PC-cards are painstakingly inspected. The quality requirements are Identical to those of the Kartskrona plant. 

The same machines used for automatic surface-mounting of compo­
nents on PC-cards for MD110 exchanges In China as In Karlskrona. 

Duan Qui, right, is Gunnar Wennerberg's second-in-command. Ye 
Hiao provides language expertise as they examine English-language 
documents. 

receiving customer orders and 
advances. 

Handwritten invoices 
"Ahhough we have die situation 
under control, mere are of course 
disruptions as we now proceed to 
take over," says Gunnar Wen­
neberg. "The main problem is 
faulty administrative systems." 
Bookkeeping and other accoun­
ting functions are done in part by 
hand. Handwritten invoices are 
die norm. 

Stig Lennart Lindström is wor­
king hard to implement effective 
accounting systems, purchase 
computers and train employees. 

For die present, this is a round-
die-clock job. 

This also involves learning 
how die market functions and of 
gradually introducing our way of 
diinking. For Ulf Jervinge, diis is 
a tough but inspiring job. 

It has fallen to Phil Canfield, in 
addition to his regular duties, to 
assume responsibility for plan­
ning and furnishing die new offi­
ce. He has started up a project ai­
med at improving die standard of 
die building. 

Learn English 
One of die major problems is, of 
course, that practically no one 

speaks English. Florence Peng, 
who was recruited from Ericsson 
in Taiwan, has a vital role in tiiis 
regard. Her task is to employ 
competent interpreters and trans­
lators, and secretaries witii the 
required language skills. Later 
during die autumn, a voluntary 
training program aimed at en­
couraging employees to learn 
English will be started. 

Step-by-step 
'To attain advancement in our 
company requires tiiat one speak 
English," Gunnar Wenneberg 
emphasizes. "However, it is im­
portant to bear in mind tiiat in 

China everything proceeds step-
by-step, and tiiat haste should be 
avoided. The Chinese have a 
saying: Every journey begins 
widi a single step." 

Text and photos: 
Thord Andersson 

The path to an 
operational plant 
84 The first contract for an 
MD110 in China is signed. 
The customers are the Minis­
try of Metallurgy and a govern­
ment-owned oil company. 

85 Deliveries to the first 
customers are completed. 
This amounts to some 5,000 
lines. Ericsson Communica­
tions (Hong Kong) Ltd is esta­
blished with the aim of marke­
ting the MD110 in China. 

86 A break-through order 
for a nationwide network of 
25,000 MD110 lines is obtai­
ned from the government 
agency CESEC. 

87 Companies worldwide 
were invited by the Ministry of 
Electronics to bid on technolo­
gy transfers in the PBX area. 
More than 20 companies par­
ticipate, with know-how offers 
extended to 10 selected 
plants. Ericsson is one of six 
winning suppliers. 

8 8 A technology transfer 
agreement is signed in July 
with Beijing Wire Communi­
cation Plant (BWCP), thereby 
licensing it for MD110 produc­
tion. Continued sales succes­
ses for MD110 systems, 
which are still being delivered 
from Sweden. 

89 The contract between 
Ericsson and BWCP is appro­
ved in April. BWCP prepares 
for large-scale production. 
The first MD110 produced in 
China is delivered during the 
autumn. 

90 The proportion of 
MDllOs produced in China 
increases rapidly. During the 
year, 32,000 lines are delive­
red, some of which are from 
Sweden. 

91 Sales rise by more than 
100 percent during the year, 
totaling 67,000 lines. The 
most important customer seg­
ments include the mining in­
dustry. 

92 Government agencies 
and major companies throug­
hout the country are buying 
MD110. Sales double once 
again, reaching 150,000. 

93 Negotiations to esta­
blish a joint-venture company 
are initiated with BWCP. An 
agreement is also concluded 
entitling BWCP to manufactu­
re BusinessPhone products. 
MD110 sales increase to 
250,000. 

94 The agreement to esta­
blish a joint-venture is signed 
on June 8. The company, 
Beijing Ericsson Communi­
cation Systems Company Ltd 
(BEC) is majority-owned by 
Ericsson, and has more than 
500 employees. Operations 
start up in July. Sales for the 
year are estimated at more 
than 300,000 MD110 lines. 
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Contact Oagfinn Danielsen, Memo ETX.ETXDF or Magnus 
Ask, personnel, 08-7197481, LMEMASK. Appl. to 
HF/LME/OK Magnus Ask. 

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 871928 14. 

INTERNATIONAL 

Business Area Public Te 
Guangdong, China 

MARKETING MANAGER • TRANSPORT 

NETWORKS 

We are presently building up our marketing organization for 
Transport Networks in China. As Marketing Manager-
Transport Networks you will be responsible for developing 
Transport Networks business in the Guangdong Province. 
You will lead the preparation of tenders and you will inde­
pendently, or in group, carry out technical and commercial 
presentations and negotiations. You will build up a local or-
gani- zation for Transport Networks and you will develop lo­
cal staff. 

The qualified applicant shall have relevant Bachelors or 
Masters Degree and minimum five years experience within 
transmission and network management products and appli­
cations. You must also have international marketing experi­
ence. The successful candidate will be offered minimum 
one year assign- ment with family or as single status, and 
will be based in Guangzhou in southern China. 

Afc\Wi 

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 sales 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 positions 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 truly business oriented. Apart from System sa­
les 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, 00948 2 6593355, Per Karlbom, 08-
7572238 or Eva Jansson, personnel, 08-7571459. 

Ericsson Telecom AB, Warsaw, Poland 

MARKETING 

We are looking for a marketing person representing both 
Ericsson Telecom (ETX) and Ericsson Business Networks 
(EBC/Z) at the local Ericsson office in Warsaw, Poland to 
act as a liaison officer between Principals and the Polish 
market, monitor the market development especially with re­
ference to business opportunities in public telecommunica­
tions, identify and pursuit business prospects and create 
and maintain close contacts on different levels with Public 
Telecom Operators and other authorities influencing the te­
lecom business. All with the aim to get system, products 
and services of ETX/EBC established as laid down in the 
market plan.Given the dual responsibility it is desired that 
you have a broad experience of public telecommunication 

including marketing of systems e.g. AXE 10, services and 
preferably complex projects for non traditional operators. 
Knowledge of the Polish business culture and language is 
an advantage. 

The marketing function is placed within the organisation 
of the Ericsson subsidiary in Warsaw, reporting to the 
General Manager of mis office. Market and business activi­
ties are reported directly to respectiveArea Manager of 
ETX/C and EBC/ZD. 

Contact Torsten Pålsson, 08-7192150 or Helene Palm, 
personnel, 08-7197971. 

i Canada, Trak** deot I 

TECHNICAL TRAINING INSTRUCTOR 

Teach AXE technical training courses such as AXE Software, 
I0G11, RBS, EMRP etc, develop new courses and adapt ex­
isting ones to reflect the latest changes in CMS8800/D, 
act as a liasion between the training department and other 
technical departments within EMC and Ericsson. 

3-5 years of experience in AXE technical training prefera­
bly within CMS88. 

Contact Youssef Tannous, 514 3452789, Memo 
LMC.LMCYOTA. 

Ericsson Telecom AB, Bus. Development and 
Marketing, Telecom Standards and Regulations, HF 

INFORMATION TECHNOLOGY 

Telecom Standards & Regulation is the name for the total 
Ericsson activity in international standards organisazations 
and regulatory bodies, it engages hundreds of experts and a 
number of coordinators in BR, BX, BZ and MLC:s. Within 
this area in Ericsson there is a pressing need for more acti­
ve involvment in IT standards and regulation. We are looking 
for a person to be the focal point in Ericsson for IT-related 
standards for telecom products. This implies responsibility 
for Ericsson policy, directives and guidelines, coordination 
of involvement in external activities, to represent Ericsson 
in national, international and governmental bodies, to har­
monize general positions in various bodies, where Ericsson 

is represented, in order to promote an unified Ericsson ima­
ge, promote, facilitate and support establishment and main­
tenance of coordination networks for IT and open systems 
issues. 

We expect the applicant to have good experience in the 
IT-area and knowbow about the Ericsson organiz. The appli­
cant is expected to take initiatives and work pro-actively. 

Contact Björn Troth, 08-7190906, Tom Undsbwn, 08-
7195338 or Maud Grahn Markkanen, personnel, 08-
7194487. 

OPEN POSITIONS 

•NETWORK ENGINEERS 

The Chinese telecommunications mattet is one of the 
worlds most exiting markets today. We are now building up 
a team that will be responsible for development of compe­
tence and resources within the field of Network engineering. 
You will work closely with the rest of the Cellular Network te­
am, the implementation support in Beijing and the local offi­
ces in China. We need: 

1. SYSTEM ENGINEERS 
to ensure that methods for tuning and optimisation of cellu­
lar systems are customised and implementated, both for ra­
dio and network. You will work either with CMS88 or CME20 
and have close contact with ERA in Stockholm. You will pro­
vide technical support to the system engineers at the local 
offices with emphasis on system functionality 
(TACS/GSM/PCN) and new products/functions, support in 
PRC during network optimisation activities, act as an exten­
sion of ERA network engineering group and develop and 
conduct Cellular Network O&M courses. 

2. RADIO NETWORK ENGINEER 
to coordinate and supervise the cellplanning actrvites at the 
local offices and develop Cellplanning related training cour­
ses, see to that map digitising and predictions are carried 
out in accordance to project specifications, support during 
special projects, keep record of orvgoing projects and deve­
lop and conduct advanced cellplanning courses. You will be 
responsible for a small group taking care of propagation 
predictions and map digitising. 

The second Ericsson 
SDL/SDT Users Seminar 

Sånga-Säby, 11-12 October 
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TeleLOGIC 

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 
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3. FIELD MEASUREMENT ENGINEER 
to develop methods for cluster and drive tests, see to that 
radio signal strength measurements using REGUS/TEMS 
performed according to project specifications, that post-pro­
cessing of measurement data is performed, that digitising 
engineer obtains required RF measurement data, provide 
customer support and transfer RF-measurement know-how 
to local Ericsson offices. 

You should have an open mind to other cultures, enjoy 
travelling and be prepared and confident to make presenta­
tions in front of small and large groups of people. We belie­
ve your background is from radio network design, system 
development or AXE testing/verification. Experience from 
Cellular Operation and Maintenance is higly valued. 

Contact Henrik Tholsby, Memo ECOM.ECHTHOL or Magnus 
Ask, personnel, +46 8 719 7481, Memo LME.LMEMASK. 
Please send applications to HF/LME/DK Magnus Ask. 

Ericsson Telecom AB, Telecom Standards ft 
Regulations, HF 

BUSINESS DEVELOPMENT 

AND MARKETING 
Telecom Standards & Regulations is the name for the total 
BX activity in international standardisation organisation and 
regulatory bodies. It engages almost a hundred technical 
experts and a small number of coordinators in each SU, CU 
and MO. Whitin this area, there is a growing need for BX to 
act in a coordinated manner in an extremely rapidly chang­
ing environment We are looking for a person to be the focal 
point for BX in this area. This implies responsibility for BX 
internal directives and guidelines, building and supporting 
internal workflow and methods for Telecom Standards & 
Regulations coordination covering BU/CU, MO and MLC's, 
responsibility for and/or formal handling of regulatory issu­
es that BX must adapt/react to, to represent BX in different 
Ericsson internal groups and/or external organizations. 

We expect the application to have good experience in dif­
ferent BX-activities and products. The applicant is expected 
to take initiatives and work prc-actively. 

Contact: Björn Troili, 08-7190906, ETXBTI, Tom Lindström, 
08-7195338, ETXTOMI or Maud Grahn Markkanen, person­
nel, 08-7194487, ETXMGH. 

I t — Area Public Telecommunications, 
Guangdong, China 

MARKETING MANAGER 

-TRANSPORT NETWORKS 
We are presently building up our marketing organization for 
Transport Networks in China. As Marketing Manager you will 
be responsible for developing our business in the 
Guangdong Province. 

You will lead the preparation of tenders and you will inde­
pendently, or in group, carry out technical and commercial 
presentations and negotiations. You will build up a local or-
gani- zation for Transport Networks and you will develop lo­
cal staff. 

The qualified applicant shall have relevant Bachelors or 
Masters Degree and minimum five years experience within 
transmission and network management products and appli­
cations. You must also have international marketing experi­
ence. The successful candidate will be offered minimum 
one year assign- ment with family or as single status, and 
will be based in Guangzhou in southern China. 

Contact: Dagfinn Danielsen, Memo ETX.ETXDF or Magnus 
Ask, personnel, 08-7197481, LMEMASK. Appl. to 
HF/LME/DK Magnus Ask. 

flanjlat friction f nsswnmrttlmi f n IW, W f f ^ . 

MANAGER RBS IMPLEMENTATION 

ENC is a Joint Venture company responsible for Ericsson's 
activities in Central China. The position as Manager RBS 
Implementation will be part of the Operations Division and 
you will be responsible for the organization and coordination 
of RBS installation and commissioning. 

You will liase with the customer and ensure that the cus­
tomer is fully conversant with the procedures and that he 
fulfill the installation and testing accordingly. You will super­
vise an own organization consisting of both Local and 
Expatriate Supervisors. 

You shall have previous experience from managing RBS 
implementa- tions in international operations. 

The successful candidate will be offered minimum one 
year assign- ment and will be based in Nanjing in the 
Jiangsu province. 

Contact Ola Mårtensson, Memo ETC.ETCOLAM or Hans 
Falk, personnel, 08-7571402, ERA.ERAHFA. Appl. to 
KI/ERA/LDHHansFalk. 

IMPLEMENTATION SUPPORT 

EXPERTS-CHINA 
We are establishing a new function within our Operations or-
gani- zation in China which will be responsible support of 
the implementation of mobile systems. A high level of sys­
tem competence is required for both Switching and Radio to 
be able to support both old and new mobile technology. We 
need to recruit a few experienced experts in these areas 
with an interest in longterm assignment (minimum one year) 
in Beijing, China. 

The persons we look for shall have extensive competen­
ce in RBS 883 and 885, or extensive competence in AS (in­
stallation testing and trouble shooting) and AS methods 
and acceptance. 

Contact Dar+Erik Grobecker, Memoid ETC.ETCGROB or 
KI/ERA/LDH Hans Falk, Memoid ERA.ERAHFA, tph +46 8 
7571402. Please send your applications to Hans Falk. 

MARKETING MANAGER 

The PCS market place is rapidly taking of both in US and 
Canada and will be a fomidable challange. Presently we are 
discussing with potential customers around projects likely 
to be in the air in the 95-96 timeframe. Main tasks will be 
customer presentations, tender preparation, create rela­
tions with potential PCS customers, negotiate and finalize 
agreements, prepare and carry out marketing strategies, 
budgets and forecasts. 

Contact Tomas Mikaelsson 08-7571148 or Mats 
Lundberg, 084042685. Appl. to KI/ERA/LFH Gogo LandÄn. 

Guangzhou Ericsson Communication Co Ltd - GEC 

PRODUCTION MANAGER 

•GUANGZHOU, CHINA 
GEC is a Joint Venture Company with responsibility for 
Business Area Radio Communications operations in the 
Guangdong province in southern China. The position will re­
port to the President of GEC, Sören Boman, and as Produc­
tion Manager you will be responsible for the continuous de­
velopment of the Production Organization. 

Presently GEC is producing E-TACS Radiobase stations 
for the Chinese market and production will expand and will 
also cover Radiobase stations for GSM Mobile telephone 
systems. You will also be responsible for functions for pur­
chasing, material planning, stores, import/export, packing 
and transport A key responsibility is training and develop­
ment of local staff. 

You shall have technical competence and experience 
from a Manager position for RBS production. You shall be 
able to analyse and investigate upcoming technical pro­
blems in the production. The successful candidate will be 
offered minimum one year assignment with family or as 
single status, and will be based in Guangzhou in southern 
China. 

Contact Magnus Ask, 08-7197481, Memo LMEMASK. 

Ericsson Ltd., Burgess Hill, United Kingdom 

MARKETING MANAGER - SPEECH 

APPLICATION BUSINESS UNIT 
ROLE: To manage all marketing activities for the Speech 
Application Business Unit for 6T and global, establishing 
links to Ericsson worldwide. 

Candidates must be able to lead and develop a team, 
have marketing skills and experience in the telecoms envi­
ronment, combined with a sound business understanding. 
Presentation skills are paramount as well as initiative, tact 
and diplomacy. A technical overview of speech applications 
in telecoms systems is essential. 

Contact Jane Roberts, personnel, +44 444 234567, 
Memo ETUANE or Phil Twist +44 444 234020, ETLPMT. 

Ericsson Radw System AB, Kista 

GSM SUPPORT ENGINEERS TO 

SOUTH AFRICA 
The South Africa market has developed to be one of ERAs 
most important markets in Africa, We need to find the engi­
neers that are prepared for a challenge. Your job is to get 
the Field Support Centre well established and working. You 
will support MTN, who is one of the GSM operators in South 
Africa. Positions as SS-, System- and OSSexpert are still va­
cant and waiting for your application. 

You have worked the last two years with similar assign­

ments and good knowledge of GSM. You are open-minded 
and customer oriented. 

Contact Lars Skoglund, 08-7573653, Memo ERASKOG, 
Sven Sandström, 084042261, ERASVSA or Fredrik 
Wijkander, +27 114476440, ERAFRW. Application to 
KI/ERA/LPH Marie Zachrisson. 

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 sales 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 positions call for a University degree in Engineering 
or Business Administration. It is important with experience 
from system sales, that you can work independantry and 
that you are truly business oriented. Apart from System sa­
les 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, 00948 2 6593355, Per Karlbom, 08-
7572238 or Eva Jansson, personnel, 08-7571459. 

GSM Support personnel 

to sunny Greece 

Two vacancies will open up during 1994 for CME 20 System 
Experts at Ericsson Hellas at our Relsd Support Centre. The 
Support Centre is responsible for System Support towards 
Panafon, one of the two Greek mobile telephone operators. 
The Greek GSM organisation is very new and currently con­
sists of a dozen people, half of which are working in the 
FSC. The Greek GSM market has taken off quickly with a ve­
ry strong growth a nd offers a challenging and dynamic envi­
ronment with very good opportunities for close contacts with 
the customer We are working very closely with the Ericsson 
Support Office at ETL in Guildford so the jobs include quite 
a lot of travelling to England. 

Position 1, FSC Manager 
We are looking for somebody with both managerial skills 
and qualified knowledge and experience of trouble shooting 
and fault fixing in AXE. The job consists of: Managing the 
day to day activities of the FSC. Work as System Expert, in­
cluding Emergency Call outs from the customer Act as tech­
nical liason between Ericsson and the customer 

Applicants should have: Experience from similar support 
activities at ESO or FSC level Solid background in AXE SW 
testing, support or design, with proven trouble shooting and 
fault fixing ability. Very good verbal and written communica­
tion skills and ability to interface with the Customer. Very 
good knowledge of AXE and at good knowledge of Mobile 
Systems (CME 20 or other). Experience of CME 20 R4 is a 
plus. 

Position 2, System Expert for CME 20 SS 
We are looking for someone with solid experience of AXE 
trouble shooting. The prime task is to support the custo­
mers GMS Switching System, but the job will also cover the 
other CME 20 nodes. 

The job consists of: Work as System Expert, including 
Emergency Call outs from the customer Act as technical lia­
son and consultant between Ericsson and the customer for 
the CME 20 SS. Handle trouble reports, customer SW au­
dits and SW upgrades for the Customer. 

Applicants should have: Solid background in AXE SW tes­
ting, support or design, with proven trouble shooting and 
fault fixing ability. Very good knowledge of AXE and at good 
knowledge of Mobile Systems (CME 20 or other). 
Experience of CME 20 R4 is a plus. 

Contact Michael Westberg (ETG/R/MC, +30 94 300106) 
or Mohamad Khattab (ETG/R/TC +30 94 300026) or 
Mikael Steijer (ERA/LF/PGC +46 8 7570886) 

Ericsson Telecom AB, Warsaw, Poland 

MARKETING 

We are looking for a marketing person representing both 
Ericsson Telecom (ETX) and Ericsson Business Networks 
(EBC/Z) at the local Ericsson office in Warsaw, Poland to 
act as a liaison officer between Principals and the Polish 
market, monitor the market development especially with re­
ference to business opportunities in public telecommunica­

tions, identify and pursuit business prospects and create 
and maintain close contacts on different levels with Public 
Telecom Operators and other authorities influencing the te­
lecom business. All with the aim to get system, products 
and services of ETX/EBC established as laid down in the 
market plan. Given the dual responsibility it is desired that 
you have a broad experience of public telecommunication 
including marketing of systems e.g. AXE 10, services and 
preferably complex projects for non traditional operators. 
Knowledge of the Polish business culture and language is 
an advantage. 

The marketing function is placed within the organisation 
of the Ericsson subsidiary in Warsaw, reporting to the 
General Manager of this office. Market and business activi­
ties are reported directly to respectiveArea Manager of 
ETX/CandEBC/ZD. 

Contact Torsten Pålsson, 08-7192150 or Helene Palm, 
personnel, 08-7197971. 

PEMPerwira Ericsson Sdn Bhd - Malaysia 

CELL PLANNER TO MALAYSIA 

For an immediate assignment to work for RMOA's activities 
in Malaysia we need an experienced cellplanner. It will 
mainly be work for the upcoming fixed cellular AMPS 
Network to be implemented nationwide in Malaysia. Some 
work is also needed for the already in operation AMPS/D­
AMPS cellular network. 

For further information please call Bo Mejner in Malaysia 
+60/3/5591821 or Ulf Malmerberg in Kista +46 8 
7572949 

Ericsson (China) Company Limited - ETC, Bejing, China 

ADMINISTRATION MANAGER 

Our activities in the Peoples Republic of China is expanding 
rapidly. To be able to handle this expansion we need to re­
cruit an experienced Administration Manager for our head 
office in Beijing. You will be responsible for all types of ad­
ministrative matters such as office premises, cars/trans­
portation, accomodation for expatriates and travel. You will 
also update and develop administrative routines and sys­
tems. Training and development of local staff is a key re­
sponsibility. 

The qualified applicant must have management expe-
reience from an administrative or similar position. 
Knowledge of administrative routines and systems as well 
as very good command of the english language are other 
important qualifications. You must also be able to handle 
the pressure and demands that is placed on this function 
as a result of the rapidly growing organization. The success­
ful candidate will be offered minimum one year assign- ment 
with family or as single status. 

Contact: Lars Ahlbom in China, Memo ETC.ETCLARS or 
HF/LME/DK Magnus Ask, Memo LME.LMEMASK, tph +46 8 
719 7481. Please send your applications to Magnus Ask. 

Ericsson Systems Expertise Ltd., Ireland, 
International Customer Training Centre, Dublin. 

ACCOUNT MANAGER 

(Long-term contract) 
The Marketing and Customer Services unit within Ericsson 
Systems Expertise Ltd. has a vacancy for an experienced 
Ericsson staff member to work as an Account Manager in 
the International Customer Training Centre in Dun 
Laoghaire, Dublin. The successful candidate will be respon­
sible for dealing with existing internal Ericsson and ernJcus-
tomer accounts, generating new business and working to 
strict budget and time deadlines. He she will deal with all le­
vels of management at home and abroad and will be an en­
thusiastic self-starter with maturity and confidence. 
Extensive foreign travel will be required. The position will re­
port to the Sates manager, Tom Walsh. 
Skills/knowledge required: 

• Degree in Marketing or Engineering 
• Good writing and presentation skills 
• Fluency in written and spoken English 
• Fluency in another major language 
• Self-motivation 
• Team orientation 

• Knowledge of Ericsson products and services 
• Knowledge of the Ericsson organisation 

The International Customer Training Centre develops and 
delivers courses in AXE 10 and in a number of the latest 
Ericsson products, including AMPHION, MXE, ATM etc. 
Ericsson Systems Expertise Ltd. is also the Ericsson com­
petence centre for Computer-Based Training 

If you are Interested in this position please contact either 
Tom Walsh, Sales Manager, EEI.EEITWH or Margaret 
McManamon, Contracts Manager, EEI.EEIMMM. 
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EDT seeks quality 
The Swedish Quality Award (SQA) is the 
Swedish equivalent of the leading internatio­
nal quality awards. Ericsson subsidiary L M 
Ericsson Data AB (EDT) is now attempting to 
win the award for 1994. 
President Bengt Bolin believes that the deci­
sion to participate in this competition will be 
decisive for EDT's future. 
"This shows our customers that we are totally 
committed to quality, and it will have a signi­
ficant impact on our company culture." 

Improvement efforts within 
Ericsson are intensive at present. 
Following the certification of all 
major and medium-sized compa­
nies in accordance with ISO 
9000, work continues on many 
fronts to improve quality and in­
crease customer awareness. 

TQM, Total Quality Manage­
ment, has become a way of life in 
most companies. "Continuous 
improvement" and "focus on the 
customer" are concepts that have 
been infused in the organization 
down to the lowest levels. 

A number of Ericsson compa­
nies have set exceptionally high 
goals for quality efforts. These 
companies have vowed to win 

The Swedish 
Quality Award 
1994 - a forward 
step in EDT's 
quality work 
one of the leading quality 
awards, either an international 
one, such as the Malcom Bal-
ridge Prize awarded in the U.S. 
or the European Quality Award, 
or a national prize. 

In Sweden, L M Ericsson Data 
is one of these companies. By 
seeking the Swedish Quality 
Award, the company takes a ma­
jor step forward in its quality 
work. 

"We are now entering a new 
and very exciting phase," says 
president Bengt Bolin. He sees 
the application as a means of 
confirming that EDT's quality 
efforts thus far have been suc­
cessful, but even more impor­
tantly, it provides a unique op­
portunity to achieve new impro­
vements. 

Early start with ISO 
EDT already has a long history 
of being one of the leading 
Ericsson companies with respect 
to quality. In 1992, the company 
became the first Swedish data 
services company to receive ISO 
9001 certification. 

Long before that, actually ever 
since the company was establis­
hed in 1985, quality and custo­
mer benefit have been given high 
priority. 

Eight years ago, independent 
evaluations began of the reliabi­
lity as a service provider of 120 
different companies in the data 

services industry. EDT has al­
ways been given high ranks in 
these evaluations. 

"For the past four years, we ha­
ve been ranked best in the coun­
try," reports Bengt Bolin with 
pride. 

Another tool for improving 
quality that has been in use from 
the start is the so-called "split 
sheet." This is a form that docu­
ments goals for each unit. One 
column describes the goals that 
have been established for the 
unit, me measurements that will 
be used to determine if they have 
been attained, etc. The other co­
lumn contains the actual measu­
rement results. 

"This tool originated at Vol­
vo," relates Erik Strömberg, who 
is responsible for TQM at EDT. 
Because it has been used from 
the start, it is possible to trace de­
velopment over time in various 
areas. 

"In this way, we can study how 
various aspects of our operations 
have improved over time." 

First steps 
EDT began working with TQM 
in early 1992. Three large pro­
jects were initiated to gain expe­
rience with the methodology. 
Improvement suggestions, mea­
suring quality and EDT's sys­
tems administration in Östersund 
were the three targets for these 
first TQM efforts. The projects 
were successful, producing such 
results as a more structured orga­
nization for improvement sug­
gestions, which through various 
measures were lifted from a let­
hargic 10 per quarter to a lively 
level of 110 well-considered 
suggestions. 

Shifting into overdrive 
"The first projects whetted our 
appetite," says Erik Strömberg. 
In 1993, the TQM program star­
ted in full scale and "shifted into 
overdrive," as he expresses it. 

"Bengt started it off by mee­
ting with all employees. There 
were 15 meetings with 50 em­
ployees at each meeting. Bengt's 
message was crystal-clear: We 
were going to further improve 
the quality of EDT's service of­
ferings and put the focus on cus­
tomer benefit in all activities," 
Erik relates. 

"Everyone must realize that 
what we are offering customers 
really does provide more value 
for money," says Bengt Bolin. 

By encouraging everyone to par­
ticipate in TQM, he hopes to be 
able to achieve a change of cultu­
re in the entire company. 

Committed at the roots 
All cost centers within the com­
pany are required to conduct at 
least one full improvement pro­
ject each year. 

"This meant that we quickly 
initiated 78 improvement pro­
jects," says Erik. As the champi­
on of TQM at EDT, he is one of 
those who, together with presi­
dent Bengt Bolin and quality ma­
nager Hans Eklund, has been a 
driving force in quality efforts. 

Bengt Boiin is satisfied with 
the results TQM has achieved 
thus far. 

"The atmosphere in the com­
pany has become exciting, and I 
find that I now seldom need to 
persuade others. Managers at all 
levels also feel a strong pressure 
to prioritize improvement ef­
forts. My task as president is now 
to provide direction for the com­
pany. 

"For that matter," adds Bengt, 
"a leader can never just put pres­
sure on from the top. There must 
be commitment at the roots of the 
organization." 

Significant savings 
TQM began as a natural exten­
sion of EDT's long-term efforts 
to improve efficiency, which 
started in the mid-1980s. Perhaps 
this is why improvement pro­
grams were started so quickly on 
so many different fronts. Many 
practical results have provided 
added incentive. 

Thus far, we have seen that im­
provement teams have generated 
significant savings in our own 
operations," says Bengt, who es­
timates that the return on impro­
vement measures is about 10 ti­
mes greater than the cost of im­
plementing them. 

"And we haven't even begun 
to count what we save for our 
customers," Bengt notes. 

Comparing key ratios 
An important effect of TQM is 
that it is now possible to compare 
L M Ericsson Data with other 
companies. 

"With TQM, we obtain measu­
rements and other data that pro­
vide an excellent description of 
the company's performance," 
explains Erik Strömberg. "This 
year, we are concentrating on va­
rious types of comparisons to de­
termine how we stand in relation 
to other companies in the indus­
try and within Ericsson. 

"We have a tough assignment 
at EDT," Erik continues. "Each 
year, we must identify prioritized 
areas where management's re­
quirement is a 25-percent impro­
vement on an annual basis!" 

Natural step 
Submitting an application for the 
Swedish Quality Award is a na­
tural step, according to Bengt 
and Erik. They both regard the 

"Regardless of whether or not we win the Swedish Quality Award, 
we will continue to emphasize quality and continuous improvement," 

application as a lever that can 
further lift the level of quality in 
the company. 

"Our own informal reviews in 
preparing the application and es­
timates of where we stand in re­
lation to SQA's various criteria 
indicate that we were at a level of 

about 500 points at the beginning 
of this year. To win, we need at 
least 750 points," says Erik. 
"With the work on the applica­
tion itself, as well as various fol­
low-ups, we may have lifted the 
company to that level. That will 
be a matter for the SQA jury to 

Contact no. 7 1994 21 

award 

assures Bengt Bolin, president 
of L M Ericsson Data. 

decide. We will know in 
October whether or not Ericsson 
Data has gone on to the final 
round," says Erik. 

"But regardless of the result, 
we will continue to emphasize 
quality and improvement," 
Bengt Bolin emphasizes. 

A major step 
forward 
An application for the 
Swedish Quality Award is 
a 60-page document. K 
takes 50 to 150 man-days 
to write. Because so ma­
ny managers and most 
executive managers have 
participated in this work, 
the application itself re­
presents a major step 
forward for L M Ericsson 
Data. 
Self-assessment is a useful tool in 
quality work. The best possible 
form of self assessment are the 
criteria established for the leading 
quality awards. Therefore virtual­
ly every company can advance its 
quality efforts significantly by 
setting the goal to at least apply 
for a quality award. 

This was the reasoning when L 
M Ericsson (EDT) decided that 
1994 would be the year the com­
pany applied for the Swedish 
Quality Award (SQA). 

The first step consisted of dis­
cussions and informal reviews of 
how various parts of the compa­
ny's operations measured up to 
the criteria by which the quality 
award is judged. 

Formal assessment 
These informal self-assessments 
were followed by formal assess­
ments in two stages, first internal­
ly and then with the assistance of 
external judges. The results provi­
de a comprehensive evaluation of 
EDT's operations and showed the 
strengths and weaknesses. 

Each manager received a report 
with plus and minus scores, which 
was then analyzed to determine 
what needed to be improved and 
what might merely need to be mo­
re accurately described in the final 
application submitted to SQA. 
The result of these analyses was a 
number of new improvement pro­
jects, in some cases conducted 
jointly by various units. 

All units apply 
It is important to involve as many 
employees as possible in prepa­
ring the application. For this rea­
son, it was decided that each EDT 
unit would prepare its own ver­
sion of the application. 

"The work done in applying for 
the quality award has really incre­
ased everyone's involvement 
throughout the company," says 
Bengt Bolin. "There were many 
problems for which solutions we­
re found once the problem had 
been identified. 

"At the same time, it should be 
remembered that it is not only a 
matter of finding minus scores 
and correcting them," Bengt adds. 
"It is equally important to recog­
nize the positive results and learn 
to realize that we have strengths 
that can be better utilized." 

Text: Lars-Göran Hedin 

Among those trying out the new equipment for opinion surveys was Mona Sahlin, secretary of the f - ial 
Democratic Party. 

Mobile technology 
for computer polling 
A new method for opini­
on polling was tested re­
cently in Sundsvall in 
northern Sweden. Ten 
students were equipped 
with a specially desig­
ned case containing an 
Apple Newton PDA, a 
modem and an NMT 900 
mobile phone. Some 
4,000 persons were in­
terviewed about their 
opinions on Sweden's 
recent national elec­
tions and the upcoming 
referendum on mem­
bership in the Ell. The 
results were sent to a 
mainframe, which provi­
ded a continuous dis­
play at a square in the 
middle of Sundsvall 

The municipalities of northern 
Sweden are investing heavily in 
information technology. One ex­
ample of this is the use of new 
technology for conducting opini­
on polls. Using mobile compu­
ters instead of questionnaires 
provides quick results that can be 
continuously updated. 

The first computer poll, which 
was conducted during an elec­
tion campaign week in early 
August, drew an enormous re­
sponse and attracted the attention 
of both the public and the media. 

Checking the screen 
By checking a box yes or no on 
the screen of a handheld compu­
ter, 4,000 residents Sundsvall 
and nearby Timrå could express 
their opinions about the election 
and Sweden's membership in the 
EU. The responses were registe­
red and transmitted periodically 
via a modem connected to a 
NMT 900 mobile phone to a cen-

Helena Lemnert displays the specially designed case, which holds a 
Newton handheld computer, a modem and a NMT 900 mobile phone. 

tral computer. The computer 
transformed the data into dia­
grams shown on a large screen 
located at the square in the midd­
le of the city. 

Will be marketed 
The device that made it possible 
to connect the portable computer 
to the mobile phone was a PC in­
terface from Ericsson. 

The project is a joint effort in­
volving Ericsson, Swedish mobi­

le operator Telia Mobitel, the 
Mid-Sweden University, the 
Center for Communications 
Science, Apple Computer and 
others. 

The response far exceeded our 
expectations. Now it is a ques­
tion of marketing the computer 
polling concept," says Ingmar 
Fagerström from Mid Sweden 
University. 

Lyonel Abainza 
Photo: Roland Lundqvist 
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Broadband 
- a hot aind 
new market 
At the beginning of the year, a new business unit 
was created within Ericsson's Public 
Telecommunications business area. Business Unit 
ATM Broadband currently employs about 200 people 
who are located in Årsta and at Ellemtel. The avera­
ge age is low, less than 35, reflecting the interest 
among young persons for this "hot" product area. 

"We have made considerable 
progress in organizing the new 
unit," says Björn Olsson, mana­
ger of the ATM Broadband busi­
ness unit. 

"At the moment we are wor­
king hard on the field tests for 
which we have received con­
tracts in Germany, Sweden, 
Italy, Spain and France. At the 
same time, we are trying to look 
towards the future to create a po-

- sition that allows us to take ad­
vantage of what we believe will 
be new marketing opportuniti­
es," relates Björn Olsson. 

Cohesive team 
One of the greatest challenges in 
creating a new business unit is to 
gather employees from different 
organizations, each with their 
own culture, and to create a co­
hesive team. 

"We are constantly striving to 
improve relationships within our 

, organization," says Björn. "And 
when I say our organization, I 
mean everyone who works with 
our products, regardless of 
whether they are working at an 
Ericsson company or design cen­
ter on the other side of the globe, 
in Årsta or at Ellemtel. The enti­
re organization comprises about 
1,500 persons." 

Fragmented market 
Although the broadband busi­
ness unit sometimes gives the 
impression of being somewhat 
disorganized, this is not simply 
because it is a new unit. The mar­
ket for broadband products is one 
of the most difficult to predict in 
the entire telecommunications 
industry. No one really knows 
how it will develop or when it 
will blossom. This creates consi­
derable uncertainty on the part of 
both suppliers and customers. 
There is uncertainty with regard 
to where to invest and pressure to 
develop products quickly. 

No one wants to "miss the 
bus," and because no one knows 
when it will leave, everyone 
wants to be as well prepared as 
possible right now. 

In the forefront 
"Thanks to Ellemtel, Ericsson 
has for many years been in the 
forefront in various technical de­
velopment projects in the broad­

band field," says Gunnar Wran-
ne, who is responsible for marke­
ting and project management at 
the ATM Broadband business 
unit. 

"We have been very successful 
in a number of RACE projects 
devoted to ATM over the years," 
he relates. 

The future for broadband 
appeared relatively clear until a 
few years ago. Field tests would 
be held from 1994 to 1996, follo­
wed by evaluation. Volume sales 
would not be attained before the 
beginning of the next decade. 
But something happened. 

Over the past five years, all 
western economies have been af­
fected by the deregulation of 
markets, the elimination of mo­
nopolies and the privatization of 
public companies. The telecom­
munications industry has been 
no exception. 

Adapting to reality 
When the changes in the market 
began to be evident, a major re­
structuring of Ericsson's Public 
Telecommunications business 
area was undertaken. 

The largest Ericsson compa­
nies, the Major Local Companies 
(MLC), were given total respon­
sibility for their respective mar­
kets. In Sweden, the organization 
was decentralized, through the 
formation of Business Units 
(BU) and Core Units (CU). The 
objective was to more clearly de­
lineate responsibility for diffe­
rent product areas and custo­
mers. This resulted in a matrix 
organization, in which business 
units not only encompass emp­
loyees in Sweden but also those 
who work with the same pro­
ducts in various Ericsson compa­
nies around the world. 

For the ATM Broadband busi­
ness unit, this means that the re­
sponsibility for customers now 
rests with Major Local Comp­
anies in the U.S., Germany, Italy, 
the U.K, Sweden, etc. 

Equipment is now delivered to 
customers through a cooperation 
effort involving the business 
units and core units. In order to 
keep track of the flow of pay­
ments, this is effected through a 
series of internal orders between 
the various units. MLC places an 
order with BU, which in turn pla-

What does the broadband package contain? What advantages does the new broadband technology pro­
vide and what services will it offer? These are the questions facing Björn Olsson, manager ATM 
Broadband, the business unit within Public Telecommunications charged with maintaining Ericsson's 
position in broadband. 

ces an order with CU. Thus, for 
example, development work 
may be ordered from Ellemtel 
and production from Supply. 

In a hurry 
Why does it seem that everyone 
in the broadband market is in 
such a hurry? 

"Market deregulation increa­
ses competition, and the greatest 
competitive advantage for opera­
tors is the rapid introduction of 
new services for end-users," ex­
plains Gunnar Wranne. 

"Quick access to products that 
make this possible is equally im­
portant for the traditional opera­
tors as it is for new players, such 
as cable TV companies. The end-
users in their turn, which may be 
medium-sized companies, want 
to use these new services to gain 
a competitive advantage. Thus ti­
me has become a significantly 
more important factor than pre­
viously." 

All players in the telecommu­
nications market began watching 
each other and trying to guess 
which services in which areas 
would be the first to provide a 
profitable market. 

It has become increasingly im­
portant to be present everywhere, 
over as broad a range as possible, 
in order to be prepared for the 
changes that will occur when the 
market takes off. 

Stirred up 
This trend has naturally stirred 
up suppliers. No one wants to 
wait. Everyone wants to have 
products in the pipeline. Today it 
is a point of pride among many 
operators to be field testing 
broadband. It shows that they are 
in the running. 

The data communications in­
dustry has taken advantage of 
this situation and is now supply­
ing operators with various types 
of ATM products. 

The ATM Broadband business 
unit is also allied with a number 
of partners outside Ericsson. 
This is because Ericsson does not 
have the resources to develop all 
the products and systems needed 
for the future within a reasonable 
time frame. 

System specialist 
Ericsson's foremost skill lies in 
systems construction, in creating 
a whole from the parts. Only a 
few suppliers in the world have 
this competence. 

"But to be able to create a who­
le from the parts, everyone wor­
king with the products must co­
operate to a significantly higher 
degree than previously," Björn 
Olsson emphasizes. "How well 
we work together is an extremely 
important factor for success. It 
may even determine whether or 
not we "catch the bus" when the 
market opens up. 

Helena Liden 



TEMIC. Topless... 
bottomless...wireless... 

TEMIC Semiconductors. 
We're a truly global 
organisation with a broad 
line of application-specific 
standard 
devices and 
mixed-signal 
ASICs. 

Ask about our... 
RF transmitters/receivers 

IR emitters/detectors 
Audio/video signal 

processors 
Microcontrollers/memories 

Power management ICs 

For use in your... 
Cellular/cordless phones 

Wireless LANs 
Personal communicators 

Global positioning systems 

And we work wonders in 
wireless...providing the small­
est, lowest power-consuming, 
leading-edge solutions. Devices 

with high 

noise immu­
nity so your 
products 
communicate 
with crystal 
clarity. 

We're TEMIC 
Semiconduc­
tors. World 

leaders in bipolar, CMOS, 
BiCMOS, DMOS, and BiC/DMOS 
technologies. 

The members of TEMIC 
Semiconductors-Telefunken 
Semiconductors, Siliconix, Matra 
MHS, and Dialog Semiconduc­
tor—have a long history of 
superior service to producers 
of wireless products. 

To find out more about our 
combined capabilities, call us 
at 08-733 0090. 

TEMIC 

A Company of AEG Daimler-Benz Industrie. Kavallerägen 24, Rissne, 17202 Sundbyberg, Fax: 08-733 0558 
Members of TEMIC Semiconductors: Telefunken Semiconductors, Siliconix, Matra MHS, Dialog Semiconductor 
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Success in China 
is a culture issue 
"Having international experi­
ence and common sense are 
prerequisites for anyone who 
wants to succeed here," accor­
ding to Gunnar Wenneberg, 

' President of Beijing Ericsson 
Communication Systems 
Company Ltd. (BEC), Ericsson's 
new Chinese joint venture. He 
was previously employed at 
Ericsson Radio Electronics 
(ERE) in Mölndal, Sweden. 
Gunnar studied technical physics at the 
Chalmers Institute of Technology, in 
Gothenburg, before joining ERE in Möln­
dal in 1968. Following such positions as 
systems engineer and project leader, he 
made the transition to the marketing side 

"Speaking the 
language is a 
virtues here," 
says the manager 
of Ericsson's new 
joint venture 
of operations. He has managed sales de­
partments and sections for both new and 
established products. Further education in 
business studies, administration and ma­
nagement gradually led him to new career 
advancement within Ericsson. Most 
recently, he was in charge of a department 
engaged in the export of micro wave links 
outside Europe. "Not exactly the narro­
west of jobs," according to Gunnar. 

Speaks Chinese 
Gunnar Wenneberg has journeyed to 
China since 1985, although the presidency 
of BEC is his first permanent position in 
the country. As a result of his interest in 
languages and culture, Gunnar is now 
able, for example, to hold speeches in 
Chinese. 

"During my ten years of journeying in 
China, I gradually accumulated a few 
phrases here and there, and learned a cou­
ple of language symbols at a time. I'm 
really fascinated by the Chinese language. 
Due to a purely mathematical interest, I 
decided to try to break its code of symbols. 
When I succeeded in doing that, I added to 
my knowledge through more formal studi­
es." 

Gunnar believes that his knowledge of 
* Chinese is at an intermediate level. He is 

not fluent in die language, and cannot read 
everything he sees in newspapers, but he 
manages to get a full grasp of complete 
contexts. He proved this by picking up a 
school book and reading an item about a 
journey to Shanghai. 

'To be able to read a newspaper proper­
ly, you must know at least 3,000 sym­
bols," Gunnar claims, adding mat he 
knows slightly more than 2,000. 

Gunnar Wenneberg has been working with the Chinese market since 1985. Now he is in 
charge of the Beijing Ericsson Communication Systems Ltd. He has learnt enough of the 
Chinese language to be able to carry out a normal conversation. 

"If you can speak the country's langua­
ge, you make fewer mistakes." 

Avoid impatience 
Applying the Western brand of eagerness 
to negotiations is impossible here. 
Impatient people always lose out in the 
end. 
You also have to be able to read between 
the lines, especially if the opposite party 
shows signs of hesitation. The people here 
are open, curious and eager to learn - on 
the whole, very sympathetic." 

Like many other newcomers to China, 
Gunnar is now waiting to be assigned ac­
commodations. There is a queue of 100 
people for every new apartment. 

Even with good contacts, people have to 
wait at least three to four months. 
Meanwhile, Gunnar Wenneberg is staying 
in the Beijing Lido Holiday Inn. 

Ericsson - written in Chinese 

Gunnar explains that having a long-term 
approach is important in China. In 1992, 
Ericsson celebrated its hundredth anniver­
sary of operations in China - the first tele­
phones were sold in Shanghai in 1892. 
Widi die exception of interruptions for 
world wars, Ericsson has continuously 
conducted business in the country. This is 
something that customers appreciate. For 
die Chinese, taking a long-term perspecti­
ve is a virtue. 

Text and photography: 
Thord Andersson 

Recognition is 
a quality issue 

Just over a year ago, I wrote in tiiis 
column diat it can be difficult for 
people in Ericsson to show each ot­

her the recognition deserved for excel­
lent work. At tiiat time, I had just visi­
ted Texas Instruments in Dallas, and 
Ericsson's own plant in Lynchburg, 
Virginia - two places where me art of 
recognizing excellent work is practiced 
as a natural means of encouraging em­
ployees to perform even better. 

A year has passed since men and ve­
ry little has changed. There has been 
some talk of introducing systems for 
rewarding employees for well-perfor­
med improvement work, for example. 
However, no concrete results have yet 
become noticeable, at least to my 
knowledge. 

Just the otiier day, I was reminded of 
die true importance of this matter. I had 
the honor of attending one of die most 
major events in Ericsson's modern his­
tory. The occasion was a visit by seven 
quality auditors from die European 
Quality Award (EQA) to our Spanish 
company, Ericsson S.A. Just imagine! 
Our Spanish company is one of five fi­
nalists being visit by die EQA judges. 

One question tiiat die judges re­
turned to time and again related 
to die occasion and die manner 

in which employee efforts were most 
recendy acknowledged by tiieir mana­
ger - and whedier the employees them­
selves had shown any recognition of 
good efforts by die manager! The best 
response diose questioned could make 
was that they had received a kind word, 
or a pat on their shoulder - but nobody 
could think of anytiiing more concrete. 

So bear this in mind, all of you ho­
ping to receive a quality award in futu­
re. Start by rewarding a deserving em­
ployee! It doesn't have to be in die 
form of jingling coins. In many cases, 
it's enough to acknowledge a perfor­
mance in a manner that is noticed by 
others. This is one way of doing it: 

Pia Rehnberg, who works in Corp­
orate Relations is a real pillar of die 
company. When tilings are most stress­
ful, due to die preparation of interim 
reports and die like, Pia's workload is 
enormous. But she still manages to do 
an excellent job. Her input for Contact 
is also invaluable. We need more peo­
ple like Pia in Ericsson, in my opinion. 


