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Best at long
distance

Alberto de Castro opted to
move his family to Orebro so
that his wife could pursue her
career. Nevertheless, he was
able to keep his job at Ericsson
Telecom in Stockholm, by wor-
king three days at home and
two days in Stockholm. 6

Putting it all
in system

Jorma Mobrin is now respons-
ible for Ericsson’s systems ma-
nagement. He and his colleagu-
es are the spiders in the new
networks being developed to
link Ericsson’s systems deve-

lopment. 8

Patent game
for billions

There is a game under way
among the patent departments
of the telecom companies. No
one can afford to lose the op-
portunity to earn money on
ideas. Ericsson is strengthening

its patent activities. 10

Blown out
the other end

The network construction engi-
neers at Ericsson Business Net-
works placed a new method for
cable laying into operation.
They laid a cable for data traf-
fic from Ericsson Data in Alv-
sjo to Ericsson Telecom’s
Tellus plant by blowing the ca-

ble into the pipe. 16

Photo: Seren Wesseltoft

Smart move in Denmark

Ericsson A.S. in Denmark has one of the Through careful planning and ingenious
largest AXE test facilities in the Group. It is solutions, use of the 26 test channels at
also one of the most efficiently utilized. the facility increased sharply. 9
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plains Arne Johnson, in charge of Ericsson’s participation in the fair.Photo:

Time for the “World
Cup in Exhibits”

it’s been called the
“World Championship in
Exhibits” - the Telecom
fair that takes place in
Geneva once every four
years. This year, on
October 3-11, it’s time
once again for the
world’s telecommunica-
tors to convene and dis-
play the latest technolo-
gy and, most important-
ly, meet one another.
Ericsson is one of the
largest participating
companies.

Eiricsson has participated from
the very start; the first fair took
place in 1971. The fair has
grown steadily since its humble
beginnings, with the exposition
area this year breaking all pre-
vious records — about 95,000
sqm or 14 football fields! — and
an increase in the number of par-
ticipants to 520 from 35 countri-
es. The number of visitors is al-
so expected to increase; estima-
tes indicate that 130,000 people
will visit the fair during the nine
days it is in progress.

The fair is arranged by ITU,
the International Teleunion.
During the four years between
the Telecom fairs, ITU arranges
expositions in North America,
Asia and Africa.

In addition to the enormous
exposition, Telecom 95 is also a
conference. It will be divided in-
to two main topic areas: Strat-
egies and Technology.

Important meeting point
Responsible for Ericsson’s parti-
cipation in the fair is Arne
Johnson, Manager of Ericsson
Events.

“Competition for the best loca-
tions in the exhibit hall is always
stiff. This year, we have landed
a prime location. Our closest
neighbors will be IBM and Alca-
tel.

“Our exhibition area will be
three stories high,” explains
Arne. “The ground floor is 511
sqm and the other two are so-
mewhat smaller. The first two
floors are for our visitors and the
top is solely for our employees,
with space for resting, eating and
working.”

Using studies performed at
earlier fairs, Ericsson has obtai-
ned thorough knowledge of what
is most important for visitors.

“They come partly to see
what’s new in the field. But of
increasing importance is use of
the fair as a meeting point,” ac-
cording to Agneta Bonde, who is
responsible for the internal com-
munications in conjunction with
Telecom 95. “We have taken
this into consideration when des-
igning our exhibit. Only one-
fourth of the area is designated
for displays. The rest is confe-
rence and restaurant space.”

Competent personnel
Another important lesson lear-
ned from earlier fairs is the roll
the personnel play in achieving
good results.

“The exhibition space is like a
stage that is very dependent upon
its actors,” says Arne Johnson.
“Therefore, we place great em-
phasis on selection and training
of the exhibition personnel.
They should not only possess ex-
cellent knowledge of both Erics-
son and the message we want to
convey, but also have the skills
to interact professionally with
people.”

“The physical environment in
a fair of this size is really inhu-
man,” says Arme Johnson. “The
heat and noise levels, combined
with a innumerable impressions,
are almost unbearable. That’s
why we are investing in making
the environment in our exhibi-
tion area as comfortable as possi-
ble with air conditioning and
soundproofing.”

Otherwise, the project group is
trying to maintain a very cost-ef-

Agneta Bonde is responsible for
internal communications in con-
junction with Telecom 95.
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fective approach. Some compe-
titors spend ten times as much on
the design of their exhibition
space.

“Our ambition is also to be
able to re-use as much of the dis-
play material as possible,” says
Arne.

Conveying visions

By the time it is over, around 500
Ericsson employees from all
over the world will have partici-
pated in the fair at some point.

Aside from the exhibition at
the fair itself, Ericsson will also
have access to rooms in a nearby
hotel, with space for smaller dis-
plays, conferences and informal
meetings.

On top of this, a large recep-
tion for approximately 1,000 gu-
ests will be held during one of
the evenings.

The objective for Ericsson’s
participation in the fair is to be
perceived as a company that un-
derstands the needs of its custo-
mers better than any competitor.

Lena Granstrom

And the GSM
success goes on

Ericsson’s success with

B UK: 255 million

Cellnet in Great Britain has gran-
ted Ericsson yet another contract
for GSM switchboards. The
contract is initially worth SEK
255 million. Cellnet is Great
Britain’s fastest growing mobile
network, with 1.6 million analog
and digital subscribers.

M China: 750 million

Guangdong Mobile Communic-
ations Corporation in China has
chosen Ericsson to be the suppli-
er of the region’s GSM network.
The contract, which is worth
SEK 750 million, enables the
operator to build a mobile telep-
hone network in the entire pro-
vince for 400,000 subscribers.

Ericsson had previously recei-
ved an order to increase the net-
work capacity to 100,000 sub-
scribers, however, expansion
will now continue at an even hig-
her pace.

B Turkey: 250 million
Ericsson has received an order
for expansion of Turkcell’s GSM
network in Turkey. Turkcell will
buy new switches and equipment
for radio base stations for SEK
250 million.  Experts from
Ericsson’s Turkish subsidiary
will install the equipment during
this year.

Turkeell’s network has 75,000
subscribers to date, an amount
which increases by 2,000 wee-
kly.

M Portugal: 300 million
Telecell, a Portuguese operator,
has placed an order for expan-
sion of its GSM network for SEK
300 million. The order contains
new switches for the mainland
and for the island of Madeira, as
well as radio equipment. The
goal is to increase the network’s
coverage and capacity, which is
expected to have over 100,000
subscribers by mid-1995.

Ericsson Mobile Networks
BV in the Netherlands has
received an order worth
SEK 50 million for 10,500
Freeset lines from Erics-
son Paging Systems in
Sweden. The lines will be
delivered by Telia to the
Swedish market during
the first half of this year.
This is Freeset’s single largest
order to date and demonstrates
Telia’s confidence in the sys-
tem. Telia expects to sell

Good start for Freeset

around 30,000 Freeset lines in
Sweden during 1995.

The second generation of
Freeset telephones has received
an international prize from
Indusrie Forum Design Hann-
over for excellent industrial de-
sign. Freeset will therefore be
displayed in Industrie Forum’s
exhibit at the CeBIT Fair in
March. The system will of
course be a strong attraction in
Ericsson’s own exhibit at the
fair as well.

All set for CeBIT ‘95

On March 8, the gates will
open to the gigantic
Hannover Messe exhibition
area. It's time for CeBIT
‘95.
Ericsson is one of the largest te-
lecom exhibitors at the fair.
Ericsson will display its wide
range of expertise, with a special
focus on the latest developments
within broadband infrastructure,
GSM infrastructure, mobile te-
lephones and communication so-
lutions for the corporate market.
CeBIT in Hannover is the
world’s largest annual telecom-
munications fair, held every
March. The number of visitors
last year was 700,000. Ericsson
registered 4,500 visitors with bu-
siness potential at its stand, an

increase of 24 percent compared
with the preceding year.

This year, Ericsson will dis-
play most of its products, sys-
tems and services for wireline
and mobile public and private
communications.

Ericsson will also for the first
time participate in the lecture se-
ries that will take place during
the fair.

On March 9, interested visitors
will be able to attend half-hour
lectures on everything from per-
sonal telephony and modems to
access products for broadband
networks. Visitors attending the
fair with customers can bring
them to a lecture on their particu-
lar area of interest.

Maria Rudell

world's largest.

H ATM approved in Germany

Deutsche Telekom AG recently approved Ericsson’s ATM broadband
system which was included in a field test in Germany. Now that the
system has been approved, the ATM switch will be put to commerci-
al use as a part of Telekom's broadband network, which is one of the

The system that the Germans have approved is the first genera-
tion of the ATM platform developed by Ellemtel.
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Ericsson re

invests

entire 1994 net profit

Ericsson had a good year in 1994, Profit was a
record SEK 5.6 billion. Continued growth in profita-

bility is expected in 1995.

“We've done well, but we need every penny,” con-
tends CEO Lars Ramqyvist. He rejects any talk about
an excess of profits that is current a headlining to-
pic in the Swedish mass media. The current profit
level is a necessity for Ericsson. The company

needs even higher profits

Ericsson is in the midst of a
strong expansion. Success in the
mobile telephone field has been
the engine driving growth during
the past few years. Investments
are required to expand and tech-
nical investments are a necessity
to retain the fantastic market po-
sition in mobile telephony. On
the other hand, there is a need to
develop new products in other
business areas, not the least wit-
hin public telecommunications.

“During 1994, we invested
SEK 20 billion in technical deve-
lopment, if we include related
expenditures,” says Lars Ram-
qvist. “This is more than any ot-
her Swedish company and more
than any other in our industry.
Nevertheless, this is a necessari-
ly high level just now.

“We must conduct research
and development in order to re-
main at the forefront technically,
while at the same time, price,
performance and quality of our
products must match the compe-
titors’. Continued growth is
made possible only through
continued market success — that
customers buy our products.
They make it possible for us to
create new jobs.

Need profit
Lars Ramqvist means that the
conclusion is apparent. Without
the heavy development invest-
ments in recent years, Ericsson
today would be a smaller compa-
ny, with much fewer employees.
Now we are 76,000 strong within
Ericsson, 6.000 new jobs were
created in 1994.

“Growth costs money, we

Ramqvist
rejects talk
of excess
profits

sible industry such as Ericsson.
We need our profits, we reinvest
as much as we can. In this man-
ner, the company can grow and
offer real jobs to more people!”

Society gets the most
“Let me explain just how our
profit of 5.6 billion kronor is
used”, says Lars.

“The biggest part of the profit
will be paid in taxes, in all 1,682
million kronor. In addition to
this, the company also spends
considerable amounts of money
on salary taxes.”

“Then the minority interest
owners in the joint-ventures
wants their share of the profit,
this year 395 million kronor.”

“The fact that Ericsson is gro-
wing is not only good for all of us
working in the company,” Lars
continues. “It is also a prerequisi-
te for the shareholders to contin-
ue to have faith in the Ericsson
share. The dividend of SEK 5.50
being proposed for 1994 is not
any great return on the capital
that the shareholders invest.
Actually, it represents only 1 per-
cent in interest.

“The reason that people still
purchase Ericsson shares is that
the increase in value is attractive.

Tt

Ramgqvist. “

In turn, this value increase requi-
res favorable growth of the com-
pany’s operations. Since its is for
growth that the profit is reinves-
ted in Ericsson, the shareholders
accept the continued aggressive
investments in technical deve-

must continually invest in bu-
ildings, machinery and in-
ventory. In 1994, Ericsson in-

THE 1994 PROFIT (billion SEK)

vested SEK 5,264 million. | Net sales
We had to take this money | Pre-tax profit
from our own assets, from | Taxes, 30%

this year’s and prior year’s
earnings.

This is the background on
which Lars Ramgqyvist rejects
talk of excess profits.

“All such talk is totally fal-
se when applied to a respon-

Profit after taxes
Minority shares

Dividend to shareholders.
SEK 5.50/share x 218 m. shares =

Remaining profit

82.5
5.6 “Now, there is only 2,366
-1.7 | millions left of our 5,600
3.9 | million profit. All this — our

lopment. Otherwise, they
would have demanded that a
greater portion of profits be
distributed as dividends.

0.4 | actual profit — is reinveted in
Ericsson.”
1.2 “Maybe you are thinking

that somewhat more than 2

2.3 | billion is not that much to

build the future and the jobs
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on, in a company that has a turn-
over of 80 billions and was gro-
wing by 30 percent last year.”

“I  fully with  you.
Actually, we need an even higher
profit to secure growth in the fu-
ture, and to secure the jobs of all
us working within Ericsson!”

agree

Personnel in center

“Moreover, | would like to em-
phasize that this strategy is also
good for our employees, and not
just because we create new jobs
in the company. A good econ-
omy is the company makes it
possible for us to invest in our
personnel. They are our most im-
portant resource and therefore
we want to invest in the know-

“A good economy for Ericson makes it possible for us to invest even more in our employees,” Says CEO Lars

Photo: Victor Lenson Brott

ledge and skills, flexibility and
quality of the employees.

“The individual is personally
responsible his or her skills and
development, but the company
wants to do everything to encou-
rage the employee to make an ef-
fort themselves. This we do
through paying for skills, respon-
sibility and the quality of the
work done,” emphasizes Lars
Ramgqvist.

“Stated briefly, Ericsson plac-
es the employee in the center.
You must do so in a company
which has professionalism, con-
cern for people and perseverance
as its foremost values!”

Lars-Goran Hedin
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CONTACT is published by:

Telefonaktiebolaget LM Ericsson

HF/LME/DI, 126 25 STOCKHOLM

Printing: Aftonbladet Civil, Gothenburg, 1995




4 Contact no. 2 1995

NEWS

D-AMPS

completely

digital

In January, the second
step was taken to make
the American mobile te-
lephone standard
D-AMPS completely digi-
tal. Ericsson connected
the first call with McCaw
Cellular Communica-
tions, a Dallas operator.

Every radio channel between the
base station and the mobile telep-
hone consists of a control chan-
nel, which connects and moni-
tors the call, and a voice channel.

The voice channel is already
digital, but now the control chan-
nel is also digital. In practice,
this means that the mobile telep-
hone can be used for paging and
for transferring short text messa-
ges.

Digital channels also enable
the use uf coded messages and
require less power when the te-
lephone is not in use, which me-
ans that the battery lasts longer.

Setting standards
The basis for the entire system is
the latest version of TDMA
(Time Division Multiple Access)
technology in accordance with
the IS-136 interim standard.
“Thanks to our own represen-
tatives who are a part of the deve-
lopment process for this stan-
dard, we can begin development
before the standard is official,
thereby decreasing our lead fi-
mes,” explains Kenneth Berg of
the American Standards Mobile
Telephone business unit.

Package B

The project has the working na-

Increased
functionality
with new
digital control
channel

project called Bravo Design and
a test project called Corvl. All
together, there are over a thou-
sand people in six countries wor-
king on the projects.

“The Bravo Design project in-
cludes development of the new
RBS 884 radio base station, in
which the actual radio (transcei-
ver) is a tenth the size of its pre-
decessor and therefore a very
competitive product,” according
to Kenneth Berg, who leads the
Swedish portion of the construc-
tion project with Roger Hultén.

Visible goals

A model has been built in Kista
to serve as a barometer, in which
the accumulation of building
blocks illustrates progress in the
project.

“We want to visualize the great
technical leap forward now that
we have succeeded in connecting
the first calls here at our lab in
Kista and in our field test in
Dallas,” says Lars-Olof Sundell,
Project Manager for testing in
Sweden.

He would like to express his
thanks to all those who have con-
tributed to this project.

“We're looking forward to a
successful conclusion to the pro-
ject with testing and market in-
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nel. Functionality with other brands of mobile terminais is secured
through a cooperation with Nokia

me “Package B,” which in
Sweden is divided into a design

troduction this summer.”

Lars Eriksson

eaching for higher goals. WWMWINIMH
Hultén and Kenneth Berg. They are running the Swedish portion of the Package B project together.
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Certificate for global quality

The same quality worldwide for
base station service of Americ-
an Standard mobile systems.
Ericsson’s four service centers
can guarantee this now that
the first group of service tech-
nicians have received a certifi-
cate of their qualifications.

“We have four service centers for our mo-
bile telephone systems AMPS and D-
AMPS located in the United States,
Mexico, Australia and Sweden,” explains
Jan Soderblom, responsible for service
center coordination.

The American center in Richardson,
Texas, is the largest and the smallest is in
Givle, Sweden.

Each center handles a specific region.
The U.S. center serves North and parts of
South America, Mexico handles Central
America, while Australia takes care of
Asia. The Repair Center in Gavle services
Pakistan and Russia. There are also three
local service centers in Canada, New
Zealand and Taiwan.

Global customers

“We have global customers, that is, opera-
tors with mobile telephone systems in va-
rious parts of the world. They rightly de-

mand that quality should not be dependent
on the service center that does the job.”

The first eleven service technicians were
certified this past autumn after six weeks
of training conducted by Ericsson Inc. in
Texas. The training was led by Ericsson
personnel and consisted of two weeks of
theory and four weeks of practice.

The first group of certified service tech-
nicians are from the U.S., Mexico and
Australia. Even all of the service centers
will be certified.

Customer service essential

Customer service is becoming more and
more important as telecommunication

markets are becoming de-monopolized
and many new operators are entering the
scene. New operators need support in or-
der to develop and make use of their sys-
tems in the best way. Providing services is
playing a more important role in system
sales.

“Marketing personnel sell these services
and we in turn have to make sure that we
can deliver.”

“Part of this is proving that we maintain
uniformly high standards worldwide,
which is done by certifying both our tech-
nicians and our service centers,” conclu-
des Jan.

Gunilla Tamm
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Top politicians
discussed IT

Electronic superhigh-
ways, virtual reality, in-
ternet and cyperspace
are phenomena now
being discussed at the
highest levels of soci

ety. Recently, politicians
from the seven leading

industrial countries, the
G7, met in Brussels to
discuss the revolution-

ary changes that are
leading us into the fut-
ure information society.

At the preceding ordinary G7
Meeting held in June 1994, it was
decided that the EU Commission
would host a conference with a
special focus on the information
society.

Subsequently, the world’s
leading politicians met for the
first time to jointly discuss their
common future. Held during the
last weekend in February in
Brussels, the meeting was att-
ended by all countries in the G7
group.

Future in practice

In connection with the confer-
ence, an exhibition was arranged
where the participants, with
other specially invited and the
press corps, were given a first-
hand view of the information
society.

Ericsson was one of the exhib-
itors and was represented by
Jaap Van Den Berg from Erics-
son in the Netherlands.

Jaap presented the cordless of-
fice, and visitors were given an

During the G7 Meeting, visitors could test a virtual reality helmet which
was linked to a camera in another part of the building. The camera was
controlled by head movements.

opportunity to test the functions
available with the DECT/Freeset
system.

Other exhibitors included the
Motorola and Nokia telecom
companies, and mobility was the
overall theme. Motorola presen-

ted the concept of “Commun-
ications for people in motion,”
and Nokia’s presentation was ba-
sed on the user benefits when
Europe’s mobile communica-
tions system is developed.

Pia Rehnberg

Top leaders in historic meetings

Industrial leaders from
around the world met
during the G7 Meeting to
discuss the information
society of the future.
Ericsson’s CEO Lars

Ramgqyvist participated in
the historic meeting as

the only representative
from Sweden

Some 45 industrial leaders from
around the world came to the G7
conference to participate in
roundtable discussions about in-
formation technology. Regul-
ation and competition, technique
and availability and social,
community and cultural issues
were discussed during the four-
hour meeting.

The discussions among the
leaders were based on four
themes: development and dem-
and; responsibilities and duties
of authorities; international co-
operation, and any possible risks
associated with the technological
revolution inherent in the in-
formation society. The discus-

sion will serve as a platform for
recommendation to be presented
at the next G7 conference in
Canada in June.

Private investments

Lars Ramqvist participated in the
roundtable meeting. An issue
which he presented dealt with in-
vestments. He contended that
development toward an inform-
ation society will require increas-
ingly larger private investment,
and proposed that standard regul-
ations are required for dealing
with private investment.

“The information society
should make it perfectly clear
that foreign investors in a coun-
try must be considered and be
treated in the same fashion as do-
mestic companies,” Lars Ram-
qvist said.

Carlo Benedetti, Board Chair-
man of Olivetti, made a well-rec-
eived and appreciated statement
in which he contended that the
information society must be
developed based on people’s
needs, and this will require an in-
vestment in education.

Lars Ramqvist also emphas-
ized the importance of deregul-
ation and open competition in the
telecommunications field. He
presented the issue of common,
international  standards, and
underscored that they must be
based on market demands.

“They should not be permitted
to function as trade barriers.
Instead, international standards
should reduce obstacles and
product development costs.”

Social aspect

In conclusion, he emphasized the
social, community and cultural
aspects of information society.

“At Ericsson we are guided
and inspired by a strong convic-
tion that the global information
society is firstly and most
importantly about communica-
tion between people - the rest is
technology.”

“This was an historic meeting
which provided us the opportuni-
ty to discuss future cooperation
within telecommunications,”
Lars Ramqvist commented after
the meeting.

First order
for PCS in U.S.

American Personal
Communications Inc. be-
Ericsson’s first cus-
tomer for a PCS system in
the U.S.
PCS, Personal Communications
Services, is the new type of
cordless personal telephony
system which during the years
ahead will be extended to most
of the major population centers
in the U.S. Licenses for PCS
have been auctioned to interest-
ed operators since December.

The order from APC covers
equipment for the infrastruct-
ure and is divided between
Ericsson and Northern Tele-
com. This network will be con-
struction in the Washington-
Baltimore region

“Qur goal is to the first to
have a commercial PCS system
in operation in the U.S.,” says

Wayne N. Scheele, Chairman of
APC. “We hope to achieve this
goal at end of this year and have
already acquired 250 sites to in-
stall base stations.”

The equipment Ericsson and
Northern Telecom are supply-
ing is the PCS1900 type, a tech-
nology based on GSM but adap-
ted to conditions in the U.S.

Ericsson will deliver the
switches and radio base stations
for the Washington-Baltimore
are, while NT will be respons-
ible for the equipment to the
coastal region in Maryland and
the western regions of the
APC’s license area.

APC’s market covers Wash-
ington D.C., most of Maryland,
large parts of Virginia, West
Virginia and Pennsylvania. A
total of 8 million people live in
the area.

Bengt Halse moves to Saab

Once again a top executive
from Ericsson has been recrui-
ted to a top position in another
Swedish company.

Bengt Halse, head of the
Microwave Systems Business
Area, has accepted a position
with Saab as president of the
aviation company in the re-
structured Saab-Scania.

Jan-Ake Kark has been ap-
pointed to succeed Bent Halse
as head of the business area
and president of Microwave
Systems AB.

Kark comes from the EP
Consulting Group in Karls-
krona. EP, which has grown
sharply in recent years, is an
Ericsson software company.

Mobile net expanded in Moscow

VimpelComm is a telecom
operator with an AMPS/D-
AMPS mobile telephone net-
work in Moscow. Recently, the
operator awarded Ericsson its
largest single mobile telephony
order to date in Russia. The or-
der covers expansion of the

VimpelComm network to a
capacity of 50,000 subscribers.
The network will then cover
central Moscow as well as sur-
rounding areas.

Currently, Ericsson has six
AMPS/D-AMPS  systems in

operation or on order in Russia.

Durable telecom cable to railways

Ericsson Cable’s telecable div-
ision in Hudiksvall has signed
an agreement with the Swedish
National Rail Administration

covering continued supply of

telecable during the next two
and a half years. The contract is
valued at SEK 50-60 million.

The cable is of a new design.
It is designed for tough envi-
ronments and is particularly su-
ited to the Swedish climate. It is
an optical fiber cable with not
metal components and is not
affected by interference from
nearby electrical installations.

Radio take over in Nynashamn

The manufacturing units at the
Ericsson plant in Nyniishamn
will be transferred from Public
Telecommunications to the ex-
panding Radio Communic-
ations business area. The exact
date fro the transfer has not
been decided. However, effec-
tive immediately, the Nynas-

hamn plant is starting with the
subcontracting of antenna
related products fro Ericsson
Radio Systems in Kista. The
AXE production carried out at
Nynashamn today will be
gradually transferred to other
production units within Erics-
son Telecom.

GSM expansion in Turkey

Ericsson has received an order
for the expansion of the Turk-
ish operator Turkcell’'s GSM
network. The order, valued at
SEK 250 million, covers new
switches and equipment for ra-
dio base stations. Installation

will be carried out during 1995
by Ericsson’s Turkish compa-
ny. Today, Turkcell operates
the largest GSM network in
Turkey. Placed in commercial
operation in February this year
it now has 75,000 subscribers.
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mend for lone wolves, ” says Alberto de Castro. He e
should know. Since 1992 be bas been living in Ore- B2

bro, although we works in Stockbolm more than 100
km to the south. He is thus a teleworker. and be is de-
finitely not a lone wolf.

Alberto lives on a quiet area just
outside the center of Orebro. The
houses are from the late 1950s
and are owned primarily by retir-
ed persons. The neighborhood is
peaceful and is an ideal work en-
vironment.

“This is definitely one of the
advantages to working this way.
A lot of disturbances are elimin-
ated, and | can avoid many un-
necessary meetings,” says Al-
berto, while setting out cookies
and cake for afternoon coffee in
his kitchen. His three-year old
daughter Carolina, who has a
cold and is home from day care
today is taking her afternoon nap
in her bedroom on the floor
above.

In 1992 Alberto thought that
he would be forced to resign his
position with Medex Design at
Ericsson Telecom. His wife, who
is a civil engineer was offered an
attractive position in Orebro by
her company, AGA Gas AB.

“I am really glad that she has
been so successful in her career.
She’s really good at what she
does,” says Alberto with pride.

Alberto
teleworks
three days
a week

here between 8 and 5 and always
being available to those who
need to reach me.”

Alberto appears to have been
successful in this effort. Leif
Jansson notes that it is often eas-
ier to reach Alberto than employ-
ees working in the office, becau-
se they spend more time in meet-
ings. For the most part, Alberto is
also the one who responds most
rapidly to Memo messages sent
to a group distribution list.

Alberto does not always make
a sharp distinction between work
and leisure time. He and Maria
often discuss their work in the
evening when Carolina is asleep
or at times on weekends. Maria is
also often the one seen typing on
her portable PC doing a few
hours work at home. Where work
is performed is not important. It
is more important to have an in-
teresting job that is a part of
one’s life.

Workmates’ idea
The move to Orebro was planned
at Christmas time. Thereafter
Alberto was to take a parental
leave of absence and remain at
home with Carolina. But his
workmates, who are part of a
group responsible for “Mod-
ification Handling,” had a differ-
ent idea. Their proposal was that
Alberto should work remotely
from Orebro, and Alberto, who
likes his work at Ericsson and the
positive spirit in the company,
made the proposal to his super-
ior, Leif Jansson. Leif saw it as
an interesting experiment.
“Alberto is a highly skilled and
valuable employee, so we didn’t
want to lose him,” says Leif.
“We agreed to a six-month trial
period during which he would
work three days a week from his
home in Orebro and two days in
the office in Stockholm. A con-
tract was drawn up regulating the
conditions.”

Less travel time

Traveling between Orebro and
Stockholm takes about two
hours, so Alberto’s total of four
hours’ traveling time each week
is actually less than that of many
Stockholmers.

Alberto’s job is to develop
process descriptions and docum-
entation instructions for the dev-
elopment of the AXE system.
This means that he spends much
of his time in front of the comp-
uter. However, he also has a lot
of contact with other technical
documentation specialists within
his unit, with a group outside the
unit, and with printers and other
suppliers.

He tries to schedule meetings
on Tuesdays and Wednesdays
when he is in Stockholm.
Sometimes he is forced to stay an
extra day, but sometimes mee-
tings can be held in Orebro. By
being flexible and taking advan-
tage of technology, almost anyt-
hing is possible.

“I is just not possible for both parents to pursue careers when you have small children. Right now Maria is
the one who is able to develop her career,” says Alberto de Castro. He's been a teleworker since 1992. Three

that is then evaluated by both
parties. |

“It’'s really a question of
confidence,” says Leif. “Work-
ing from home requires self-dis-
cipline and a sense of duty on the
part of the employee. The trend
today is away from control and
time clocks and towards freedom
with responsibility. I judge succ-
ess on the basis of project results _
of and measure satisfaction by j
the lack of negative signals. '

“I could certainly consider |
having more employees working |
from home, but this is not a goal.

ping quiet. I usually have an opi-
nion about everything. If I think
a decision is crazy, I say so.

“Another disadvantage is that
there are fewer opportunities for
development in my work. I can-
not take part in courses and [ am
not among the first choices in re-
cruitment for more stimulating
jobs.

“But for the time being, these
are options from which I am will-
ing to abstain. It is just not poss-
ible for both parents to pursue
careers when you have small
children. Right now Maria is the

one who is able to develop her
career,” says Alberto.

Contracted trial period

“Working from home may not
suit everyone,” Alberto observ-
es. The prerequisites are that the
employee can exercise self-disci-
pline and is willing to do the best
for the company.

It is also important to be socia-
ble, to have a network of contacts
and to be accepted in a group that
is supportive. Alberto and Leif
also both emphasize the impor-
tance of a contracted trial period

Home office

A PC was purchased and conn-
ected to the Ericsson network.
An extra telephone line was ord-
ered at Ericsson’s expense.
Alberto was also able to borrow
some office furniture, including
a desk, book shelves, a computer
table and a chair.

“For me it was important that
this room looks like my office
and that it is different from the
rest of the house,” says Alberto.
“I am also very strict about being

Less influence

“The greatest disadvantage to
working this way is that I have
less influence,” says Alberto.
“And if there is anything that is
difficult for people of my genera-
tion born in the 1960s, it is kee-
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days a week he works at home in Orebro. Om Wednesdays and Thursdays, he drives to work in Stockhoim.

It must be the case that working
or family conditions make it nec-
essary.

Orebro is not forever

Alberto and his family enjoy
their lives in Oreboro. Maria has
an aunt and several cousins in the
area that she often spent sum-
mers with as a child.

Alberto likes Orebro because
it has the advantages of a city
while putting everything at a
convenient distance. Yet the
family is already thinking about
breaking up.

o |
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“We will not stay in Orebro for
the rest of our lives,” says
Alberto. “At some point we will
have to move, either back to
Stockholm or abroad.”

Alberto, who came to Sweden
from Portugal as a refugee in
1970 is curious to see how his
new homeland is viewed in the
eyes of others.

Ericsson has local companies
in many countries, and Maria’s
company also has international
operations.

“In any case, [ want to return to
working full time in Stockholm,”

your home

says Alberto. “I would certainly
like to be able to work from ho-
me from time to time with speci-
al assignments that demand pea-
ce and concentration, but being
able to influence decisions and
participate in training requires
being in the office,” concludes
Alberto.

Alberto waves from the front
steps as we leave. He then turns
to go up to Carolina on the top
floor, who has slept throughout
our conversation.

Text: Lena Granstrom
Photo: Lars Hansson

Staffan Svensson (left) from Private Radio Systems finalizes the
cooperative agreement with Nils G Pierre from Ericsson Telecom
A/S. Overseeing the procedure is Steinar Tveit (middie), president
of Ericsson Telecom A/S.

Combination of
telephony and radio
a powerful solution

When two Ericsson bus-
iness units target the
same customer group,
they usually want to
combine their
strengths. And if you're
really good, one plus
one just might be
three. Greater strength
in numbers, you might
say.

This was at least the idea that

Nils G Pierre at Ericsson
Telecom A/S in Oslo and
Staffan Svensson at Radio

Systems in Kristianstad had
when they began to talk about
combining their strengths. Nils
Pierre heads Ericsson Norway’s
division for private networks.
The division’s product portfolio
includes systems for MDI110
CS, a system for control com-
munications that has been sold
to police departments, airports,
power stations, rescue services
and other users around the
world. Staffan Svensson is the
manager responsible for inte-
national marketing of Private
Systems and also markets the
closed-system radio EDACS to
the same customers.

Customer requitrement
Both parties agree that the pro-
spects for cooperation are
excellent. The EDACS system
is radio-based, while the CS
system is a special application
for the MD110 subscriber ex-
change. Most customers want a
combination of telephony and
radio when they are looking for
a system that provides max-
imum efficiency, reliability and
availability. Sales personnel
working with telephony thus
often receive requests involving
combinations with radio and
vice versa.

Cooperation thus seemed nat-
ural. The two parties have now
reached the point where they
are now introducing a combin-

ation based on EDACS and
MD110 CS at CeBit in
Hanover, Germany in the be-
ginning of March. The final
touches are now being made on
the marketing campaign and
forms of collaboration in pro-
jects of common interest.

Without rival in Europe
“This compbination of radio
and telephony is probably with-
out rival in today’s European
market,” says Stafan Svensson.
“On both sides, we are working
in a narrow but dynamic market
segment, and I am convinved
that this cooperation will
strengthen Ericsson’s position.™

His colleague Nils Peters
agrees completely. “We will
work together on new projects
throughout Europe. As an ex-
ample, this will increase
Ericsson’s chances of being in-
cluded included in a number of
very attractive airport projects
now being tendered in various
countries.

Norwegian police trials
The Norwegian police are an
excellent example of another at-
tractive customer group. For the
Olympic Games in Lille-
hammer Ericsson supplied a
sophisitcated EDACS system to
the Norwegian police. Accord-
ing to project manager Steinar
Jenssen, this systems was a key
factor in managing this gigantic
undertaking.

Since then, the EDACS sys-
tem has moved from Lille-
hammar to Oslo to the com-
mand center at Oslo police
headquarters. At the same time,
the Oslo police dapartment has
signed a contract with Ericsson
for a number of MD110 CS ex-
changes. In a test installation at
Oslo police headquarters, the
EDACS and the MD110 CS
systems have been linked, and
the results thus far are very
promising.

Paul Falck
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Synergy
without Tears

At the end of the 1970s, Ericsson attracted atten-
tion for its solid system expertise. That position
laid the foundation for the enormous success of the
AXE system. Then a decentralized development or-
ganization was built. The organization satisfied cus-
tomers’ demands for local adaptation of technolo-
gy, but the centralized control of system develop-

ment weakened.

Now the pendulum is swinging back to stronger
central management of system development pro-
jects. And that demands strategic decisions on what
technology Ericsson should develop on its own.

Ericsson’s new, centralized tech-
nology organization is getting up
speed. A new function is Core
Systems Management (CSM).
Behind this title you will find a
unit that will assume responsibil-
ity for managing Ericsson’s syst-
em development. In collabora-
tion with the system manage-
ment functions of the line and
business areas, this unit will
coordinate all development act-
ivities related to Ericsson’s core
.‘i}'SlL'lT.IS.

Jorma Mobrin heads the unit.
His previous experience as tech-
nical manager at Ericsson Tele-
com taught him that there is
much to be gained from better
coordination of system develop-
ment. And that coordination can-
not be controlled by centralized
group management.

Networks

“I have learned that a centralized
organization for technology de-
velopment doesn't work. Over ti-
me it becomes removed from re-
ality and gradually loses respect
out in the organization. Simply
put, it eventually loses control,”
Jorma says. “That’s why this
new system management is
being based on a network model.
CSM’s role will be to serve as the
junction for various networks, to
relay experience and skills bet-
ween various parts of the group.
By tying together the whole
group’s system development this
way, Ericsson can retain its posi-
tion as the leading company in
the industry in the area of system
architecture.”

Open architecture

Ericsson’s new policy book, cur-
rently being printed, has assign-
ed system and product develop-
ment their own chapter. The pol-

icy applying to this area in the
future constitutes to a great ex-
tent a new approach.

“In that policy, Ericsson com-
mits itself to open system archi-
tecture and standards. That is an
important statement, because an
open system philosophy can me-
an a lot for the future of
Ericsson.”

Jorma explains, “In the new
era we live in, companies that
focus on open systems will be the
most successful. You can see it in
the computer industry, where
open systems have paved the
way for the achievements of the
industry leaders.

“Open systems are also dem-
anded by the market today.
Customers don’t want to tie
themselves to a single supplier.
Nowadays, standards and indep-
endence from suppliers are
paramount. ”

Help from others

The second important stand man-
agement has taken on system and
product development policy con-
cerns what Ericsson should and
should not do. Policy clearly sta-
tes that the group should concen-
trate its leading expertise on cre-
ating new systems and products
in fields where the company sur-
passes all others.

“We just have to do what we
ourselves are best at and get help
from others when we’re working
on more standardized building
blocks in our systems. This rein-
forces the emphasis on open syst-
ems. Ericsson doesn’t want its
purchasers of external technolo-
gy to become too dependent on
one or two outside suppliers eit-
her!”

Getting help from other com-
panies in devising vital elements
of Ericsson technology is some-

Just as Ericsson begins con-
structing a new organization for
system management, many criti-
cal projects are begging to be
deait with. CSM has a list of 10
prioritized areas for 1995. All of
them are crucial to making the
Ericsson’s system development
more effective in the future.
These are a few of the priorities.
B Participating in Ellemtel's
development program.

A MOUTHFUL OF PRIORITIES

B Creating a common compu-
ter platform strategy.

B Devising a unified Ericsson
standard for user interfaces for
operations and maintenance
operators, particularly with re-
spect to the interface betweens
humans and machines.

M Finding the maximum syner-
gy effects for Ericsson’s system
development tools. These are
strategic assets.

thing of a break with the comp-
any’s traditions in system devel-
opment. But there is no doubt
that Ericsson can develop new
technology faster and at a lower
cost this way — without sacrifi-
cing quality.

“Everyone agrees that our cur-
rent expenditure on technology is
too high. That’s why manage-
ment is so interested in external
sources of technology. It’s an ex-
tremely smart way to reduce
costs. But we have to make sure
that we truly master the art of
intelligent technology procure-
ment and make the right decis-
ions about when to get outside
help and when to go it alone.”

Recycling

Another important task for Jorma
Mobrin and his colleagues is to
encourage the various technolo-
gy centers and development pro-
jects to share their experience.
Networks play a major role here,
of course, but CSM will also acti-
vely serve as a kind of “internal
sales department™ for other grou-
p’s expertise. Someone working
on a development project who
has run up a blind alley or who is
choosing between different sys-
tem solutions should be able to
learn from CSM where to find
the expertise that can help with
that particular case.

“We know that it’s not at all
unusual for two or more people
in different units to be stuck on
the same problem. We also know
that the solution to their problem
is often already available some-
where in Ericsson — somewhere
else, of course. There are enorm-
ous cost savings to be won here,”
Jorma believes. “Recycling fin-
ished designs is one of our main
goals here at CSM but it makes
certain demands on how we con-
struct our systems.”

Jorma Mobrin emphasizes the
need for creating more unified
architectures. That is crucial for
being able to move logic between
systems. “This is an oportunity
that Ericsson has not yet fully ex-
ploited, maybe because we have-
n’t built our systems in a way that
facilitates recycling. But today,
the computer industry and soft-
ware development are showing
us the way. One of the biggest ad-
vantages of object-oriented pro-
gramming techniques is the pos-
sibility of using different sections
of a program more than once.”

Gathering knowledge
The example of recycling rein-
forces the need for an overall
perspective on the Ericsson’s
system development. With a
technology organization as de-
centralized as Ericsson’s, someo-
ne has to have a bird’s-eye view.
“Today Ericsson is organized
according to the product areas
and markets we currently know
about. When systems of the fut-
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Jorma Mobrin, left, and his colleagues Ulrica Hanebring and Thomas
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Lindquist are curious to find out what impact the specially furnished
CSM room will have. Here they are going to conduct concentrated pro-

ure are a reality, the scene might
be completely different. That’s
when a function like ours is of
the greatest value, one that
gathers knowledge from all over.
What we are sure of now is that
Ericsson is well-prepared in the
field of systems.

“AXE is unequalled world-
wide as a system that has been

able to survive and be developed
more than any other,” Jorma
points out.

“It has been able to shed its
skin over the years, with new and
more modern versions of the sys-
tem. And we know that the AXE
will survive quite a ways into the
next century. We know that there
are no risks of running into a wall

blem solving, by gathering handpicked system experts from throughout
the group to focus on specific problems for one or two weeks.

with that system. So Ericsson
doesn’t have to pursue the costly
process of designing a complet-
ely new system to meet the dem-
ands of the future.”

“On the contrary, we are well
situated to strengthen our posi-
tion by further developing the
AXE platform. We will be best
and be able to produce new func-

tions before customers even
know they want them!”
“Without the strong system
management we had early in the
history of the AXE, we would
never have been able to feel so
secure about our position today,”
Jorma says.
Lars-Goran Hedin
Photo: Kurt Johansson

Networks
are the
model

The model of how
Ericsson’s technology
activities will be mana-
ged in the future that
Anders Igel devised du-
ring the course of 1994
has as a key concept
the construction of net-
works. Where central-
ized control, or no con-
trol, left off yesterday,
networks will take up
today.

The corporate function Tech-
nology and Production is somet-
hing of a network. Heading the
various areas of responsibility
for the function today are people
with wide-ranging experience of
operational tasks. Jorma Mobrin
is one of those. For many years,
he has played a leading role in
dealing with technology in the
Public Telecommunications
Business Area, recently as head
of the core unit for Basic
Systems.

“It is very important for those
of us in the corporate manage-
ment functions to work together,
so that we can act as an integ-
rated team. Together, we can
provide total support for those
out in the organization who need
help, in a way they have not been
used to,” Jorma says.

Multifunctional groups
The networks now being con-
structed for system management
comprise system expertise from
Ericsson companies and from
the business areas. A network is
being built for each business
area, with formally assigned
participants. Each business are-
a’s technical manager has the ul-
timate responsibility. Together
these managers make up the
Ericsson System Council (ESC).
The council serves as an advis-
ory body and as a platform for
creating consensus on important
system issues.

Jorma explains, “For example,
those of us working at CSM can
make sure everyone is in agree-
ment on strategies and priorities.
Multifunctional groups will be
formed to assist others with syst-
em problems, for example, or
when help is needed somewhere
making important technology
choices.”

Avoid “selling”

“We can achieve the best results
by coordinating and using the
operative system expertise in the
line organizations. And by bas-
ing our activities on cooperation,
we achieve more than that. We
also avoid having to ‘sell’ our
ideas to the technology organiz-
ations, which we would have had
to do if we focused on a complet-
ely centralized model for system
management. Trying to steer
system developers with a staff
function along the lines of clas-
sic business theory is pointless.”

“We have significantly enhanced the use of our test site during the

past year,” Ebbe Thygesen says.

Danish ingenuity
saves test money

Through better planning
and by using the AXE's
safety margins when
needed, Ericsson in
Denmark has succeed-
ed at significantly
expanding the capacity
of its large AXE test
facility. Instead of add-
ing to the facility, they
divide each test chan-
nel into two channels
as needed.

One of the most expensive
phases of software development
is testing programs in a test
system. So the people at
Ericsson in Denmark, which
has one of the largest test facili-
ties outside Sweden, have rec-
ently done a lot to improve utili-
zation. And they have had ex-
cellent results.

In 1993, on average 71 per-
cent of time reserved was util-
ized. Today, all reserved time is
used, and more. Despite more
activity in 1994, they were able
to expand the test system with-
out costly investments.

Better planning

Their success is the result of
vigorous efforts by the depart-
ment responsible for the test
facility. Ebbe Thygesen, man-
ager of the department, ex-
plains, “We use a lot of resour-
ces to plan the allocation of diff-
erent tests so that our 26 test
channels can be used at an
optimum. The time we spend on
that planning pays for itself
many times over. We also keep
in close touch with our users.
We continuously measure how
satisfied they are with our serv-
ice.

“It’s worth noting that our
users are just as satisfied today
as they were one year ago. So
the heightened efficiency we
have achieved hasn’t been at the
cost of customer satisfaction.”

Flexible system
“We run a very flexible facility
where we can quickly and ex-

Photo: Soren Wesseltoft

actly determine the configura-
tion each test needs. Now and
then a test requires extra capac-
ity. In those cases we have been
very successful at making use
of the fact that a test channel in
AXE is actually two channels.
As in real AXE stations, each
channel is doubled for security,
so if you can ignore that back-
up in a test situation, you can
double the capacity of your
system,

“It’s not quite as easy as it
sounds, but the bother of recon-
figuring the system this way is
minimal compared to the
money we save creating that ex-
tra test capacity.”

Fully booked

Ebbe Thygesen continues,
“Another important reason for
our success is that the hardware
is located in a separate room,
where only support staff have
access. S0 we can always con-
trol how the equipment is
configured and can be com-
pletely sure that it is running at
peak performance.”

All test channels are reserved
to 100% during regular working
hours. To prevent any projects
from falling behind schedule
because of errors, the depart-
ment now offers around-the-
clock hardware support. Hence,
tests can run more or less 24
hours a day.

Satisfied users

But what do users say about the
Danish site’s novel approach?
Jeff van der Brink, from Erics-
son in Australia, spent three and
a half months in Denmark last
year to perform functionality |
tests for the FMP3 project. '
“Utilization is excellent. Ad-
ministration and maintenance
of the site are topnotch. Also,
only a few people work on test
channels at the same time. At
other sites, you're forced to
share a channel with several ot-
hers, and that’s not always the
most effective way to get your
job done,” Jeff van der Brink

.\ill\'\.
Jens Ramskov
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A game with

important to apply
for patents in time

Ericsson Radio Systems

=4 s 5 i / ' . ¢ % ~ has several years’ expe-
in the pot Sy “

Patents are no longer solely the concern of re-
search and development personnel. Today, well-
written patents covering entire systems are one of
the prerequisites for being able to maintain comm-
ercial freedom of action on the market.

While companies could previously agree condi-
tions for the exchange of patented information,
patents have now become the pieces in increasing-
ly hard-fought games of “patent chess.”

Ericsson is in the process of strengthening its IPR
activities in order to keep pace.

The battle for patents
— a high level game of chess

Intensive work is currently in
progress throughout Ericsson to
strengthen and develop the hand-
ling of patents and intellectual
property rights (IPR). Lennart
Grabe, Senior Vice President,
Corporate Business Develop-
ment, has been following inter-
national developments on the
IPR front.

“Patents are assuming increas-
ing importance as a means of
maintaining Ericsson’s commer-
cial freedom of action,” com-
ments Grabe.

The more aggressive stance
with regard to patents has beco-
me increasingly pronounced du-
ring the past few years.

“Until the mid-1980s, contacts
relating to patents and licenses
between various companies act-
ive in the market were relatively
friendly,” recalls Grabe. “The
reversal of this situation in the
past few years has been most so-
rely evident in new areas such as
mobile telephony.”

Used as a weapon

It is primarily U.S. companies
that have set the tone, partly, of
course, as a result of efforts to
secure a stronger position vis-a-
vis Japanese companies. There
has been a desire in the
U.S. to protect and ex-
ploit ideas originating
in the U.S. and trans-
form them into com-
mercial products, rat-
her than stand by and
watch the practical ap-
plications being developed
in Southeast Asia. The pa-
tent weapon has also been
deployed against Europ-
ean companies, including
Ericsson, partly to generate
revenue from licensing agree-
ments and partly to gain an ad-

“Technically simple or mediocre
ideas may have a high exchange
value,” says Tage Lovgren, head
of Ericsson's corporate patent
and trademark unit.

vantage in strategically impor-
tant business segments in various
markets.

GATT issue

“The U.S. has taken a hard line
on intellectual property rights,
both in the GATT talks and in bi-
lateral negotiations,” continues
Grabe. “The U.S. negotiators ha-
ve attempted to establish guide-
lines and conclude agreements
that are compatible with U.S.
legislation.”

The patent instrument in its
traditional form came in-
to being during the
first decades of indus-
trialization, = more

than one hundred
years ago. Conse-
quently, a patent nor-
mally related to a spe-

cific product such as a

ball bearing.

Now the concept

of the patent is being

broadened to include

what might be termed

“knowledge patents” and “ser-
vice patents.”

“Pressure from commercial in-
terests is increasingly forcing the
patent authorities to also agree to
patenting of software programs,”
says Grabe.

It follows that for Ericsson,
which has developed from a trad-
itional industrial company into a
knowledge-based company with
heavy emphasis on research and
development, the patent issue
has steadily increased in import-
ance.

IPR activities are being streng-
thened in a number of ways.
More patent engineers are being
recruited and trained. Patent iss-
ues are being prioritized and
have become a natural compo-
nent of most projects, as well as
forming part of every line man-
ager’s commercial responsibilit-
ies.

IPR policy

Corporate management at Erics-
son is currently drawing up a
new IPR policy document which
will supersede previous docum-
ents on the subject. There are
also regular meetings at which

senior managers responsible for
IPR exchange information with
business area representatives.

“Each business area must have
a clearly defined procedure for
handling patent-related issues,”
says Walo von Greyerz, corpor-
ate lawyer responsible for intell-
ectual property rights at Erics-
son.

He appreciates the difficulty of
making a commercial evaluation
of the results of research and
development work.

“In many cases, potential app-
lications lie in the distant future,
making it extremely difficult to
gauge the value of any patents
that are taken out. But patents
can provide the basis for stan-
dards, and a patent covering a
standard to which other compa-
nies have to adhere is an extre-
mely valuable property.”

Not for engineers only

A wide-ranging step-by-step
information program is currently
under way throughout Ericsson
to increase awareness of the
importance of patents.

“Patents are not the exclusive
concern of systems engineers,”
underscores Tage Lovgren, head
of Ericsson’s corporate patent
and trademark unit. “A secretary
or sales assistant could conceive
an idea that is patentable, though
the help of an engineer may be
needed to actually compose the
patent application.”

“The value of a patent is not al-
ways measured in terms of tech-
nical ingenuity or uniqueness,”
Lovgren points out. “The value
of a patent often lies in its poten-
tial as a bargaining chip, or in the
protection it can confer.”

Safeguards

Another aspect of patents at
Ericsson is the duty to safeguard
ideas patented by others.

“It has happened that we have
discovered the existence of pa-
tents that have necessitated rede-
signs in order to avoid patent in-
fringements or high license
costs,” continues Lovgren.

“Part of our work is to identify
such patents at an early stage, in
order to avoid subsequently ha-

ving to devote large resources to
redesign work,” adds Walo von
Greyerz.

As testimony to the increasing
importance of patents, major
customers have taken to asking
for details of a potential suppli-
er’s “patent portfolio.”

An impressive portfolio of
standard-based patents is one of
the factors reassuring customers
that further development of a
system the company is selling
cannot be blocked by patents
held by other companies.

Increased awareness
Patents are a very important is-
sue for Ericsson’s business areas
and companies.

Patents are becoming an incre-
asingly important matter for
Ericsson Telecom, Ericsson Bus-

iness Networks and
Ericsson Microwave
Systems.
2 Deregulation and privat-
ization of national telecom
monopolies offer new opportu-
nities, but also require greater
patent awareness.

“Practical examples are requi-
red to increase patent awareness
in our operations,” says Mats
Renntoft, responsible for intan-
gible rights at Ericsson Telecom.

“We use systems with which
personnel are familiar when we
discuss patent matters. Many pe-
ople are surprised to discover
how many patents there are in an
area they know well.”

Spread insight

Mats works to spread an under-
standing that patents are a way to
protect the knowledge which is
being accumulated and will be
acquired.

“The value of the goods we of-
fer the market today is increa-
singly comprised of knowledge.
You have to make this knowled-
ge value commercial in order to
capitalize on the patent value.”

Ericsson Business Networks is
also participating in the corpora-
te effort being made in IPR and is
complementing the program
with its own resources. The stra-
tegic importance of patent issues

lllustration: Ebba Strid Udikas

is being enhanced in the business
area.

Safeguarding patents

“Since we work with new types
of applications, for example the
mobile office telephone system
(DECT), ATM technology and
new services, it is important that
we work with and safeguard pa-
tent issues at an early stage of
standardization,” relates Lars-
Olof Norén, technical manager.

Nevertheless, to date it has
been rather quite in this area for
Ericsson Business Networks.

The joint program to recruit
and train patent engineers also
covers [Ericsson Microwave
Systems.

“I am an example of the rein-
forcement that is under way,”
says Goran Cederholm.

“He returned to the plant in
Modlndal last year to share re-
sponsibility for patent issue with
two other colleagues.

“For us, who previously wor-
ked nearly exclusively with de-
fense systems, but are now broa-
dening our operations, it is extra
important to be aware of the pa-
tent aspect already at the start of
a project. There is, of course, a
difference between working in a
classified defense market and the
open commercial market.

Lars Back

can sometimes invol-
ve. This valuable
knowledge is now
being dispersed
throughout
Ericsson. At
Ericsson
Components,
¢ patents are now
L. an integral part
" of product
and project
planning.

“Thus far, we have
escaped a direct as-
sault based on pa-
tents,”  says Bert
i Jeppsson, president of
f} Ericsson Components.
5 “We have a patent
portfolio, but it needs
to be better to enable us
to trade patents in negoti-
ations and to defend our-
selves against blocking ma-
neuvers by other compani-
es.

oy~

Seminars
Sten Hedberg, who is responsi-
ble for intellectual property

rights at Ericsson Components,
is continuously working to fine-
tune the company’s patent orga-
nization.

“I conduct seminars on what
patents are and why we should
acquire more of them,” says
Sten.

The task of creating a more
clearly defined patent organiza-
tion at Ericsson Components
continues unabated.

“All projects must be closely
examined in order to identify an-
ything that could form the basis
of a patent,” continues Sten.
“Then we help with the prepara-
tion of a patent report for sub-
mission to the corporate patent
unit, which processes the infor-
mation into a patent applica-
tion.”

Three-fold increase
Ericsson Components has set it-
self the target of increasing the
number of patent applications
three-fold during this year.

“We have many skilled sys-
tems engineers who develop uni-
que solutions, and it is vital that
we give these solutions better
patent protection than has been
the case hitherto,” says Jan
Johansson, responsible for stra-
tegic product management in
Ericsson Components’ Micro-
electronics Access Devices busi-
ness unit.

“It is extremely time-consu-
ming to both prepare our own pa-
tent applications and examine
other people’s patents,” continu-
es Jan, “so we have to organize
our work constructively. Now-

“We have first-hand experience
of the increasingly rigorous pat-
ent climate,” says Goran Nord-
lundh at Ericsson Radio Systems.

adays, the costs for patent work
are included in the budget from
the outset,” says Jan Johansson.

Too late

Kire Gustafsson, head of the
Microelectronic Access Devices
research center at Ericsson
Components has many contacts
in the research community outsi-
de Ericsson.

“We have experienced prob-
lems despite having excellent
patent coverage,” continues
Kire. “We must work on a long-
term basis instead of waiting un-
til a product is almost finalized
before applying for a patent. In
order to broaden our portfolio of
system-based patents and con-
cept patents, we must focus on
patents at an earlier sage of deve-
lopment work”.

Insight at Radio

It is an accepted principle at
Ericsson Radio Systems that ear-
ly patent applications and patents
incorporating standards are of
crucial importance strategically
and commercially. Goran Nord-
lundh is a member of the mana-
gement group and has overall re-
sponsibility for issues relating to
intellectual property rights.

“We have first-hand experien-
ce of the increasingly rigorous
patent climate,” says Goran.

Having worked on develop-
ment of a new worldwide market
for mobile telephony, employees
at Ericsson Radio Systems have
already encountered most of the
difficulties that are now begin-
ning to affect other market areas.

Substantial parts of the patent
program now being implemen-
ted at corporate level already ex-
ist at Ericsson Radio Systems.

Natural with patents

Ericsson Radio Systems has had
a patent support unit for the past
ten years. There are two princi-
pal reasons why Ericsson Radio
Systems is so far ahead in regard
to patents. The first is the con-
scious striving to excel in this
area, and the second is that this
attentiveness to patent issues has
evolved as a natural consequence
of the tough conditions in a high-
ly competitive new market. LB
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“Purchasing of extemal technology and business partnerships are increasing rapidly, and Ericsson must therefore manage these activities in a professional manner.” says Christer

Sparreskog.

Customers are increasingly demanding open sys-
tems based on standards. And they want complete
systems delivered quickly. One of the consequence
for Ericsson is that the company is not able to deve-
lop everything on its own but must instead rely in-
creasingly on technology from external suppliers. It
is essential, however, to apply the right business
and technical competence in making these choices
which can involve billions each year.

The world of telecommunica-
tions is changing rapidly. Erics-
son can no longer disregard in-
dustry standards, for example by
employing an unconventional
design.

Production today calls for
standards and open systems in
which the customer should be
able to integrate equipment from
Ericsson, Siemens and Alcatel,
for example. Time-to-market is
also a critical parameter today.

Like other suppliers, Ericsson
is adapting to these changes and
in many respects radically alte-
ring its focus. Because system
complexity is increasing, sub-
systems and supplementary
components are increasingly be-
ing purchased externally and in-
tegrated in Ericsson products.

Tomorrow’s winners

“In a few years we may well ha-
ve reached the point where tech-
nology purchased externally ac-
counts for more than 50 percent
of revenues,” says Christer Spar-
reskog, the manager responsible
for issues relating to External
Technology Provisioning (ETP)
within Ericsson.

“However, this does not mean
that we will reduce or abandon
our own development work.
Ericsson’s R & D efforts will un-

Choosing the
right external
technology

saves billions

doubtedly continue to increase in
real terms but decrease procentu-
ally,” observes Christer.

The assumption is that suppli-
ers no longer have the time to de-
velop everything completely on
their own. Therefore it is neces-
sary to choose technology and
suppliers, and perhaps to form
long-term partnerships, but this
is not a simple matter. All com-
panies take risks and there are
numerous threats. But those who
make the right choices can reali-
ze substantial profits. Tomorr-
ow’s winners may be those who
are the best systems integrators.

Based on knowledge

Properly managed, external tech-
nology provisioning implies
concentrating resources to core
operations and then refining the
value of the company’s own pro-
ducts by supplementing them
with technology and products
from companies that have speci-
alized in other areas. This requi-

res taking advantage of open
standards — which reduce deve-
lopment costs — as well as using
technology developed in-house.

“But if external technology
provisioning is to succeed, it
must be carried out in an intelli-
gent manner. ETP should be gui-
ded by a strategy incorporated in
product development from the
start”,

“These strategies should be ba-
sed on a high level of knowledge
of the field which can only be ac-
quired through continuous con-
tact with universities, research
centers, suppliers, etc”.

Business competence
External Technology Provision-
ing is a key concpet in telecom-
munications. The number of
partnerships announced in the
last five years has grown explosi-
vely, and business concerns have
received increasing emphasis.
Choosing a supplier has beco-
me a much more delicate issue

today. Previously, producers
mainly bought simple standard
components and thus did not risk
revealing business secrets. Now,
however, the need for long-term
partnerships and the complexity
of products mean that companies
must be prepared to reveal plans
that may extend several years in-
to the future.

In order to regulate increasing-
ly complex business relations-
hips, new contract forms are
being created. Today, purchasing
external technology demands a
very high level of business and
technical competence that is only
possessed by technically trained
business men and women wor-
king together with specialists of
various types.

Networks

Current plans call for developing
a network of ETP specialists wit-
hin Ericsson. Each unit should
have an ETP manager who sup-
ports purchasers whose work in-

Photo: Kurt Johansson

volves external technology pro-
visioning.

“Because ETP is now increa-
sing rapidly at Ericsson and will
affect almost everyone, we must
learn to work in a professional
manner,” says Christer Sparre-
skog. “This requires coordina-
tion and cooperation and that all
those involved in a project con-
tribute from the start to creating
what can be termed cross-func-
tional teams.

“We believe that in this man-
ner we can create som very po-
werful forces that in monetary
terms can be measured in billions
per year,” concludes Christer.

Lars Cederquist
Definition:
* External technology provisio-
ning refers to external supplies
of technology that will supple-
ment and be integrated with
Ericsson products as well as the
procurement of technology nee-
ded to develop and produce pro-
ducts.

Training

Ericsson has produced a trai-
ning package that shows how
to systematically improve
the provisioning and adminis-
tration of external technolo-
gy. The package, which con-
sists of documentation and
course materials, describes,
for example, how to assem-
bile the data needed to evalu-
ate and select technology
and suppliers.

These materials can be viewed
as an attempt to create a com-

package available

mon method for ETP throug-
hout Ericsson.. They cover the
entire supply chain: from analy-
zing external partners to formu-
lating a strategy, handling pur-
chasing and managing the pro-
duct through its entire life cycle.

ETP is an issue that concerns
virtually every Ericsson em-
ployee and affects such areas as
product management, technical
management, systems manage-
ment, project management, eng-
ineering and purchasing.

The materials should also be

viewed as a guide rather than a
rigid policy. The intention is
they will provide structure for
your work and serve as a refe-
rence that can be consulted to
ensure that you have not forgot-
ten anything.

The documentation package
(product mo. EN/LZY 601
159) can be ordered via IN-
FARORDER in Memo (OPN-
PIC mailbox). The course ma-
terials can be ordered from

EIN in Karistad, order neo.
LZU 104 501.
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Purchasing requires
a lot of caution

“It’s important not to take deci-
sions too hastily, because once
you have chosen a supplier, it
is almost impossible to negoti-
ate better terms,” emphasizes
UIf Wretling, business coordin-
ation manager at the Ellemtel
development subsidiary, where
the main challenge is to choose
the right direction in the dyn-
amic worldwide software mar-
ket.

Ellemtel, in which Ericsson and Telia each
have a fifty-percent stake, conducts ad-
vanced research and development work on
the telecommunication systems of the fu-
ture. Despite being a development compa-
ny, Ellemtel increasingly purchases sys-
tems and software from external suppliers.
Unlike the hardware market, however,
the software market is young and dynamic
and includes a number of small players. It
is an extremely exacting task to select sup-
pliers and products, since it sometimes can
affect many parts of a total system. This is
why five years ago of a special business
coordination unit was created.

- Today the unit consists of seven people,
all with special skills in such areas as law,
accounting or quality. All have experience
of working abroad, and have built up an
effective network of contacts.

Savings of SEK 60 million

The business coordination team has so far
negotiated about 30 purchasing agree-
ments, most of which are extremely im-
portant strategically and can have a long-
term impact on the Group.

Three recently signed contracts, for ex-
ample, form part of a purchasing program
in which it was decided to purchase stan-
dardized software that was not included in
Ericsson’s core operations.

“The cost estimate for internal develop-
ment of the software was at least SEK 80
million, instead of which we are purcha-

-~
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Ellemtel has set up multidisciplinary teams with specialists from several areas. The team
shown in the photo includes (from left) Ulf Wretling, head of Business Coordination;
Gunilla Modén, company lawyer; Anvar Chivi, technical specialist; Stefan Norrman, project
owner; Martin Paisson, technical coordinator; and Bengt Linnér, business coordinator.

sing the same functionality for SEK 20
million,” says business coordinator Bengt
Linnér.

“It was a highly complex process for us
to handle and took us almost a year,” cont-
inues Bengt, “but it resulted in a strategi-
cally important choice with substantial de-
velopment potential. The process involved
looking at the business plans, alliances,
ownership structures, management and fi-
nances of the companies concerned.”

Formed team

A team including specialists from a num-
ber of areas was formed to evaluate poten-
tial suppliers. The members of the team
produced market analyses, familiarized
themselves with the companies, obtained
references and in some cases examined the
foundations of companies. The team stud-
ied products, costs and licensing require-
ments. After assembling all the pieces in
what seemed like a giant jigsaw puzzle,
they were well prepared when they went
to meet the potential suppliers.

“We drew up corporate-level agree-
ments giving us the rights to the programs,
and maintenance agreements giving us the
rights to future products,” continues
Bengt. “In my judgment, we have obtai-
ned excellent suppliers and products on
highly competitive terms.”

Help sought
“To begin with, it was we who took the in-
itiative,” relates Ulf Wretling, “but now
project leaders come to us to ask for help.
We serve as a link between engineers, pur-
chasers, lawyers and others involved in
the project. Our contribution is to look at
non-technical aspects, such as export re-
strictions, maintenance, costs and interve-
ning patents at an early stage. We also help
by establishing contacts that managers and
technical staff can pursue subsequently.
“The crucial factor,” concludes UIf, “is
that we become involved in a project as
early as the feasibility study, before
TollGate 0. That’s when we can make the
most difference.” LC

Better products through partnership

supply the right microelectronics
to Ericsson, as in the case of Erics-
son's miniaturization plant in
Kista, which uses process techno-
logy from TI.

“Partnership is all about building up a
long-term relationship,” says program ma-
nager Lars Ekman, who coordinates Erics-
son’s cooperation with Texas Instruments,
“A partnership can produce benefits for
both parties that would be hard for either
party to achieve alone.

“A partnership requires openness and
trust,” continues Lars. “Both parties need
to feel that they can safely reveal future
plans.”

The cooperation between Ericsson and
Texas Instruments began in 1987, since
when it has grown strongly and now requi-
res an increasing amount of coordination.

Ericsson and Jean-Pierre Demange from Tl.

“One of the problems we had arose from
decentralization within Ericsson,” ex-
plains Lars. “We have sometimes had dif-
ficulty presenting a united front to our
partner. But I believe that will become less
of a problem now that we have our new
corporate purchasing function, headed by
Jan Tufvesson.”

mwmm
from Texas Instruments make a powerful combination in
the partnership coordinated by Lars Ekman from

In order to provide a more
clearly defined structure, Erics-
son has formed two teams, with
representatives from the busi-
ness areas, to coordinate the
handling of questions at corpo-
rate level. One of the teams
handles Time-to-Customer qu-
estions, while the other handles
methodologies and tools for
ASIC development.

Harnessing efforts
Ericsson and TI are two compa-
nies of comparable size that
must harness their efforts to
achieve common goals. This ty-
pe of cooperation takes a long
time to establish, requiring great
patience and a willingness to
proceed in small steps.

It is an encounter between two compani-
es with different cultures. Most of the pro-
blems that occur fall into the “soft” catego-
ry, arising from the relationships between
people. But problems may also arise from
more substantial issues, such as Ericsson’s
preference — not shared by TI — for extre-
mely long-term planning. LC

TELECOM

CLIPPINGS

KJELL ERIKSSON

Upward trend
for telecoms

B AT&T s sales rose by 8 percent during
1994, to USD 75.1 billion. Earnings of
USD 4.7 billion represented a 73-percent
increase. The excellent results are attri-
buted to the company’s successes in in-
ternational telecom services, an area
where the company is battling rivals
MCI and Sprint.

B Alcatel is struggling to get back on
track after a series of setbacks ranging
from losses suffered by its German sub-
sidiary to corruption hearings involving
senior managers with the company. The
German losses, amounting to DEM 300
million, were one of the factors behind a
reduction of the earnings forecast for
1994 to FFR 4 billion, compared with
earnings of FFR 7 billion achieved in
1993. A crisis group is now being for-
med that will liaise closely with the pre-
sident’s office and speed up decision-
making at corporate level. There will al-
so be management changes, with greater
opportunities being given to younger
employees with the right qualities.

B A strong fourth-quarter recovery was
reported by Northern Telecom, which is
now in an expansion phase. The compa-
ny has implemented an extensive re-
structuring program during the past 18
months. Earnings for 1994 were USD
408 million, following a loss in the pre-
ceding year. Sales increased from USD
8.15 billion to USD 8.87 billion.

B Northern Telecom and Mercedes Benz
have signed a declaration of intent to
jointly exploit the potential of the
German market. NT will have a 50-per-
cent ownership share of the new joint
venture company.

B Motorola increased its sales from
USD 17 billion in 1993 to USD 22.2 bil-
lion in 1994, Earnings rose at the same ti-
me from USD 1.02 billion to USD 1.56
billion. Order bookings in the mobile te-
lephony segment — for both mobile telep-
hones and mobile telephony systems —
increased strongly during the fourth qu-
arter.

B The German steel manufacturer
Thyssen has joined forces with Bell
South in a bid to seize a share of the
German telecom market. Thyssen will
own 60 percent of the new company,
which will focus on communications
services rather than hardware or infra-
structure.

B Cable & Wireless and Veba plan to
create two joint venture companies, one
of them based on Vebacom and focusing
on the German market, while the other,
to be known as Cable & Wireless
Europe, will form alliances with local
partners in various European countries.
M Italy’s anti-trust authorities have orde-
red Telecom Italia to make lines availa-
ble to Telsystem, a provider of telecom
services. The authorities reproved
Telecom Italia for abusing its monopoly
and contravening EU regulations by re-
fusing Telsystem access to the lines.

W Singapore Telecom is joining forces
with Telekom Malaysia, PT Indosat and
PDLT to coordinate regional telecom
services to multinational companies ba-
sed in Southeast Asia.
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Focus on the P500
- the new “pro” radio

The P500, Ericsson’s
new portable radio for
MRS 3000 and 5000 mo-
bile radio systems, was
the main attraction in
early December, when it
was unveiled to some

30 dealers in Sweden.
Small, lightweight, dura-
ble and long-awaited
was the overall judg-
ment on the new radio,
which now is broadening
the market for Mobile
Radio Systems, MRS, sa-
les.

“Rumors of the demise of the
MRS systems are considerably
exaggerated, The systems are
alive and vigorously healthy, and
are the object of very strong or-
der bookings in Sweden.” This
was the introductory statement
by Bo Andersson at the dealers
meeting held in Gothenburg
December 1.

“Bosse” is responsible for the
land-mobile segment at Ericsson
Mobile Communications” S Di-
vision. It was at the dealer mee-
tings in Gothenburg, Eskilstuna
and Umed that the new portable
P500 radio was introduced. Its
premiere was held in Gothen-
burg, where Lennart Pettersson,
salesman at Ericsson Mobile
Communications in Gothenburg,
was host.

Lightweight

“There has long been a need for a
small, lightweight and user-fri-
endly, portable radio, and it is
through our cooperation with the
Danish company, Niros, that we
are now able to introduce a high-
ly competitive product,” said
Bosse. “The P500 is entirely a
newly developed radio which,
eventually, will be available in
different versions.”

MRS 5000 is a highly profita-
ble radio system which, from a
publicity standpoint, is somew-
hat overshadowed by EDACS.
The systems do not compete
since their appeal is to different
customer groups. Traditionally,
municipalities and rescue ser-
vices are the major customers for
MRS 5000. The new portable
P500 radio broadens this custo-
mer group to include security
companies and industrial compa-
nies. Although a certain break-
through has been made in the lat-
ter category, the outlook is now
brighter with this new radio.

Pocket sized instructions
Bengt Fogelberg from Ericsson
Mobile Communicafions, Kista,
handled the technical presenta-
tion and began by reviewing the
operating instructions. This has
been produced in small format,

Malmo, Sten Gillberg, Jonkoping and Hakan Tyko, Helsingborg.
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Hurrah for the P500 shout, from left, Ole Hartvig Bjerknes Jacobsen, Norway, Magnus Magnusson, Vixjé, Christer Axelsson, Boras, Olle Fellert,
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suitable for fitting in a standard
shirt pocket (does such a thing
exist? reporter’s comment).
Bengt meant that the operating
instructions apply more to the
system since the radio, due to its
menu control, is so easy to use
that instructions are scarcely re-
quired. He also introduced the

0 T

accessories to the P500 prior to a
lecture on how to code the radio.

Selling tips

Ulf Ryde from Mercury Inter-
national provided the meeting
participants with a short but in-
tensive lecture on “How do we
sell?” He subdivided the sales

Christer Axelsson, Tore Pihl and Sten Gillberg consider the P500 to be an attractive product.

work into three steps: first, to
create, or awaken, a need on the
part of the customer, then, to in-
fluence this perceived need and,
finally, to convince the customer
that the P500 is the solution to
his/her need. Ulf emphasized the
importance of identifying key
customers. The most important

aspect of selling is finding and
then visiting the customer. With
products such as the P500, the
important thing is not price but
the customer’s need.

Long-awaited product
The new radio was very warmly
received by the dealers present.

“A quality product that will be
fun to demonstrate for custo-
mers,” was the opinion of Tore
Pihl from Halmstad.

Magnus Magnusson, Vixjo,
considered that new radio pro-
ducts had stagnated and that ha-
ving a new radio to introduce
was a fortunate development. He
particularly appreciated the well-
prepared and comprehensive in-
troduction package.

“The mobile telephone has not
taken over entirely and this is a
welcome development for us
“radio people,” we who believe
in radio, to have this new product
to sell. This is certain to result in
good sales and earnings,” he
said.

Satisfied

Hékan Wolff, head of the rescue
service in the city of Falun,
Sweden, tried out the PS00 du-
ring a two-month period last au-
tumn. He is very much satisfied.

“This is a new generation. The
radio is lightweight, user-friend-
ly and the batteries are long-las-
ting. It appears to be robust and
being software-controlled is a
definite plus,” he says.

For the P500, this should be
more than enough for a passing
grade.

Gunilla Tham
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' Card

economy
saves
millions

Ericsson’s factory at Ingesta in Norrkoping,
Sweden, has conducted a project aimed at reducing
production costs for one of Ericsson’s high-volume
products, a line card called LIB in the AXE switch.

The card, millions of which are manufactured each
year, has now been checked with a fine-toothed
comb to ensure it is competitive on the world mar-
ket. Mass production begins in the spring.

“This project is unique in that the
production and design units have
collaborated closely on it,” says
Staffan Wohme, at Ericsson
Telecom’s  headquarters  in
Stockholm. Staffan is the prod-
uct manager and the person actu-
ally responsible for this product.

“Close cooperation between
the designer in charge and the
production and administration
units has significantly cut costs,”
he claims. “Tough competition
in the international market is
what is compelling us to keep
costs down. That’s why it’s imp-
ortant for everyone in the manu-
facturing chain to take responsib-
ility for his or her part.”

Streamlined card

The designer responsible for the
LIB card is Soren Eriksson. He
has put tremendous effort into
“trimming” the card. For one
thing, he has replaced some older
components with new, smaller
ones that are cheaper and take up
less space. He says, “The idea in
the long run is to be able to
double the number of conected
subscribers in the next-genera-
tion version.”

The project manager, Goran
Gunnarsson, explains, “What
you have to do is look at how
customers are using a card, so
you don’t supply anything that
isn’t necessary. For example, we
noticed that most customers
don’t use certain functions. So
we just removed some of the
components and adapted the card
to our modern production equip-
ment. Customers who need the
function we removed get the
previous version of the LIB
card.”

Production ruled

One of the innovative aspects of
this project is that the project
manager comes from a produc-
tion unit in Norrkdping. Hence,
the project has benefitted from

New,
simpler
line card
launched
for the AXE
switch

his extensive experience in
manufacturing.

In addition to coordinating the
work, the project manager’s
tasks include trying to adapt the
manufacturing process to mod-
ern production. One goal has
been for other Ericsson factories
around the world to use the same
method.

The LIB card occupies a large
part of an AXE station and con-
tains electronics for telephone
services. The LIB card is what
sends the connection tone you
hear when you pick up a receiver.
Then the card receives the
“numbers” dialed on the tele-
phone’s dial or keyboard. The
card also transmits ringing sig-
nals and converts the subscri-
ber’s voice into digital signals
that are transferred to the phone
he or she is calling via a line card
in the destination switch.

“Millions of LIB cards are de-
livered each year and every pen-
ny we can save in manufacturing
costs adds up to millions of doll-
ars,” according to Klas Arilsson
at the Norrkoping factory.

Million-seller

Klas Arilsson also reports that
the project has proceeded
according to plan and that they
have delivered a number of
prototypes that have been tested.
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Staffan Wohme (left) at the main plant in Stockholm, is project manager and bears the primary responsibility

for this work. At his side is Soren Eriksson, designer in charge of the LIB card.

The results of a preliminary
production run have been tested
in a public telephone station.

Close cooperation

A key figure in production has
been Tomas Lithner. He says that
it took barely a year to carry out
the plan.

Now, machines stand ready,
and mass production will begin
in one month. The first cards will
be delivered to China, which is
Ericsson’s largest mar-ket for the

AXE.

Work has advanced through
close cooperation between staff
in the design department in
Stockholm and in the production
unit in Norrkoping. The multi-
functional project group formed
enabled direct and close commu-
nication. And a fringe benefit of
the project is that the understand-
ing and good relations among all
those concerned continued after
the goal was reached.

“That makes future projects

Photo: Peter Nordahl

cian at the Ingesta factory in
Norrkoping.

No. 3 april 4
may 5
june 1
aug 18
sept 14
oct 12
nov 9

dec 7

cv~NOON A

1

Remaining issues of Contact this year:

Contact is issues 10 times per year. This year, the eight remaining issues will be distribu-
ted on the following dates:

Note that the listed dates are distribution dates. These dates the
magazines are delivered to the Swedish Post Office for distribu-
tion. We are distributing Contact as priority mail. This means that
it should have reached the readers within one week from the da-
tes mentioned. However, there could be some delays in the local
distribution at your Ericsson unit.

If you receive your copy much later one week from these dates,
please let us know. We are constantly working on improvements
in our distribution. Your feed-back will aid us in this.




16 contactno. 21995 Contactno. 2 1995 417

The Network Construction Division of Ericsson Business Networks keeps a lot of irons in the fi-
re. One of those is providing other branches of the Ericsson tree with the most modern commu-
nication options conceivable. A 4 x 96 fiber-ribbon link now ensures data traffic between
Ericsson Data in Alvsjo and the Tellus plant at Telefonplan in soutbwest Stockbolm.
Construction work proceeded quickly and efficiently, mainly thanks to a new, revolutionary
blow-in technique. Recently, the first link was put into service.
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...0r the noble art of laying cable

Project manager and jack-of-ali-trades Emil Henriksson with his famous
hat that describes some of his roles. He wears his hat with his current

picture, in which four
fibers are being wel-
ded at once.

The name Sales Stockholm in the
Network Construction Divis-
ion’s Swedish unit is a cover for
10 or so employees, most of
them planning engineers or sales
personnel, who have honed the
production of tailor-made net-
work solutions to an art. These
people focus on Swedish net-
work owners and their needs for
internal corporate networks for
telephone and datacommunica-
tions and the connections be-
tween them. With its own staff
and assembly and installation
personnel from the production
unit in Jirfilla, Sales Stockholm
assumes responsibility for the
practical work that enables users
to get the most from the technical
features that Ericsson Business
Networks offers, for example in
the form of business exchanges
and data networks.

“Our main task is to provide
Swedish owners of networks
with various types of communi-
cation solutions for voice and da-
ta, such as installing company
networks, laying cables and set-

ting up radio-linked networks.
Each individual project is usual-
ly fairly small. But this order is
worth SEK 6 milion and was a
major project for us,” says Emil
Henriksson, planning engineer
for Sales Stockholm.

As usual, Ericsson Data asked
for bids from several suppliers,
and fortunately the bid from
Ericsson Business Networks was
the most competitive.

Great digs

Under the leadership of Emil
Henriksson and Hans Holmberg,
the project group has dug its way
along well-excavated roads in
the Alvsjo area.

The construction work has
burrowed through roads and si-
dewalks, past shops and houses,
and through gardens of suburban
homes. On the whole, the public
has been patient, despite one or
two lawns being dug up.

Lots of measurements
Laying a cable sounds like a
pretty easy thing to do. The lay-

ing work itself, though, comes
fairly late in construction. The
first step is to lay a pipe for the
cable to run through.

In this project, five pipes were
laid, two for parallel cables and
three reserved for future needs.
Running cables in tandem en-
sures higher reliability for data
traffic. One cable serves as a
back-up and lies ready to be put
into service if the primary should
fail.

During construction, the un-
derground position of the cable is
carefully recorded, to prevent it
being accidentally dug up or da-
maged in the future.

“Telia (Sweden’s former PTT)
and the municipalities have
stringent requirements for being
able to pinpoint the exact posi-
tion of a cable. You can’t be mo-
re than 10 centimeters off,” Hans
Holmberg explains.

“You measure the distance
from the beginning to end and re-
cord the lie of the cable with a
coordinate system. The depth of
the ditch is also measured while

its open. Stockholm Entrepenad
has been out and measured more
than 30 times and taken care of
the mapping. That documenta-
tion is kept up-to-date by
Stockholm Waterworks, which
refers to it when approving futu-
re excavation work in the area,
for instance for cable-TV.”

The careful measurements ma-
ke it relatively easy to fix any da-
mage that may occur. If they
know a cable has failed, they can
locate the fault on a map within a
few centimeters, so they know
where to dig and fix the cable.

New methods
The new techniques for laying
the pipe and inserting the cable
was a success. In collaboration
with the development company
Ullvator, in Amil; Sweden, a
prototype was tested in which the
pipe sections were linked so that
more pipes could simultaneously
be laid side by side.

“Usually, you lay pipes one li-
ne at a time,” Kent Andrén, pur-
chaser for the group, explains.

Alvsjo.

“So five lines take quite a few
passes for the same stretch of
ditch. This method is much more
efficient.”

Fast action was particularly
important in this project, because

“m&.mmﬁmn—m.mmuud

it started so late in the year.
Ericsson Data submitted an order
at the end of June, and after in-
tensive preparation, construction
work began in October. Late au-
tumn and winter are not the ideal

pressure, he blows a 96-fiber cable into a pipe somewhere among

seasons to lay cable. Luckily, the
weather gods were merciful, be-
cause the ground had not frozen,
something which would have de-
layed the project at least until
early spring.
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The pipe is not your everyday
pipe, either. The interior surface
of the pipe, where the cable is
housed, has minimal friction,
enabling the new blow-in techni-
que. Instead of pushing the cable

task facing forward.

tended for.

Cable that can carry
11,000,000 calls at once

The fiber-ribbon cable used in the project is a relatively new type pro-
duced by Ericsson Cables in Hudiksvall. The cable is only 16mm thick
but contains 96 optical fibers! Two cables for operations and two
back-ups ensure ample capacity, essential for the heavy traffic it is in-

Ericsson is a computing-intensive company with a giant archive sys-
tems. Computers are also used in the manufacture of equipment,
such as the AXE systems. Ericsson’'s computer room in Alvsjo is
Sweden’s largest, and the one at Tellus will not be much smaller.

“If you were to use these 4 x 96 cables for telephone traffic, they
could handle 11 million calls simultaneously,” Emil Henriksson says.
“The entire population of Sweden could easily call at the same time.
That's one way of grasping what a mighty link we're talking about.”

into the buried pipe, the cable is
blown into the pipe with pressu-
rized air. Lancier, of Switzer-
land, developed the method in
cooperation with MABO, of
Norway, which also produced
and supplied the pipe.

Save time and men

It took three and a half days to
blow the cables into the pipes.
Emil Henriksson joined in the
task.

“For a distance like this, 2.5 ki-
lometers, we normally would ha-
ve had to dig 10 or so holes to
feed the cable past bends and
curves. This time we only had to
dig at two places, where the pres-
surized air couldn’t cope. We
were able to blow the cable as
much as 900 meters before it
stopped. This method saves time
and especially manpower.”

Human resources were stret-
ched to the limit when the final
phases of work on Ericsson
Business Network’s new head-
quarters in Nacka Strand created
something of a shortage of per-

sonnel during a few hectic weeks
around New Year's. As luck
would have it, Sales Stockholm’s
workers deserve to be called
“jacks-of-all-trades.”

Emil Henriksson is used to
having to pitch in wherever help
is needed and even has a special-
ly designed hat with his various
titles around the rim. All he has
to do is turn the hat so the job
he’s doing at the time is up front!

Quick welding
Once construction had passed the
gates at Ericsson, all that remai-
ned was some cable work and in-
stalling and connecting. Welding
proceeded quickly and smoothly
thanks to Ericsson’s revolutiona-
ry EC4 equipment, in which four
fibers can be welded at once.

The project is just about finis-
hed now, the test-run went well,
and during February the first ca-
ble was put into service by
Ericsson Data — exactly as pro-
mised.

Karl Malmstrom
Photos: Thord Andersson
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The competence of a job category can be described as a scale with four levels (or a ladder with four rungs).
The competence levels of a System Engineer are A=Basic, B=Senior, C=Master or D=Principal level.

The competence levels for job categories within “Functions” are expressed in a competence diagram. Above
right are the competence areas within Ericsson Telecom Finance. This illustrates if a person has a more spe-

cialized or broad profile.

Improving
competence
step by step

The model that helps
you develop your skKills

International competi-
tion and the rapid pace
of technology means
that developing compe-
tence is essential for a
company like Ericsson.
Planning which types of
competence will be nee-
ded in the future is a
way for the company to
retain its position in the
world market and for
employees to feel secu-
re in their jobs.

The Swedish acronym “MKY”
means roughly “Model for Prof-
essional Competence Develop-
ment” in English. Ericsson Tele-
com began developing this mo-
del because of the desire to keep
employees in their jobs longer.
Ambitious employees advanced
too quickly on into management
positions. MKYY was designed to
show an alternative career path
where employees could increase
their competence levels within
their current jobs.

“MKY has changed direction
since its implementation,” ex-
plains Personnel Director Lars
Wiklund at Ericsson Telecom.
“And development of the model
will continue; it will be a dyna-
mic instrument.”

MKY’s objective is to manage
the company’s competence re-
serves so that the customers’
demands can be met in both the
long- and short-run. This is
achieved by mapping the exis-

ting competence levels and judg-
ing which types of competence
are needed in the future.

“Competence is the largest
human resource issue today,”
says Lars Wiklund. “But it’s not
entirely up to the personnel de-
partment. The model should be
flexible according to different
needs.”

“Development of the employ-
ees’ competence is a question of
survival. Since our ambition is to
limit the number of managers, it
is also important that the other
job titles become more distinct.”

Through MKY, the employee
can find out exactly what the
competence requirements are
within his or her job category and
the possibility of developing the
competence needed by the com-
pany. Thereby, the employee’s
job security is based upon his or
her competence, rather than curr-
ent job responsibilities and orga-
nization.

What is competence?
So what then is competence?
Ericsson Telecom defines it as
the ability and desire to gather,
use and spread knowledge.
Competence has been achieved
when a job is completed effecti-
vely and correctly.

“We have divided competence
into three main components,” ex-

plains Elisabeth Fellbom, re-
sponsible for MKY within
Ericsson Telecom.

The three components are job
skills, diversity and social skills.
Both width and depth are needed
in varying amounts within diffe-
rent jobs.

Job skills consist of factual
knowledge, quality and effici-
ency — all proficiencies required
within any field. Diversity is ex-
perience not required in daily
work, but which is nonetheless
an asset giving flexibility and
perspective.

For example, knowledge of
Ericsson, language skills and for-
mal education all contribute to
diversity. Social skills include
the ability to cooperate, commu-
nicative skills and the ability to
accept change.

Assessing levels

Within every main process and
function, the main process owner
and the function coordinator
should define current and future
competence requirements for
each job category descriptions.
Definitions should be made in
close cooperation with the line
organization so that descriptions
are relevant and include necessa-
ry improvements. Competence
descriptions should be revised
annually.

Through MKY, the employee can find out exactly what the competence

MKY is constantly undergoing
change. Over time, a system has
been developed which places
employees at different levels
within their job category. One of
the methods used is an A-B-C-D
scale with A being the lowest and
D the highest level. Each job ca-
tegory description specifies
which degree of competence is
required for each level.

Basis for discussion
Further development of the mo-
del has led to another way of re-
presenting the different levels
that is more suitable within the
various functions. Instead of a
scale, a star is used to show an
employee’s competence, where
each point of the star represents a
component of the competence
required within the person’s
work.

The points are also marked A
through D. The higher the em-
ployee’s competence, the longer

requirements are within his or her job

category and the possibility of
the points of the star (see figure
above).

In practice, MKY will be used
so that each employee will be in-
formed of his or her job category
description. Both the employee
and the manager decide indepen-
dently which levels are relevant
for each area of competence and
then the results are discussed to-
gether.

“We have found that, for the
most part, the manager and the
employee agree,” says Elisabeth
Fellbom.

100 percent objective
“However, it’s not our goal that
the assessments be 100 percent
objective,” adds Lars Wiklund.
“That’s not possible. If MKY le-
ads to increased understanding
between management and em-
ployees, the effect will be positi-
ve. Competence assessment is a
good basis for personnel review
discussions.”

MKY will be used primarily in
situations where there are large
groups of employees with simil-
ar job duties and/or with know-
ledge and skills that are very
specific when it comes to Erics-
son. Of course, many employees
are not included in this frame-
work of job descriptions, but
they should also have the possi-
bility of developing their compe-
tence.

Not a pay scale

An objection to the MKY system
is that the model has no bearing
on determination of salary levels.
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developing the competence needed by the company. Thereby, the employee’s job security is based upon his

or her competence, rather than current job responsibilities and organization, according to Lars Wiklund and

“MKY should not become a
new title nomenclature,” Lars
Wiklund explains. “Competence
should of course be rewarded,
however, MKY should not be a
rating system where a salary in-
crease can only follow a compe-
tence level increase.”

“If we use MKY in conjunc-
tion with salary levels, we would
risk losing the focus on compe-
tence development and will have
missed the point with the model.
Yet another reason is that those
employees not in the MKY sys-
tem would become worried
about the status of their own
salary increases,” according to
Elisabeth Fellbom.

A common language

Jan Kemvall, manager of Asian
and Middle-Eastern = Market
Operations, has experience with
MKY, both in his current posi-
tion and when he was previously
responsible for a business unit.

Jan says, “MKY has furnished
us with a language for defining
and handling competence. We
now have the means to express
what type of competence we ha-
ve today and what we need to-
morrow.”

Jan Kemvall believes that
MKY forces management to find
out what type of competence is
needed in various processes,
which is good. MKY has also led
to greater clarity between
management and employees.
Management is required to really
think through its own area’s
competence needs, since every-

Jari Hoglunduses MKY within the
Product Management main pro-
cess.

thing is documented in black and
white. The individual receives
better competence guidelines,
which makes movement in that
direction more attractive.

Real job security

“I think it’s especially important
to have aids such as this in a
company as technically- and sci-
entifically-oriented as Ericsson,”
he adds. “We aren’t used to mea-
suring such vast concepts as
competence, but MKY gives us
the language and the terminology
to make it possible.”

Photos: Peter Nordahl

Jarl Hoglund, who uses MKY
within the Product Management
main process, says, “It is insight-
ful on behalf of management to
consider competence to be an as-
set. Note that I use the word as-
set; resources are consumed
whereas assets are refined.”

Jarl Hoglund’s criticisms of
the model have led to certain
changes. He still doesn’t like the
term “job categories,” which un-
fortunately is associated with job
titles. He would also like to do a
more accurate division of the
components that make up com-
petence, that is, job skills, diver-
sity and social skills. He feels
that the current division does not
lead directly to the measures re-
quired to develop competence
that satisfies Ericsson’s needs.

“Nevertheless, I do feel that
MKY is an excellent tool for
planning and leadership within
the company, and it can motivate
each individual to take responsi-
bility for his or her own compe-
tence development.”

“The fact is, the only real job
security you have is your own
competence!”

Lena Granstrom

The following are job category descriptions:

B Customer Support: Support
Engineer, and OM Consultant.
B Functions: Communications,
Human Resources, Finance
Ericsson Telecom (considered a
function for MKY), Quality and
Operational Development.

W Other: Training and Project
Manager.

Easier to
update AXE

Ericsson Telecom
Sweden has introduced
a new method of upda-
ting AXE switchess.
Over 250 of Telia’s AXE
stations have been up-
dated this fall using

“Upgrade Package 10.”
The project was on a
very tight schedule, but
was nevertheless com-
pleted by the November
10 deadline.

There is a unit for system upda-
tes in the After Sales depart-
ment at  Ericsson Telecom
Sweden. The unit specializes in
upgrading so-called application
systems for Telia. Jan Pehrson
is responsible for this function,
which he says used to be carried
out by each of the Telia regio-
nal units themselves. The ninth
upgrade package, which was in-
stalled during 1993-94, was
managed centrally by Teli,
which today is a part of
Ericsson Telecom Sweden.

“The reason Telia didn’t up-
grade this time around was that
we can do the job faster and
with greater accuracy. Further-
more, we can employ a method
that creates fewer disturbances
for the subscriber,” according
to Jan Pehrson.

New functions

The most interesting function
that became available through
Upgrade Package 10 is “A-
number Transfer,” which Telia
markets as a number presenta-
tion. This means that the sub-
scriber can see the number of
the person calling on a display
on his or her telephone.

There is also an option of sto-
ring incoming numbers. Be-
cause Telia wanted to launch
this service before the Christ-
mas season in ‘94, the project
was running under a very tight
schedule.

New line circuit
Once Upgrade Package 10 has
been installed completely, Telia
can also begin using ACA3,
which is a new, streamlined line
circuit. This means that Telia
can expand the portion of its
switches called “subscriber
steps” with new, more com-
pressed and cheaper hardware.
The third interesting novelty
with this system is that it also
allows for the installation of
new intelligent network func-
tions, called IN, in switches.
Telia can now, among other
things, introduce new functions
for lucrative toll services (i.e.
900-type numbers). IN separa-
tes the network’s intelligence
from the switch function becau-
se the different services in the
network are stored on separate
databases, while ordinary AXE
stations handle the connections.
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Jan Pehrson from the After-
Sales department at Ericsson
Telecom Sweden.

A few examples of an IN ser-
vice are toll calls and credit
card calls. Subscribers connec-
ted to AXE will be able to use
these services as soon as the up-
grade package is completed.
The subscribers connected to an
analog station will have to wail
until the station is converted to

AXE.

Quick installation

About 30 Ericsson employees
have worked on Upgrade Pack-
age 10. More than 250 stations
have been upgraded during a
ten-week period. This is a very
short installment time and the
same process has been used on
all the stations.

What is interesting about the
process in the upgrade package
is that the system’s data is up-
dated in a system test site, plus
that the results can be transpor-
ted to Ericsson in Nyndshamn
safely and accurately. Experts
in operative systems at Ericsson
Telecom Sweden participated
during the installment period.
They supported Ericsson’s per-
sonnel and participated in infor-
mation sessions with Telia’s
different regions.

No. 11 under way

The next major update at Telia
is Upgrade Package 11, which
will probably be installed du-
ring the third quarter of 1995. It
is yet uncertain if Telia will do
the job themselves this time, or
if Ericsson will receive the pro-
ject. Jan Pehrson maintains that
Telia’s headquarters decides
who will supply the AXE up-
grade packages.

New business unit
This past year, Ericsson Telec-
om established a new business
unit called Customer Service. It
will, among other things, hand-
le questions surrounding upgra-
ding. Jan Pehrson says that re-
presentatives from Customer
Services have been to Nynis-
hamn to receive information
about the operations there.
“Hopefully, we will be able
to give some insight on
Upgrade Package 10 that they
can convey to other units within
Ericsson Telecom,” says Pehr-
son.
Text and photo:
Bert Bjorkling
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Fricsson in the startin
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blocks in Fukuoka

Ericsson Toshiba’s offi-
ce in Fukuoka is just a

stone’s throw from the
customer, Digital Tu-ka
Kyushu.

Work is in full swing
preparing for the install-
ation of the mobile
telephone network to be
installed this spring.

“We have promised the customer
to hand over the system in March
1996 and we intend to keep it,”
says Henrik Puustinen, manger
of Ericsson Toshiba’s regional
office in Fukuoka.

At the end of September 1994,
the operator Digital Tu-Ka
Kyushu ordered a mobile tele-
phone system valued at SEK 630
million. Digital Tu-Ka is a new
operator company owned mainly
by Nissan Motor Corporation in
cooperation with Japan Tele-
com. Digital Tu-Ka Kyushu is
the group’s first regional telecom
operator.

Competition

“We are proud to have received
the assignment to deliver the mo-
bile telephone equipment and we
won the order in competition
with NEC,” Henrik relates.

The customer carried out the
cell planning and Ericsson
Toshiba will deliver mobile
switches, radio base stations and
operating  support  systems.
Installation begins in April and
the heaviest period will be in the
summer. The cut-over is sched-
uled for year-end 1995, which

First digital mobile
system in rural Japan

means that the customer should
be able to call within the system.

Room to grow

Ericsson Toshiba’s offices are
located in a new building with a
view of the Fukuoka harbor. The
customer’s office is a stroll
away.

“Rents have fallen here in
Japan and we were able to rent
these newly built offices at a
reasonable rate,” says Henrik.
“We have room to grow in also.”

Currently, there are 12 em-
ployees and most are locally re-
cruited Japanese.

From China

Henrik began working for
Ericsson in 1989 in China and is
well-versed in how to do busi-
ness in northern and southern
China. There is a great differen-
ce. He moved to Japan in autumn
1993, where negotiations had be-
gun in September.

“You cannot compared China
and Japan. The cultures are total-
ly different. When you complete
negotiations in China, you start
work immediately, but here in
Japan you prepare detailed
schedules together with the cus-
tomer and these are important to
follow.

“Even if the way of doing busi-
ness is different, I often benefit a
lot from the experience I gained

during the years in China,”
Henrik adds.

“Here in southern Japan, the
people are easier to get to know
and are more relaxed than on the
rest of the country.”

Rural area

The distance to Ericsson Tosh-
iba’s head office in Shin-
Yokohama may appear great on
the map, over 600 miles, but by
air or the Shinkasen high-speed
train, the trip is fast. Without ex-
aggerating, sometimes it is easier
to travel from Tokyo to Fukuoka,
than from Tokyo to Yokohama
since the traffic is to heavy in the
region.

The operator Digital Tu-Ka
Kyushu sees Kyushu as a rural
area, although by European or
American population standards
it would hardly be classified as
such. All the systems to other
mobile telephone customers in
Japan, TDP, KDP and CDP, are
located in metropolitan areas.
The system Ericsson Toshiba is
delivering in Fukuoka is being
supplied to a new operator and
in a new area of Japan. Accord-
ingly, the contract will be an im-
portant reference in the rural
market in Japan. The mobile te-
lephone gang in Fukuoka are
going to have a tough and exci-
ting time in the future.

Gunilla Tamm

Henrik Puustinen and his secretary Chiyuki Y

Facts about Fukuoka

Fukuoka is located on the island of Kyushu in southwestern Japan.
On Kyushu, which is the third largest of Japan's islands,

there is industry and agriculture. The island is like a /
miniature Japan. In eastern Kyushu there are warm /-
springs which are a popular tourist site. Fukuoka, '
which has a population of about 1.3 million, is one .
of Japan's most important export harbors. There are
many fine beaches outside the city.

There are western homes in Fukuoka, al-
though they are not too common. Rents
are lower than in Tokyo.

There is an American suksoks -
school and many foreign
students. By air, it is close
to the rest of Asia and there of
are direct flights, for ex-

ample, to Thailand.
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»CYBERKIT™

Get your info from:

COLUMBIA

ELEKTRONIK AB

Box 5
618 21 Kolmarden SWEDEN
Tel +46 11-398005
Fax +46 11-397641
epost mats @ columbia.se

Contact us about your asic project!
Tel +46-8754 93 95, fax +46-875§5 44

Austria Mikro Systeme International

o ¢ & =
WA L W e /
b | TR . - e ? v
MILLIPACS™ 1 (2 mm spacing) MILLIPACS™ 2 (2 mm spacing) SOURIAU FIBRE OPTIC CONNECTORS
FCI connects the world of telecommunications.

Framatome Connectors International is one of the world aircraft, military, marine, nuclear plant, automotive,
biggest manufacturer of electrical connectors. Our consumer electronics and electrical power. We have the
assortment is one of the broadest in the market. We have resources to offer you either a standard connector or a
connectors for telecom, computers, heavy and light industry, customer designed solution.
Australia 61 (2} 725 52 88 Germany 49 (211) 92 540 r_ Japon Bl 442101412 Sweden 46 (B) 532 56 330
Belgium 32(2) 2423370 Great Britain 44 (5B2) 47 57 57 Mexico 52 (5] 576 23 00 Switzerland 4] (42) 32 14 34
Brazil 55(11) 5146888  Hong Kong 85251081 31 FCIi Netherlands 31 (10) 459 63 99 Taiwan 886 (2) 362 35 80
Canodo 1 {416) 757 87 61  Indic 91 (484) 310 132 S AN T CERRBS Singapore 6574912 32 U.S.A } (203) 838 44 44

France 33(1)39 49 21 83 Ialy (1) 45196 11 INTERMATIOMAL Spain 34(3)771 4012


http://columbia.se

22 Contact no. 2 1995

VACANCIES

VACANCIE

AT ERICSSON

This is a selection of vacancies
within the Ericsson corporation.
They are published in the electro-
nic News system, which 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.

Ericsson Hewlett-Packard Telecommunications AB,
Vastberga

PRODUCT SPECIALIST

- DATACOMMUNICATIONS EXPERT
Datacommunication is a vital part of the TMOS and is ba-
sed upon standardized protocols as TMN Q3, TCP/IP etc.
You will be responsible for managing the technical knowled-
ge in datacommunications within the LBB Team thus get-
ting in-depth knowledge of the datacommunication products
from our ThirdParty suppliers, participate with this knowled-
ge in revisioning the Standard LBB release, provide expert
technical knowledge and understanding of technologies to
EHPT and the Ericsson organization, provide support of the-
se products to EHPT and the Ericsson organization, manage
Trouble Report handling, investigate new Third-Party pro-
ducts etc.

You have a Bachelor or a Master Degree in Omputer
Science or equivalent, technical knowledge/experience in
08!, Telecommunications Network Management, TCP/IP,
X.25, programming in C, routers, gateways, LAN/WAN di-
mensioning analysis/test, good communication and techni-
cal translational skills and ability to cooperate in a cross
functional environment.

PROCESS MANAGER
You will be responsible for management of the LBB
Processes (sourcing in Third-Party Products, etc) in the LBB
Team thus defining, optimizing and maintaining these LBB
Processes and their relationship with the other processes
in the EHPT organization, making sure the LBB team follows
these processes and provides the neecessary documents
and approval as requested by the EHPT organization and
ensure that the team follows the high quality standard.
You should have a Bachleor or a Master Degree in
Computer Science or equivalent, you might be a new gradu-
ate, knowledge /experience in Process- and Resource
Management and in product administration and ability to
communicate and cooperate in a cross functional environ-
ment. You are fluent in English and confident in a fast
changing environment. You like to work in a
multilingual/muticultural and fast changing environment.

Contact: Sten Skipper Rasmussen, 087194783, Memo
EHSSKIP. Appl. to VK/EHS/FP Agdahl or MO/EHS/FP
Liunggvist.

Tmmmmu
Marketing, HF

PROJECT ASSISTANT

A new and exiting project in the Cable-TV area provides an
opening for a professional project assistant. You are goint
10 assist the team with lotsof tasks including computerized
project administration and bookkeeping, creating and main-
taining large databases (both technical andadministrative),
ring different reports and standards and ordering hard/soft-
ware components and systems. You will be using modem
computer tools, databases, document processing/scan-
ning, Intemet access etc.

You have to be familiar with computers, have astrong in-
terest for work with different computer tools and also be wil-
ling to leam new things in this area. You must be able to
professionally communicate in English and it is an advanta-
ge if English is your native language. You are a computer-
and technical interested person with administrative skills
who wants to try new things. Theposition requires initiative,
flexibility, independence and a mind for service and pro-
blem-solving.

Contact: Jan Bogdanski, 08-7190258, 087521386,
Memo ETXUBOG, Bo Nykwvist, 08-7192949, ETXKVIS, or
Kerstin Halén, personnel, 08-7192054, ETXKER.

Ericsson Business Networks AB, Business Comm. Div.,
Nacka Strand

OEM Senior Purchaser

You will participate in multifunctional and other projects as
purchasing/sourcing representative and specify negotiation
request together with PM/Project. You will also be responsi-
bie for financial evaluation of cument and future suppliers
and take care of the negotiation process for OEM. You are
also responsible for implementation of contracts within and
cooperation with RLC/LCC to improve and maintain rela
tionship with suppliers.

Bachelor or masters degree in business administration,
finance or engineering. Qualified candidates are very mar-
ket oriented with 3.5 years documented experience in pur-
chaser position. Excellent communication skills, fiuent in
english and one Scandinavian language verbally as well as
in writing are other important characteristics.

Contact: Peter Hult, 08-4220067 or Erik Edhag, personnel,
084220288,

Ericsson Telecom AB, BU Transport Network Systems,
Kungens Kurva

You will lead the section responsible for customer offers
and Sales Support, which is included in the Market Project
Office (MPO) within the TNS market sector. The size of your
unit will be 10:15 persons mainly providing production of of-
fers in conjunction with Customer Request For Quotation
and technical assistance and Sales Support to Ericsson-sa-
les channels in the world at MLCs and LC/MOs. Your sec-
tion will operate towards intemational customers.

You are expected to be senior and in possession of a
background built up of some years experience in general
Telecommunication area combined with a managerial skill.
You are used to or may be in contact with customers today,
therefore we assume that you know how to maintain a dia-
logue with them. You are service minded and communicati-
ve. We expect a yearly business growth of 30-40% for the
years to come. This requires a lot of good planning and pro-
active work and puts in focus your role as the manager of
the unit. Being a Section Manager at TNS opens a career
growth path in an evolving area full of challenge and oppor-
tunities!

Contact: Taleb Djerbi, 08-7195441, Memo ETXT.ETXTAD)
or Catarina Larson, personnel, 08-7190836, ETXT.ETXL-
CAT.

Ericsson Telecom AB, Market Operations Africa & Latin
America, KK

Product Marketing at G-region is @ job that requires good
technical ground, business orientation and customer under-
standing. It means proactive marketing through seminars,
workshops, field studies, business cases etc. etc.. It me-
ans identifying and understanding our customers needs
and to give him our solutions. It means working towards 2
es and customers.

Contact: Hans Karlsson, 08-7199517, Memo ETX.ETXHKL.

Ericsson Mobile Communications AB, Kista

BUSINESS DEVELOPMENT & SUP-
PORT, APPLICATIONS - MOBIL DATA

Mobile data is becoming a very exciting area and the growth
rate is strong. We have now sold and installed Mobitex wire-
less packet data networks in a number of countries in the
world. Mobidem is the trademark for our radio modems ba-
sed on the Mobitex standard. The radio modem is part of
an application consisting of both H/W and application and
connectivity S/W.

Mobitex is today used in both vertical applications like
e.g. despatch in the transport sector and horizontal applica:
tions like e.g. E-mail and database access. Within the unit
Market Ptanning & Support we are looking for a person to
explore and promote certain segments or applications. This
means e.g. defining market drivers and needs of a selected
segment or applicattion, supporting providers of applica-
tions, co-ordinating availability of applications, developing
sales tools, organising serminars and workshops, assisting
at fairs, cutomer presentations etc.

Applicants should have a clear market orientation and
have a university degree in either business administration

and/or engineering. Experience and knowledge in a market
segment like Telemetry, Point of Sales (Credit card transac-
tions), Transport, Field Service and Sales or/and data com-
munications would be 2 large advantage.

Contact: Jan Gapinski, 08-7573603, Memo ERASJGA or
Kristina Johnsson, personnel, 087571449, ECSKRL,

Ericsson Telecom AB, Market Opns Middle East, Kungens
Kurva

The present manager for the Product Marketing Unit at
Market Operations Middle East is taken up a new position
abroad therefore the Unit now is looking for a manager with
a strong proactive marketing approach and with the ability
10 lead a team with very competent members within the fi-
eld of Switching, Transport Network, Access and Operation
Support Systems. In addition to the unit’s present main
task to perform active product marketing within the frame of
established marketing strategies and product plans, the
unit will take an active part in the role of Product
Management.

To grant a further success for the business in the Middle
East the Product Marketing Unit will play a key role and will
require @ manager with a strong technical competence wit-
hin more than one product area and commercially driven. To
develop the unit and the team a good management profile
is a basic requirement.

Contact: Bo Nilsson, 08-6812878, Memo ETXBN, Magnus
Kamsund, 08-6811228, ETXMGKA or Stefan Mogel, per-
sonnel, 087196941, ETXMOGS.

Ericsson Telecom AB, Market & Opns Africa & Latin
America, Kungens Kurva.

We are looking for businessmen to accept the challenge to
make our installed customer base profitable for us. You will
market and sell customer service, upgradings, features, etc
to the installed customer base in co-ordination with local
companies. You will do Market Analysis, Business Creation,
Proposing and Netogitation. Travels and contacts with cus-
tomers and local contacts will be a natural part of your ti
me. We would like you to have experience from marketing
and complex selling and of selling services, technical or
commercial academic exam, knowledge in telecom, maybe
from an operator’s perspective, knowledge in English and
other languages and intemationeal experience. You are
used to work towards challenging goals. You have a combi-
nation of the stated qualities in various degrees. What you
lack we will provide in a competence development program.

Contact: Johan Westberg, 08-7194399, Memo ETXJOHAN
or Britt Paju, personnel, 08-7195600, ETXBP.

Ericsson Telecom AB, BU Transport Network Systems,
Kungens Kurva

You will lead the section responsible for customer offers
and Sales Support, which is included in the Market Project
Office (MPO) within the TNS market sector. The size of your
unit will be 10-15 persons mainly providing production of of-
fers in conjunction with Customer Request For Quotation
and technical assistance and Sales Support to Ericsson-sa-
les channels in the world at MLCs and LC/MOs. Your sec-
tion will operate towards intemational customers.

You are expected to be senior and in possession of a
background buiit up of some years experience in general
Telecommunication area combined with a managerial skill.
You are used to or may be in contact with customers today,
therefore we assume that you know how to maintain a dia-
logue with them.

You are service minded and communicative. We expect
a yearly business growth of 30-40% for the years to come.
This requires a lot of good planning and proactive work and
puts in focus your role as the manager of the unit. Being a
Section Manager at TNS opens a career growth path in an
evolving area full of challenge and opportunities!

Contact: Taieb Djerbi, 087195441, Memo ETXT.ETXTAD)
or Catarina Larson, personnel, 08-7190836, ETXT.ETXL-
CAT.

Ericsson Telecommunications Inc. Manika - Philippines

MARKETING MANAGER
- CELLULAR SYSTEMS

The cellular market in the Philippines has started to grow
rapidly since the deregulation started. At present there are
five operators operating AMPS as well as TACS and GSM
systems. During 1995 PCS/PCN as well as fixed cellular
will be added to the list. In order to further strenghten our
BR organisation we need urgently to recruit a marketing ma-
nager for cellular systems.

Initially the marketing department will consist of 4.5 per-
sons (key account managers). The assignment will include
to further develop the partnership with our TACS customer
SMART, to monitor and market Ericsson towards the other
cellular operators, to focus on PCS and fixed cellular pre-sa-
les activities and to handle market pianning and coording-
tion.

We assume that you have at least 2-3 years of marke-
ting skill of cellular systems, knowledge about working to-
wards demanding customers and that you are a dynamic
and open minded person with good team sprit and interest
in Asia. We can offer you an inspiring and creative assign-
ment for a minimum of 2 years.

Contact: Kias Lundgren, +63 2 8926139, Memo ERAKL,
Anders Ekstrom, 087572367, ERAAE, Jan Signell,
087573609, ERAJWS or Hans Falk, personnel,
087571402, ERAHFA.

Ericsson Telecom AB, Market Operations Africa & Latin
America, KK

Product Marketing at Gegion s a job that requires good
technical ground, business orientation and customer under-
standing. It means proactive marketing through seminars,
workshops, field studies, business cases etc. efc.. It me-
ans identifying and understanding our customers needs
and to give him our solutions. It means working towards 2
exciting continents with direct contacts with local compani-
es and customers.
If it sounds interesting ...
Contact: Hans Karisson, 087199517, Memo ETX.ETXHKL.

PRODUCT MANAGEM.

Ericsson Radio Systems AB, Kista
PRODUCT MANAGER IPR

Business Unit for Cellular Systems - American Standards
(RMOA) offer products for PCS networks in the 800 and
1900 MHz frequency bands based on the digital D-AMPS
specification. IPR, Intellectual Property Rights, is an impor-
tant product area that offers interesting opportunities for
enhancing our business. Your responsibility includes define
patent strategies, create and maintain a patent portfolio for
crossicensing negotiations with other companies, prioritize
patent applications, profitability analysis, secure patent ac-
tivities within our development projects and analysis of
competitor patent portfolios. Many of the activities are done
in cooperation with our development organization, various
patent organizations at, eg BR/R, RCUR, LME/B, RTP, LMC,
extemal law firms and of course our own patent project ma-
nagers at RMOA.

Contact: Magnus Isaksson, 08-757 2678, Mats
Blumenberg, 08-757 3310, or Eva Edberg,08-7570971.
Ans. till KI/ERA/AH Britt Bosrup, Memo ERARMOAA.

Ericsson Radio Systems AB, Kista

TRAINEES -
PRODUCT MANAGEMENT SERVICES

Product Management Services unit require 3 highlymotiva-
ted persons with a master of engineering who have recently-
graduated. Our department works towards all woridwide
AMPS/D-AMPS mobile telephone markets. We ensure that
measurable, consistent and profitable CustomerServices
are delivered through our Global Service Organisation.Our
training program will cover a 12 month period of courses,
practical on job training and contacts with our service cen-
ters around the world, Participants in our job rotation pro-
gram vill need to be prepared for seas travel.

These pasts are open for graduates in Electrical and/or
Electronical Engineering and in Computers Sciences. The
candidates must have an interest in the commercial as-
pects of telecommunications business.

Contact: Goran Niltén, 087575749 or Britt Bosrup, per-
sonnel, 08-7570109. App. to Ki/ERA/AH Bosmup, Memo
ERARMOAA.

Ericsson Business Networks AB, Nacka Strand

The Call Center and Messaging Unit is responsible for a
comprehensive product portofolio for this growing market
segment. Out voiceprocessing products the Voice
100/200/300 represent a substantial revenue and profit
for EBC.

You will be responsible for a number of products in the
area of Voice Processing. You will have commercial respon-
sibility for these products and vendor relationships. You will
support the Local Companies and distributors in successful




introduction and sales of the product. You will specify requi
rements for new products and features. You will work both
intemally within the EBC organisation, as well as with a
number of vendors.

The requirements for this position is a Master degree in
BA Marke- ting or Engineering. Qualified candidates will ha-
ve strong market orientation, as well as the interest and
ability to understand technology. Excellent leadership and
communications skills, verbaland written are required. You
will have a number of intemational contacts, therefore flu-
ency in English is a must.

(Contact: Mikael Nilsson,08-6824513, Memo EBCMINN.
Appl. to NA/EBC/F/H Susanne Pettersson.

[Ericsson Mobile Communications AB, Kista

PRODUCT MANAGER
RADIO MODEM S/W

The emerging field of Mobile Data creates opportunities for
new and exciting data communications solutions. Wireless
E-mail and mobile computing are examples of already exis-
ting applications. We are looking for @ person to be respon-
sible for Mobitex Radio Modem connectivity and S/W pro-
ducts. This includes handiing of S/W releases, and imple-
menting and further develop our terminal connectivity strate-
2y. You will be working together with intemal and extemal
development centers and partners as well as our local sa
les companies.

Desired qualifications are university level degree in
Engjineering or computer Science, and experience with data
communications design or implementation including PC and
LAN. Fluency in English is a requirement.

Contact: Jan Nordgren, 08-7572435, Memo ECSNORD el
ler Kristina Johnsson, 08-7571449, ECSKRLJ.

Ericsson Telecom AB, Systems Management & Design,
BUHLocal, TN

PROJECT SYSTEMS MANAGER
FOR FM-P5

Or mission is to secure periodic system releases of our ac-
tive Product Lines and Source Systems which fulfil require-
ments on time plans and functionality, minimize costs for
development, maintenance and handling and the need for
market design, ensure the upgradeability of the systems

and fulfil requirements on characteristics and quality.

You will be working in the system group of the project,
which is responsible for the System Study/ System
Modelling & Analysis during the Pre-/Feasibility Study pha-
se. The group s also overall technical responsible during
the execution phase of 12.4. You will be working in the cen-
tral project office and the system as a whole referred to as
the GAS, Global Application System, is the deliverable.

You should have several years of AXE experience, have
experience from large development projects, and be famili-
ar with the Application Module (AM) SW-architecture. If you
have leadership qualities, you will be the leader of the
System Group.

Contact: Monika Swensson, 08-7194721, Memo
ETXT.ETXSWE, or Eva-Carin Svensson, personnel,
08-7191616, ETXT.ETXECSV.

Ericsson Radio Systems AB, Kista
TECHNICAL WRITER

The unit, Radio Implementation, is responsible for develop-
ment methods for installation, commissioning and mainte-
nance of the AMPS/D-AMPS radiobase system, CMSE8.
These methods are documented and become part of our
user documentation. The technical writer will take an active
role in the product development and collection of informa-
tion. Preparation of the documentation, in both text and
graphics, will also require participation in the development
of new methods and media within the user documentation
area,

We are looking for individuals who have technical writing
experience and preferably, to have English as their native
language.

Contact: Stefan Lind, 087570901, Memo ERASL. Appl. to
KI/ERA/AH }O Segerfeldt, ERARMOAA.

VACANCIES

on O&M products for AXE, an area where we today are very
competitive. To keep this position we must provide our cus-
support new technologies and applications such as
Management of Cordless Terminal Mobility and TMN
Alignment.

You probably have a background in Systems
Management or Design, and have competence in one or se-
veral of the following areas: Operation Support Systems,
AXE 10, TMN, Pbject Oriented Design, especially the eary
phases, and,/or UNIX Design Environment.

Conmtact: Stefan Carisson, 087197541, Memo
ETXT.ETXSTCA o Nils Bertil Kindgren, 087198299,
ETXTEDXNBK.

Ericsson Business Networks AB, Nacka Strand
NETWORK ARCHITECTS

You will be responsible for sales support activities for the
Wide Area Data Networks products. An important part of
that is to prepare network proposals for different custo-
mers. You will also participate in the discussions and nego-
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you will be responsible for the start up of implementation
projects.

Bachelor or masters degree in engineering or equivalent.
A minimum of five years theoretical and practical experience
in data communications, preferably from LAN, intemnetwor-
king and frame relay applications, from ERIPAX is an advan-
tage. Excellent communication skills, fluent in English and a
Scandanivian language verbally as well as in writing and a
pedagogic talent are other important characteristics.

Contact: Rolf Johansson, 084220146 or Erk Edhag, per-
sonnel, 08-4220000. Appl. to NA/EBC/FH Edhag.

Ericsson Business Networks AB, Sundbyberg

We organize and administrate woridwide support and our
contracts are based on professional technical assistance
on MD 110, ERIPAX and IDNX products. The customers we
serve have installations all over the world, both as stand
alone systems and global networks, which we mainly serve

by remote interrogation. We work in a very developing and
interesting area that has shown an enormous potential for
the future, both technically and financially and Is growing ra-
pidly. Your main task will be to give technical support to our
customers ad sescribed above. You must be prepared to

The requirements for this position is minimum four years
of technical college or equivalent. Qualified candidates will
have three to five years of technical work experience within
product areas such as Md 110, ERIPAX and/or IDNX.
Excellent customer-oriented attitude and good English lang-
uage skills are other important characteristics.

Contact: Kristian Teér, 08-7640502, Memo EBCTEAR or
Erik Edhag, personnel, 08-7420088, EBCERED.

Ericsson Ltd, Business Networks, Systems Support, UK
SYSTEMS SUPPORT ENGINEERS

to provide technical product support and management at
the highest level for the Ericsson MD110 resp. NET IDNX
range within the remit of the Multimedia group. To participa-
te in the provision of an area of technical excellence such

5K L

First-rate. And first to market.

CMD 55/57 - first in GSM and PCN/PCS mobile and base station testing

Ericsson Telecom AB, Network Operator Products, TN
SYSTEM ENGINEERS
The Product Group Network Operator Products is respons

ble for products aiming at enhancing operations of the BU
Local customers. Traditionally we have spent much effort

© by R& S 4BE295

Rohde & Schwarz has a long track record of innovation.

And o worldwide reputation for excellence. With our
broad expertise as a leading manufacturer of analog
and digital telecommunications testers, coverage
measurement systems and signal generation and
analysis instruments, you would expedt first-rate test
equipment for development, production, service and
type approval of GSM and PCN/ PCS. And that's just
what you get.

First-rate, and first to market. Like the CMD 55 ond

CMD 57 - first in the field for GSM and PCN/ DCS 1800.

And now for the US PCS/ DCS 1900 standard. These are

the smallest, lightest testers on the market. And the first.

Easy fo use and packed with powerful features. Like

odvanced user guidance for unparalleled ease of use.
Autotest routines that allow complete testing of a radio
telephone without operator intel vention. And module
tests, indispensable for service work. Plus the distinction
of being the only tester on the market that can measure
power ramps to GSM specs (more than 72 dB dynamic).
And finally high-speed remote control for high produc-
fion throughput. All this backed by the full service and
expertise of a market leader.

Interested? Please contact one of our 70 local offices
worldwide or send o fox to our Swedish office on
+46 8 941978 or send a brief note to our headquarter
Mihldorfstrasse 15, 81671 Minchen, Germany. We'll
make sure you get the information you need.

ROHDE & SCHWARZ
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VACANCIES

that our customers and suppliers regard ETL/B as a compa-
ny with the highest technical standards and competence.
The roles have three main areas of responsibility: Technical
Product Management, Indepth Technical Support and
Systems Integration.

As MD110 Product Speclalist you have been working
with the Ericsson MD110 product in an in-depth technical
support role for at least 3 years. This experience should in-
clude excellent overall system knowledge and software pro-
gramming experience.

Experience will preferably have been gained in both pre
and post sales technical support roles. You have been wor-
king in the communications industry (including PABX, TOM)
in a technical role for at least 5 years and have experience
in TDM, X25, SNA, Frame Relay, IP, IPX and/or ATM. The
candidate should ideally be qualified to degree level in an
appropriate engineering or science discipline.

As IDNX Product Specialist you have been working with
the NET IDNX product or with a closely related competitor in
a In-depth technical support role for at least 3 years,
Experience will preferably have been gained in both pre and
psot sales technical support roles. You have also been wor-
king in the voice and data communications industry in a

technical role for at least 5 years and have experience in
Routers, Frame Relay, Network Management, ISDN, X25,
SNA, IP, IPX and/or ATM.

As Network Management Specialist you have been wor-
king with standars based Network Management Systems in
anin-depth technical support role for at least 3 years.
Experience will preferably have been gained in both pre and
post sales technical support roles. You have in-depth know-
ledge of two or more of the following network management
platforms: HPopenview, SunNet Manager, Netview 6000
and in-depth knowledge of one or more of the following ma
NET/Open Series 5000, Ericsson NM400, Synoptics
Optivity. You have been working in the data/voice communi-
cations industry in a technical role for at least 5 years.
Experience in any of the following and advantage: Routers,
Frame Relay, Network Management, ISDN, X25, SNA, IP,
IPX and ATM.

The candidates should ideally be qualified to degree le-
vel in an appropriate engineering or science discipline.

Contact: Kirstie Free, Memo ETLKEFE or Steve Jarman,
ETLSEIN,

Ericsson Hewlett-Packard Teiecommunications AB,
Moindal

SOFTWARE DESIGN, TEST AND CM

Within the BSS ( Business Support System) unit we are re-
sponsible for the development of our present EHPT product
portfolio in TIMS, our flexible billing/customer service sys-
tem solution, BIP, our proven billing data collector, SOM,
our Service Order Mediator for fixed metworks.

Foreseen projects are development of billing/customer
service solutions for Analogue Mobile Networks in co-opers-
tion with ERA (RMOA) - this could be further developed for
GSM and PCS networks, development of solutions where
combinations of BIP/TIMS/SOM are used to support reengi-
nered business processes, development of billing/service
management solutions for new type of network (IN,
ATM-broadband etc.) The most urgently needed resources
are software designers for development of our Mobile TIMS
package, experience from mobile database experience and
some C programming skill would be an ideal background.
Sofware designer for development of customer specific
function where experience from Ul design and an interest

for customer contact is a good start. Test and configuratior
management candidates. The test group will have a busy
year and someone with experience from this type of work -
most welcome.

Contact: Lars-Erik Gustavsson, 031671752, Memo EHS
LAER.

INTERNATIONAL

Componedex UK Limited, Bletchiey, England
INTERNATIONAL SALES SUPPORT

Satellite Communications - Radio Paging Industry. We are
an Ericsson subsidiary specialising in the supply of data
communications and satellite equipment for the
radio paging industry. With rapid growth and expanding ma:
kets we have an immediate vacancy for a sales support pe-
son.

Capable of understanding data communications sys-
tems and evaluating customer requirements the right app/.

Business Area Radio Communications

Ericsson Corporatia AO (ECR) is the recently established local company
in the Ericsson group located in Moscow, Russia. ECR is responsible for all
Ericsson market activities in Russia. Already many contracts bave been
signed for cellular systems (NMT, AMPS/D-AMPS, GSM) as well as trun-

ked mobile radio systems (EDACS).

The company expects marjor growth in 1995. In addition to that a
number of joint ventures are foreseen in the areas of training, research

and development, software and consultancy.

colleagues, to be placed as expatriates on short- or long term contracts.
Your main task will be the biring and training of local employees, and

organise the contacts necessary with botb the home organisation as well

as the customers in Russia. Applicants should bave at least 5 years expe-

rience in Ericsson, preferable in the area of radio communications. You

To build up the company we are seeking dedicated and energetic

COMMERCIAL
Manager Marketing and Sale

The manager of this department is responsible for the
local marketing, the budgets, the forecasts and the
reports of its employees.

As manager you have a special task in hiring and
training the local staff and establishing the working and
administrative routines.

You are responsible for the contacts, and reporting to
the business unit managers within the businesss area.

You are personally involved in key-customer contracts.

A marketing background is necessary, as well as
previous management experience in Ericsson.

Sales/Account Managers

Tasks and Responsibilities:

o Management of selected accounts

o Building long-term customer relations

o Offers, contracts and projects follow-up to the
accounts

o Sales, budgets and forecasts to the selected
accounts

o Sales of products, systems and services of Ericsson

Knowledge and Experience:

o Experience with commercial work in Ericsson

o General technical training on Radio products
(NMT, GSM, AMPS/D-AMPS, AXE)

Contact persons:
Eric Franke, Hans Jebomn, Hakan Jonasson

PRODUCT MANAGEMENT
Manager Product Management

The manager of this department is responsible for the
local product management, the budgets, the forecasts
and the reports of its employees.

As manager you have a special task in hiring and
training the local staff and establishing the working and
administrative routines.

You are responsible for the contacts, and reporting to
the business unit managers within the businesss area.

You are personally involved in key-customer contracts.

Local Product Managers

Tasks and Responsibilities:

o Technical support for RMOG and RMOA products

o Support Account Manager and their customers on
technical issues

o Technical contents in offers, contracts and project
operation

o Coordination with Account Management and Market
Operations

o Coordination with RMOG or RMOA Product
man

o Technical presentations and seminars

Knowledge and Experience:

o Experience with product management work in
Ericsson

o Detailed technical training on CMS products and
radio communications

o Technical educations (M. Sc. or equivalent)

Contact persons:
Eric Franke, Hans Jebomn, Hakan Jonasson

The manager of this department is responsible for the
local operations, the budgets, the forecasts and the
reports of its employees.

As manager you have a special task in hiring and
training the local staff and establishing the working and
administrative routines.

You are responsible for the contacts, and reporting to
the business unit managers within the businesss area.

You are personally involved in key-customer contracts.

Aproject management background is necessary, as well

must be fluent in English and willing to learn Russian. Management ex-
perience and working experience from Russia are of value.

MARKET COMMUNICATIONS
This position is a short term contract

Tasks and Responsibilities:

coo0oo0o

o

Internal and external market communications
Press and mediacontacts in Russia

Advice on Ericsson identity and style
Organise events

Hire and train local employee(s) for Market
communications

Sales, budgets and forecats to the selected
accounts

Knowledge an Experience:

o
o
o

Experience with market communications within
Ericsson

General knowledge of Ericsson products
Knowledge of the Ericsson organisation
General knowledge of the Russian culture

Contact persons:
Eric Franke, Hans Jeborn, Hakan Jonasson

Implementation Engineers
Installation Engineers

RBS Senior Support Engineers
AXE Senior Support Engineers

Contact persons:
Bo Ekstrom, Neil Urquhart, Dragan Radic

as previous management experience in Ericsson.
Contact persons:
Operation Support Managers
Ericsson Corporatia AO
Tasks and Responsibilities: Eric Franke, +7 095 2476211, fax + 7 095 2052667,
o Project Management of RMOG and RMOA projects memo ETM.ETMERFR
o Secure, hire and train local competent Operations Dragan Radic +7 095 2476211, fax +7 095 2052667,
personnel memo ETH.ETHDRA
o Local support activities toward the global RMOG or
RMOA support organisation Ericsson Radio Systems AB
o Coordination with Account Management and Product Hans Jeborn, +46 8 7575957, memo ERA.ERAJEBO
Management Hakan Jonasson, +46 8 7572842, memo ERA.ERAHJN

o Establish reporting routines
o Operation budget and forecast
o Resource planning

Knowledge and Experience:

o Experience with project management work in Ericsson

o Detailed technical training on CMS products and
radio communication

Contact persons:
Eric Franke, Hans Jebom, Ame Palkvist

Bo Ekstrom, +46 8 7570241, memo ERA.ERABOEK
Neil Urquhart +46 8 7570475, memo ERANLUT
Arme Palmkvist +46 8 7570422, memo ERABRP

Send your application to:

Ericsson Mobile Communications AB
Eva Jansson
164 80 STOCKHOLM

ERICSSON 2
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can will be required to meet potential and existing custo-
mers, evaluate their requirements and prepare offers and
technical information.

The position requires the applicant to be willing to un-
dertake intemational travel and to be able to negotiate at
all levels with major customers, both for routine business
and capital projects.

Apply In writing to: Componedex Ltd, Avant Business
Centre, 23 Denbigh Road, Bletchiey, MK1 10T, England.
Mark: ..

Ericsson Telecommunications Pte Ltd., Malaysia
MARKETING MANAGER

Malaysia is today the most liberalized telecommunications
market in Asia. Nine (9) network operators have got licen-
ces to operate cellular and/or fixed networks in the country.
The new players on the Malaysia market emphasize intro-
duction of modem technologies, fast deployment of ser-
vices and quick response to requests.

The amount of business opportunities is big and keep in-
creasing. This is why we, ENO Singapore, need to place a
SENIOR MARKETING MANAGER in Malaysia, with broad tele-
communications background. The position requires the abi-
lity to commercially market and conceptually motivate diffe-
rent complete network solutions.

We expect the applicant to have good commercial sen-
se, a broad technical understanding and good communica-
tions skills. Good co-operation with existing account mana-
gers is key to good achievements.

Contact: Petri Markkanen, +65 350 1593, Memo ENOPM
or Chua C.L., +65 350 1560, ENOCLL.

Ericsson Radio S.A., Leganés, Spain
GSM SYSTEM SUPPORT EXPERTS

Due to the rapid expansion of the first operator GSM net-
work in Spain,we have five open positions in our Field
Support Center at REE in Madrid for BSC's or MSC's ex-
perts. The tasks are implementation of CNA's , ACA's and
new releases, customer support,fault analysis etc.

Two positions are directed to BSC and three to MSC. At
least four years experience with AXE-10 is required as well
as documented experience in GSM (BSC or MSC) testing
and/or support during the last two years.

Contact: Juan Coraliza, Memo REE.REEJCAL, Tel.+34 1
3391036 or Juan-Manuel Palmier, Memo REE.REEJMPP,
Tel. +34 1 3391979.

Ericsson Business Networks Engineering, Nigeria

For the Mobitex Network for Shell Petroleum Dev Co in
Nigeria we are looking for a maintenance supervisor to be
based in Warri. The mobitex network consists of one net-
work control centre (NCC), one main exchange (MHX), two
area exchanges (MOX and twenty base stations (EBC) and
covers the Niger River Delta. Approx 200 mobile units have
been delivered but up to 3000 units are expected before
long.

The maintenance supervisor reports to the maintenance
manager in Port Harcourt and the responsibility includes
co-ordination of all maintenance activities related to the
Mobitex Network and the local Ericsson engineers stationed
in Warri and Port Harcourt. Monthly reports, maintenance re-
cords, supervision of spare parts supply and responsibility
for the Ericsson compound (office and accommodation) and
general administration in Warri are other tasks.

The applicant should be fluent in English, physically fit to
work, travel and live in Nigeria and have a medical certifica-
te to climb towers. A lot of the base station sites are only
accessible by helicopter or speed boat why the applicant
must fulfil the Shell requirements for a swimming certifica-
te. The position is offered on a semibachelor basis only.

Contact: Mats Karemyr, +46 8 7640773, Memo EBCMAKA
or Yara Sohlstrom, +46 8 7640487, EBCYASO.

THE GLOBAL RESPONSE CENTER (GRS) ORGANIZATION

The Global Response Organization will be established du-
ring 1995 Three GRCs will be established located in USA
{Dallas), Australia (Melbourne), and Holland (Rijen). As a re-
sult there is a number of openings for support engineers
with a few {a minimum of 4) years experience in support of
AXE.

You should have proven ability to solve compiex techni-
cal problems and trouble shooting experience with regard to
systems that are in operation. The product area initially tar-
geted for AXE are APZ, 10G, and GSS, but a wider scope of
Mnmheamredatalaersme{l%mdbr-
ward).

VACANCIES

Since this is an operation in its start-up phase, it is of
outmost importance that you have a great deal of pioneer
spirits and enthusiasm for the task. It is equally important
that you have initiative, tact and diplomacy, since the posi-
tion will result in contact with customers that are in dis-
tress. It is important that you have good communication
skills in English. Knowledge in other language, i.e. Spanish,
is to your advantage. If you have the qualifications, feel the
challenge and have the dedication - then we need you!

Contact: Karin Hamberg, Project manager, phone +46 8
719 4663, memoid ETXT.ETXKAON or Jan Giese, person-
nel, phone +46 B 719 9357 memoid ETXT.ETUG

Ericsson Radio Systems AB, Kista

CMS 40 TECHNICAL
PROJECT MANAGER, FOA

CMS 40, the GSM based PCS 1900 system for North
America, will be deployed in both US and Canada. In US we
need to expand ou first office application (FOA) organiza-
tion. The technical project manager shall have a solid GSM
experience and be able to solve technical matters on site.
The technical project manager will receive a long term as-
signment in US starting Q2 1995, and will be placed at our
local office close to the customer. The technical project ma-
nager will report to the overall PCS Customer manager on
site.

Applicants should have several years of well documen-
ted experience in GSM testing and/or system support as
well as Project Management. If you have creative power and
the power of initiative then you are the right person for this
assignment. In addition, you should possess clear-cut skills
in communications and problem solving as wella s a good
command of English.

Contact: Roland Jensen, 08-7573475, Thomas Knutsson,
087572539 or Eva Andreassen, 08-7570908. Appl. to
KI/ERA/LHC Andreassen.

Ericsson Systems Expertise Ltd, Ireland
PROJECT MANAGERS

Currently, Business Area Switching is invoived in the deploy-
ment into the Irish Network of a number of advanced AXE
Systems. Within the next 18 months Ericsson will upgrade
the installed base to integrate ISON and CLASS services in-
to the Network and add Intelligent Network functionality to
Local Exchanges. In addition Ericsson will compete for the
provisioning of Network Management Systems and Access
Systems. To meet these challenges and recent organisatio-
nal developments, a position has arisen for a Projects
Manager reporting to the Business Area Manager Switching.

The responsibilities of this position will include, manage-
ment of Switching and related projects from initiation
through marketing, sales and Project Management, to satis-
factory conclusion in terms of delivery precision, quality,
costs and commercial requirements, and with regard at all
times for the customer's perspective.

Candidates will either be qualified at degree level or will
nical and business expertise in the areas outlined to be
able to function independently, at an appropriate professio-
nal level on specific projects.

Cognisant of LMI's growth ambitions, the ability to crea-
te new opportunities within the market place will be an es-
sential characteristic of the successful candidates profile.
Intending applicants should be competent in both written
and verbal communication to achieve effective co-operation,
with intemal / external customers. He / She will be innova-
tive and creative with the ability to recognise / develop busi
ness opportunities within Switching.

Based in Beech Hill, Clonskeagh, this varied and chal-
with the opportunity to strengthen and develop the
Business Area Switching function. As a screening process
based on applications received will take place, it may not
be necessary to interview all applicants.

Applications are invited from those who consider that
they can meet the above criteria. Applicants should apply in
writing enclosing a comprehensive Curriculum Vitae to the
undersigned.

Contact: Margaret Gaffney Personnel Officer, LM Ericsson
Ltd, Beech Hill, Clonskeagh, Dublin 4. Memo 1D LMIMGY

Ericsson Ltd, Hong Kong

MARKETING MANAGER
FOR CELLULAR SYSTEMS

Challenging positions are available in the worlds most dyna-
micbusiness community. The HK Govemment shall be issu-
ing 6 PCN and 4 PHS/ DECT licenses to bidding operators
in the summer. These new licenses will be in addition to the
existing 10 analogue and digital licenses already issued.
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EHK needs good people with the right background to se-
cure this potential business and at the same time offering
good conditions in an interesting commercial and political
enviroment. The EHK office has grown dramatically in the
last 6 years and is now 180 people strong, It is a regional
office of the newly formed MLC in Beijing, ETC.

The successful candidates will join the new customer-ori-
ented organization which fully utilizes the Core 3 concept of
having Marketing, Operations and Product Management pe-
structure has proven to strengthen our focus on the custo-
mer with encouraging results. We need;

The assignment will include but not be limited to - Full busi-
ness management responsibilities towards one of our cus-
tomers.

- Liase with other divison members to provide a total
support package to the customer,

- Promote and expand new business ideas and pro-
ducts.
~ Develop and train local staff in the marketing process.
To be eligible for consideration, we assume that:
- You have at least 2 -3 years in cellular or public system

- You have an good understanding and first hand experi-
ence withcommercially and progressively minded customers
who demandguick and professional responses to their
needs.

- You have the personality and the desire to work in a
strong team work environment.

The position is for an initial period of one year with ex-
tension possibilities. As well we look for an;

We are needing an energetic Operations Manager ready to
takeon the formidable task of managing the complete ope-
rational support function of a variety of public and cellular
systems.

The assignment will include but not be limited to:

- Maintaining the existing FSC for our Local,
International and Cellular (TACS,DAMPS & GSM/PCN) cus-
tomers.

- Provide implementation services for tumkey & & super-
vision to AXE and radio installations.

- Administer and develop the existing Support

-~ Coordinate the EHK Training Centre staff who are also
participating in testing and commissioning.

~ Monitor the efficient use of the GSM test plant in coo-
peration with the ESQ in Kista.

~ Recruit and develop local staff

The position is for an initial period of one year with the
possibility of extensions.

If you fit into the above categories and are interested in
being a part of the dynamic growth of telecommunications
inone of the world's leading commercial centres, please
contact:

Charles Henshaw General Manager Public & Cellular
Systems Division Phone: (852) 590-2360 or MEMO
EHI.EHKCHW. Pis send your applications to ERA/LDH
Hans Falk Human Resources, Phone 46-8-757-1402 ME-
MO: ERA.ERAHFA

Ericsson Systems Expertise Ltd, Ireland

VERIFICATION/MODIFICATION
HANDLING LEADER FOR CME PRO-
DUCT DEVELOPMENT TEAM.

As a result of the new project organisation at EEI/R, appli
cationsare invited for the position of CME Verification and
Modification Handling Leader. Reporting to Michael
Gallagher, you will be, together with the other members of
the CME Product Development Team (PDT), jointly responsi-
ble for the operation of and modification handling activities.
Specific responsibilities will be

- Resource planning and execution of testing for CME
projects.

- Line Management functions for team of 10 testers.

- Line Management functions for CME Modification
Handling team.

- Specification of thest plant and tool equipment requi-
red for CME Function testing & Modification Handling,

- CME Modification Handling,

- Achieving company goals for TR/AC handling of CME
products.

— Achieving company goals for CNI handling for CME pro-
aucts.

- Management of improvement programs (Time-tomar-
ket, ESSI, AC Handling etc.).

Ideally the person will have 4/5 years of AXE experience
with an indepth knowledge of testing/modification handling
in AXE. As the position requires close liaison with all levels
of staff/ customers, the successful candidate will be an ex-
cellent communicator and have a proven track record in the
area of resource utilisation and staff motivation. As a scree-
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ning process based on applications received will take place,
it may not be necessary to interview all applicants,

Application for the above post should be sent in writing,
enclosing a detailed Curriculum Vitae to the undersigned
before Monday 20th February 1995,

Anne M.0’Sullivan Personnel Officer Memo 1.D. EEIAOS
Ericsson Systems Expertise Ltd., Beech Hill Clonskeagh
Dublin 4

Ericsson AS, Norway
TMOS SUPPORT ENGINEER

After Sales Support (A/F) is a department in division tele-
nett at ETO. WE are working with Customer Support of AXE
(GSM, NMT, ISDN, IN) and TMOS systems on the Norwegian
market. With focus on Customer Services, our department
will in the next years have a central role in communication
and business towards our Customers. We are located in be-
autiful surroundings at Hisdy near Arendal.

We are now looking for people interested in working as
"TMOS SUPPORT ENGINEERS", and are looking for YOU:

- With experience from TMOS- /Computer-/Telecom sys-
tems.
- With experience from one of; Unix, Sybase, X.25, 0SI.

- Who are service minded and have good communication
skills,

- Who are able to cooperate easily both within the com-
pany as well as with Customers.

Roles/Duties will be: Installation, test and deliveries,
Customer Support and Customer Follow up, TMOS AC-A
packages and TR-handling, Tecnical support to our Market
departments.

Contact: Anne Torunn Hvideberg, +47 3705 1784, Memo
ETO.ETOATH or Steinar Stromsvag, +47 3705 1787, Memo
ETO.ETOSTST

Technology Ericsson Radio Systems, USA
1. CUSTOMER SUPPORT:

The primary functions are applications systems
change-outs, CN-A testing and introduction, correction tes-
ting and deliveries, trouble shooting and telephone sup-
port. Four years AXE experience with a BSEE. Customer
and quality oriented. Excellent interpersonal skills required.

2. MAINTENANCE ENGINEER:

In depth knowledge of AXE GSM/PCS and other cellular
systems with emphasis on tracing and trouble shooting.
Able to solve SW, HW, and DT issue with the customer. Will
work with engineers including TAC, Design & Customer's
staff. BSEE or BSEET, or equivalent experience.
Comprehensive knowledge of AXE switch; 3 to 5 years
hands-on experience. Travel required.

3. RF ENGINEERS:

Provides technical design, implementation of new RSA
Cellular Systems to meet customer requirements. Design
and optimization of Existing MSA Cellular Systems, develop
plans for FOA and Beta testing of new features. BSEE plus
2 years of Cellular System Technology. 40% travel. Able to
develop and present technical material to customers.

4. SR SWITCH TEST:

Responsible for final AXE Switch Testing and final project
acceptance; also Includes instaliation of application sys-
tems and CNAs; data transcript installations and testing
hardware and software trouble-shooting, site hardware in-
ventory. BSEE with 3 years of AXE hardware/software tes-
ting. Extensive travel; good communicator.

5. RADIO TEST:

Testing and limited installation of cellular radio base sta-
tions, digital switching interfaces, microwave and auxiliary
systems. Associates Degree (2 yr.) and 2 years experience
of testing complex radio communications systems. Some
travel; and must have general class licenses and/or indus-
try certifications.

CONTACT: Leo Evelith 214 7057680 Memo EUS.EUS-
LEEV.

Ericsson Radio Systems AB, Kista

PCS OPPORTUNITIES IN NORTH
AMERICA

Exciting opportunities await you this year in North America
when Ericsson introduces its Personal Communication
Services. PCS is the future of mobile communications. It
will offer its end- users total mobility and wide variety of ser-
vices at a low cost. Ericsson is putting a great deal of effort
into this rapidly growing, highly competitive market and now
we need your involvment. We need qualified engineers with
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GSM experience for short and long term assignments in US
or Canada in following areas- Product Planning and
Management, Project Management, Network Engjneering,
Radio Engineering, Data Transcript, Switch Testingm 0SS
Implementation and Testing, System Support, Hardware
Repair and Training.

Applicants should have several years of well documen-
ted experience in the respective diciplines and solid GSM
experience. If you have creative power and the power of ini-
tiative then you are the right person for this assignment. In
addiction you should posses clear-cut skills in communca-
tions and problem solving, as well as a good commond of
the English language. You must also be willing to travel. If
you have previously worked as a supervisor or have other
management experience it will be considered an advantage.

You are expected to start your assignment during the
first of July 1995. The locations have not yet been defined.

Contact: Gogo Landén, phone 08757 22 42 Eva
Andreassen, phone 08757 09 08.

Ericsson Communications Canada, Montreal (LMC)

APZ SUPPORT ENGINEER FOR THE
TECHNICAL ASSISTANCE CENTER

The job involves Technical Support for NOrth America and
Canada, within the APZ field. We require a self motivated
person, with in depth knowledge of Trouble Shooting met-
hods as well as the ability to perform technical investiga-
tions into all aspects of APZ Software /Hardware problems
in the CP/RP/EMRP. The candidate must have proven abili
ty i Test System, CPT and System Stoppage Handling. Will
be necessary to handle ongoing Trouble Reports, therefore
knowledge of MHS would be an asset. It will be a 2 years
contract, altought some trave! will be required as well as pa-
ger rotation within the group.

Contact: Adrian Gilli, Memo LMC.LMCADGI.

Ericsson Inc., Richardson, USA
SALES MANAGERS

Increased demand for our products has created new ope-
nings within our sales organization for three Sales
Managers with a BS/MS in Engineering/Marketing or a MBA
with 7-10+ years' related telecommunications (digital swit-
ching, intelligent networking, etc.) experience. These indivi-
duals will represent Ericsson in regards to the sale of public
network telecommunications products and services, as well
as provide customer support to primary, high opportunity
and emerging accounts.

Each position requires the skill to interface successfully
with executive-level customers and the ability to interpret
complicated technical issures. A progressive, documented
track record in developing new and expanding existing ac-
counts is required.

If you are interested in pursuing these opportunities, plea-
se forward your intemal application (summary of experience
and educational credentials) to Stacey Simmons, EUS/HR,
M/S F-36, or by memo EUSSIM. Please reference job code
DMN/SM.

Ericsson GmbH, D~sseldorf

PRODUCT MANAGEMENT
SPECIALIST

Ericsson GmbH is the major local company of Ericsson in
Germany. We are located in Duesseldorf and responsible
for all Tele- com activities on the German market. In the
area of GSM, our main Customer Mannesmann Mobilfunk is
operating the largest private GSM Telephony Network in the
world. You will be responsible for the handling of customer
inquiries, for the support of the introduction of new CME 20
releases and for the planning of new functions.

You will have close contact to both the customer as well
as to all relevant parts of the Ericsson organization, especk
ally to other EDD internal branches like Mar- keting and
Technical.

As a qualified candidate, you should have at least five
years overall experience with AXE-10 based switching sys-
tems and preferably good knowledge of GSM and the
Ericsson CME 20 system. Excellent communication skills
are a prerequisite.

Contact: Dietmar Seidenberg, Memo EDD.EDDDISE.

Ericsson Telecomunicationi S.p.A., Roma, ltaly
TESTER

Ericsson Telecomunicazini is the supplier of one of the big-
gest TACS network over the world. The comrent network is
upgrated to the package 91B2 (CNA-9). In 95 the network
will be upgrated to the package 92C+A; to support such ac-
tivity we need people in two different positions.

As a tester you will work in close cooperation with our
people in internal verification, acceptance test with custo-
mer and field support for first installation (FOA).

Candidates applying for Senior Tester position should
have at least 4 years of experience in integration tests for
MTS and some experience in the package 92C+A.

Candidates applying for the Junior Tester should have at
least two years of experience in integration tests for MTS
and some experience in the package 92C+A

For both positions experience in Stand Alone HLR is aiso
required.

Contractual period is 6/12 month.

They will work in cooperation with our people of After Sales
Departement. Their main jobs are : customer care, system
support, trouble analysis and trouble shooting, test and re-
lease of ECA. They will also be involved in release of ACA
and CN-A in coopera- tion with the ESO people.

Contractual period is 8/12 month

For both positions the job is located in Rome (business
trips could occur in Italy).

Contact: Nazzareno Fattori EITA.TEIFAT Marco  Silvestri
ETA.TEISIL

Ericsson Technika Kft. Budapest

GSM (CME 20 ) SYSTEM SUPPORT
EXPERT

Due to the rapid expansion of the Weste! 900 GSM network
in Hungary we have a vacancy for one GSM (CME20) system
expert on long term assignment at our Field Support Centre
at ETH. in Budapest.

The candidate for the position should have working expe-
rience at FSC or ESO environment, expert ability to investi-
gate and solve SW faults, to work in emergency situations
and remain calm and to create good customer relations.

Contact: Tony Bradshaw, + 36 1 2657138, fax+ 36 1
2657357, Memo ETH.ETHANBR.

Ericsson Eurolab Deutschland, Aachen, Germany
AXE10 SYSTEM DESIGNER

The AXE Mobile Core System Group is responsible for the
system development of the core products used commonly
by all Ericsson's digital mobile systems ie. CME20 (GSM),
CMS30 (PDC), CMS40 (PCS) and CMS88 (D-AMPS). In futu-
re projects we will adopt the core to AM concepts and deve-
lop the INAM. Running PC-APT 210 15 as well as overall
technical coordination of the Projects in the AXE Mobile
Core (AMC) are responsibility areas of the system group.
We aTre looking for an experienced system designer with
more than 5 years of Ericsson experience to coordinate the
technical work in this challenging AMC environment. An
Expatriate contract is offered for this position.

Contact: Hartmut Boehmer, EED.EEDHBO, +49 2407 575
231 or Odd Svesse, EED.EEDODDS, +49 2407 575133

QUALITY COORDINATOR

The AXE Mobile Core (AMC) Product and Project
Management Group is responsible for the AMC products
and the running of AMC projects. The core products are
used commonly by all Ericsson's digital mobile systems ie.
CME20 (GSM), CMS30 (PDC), CMS40 (PCS) and CMS88
(D-AMPS). We are looking for a Quality Coordinator for the
coming AMC projects. The person should have at least 2
years of Ericsson experience and should have worked with
quality or process related tasks. A local contract is offered
for this position.

Contact: Ulf Henell, EED.EEDUGH, +49 2407 575 256.

Ericsson Ltd., Richardson, Texas

The Manager, CMS 40 Marketing Support function addres-
ses strategic business issues related to product marketing,
business development, and technical sales support for
Ericsson's CMS 40 business and other related Ericsson
products and services. The product marketing function de-
velops product strategy, champions new products to launch,
and establishes product pricing and profitability. The busk
ness planning function tracks, analyses, and predicts busi
ness and market conditions and trends; develops Business
Case studies, evaluates new business opportunities, fore-
casts product quantities and revenue projections. The tech-
nical sales support function supports the Marketing and
Sales Department with customer presentation, customer
petitor analysis and Industry Seminars and Conferences.
The Manager reports to: EUS/RP, Bo Piekarski
EDUCATION/EXPERIENCE: B.S Engineering or simifar
scientific degree, MBA preferred. Five years in cellular mar-
ket experience. Established expertise in new product and
business oppdrtunity analysis. Established credibility in

strategic business development and presentation. 515
years intelecom product marketing and business develop-
ment. Knowledge of GSM is an advantage. Excellent inter-
personal and oral /written communication and presentation
skills. Technical understanding of cellular and /or telecom
systems preferred. Ability to recognize and interpret market
related data and situations and draw relevant conclusions
that affect the business and make recommendations.
Achieve results in a matrix type organization. Develop,
adapt and implement analytical business processes used
to monitor business and market positions. Specific equip-
ment and material used to perform essential job functions:
PC, phone, Lotus 1-2-3/Excel, WordPerfrect/Word,
PowerPoint/Harvard graphics.

Contact: Tomas Mikaelsson, phone +46 8 757 1148
(Sweden) or Bo Piekarski, 009 (214) 952-8655 (US). Appl.
and CV to RCHN/EUS/HR Liz Howells, personnel, 214 705
7678 or KI/ERA/LFH-LH Gogo Landén, personnel, +46 B
757 2242.

Ericsson Inc., Richardson, Texas

SR TECHNICAL SALES SUPPORT
ENGINEER (Latin America)

DESCRIPTION: Key piayers supporting the Sales and
Marketing Department with customer presentations and
handling technical questions, requirements, and proposals
for the Latin American region. Responsible for participating
in key decisions in regards to the technical and commercial
issues, both present and future, which deal with radio, swit-
ching, and networking aspects of the CMS40 in Latin
America. Focal point for communication between the va-
rious Ericsson departments involved with new product deve-
lopment. Through Customer contacts, system requirements
from the Latin American region are developed and passed
through the organization.

Approximately 50% travel requirement. Familiarity with
AXE operation and control. Overtime required. Fluent in
written and oral English and Spanish.

Contact : Liz Howells (214) 7057678 FAX (214)
9528777

Ericsson Inc., Richardson, Texas
BUSINESS SYSTEMS ANALYST

DESCRIPTION: Analyze and define business process, pro-
blems, routines and interfaces. Establish and document
better processes and procedures. Work with users from all
departments of varying technical skills and provide them
technical, but understandable, analysis, solutions and gui-
dance in financial and logistical issues.

EDUCATION/EXPERIENCE: BS in Computer Science or
Information Systems or equivalent. 4 - 6 years' experience
as a systems/programmer analyst. Previous experience
with logistical and financial software. Expert Technical
knowledge of AS/400 and/or System 38,

Contact: Rick Kiwus (214) 7057682 FAX (214)
9528777

Ericsson Inc., Richardson, Texas
PRODUCT MARKETING SPECIALIST

DESCRIPTION: The Product Marketing function combines
marketing, business, technical, and intercompany coordina-
tion skills and responsibilities and supports the marketing
and business development-based activities in the Sales and
Marketing Department. The focus is on monitoring and ana-
lyzing the price/margin relationships for the business; pro-
duct packaging and successful new product introduction;
collection, dissemination, and coordination of competitive
information; development of new product opportunities.

EDUCATION/EXPERIENCE: Bachelor’s degree in
Engineering, Marketing, or Business Administration. A
Masters, Business Administration is a plus. Two years of
previous experience in sales and/or marketing of large tele-
com systems or related areas. Excellent interpersonal and
customer relations skills. Strong budgeting and finance
background.

Contact: Liz Howells (214) 7057678 FAX (214)
9528777

Ericsson Inc., Richardson, Texas
TECHNICAL TRAINING ENGINEER

DESCRIPTION: Instruct, in a classroom and lab environ-
ment, the functional operation of the Ericsson CMS 8800
cellular radio system equipment. This includes primarily
RBS equipment, analog/digital/microcells/and PCS.
Secondary requirements include the AXE switching system,
related system courses, and non-technical training as requi-
red. Responsibilities will also include preparation, comec-
tion and modification of lesson plans, instructor guides,
and course materials. All instruction and development ef-

forts will be done in compliance with Ericsson training certi
fication standards.

EDUCATION/EXPERIENCE: Comprehensive knowledge of
telephony systems, transmission and/or switching princi-
ples with 4 or more years' experience. Extensive technical
training experience in a professional environment. Technical
associate degree with 2 years’ practical experience in voice
and data telecommunications, or equivalent experience le-
vel. Minimum of 2 years' experience in cellular mobile te-
lephone systems or digital central office switching equip-
ment is prefemmed. (BSEE/BSCS) aiso prefered.) 25% tra-
vel. Some intemational.

Contact: Liz Howells (214) 7057678 FAX (214)
9528777

Ericsson Inc., Richardson, Texas
SWITCH TEST ENGINEER

DESCRIPTION: Responsible for AXE Switch Testing and ac-
complishment of final project acceptance, data transcript in-
stallations and testing, hardware and software toubleshoo-
ting, site hardware inventory, and spare board inventory.
Cell site integration and features testing. The ability to train
new testers.

EDUCATION/EXPERIENCE: BSEE, BSCS, or BSEET de-
gree. Two years' experience with testing of AXE
hardware/software; one year direct MTSO experience and
detailed understanding of AXE preferable. Extensive travel.
Ability to work overtime as required.

Contact: Rick Kiwus (214) 7057682 FAX (214)
9528777

Ericsson Inc., Richardson, Dallas
RADIO TEST ENGINEER

DESCRIPTION: Perform cellular radio equipment testing,
commissioning and limited installation within schedule and
quality guidelines. Perform testing of digital switching inter-
faces, microwave and auxiliary systems such as battery
plant and rectifier testing. Perform system and acceptance
test. Ensure that equipment meets Ericsson's specifica-
tions following testing.

EDUCATION/EXPERIENCE: BSEET or AA degree or equi-
valent experience with license or industry certificate in tes-
ting, aligning and troubleshooting state-ofthe-art complex
communications systems such as microwave, satellite or
cellular systems. Equipment: Digital Multimeter, T] test
set, Stabilock Radio test set, Wattmeter, Portable PC,

Contact: Rick Kiwus (214) 7057682  FAX (214)
9528777

Ericsson Systems Expertise Ltd., ireland

VERIFICATION/MODIFICATION HAND-
LING LEADER FOR CMS
PRODUCT DEVELOPMENT TEAM

As a result of the new project organisation at EEI/R, appli
cations are invited for the position of CMS verification lea
der.
Reporting to michael gallagher, you will be, together with
the other members of the CMS product development team
(PDT), jointly responsible for the operation of CMS develop-
ment with special accountabilities for verification and modi-
fication handling activities.

Specific responsibilities will be:

- management of relationship with LMC integration and
development of | and V activities as a business area for
CMS PDT management and control of verification BTA's.

- resource planning and competence development of
CMS test and modification handling teams,

- specification of test plant and tool equipment requried
for system verification and modification handling.

- CMS/CME modification handling.

- specification of verification methodology.

- management of improvement programmes (time-to-
market, ESSI, etc),

- support to CMS project organisation.

— achieving company goals for TR/AC handling for CMS.

Ideally the person will have 4/5 years of AXE experience
with an indepth knowledge of all aspects of system testing.
As the position requires close liaison with all levels of
staff/customers, the successful candidate will be an excel
lent communicator and have a proven record in the area of

As a screening process based on applications received
will take place, it may not be necessary to interview all ap-
plicants.

Application for the above post should be sent in writing,
enclosing a detailed curriculum vitae to the undersigned.

Anne M.0"Sullivan, Personnel officer

Ericsson systems expertise Itd.,

Beech hill, Clonskeagh

Dublin 4
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Find the fox
and close

the deal

The art of sales according to Holden

Technical opportunities within the data and
telecommunications field are growing con-
stantly. Product innovations and new applica-
tions compete for our attention each day.
Customer demands and the need for guidance
in certain areas are increasing in pace with
the products offered in the market. To suc-
cessfully sell all the new products and serv-
ices being offered requires increasingly grea-

ter input.

In recent years, a number of methods and
selling concepts have been launched. One of
them is the Holden program, which is aimed

Within Ericsson Business Networks, the
Holden concept is being used to sharpen
the company’s ability to satisfy the wishes
of its customers.

Within the F division (Business Comm-
unications) in particular, all of the compa-
ny’s own sales personnel in Sweden and
abroad are being trained in the new con-

Jonas Ek, who is responsible for interna-
tional key accounts within the company, is
responsible for ensuring that the Holden
method is incorporated in the company’s
operations, for the training program and
for the ongoing evaluation of the work.

Customer needs

The Holden program takes a col-
lective look at selling at all levels. It
presents methods for increasing the
efficiency of everything, from volu-
me sales of more basic products to
the customized sale of sophistica-
ted, tailor-made communi-
cations solutions.

The concept has been special-

Iy developed in the U.S. for just

those sectors in which Ericsson is ac-
tive. Holden is regarded as a tool with
which to access a customer’s organization
in a structured manner. Through a program
of standardized questions, , it is possible to
build up in stages a very comprehensive
knowledge of customers’ operations, busi-
ness goals and communication require-
ments.

With his knowledge of the Holden pro-
cess, Ericsson sales personnel can make an
analysis of their customers’ individual
needs and recommend the type of com-
munications solutions that will improve
efficiency and facilitate operations, while
also showing the customer new business
opportunities and ways of further increa-
sing the effectiveness of his operations —
perhaps to the extent that a customer could
eventually change the direction of his busi-
ness.

The Holden company corporate logo
features a fox’s head. The symbol has been
deliberately chosen to reflect part of the
concept. The salesman is encouraged by

Jim Holden has develo-
ped a sales technique
aimed at suppliers of

telecommunications

and information tech-
at suppliers of telecommunications and infor- ology.

mation technology.

Holden to conduct a fox hunt in the custo-
mer company selected for cultivation.

“Within most companies and organiza-
tions there are informal power centers,
which exist right alongside the formal de-
cision makers,” says Jonas Ek. “Such cen-
ters can take the form of a single person, or
a group, all of whom for various reasons
are capable of exercising influence over
important decisions. Yet, on the face of it,
they do not hold positions of correspon-
ding authority.”

The fox does the job
In Holden terminology, such persons are
called “foxes.” If you are lucky enough to

Jonas Ek with the "Holden bible” Land Power Base Selling in his hand.
Photo: Thord Andersson

in the Holden method and started to apply
the concept in their sales strategy. Eval-
uations made of the concept in this pilot
market indicate that Ericsson has the po-
tential to increase its ability, with the help
of the Holden concept.

Within most companies there is a
person or a group, which can
influence decisions. Such people
are called foxes.

find and convince a
“fox,” your chances of clin-
ching a deal are substantially
increased. A large part of the
sales job is then handled by the
“fox,” who is in a position to
persuade members of his own
organization that Ericsson’s communi-
cations solutions are superior to those of
its competitors.

Increased revenues

Today, our own sales resources concentra-
te mainly on the selling of customized so-
lutions, a segment where we already have
a high degree of competence. Correctly
utilized, the Holden method can make
Ericsson even more successful.

Ericsson’s Major Local Company in the
UK, is a large Ericsson unit, in which
Business Networks has its own division.
During 1992, the Holden method started to
be tested in the U.K. market.

All Ericsson personnel having direct
contact with customers received training

Holden Corporations logotype.

“Several potential transactions have ac-
tually come to fruition and there is today a
significantly greater chance that contact
with a customer will lead to a firm deal.
We are using our resources more effective-
ly and have increased the amount of reve-
nue contributed per employee throughout
the whole sales and marketing area,” says
Jonas Ek.

The goal is that the Holden method
should be integrated with our marketing
idea to provide a common language and
uniform terminology. Up to the present da-
te, 650 persons have been trained in the ba-
sic concept and a further 450 are scheduled
to received this training in 1995.

Affects many personnel

The Holden training course consists of se-
veral stages and focuses on a number of
areas. The basic course, “the Power Base,”
is a three-day program which provides par-
ticipants with the tools necessary to work
with the Holden method. The most recent
course has just been concluded and was at-

tended by some 20 sales personnel from all
over the world.

In addition to sales personnel, the met-
hod is taught to members of company ma-
nagement, product managers, marketing,
logistics and service personnel.

It is also planned that the personnel de-
partments be integrated into the work. The
Holden concept contributes new factors
and perceptions which can affect both
competence-development programs for
employees and personnel requirements.

“The Holden aspect must become an in-
tegral part of the competence profiles that
we create,” says Jonas Ek. “Competence
profiles describe those qualities we seek in
employees and also constitute a valuable
tool in the employee-recruitment area.”

Transforming words into deeds
An optimistic “Holden champion” now ta-
kes another step forward in his work to
make the new ideas flow and eventually
permeate the entire organization.

It is essential to evaluate the implemen-
ted training programs on a continuous ba-
sis and to push for a situation where the
method is used in practice and not allowed
to end up in a desk drawer or stack of pa-
perwork.

The implementational phase, of trans-
forming words into deeds, is often critical.
The term “implement” means “to carry
out, or accomplish” and extends beyond
the introduction phase. With a successful
implementation, new methods and ways of
thinking can, in turn, make a dynamic con-
tribution to the development of more inno-
vative thinking. Ultimately, this will result
in continuous feedback, and the new met-
hods will open the way to further progress.

Kari Malmstrom
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Assembled by band —
using traditional
nuts and bolts despite
the bigh-tech en-
vironment — it re-
sembles a giant-
Jormat meccano
piece. Follow step by
step how the Swesite
mast at the Ericsson
Business Networks
plant in Jarfdlla, just
north of Stockbolm,
was assembled and
erected on a freez-
ingly cold day in
February.

Swesite can be placed in the
most varied environments and
are generally used as radio base
stations. During the years ahead,
an increasing number of Swesite
units are expected to find their
way into the expanding mobile
telephony market, among others.

In this age of high technology,
simple solutions ‘are sometimes
received with a certain degree of
skepticism. Can a sheet metal
container, equipped with legs
and a tall mast really be descri-
bed as epoch-making? Of course
it can! The extremely flexible
Swesite concept from Ericsson
Business networks AB is also pa-
tented and protected as a registe-
red trademark and is wholly uni-
que for its type.

Responsibility for the concept
rests with a small group based at
the Network Engineering divi-
sion within Ericsson Business
Networks in Sundbyberg, a
Stockholm suburb. Here, the
concept has been developed and
fine tuned in close cooperation
with Ericsson Radio Systems
and the division’s production
unit in Jirfilla. The same group
now has to shoulder responsibili-
ty for marketing the Swesite con-
cept within Ericsson and exter-
nally, as well as handling the sa-
les and installation of new units,

“Qur aim, right from the start,
was to develop a complete and
easily transportable unit that of-
fered good value for money,”
says Jan-Ake Linder, head of
Swesite operations. “During au-
tumn 1991, development work
started and we had a prototype
ready by summer 1992. During
the same year, several Swesite
plants were sold to mobile net-
work operator Comviq GSM
AB, our first customer.

Following the stream

Among other factors, the capaci-
ty of a mobile telephone network
is dependent upon the density of

its radio base stations. If there are
too many gaps between stations,
coverage will be adversely affec-
ted. The flexibility offered by
Swesite enables operators to
meet temporary traffic peaks,
which can oecur as the result of a
large event in a particular area.
For example, France Telecom,

! In the foreground the station shelter containing all of the necessary technical equipment and the

7z Q4| which has purchased
BT several Swesite units,
- has had a unit located
in the Biarritz area for
some time, to coincide
with a recently conc-
luded major conferen-
. A team from
| Sundbyberg and
Jarfalla has just retur-
ned from the area after
dismantled
and moved the station

to another location.

Yet another Swesite is perm-
anently mounted directly over
the Le Mans racing circuit.
During competitions, the area is
filled with people, many carrying
mobile phones. Thanks to
Swesite, it is possible to effici-
ently handle all of the thousands

of calls made on such days.

“Swesite’s flexibility could al-
so be exploited to alleviate sea-
sonal traffic peaks in countries
with a large tourist industry,”
says Jan-Ake Linder.

More than 120 units
sold

The launch of Swesite has focu-
sed primarily on the rapidly ex-
panding mobile telephone net-
work, both in Sweden and abro-
ad. Conditions vary between dif-
ferent countries and markets, but
one thing is sure; every mobile
network operator is a potential
Swesite customer.

Satisfied owners of Swesite
units can be found in countries
throughout the world. More than

120 plants have been sold to da-
te, most of them through
Ericsson  Radio  Systems.
Comviq GSM AB in Sweden,
France Telecom and Belgacom
are among those customers ser-
viced directly from the Swesite
group in Sundbyberg. In addi-
tion, a number of units have rea-
ched the market as parts of va-
rious projects throughout the
world. Hungary, Malaysia, Cyp-
rus and Norway are examples of
countries where Swesite plants
are in full operation. Test plants
are also installed in a number of
countries, including Egypt,
China, Brazil and Russia.

Constant upward trend
“We are expecting 1995 to be a
good year,” forecasts Jan-Ake

2.5-ton foundation plate. The entire station can be assembied by three men in two days, ready for erection by crane.Photo: Thord Andersson

Linder. The trend has been con-
stantly upward ever since the
start in 1992, with orders from
both new customers and from sa-
tisfied existing customers.
Swesite has many potential mar-
kets — all we need to do is reach
customer groups with our messa-
ge and make the concept
known.”

“Our primary concern here in
Sundbyberg is to use our internal
marketing resources and chan-
nels to reach customers,” says
Jan-Ake. “The goal is, that each
Ericsson company should be in a
position to offer its customers
the Swesite concept.”

With a Swesite, the customer
gets a lot for his money and is ne-

ver exposed to the risk that he is
investing in an immovable solu-
tion. For about SEK 400,000, the
customer is supplied with a com-
plete radio station, tested, erec-
ted and ready to use — all in a ve-
ry short space of time. Flexibility
and the opportunity to continu-
ously adapt capacity to meet de-
mand is all part of the deal.

Swesite is a soundly anchored
concept and appears obvious in
its simplicity, when one has actu-
ally figured it all out. Ericsson
came up with the idea first,
which gives the company an in-
valuable lead over competitors in
the battle for customers. Demand
for mobile telephone is expected
to increase steadily in the years
ahead — and, as a result, so will
demand for Swesite!

A MAJOR BOOST FOR SWESITE

The exciting final seconds - when the mast is secured to its
foundation. Ready for use!
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Complete
and rapidly
in place

The Swesite concept is based
on three basic units: a shel-
ter for the radio equipment,
the foundation plate and the
mast itself. This is a comple-
te package solution, which
can be placed virtually any-
where. In just two weeks

from receipt of order, a unit
can be delivered and ready
for operation. The actual as-
sembly can be carried out by
three men in two days.

A Swesite is not exactly mobile but is
moveable and highly flexible. It can be
used as a temporary station and reloca-
ted to another position after use, or it
can be installed as a permanent station
with an estimated lifetime of at least 20
years.

“Ericsson has sold radio base stations
for both internal and external assembly
for a number of years. Customers have
then had to resolve many logistical pro-
blems themselves before the plants can
be placed in operation. Technicians are
needed for the installation work and for
providing the stations with masts,
which when located externally also re-
quire protection from the elements,
Moreover, a suitable foundation is also
required, all of which are a drain on re-
sources,” says Jan-Ake Linder. The
Swesite concept fulfills all these requi-
rements in a package solution.

Ready for operation

Swesite is delivered with the radio equ-
ipment already installed and tested.
Before the unit leaves the plant in
Sweden, it is already known that all the
material is included and in working or-
der.

“We can save a great deal of money
within the Group by installing and tes-
ting that the equipment functions here,
at home,” underlines Jan-Ake Linder.
“With a turnkey plant, we also reduce
the need for installation and assembly
resources in the receiving country,
which significantly cuts our project
costs. Furthermore, since the station is
shipped from Sweden as a complete
component, it can be placed in opera-
tion virtually upon delivery.”

Expansion opportunities
Swesite’s shelter takes the form of a
self-contained room, enabling the tech-
nician to enter and shut the door behind
himself. Maintenance and service can
thus be conducted without exposing
any of the expensive equipment to the
elements.

In addition to marketing Swesite as a
holistic solution, further expansion op-
portunities are seen in selling the equip-
ment contained in the shelter as a sepa-
rate product. Often, customers already
have a mast installed at their older sta-
tions and only need to supplement the
unit with new radio equipment.
Swesite’s ability to become rapidly es-
tablished and supply high-quality tech-
nology are factors which can make the
concept a competitive alternative even
for customers in this area.

Kari Malmstrom
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New management in pu

Effective March 1 this year, the Public Telecommunic-
ations Business Area will have a new management, to be
known as the BX Management Team, and a new oper-
ations control group. A reference group is being formed,
comprising managers from Ericsson companies world-
wide that carry on extensive BX operations, to devise the
best possible form of cooperation. The business area will
comprise fewer and stronger business units, and global
control of production will be introduced.

® Focus on fewer and more
vigorous business units

® Global control of production

This is a brief summary of the changes an-
nounced in early February. Anders Igel,
the new manager of the Public Tele-
communications Business Area, personal-
ly received more than one thousand pages
of views and suggestions for changes.

One of his first actions when he took up
his new position was to send out a memo
inviting  Public Telecommunications
Business Area employees worldwide to
submit their comments.

Overwhelming response

“The response was overwhelming, and in-
cluded many creative and constructive
suggestions,” relates Anders Igel. “It is
simply a mine of useful proposals we can
explore during the next few weeks.”

Many of the suggestions are specific and
will be handled at a later stage. Numerous
suggestions included more general comm-
ents that all point in the same direction, in-
dicating a high degree of unanimity
regarding areas in need of development or
strengthening.

The following are some of the sugges-
tions received:

® A clearly defined operations manage-
ment team able to take decisions rapidly
in order to make BX a flexible and
market-driven organization.

® Openness, providing feedback and in-
volving employees in decisions were
seen by many as important factors for
better leadership.

@ Clear and simple division of respons-
ibility, for example by reducing the
number of business units with purely
commercial responsibilities. Also im-
portant are coordination of product
offerings and focus on network compe-
tence.

® Concentration on core operations
through more rigorous prioritization.
Better control of efforts to secure a
future market position.

® Better understanding of BX’s business
concept and long-term objectives.

@ Far greater respect for delivery prec-
ision.

@ Clarification of Ericsson Telecom’s
identity within BX.

@ A will within Ericsson Telecom to achi-
eve a sound TQM performance. The
company seems to lag far behind many
large companies within Ericsson with
regard to acceptance of TQM.

@ Increased cooperation between units
and a more closely integrated manage-
ment group for the business area.

All replied

Anders Igel was pleased with the volume
of responses and promised that all those
who sent in suggestions and comments
would receive a reply in due course.

On March 1, when the new operations
control comes into force and the new ma-
nagement group, BX Management Team,
commences work, the top priority and
common responsibility for the manage-
ment group will be the business area’s ove-
rall operations. In addition to Anders Igel,
the following people will also be members
of the management team:

Ingemar Nilsson will be in charge of the
new Narrowband and Wideband Network
Systems business unit.

Bjorn Hemstad will be responsible for
the new Broadband Network Systems bu-
siness unit.

Rolf Nordstrom will head BX Prod-
uction Operations.

Kaj Juul-Pedersen will be in charge of
BX Markets.

Karl-Henrik Sundstrom will be in
charge of BX Business Control.

Lars Wiklund will be responsible for
BX Human Resources.

Global reference group

BX Management Team will actively co-
operate with a reference group consisting
of 14 managers of companies with extensi-
ve BX operations. The group includes ma-
nagers from the following companies:
EDB (Brazil), EDD (Germany), EME
(Spain), EPA (Australia),ETC (China),
ETL (Great Britain), ETM (the
Netherlands), ETO (Norway), EUS (U.S.),
LMD(Denmark), LMF (Finland), MET
(France), TEI (Italy) and TIM (Mexico).

Responsibilities to be clarified

The operations of the Public Tele-
communications Business Area are highly
international and are conducted by a large
number of different Ericsson companies
worldwide. One of these companies is
Ericsson Telecom AB (ETX), which is the
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BX Reference Group, the reference group for the Public Telecommunications Business

largest company in the business area. It
occupies a key position and has many
crucial areas of responsibility.

An equally large part of BX operations
are conducted in other companies outside
Sweden. The new operating structure for
BX will involve making a clear distinction
between responsibilities at BX level and
ETX’s responsibilities as one of the com-
panies in the business area. This means
that some employees will acquire a clear
BX identity.

Vigorous new business units
The formation of two new business units,
Business Unit Narrowband and Wideband
Network Systems, and Business Unit
Broadband Network Systems is aimed at
simplifying and more effectively coordi-
nating the business area’s product offe-
rings.

Each of the two units is oriented towards
its most appropriate market segment. The
two new business units have total commer-
cial responsibility, meaning that they are
financially and operationally responsible
for all commercial activity in their respec-
tive product areas. Business Unit Narrow-
band and Wideband Network Systems
comprises all operations based on AXE
and other products for public wireline nar-
rowband networks, such as intelligent net-
works, network management applications,
access networks and customer services.

World leaders

“We can become world leaders in this seg-
ment,” says Anders Igel confidently. “Al-
though the normal approach at present is to
contract out one part of the network at a ti-
me, we can gain a competitive advantage
by showing that we are a market leader in

Area, and BX Management Team, the new management group, have already held their first meeting.

providing complete and efficient solutions
for narrowband networks.

The operations of BU Broadband
Network Systems cover the new wireline
public broadband networks. They include
all public broadband network operations,
such as transport networks, network ma-
nagement applications, access networks
and intelligent networks.

“Our objective is to gain a leading posi-
tion in this segment too,” emphasizes Igel,
“and Bjorn Hemstad’s main task at present
is to strengthen control over develop-
ment.”

Given the rapid pace of developments in
the public telecoms market, product devel-
opment and marketing must be controlled
in a closely integrated manner within the
business units.

The unit currently designated Market
Operations within ETX, and the corres-

ponding units in the local companies, will
therefore play a crucially important role in
the new business units.

“The business area’s overall market po-
sition will be strengthened through better
coordination within the business area of
all interdependent product areas,” asserts
Igel.

Global control unit

The creation of the BX Production
Operations unit resulted from the need for
global control of production and produc-
tion development. Cost-cutting measures
must be implemented more straightfor-
wardly and more rapidly. Delivery preci-
sion must improve. The assigning of re-
sponsibility for global control to BX
Production Operations means the local
companies will have increased influence
on decision-making.

“Rolf Nordstrom’s principal task will be
to ensure that products are delivered on ti-
me, cut costs and reduce restricted equity
to a minimum,” says Igel.

BX functions

Three functions are represented in the ma-

nagement team.

A new function, BX Markets, will be es-
tablished to handle strategically important
commercial issues. BX Markets will have
the ultimate responsibility for ensuring
that we capitalize on present and future
commercial opportunities that require spe-
cial attention.

“We must tighten financial control and
facilitate the tracing back of financial re-
sults to different operational levels,” cont-
inues Igel.

“This will be one of the primary tasks
for the BX Business Controls function.”

blic telecommunications

Photo: Ulf Berglund

“One of the clearest messages in all the
feedback from employees at the various
BX companies was that we need to create
the conditions that will produce better
operations management and more effecti-
ve managers across the board,” undersco-
res Igel. “Responsibility for this area and
for identifying potential managers will be
one of the most important tasks handled by
the BX Human Resources function.”

Timetable
All members of the new BX Management
Team are now working to shape opera-
tions within their respective areas of re-
sponsibility.

“The overall structure will be completed
by March 1. Until then, the new units may
be renamed or additional functions and co-
re units created,” concludes Anders Igel.

Cecilia Schon-Bostrom
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The operator at the control center can
locate and follow the police cars and
any VIP escorts on the terminal -dis-

play.

the police in Seoul

“With EDACS, we gained a
communications system on
which we can rely and the
degree of coverage of our
radio communications has in-
creased 98 percent,” relates
Colonel Park Nae Won.

in his position as superinten-
dent of Seoul’s national police
force, he is responsible for
communications solutions in
Seoul and the surrounding
area, where more than 10
million people live.

The police in Seoul cut-over the EDACS
digital private radio system last year.
Prior to this, Colonel Park and his colleag-
ues had only a conventional radio system
to use and there were not too satisfied with
the reliability.

Limited frequencies

“The availability of radio frequencies is
extremely limited in Korea and our con-
ventional system on the 150 Mhz band
competed for space with many other

users. The most important factor for us is
no interference in the transmission of
radio traffic,” Colonel Park says.

“Seoul is a very densely populated city,
with many ‘dead zones” where is previ-
ously was difficult to maintain radio
coverage.”

“We also need to be able to form sepa-
rate talk groups which could commun-
icate directly with one another or be part
of a larger group or organization. Without
the possibility of creating flexible regrou-
pings, our work as police was much more
difficult.”

Large area

Colonel Park listed a number of criteria
that a new communications systems
would have to fulfill before he would de-
cide on which supplier to choose.

The system would be able to provide
secure communications over large geo-
graphical areas. It would permit the users
to quickly and easily select to speak with
one another within separate groups or
over the entire network.

The system would also have to meet un-
limited possibilities for cooperation bet-
ween groups and a command and control

center and it must meet very high require-
ments for reliability.

Ericsson’s EDACS system met all the
requirements set by Colonel Park for the
Seoul police’s new communications sys-
tem.

The system includes more than 13,00
portable radio, which operate on 75 chan-
nels.

Connected to MD110

The system has also been connected to
Ericsson’s MD110 subscriber exchange
and the public tele network. In this way,
you can call from the public network to
each individual or each group in the Seoul
police’s network.

The EDACS system is also connected
to the Ericsson Data Gateway (EDG).
This is a high-speed processor, which
links the EDACS network with private or
public data networks. This gives every ra-
dio user in the EDACS network access to
data transfer.

GPS

Another application which the police in
Seoul have linked to their new communi-
cations system is Automatic Vehicle

Location (AVL). This means that data
from a satellite-based GPS (Geographical
Positioning System) is automatically
transmitted via the portable radios to a
control center, where the controller can
locate the operator and follow the police
cars and any VIP escorts on a map on a
display terminal.

Digita | voice coding

One advanced function demand by the
Korean police was digital voice coding.
This means that the analog signal is con-
verted to a digital signal which makes ea-
vesdropping more difficult.

Colonel Park relates that plans are already
under way to expand the system to 100
channels.

Additions

An additional 12,000 portable radios are
to be delivered by the end of the year.
There are plans to expand the system to
other major cities in Korea.

With EDACS, the police force in Seoul
has gained a system which make its job
safer and more effective and indirectly in-
creases the safety and security of the peo-
ple who live in and around Seoul.



