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New course
for Broadband

Ericsson is now focusing on a
narrower area in the broad-
band field. Resources are now
being concentrated to priori-
tize the development of
access products and smaller
ATM switches. As a result of
this, Ericsson can free
resources to capitalize on the
opportunities offered by
development in mobile
telephony. 5

Al Gore
called first

U.S. Vice President Al Gore
inaugurated the first commer-
cial PCS network in the U.S.
He was the first to test the
new-generation of mobile
telephony in the U.S. Ericsson
played a key role in establish-
ing the system. 4

Quality award
to Ericsson

The Telecommunication Cable
Division within Ericsson Cab-
les won the 1995 quality
award in Sweden. Division
Manager Lars Renstrom recei-
ved the prestigious trophy
from King Carl XVI Gustaf at a
ceremony in Gothenburg,

Sweden. 4
New approach
at Components

The Components Business
Area is reorganizing its micro-
electronics operations.

7,9

e 2 { 2 .

Photo: Lars Astrom

After a difficult start of the year, including problems with late deliveries, things are
looking brighter for Ericsson’s plant in Karlskrona. Join us in a tour of a plant

where sales are expected to quadruple during the next three years.
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Technology investments
yield continued successes

Ericsson is now able to report
continuous quarterly growth
over four consecutive years. |
regard this as clear evidence
that we acted correctly in cont-
inuing to invest heavily in rese-
arch and development in areas
judged as having the best po-
tential for the future. This is
particularly true in mobile te-
lephony, where the increase in
order bookings for systems
and terminals during the first
nine months of the year
amounted to a full 75 percent,

with a 50-percent growth in net
sales. Ericsson thus strengthe-

ned its already strong position
as the market leader.

Ericsson is now able to report continuous
quarterly growth over four consecutive
years. | regard this as clear evidence that
we acted correctly in continuing to invest
heavily in research and development in
areas judged as having the best potential
for the future. This is particularly true in
mobile telephony, where the increase in
order bookings for systems and terminals
during the first nine months of the year
amounted to a full 75 percent, with-a 50-
percent growth in net sales. Ericsson thus
strengthened its already strong position as
the market leader.

Mobile telephony is the main operation
in the Radio Communications business
area, which now accounts for 60 percent
of Ericsson’s total order bookings. It is
especially gratifying to report that we we-
re very successful, not only in systems but
also with respect to products that are more
consumer oriented, that is, mobile tele-
phones.

Increase in market share

The demand for digital phones for GSM
(Global System for Mobile tele-commu-
nications) continues at a very high level,
with no change in price levels in sight.
Volumes increased as planned, and a sig-
nificant increase in Ericsson’s share of the
global market for digital pocket phones is
now expected.

Continued rapid expansion of mobile
telephone systems is of course a prerequi-
site for increases in terminal sales volu-
mes. By June 30, 1995, there were a total
of 68 million mobile telephone subscri-
bers worldwide. Of these, there are slight-
ly more than 38 million subscribers in
AMPS (Advanced Mobile Phone
System), the world’s largest system stan-
dard, which is now in use in the U.S. and
some 50 other countries.

TDMA giobal standard

With regard to digital systems, it is now
evident that GSM systems based on
TDMA (Time Division Multiple Access)
have become somewhat of a global stan-
dard. Major new GSM countries include
India. In China, GSM will be introduced
in all provinces. In all, 99 countries have
adopted the GSM system standard, and by
October of this year, 96 GSM networks
had been taken into operation in 52 coun-
tries. Nearly half of the world’s 11.6 mil-
lion GSM subscribers are connected to
Ericsson systems, a result in which we ha-
ve every reason to take pride.

“Ericsson is currently experiencing a period of rapid growth, with significantly greater op-
portunities for expansion than previously anticipated,“ says Lars Ramqvist.
Photo: Victor Lenson Brott

The most rapid subscriber growth in
mobile telephony is currently occurring in
Asia. Japan’s PDC (Personal Digital
Cellular) system, which is also based on
TDMA, is now the world’s second largest
digital system, with some 2.3 million sub-
scribers. Ericsson is a leading systems
supplier in this market and has received
extensive new orders.

Growth of the American digital system
standard D-AMPS (Digital Advanced
Mobile Phone System) is proceeding ac-
cording to expectations, with systems
now in operation in 15 countries. Once
again, Ericsson is a leading systems sup-
plier, with networks serving 1.1 million of
the 1.7 million total D-AMPS subscribers
in October 1995. In the U.S., D-AMPS
systems will provide coverage for an area
containing 114 million people. Digital
systems, however, are viewed with some
caution in the U.S., pending decisions
now being taken regarding PCS (Personal
Communications Services), the new per-
sonal telephony system.

Ericsson is the principal supplier of the
first commercial PCS system in the U.S,,

which is being inaugurated. This PCS
1900 system is also based on TDMA.
According to the North American PCS
1900 Action Group, an association of
operators who support this technology,
TDMA-based systems will provide cove-
rage from the outset for a population of
126 million people. Complete nationwide
coverage is, of course, the objective. We
can thus note that TDMA technology, in-
cluding both D-AMPS and PCS 1900, is
now a firmly established standard for the
new PCS networks in the U.S.

World leader
Overall Ericsson is the world leader in
mobile telephone systems, with more than
40 percent of the global market measured
as the number of subscribers connected to
existing systems. For the new digital sys-
tems, Ericsson’s position is even stronger.

Ericsson’s next largest business area is
Public Telecommunications, in which the
successful AXE system is the main pro-
duct.

Ericsson has now sold more than 100
million AXE lines in 113 countries, ma-

king this the most widely installed system
from an international perspective.

Price pressure

The market for conventional narrowband
telephony is characterized by continued
price pressure, while the market for bro-
adband telephony continues to develop at
a relatively slow pace. Public Tele-
communications is therefore implemen-
ting an extensive program of measures in-
tended to meet increasingly stiff competi-
tion. Resources are being concentrated to
core operations, and delivery processes
for AXE systems are being streamlined. A
new joint development effort for the SDH
(Synchronous Digital Hierarchy) trans-
port system was initiated with Italy’s
Marconi. Investments in broadband sys-
tems continue in the form of participation
in field trals of ATM (Asynchronous
Transfer Mode) switches in Sweden,
Germany, Italy, Spain and France.
Ericsson is also delivering to cable-TV
networks in a number of countries.

Staff reduction

It was previously announced that the
number of employees in the Public Tele-
communications business area would
need to be reduced by 6,000 persons.
While this is occurring, recruitment needs
are even greater in the Radio Commu-
nications business area. Extensive reloca-
tion of personnel within Ericsson has
taken place and is still in progress. This
causes difficulty for both the employees
and the units affected. The total number of
employees within Ericsson is increasing.

Mobility is an increasingly important
factor in the Business Network business
area’s product offering. Freeset, Erics-
son’s system and terminals for mobility in
the workplace, was successfully laun-
ched, as was the Consono concept for bu-
siness communications. This was reflec-
ted in increases in both order bookings
and net sales.

The Components business area is im-
portant not only for our supply of strategic
components in microelectronics; favora-
ble results were also noted in the markets
for cable and power systems for telecom-
munications.

In the Microwave Systems business
area, which was formerly Defense
Systems, defense electronics projects are
stable activities. A clear increase in inte-
rest in products for civilian applications
has also been noted. This applies in parti-
cular to radio links for mobile telephony,
an area in which Ericsson has now beco-
me the world leader.

Share issue

Ericsson is currently experiencing a peri-
od of rapid growth, with greater expan-
sion possibilities than previously anticipa-
ted.

The new share issue approved by the
extraordinary general meeting in Septem-
ber was fully subscribed, thus providing
Ericsson with additional equity amoun-
ting to SEK 7.8 billion. This increases
Ericsson’s ability to continue to expand,
particularly in mobile telephony.

In summary I can conclude that 1995 to
date has developed very favorably for
Ericsson. 1 foresee that pre-tax income
will continue to develop favorably during
1995, in agreement with prior forecasts.

Lars Ramgvist




First PCS system in
commercial

operation

The U.S. operator American Personnel
Communications (APC) became the
first to place a PCS system in commer-
cial operation. The system, designated
Sprint Spectrum, is installed in the
Washington DC-Maryland-Northern
Virginia area.

The system is based on the Ericsson
PCS 1900, a personal telephony sys-
tem based on GSM. Ericsson delivered
the switches, base stations and other
equipment, installed and placed the
system in operation.

Fire at Molndal
plant

A major fire broke out at the Mdlndal
plant in early November. The fire,
which occurred during a heavy snow
storm, destroyed two floors of the
plant. The damages, aggravated by the
fire department not being able to re-
spond as promptly as usual due to the
weather conditions, are estimated at
SEK 50 - 100 million.

Award for best tele
research

On November 6, Ericsson received an
award for the best research project in
the EU’s RACE program. The project,
entitled Multi-Wavelength Transport
Network (MWTN), has involved ten
companies and universities in Europe.
It involved development of new tech-
nology for a network with broadband
services.

Ericsson’s contribution to the pro-
ject involved opto-electronic compo-
nents, software for network control,
network modelling and demonstration
of optic relaying in experimental
broadband networks. The Stockholm
Gigabit Network is one example of
such a network.

Other participants in the project we-
re BT Laboratories, Telia AB, Pirelli,
ItalTel and France Telecom.

Radar order from
Germany

Ericsson Microwave Systems in
Molndal has received an order from
the German company STN Atlas
Elektronik in Bremen for radar inten-
ded for the German Army's new light-
weight anti-aircraft system, LeFlaSys.
The value of the order, which involves
the Hard anti-aircraft radar system,
was not disclosed. This is Ericsson’s
first export order for this system,
which in Sweden is a component of the
RBS 90 anti-aircraft system.

Hard is included a new generation of
advanced radar which are nearly im-
possible to jam or detect as a radar tar-
get. It is a so-called 3D type. which
means that it provides information on
the target in three dimensions: direc-
tion, distance and altitude.
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Increase in mobile tele
strengthens earnings

Ericsson’s order for the first nine
months of 1995 increased 31 percent to
SEK 78,548 m. (SEK 60,111 m. in the cor-
responding period in 1994). Net sales rose
23 percent to SEK 66,901 m. (54,574).
Pre-tax income for the period improved
38 percent to SEK 4,810 m. (3,492),
including SEK -22 m. (211) in net capital
gains/loss. After actual taxes and deferred
taxes, and after full conversion, income
per share was SEK 3.75 (2.60), up 44 per-
cent.

The continued strong increase in order
bookings is due mainly to the successes in
mobile telephony in the Radio Commu-
nications business area. The business area
posted a 60-percent increase in order
bookings and accounted for 60 percent of
consolidated order bookings.

The increase in net sales is also largely
attributable to Radio Communications. All
business areas contributed to the increase
in order bookings and net sales.

In the third quarter, order bookings rose
30 percent and net sales were up 31 per-
cent.

The U.S. is Ericsson's largest market,
with 11 percent of net sales, followed by
Sweden at 10 percent and Great Britain,
China and Italy, each with 7 percent.
Combined, the ten largest markets account
for 60 percent of consolidated net sales.

The total number of employees at
September 30, 1995 was 82,992, an incre-
ase during the past 12 months of about
8,000. In the third quarter alone, the num-
ber of employees rose by 2,337 persons, of
whom 1,546 in Sweden. Recruiting activi-
ties have focused mainly on the expanding
operations within Radio Communications,
which for the first time is now the business
area employing the highest number of per-
sons in Ericsson.

Pre-tax income will continue to develop
favorably during 1995, in agreement with
prior forecasts.

BUSINESS AREAS

RADIO COMMUNICATIONS increased
net sales by 42 percent as a result of major
volume gains in mobile telephony. The
strongest rise was noted for mobile tele-
phones, where Ericsson clearly increased
its market share.

The U.S. continues to be the business
area’s largest market, while the fastest-
growing markets are China, Great Britain,
Sweden, Australia and Spain. The busi-
ness area’s even sharper rise in order boo-
kings is attributable mainly to the U.S,
Japan and Germany.

Nils Ingvar Lundin

phone: +46 8 719 95 86

i £ 1
The growth in mobile telephony has become a boon for Ericsson. The Radio
Communications Business Area now accounts for 60 percent of consolidated net sales.

PUBLIC TELECOMMUNICATIONS
posted an increase in net sales of 11 per-
cent. During the period, the business area
implemented a concentration of operations
to two operative units, narrowband and
broadband, concurrent with the start of a
restructuring of operations, with substanti-
al personnel reductions as a result. The
narrowband operations with the AXE sys-
tem reported a profitable and favorable de-
velopment, but it is not sufficient to cover
satisfactorily the investments in broad-
band and transport network products. In
order to provide a more complete product
range more quickly in the transport net-
work area of SDH (Synchronous Digital
Hierarchy), Ericsson has signed a coopera-
tion agreement with Marconi of Italy. This
also contributes to having reduced techni-
cal development costs somewhat. The re-
sults for the business area as a whole re-
mained weak during the third quarter.

BUSINESS NETWORKS reports, after
a strong third quarter, an increase in net
sales of 9 percent. It is primarily the
business communication area that is
increasing. This, combined with a number
of major network projects, accounts for the
even stronger rise in order bookings.

Photo: Lars Astrom.

COMPONENTS increased net sales by
21 percent. The most rapid growth was no-
ted in the electronic components distribu-
tion area. Order bookings also rose nota-
bly, after a strong third quarter.

MICROWAVE SYSTEMS increased
sales by 17 percent, as a result of conti-
nued successes, particularly in radio link
operations. Order bookings rose some-
what.

FINANCING

Ericsson’s cash flow remained negative as
a result of expansion and subsequent in-
ventory build-up and investments in fixed
assets. The equity ratio was 33.4 percent
(33.4). The proceeds from the new issue of
shares, approximately SEK 7,800 m., were
received in October and, consequently, did
not affect the third quarter.

CAPITAL EXPENDITURES
Ericsson’s investments in property, plant
and equipment amounted to SEK 4,152 m.

(3,593), of which expenditures in Sweden
totaled SEK 2,388 m. (2,169).

Stockholm, November 15, 1995
Lars Ramgyvist

editor: Lars-Goran Hedin,

Corporate

phone: +46 8 719 98 68,

fax: +46 8 719 19 76, memo: LMELGH

Editorial assistant: Pia Rehnberg,

phone +46 8 719 78 69, memo: LMEPRG
Layout: Paues Media AB, phone +46 8665 80 72

Printing: Adargo Press, Gothenburg, 1995
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GSM network
ready in three
months

It’s impossible! This was the
reaction when it became
known that the next major
project for LM Ericsson A.S.
in Denmark was to install a
GSM network in Lithuania in
just three months.

The first phase was schedu-
led to be in operation already
in October, according to the
contract signed with Mobilios
Telekomunikacijos, a consor-
tium comprising Tele Dan-
mark International, US West
and the Lithuanian telecom
Telekomas.

Nevertheless, what was
considered impossible by all
was accomplished, within the
prescribed time.

Installation personnel from
Ericsson in Denmark were al-
ready in the country when the
contract was signed. They
had just completed installa-
tion of an AXE exchange in
the port city of Klaipeda and
were familiar with the work
condition in Lithuania. Their
involvement was key for ra-
pid installation.

The installation work in
Lithuania was carried out
‘round-the-clock’. A normal
work week was 8 am. to 7
p.m. except on Saturday and
Sunday, when work was hal-
tedat5 p.m.!

Relays
outsourced

Ericsson Telecom AB is sel-
ling the relay manufacturing
unit at the Huvudfabriken in
Stockholm to the Japanese
electronic company Anritsu
Corporation.

Sale of the relay manufac-
turing to another company is
part of the business area’s
ongoing restructuring pro-
gram.

Selection of Anritsu was
easy. Ericsson has manufac-
tured relays on license from
the Japanese company for
many years.

It is intended that Anritsu
will establish a new company
to be located in the
Stockholm region and that
about 70 persons who work
with relay manufacturing will
be offered employment in this
company.

AXE to
Krasnoyarsk

Ericsson Nikola Tesla has
signed a contract with
Elektrosviaz, the largest ope-
rator in Krasnoyarsk, Russia.
The contract, valued at SEK
90 million, comprises AXE
equipment for digitizing and
modernizing of the public te-
lenet in Krasnoyarsk in the
Siberian region of the
Russian federation.

The contract runs for a five-
year period and installation
will begin next year.

Mo S e om o.emslan veesisoa S om oo e

Swedish quality champions

Lars Renstrom, head of
the Telecom Cables

Division within Ericsson
Cables, was moved and

delighted when he
accepted the Swedish
Quality award from HRH
King Carl XV Gustaf.
Lars and his 500 collea-
gues in Hudiksvall are
the 1995 Swedish cham-

pions in quality!

The Swedish Quality Award was
presented for the third time on
Monday December 4, 1995.
This is the most prestigious qua-
lity distinction a Swedish compa-
ny can receive and only a few
companies have been honored to
date. In 1994, LM Ericsson Data
was one of two winners. This
year an Ericsson company was
again on the winner stand, as the
only recipient of the honor.

A unanimous jury, headed by
Mauritz Sahlin former CEO of
SKF, chose the Telecom Cable
Division in Hudiksvall as the
best of eleven companies apply-
ing for the award.

“Within Electrolux, we have
not yet applied to be considered
for the award, since we do not as
yet feel that we are fully prepa-
red,” admitted Leif Johansson,
who held a speech in conjunction
with the award ceremony. If an-

His Majesty, king Carl Gustaf, appiauded Janne Sjodén and Lars Renstrom from Ericsson Cables.

ything, this confession reflects
the level of performance required
to seek — and then win — this ho-
nor. Janne Sjodén, president of
Ericsson Cable, and Lars Ren-
strom, manager of the Telecom
Cable Division, accepted the
award certificate from the King.
In his thank you speech, Janne
pointed out that Ericsson Cable’s
quality efforts are being carried
out within the framework of the
global TQM program - Total
Quality Management — which is
an Ericsson hallmark. He exten-
ded appreciation to SIQ, the

Swedish quality institute, for its
professional handling of the
award.

Lars Renstrom provided an
overall view of how work is car-
ried out to realize continuous im-
provements and to keep the cus-
tomer in focus in Hudiksvall.
There were many leading repre-
sentatives of Swedish industry in
the audience. They were clearly
impressed by the results which
were achieved: 98-99.5 delivery
precision, a doubling of sales per
employee and a 30-percent re-
duction in lead times.

“Another result of our impro-
vement efforts was that profitabi-
lity has risen during the past se-
veral years. They are well above
the expectations of our owner,”
Lars related. Lars Renstrém con-
cluded his comments with a
thank you to those who continu-
ally drive the improvement effort
forward:

“To all our demanding, and at
times impossible, customers, we
say thank you! You are the dri-
ving force behind our efforts to
become better and better!”

Lars-Goran Hedin

Al Gore inaugurated
first PCS system in U.S.

November 15 was an his-
toric day for Ericsson in
the United States. With
a telephone call from
U.S. Vice President Al
Gore in the White House
to the Mayor of Baiti-
more, Kurt Schmoke,
the country’'s first PCS
system was inaugura-
ted. For Ericsson, who
had delivered the equip-
ment, it was also the
first mobile telephone
network installed in the
nation’s capital.

It was just nine months ago, in
February this year, that
American Personal Communi-
cations, APC, one of Sprint Tele-
communications’ jointly owned
companies, ordered a PCS sys-
tem from Ericsson. Based on
GSM, the PCS 1900 is of major
strategic importance in the selec-
tion of a standard for personal
telephony in the U.S. The sys-
tem, which in the first phase will
cover Washington and Baltimore
and the major highways between
the two cities, is dimensioned to
handle about 150,000 subscri-
bers. APC is launching its PCS
system under the name Sprint
Spectrum. Currently, the Wash-

ington-Baltimore area is covered
by two overloaded analog net-
works.

“With our system now in com-
mercial operation, the eyes of the
entire American mobile tele-
phony world are focused on us.
We are the first supplier to show
a functioning PCS system in the
United States. It is my hope that
the attention we attract can be
used not only in other parts of the
U.S., but also globally,” says
Mats Dahlin, responsible for
Market Operations, North Ame-
rica at the Mobile Telephony -
European Standard business unit,

within Ericsson Radio Systems.

Mats also notes that the DCS
1800 personal telephony system,
which British operator Mercury
One-2-One  purchased from
Ericsson, was a significant refe-
rence.

New base station

Despite being based on Erics-
son’s GSM platform, much of
the PCS 1900 system is newly
developed, in terms of both hard-
ware and software. This is the
first time the new RBS 2000 base
station has been installed on a
full-scale basis and this is being
regarded as the big commercial
test.

The telephone, an Ericsson
PCS CH-337 model weighing
just 193 grams and featuring the
smallest battery, is also new.
During the summer, APC also
placed an order for Ericsson tele-
phones for its PCS system worth
SEK 122 million.

“The installation and start-up
of the system is a major assign-
ment and during the most inten-
sive period up to 350 people we-
re engaged in the project,” re-
counts Thomas Knutsson, re-
sponsible for the implementation
of the project in North America.
This is a turnkey project, which
means that Ericsson is account-
able for everything except the

acquisition of the sites where the
base stations are to be located.
Approximately 300 base stations
have been delivered, of which
250 are already in operation.

Next stop California
While APC and Ericsson are
now discussing how to expand
the system, work is also under
way to install the PCS system or-
dered by Pacific Bell Mobile
Services (PBMS) in June. This
system is intended to cover most
of the adjoining states of Cali-
fornia and Nevada, including the
cities of San Francisco, San José,
Oakland, Los Angeles, San
Diego and Las Vegas. The order
is estimated to be worth slightly
more than SEK 2 billion.

Now, at the beginning of
December, the United States’
Federal Communications Com-
mission (FCC) is starting to offer
licenses for the so-called C Band.
A total of 493 new licenses will
be auctioned and many of the
speculators will be very interes-
ted to see how things go for
Sprint Spectrum in Washington-
Baltimore.

This particular stretch is in it-
self historic, since the nation’s
first telegraph line was installed
between these two cities and in-
augurated in 1843.

Gunilla Tamm




Ericsson’s efforts in bro-
adband system are now
entering a new phase.
They are being focused
on areas where the mar-
ket is really beginning to
accelerate - smaller
switches and access
products. “In this man-
ner we are taking a ma-
jor stride forward within
broadband concurrent
with releasing resources
in order to capitalize on
the large business po-
tential in the radio seg-
ment,” says Lars
Ramqyvist.

The trend in mobile telephony
continues to excess all forecasts.
This creates good business op-
portunities for Ericsson’s Radio
Communications Business Area.
Currently, there are 70 million
subscribers in the mobile net-
works. By the end of the decade,
there are expected to be more
than 350 million, or more, if this
forecast is also exceeded!

Shift in emphasis

At the same time, the market for
broadband systems has not deve-
loped as projected several years
ago. For the large tele systems, it
will be yet some time before de-
mand gains pace.

This is a trend predicted by
Ericsson’s senior management in
the quarterly reports this year
and which is the underlying rea-
son for the shift in emphasis now

under way in Ericsson’s develop-
ment activities.

“I have previously noted that
20,000 Ericsson employees will
have to take on new work assign-
ments,” says CEO Lars Ram-
qvist. “It now appears that it will
be even more.

“We would have been in a very
troublesome position if we had
not had such a large pool of skil-
led resources which we can rele-
ase. These are available in the
areas that require some time be-
fore the market actually gains pa-
ce.”

Lars Ramqvist speaks mostly
about broadband technology. In
this area, the market for smaller
switches for data communica-
tions and access products has
started to gain pace. This is the
background to the realignment of
Ericsson’s broadband develop-
ment efforts now under way.
Through delaying efforts to de-
velop large systems while work
accelerates to develop ATM pro-
ducts for access and for smaller
networks, resources can be relea-
sed to strengthen continued de-
velopment of AXE10 and to co-
ver needs in the radio area.

High competence level
“Efforts to develop ATM swit-
ches for the large telephone sys-
tems have given us know-how
and experience from which we
can benefit in the new concentra-
ted efforts in broadband.”

“We have established a high
level of competence in the ATM
area and parts of what we have
developed can be used when we
focus on the rapid development
of ATM products for access net-
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and accelerates

“By waiting to develop the large systems in the broadband fieid, Ericsson can focus on the segment for smal-
ler back-bone switches and access products, where the market is developing much faster” says CEO Lars

Ramgqyist.

works. In this area, several new
competitors has entered the sce-
ne, but with this focus of efforts
now under way and the resources
we command, we expect to esta-
blish a leading position also in
this field.

“The next step will be to deve-
lop products for the large tele-
phone systems, for backbone and
transit. We have time to accomp-
lish this, since there will be a
delay until the market is mature

for these solutions. Until that
time, we must use our money and
our skill resources where they are
best needed. “

Strengthens us

*One of the reasons for Erics-
son’s successes to date has been
our ability to rapidly adapt to
market trends. Now, when mobi-
le telephony is the most expansi-
ve segment in the market, we are
at the top of this area.

Photo: Anders Anjou

“The shift in emphasis we are
now implementing in the broad-
band area - and in the entire
Public Telecommunications
Business Area — is a further ex-
ample of this flexibility. Our em-
ployees and our shareholders can
be pleased that this is something
that further strengthens Erics-
son’s position as a leading inter-
national systems supplier in tele-
communications.”

Lars-Goran Hedin

New priorities for ATM products

Ericsson’s focus on broadband
systems is moving ahead, but
with a new set of priorities.
The first products to be gene-
rated by development efforts
in ATM are access products
and smaller ATM switches.
These are the areas that are
now growing the fastest.

Anders Igel, head of the Public Telecom-
munications Business Area, is now taking
the next step in the major restructuring
which he has designated the “BX
Turnaround.” Now the focus is on how to
proceed with efforts in the broadband
segment.

“We have reviewed the broadband seg-
ment thoroughly and decided on the areas
within ATM in which we will cooperate
with other companies and what we will be
doing ourselves in the future. In our ef-
forts to be a world leader in wireline tele-
communications, it is important to deve-
lop a strong position in ATM, which will
subsequently become an increasingly sig-
nificant area,” Anders explains.

“In the broadband segment today, there
are mainly two areas that are already ac-

celerating rapidly: traditional cable-TV
systems, which can be upgraded to inter-
active broadband communications, and
data communications between compani-
es. In general, the ATM market is develo-
ping in such a way that the most immedi-
ate needs will arise in the access network.

Increasing demand

“Demand is currently increasing in the
access area as well as for smaller systems
for transport networks featuring ATM
technology. Consequently, we are refocu-
sing our broadband efforts toward pro-
ducts for cable-TV systems and ATM so-
lutions for access networks.

“This means that we are changing prio-
rities in our ATM development. Now are
aiming first at development applications
for access and thereafter at the large sys-
tems for the backbone network.”

Under one roof
Anders Igel provides a more specific de-
scription of the priority areas, The focus
will be on two areas.

“Top priority will be on ATM for ac-
cess and “small backbone™ networks. We
will be accelerating this project through
combining all those involved in ATM de-
velopment under one roof. This will ensu-

re a more focused efforts for these sys-
tems. Development efforts will be very
market-driven. We must develop the pro-
ducts in demand on the market!

“Naturally, these new systems are ba-
sed on the development work carried out
at Ellemtel and in the Broadband
Business Unit. We will be combining the-
se activities within the framework of the
business unit’s operations.”

Home use
The second priority area is complete sys-
tems for what is known as residential in-
teractive broadband (RIBS), that is, sys-
tems that will make it possible for house-
holds to gain access to on-command vi-
deo, multi-media entertainment, home
shopping and other concepts which will
be household words in several years,
“This effort is based on Ericsson-
Raynet’s products for access networks
and ATM products already developed by
Ericsson. This system will be the solution
for the first RIBS to be placed in opera-
tion,” says Anders Igel.

Strong AXE trend

“The market for broadband systems is cu-
rently in a very dynamic phase. New de-
vices in the network may also be possible,

such as Internet-type system solutions.
Normal voice will also be transmitted in
ATM systems in the future. Our new pro-
ducts must also be compatible with these
solutions.”

The focus on broadband also releases
resources to further reinforce develop-
ment efforts in the AXE area.

“In such a way, we can best capitalize
on the possibilities of further developing
the AXE system in a collected fashion.”

Best in the world

“We view AXE as an important element
in our future broadband solutions. The
world’s best switching system will play a
significant and decisive role in the broad-
band network of the future. With the new
division of responsibilities that is now
being implementing, we can also increase
the synergies between AXE and broad-
band solutions.

“The investments we are now making
are entirely within the framework of our
focusing on the business area’s core busi-
ness.”

“The aim is to become even stronger
and that Ericsson will be the leading sup-
plier of both mobile and wireline net-
works!,” concludes Anders Igel.

Lars-Goran Hedin
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being reorganized

The microelectronics opera-
tions of the Components
Business Area is now facing
its greatest challenge.
Effective January 1, 1996, all
activities will be combined to

form a totally new, commer-
cially oriented business unit.

“The importance of microelectronics is
increasingly considerably among all
our customers and the very best compa-
nies have fantastic potential. But the
only real contenders are those who can
offer the most commercially competiti-
ve products and services.

Bert Jeppsson
comments on the
new
Microelectronics
business unit

“That’s why we are forming a new
base. We are restructuring, investing
and implementing a very tough and
highly aggressive approach. To be suc-
cessful, we need a cultural change and
the cooperation of everybody invol-
ved,” says Bert Jeppsson, manager of
Components Business Area.

The new business unit, Micro-
electronics, will be formed through the
merger of Microelectronic Access
Devices and the core unit, Micro-
electronic Systems Technology.

The manager of the new Micro-
electronics business unit is Sigrun

Hjelmquist.

Broad-based participation
“Many people at Ericsson Components
have been involved in this restructuring
over a rather long period. The initial
suggestions for a new structure origina-
ted during the ESP program, then cont-
inued during the budget year and have
involved even more people in recent
months, * explains Bert Jeppsson, pre-
sident of the Components Business
Area.

The main work was conducted wit-
hin a management group led by Bert
Jeppsson, Christer Jungsand, Sigrun
Hjelmquist, Kurt-Ingvar Engde, Lars
Rydberg and Susanne Lithander.

This development is very aggressive
and entails highly substantial invest-
ments. It is based on a platform under-
lying the company’s strategies and vi-
sions.

Cultural change is required

“We are sharpening the competitive-
ness of our products and services and
adding to the commercial aspect of our
customer offer. We have been encoura-
ged by the successes in Radio, where
our working method, which involved a
more commercial approach, was very
warmly received. Business with exter-
nal customers has also developed posi-
tively.

“Ericsson Components offers enor-
mous expertise in research, develop-
ment and production. Following many
analyses and meetings with customers,

“A natural stage of the new organization is that we develop our range of plants “
says Bert Jeppsson, shown here at the hybrid plant. The Components Business Area
has a number of plants. A bipolar plant, MOS plant, opto-plant. modular plant, hybrid

plant and the latest investment, the VLSI plant.

I am convinced that few companies ha-
ve superior potential for a combined
microelectronics team than Ericsson
Components.

“But it requires a cultural change to-
wards a highly customer-oriented and a
strong commercial approach. A totally
different way of working, understand-
ing, supporting and serving. A totally
different approach when it comes to
flexibility and a totally different focus
in terms of time.

“Prompt decisions, rapid product de-
velopment, promptness in handling
customers, and speed in establishing
new project groups to get results in well
ahead of our competitors. And we need
to promptly establish crucial skills in
our unit and in cooperation with our
partners to secure results.

“Old methods do not work in new
markets, so we cannot work according
to the familiar pattern.”

First-class company

“We must ensure that there is a trend
reversal as early as 1996. By this stage
we must have succeeded in recovering
the investments which we are now con-
ducting in future competitive products
to achieve the required volume in in-
voicing”.

Photo: Anders Anjou

The objective is that as a result of de-
velopment through 1999, Ericsson
Components’ microelectronics unit will
be regarded as a first-class company by
internal Ericsson companies, external
customers, employees and owners.

The company will have a complete
product and services program in micro-
electronics and optic-electronics, rang-
ing from components and subsystems
to applications in the communications
area.

Major challenge

“What we are creating is a microelec-
tronics company which, instead of rely-
ing on Group financing, wants to offer
commercially competitive products
and services. But to succeed in this en-
deavor, we need the commitment and
support of everybody and a real chance
to get involved and tender for con-
tracts, plus reliable feedback if we lose
the bid.

“If we succeed, we will meet the
Group's strategic requirements for a
commercial and competitive approach.
This is a major challenge which — if it
succeeds — will provide a tremendous
return for both the Components
Business Area and Ericsson.

inger Bjorkiind Bengtsson

What do you think
of the changes in

microelectronics?

Per Karisson,
fiber-optic systems
“Generally positive. The cur-
rent financing model has
made financing difficult for
basic technology and re-
search. This move means that
there is a basis for smoothly functioning opera-
tions. The important point is to ensure that syn-
ergistic gains are not lost in the product-line or-
ganization, especially in terms of approach.”

Ivar Hamberg,
process development

“It is good that a decision has
been reached regarding a de-
finite direction. Many people
have been waiting for this.
There is a definite involvement and willingness
to do something positive with this and I feel 1
can contribute. The major challenge is to cope
with increased production and more rapid de-
velopment. Our performance must not be infe-
rior to that of our toughest competitors.*

“This was expected. My basic
reaction is that it has taken so
long. Many of us feel that it is
positive to base technical development on pro-
ducts. It entails a complete chain.*

“It is liberating and positive
that we are now focusing on
this and that there is a definite
vision. It is exciting that everything will be lo-
cated under the same roof and we will see what
will come of the whole thing and how we attain
our goals."

Staffan Robertsson,
sales, micro-circuits

“This is a natural develop-
ment. Our competitiveness
increases in the new organiza-
tion as a result of increased

28 development and production
resources, and because we will work together
with our customers on the basis of a compre-
hensive perspective. The combination of all ex-
pertise under the same roof makes a stronger
business partner and supplier.*

Torbjorn Randahl, line-
circuit designer

“We feel there is a need for
coordination in the areas of
CAD support and methods.

- Product orientation is only
natural, bul it is lmponant to distinguish bet-
ween what is required in the immediate future
and what is important in the long term, so that
we don’t miss our priorities.*

Krister Gumaelius,
yield-optimization,
' production at submy.

“It’s great to be a part of a
| commercial organization.
Obviously, microelectronics
1 should be unified to capitalize
on all opportunities.”
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Ericsson and Marconi
to cooperate on SDH

On October 7, at
Telecom 95, Ericsson
and Marconi announced
a strategic cooperation
agreement. The agree-
ment entails that both
companies will have ex-
clusive rights to market
a joint SDH portfolio.

“Marconi is one of the very few
suppliers to have delivered and
installed stable, high-volume
cross-connectors. It has actually
happened that the cross-connec-
tors have been offered to the
same customer by four or five
different suppliers, all of whom
had acquired them from Mar-
coni,” says Dirk Uhlemann, in
charge of the SDH program at
the Broadband business unit, in
the Public Telecommunications
Business Area.

“From now on only Ericsson
and Marconi will offer the prod-
uct to operators™

Top of the list

Ericsson started to look for an
SDH partner in spring 1995,
When the various options had
been evaluated, Marconi was left
at the top of the wish list,

The agreement with Marconi
runs for seven years. During that
period, Ericsson and Marconi
have exclusive rights to market-
ing, sales and distribution of the
joint SDH product portfolio.

The agreement also means that
Marconi guarantees Ericsson li-
cense and manufacturing rights
and that Ericsson will manufac-
ture Marconi’s products in its
Norrkoping plant during 1996.

Players in the SDH industry
have realized that the market is
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firm that all components are attached properly to the printed circuit assembly.

High-tech industry
concentrated to Norrkoping

not expanding as fast as expected
in the 1990s. It is difficult to at-
tain sufficient profitability, while
research and development costs
are high. This has given rise to a
number of corporate acquisitions
and cooperation agreements,
which in turn have resulted in
concentration and reduction of
the market players in the SDH
area. Recently, for example,
AT&T acquired parts of Philips,
thereby creating a strong SDH
supplier.

The agreement with Marconi was signed officially in Santa Margherita

Ligure in Italy on September 27. Seated, from left: Roberto Orland,
Commercial Director, Sandro Gualano, President of Marconi and Bjorn
Hemstad, in charge of the Broadband business unit at Ericsson Pubic
Telecommunications Business Area. Standing, from left: Massimo
Rugal, Contract Management, Luciano Maciotta, Marketing Director,
Dirk Uhlemann, responsibie for the SDH program in the Broadband busi-
ness unit and Lars Risby, responsibile for Product Management at the

Broadband business unit.

The development of a compre-
hensive broadband portfolio is
very costly and takes a lot of
time. The market for broadband
is unstable, with rapid fluctua-
tions in demand. Nevertheless, it
is important to always be able to
offer products to the market —
both to make money and avoid
losing  potential  business.
Accordingly, the ability to quick-
ly introduce new products on the
market and offer them in volume
is decisive.

Partnership

To compete in this market,
Ericsson’s strategy is to use part-
nerships to satisfy customer de-
mands for complete solutions.
The agreement between Ericsson
and Marconi is just one example
of how this strategy is applied.

The agreement with Marconi
strengthens Ericsson’s transport
network architecture (ETNA)
with a new generation of prod-
ucts and Ericsson now has one of
the market's most complete SDH
ranges.

For its part, Marconi gains ac-
cess to Ericsson’s global market
presence and the major potential
to market Marconi’s products of-
fered by Ericsson’s marketing
channels.

“This cooperation agreement
is attractive for both Marconi and
Ericsson ~ this is the spirit in
which the agreement has been
signed,” explains Dirk Uhle-

mann.
Monica Villot-Berlin

All operations in Norr-
koping are conducted
under the one roof. The
manufacture of broad-
band products and the
Customer Deliver Center
(CDC) are located in one
single building.

The building was previously a
textile warehouse, which Erics-
son took over at the beginning of
last year.

In the past, order processing,
manufacture, customer deliver-
ies documentation and other ac-
tivities were spread throughout
Norrkoping and Stockholm.

Total renovation
The building has been totally
renovated to suit high-tech in-
dustry. Today, 630 people are
engaged in the manufacture of
transport network requirements,
(PDH and SDH) access products
for broadband and Ericsson's
ATM-based broadband systems.
All operations from order recep-
tion via purchases of compo-
nents, manufacture and the as-
sembly of products to complete
systems, to the preparation for
delivery are now conducted un-
der the same roof.

“During my six years as mar-
ket manager at the Scunthorpe
plant at Ericsson in Great Britain,

&

P

Marconi's products Norrkoping plant in 1996. Phot portfolio. Ericsson will begin to license manufac-
fim - ot oo shows Yvonne Ferin checking the manufacture of transport network products to con-

Photo: Bjorn Larsson

I learned to cut costs by moving
operations into the plant which
were traditionally done during
installation, final assembly, ca-
bling and system testing,” says
Ian MacLure, in charge of the
production unit for broadband in
Norrkoping.

“This is a new way of thinking.
When we planned broadband
unit production in Norrkoping,
we decided that the activities af-
fecting customer deliveries
should also be as close as possi-
ble to manufacturing.”

The Broadband unit’s cus-
tomer delivery center has clear
objectives — delivery of complete
networks to satisfied customers,
while simultaneously reducing
lead times and tied-up capital.

Monica

Marconi in
brief

W Marconi has its head office in
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Sigrun becomes head
of microelectronics unit

Sigrun Hjelmquist becomes a
new top executive within
Ericsson when the resources
within the microelectronics
operations at Ericsson Com-
ponents are combined into a
new business unit, with 1,300
employees.

In this era of focusing on technology,
microelectronics plays a decisive role.
Increasingly, the competitiveness of sys-
tem products is related to the microelectro-
nic solutions, and these products contain
more and more microelectronic compo-
nents. The system is built into the silicon.

Accordingly, Ericsson Components is
sharpening the focus of its microelectro-
nics operations and creating an entirely
new unit based on the former two units,
the core unit Microelectronic Systems
Technology and the Microelectronic
Access Devices business unit.

The new operations, Microelectronics,
will be a business unit that will survive on
the sharply growing commercial invoicing
of products and services.

Combined skills

*“An important task is that all personnel in
the new business unit become customer-
and market-oriented. All the operations
which were contained in the former units
will have a natural place in the new busi-
ness unit,” says Sigrun Hjelmquist.

As of January 1, 1996, she will the ma-
nager of 1,300 employees, of who all have
a position in the new unit.

“Within Ericsson Components, we have
a multitude of combined skills. Indi-
vidually, neither of the two current micro-
electronic units are capable of capitalizing
to a sufficient degree on the business op-
portunities being offered. Together, we
complement one another and now we will
grasp these opportunities in a joint busi-
ness unit.*

Increased capacity

“Our goal is that we shall be very distinct
in our total undertaking as microelectronic
supplier.

“There are customers within Ericsson as
well as the external market. We compete
on market terms with other external micro-
electronic suppliers and we believe than in
many cases we can offer added value due
to the skills present within Ericsson
Components.

“In recent years, we have increased our
production capacity and productivity sub-
stantially, and we intend to improve this
development further,” Sigrun Hjelmquist
continues.

VLSI plant included

The new operations will be located mainly
in Kista and comprises research, develop-
ment and production, The new VLSI plant
is included. In the U.S., frequency amplifi-
ers for radio base stations are developed

and encapsulated at the Morgan Hill unit
in California. There is a development cen-
ter for application specific circuits in
Swindon, England. In addition, there is a
sales teal active worldwide.

Major challenge

“] am aware that this is a heavy responsibi-
lity and a major challenge to deal with all
these people in a new, important opera-
tions. However, the greatest challenge lies
in merging the different cultures and work
methods that exist within the operations
today and to create a customer orientation
and commercial behavior required to be a
first-class microelectronics company,” re-
lates Sigrun Hjelmquist.

“It will require hard work in all quarters,
but I contend that it is, in fact, the differen-
ces which provide a good platform for suc-
cess. I am highly confident since there are
so many skilled people from all units who
will contribute.”

Sigrun is becoming one of the few fema-
le top executives within Ericsson, but sees
no specific advantage of being a women in
this respect.

“I do not see any advantages or disad-
vantages. It is also important that there is a
mix of personalities at the senior manage-

ment level. Naturally, my personality is
affected by the fact that I'm a women and
as a women a may draw more attention.
This can be good and bad.*
Inger Bjorklind Bengtsson
Photo: Anders Anjou

‘Now, is the
right time’

The new joint microelec-
tronics business unit within
Ericsson Components repre-
sents a golden opportunity,
says Christer Jungsand,
head of Microelectronics

Systems Technology.

*The new business system that we are
now seeing is the result of a natural
process which has been developing
for some time. The two former micro-
electronic units and the former X di-
vision were already involved in the
joint development of ESP 95 in the
early spring,

“Based on common product areas,
each unit contributed know-how and
experience. The results were promis-
ing and led to the establishment of a
joint project and a preliminary budget
for 1996. Given the demands being
made on Ericsson’'s microelectronics,
it wasn’t difficult to reach the conclu-
sion that the
best situation
would be for
us to reorga-
nize opera-
tions into a
single unit.

“Many

competitors
are currently
mobilizing
their microe-
lectronic re-
sources. The head of core unit
potential in Microslectronic
e warket i Systems Technology.
tremendous. We have to be there now
and capture market share. It is there-
fore essential that we find an effective
new method of working!*

Investments needed
“Investments are required in the mar-
keting and production areas. We can
only succeed if our customers are suc-
cessful. Only an organization that is
genuinely customer-oriented can
create the necessary scope for techno-
logical development and long-term
planning.

“During the past two years, Micro-
electronic Systems Technology has
gradually advanced its commercial
focus, Our brief from the start has
been to assume responsibility for
technological development within se-
veral of the Group’s core areas of bu-
siness. Many of the prerequisites were
established by the Public Telecom-
munications Business Area."

The Radio Communications Busi-
ness Area has almost tripled its sales
during the past two years. We have al-
so achieved a breakthrough within the
terminals area, which means that the
microelectronics field is driven to a
large extent by the trend of consumer
products.

Upholding core skilis

“But to carry us through 1996, ‘97,
‘98 and even further into the future,
we have to safeguard our existing co-
re skills. Our two microelectronics
units complement each other extrem-
ely well and will contribute to making
this a highly effective organization.
However, if we wait another year, it
could be too late. Now is the right
time to start-up a joint business unit.”
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Norwegians take calls personally
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Svein Harald Rognas likes UPT, de-
spite a few inconveniences.

One number, one opera-
tor, one invoice, one
subscription - with a
single number you can
place and receive calls
wherever you are in the
world! In a mountain
cabin, on vacation in
italy or on a sailboat,
you can use your person-
al telephone number.

Norway
first with
new global
telephony
technology

This new service was introduced
in Norway in May. Now Nor-
wegian subscribers can get an
Alpha number, the name chosen
by operator Nortel for universal
personal telephony (UPT).

“An Alpha number signifies
the first number, which is the on-
ly one you need,” says Telenor's
Olav Henrik Kjorstad.

“Our vision is that customers
will be freed from the constraints
geography and able to use any
network, wherever they are, and
any available terminal, whether
mobile or fixed.

“UPT is a new global and com-
pletely unique system,” says
Ericsson’s Stren Wallinder, at
Public Telecommunications’
Switching and Network Systems
business unit.

First out with UPT

UPT is a central service that links
together different telecommuni-
cations networks to enhance the
ability to receive and make calls
in two important ways. UPT
makes the call receiver accessi-
ble anywhere in the world, re-
gardless of location.

It also allows calls to be placed
from virtually any telephone and
charge them to a single UPT ac-
count.

Ericsson is the first supplier to
provide the technology that oper-

one telephone number to family and friends.

ators need to be able to offer
UPT, and the first operator out is
Telenor.

Mountain vacation

For this article, we interviewed
two people who were among the
pilot group selected by Telenor
in 1994 to test UPT before it was
introduced in the market as
Alpha numbers.

Svein Harald Rognis is a prod-
uct manager for computer sys-
tems at [FS, and Svein Ove Semb
is a doctor and researcher at the
Institute for Experimental Medi-
cal Research in Oslo.

“The only real disadvantage
with Alpha numbers is that they

are a little cumbersome to use,”
says Svein Harald.

“l was on vacation in the
mountains and wanted to use my
Alpha number when

making a call. I was
forced to enter 800- ‘
88-00-8 to access the

Alpha number, then
my account number

Svolnm-somb.mmmnmw.mmmmmhom,m.muhmwh“mm

crophone and pressing a button,
the user can play required num-
bers which are registered by the
telephone as tones, just as if but-

With a personal
telephone number,
I don’t have to

and finally my PIN worry about money,

code. Twenty num-
bers in all!*

telephonea cards or ,,

Help is on the way, radio coverage

however. A small card
that looks like a credit card or a
telephone card, eliminates all
these numbers. By placing the
card against the telephone’s mi-

tons had been pressed on the key-
pad.

The advantage of having an
Alpha number is that you do not

have to carry coins to make calls
from pay phones,“ says Stein
Harald. “I often visit customers,
and it is sometimes difficult to
use my mobile phone, due to
variations in coverage.

With a personal telephone
number, there is no need to be
worry about change, telephone
cards or coverage. You can just
pick up the nearest phone, enter
your code and place your call,
which is charged to your regular
bill.

No money needed

Svein Ove Semb also travels ex-
tensively in his work. He attends
conferences outside the country,

and at home his duties, apart
from being an experimental
medical researcher, include serv-
ing as a visiting doctor.

During the pilot project, most
of his phone calls were private.

“Because I so often am on the
road, it was very convenient to
be able to give friends and col-
leagues a single number. UPT-
/Alpha is a great way to increase
availability. Mobile telephones
often do not work. The Alpha
number is especially useful out-
side the country, because it al-
lows me to phone from hotels
and pay phones without money.*

Users can control availability
in several ways. One way is to

enlist the help of an operator to
set up a time schedule for direc-
tion of calls on different days and
times.

Time schedule

You may for example decide that
your home telephone should start
taking calls from 7 a.m. Then be-
tween 7:30 and 8:00 am., you
may want calls directed to your
mobile phone and thereafter, be-
tween 8 and 5, to the office, from
5 to 5:30 p.m. to the mobile
phone again, from 5:30 to 11:00
p.m. to your home and finally,
from 11:00 p.m. to 7 a.m. to an
answering service.

Controlling calls

People do not always live by the
clock, however, and when call
redirection cannot be scheduled,
it is possible for the user to enter
information manually so that
calls are automatically forward-
ed to a mobile telephone or a
voice mailbox available in the
network for occasions when no
answer is received from the num-
ber at which you have indicated
you will be available.

Otherwise, instead of making a
schedule, you may simply pick
up the nearest telephone and en-
ter your number to indicate that
all calls should automatically be
forwarded to that location.

“Remembering to enter a num-
ber when you deviate from the
schedule is somewhat inconve-
nient,” says Svein Ove.

What does it cost?

The cost of an Alpha subscrip-
tion is an NOK 495 (approx.
USD 75) entry fee and NOK 33
(approx. USD 5) per month. The
monthly charge includes the
voice mailbox, message notifica-
tion, recording and retrieval of
messages, as well as a card, an
account and a code. But who
pays for the calls?

The person phoning to an
Alpha number pays the normal
rate for a long-distance call. If
the Alpha subscriber elects to re-
ceive call on a telephone or a fax
connected to the Norwegian pub-
lic wireline network, there is no
additional charge. If calls are for-
warded outside the country, the
subscriber pays the difference
between an international and a
long-distance call.

Personal numbers

The Norwegians will soon have
company. Mexico and Colombia
have already purchased UPT
technology from Ericsson. Trials
are already underway in China.

“This is a dream come true for
everyone in the telecommunica-
tions industry that subscriptions
are now linked to people not ter-
minals,” says Paul Fjuk at
Telenor in Oslo.

“This is just the first step, how-
ever. Much remains to be done to
make UPT even more attractive
and easy to use.”

Isabel Wemer

pumped out of the desert.

Moment

Sand and more sand under the burning sun in the Sahara. Soon millions of liters of water will be

of truth

at hand in Libya

During the past few months Gert Hedén has commuted between a tempo-
rary project office in London and Ericsson Business Networks’ office in
Sundbyberg. Gert is the project leader for the Network Engineering
Division’s major network undertaking in Libya and is now in-country to

take command of the project on site.

Ericsson has been contracted to deliver and in-

sory networks for phase two of the water sup-
ply project known as the “Great Man-Made
River Project” (GMRA). Ericsson’s portion of
this 65-billion Korean project is valued at SEK

The aim of the project is to extract under-
ground water from the middle of the Sahara

; MLAMG{'delnmbeingdrilbd.

Twin pipelines, each with an inner diameter of
lion cubic meters of water daily to the capital
city of Tripoli and surrounding areas.

“Some 15 persons from different countries
have been at work in the project office in
‘England.” relates Gert. “Their work includes
design coordination for the entire project as
well as procurement and quality issues. Two
men are employed full-time to deal solely with
quality issues in accordance with ISO 9001.
Customer visit
In early December, representatives of the
Libyan customer, GMRA, are scheduled to vis-
it Sweden to perform a Quality Audit at
Ericsson Business Networks. According to
Gert Hedén, Ericsson is well prepared for this
audit and the involved units in Sundbyberg and
Nacka Strand are expected are expected to per-
form admirably.

This extensive Network Engineering project
also involves products from the Business
Communications Division, including five
Consono MD110 switches.

When this publication goes to press, Gert
Hedén has just arrived in country and is getting
settled at the Ericsson camp in Bin Gashir, 20
kilometers south of Tripoli. For more than a
decade, Ericsson has had its own housing facil-
ities at this site which has been used in con-
junction with several previous network con-
struction projects in the country. Several years
ago there was a plan to sell the “camp” to an-
other foreign company. This plan was never re-
alized, which today is fortunate when it is need-
ed for this new project.

A new office is now being built at the camp.
It is a prefabricated, ready-to-assemble unit
from a company near Luled,
Sweden. It will house a multi-national team of
30. The built-up phase of the project is now un-
der way and will continue through until late
February/early March 1996, with the major in-
stallation work scheduled to start soon there-
after.

A working camp is located some 600 kilome-
ters south of Tripoli in the middle of the Sahara,
which will serve as a base for some of the in-
stallation work. There is another affiliate office
in Benghazi, which is also the site of the head-
quarters for the main contractor for the entire
project, Dong Ha of Korea.

250 persons needed

Four subcontractors are involved in Ericsson’s
portion of the project: two Korean, Korea
Telecom International (KTI) and Yoo Shin
Data; one Norwegian, NERA and a French
company, Bristol Meci S.A.

When everything is in full operation and in-
stallation is at its peak, Gert Hedén estimates
that about 250 persons from Ericsson and the
subcontractors will be working on the project.
The project is scheduled to be completed in
July 1999 for turn-over to the customer.

Thord Andersson
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The opportunities presented by the world of communications appear endless. Today, customers are equally as dependent on the
know-how and skills of their suppliers as they are on technology and products. Hand in band with the technological revolution
comes the deregulation of the telecommunications market. From baving been a closed world administered by a few select play-

A master at customiz

Karl Alsmar —
systems integrator
to all of Ericsson

“My target group consists of customers
who are in need of turnkey solutions,”
says Karl Alsmar, head of the Network
Engineering and Construction Business
Unit within the Business Networks
Business Area.

*“The trend is clear. We are seeing an in-
creasing number of customers who know
exactly what they want to achieve in their
business operations, such as the successful
sales of various telecommunications ser-
vices, but who seldom know in detail the
type of technical solution they require to
make this possible. Basically, any cus-
tomer who comes to Ericsson should only
have to say, ‘This is what I want to do’.*

Corporate-wide

Based on specific customer needs,
Network Engineering and Construction
has the competence to customize a solu-
tion and assume full responsibility for its
implementation — right up until the facility
has been placed in operation.

“We work across all Ericsson product
areas. The total-solutions concept is gain-
ing increased focus within Ericsson, but
often such solutions tend to be total only
from the supplier’s viewpoint, rather than
the customer’s,” notes Alsmar.

An individual business area does not al-
ways have the necessary range to provide
its customers with customized, optimal
solutions. Simply stated, a coordinating
agency is needed to handle the Ericsson’s
various specialist skills and to ensure that
they can be used in an optimal manner as
pace-setters for each other.

The all-embracing concept, “engineer-
ing," means just about everything — from
planning, design, systems integration and
project engineering through installation
and implementation to the placement of
complete network solutions in operation —
all based on meeting customer needs.
Active customer support in the financing
area also fits in, here. It certainly doesn’t
just mean “laying cable.” Conversely, it
does have to do with knowing which type
of cable should be used,

and who should be commissioned to do it
in the most effective manner.

Access networks, the links between the
local stations and subscribers, are current-
ly one of the hottest segments in the indus-
try. New technological solutions are being
produced on a continual basis. There is a
great deal to choose from within Erics-
son's total range, from wireline to cord-
less. Since this particular part of the net-

work constitutes a major portion

where it should be laid _—— = of the customer’s investment,
’ i it requires a supplier with an
IT DOESN T holistic approach, one who

can also combine different

technologies to provide the
best solution to a specific
problem.

No bits and pieces
“The various solutions available within
Ericsson can hardly be delivered to the
customer in bits and pieces. Moreover,
very few customers purchase ‘black-box*
solutions any more, because they cannot
handle them. The technology involved is
too complex and the choice is too exten-
sive. By regarding us as a sales channel, a
number of Ericsson’s business areas
can reach even greater portions of the
market,” claims Karl Alsmar. *“To
achieve the greatest possible customer
benefit, it is essential that we within

Ericsson can agree about how to handle
cooperation between ourselves, to provide
the customer with the best possible cost
estimate.

Many components from various
Ericsson units are often included in a net-
work construction project. In terms of
smaller-scale projects, these are delivered
on a transfer-price basis. Larger deliveries
can be handled as independent sub-pro-
jects directly with the end-customer.

Led by its AXE flagship, the Public
Telecommunications Business Area often
plays a significant role in network con-
struction projects throughout the world.
An agreement in principle has been in ef-
fect for the past couple of years, which de-
scribes how — depending on business con-
tent — the work should be handled. If, for
example, exchanges and other AXE
equipment account for the greater part of
the order value, Public Telecommu-
nications assumes full responsibility for
the project as a separate and complete
transaction. Normally, the business areas
engage in joint estimating and project-en-
gineering work. with each taking respon-
sibility for “its* special area within the
framework of the overall project.

The enormously enhanced effectiveness
that Ericsson derives from this type of cor-
porate-wide cooperation is particularly
apparent in the field of mobile telephony.

“We are seeing an increasing amount of
fiber and microwave solutions for long-
distance transmissions to different mobile
telephone operators,” says Alsmar.
“Europolitan is one example, in the do-
mestic market, where we have supplied
transmission facilities in the form of mi-
crowave links. Another, is the Thailand
mobile operator Shinavattra, where we
supplied the fixed transport network and
the Radio Communications Business Area
supplied the radio base stations and other
infrastructure items."

A resource for local companies
The machinery making up Karl Alsmar’s
operations is becoming increasingly so-
phisticated. The reorganization at the be-
ginning of the year has turned out well.
Three units are cultivating export markets,
with the task of monitoring specific mar-
kets and drumming up business. The units
have total responsibility for the business
they generate, right through to project
completion.

A crucial factor for the profitability of a
project, both for Ericsson and for the cus-
tomer, is the avoidance of any unneces-
sary delays. In addition to the sales and
marketing organization, there is a project
support organization, which assists with
preparing tenders in such ways as estimat-
ing its own project organization costs, in-
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ers, the telecommunications services market bas been transformed into one of the world’s most
open and liberal sectors. Established and new operators fight for customers, who themselves are
looking for competitive and cost-effective solutions, ready to be placed in immediate operation.

B Karl Alsmar was born in 1949. He began
working at Ericsson in 1973 after taking an
engineering degree with a speciaity in
telecommunications at the Royal Institute
of Technology in Stockhoim. After several
years working as a systems engineer, Karl
Alsmar spent nine years working on vari-
ous overseas assignments for Ericsson,
primarily in Saudi Arabia and the U.S.

 He returned to Sweden in 1988, becom-
ing manager of the Project Management
Division at Ericsson Telecom AB. From
1990 on, he held corparate management
positions, including a period as head of
the Project Management corporate man-
agement function.

B In 1993, Karl Alsmar became manager
of the Network Engineering and
Construction Business Unit within the
Business Communications and Networks

Business Area, as well as manager of Z
Division within Ericsson Business
Networks AB.

Photo: Peter Nordahl

specting and evaluating subsuppliers and
handling negotiations with the authorities
for licenses, land-use permits and the like.
This prepares the ground for rapidly get-
ting down to business. As soon as the con-
tract is signed, work can begin.

“When I took over this operation a few
years ago, the order books were compara-
tively empty,” recalls Alsmar. “Now the
opposite is true — there are more business
opportunities than we can handle. The on-
ly limit is our own resources. The new or-
ganization helps to ensure that we do not
take on more work than we can handle.”

The Ericsson local companies world-
wide are Ericsson’s principal representa-
tion in their respective markets. The busi-
ness unit headed by Karl Alsmar maintains
close contact with most of them and is
ready to provide support when needed.

“We often have no more than a month to
submit a bid to a potential customer,”
notes Alsmar. “No company in the world
can manage that alongside its normal oper-
ations. We have centrally located re-
sources, and we also try to ensure that at
least a couple of our highly competent em-
ployees are available on the spot in impor-
tant markets.“

Translating customer needs
Competence at this level is not easily ac-
quired. Network Engineering and Con-

d solutions

Finding the right piece of the jigsaw puzzie from the enormous range of telecom products
demands thorough knowledge of the sector plus creative skill in mixing and matching. The
customer who attempts the task without help often finds that the pleces of the puzzie
don’t fit together, or that some are missing. Ericsson can supply a customized total solu-

tion to meet the customer's needs.

struction urgently needs more project
leaders and employees trained to provide
total solutions — solutions managers who
also posses marketing ability.

The necessary basic qualifications in-
clude knowledge of telecommunications
and network functions, and familiarity
with Ericsson’s product range. It is also es-
sential to combine knowledge of products
and technology — the building blocks—
with the innovative flair required in order
to build something with them.

“We have plenty of people at Ericsson
who know all about our products and can
explain how they work,” notes Alsmar.
“But it’s not so easy to rise above the prod-
uct level, to the point where you can trans-
late customer needs into a complex total
solution.”

“You can’t acquire that type of skill just
by studying. It takes on-the-job experience

This is not the way to do business today. The customer should not need to be a technical ex-

EQUIPMENT Yovu
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of tenders, project work, coordination and
implementation. Anyone who thinks he or
she can contribute to our operation is wel-
come to apply!

*Given the emphasis we place on de-
signing systems and solutions, it is only
natural that we end up working extremely
closely with the customer throughout the
business dialogue,” continues Alsmar.

“This means we are exceptionally well
placed to influence the content of our com-
munications solutions. We select our sub-
suppliers, set time schedules and choose
the best possible technical solutions.”

“Ericsson’s comprehensive product
range, combined with our constant efforts
to ensure the maximum content of
Ericsson components, guarantees business
for many Ericsson companies when we
bring home an order.”

Kari Malmstrom

HERE'S THE

pert to be abie to purchase communications solutions. Most customers are experts in en-
tirely different areas and are prepared to pay top dollar for the supplier's expertise.

Future business

prospects lie
with the new
operators

but also in such regions as

Southeast Asia. This is where
Karl Alsmar expects many fu-
ture business opportunities.

When an operator decides to focus on
a new market, it is vital to act fast.
Network Engineering and Con-
struction is the natural
choice within Erics-
son to take charge of
these often complex
packaged solutions.
The business unit
has an equally clear
role to play in the
expansion of basic
telephone systems.
Many countries
have extremely low
telephone densities
and require vast ex-
pansion of their infra-
structure.
When investment deci-
sions are taken, much of
the purchasing typically relates
to complete, “turnkey“ tele-
communications networks. Such
transactions often involve major pro-
jects comprising more than 100,000
lines and taking several years to com-
plete.

Other promising areas include the
expansion of cable television net-
works, coupled with the increased use
of these networks for telecommunica-
tions services and other broadband ap-
plications, as well as customized net-
work solutions for special purposes,
for customers such as oil companies,
power companies or the armed forces.

Many long-established telecoms are
self-sufficient in terms of resources,
and do not always need the expertise
available through Karl Alsmar’s orga-
nization. Telecom operators in various
markets purchase Ericsson technology
and products , but handle system and
network integration themselves. Many
operators have substantial resources of
their own for planning and executing
projects, as well as an established tra-
dition of performing their own installa-
tion work.

But it is no longer taken for granted
that these major operators will opt to
plan, design and build their own net-
works. Even such established opera-
tors as Telia purchase complete solu-
tions from suppliers such as Ericsson,
partly as a means of applying competi-
tive pressure to their own organiza-
tions.

The trends are clear. It is a guiding
principle in all business endeavors to
concentrate on core operations. The
telecom operators’ most prominent
core operation is providing telecom-
munications services to end-cus-
tomers, rather than designing and
building networks. Know-how in this
area is set to become an even more
strategically important commodity for
Ericsson. KM
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‘Chips’

“Naked” chips on which a maxi-
mum number of functions are
crammed have the least impact
on the environment, according
to technicians at Ericsson
Radio who have just published
the world’s first life-cycle
analysis of integrated circuits.

“More compact patterns on semiconduc-
tor chips and circuit boards result in lower
current requirements, an absolutely criti-
cal factor in reducing the energy consump-
tion,” says Arne Tolvgdrd, who headed the
project.

The main purpose of a life-cycle analy-
sis is to determine how a product affects
the environment over the long term.
Which component has the greatest im-
pact? What can be done to remedy the sit-
uation? The analysis covers the entire cy-
cle from “cradle to grave” — up to the fi-
nal stage where the used product is dis-
posed of.

Maximum number
of functions on
minimum surface

Ame Tolvgird and Jens Malmodin in
the American Telephony Standard busi-
ness unit are conducting a pioneering pro-
gram involving life-cycle analyses of
Ericsson Radio’s products. A year ago
they completed a basic analysis of two
generations of radio base stations used in
mobile telephony. This was followed by
an analysis of a radio modem and, most re-
cently — in cooperation with Ericsson
Components — by a comparison of con-
ventional integrated circuits and so-called
ASICs, custom-tailored circuits.

Goran Milhammar at Ericsson Telecom
has made comparable analyses of circuit
boards, as well as a comparison of two ex-
changes.

Energy and capsule

All analyses conducted to date show that
the energy consumed when a product is
used has by far the greatest impact on the
environment. But the analysis conducted
by Tolvgard and Malmodin shows that en-
capsulation of a chip also has a major im-
pact.

“It is a matter of reducing the consump-
tion of materials and energy,” says Jens
Malmodin. With the microchip method of
construction, one obtains a more compact
pattern in which less chip surface is re-
quired for the same function. It is then
possible to produce more chips per silicon
disc, with a resulting reduction in environ-
mental impact per chip. Energy consump-
tion is also lowered when the number of
power-consuming components in an opti-
mally integrated ASIC is reduced.

The encapsulation problem can be dealt
with by either using so-called *“naked”
(unencapsulated) chips or by placing a
number of chips within a capsule, creating
multiple-chip modules. These methods al-
so make it possible to press chips together,
thereby reducing their overall size.

“Much remains to be done to reduce the
consumption of energy,” Goran
Miilhammar explains. “ The field is still
largely unexplored and a measure such as
reducing the voltage for components from
5 to 3.3 volts can save substantial amounts
of energy. Another possibility involves in-
troducing a ‘delay period’ - at the cost of
somewhat longer response times — but in

———

spare environment

The micro method of construction is environmentally compatible, since more chips per silicon disc can be produced, resulting in less

environmental impact per chip. More compact patterns require the use of less material and energy, factors of critical importance.

such a way that it would be virtually unde-
tectable by users.

“A slight reduction in performance can
thus yield major environmental gains,”
Goran says. “Reduced energy consump-
tion will also benefit customers financial-
ly, since energy is expensive.”

Recycling

Recycling is also an important factor
where environmental impact is concerned.
Under terms of the new law governing
producer liability that is expected to be-
come effective formally at the end of the
1990s, producers will be responsible for
handling a product at the end of its life cy-
cle. In the case of chips, this would mean
“from silica sand via integrated circuit to
dust.”

The ability to recover material and parts
from a product will then be critical.
Plastics that contain fire-preventive sub-
stances, for example, will have to be re-
duced since they cannot be recycled. But
the recycling of gold, copper, silver and
other metals will have to be intensified.
Gold can be replaced by aluminum, a
commonly used metal that has a smaller
impact on the environment.

Another concept that affects the “impact
ratio” is the so-called yield — the percent-
age of fault-free, approved products in a
process. The higher the yield, the less
waste and nonproductive but environmen-
tally damaging work. High quality thus re-
quires “good” life-cycle figures. In their
report, Tolvgird and Milhammar have
used an average figure of 75 percent for
the various products studied.

The environmental impact of a product
relative to its performance is calculated in
the same manner. A transmitter unit that
has twice the average call capacity thus
has half the impact per call.

Bold assumptions

The life-cycle analysis, which is geared to
certain base values (environmental index)
is still a fairly imprecise instrument. This
is because there are a number of valuation
systems and because it is difficult to know
how far back in the chains one should go,

Jens Maimodin of Ericsson Radio (right) has conducted the first life-cycle analysis of inte-
grated circuits. The study was carried out jointly with Ericsson Components, where Jesper
Rundstrom, manager of internal encapsulation, and Mariann Sonesson, environmental en-
:..,“Mnohl“m-fﬂ.“-mmm“

and how limits should be set. An analysis
involves being willing to make bold as-
sumptions — and even guesses — that could
turn out to be wrong in the future.

Overall picture

Each analysis is now being “fine-tuned;”
basic values are being adjusted, the num-
ber of references is being increased and
the figures are providing more and more
information. Above all, a life-cycle analy-
sis (LCA) provides a good overall picture
(rather than evaluating emissions, waste,
packaging, etc. individually) and indicates
corrective measures that can be taken to
improve production processes and prod-
ucts.

“An LCA is also a very valuable com-
petitive instrument since it shows that a
company can handle its environmental
problems,” Arne Tolvgdrd points out.

“We have ‘hung out our wash’ and are,
as far as we know, the first company to

guantify the environmental impact of our
processes,” says Mariann Sonessson, an
environmental engineer at Ericsson
Components.

“But we have to remember that the re-
port is based on fairly rough generaliza-
tions and that the figures are not absolute,
but rather primarily of use to us so that we
can make comparisons with future mea-
surements.

“One specific problem, for example, in-
volves identifying the amount of a chemi-
cal, water or air that is used to produce a
chip, since we work with a number of dif-
ferent processes other than silicon at
Ericsson Components.”

The full effect of the life-cycle analyses
will become apparent initially in future
processes and development projects, since
a process is a system in which it is possible
to change details, but not the basic parts,

Text: Lars Cederquist
Photos: Kurt Johansson




Unisource now offerin?

virtual private networks

~ On October 2, 1995,

Ericsson put its first
International Virtual
Private Network (IVPN)
into commercial opera-
tion for Unisource. With
this network, the opera-
tor now offers one of
the most advanced and
internationally most dis-
persed “private” net-
works for providing ser-
vices to its global busi-
ness customers.

The network covers 14 European
countries, including the Nether-
lands, Spain, Sweden, Switzer-
land, Germany, France and the
UK.

Ericsson, with its complete
product portfolio, was able to
-supply a complete network solu-

- hardware and software products

~ for the IN platform. A platform
based exclusively on standard
products was also a Unisource
requirement. Together with Uni-
- source, Ericsson then worked to
implement the various custom
IVPN services specified in the
order.

Overall responsibility for the
project was delegated to Ericsson
Netherlands, where Ron Dikhoff

New packaging
for mobile phones
aids environment

is the global manager responsible
for Unisource. Development of
the IVPN services was handled
by the Global Product Line,
Management Network Intelli-
gence business unit.

Designers and test engineers
from Ericsson companies in
Norway, Finland, Sweden and
the UK. worked under great
pressure over a period of eleven
months on various aspects of the
project.

Close collaboration

“We formed a project group with
representatives from both com-
panies that discussed and evalua-
ted all discrepancies from and
modifications of the original spe-
the project,” relates Martin
Sjostrand, who was the project
manager responsible for develo-
ping the IVPN services for the
Unisource network.

“This was vital, given that all
changes affect the delivery plan,”
says Martin. “We all had a com-
mon goal, which was to put the
network into service on October
2'H

What is VPN?

A Virtual Private Network is a
service network for data and te-
lephony based on intelligent net-
work (IN) technology.

“A virtual private network gi-
ves the subscriber greater control
over the (elecommunications
network in sever respects,” ex-
plains Einar Oltedahl, product
manager for VPN. “Customers
may have their own numbering
plan, such as the 719 xxxx series
used by Ericsson Telecom in
Stockholm, which  supports
speed dialing. Special discounts
and contracts often significantly
reduce calling costs.”

For business customers, VPN
offers private numbering plans in
the public network. To reach a
colleague in the same network,
end-users may then use an abbre-
viated number, instead of the of-
ten much longer real number, in
manner similar to Ericsson's
ECN numbers. VPN also permits
interconnection of several offi-
ces or companies regardless of
geographic location. This is the
private aspect of VPN.

Until now, private networks have
consisted of leased lines for
which companies pay the opera-
tor a fixed rate regardless of how
much or how little capacity is ac-
tually used. With VPN, the com-
pany has all the benefits of a pri-
vate network’s services but pays
only for the capacity used. This is
the virtual aspect of VPN.

Contact no. 10 1995

WMMM}h.mMMﬁh“M
ny based on intelligent network (IN) technology. A virtual private net-
work gives subscribers greater control over their networks in several
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“Our customer’s customers
who need a VPN solution are pri-
marily companies, both large and
small. The common factor is of-
ten that they are geographically
dispersed with operations in se-
veral locations,” relates Martin.

In addition to the benefits men-
tioned above, VPN also meet ot-
her need, particularly with re-
spect to availability and security.
A private network often entails a
fixed cable or line. If it is inad-
vertently severed during road
construction, what happens to the
company whose business de-
pends on always being available
to and being able to reach its cus-
tomers? VPN minimizes this
risk, because the public network

llustration: Bjorn Hagglund
can be compared with a road net-
work with many alternate routes
between two places.

International VPN

An international VPN (IVPN)
has the additional advantage that
it is provided by a single opera-
tor. This means that a company
with international operations on-
ly needs to deal with one opera-
tor, instead of the present situa-
tion where contracts must be ne-
gotiated with different operators
in different countries. For the
global operator, this means being
able to follow customers as they
expand and thereby retaining
them as customers.

Marie Hakansson

As part of Ericsson’s effort to
be a company that assumes re-
sponsibility for the environm
ent, Ericsson Mobile Communi-
cations (EMC) in Lund has de-
veloped an environmentally
compatible packaging system
for its mobile telephones.

"The new concept is based on avoiding the
use of plastic material and is based instead
on the use of recycled paper,” says
Thomas Westman.

He works in the Global Product Support
unit where, as a packaging specialist in the
mobile telephone field, he is responsible
for both EMC's packaging and that of sup-
pliers, as well as marking and labels. The
new cartons are already being used in the
Kumla factory and Thomas also has plans
to introduce them in the Lynchburg,
Virginia plant in the U.S. where EMC pro-
duces telephones for the American mar-
ket.

Environmental concept
"It is important to introduce a packaging
concept in all sectors of operations,”
Thomas says.

"Beginning with product development,
we should consider designs that can ena-

woblens:toreduce the totakvolume of packa- ;

ging, including packaging that is to be
stored and

"In addition to the fact that they cost less
for our company, smaller volumes of
transports also have less impact on the en-
vironment in the form of reduced exhaust
emissions from trucks.” The new (“egg
carton™) telephone cartons made of corru-
gated fiber that are now being used — and
that can be "nested” inside each other
when they are empty — are a good example
of improved packaging, he thinks. The
packaging used earlier, which was made
of expanded polystyrene, required much
more space since it lacked the important
"nesting” feature.

It also costs more to dispose of expan-
ded polystyrene. The charge levied in the
German Duale system is DEM 2.95 per ki-
logram, compared with DEM 0.40 per ki-
logram for paper-based products.

"Sweden also has a comparable system,
REPA, with differentiated charges depen-
ding on the material used — although it is
not as explicit as the German system,”
Thomas notes.

Automatic packaging
In connection with the change of the inner
packaging that holds the telephones, the
outer carton is also being changed.

"We have a carton that snaps together,

locking its:sides, .and. we «don’t:have to.o

glue it together. The entire system is de-
signed in such a way that packing can be
handled automatically by machine, which
saves manual labor,” Thomas notes.

He adds that all packaging of accessori-
es has also been reviewed. In this area, the
percentage of plastic material used will be
reduced and more environmentally com-
patible materials will be employed.

Important "Rs”

"At present we are buying the new fiber-

board from Assi Domiin Porpac, which is

located in Lindesberg, close to Kumla. But

we are naturally keeping track of what ot-

her companies can offer,” Thomas says.
Developments in the field are occurring

; rapidly and Thomas, asa packaging speci-

alist, is the chairman of a technical com-
mittee in Packforsk, an industrial research
institute that promotes studies in the field.

"We are looking for research projects
that can be applied in electronics and the
engineering industry,” he explains.

In the United States packaging specia-
lists speak of “three Rs” where environ-
mentally compatible packaging is concer-
ned: Reduce (the amount of packaging),
Re-use (old material) and Recycle (mate-
rial for new uses after processing).

"In Europe,” Thomas says, "we would
like to add two more Rs — for Recovery (of
the energy in packaging through incinera-
tion) and Refusal (to use materials that are
not environmentally compatible and
which-havetobe dumped.”” . v Al-Ost
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The road from a shipbuilding to a technological community bas been a difficult one for Kariskrona. Ericsson bas been
active in the city since 1957, when the company moved into the old snuff manufacturing plant of the Swedish Tobacco
Monopoly. The past few decades bave been tough ones for Karilskrona, with the closure of its shipyards, followed by un-
employment and depopulation. Ericsson’s operations in Karlskrona also bave found the going tough. Activities peaked in
1975, and bhave since declined. Over the years there bave been temporary bright spots, followed by difficult periods, with the
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company compelled to lay off personnel on a last-in first-out basis. Nevertheless, despite the fluctuations, the company bas a
favorable average employment period, and thus a bigh average age within the company. Ericsson currently bas some 1,000
employees in two plants in Kariskrona. One of these, at Vedeby, will focus exclusively on transformers, while the other
Jacility at Verko, completed in 1993, is responsible for the manufacture of system telephone sets, Consono MD110 switches
and, quite recently, DECT products.

Karlskrona targets new objectives

here are many new developments

at Ericsson’s Karlskrona plant — a

new division manager, new per-

sonnel manager, new products, a
large number of new, young employees, a
new organization and, as a result, new con-
fidence in the future.

“We will be the top plant in Ericsson,*
promises Ronny Nilsson, the new plant
manager, who is not afraid to stick his neck
out. But there is a basis for his optimism.
After major difficulties in meeting delivery
times during the spring, most indicators
now point upward. The production pace is
up, delivery reliability is improved and
Karlskrona has been selected as the site for
manufacture of promising new products.

Ronny Nilsson was appointed production
division manager at Ericsson Business
Network AB in Karlskrona in spring and
left RIFA AB in Kalmar — a company which
was previously owned by Ericsson - where
he was vice president. He has also had to
shoulder the responsibility for production
coordination throughout the entire Business
Networks Business Area, meaning opera-
tions in Austria and China, and for the four
logistics divisions, which in addition to
Karlskrona, are located in Netherlands,
Australia and Mexico. In addition, he has al-
so been the purchasing manager of the divi-
sion for a number of months.

“It may appear to be a lot but all the parts
fit together and, with a responsible organi-
zation, a functioning flow can be created
from specified customer orders to accepted
delivery.

Record output

At the Vedeby plant, output of printed
circuit doubled in 1995, using five shifts
seven days a week. Meanwhile, at Verkd,
they have reached levels of 3,000 telephone
sets daily — their objective is 4,000.
Assembly, which required 220 minutes per
set ten years ago, is now down to nine minu-
tes, and production records were also set for
the Consono MD110 modules during the
autumn.

“We will quadruple revenues in three
years, from SEK 1 billion last year to slight-
ly more than SEK 4 billion in 1997, fore-
casts Ronny Nilsson optimistically.

Hopes are pinned on core business — the
Consono MDI110 - and on new products
which are expected to be major sellers and
for which Ericsson has decided to concen-
trate manufacture to Karlskrona. This invol-
ves products based on DECT, Digital
European Cordless Telecommunication, a
European standard for cordless telecommu-
nications. Products and systems based on
this standard are being developed at the bus-
iness area’s Dutch company, Ericsson
Business Mobile Networks.

The DECT area offers various applica-
tions. One of these is Freeset, a system for
mobile telephony. A Freeset system is based
on three elements — cordless telephones,
base stations, which act as the link between
the cordless phone and the switch, and a
central unit which links up base stations
with the company’s exchange.

Another application, referred to internally
as DRA 1900, can simply be described as a

Kariskrona in spring and left RIFA AB in Kalmar, which was previously owned by Ericsson, where he was vice president.

system which replaces cable laying between
switches and telephone sets. A base station
with ECT signaling is located centrally in a
housing area and has radio contact with the
units mounted on the outside walls of each
building.

Manufacture of the Freeset base stations
has already commenced in Karlskrona and
components of the base stations and com-
plete transmitters/receivers for DRA1900
will also be manufactured there.

Strengthening of skills

Other confirmation of the focus on
Karlskrona is that a center for production
expertise is being developed there. This
offers the potential to assume responsibility
for production rationalization and quality
improvements in the plants, since design
responsibility for released products will gra-

dually be moved from the development
departments at Ericsson Business Net-
work’s head office in Nacka to Karlskrona.
It will also be possible to provide active
support for other production units in the
Business Networks Business Area. A num-
ber of engineers have moved from Nacka
and few others have been newly employed.
Since May this year, about 180 new
employees have been added to production,
almost 80 percent of them younger than 25.
A high-school diploma is currently the
minimum educational requirement. Earlier
this year some 100 employees were laid off
, a painful but, according to management, a
necessary rejuvenation and change in skills.
However, there will not be any new major
employment opportunities for either sala-
ried employees or production personnel.
Instead, increased production will be

achieved by outsourcing the production of |
older products which no longer form part ofy

core business to subcontractors, a process
which has already commenced. In addition,
a reorganization of skills enhancement and
development programs will make work
more effective.

“A basic idea is to divide up production
into four product workshops: MD/Consono,
telephones, transformers and DECT,” ex-
plains Ronny Nilsson. “They will function
essentially as four separate companies, with
all their own resources such as qualified
engineers, personnel, planning and order re-
ceiving — manufacture will be immediately
customer-oriented*.

The advantages of the new organization
are many, simplified planning and report-
ing, shorter total lead times, more flexible
production, higher delivery reliability and,

“We will be the top plant in the Ericsson Group,” promises Ronny Nilsson, the new plant manager, who is not afraid to stick his neck out. Ronny became manager of the production division within Ericsson Business Networks AB in

icularly, greater potential for the deve-
opment of job responsibilities for all em-
ployees.

“But it also gives rise to problems, you
must ensure there is no loss of the skills-
overlap between product workshops and
lower synergy. Consequently it is absolutely
necessary to change corporate culture and
other factors.

“When I came to the company, employees
sat and waited for directives without often
taking the initiative themselves, “ says
Ronny Nilsson. “And that’s how its been
over the years. We must get everybody to
cooperate, and not just accept ready-made
solutions from management. Although the
objectives come from my office, the solu-
tions come from the entire organization.*

Paul Stiel, Personnel Manger, is develo-

ping the necessary new corporate spirit.

Paul Stiel, Personnel Manager.

“We must create involvement among em-
ployees, everybody must accept responsibi-
lity for their own area. This dialogue requi-
res time and energy."

Lena Granstrom
Photos: Lars Astrom

“1 work at the cabling department and | have been employed at Ericsson for the past eight
years. | have always enjoyed it but there has been a certain amount of uncertainty due to
redundancies. | have been in the danger zone several times but at the last moment | found
out that | was to stay,” says Gull Carisson.
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KARLSKRONA

A development

project for everyone

——

._"'

A wooden model of the Kariskrona factory features different sized wooden blocks which symbolize work benches, shelves, etc. The employees start by designing and building their work
stations as they are now, and then create their dream, their ideal work conditions, with the objective of creating the most practical and effective work situations as possible.

All employees take part in
creating the “new” factory

A new day dawns at Ericsson’s
plant in Kariskrona, Sweden.
Work on the Aurora develop-
ment project has just begun,
and the company’s plan is to
have all employees take part in

some capacity. The objective is
to stimulate involvement and

enthusiasm for the job and to
capitalize on employee know-
how and skills.

“Aurora” is an ambitious development
program started this past autumn in coope-
ration with Ifa, a consulting company that
works with corporate development. The
good ship Aurora, which was christened in
an internal company contest, has several
symbolic meanings, including Goddess of
Dawn, and stands for the dawning of
something new and revolutionary, a suita-
ble name for the vehicle that represents a
project characterized by change.

“The basic premise for Ifa’s work is to
create effective production and attractive
jobs,” says Lars Bjorkeson of Ifa, project
leader for Aurora. “Four important factors

.. _are essential to the achievement of lour

goals: trust, respect, influence and coope-
ration.”

Changes needed

The company’s young new employees
have high hopes and expectations for the
Aurora project. They feel that changes are
needed and the project looks sound. Some
of the older employees have a different
attitude, “Yeah, sure, another change...*

In concrete terms, the development pro-
gram calls for the establishment of several
work groups that will discuss areas of par-
ticular interest today, such as work organi-
zation, layout, competence and skills, and
information (IT) systems. An operations
coordinator and one other person from
every group comprise a development
group that collects opinions and view-
points.

One example of how a work group actu-
ally functions is the question of layout. In
this field, Ifa is using wooden models of
the Factory, with different $ized wooden

blocks that symbolize work benches,
shelves, etc.

Initially, the different groups design and
build their work stations, and then create
their dream situation, the ideal conditions
for the ideally functional and efficient
work situation. Then work begins to com-
bine their wishes with those of other
groups.

“The method takes advantage of the
employees’ knowledge and experience,"
explains Bertil Rosqvist of Ifa, who has
used the method on projects with several
different companies for many years. As
the project progresses, insights and under-
standing are also created for the working
conditions of other people and provides a
much better overall view.

Learning organization

To get as many people as possible invol-
ved in the project, participants in the work
groups, in turn, are members of different

referénéé’ ‘grotips from ™ the “prodiiction '

plants. They meet regularly in brief
sessions to discuss three or four questions
at a time, a simple model is used for notes
to ensure the discussions are productive
and not washed away in the sand.
Production managers have direct access to
the ideas generated during the meetings.

“One of the reasons for Aurora was that
it presented a means of taking advantage
of the continuous improvements that we
always lacked at the microlevel, the fine
details,” says Lars Bjorkeson.

Another reason is that it represents a
natural means of getting production mana-
gers to work with future development con-
cepts; our objective is to create a learning
organization. Or, as Ronny Nilsson ex-
presses it:

“The intention is to drydock Auroraina
few years, we can't have consultants
around here forever.”

Ericsson in Karlskrona faces a new situ-
ation and every effort is to be made.
Clearly defined directives have been
issued by Ragnar Back, head of the busi-
ness area, stipulating that Karlskrona is
going to become Ericsson’s best factory.
The future holds the answer.
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Window on ‘tele’ world

terminal screen is one example
of Ericsson’s success in
creating such an interface.

Users help plan
new ‘interface’
for operators

In the new, deregulated world of telecom-
munications it is increasingly important
for operating companies to be able to offer
good service — and rapidly. Switchboard
operators play a key role. And when
Ericsson a few years ago developed a sim-
ple, user-friendly window for operators’
screens, it meant millions of kronor in
added revenue to the companies.

Each second saved when making a con-
nection is critically important in an opera-
tion that, in Telia’s case, involves 45 mil-
lion calls a year.

Two thousand operators
“Manual” operators still play a decisive
role in operating companies. While they
have in many cases been replaced by auto-
matic systems, Telia in Sweden still has
approximately 2,000 such operators
throughout the country.

o ‘ - .
The telephone operators’ new interface is being developed in close cooperation with Ericsson's customers. Liselott Norrenge from Telia's

training center in Kalmar and Ericsson’s Joachim Bergstrom review some new functions (including debiting and call-logging) in the next

product release.

ty. The system had to be easy to learn, easy
to use — and it had to work.

Deliberately colorless

*“Our interface may look a bit dull, but we
made a deliberate choice to work in black
and whllc plus one color,” says Joachim

Directory information is a
typical service that is grow- [
ing rapidly despite higher ¥
prices. Customers are pre- [
pared to pay for service. The
increasing number of ser-
vices and the growth in mo-
bile telephony are contribut-
ing factors. .

“What we have done is
provide an optimally simpli-
fied system to facilitate the |
work of switchboard opera- §
tors,” says Johan Sandberg,
manager of Interactive Net-
work Services (INS). These
are services in which the
caller communicates with an

Operator or a COMPULET Vid porg or computers that can
messages or by pressing communicate with a caller,”
keys. Ericsson’s products says johan Sandberg, man-
are the ES 201 and @2gerof Interactive Network

Bergstrom, who developed
the present system. “Too
many colors and too much
information can be tiring.
“We have tried to avoid
complicating things and,
instead, give users as little
| information as possible.
There is an advanced debit-
ing function, for example,
| but the operator sees it only
if she (or he) chooses to call
it up. In this way we have
been able to shrink the con-
trol window to a minimum
without being forced to de-
velop new windows — a new
typeface for the text, as an
example.
A specially designed key-
board with 122 etched keys
for the most common oper-

OPS/OTN platforms. :"Ml Sl e g ator functions also makes
the work easy.

Unique feature

“The unique feature of our interface isthat Mouse is too slow

we have placed both the telephone seg-
ment and the work segment in the same
window,” Johan Sandberg says.

“The display is divided and the operator
does not have to switch between two win-
dows. The name of the person being called
and other information appears at the top of
the screen; the routing, duration of the call
and debiting information are shown in the
lower portion.”

The objective in developing the system
was to achieve speed, clarity and simplici-

The system is optimized for operations
employing a keyboard since it takes longer
to work with a mouse. The operator can
act immediately, without having to go
through a number of steps. At the same
time, the system should not be so fast that
the operator doesn’t understand what she
(or he) is doing.

One way to increase speed is to cut the
connection time of the various services’
databases. This is done by connecting the
database when the call comes in, before

the operator has even answered. This
saves a second or two and, as noted, every
second saved adds up to millions of kro-
nor.

Cooperation with customers
The platforms have been developed in
close cooperation with customers, notably
Telefonica in Spain and Telia in Sweden.
This cooperation has taken place on a
number of levels, ranging from senior
managers to users, but there is a tendency
to work more and more closely with the
end users — the “switchboard” operators.

“It's not easy to reconcile all view-
points,” Johan Sandberg says, “but after a
while you find certain important matters,
such as the time aspect and speed, that you
can focus on. The cooperation will proba-
bly be formalized to a greater extent and
we will have telephone operators partici-
pating in the work right from the start.
Telephone operators are taking part in the
testing of our new product that we are in-
troducing in November. And in future de-
velopment projects we will set up (special)
groups in the bidding stage. Only then will
we be able to cover all aspects of the sys-
tem, including ergonomics.”

New demands continuously

But what do the operators themselves
think of the system?

“It's a good system but there is always
more to be desired,” said Ylva Carlsson,
Liselott Norrenge and Marita Bjork at
Telia Telerespons AB in Kalmar when
they participated in a functions test of the
new product release in the beginning of
November. New services are being devel-
oped continuously and this is leading to
new demands.

Telephone operators, who are now serv-
ing as specialized advisors, tested both the
new functions and the old ones — which

may have been affected by the change —
at Ericsson. They will then conduct accep-
tance tests of the revised program software
before the new product is tested in traffic
on the island of Gotland, which is known

as “Telecommunications Sweden in
miniature.”
Moving forward slowly

Finally, a few words that show that de-
velopment work often has to proceed
slowly, step by step. Telefonica had re-
quired that the new system be similar to
the one it was already familiar with, a
wooden box of a special design.

“We struggled to make our system look
like the box, but when we had complied
with Telefonica’s wishes the company
was willing to accept other solutions, suche
as a smaller control window and normal
Windows functions,” Joachim Bergstrom

reports.
Lars Cederquist
Photo: Kurt Johansson

Competitive
system

B The ES 201 system is a modular plat-
form that switches contacts between
telephone operators, databases con-
taining various services, and the public
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A perfect

In April 1993, Hewlett-Packard acquired 40 percent of Ericsson’s former

Management Business Unit. The intent was to cre-

ate a software company which would combine Ericsson’s know-how in

administration of large networks-

development of open systems,” says Eric Buatois, who currently is a
member of the Business Support System Unit.

Ericsson and Hewlett-
Packard — a couple
that fits well together

When Ericsson Hewlett-
Packard Telecommunica-
tions (EHPT) was found-
ed it was the first joint

venture between suppli-
ers from the IT and tele-
com industries. The mer-
ger has not been with-

out friction - but now the
positive effects are rap-
idly becoming apparent.

Although Ericsson Hewlett-

‘“Packard  Telecommunications
was established three years ago,
many are not aware of the com-
pany, not even people within
Ericsson. But they soon will. The
company develops the software
that is a keystone in a future ex-
pansion of Ericsson.

A natural step
Software is the future of telecom.
A few years ago, a strong need
was felt to further improve the
software competence within
.sEricsson. Cooperation with an
external software company was
considered to be the most effec-
tive approach to maintain the re-
quired competitive edge in field.
Hewlett-Packard that was identi-
fied as a prospective software
partner.

Hewlett-Packard had just ente-
red into the telecom market. The
company was already successful
in some areas, particularly the
test and measurement field, but
knew it was lacking vital know-

,Jedge and experience in other
telecom areas. A cooperation
with Ericsson was a natural step
to gain that competence.

In April 1993 Hewlett-Packard
acquired 40 percent of Ericsson’s
former Telecommunications
Management Business Unit. The
aim was to create a software
company which combined Erics-
son’s knowledge in the manage-
ment of large networks with
Hewlett-Packard’s experience in

flexible Open Systems compu-
ting solutions.

First time for both

Eric Buatois, who today is a
member Ericsson  Hewlett-
Packard’'s Business Support
System Unit, was Hewlett-
Packard’s representative at the
time the cooperation venture was
established and one of the com-
pany’s "founding fathers”,

"For Hewlett-Packard this
venture is of great significance.
Normally HP prefers to do things
by itself. This is the first large
joint-venture that involves both
people, equipment and finance.

"This solution is also an un-
usual one for Ericsson. Normally
Ericsson enters a joint venture to
gain a local presence on a mar-
ket, or as a step in a future acqui-
sition of a company. This coope-
ration is something completely
different.”

Service as a business
Hewlett-Packard brought speci-
fic skills to the new company.

“Hewlett-Packard is a leader in
Open Systems thinking”, says
Eric Buatois. "Today's custo-
mers expect all parts of a telecom
solution to be competitive —~ both
in price and performance. And
with our open solutions, we can
pick the best parts available.

"In addition, Hewlett-Packard
has introduced the concept of
seeing service and support as a
business in itself. In the compu-
ter industry, customers have al-
ways bought products and ser-
vice separately. Now, the con-
cept will also be introduced to
the telecom industry”.

Ericsson’s contribution to the
new venture emanated from its
years of experience in the tele-
com industry.

“Especially the experience of
managing large and complex
projects  during very long cy-
cles”, says Eric Buatois. "And of
course the general telecom

Ié.:‘ \_I'
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Ericsson Hewlett-Packard Telecommunications has operations in Stockholm and Grondal, Sweden, and in

knowledge and experience of a
world leading telecom supplier!”

Market success
The new company develops soft-
ware for Operational Support
Systems (OSS) and Business
Support Systems (BSS). The lar-
gest product so far is TMOS
(Telecommunications Manage-
ment & Operations Support), a
system that handles all manage-
ment and operations support
functions in public networks.
"TMOS can increase telecom
operators’ profitability by run-
ning their operations and net-
works more efficiently, and by
enabling them to offer additional
services. The system has turned
out to be a veritable market suc-
cess. Up till today we have instal-
led 180 systems in more than 40
countries,” says Eric Buatois.
Another important product is
the BIP (Billing Information
Processor) which, among other
things, helps the customer to
control the revenue stream by
automatically sending all billing
information from the switch to a
billing system. The system was
acquired from TELI and is offe-

red as a complement to TIMS, an
integrated service system for
customer care and customer in-
formation developed by the com-
pany.

Booming demand

Since the customers are still lin-
ked to the installed base of
Ericsson’s telecom systems, the
majority of the business is run
through Ericsson’s sales chan-
nels. However, Hewlett-Pack-
ards share is increasing.

"Our largest customer catego-
ries are the traditional PTTs and,
of course, the mobile operators
where we are part of all Erics-
son’s installations. A rapidly in-
creasing segment is also the new
fixed operators, such as cable
operators and long-distance pro-
viders. The demand from mobile
operators and new fixed opera-
tors is booming.”

Ericsson Hewlett-Packard can
take advantage of Ericsson’s and
Hewlett-Packard's well-establis-
hed sales channels worldwide —a
great advantage in an industry
where the market channels are
becoming increasingly crowded
by the day.

"We can benefit from the mar-
ket presence of our parent com-
panies and interchange between
Ericsson’s and Hewlett-Pack-
ard’s channels, depending on the
business concerned,“ says Eric
Buatois.

Different cuitures

The greatest problem when mer-
ging companies is often their dif-
ferent company cultures. Since
Ericsson and Hewlett-Packard
have strong identities, you could
expect problems.

"Yes, there were problems,”
admits Eric Buatois, “especially
in the beginning. We were afraid
of a collision between the Ame-
rican and Swedish mentality, but
it was rather the different busi-
ness cultures in the two compani-
es that caused the problems.

Impatience

"The main difference is the
speed. In the computer industry,
the business cycles are a matter
of quarters, in the telecom busi-
ness you talk about years. While
you often sell a computer over
the counter, a sale of a telecom
system could easily take two,

marriage of
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ecom and I.T.

A company
well postioned
for growth

Grenoble, France. About 200 persons are employed at Molindal, near Gothenburg.

three years — a fact that has crea-
ted some impatience among the
Hewlett-Packard salesforce!”

From R&D to business
Ericsson’s former Telecommuni-
cations Management Business
Unit was basically an R&D orga-
nization. Since the new company
was founded, it has gradually
been transformed into a business
operation with a new, market-
oriented culture. There has been
dramatic changes but there is still
a bit to go.

"We must remember that we
are dealing with the human cycle
— which is not as quick as the
technological cycle. We just
need some more time for people
to get to know each other and the
new organization — and to see the
benefits for themselves.”

Multicultural

Ericsson Hewlett-Packard has
some 470 employees in Sweden,
of which about half work in
Stockholm and the rest in
Gothenburg, and also some 30
employees in Grenoble, France.
The headquarters is situated in
Stockholm.

While most of the Ericsson
personnel are Swedish, a majori-
ty of Hewlett-Packard’s people
come from abroad. Several, like
Eric Buatois, are French, the rest
originate from the U.S., the
Netherlands, Germany, Spain
and Finland. The mix of cultures
and nationalities has created an
unusually dynamic working en-
vironment.

"1 think that the cultural mix is
a great asset in an international
business environment like ours,”
says Eric Buatois. "You cannot
always understand the world
through Swedish or French eyes
— if you are selling in Spain you
better add a pair of Spanish eyes
as well.”

Attracting personnel
Concurrent with the company’s
expansion, the interest from job
seckers from other leading IT
and telecom companies has in-
creased. Lately, a great number
of applicants from companies li-
ke IBM, Sun, Digital Equipment
and Alcatel have been in touch
with the personell department.
"We are the first venture bet-
ween an IT and telecom compa-

ny, and I believe this in itself at-
tracts people. Historically, our
employees have had an enginee-
ring degree.”

“Today, we hire an increasing
number of people with business
administration degrees, and even
some genuine entrepreneurs. In a
fast-growing, market-oriented
company like ours, all these
skills are needed. And of course,
we also welcome more people
from Hewlett-Packard and Erics-
son!”

Bright future

Three years have elapsed since
Ericsson and Hewlett-Packard
decided on the joint venture.
After some ‘initial friction, the
positive effects are becoming in-
creasingly visible.

"We are a company in the soft-
ware market — and software is the
future of telecom,” says Eric
Buatois.

"Today we see much more op-
portunities than we actually can
handle. We have a sales of nearly
SEK 1 billion and that figure
could easily be increased tenfold
by the turn of the century.”

Jan Kind

The new president of
Ericsson Hewlett-
Packard Telecommuni-
cations, Mr. Thomas
Ivarson, has a hectic
period ahead. A range
of activities are plan-
ned to give the compa-
ny an even clearer fo-
cus.

Prior to the summer, an owner
review of the company was
carried out, and the future stra-
tegy for the company was tho-
roughly discussed. Both Erics-
son and Hewlett-Packard are
satisfied with the results of the
cooperation so far — sales volu-
me and market penetration ha-
ve been according to plan, and
so has the financial situation.
But there are still a few weak
points.

Clearer direction
One has been the occasional
unclear roles in the new com-
pany. Accordingly, one of
Thomas Ivarson’s aims is to gi-
ve Ericsson Hewlett-Packard a
clearer direction, for example,
to further distinguish between
the company's relationship
with Ericsson’s business units
and its external customers.
Within Hewlett-Packard,
there is an ambition that the
new company should broaden
its operations further towards
the open systems technology
and emphasize multi-vendor
applications, something that
Thomas Ivarson also views as a
priority area.

Combine resources

The business concept is to be a
leading telecom management
systems supplier, by combi-
ning the strengths of Ericsson
and Hewlett-Packard.

"Our aim is to combine the
speed and communication
skills of Hewlett-Packard with
Ericsson’s endurance and long-
term relations with its telecom
customers”, says Thomas Ivar-
son. “And the common charac-
tenstics of the two companies,
such as openness, honesty and
professionalism, shall be even
further developed.”

"But we have to remember
that our organization is still ve-
ry young, and the marriage of
two companies is a long-term
process. It may take several
years fo fully implement all the
changes.”

Packard: Thomas lvarson.
Photo: Goran Holtzberg

According to Thomas Ivar-
son, an important challenge is
to focus on products rather than
projects, and to aim at markets
rather than customers.

"We have to start defining
products based on a life-cycle
approach and to treat groups of
customers with common needs
as markets segments, and not
as individual customers. And
we have to start seeing our-
selves as an independent com-
pany, and not regard the Erics-
SON community as customers.”

New organization

To achieve its goals, there will
be some changes in Ericsson
Hewlett-Packard’s  organiza-
tion. The aim is to make it
leaner, with clearer decision
paths, roles and responsibiliti-
es.

"Among other things, we are
creating three product lines that
will be independent business
entities aiming at different cus-
tomer segments,” relates Tho-
mas Ivarson. "And to further
improve our R & D function,
we are establishing two separa-
te design centers — one in
Stockholm and one in Mé&lindal.
The aim is to further increase
focus, simplicity and a results
orientation.”

Positioned for growth
Thomas Ivarson is confident
about the future of his compa-
ny.

"There is a market out there
valued at nearly SEK 100 billi-
on, of which some 25 percent is
available to us already today.
We are unusually well positio-
ned for rapid growth — either by
continuing our focus on OSS
and network operation, or ente-
ring new challenging areas.”

Jan Kind
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PS 890 climbs to new heights

Aggressive launch

ap

Flight tests of the first series
production version of the PS-
890 airborne surveillance radar
- also known as Erieye - is in
full swing at FMV, the Swedish
Defence Materiél Admin-
istration. The shakedown flight
was carried out in mid-October,
with favorable results.

News about the PS-890 airborne surveil-
lance radar was first released in conjunc-
tion with the maiden flight which signaled
the start of a six-month long series of
evaluation flights of the antenna mounted
on a Saab 340 aircraft.

Successful
flight
test in autumn

Since then, personnel at Ericsson
Microwave Systems continued work on
producing the series production units of
the radar. Flights texts of the first unit are
now under way, but there have been some
detours along the way.

Packed with electronics

The first series structure arrived at
Ericsson Microwave in March 1994, In
the months ahead, it was packed with
electronics — antenna plates and 192 trans-
mitter/receiver modules.

In May of 1994 the nine-meter-long an-
tenna was ready for the first tests on the
antenna measurement bed, a so-called
verification period. This was intended to
verify for the first time whether it was ac-
tually possible to achieve the calculated
antenna performance. This period was
scheduled for four to five months, but was
extended to nearly a year.

Condensation damage
Undoubtedly, that was the great setback
for us,” relates Lars Strém, project leader.
“But it was not a result of a fault in the an-
tenna,” he points out. “It was simply that
we had subjected the antenna to exceed-
ingly high temperature differences, so that
a very heavy incidence of condensation
damaged most of the cassettes. The highly
complex measurement system also re-
quired substantially more time than antic-
ipated to attain verification.

The damaged electronics were replaced
and the antenna was lifted from the test
bed for several months of tests with
Saab’s power supply system and Ericsson
Microwave’s cabin equipment.

Complicated measurements
The unit was back on the antenna test bed
again in March 1995. The measurements
were among the most extensive and com-
plicated ever carried out at the facility and
time the PS-890 team was running out of
time.

After the rescheduling, delivery had
been promised to the FMV Test Unit on
August 21.

Concurrent with the antenna measure-
ments, the cabin equipment in the mea-
surement facility test bed by operating the
units that would be installed in the cabin

simultaneous with tests of the software.
At the end of July, all components — the
antenna, cabin equipment and software
— were combined in the test bed. The sys-
tem would now be fine-tuned.

Exceeded expectations

“These two weeks exceeded all expecta-
tions,” Lars Strom relates. “Everyone per-
formed in an outstanding manner. Some
members of the team delayed their vaca-
tions and others were on standby should
they be needed.”

“We had a long list of telephone num-
bers to summer cottages, to mobile
phones and personal pagers.*

Major milestone for project
The first series produced PS-800 was
shipped to FMV on August 17.

“This was a major milestone for the
project.” says Lars Strom. “The equip-
ment was sufficiently complete for testing
by FMV.*

The equipment was mounted on the air-
craft and tested. First on the ground.

Checks include ensuring that the radar
does not interfere with radio transmis-
sions.

The ground testing period concluded
with a so-called shakedown flight to de-
termine if everything is operational while
airborne.

Thereafter, the actual flight test phase
begins, with one flight a week.

After these results are evaluated, up to
four flights tests per week are anticipated.
Formal delivery of the system to FMV is
scheduled for February 1996.

Until that time, Ericsson stills owns
the equipment but the FMV Test Unit is
responsible for it as well as for testing.

Ahead of schedule
Work continued at Ericsson Microwave
Systems on production of the six radar
on order to FMV. As quickly as one an-
tenna leaves the test bed, the next one is
mounted.

These verifications have exceeded ex-
pectations and were completed two
weeks ahead of schedule.

“A great amount of work remains until
we have completed this project,” relates
Lars Strom.

The first complete series delivery will
be in February 1997, concurrent with an
upgrade of the systems already deliv-
ered. Furthermore, Ericsson Microwave
anticipates additional design work, since
FMV continuously seeks improved in-
terference protection functions, develop-
ment of tactical functions and much

more.
Liss Tanger

Ericsson Microwave Systems
is investing heavily in market-
ing the company’s newest ad-
dition to the series of
Microwave links, Mini-Link E.
This is aimed at meeting the
market's increasing demand
for more links.

The Ericsson radio link, Mini-Link, con-
tinues to conquer the world. Currently,
there are Mini-Links installed in 87
countries. The annual volume increase
which has occurred since the first links
were manufactured in the mid-1970s, is
mainly attributable to the rapid develop-
ment in mobile telephony. With Mini-
Link, customers can rapidly build a te-
lenet for wire or mobile communication
of voice and data. In addition, Mini-Link
is substantially less expensive than using
cable to connect radio base stations.

New generation

Min-Link E, where the E is a designation
for Efficiency, Exceptional, Experience,
Extended, Evolution and Ericsson, is a
new generation of radio links-

A further increase in capacity, broader
frequency coverage and extremely com-
pact design makes it a complement to its
successful predecessor, Mini-Link C and
it is suited to today’s modern mobile tele-
phone networks.

Activities surrounding the marketing
of the new link worldwide were initiated
early in the autumn, despite the fact that
the Mini-Link E is not scheduled to be
introduced in the market until the first
quarter of 1996.

Increasing market share

“Early announcement that a new link is

being developed increases our possibility
of increasing our market shares,” con-
tends, Per Anders Hainer at Ericsson
Microwave Systems in Maé&indal,
Sweden.

e ek | W I new radio link

“Interest in the new
link is substantial “
states a content Per
Anders Hainer at
Ericsson Microwave
Systems in Moindal.
This indicates contin-
ued success for
Ericsson’s family of mi-
crowave links.

.

“Consequently, we have decided to be
significantly tougher and more aggres-
sive in the launch of this latest addition to
the Mini-Link family."

Great interest

As a first step in the launch, more than 50
sales personnel and representatives from
26 Ericsson companies worldwide par-
ticipated in a seminar at the Scandic
Crown Hotel in Gothenburg. According
to Per Anders Hainer, interest in the new
link was very great.

For two days the participates reviewed
everything from link history to how to
build a network with Mini-Link. A repre-
sentative from Mannesmann Mobilfunk
was also present, who emphasized in a
presentation at the seminar the impor-
tance of developing a true team spirit be-
tween the customer and supplier in order
to achieve the best possible resulit.

Factory tour
A tour of Ericsson Microwave's link fac-
tory in Bords was the main event of the
third and final day of the seminar. The
second action in the launch was forward-
ing of a fact-packed press release to a
large number of magazines and the trade
press. Mini-Link E was officially intro-
duced at Telecom 95 in Geneva.
“Mini-Link E attracted substantial at-
tention and we fielded a deluge of ques-
tions from market representatives,” re-
ports Per Anders Hainer, who is highly
satisfied with marketing efforts to date.

Leading to success

“The intense activity prior to the launch
of Mini-Link E has been greater than is
normally the case. Results to date indi-
cate that we have broken into a path that
should lead to success in the long-term
perspective.

“We have clearly created interest in the
Mini-Link E on the market. Now it is the
sales personnel’s task worldwide to con-
tinue along the beaten path.”

Cathrine Andersson
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Intelligent networks

ey

future
with
interactive
eyes

“Today’s most modern computers will
end up in museums in a few years and
video tape recorders will be regarded as
pure Stone Age artifacts.” That’s the
Sfirm belief of Lars Gauffin, an Electrum
researcher. Instead, be says, bigh-speed
[fiber optical networks “are the future.”
A meeting with Lars Gauffin is a

dizzying experience— partly due to bis
overwhelming eloquence, but mainly
because the vision be offers of a not-
too-distant future provides a dazzling
insight into the possibilities that lie
abead.

Lars Gauffin has
visions of the

of the future.
You will be able

to do things you
didn’t think were

et s

Seeing the whole world through your eyeglasses.

ars Gauffin left Ellemtel about
a year ago to join Electrum, the
Royal Institute of Techno-
logy’s research center for
telecommunications
information technology. He now divides
his time between the Institute and DTM
Information System AB, a development
company in process of formation.

He is, as he himself says, considered
crazy by some people and a genius by
others. He describes what motivates him
in the following terms:

“First, I want to understand what I am
working with; second, I don’t want to do
what has already been done; and third, I
want to be the best at what I am doing.”

Fast fibers

Despite what appear to the layman to be
enormous developments in the data world,
this is the area in which the limitations on
continuing expansion lie, according to
Lars Gauffin. Instead, the potentials lie in
the transmission field, in fiber optical
networks. The research now being
conducted will result in high capacity at
low cost, he promises.

The Stockholm Gigabit Network Foun-
dation is currently operating a high-speed
fiber optical network for research
purposes. The Royal Technological
Institute, Ericsson, Telia and others are
members of the Foundation. Lars Gauffin
was one of the promoters of this test
service for Stockholm.

“The total data transmitted in Sweden
today amounts to around six gigabits per
second,” he says. “The fiber speed in our

A person will wear eye-
glasses with interactive
image surfaces. The
glasses will convey
images via a camera built
into the earpiece. In this
form of communication,
the receiver of images will
see what the sender sees.

planned text network is ten gigabits per
second. And the cables will contain
hundreds of fibers.”

The dramatic increase in transmission
capacity will mean revolutionary changes
in our ways of exchanging, storing and
using information ~ and, above all, in the
way we experience events.

“Grandma will be able to see her
grandchild's first steps the same seconds
they are taken. And you will be able to
accompany a diving expedition a thousand
meters below the surface of the sea, or
admire the view from the top of the
Himalayas.”

A display screen on your nose

To make this possible, a person will wear
eyeglasses with interactive image
surfaces. The glasses will convey images
via a camera built into the earpiece. In this
form of communication, the receiver of
images will see what the sender sees. The
eyeglasses will not be clumsy “cyberspace
gadgets;” they will be comfortable,
lightweight and well-designed. With a

flick of the thumb in a sort of hand-held
“pointer,” a person will control a cursor
in the image during interaction.

Today it is too costly to manufacture
large, interactive, high-resolution pict-
ure screens for walls at a price the ave-
rage buyer can afford. But such screens
can become possible over the long term.

A mobile telephone today already has
the capacity of a personal computer; by
the year 2000 it will have power equal to
that of a Pentium computer. The real
computer power will be achieved via
networks, at a thousandth of current
costs. It will not be necessary to
purchase software programs; users will
rent them as needed if space doesn’t
have to be used to store something.

Questions immediately arise as to
whether this will be an exceptionally
vulnerable system. The questions are in-
significant, Lars Gauffin thinks. He is an
engineer and will provide the technical
solutions. Concepts and ideas for solving
the security and integrity aspects of the
system are already available.

More “remote” work

selection of programs and films. Select
all the music in the world without
having to buy a record. The loudspeaker
will be behind your ear. You land at a
major airport. Your mobile telephone
rings and you are offered guidance in
reaching the address you seek.

.

Iustration: Magnus Anderso

A picture of the route you are to take is
shown in your eyeglasses.

The network will be able to control the
heat in all households in an optimal
manner, using data supplied by the
Meteorological Institutes. Transmission
of data in real time throughout the world
will be possible. The distribution of a
daily paper costs hundreds of millions of
kronor every year. Networks will distri-
bute the same amount of information for
a hundredth of this cost.

There will be increasingly less reason
to “go to work” when most jobs can be
performed equally well at home. Rural
areas will be more active when people
can live where they want to, and when
employers who want to see their
employees in their workplaces will have
to offer such attractions as food and
other benefits.

The network can offer nearly every-
thing: the transfer of expertise, experi-
ence, time, music, computer power and
information. And it can do so at a cost
that matches today’s telephone bill. The
information will, however, cost as much
as it does today.

The objective is to give all children
who begin school early in the next cen-
tury access to the network through their
own “information eyeglasses.” So be
prepared! Within the near future you will
be able to participate in a new technical
revolution. It will mean that you will
have to leave today’s instruments on the
scrap heap; but you will be able to do
things you didn’t think were possible.
Lena Granstrom

for smart services

The telephone network is no longer a
place where “A” can place a call to “B.” It
has become the world's largest market-
place, workplace and entertainment site.
Today, the telephone — and the network -
are being used in an entirely different
manner than before, We are working
from remote locations, we are handling
our banking business via the telecommu-
nications network and we are ordering
merchandise and various types of infor-
mation by telephone from our homes.

This is creating completely new com-
mercial opportunities that are attracting
new operators and imposing major
demands for new ways of thinking and
flexibility on the part of traditional ope-
rators. This, in turn, is affecting Ericsson
as a supplier.

“We have to understand our customers’
customers,” says Carlos Flores, a market-
eer who focuses on South America.

“When we do this, we can help our
customers do profitable deals. We will
show how they, in turn, can offer attrac-
tive services to their customers. These
customers may range from physicians to
mail-order companies — or perhaps a
minor league hockey team whose mem-
bers can be tomorrow’s subscribers.

Telecommunications subscribers have
become a factor to reckon with. They
constitute a group with the power to
affect the trend of business. With the
deregulation of telecom markets, they are
able 1o say:

“If the service I am getting doesn’t suit
me, or if the services provided by my old
telecom operator are too expensive, I will
switch to a new, alert company.”

“Many operators are now focusing on
different market segments or target
groups and are profiling themselves by
means of new services,” says Matts
Norén, who in involved in strategic
planning at Global Product Line Manage-
ment, Network Intelligence.

“The new operators, especially the
global ones who are focusing primarily

on corporate customers, and the interna-
tionalization of services to these
customers, are an exceptionally important
group,” he says.

But product
proceed rapidly.

“Time to market” is the key concept. It
involves being faster than competitors
when new opportunities arise, says Ulf
Hellberg, who works on product devel-
opment at the unit,

One prerequisite is to have a system
that permits a quick change of services,
So-called intelligent Networks — INs — are
the solution,

Ericsson’s intelligent networks have
proved to be effective competitive tools
for many operators. They offer great
possibilities to vary the services offered.
This is due largely to the so-called SIB
concept that was developed as a means of
creating services. “SIB,” the abbreviation
for Service Independent Building block,
consists of modules of a special type —
symbolized by icons — that are combined
in various ways to ultimately form a
telephone service.

Operators formerly purchased the IN
platform themselves and often elected to
create new services with their own
resources. But today it is increasingly
common for customers to buy “the entire
package” — the products, services and
expertise required to build an intelligent
network structure. This is fully in line
with Ericsson’s strategy in the IN field.

“IN is a key technology and an
expansive sector of the telecommunica-
tions industry right now, one that
definitely has a future,” says Thomas
Larsson, product manager.

To date Ericsson has delivered IN
systems for both fixed-wire and mobile
networks operated by more than 55
companies in nearly 30 countries. It is a
world leader in the fields of Virtual
Private Network (VPN) services and
Universal Personal Telecommunications
(UPT) services. (See box.) LG

development has to
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In three short years, the Cellular Systems— American Standards organization in Stockbolm bas nearly doubled in size.
Today it employs nearly 1,000 people and continues to grow. Despite this dramatic increase in the number of employees

with many coming from different corporate cultures and increasingly from different countries, this relatively small or-

DRIVING IN THE

Cellular Systems for American
Standards seems to have some-
thing for everyone. For the young,
the up and coming and the ambi-
tious, there are the long days that
end in the company of a cold pizza
at one's desk come evening. And
there's the “exotic” travel; six
months out of 12 to remote cor-
ners of the world many miles from
a hot shower and a cold drink?
Their reward is the challenge and
the promise of speedy promotions
for a job well done, For the older
and more experienced, there's the
satisfaction that comes from work-
ing in a dynamic environment, side-
by-side with the best in the indus-
try; pioneering the world’s best ra-
dio technology.

This unit is responsible for devel-
oping and marketing products with-
in the Radio Communications
Business Area based on American
standards. With a 36% global mar-
ket share of DAMPS/AMPS sys-
tems, it is the world's leading sup-
plier of the most widely used stan-
dard for wireless communications.

The right stuff

Responsibility for ensuring that the
unit comes up with a competitive
and profitable mix of products and
services for the CMS 8800 system
falls on Product Management. Mats
Blumenberg, the Director of Product
Management says: “We are respon-
sible for making sure that our prod-
uct portfolio has the highest com-
mercial value possible, i.e. that it is
both competitive and profitable. To
achieve this we have to monitor and
analyze market developments very
carefully. By doing so, we can iden-
tify new business opportunities ear-
ly and then allocate the resources
needed to ensure the timely avail-
ability of these products. The ability
to foresee new trends and to satis-
fy these everchanging demands, is
key to our future success.”.

Taking initiatives

The unit, while only three years
young, is growing rapidly at all lev-
els as D-AMPS/AMPS technology
gains new footholds around the
world. This makes it a very dynamic
and a very busy place to work, and
an ideal working environment for
leaming and advancement. New-
comers find they have to hit the
ground running from the very first
day. And while people are very sup-
portive, new recruits are expected
to take their own initiatives when it
comes to enrolling in training and
language courses.

While many positions within the
organization require a highly spe-
cialized knowledge of complex sys-
tems, the Sales & Marketing area
calls for people with a rather di
verse range of competence, not on-
ly of the products themselves, but
in areas such as law, finance, prod-
uct management and product de-
velopment, to name a few.

w

o

almost anyone in this organiza-
tion. It's a question of finding the
right niche to suit one's particular
skills and personality, says Johan
Ryne, Area Manager for Sales &
Marketing in South East Asia

Sales & Marketing is a fast-
paced, result-oriented working envi-
ronment. It is specially tailored to
serve the needs of a small, flexible

market-driven organization. Sales
& Marketing people are highly moti-
vated, energetic self-starters with
an entrepreneurial style. People
who love challenges and who are
not afraid to make mistakes along
the way.

Because much of their time — be-
tween 25-40% - is spent traveling
in overseas markets, Sales &
Marketing Area Managers need to
have an ear for languages and a
sensitivity for other cultures and
styles of doing business. Area
Managers for Area Managers for
Sales & Marketing take the pulse
of theit local markets and commu-
nicate local needs to the Stock-
holm head office.

Positive thinking

This job calls for a good deal of
diplomacy. Being able to deal with a
variety of personalities and condi
tions under time pressure. Positive
thinking is a big asset,” says
Michael Kuhner, Regional Manager

for Sales & Marketing for Far East
Asia. Michael's quick advance-
ment, which has taken him from
Area Manager to Regional Manager
in under three years, shows the re-
ward opportunities for a job well
done.

Hans Nyqvist, who holds a mas-
ters degree in engineering, came to
American Standards six months
ago from Ericsson Telecom. He's
now working as Area Manager for
Sales & Marketing for South East
Asia, one of the units fastest grow-
ing markets. “When | first got here
| found there was so much to do |
hardly knew where to start. But |
found people very supportive and
highly motivated. After a 12 hour
day, many can't wait to get back in
the next moming. This is the most
stimulating work environment |
have ever experienced.”

Johan Ryne, an Area Manager for
Sales & Marketing in South East
Asia says the opportunities open to
people in a growing organization
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ganization bas experienced surprisingly few growing pains, and enjoys one of the lowest staff departure ratios in the

entire Group. To gain some insight into just what makes this unit tick, we talked to some of the people who work there.

“You have to be good at creating your own company network both vis-a-vis your local company and the organization as a whole.
This means that you have to be a sales person intermnally as well as externally, says Anna Rattzen, Area Manager Sales & Marketing Eastern Europe

such as this one are unlimited.
“There are really positions to suit al-
most anyone in this organization.
It's a question of finding the right
niche to suit one’s particular skills
and personality.”

and the Middie East.

As to sought after character
traits or individual qualities, Anna
Rattzen, Area Manager Sales &
Marketing Eastern Europe and the
Middle East, says: “You have to be
good at creating your own company
network both vis-avis your local
company and the organization as a
whole. This means that you have to
be a sales person intemally as well
as externally. This is vital if you are
going to be able to get things done
and make things happen in support
of your local area.”

All agree that the ideal candidate
is someone with the right technical
qualifications, and preferably some-
one who is already working for
Ericsson. Michael Kuhner: “People
who already know our corporate cul-
ture and way of working get on very
well here. They have had time to es-
tablish the alFimportant informal
network of contacts at various lew-
els throughout Ericsson. Such a
network is vital if you want to get
things done on time.”

Time with respect to delivery of
the system is often a more impor-
tant competitive factor than price.
Operators want the very latest
cost-efficient technology available,
and they want it yesterday. The
Operations unit plays a key role
both in costing the project and see-
ing that is implemented on time.
Their responsibilities include sup-
port when preparing offers, respon-
sibility for project budgets, prepar-
ing of project time schedules, the
planning and securing of imple-
mentation resources, producing
project specifications and compil-
ing monthly reports.

Meeting deadlines

Once the contract is signed, the op-
erations people see that all of the
various system components come
together on time. Operations are
also responsible for providing local
companies, in those countries
where they exist, with human re-
sources support for installation
and testing, cell planning and train-
ing etc. The project coordinators
and project managers within opera-
tions all wage a constant battle
against lead times for the delivery
of key system components. One
lagging component can delay an
entire system.

The most unpredictable chal-
lenges of all, the ones a project
manager's nightmares are made
of, are confronted in the field.
Often in remote places like rural
China or Russia where even the
most ordinary item, like a missing
bolt or a screw can hold you up for
days. Project Manager for Ope-
rations, Martin Henriksson ex-
plains: “Imagine being hundreds of
miles from anywhere on some re-
mote construction site and find
that you are short an ordinary tool
or a part. You can't just jump in
your car and drive to the local hard-
ware store. And even if you could
find a town, the chances of them
having what you need, no matter
how basic, are small. It's got to be
flown in at great expense.

Project Manager Magnus Arfors
says: “Whenever possible, we try
to airlift everything we need right to
the site in sealed boxes.
Sometimes this isn't practical and
we have to hand carry suitcases
filled with all kinds of things with us
when we travel. Working under con-
ditions such as these and with a
wide variety of people, calls for a
lot of fast thinking and on-the-spot
creativity. You simply have to make
things up as you go along. This is
really what makes this job so inter-
esting, and enjoyable,” concludes
Arfors,

The ideal candidate for the
Operations unit is someone with
an engineering background and a
degree in business administration.
Language skills and a patient,
easy-going, diplomatic manner will
serve you well in this job.

Perhaps the biggest challenge we
face is making the most of the re-
sources we have and coordinating
the work, says Martin Henriksson,
Project Manager for Operations.

The global nature of the unit's
operations is very much reflected
in its personnel who come increas-
ingly from different parts of the
world. Many have been working for
Ericsson in their home countries
for a number of years before being
asked to relocate as “expats” to a
new foreign posting.

Larry Wood of Texas, a former ex-
pert in microwave technology with
the U.S. Air Force has been with
Ericsson since 1985. Larry started
with Ericsson in Dallas where he
worked as an instructor teaching
our own personnel and our cus-
tomers the ins and outs of RBS
equipment. Since that time Larry
has worked in a teaching capacity

Stockholm a very nice surprise in-
deed,” says Larry Wood, Manager,

with switching, software design,
product management and new
product evaluation, all within the
context of the D-AMPS/AMPS stan-
dard.

Today Larmry is based in Stock-
holm where he is Manager, Product
Support. “I enjoy living in Stock-
holm. | travel a great deal, often to
distant markets in the Far East,
Europe and to North and South
America. Stockholm is a nice place
to come home to. It offers a better
quality of life than many of the oth-
er countries | have lived in before. |
don't even own a car, Public trans-
portation is great and | actually
bike to my office in Kista from my

apartment in Stockholm. | think ex-
pats from other countries will find
Stockholm a very nice surprise in-
deed,” says Larmy

For Frédéric Aron, who has re-
cently undergone a five month
training program in Dallas, site of
the unit's U.S. headquarters, the
opportunity to work and live in the
states was a rewarding experience.
“It was quite an intensive leaming
experience, but very useful. Not on-
ly did we get an opportunity to learn
a good deal about the technical as-
pects of my specialty area, which is
radio network design, but we also
had the chance to get to know a lot
of the people working within the or-
ganization there. These kinds of
personal contacts are very impor-
tant when it comes to future co-
operation.”

Frédéric, who is a native of
France, has been with Ericsson for
two years. After spending half a
year in the research department
working with ASIC technology, he
transferred to this unit to work with
systems engineering. He has a
Masters of Science from France
and a Ph.D. in applied electronics
from a Swedish university.

Technical expertise

One of Ericsson’s great strengths
as a global telecommunications
supplier has been its wide range of
technical expertise in the areas of
switching, radio communications
and networking. This broad exper-
tise has been of key importance in
the development of RBS 884, the
new generation of radio base sta-
tions designed to accommodate a
wide variety of analog and digital
network applications for both in-
door and outdoor environments.

Developing RBS 884 into the
most cost-effective solution for
wireless networks is the responsi-
bility of the Radio Network
Products unit. For the past three
years, the unit has devoted much
time to the development and re-
finement of RBS 884, This product
combines advanced technology
with flexible system solutions to
ensure flexible and cost-efficient
use.

Thomas W. Nilsson, Project
Manager for TRX, heads a design
group of some 100 engineers re-
sponsible for some of the key hard-
ware and software behind the RBS
884. “Among other things, our
group has designed the trans-
ceivers and some of the other main
radio components which go into
this new base station. Now that the
basic design phase is nearing com-
pletion and it enters into series
production, our job is to continue
to refine it by making it even more
robust.”

Coordinating the work

Perhaps the biggest challenge we
face is making the most of the re-
sources we have and coordinating

the work of specialists at different
levels of the design and various
production phases.

Martin Shoon, a Ph.D. in mi
crowave electronics, is a specialist
working with Radio Design Deve-
lopment. Among his many duties,
he is responsible for radio design
methodology, building model |i-
braries for CAD, and for teaching
new engineers and others how to
make the most effective use of
CAD tools.
Martin is regarded as a kind of a
trouble-shooter when it comes to
solving a wide range of questions
involving chip level design and PCB
design. Martin says there is a grow-
ing need for engineers with back-
grounds in integrated circuit (IC)
design, in mathematics and com-
puters. “We work a great deal with
computer-aided test solutions to
test power output, data communi-
cations and the like," says Martin.

FOTO: STUDIO NILSSON &
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Recent

developments

B Today, the D-AMPS (15-136)
CMS 8800 system supports all
wireless applications, from tra-
ditional cellular to PCS, to
Fixed Cellular. It offers the
most cost effective digital wire-
less solution for coverage, ca-
pacity and quality.

B Ericsson launches new "dual
band” PCS solution which en-
ables operators to intergrate
services in both the 800 and
1900 MHz bands and to offer
nationwide seamless roaming
from day one.

B AT&T Wireless Services an-
nounced recently that Ericsson
and AT&T Network Systems
would share in the delivery of
new network equipment for
PCS, worth approximately USD
450 million, AT&T Wireless
Services has declared its inten-
tion to base its new PCS net-
works on D-AMPS 1900.

B Ericsson recently signed sev-
eral major D-AMPS /AMPS con-
tracts with cellular operators in
Argentina. The total value of
the orders from the three
Argentinean operators is ap-
proximately USD 200 million.
The Ericssdon network will be
fully digital (1S-136) providing
high capacity, enhanced fea-
tures and expanded services
throughout the country.

B Ericsson wins SEK 450 mil-
lion order from Mobikom of
Malaysia for the expansion of
the Mobifon D-AMPS/AMPS
network.
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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 Anita
Wilhelmsson at Ericsson
Corporate Relations. Phone +46
871928 14.

. 4 Telefonaktiebolaget LM Ericsson, Ericsson Management
Institute

Ericsson Management Institute is a support unit within the
parent company of the Ericsson group - LME. The Institue
conducts management development activities for senior
managers and executives within the Ericsson group
world-wide.

We are now looking for a new Programme Administrator,
who will:
W be responsible for the administration of some of our
General management and Functional Programmes
W assist in co-ordination of leadership training
B be the web-master for our home page on Intemet
The work is caried out in close co-operation with the
Programme Directors for each programme. You will be one
of Two Programme Administrators at the Institute.
You should
W be confident in using written and spoken English
W be service oriented and have the ability to work as a
member of a team

VACANCIES

B have 2 sense of responsibility and be able to make your
own decisions when required
W be able to work well with computers (MS-office)
You should have some years of experience in administrative
or secretarial work,

We are offering you a stimulating job in an intemational
environment with many personal contacts both intemally
and extemnally.

Contact: Knut Johansen, Manager of EMI, phone 719 0962
or Johanna Busk, Programme Administrator, phone 719
8599. You can also see us on Intemet. The address is
hitp://www.Ime.ericsson.se/imem/. Please send your ap-
plication, not later than December 15, 1995 to
Telefonaktiebolaget LM Ericsson HF/LME/P Per Svahn 126
25 STOCKHOLM

Ericsson Radio Systems AB, Kista

In market operations Asia Pacific (LN), we have a strategic
marketing support function with two new positions. One in
the area of pricing and one in business intelligence. Our
main areas of responsibilities are; n To support LNs marke-
ting organisation in the tender nego- tiation and contract ac-
tivities with information such as; price analysis, price reco-
mendations and competitor information.
® To cooperate with RMOGS central strategic market analy
sis and commercial support unit, LM/U, and other
MO-units.
B To coordinate the business planning within LN.
Applicant should preferably be experienced in marketing
and pricing of cellular systems. Aftematively an academic
degree in technical marketing. Good verbal and written eng:
lish.

Contact: Ulrika Andersson, phone 08-757 36 09. Send
your application to: Ki/ERA/LNH, Carin Kasberg, memoid
ERA.ERACASA

Ericsson Radio Systems AB, Kista

Within RMOG we are now establishing a new unit, Support
Resource Agency. The units responsibility is to support our
market operations units and local companies world wide in
their efforts to secure personnel resources within the area

operations RMOG. Today we are two co-ordinators and we
are now looking for a

with feeling for administration.

You will be responsible for our database of personnel
and for the order and co-ordinator process. We are in a star-
ting up phase why we are looking for an energetic person
who have administrative solutions in order to meet the ex-
pectations of high qualities fromour customers. You will a-
$0 help us to build up and support a bigcontact net world wi-
de. Therefore you have good communication skills and good
knowledge in Engfish.

Contact: Lars Ander, phone 08-404 5252 Thomas
Eriksson, phone 08-404 5251. Send your application to:
Towa Raak, Ericsson Radio Systems AB, 164 80 STOCK-
HOLM

Ericsson Radio Systems AB, System Support RMOG, Kista
GLOBAL SUPPORT MANAGERS

Within customer services and support, the unit Global co-or-
dination for Digital System (GSM, DCM, PCS) has the re-
sponsibility for global co-ordination of the Ericsson Support
requirements.

We are looking for senior people with experience from
design and/or supply and support (ES0/FSC management)
of software. We prioritise people with Ericsson experience
and are working in local companies extemal of ERA.

Your task will be to manage and co-ordinate our Ericsson
Support Office (ESO) which is our second line support orga-
nisation. This inciudes establishing and following up goals
regarding lead-time, quality and cost. ESQ's are controlled
by steering group meetings of which you will be the chair-
man. You will also be responsible for ESO strategies, guide-
lines for ESQ’s, requirements, co-ordination towards design,
agreements between RMOG and MLC/ESO's and compe-
tence development as a member of the ESO Global mana-
gement team.

Your mission is to help create a global support organisa-
tion that promotes customer satisfaction and is cost effick-
ent. You will have an indirect responsibility for roughly 100
people situated all over the world. In order to execute these
responsibilities, extensive travel can be anticipated.

Contact: Soren Ahistedt te! 08/7570963 Memo ERASA,
Neal Hoffman tel 08/7570750 Memo EXTR.QRANEAL or
Dag Ribsskog Memo EXTR.QRADRIB. Your CV is fo be sent
to Charlotta Steen, Human Resources tel 08/4042807
Memo ERACHAS.

Ericsson Radio Systems AB, Kista
SERVICE MANAGERS

RMOA Strategic Service Product Management are looking
for Service Managers who can take responsibility for the
Service product provisioning and the Supply management.

Operational experience of NMS specific or 0&M in gene-
ral s required for the position. Operator experience is ap-
preciated. Ambition to develop as a Leader is a must. The
work entails intemational contacts and travel.

Contact: Hans Cenvin, phone 08-757 2803, Memoid
ERA.ERAHACE. Send your application to: Britt Bosrup
Ericsson Radio Systems AB 164 80 Stockholm. Memoid
ERA.ERABUP

Ericsson Radio Systems AB, Mobile Services Switching
Center (MSC), Kista

Business Unit Cellular Systems - American Standards
(RMOA) offers products for PCS networks in the 800 and
1900 MHz frequency bands based on the digital DAMPS
standard. Our products are successfully being deployed in
several countries in North and South America, Asia and
Oceania.

We have a position open as Product Manager for MSC
(Mobile Services Switching Center). As such, you will be re-
sponsible for both the application and the AXE 10 platform.

As Product Manager you work with consolidation of mar-
ket requirements, product strategies, sourcing, business
cases, life cycle management, and customer presentations.

You have an academic degree, a general telecom back-
ground and good AXE 10 and/or cellular knowledge. The
work entails intemational contacts and travel.

Contact: Magnus Isaksson, tel 08757 2678 (ERA.ERA-
MiN). Send your application to: Britt Bosrup AH Ericsson
Radio Systems AB 164 80 STOCKHOLM Memoid:ERA.ERA-
BUP

Product Management and its responsibilities form one of the corner-

Ericsson Telecom AB reinforces and searches for future

PRODUCT MANAGERS

Today you work in the Ericsson group, for example within construc-

stones of our new organization. To secure our next generation of
competent Product Managers, Ericsson Telecom will be carrying out a
job-rotation program. We are now searching for 15 to 20 candidates for
a comprehensive in-house training program. Broad training will be
sandwiched with varied practical work experience in Sweden and
internationally. The program starts in February 1996 and runs till the
end of the year.

You will be employed by one of our Product Management units. This
will be your home unit during the program, and afterwards you will
continue as a Product Manager. You will have a mentor, most likely
belonging to the same unit. Your tasks may vary depending on the
responsibilities of your assigned unit, and of course depending on your
interests and abilities. There is wide spectrum of work content within
Product Managements — it covers the tasks of businessmen, innovators
and product specialist, such as:

¢ Translate customer and market needs into viable products, and
develop marketing strategies for these products.

* Handle product requirements and make sure that they are fulfilled in
tenders and other sales activities.

* Control and follow up products decisions over the whole product
life cycle, from business opportunity tracing, product provisioning
until product phase-out.

* Take complete product business planning responsibility by establis-
hing product goals and strategies to secure product profitability.

* Protect our ideas and products by applying for selected patents, and
by representing Ericsson influentially in international standardiza-
tion committees.

tion/ development, marketing / sales, testing or production. You have an
expressed interest in working with broad product issues and with a
business perspective. You are comfortable with both an overall and
detailed perspective, persistent in the present, eager to have new
experiences, and you are free from cultural limitations. You should also
be representative and skilled in making presentations, enjoy team work
and easily take the lead if necessary. As you might have imagined, we
will pay special attention to your personal abilities and your interest in
personal development.

Do you want to know more? Please contact Jarl Hoglund,

Project Leader, on telephone + 46 8 681 11 13 (memo EDT.EDTJRLH),
Stefan Andersson, experienced Product Manager,

on + 46 8 719 49 55 (memo ETXT.ETXSNAN),

Jens Andersen, experienced Product Manager,

on + 46 8 719 63 33 (memo ETXT.ETXJEAS),

or Ewa Brandt, Human Resources,

on + 46 8 719 82 89 (memo ETXT:ETXEWAB).

We need your application sent to the following address:
Ericsson Telecom AB

TN/ETX/X/H Lena Averin
S-126 25 Stockholm, Sweden

\
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Ericsson Telecom AB,BU Switching and Network Systems,
GPLM-Switching

Do You enjoy working with the markets and do You want to
make surethat BX introduces profitable AXE 10 Systems to
our customer? We have two open "Business Manager” posi-
tions for the network expansion markets in Central & Latin
America, Middle East Africa, Asia and Eastem Europe.

As "Business Manager” You take responsibifity for:

8 Business Planning and input to Ericsson Strategic
Planning

18 Business Strategies: Roll Out Directives, Product
Substitution Strategies, Pricing & Product Marketing
Strategies etc

B Business Opportunity Tracing: To define best possible bu-
siness and products for BX and the markets

W Decisions on new AXE system issues.

You will be working in close cooperation with other
Business Mana- gers , Market Responsibles, Product
Marketing and Product Management.

You have an M.Sc or MBA (or equal) and you have an en-
trepreneurialpersonality. You have experience from marke-
ting or account management and/or product management.

Contact: Magnus Rosenblad, 08-719 0531, memo
ETXT.ETXLMR,Business Management Network Expansion or
Kerstin Halén, 08719 2054,memo ETXT.ETXKER, Human
Resources.

Ericsson Telecom AB, Switching & Network Systems,
Customer Services - Consultancy Services

One of the new business ideas at Customer Services is to
sell Network Operation to Operators. This means that
Ericsson will take care of technical operation and mainte-
nance on behalf of the operator.

This is really a challenge to Ericsson - only a first class
performance is good enough! To develop the concept we
need product managers who are business oriented and who
has experience from network operation of AXE-networks in-
cluding Network Management Systems as well as Customer
Care- and Billing Systems.

As a product manager you must be capable of discus-
sing network operation issues from a technical and busk
ness point of view.

You will work in an intemational environment in close co-
operation with sales and marketing people as well as ser-
vice provisioning and supply units. Our business language
is English.

The job position offers you travel opportunities when visi-
ting customers at Ericsson local companies world-wide.

If you find such a job challenging, please give us a call
and we will explain what it is all about.

Contact: Ole Jorgensen, telephone +46 8 719 3135, me-
mo ETXT.ETXOB).

Ericsson Telecom AB, LDC Systems Design and
Integration, TN

PROJECT SYSTEMS MANAGERS
for our BM/FM Projects

During 96, we will have several major projects for local and
transit applications on-going. Therefore we need to streng:
then our organisation,

As Project System Manager you will be part of the sys-
tem group that is responsible for System Study/Analysis du-
ring the Pre-/Feasibility Study of our development projects.
The system group is also overall technical responsible du-
ring the execution phase.

You will be working in the system management organisa-
tion at our unit, where we work with the system as a whole,
i.e. the GAS (Global Application System) is the product we
deliver.

We expect you to have several years of AXE experience,
have workedin large development projects and preferably be
familiar with the AM (Application Modularity) architecture.
You use English with ease and like to work together with ot-
her people.

Contact: Monica Swensson, 087194721, ETXT.ETXSWE or
Susanne Borg, Human resources, 08-T196575, ETXT.ETX-
SUBO

Ericsson Radio Systems AB, Kista

Product Managers
Radio Access Network

Business Unit Cellular System - American Standards
(RMOA) offers products for PCS networks in the 800 and
1900 MHz frequecy bands based on the digital D-AMPS
specification. Our products are deployed in most parts of
the world including north and south America, Asia, Oceania
as well as Europe,

We are now looking for product managers to direct the

VACANCIES

further development of access network products. You will
be working with analysis of market requirements and com-
petitors, definition of development strategies in product
plans, ordering of R&D activities in our own organisation as
well as at ETX and with extemal suppliers. Activities are car-
ried out cooperation with our workd wide marketing and de-
velopment organisation.

1. Product Manager - AXE Related Products

You will be responsibie for AXE related products in the radio
access networkincluding transport network products as well
as processors and interfaces in the base station. This posi-
tion requires experiece from AXE and/or transport network
products.

2 Product Manager Radio Network Functionality

You will be responsible for the defining of product: and de-
velopment plans for air interface functions together with our
system experts and marketing organisation. This position
requires experience from product,/project management, sys-
tem design or similar.

You should have an academic degree and a background
from telecom or cellular.

Contact: Ulf Hagstrom, ERAFLU, 08-757 02 24, Your appli-
cation should be sent to: ERA/A/AH Britt Bosrup, Ericsson
Radio Systems AB, 164 80 STOCKHOLM (Memo:ERA.ERA-
BUP)

Ericsson Radio Systems AB, Kista

Project Manager
- Product Deployment

The ERA Product Deployment group is responsible for the
rapid integration and global deployment of new products in-
to RMOA markets outside of North America. Project mana-
gers within the group are responsibie for coordinating activi-
ties required to introduce new products to non-North
American markets, the first office application (FOA) of these
products in each of the major market regions and the sub-
sequent global deployment. Project managers work closely
with the LMC development project team as well as the tech-
nical assistance centers (TACs) located in Mexico City,
Melbourne and Dublin.

A minimum of three years technical experience with AXE,
excellent written and spoken communication skills in
English and the ability to manage diverse activities in many
geographical locations are required. Prior project manage-
ment experience and a knowledge of cellular would be an
advantage. You should be able to prioritize and take dech
sions under pressure independently and you should have a
bachelor degree in either engineering, telecommunications
or equivalent.

Contact: Glenn Wong (ERA.ERAGLWO), 46 8 404 2740.
Piease send your application to: KI/ERA/AH Marianne
Molin, Ericsson Radio Systems AB, 164 80 Stockholm

Ericason Telecom AB - Core Unit Basic Systems

TOTAL PROJECT MANAGER FOR THE
APZ-ODEN PROJECT.

We are looking for a Total Project Manager for the
APZ-ODEN project.

The purpose with the APZ-ODEN project is to develope a
new CentralProcessor for AXE 10 (APZ 212 30). The work
will be done in co-operation with some Local Companies
(EPA, EED, and EKA) and the time schedule is very challeng:
ing.

In order to manage this challenge you must be quick to
take initiative, easy to co-operate with and not be afraid of a
new way of working,

Organizationally you will be located in the project office
within Core Unit basic Systems, but you will be responsible
for the project towards the Steering Group.

A Project Manager on Master level, according to MKY, is
required for this position.

You are needed now, since the project will soon reach
TG2 and we want you to take part in planning for the future
of the project.

If you want to work with Project Management on this le-
vel, this is a great opportunity that you should not miss. The
demand for for this product is great and you will work in an
organization with a lot of technical competence.

Contact: Bemth Gustavsson, tel. 08-719 1123, ETXT.ETX-
BEGU; Mats Bjerldv, Human Resources, tel. 08/719 9675,
ETXT.ETXBJEL

Ericsson Telecom AB, Switching and Network Systems,
AXE Provisioning

TOTAL PROJECT QUALITY MANAGERS

You will work in the staff of the total project manager and

report directly to him. Your task is o prepare, implement

and do follow-up of the project quality plan. This alsa inclu
des follow-up on the sub-projects quality plan in co-opera-

tion with the sub-project quality managers.

You should have a MSC degree in quality engineering or
equivalent. Experience from AXE software development,
PROPS and quality work in projects is an advantage.

Contact: Mikael Roth ETXT.ETXPMR + 46 8 719 1871
Susanne Borg ETXT.ETXSUBU + 46 8 719 6575 Personnel

You will work in the staff of the Total Project Manager and
report directly to him. Your task is to prepare, implement
and do follow-up on the project configuration management
plan. This also includes follow-up on the sub-projects confi-
guration management plans in co-operation with the
subproject configuration managers.

You should preferably have a MSc in engineering or equi-
valent. Experience from AXE software development, PROPS,
and configuration management in projects is an advantage.
It is also an an advantage If you have experience from
Ericsson administrative systems such as DELTA and PRIM.

Contact: Mikael Roth ETXT.ETXPRM + 46 8 719 1871
Susanne Borg ETXT.ETXSUBO + 46 8 719 6575 Personnel

You will work very close to the design project manager and
report to him. The design project management will work as
ateam and some tasks can be fully or partly delegated to
you.

You shouid have a MSc in engineering or equivalent. You
been gained from management of small projects.
Experience from AXE software development, our design pro-
ject development process (MEDAX) and PROPS is an advan-
tage.

This could be an oportunity for young candidates that
feels ready for a challenge and the next step in their mana-
gement development.

Contact: Mikael Roth ETXT.ETXPRM + 46 8 719 1871
Susanne Borg ETXT.ETXSUBO + 46 B 719 6575 Personnel

PROJECT MANAGER
You will lead one of the largest project within the total pro-

Ject. You report directly to the Total Project manager and is
also a member of his management team. Your task is to do
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all planning, build-up and implementation of your project.
You must act as a coach for your management team and for
the sub-project managers that reports to you.

You should preferably have a MSc in engineering or equi-
valent, but most important is your professional background
and management skills. You must have project project ma-
nagement experience, which could have been gained from
sub-project management. Experience from AXE software de-
velopment, our design development process (MEDAX) and
PROPS is a great advantage.

Contact: Mikael Roth ETXT.ETXPRM + 46 8 719 1871
Susanne Borg ETXT.ETXSUBO + 46 8 719 6575

You will work close together with one of the manager at the
project office. Your task will cobver the whole operation of
the design centre, Your task can be specified as:
- establishment of the order office
- implementation and development of the order process
- handling of all incoming assignments
- support all units with opening and closing of assignments
- support in contract preparation of short term loan of per-
sonnel
- handling of the design centre’s selling of products

You should have 3-4 gymnasium or equivalent. Good PC,
experience and knowledge of Ericsson administrative sys-
tems is a requirement. You must also be able to work inde-
pendent and take own initiative.

Contact: Mikael Roth ETXT.ETXPRM + 46 8 719 1871
Susanne Borg ETXT.ETXSUBO + 46 8 719 6575 Personnel

Interactive Network & Services (INS)

Interactive Network & Services (INS), is looking for individu-
als that can add value to the work within an international dy-
namic environment close with customers (extemal/ inter-
nal), products, subcontractors and partners.

Working with Business Management you will be

B Responsible for consolidated profit and marketing sup-
port to a number of markets worldwide including sales sup-
port, presentations and product communication.

8 Developing market plans in co-operation with our sales

packaging.

CORPORATION

Fax n*: + 886.2.523.63.69

CP Clare launches an integrated solid state surge arrester
and solid state relay

CP Clare Corporation (NASDAQ:CPCL) Solid State Products, a recognized world leader
in the semiconductor and electromagnetic relay marketplace, has released the
PLCA110. The PLCA110 is an integrated solid state surge arrester and solid state relay
housed in one 8 pin DIP package. The solid state surge arrester is designed for
secondary telecom line protection, Mests FCC Part 68 (non-repetitive surges 10/560ms, *
100A peak and 80QV), is compatible with VDEO433 (non-repetitive surges 10/700ms,
50A peak and 2000V), provides breakover voltages (238-340V) and zero degradation
with repetitive surges. The solid state relay provides the hookswitch/dial pulse function
with electrical parameters up to 350V, 35 Ohms and 120mA blocking.

The PLCA has been confirmed to meet FCC part 68 by Dash Strauss & Goodhue, Inc.
Input/Output isolation of 3750 Vrms is available as well as surface mount and tape/reel

For more info and samples, please contact one of our sales offices:

ASIAN SALES OFFICE EUROPEAN SALES OFFICE NORTH AMERICAN
Room N1016 OVERHAAMLAAN 40 SALES OFFICE
CHIA-HSIN Building 1l 3700 TONGEREN 6018 CAMPUS DRIVE
10F, NO.96, Sec 2, BELGIUM ARLINGTON HEIGHTS
CHUNG SHAN NORTH ROAD Tel 0™ + 32.12.300400 ILLINOIS 80004
TAIPE], TAWAN, RO.C Fax n°: + 32.12.390419 USA
Tel. n*: + BB6.2.523.6368 Tel. n®; + 1,708.797.7000

Fax n® + 1.708.797.7023
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channels including sales forecast and activity plans for the
markets you are responsibie of

B Managing market solutions on products and senvices in-
cluding the initialising of market specific design, verification

Or working with Product Management you will be......

B Responsible for parts of the INS product portfolio regar-
ding profit, opportunity tracing strategjes, product plans and
customer presentations.

®Project sponsor responsible for product requirements, in-
terface to our development organisation as well working
with business cases for new products and sefvices.

B Interface towards subcontractors, partners worldwide and
other product management organisations within Ericsson in
order to effectively support necessary products and ser-
vices.

In order to succeed in this job you must have.....

B Good knowledge of Telecom and,/ or Datacom.

® Good English language skills.

B Experience from product management or marketing & sa-
les.

B Good communication skills both verbally and writing.
Futher more, it's importante that you have a structured way
of working, arecopen midnded and take inititives in your da
ly work.

Contact: Johan Sandberg (08-7193244) or Jens Andersen
{08-7196333). Please send application to AT/ETX/X/U0
att: Beatrice Hagstrom.

Ericsson Telecom AB, Marketing Asla & Pacific,
Telefonplan

PRODUCT MARKETING

- MIDDLE EAST

Join a proactive, multinational team in a rapidly changing
environment! The emphasis is on customer awareness,
technical skill and an ability to communicate. Promotion or
an even better job after two-three years is the norm. Our
current team is very experienced,

You will have an opportunity to work with the complete
Switching and Network Systems product range, although so-
me specialisation is expected. Two vacancies exist in
Stockholm, one in United Arab Emirates.

Education on a University leve! is required. Fluency in
Arabic will impress but is not essential.

Contacts: Patrick Duffy, 08-7190502, Memo ETX.ETXDUFF
or Ann Jingidev, 0871983404, Memo ETLETXANN

Ericsson Telecom AB >LDC Systems Design and
Integration, TN

In Service Performance (ISP) is increasing in importance as
the telecom world market changes rapidly. At BU Switching
and Network Systems there is a focus on improving the per-
formance of AXE 10. Ten strategic markets have been se-
lected, among them are Switzerland, Australia, Mexico and
Norway.

We at GAS Performance are now looking for experienced
testers who would like to move on to a more market orien
ted position. As responsible for ISP at selected markets you
will run the ISP improvement work on 3 selected markets.
The work implies cooperation with units within the BU and

You are the driving force for the ISP improvements in
your markets. The position is similar to a project manager.
You find it easy to co-operate with people and your English
is good. A certain level of assertiveness is important and
you should have a minimum of two years AXE 10 testing ex-
perience. It is an advantage if you have worked with custo-
mer support.

Contact: Anders Silver, 08-7192884, memo ETXT.ETXASIL
or Susanne Borg, Human resources, 08-7196575, memo
ETXT.ETXSUBO.

Ericsson Telecom AB, Systems Design and Integration.
ISP COORDINATOR

In Service Performance (ISP) is increasing in importance as
the telecom world market changes rapidly. At BU Switching
and Network Systems there is a focus on improving the per-
formance of AXE 10. Ten strategic markets have been se-
lected, among them are Switzerfand, Australia, Mexico and
Norway.

We at GAS Performance are now looking for experienced
testers who would like to move on 1o @ more market orien-
ted position. As responsible for ISP at selected markets you
will run the ISP improvement work on 3 selected markets.
The work implies cooperation with units within the BU and
with Ericsson companies worldwide.

You are the driving force for the ISP improvements in
your markets. The position is similar to a project managers.
You find it easy to cooperate with people and your english is
good. A certain level of assertiveness is important and you
should have a minimum of two years AXE 10 testing experi-
ence. It is an advantage if you have worked with customer
support.

Contact: Anders Silver, 087192884, memo ETXT.ETXASIL
or Susanne Borg, personnel, 08-7196575, memo ETXTETX-
SUBO.

Ericsson Telecom AB, Operations, Software Supply,
Network Upgrades

We are loking for a person with competence in the area of
10G11 system handling and trouble shooting.

Our duty is to verify and implement software packages
for new and modified Market Application Systems [MAS) to
ETX markets. The unit also have a specific responsibility for
Application System Replacements (ASR) and support.

We need to strengthen our competence in the 10G11 ;
handling, support and trouble shooting areas. The job inclu-
des responsi bility within Software Supply to handie, trou-
bleshoot and support internal projects as well as customer
implementation and support.

You should have experience from AXE10 testing and
good knowledge from I related handling and troubleshoo-
ting. You have the customer at focus and is willing to share
your experiences.,

Contact: Thomas Fagerholt, 98532, memo: ENLETXTFT,
Crister Carlzon, 93364, ETX.ETXCECA orHuman resources
Mikael Lundgren, 94332, ETX.ETXDOLF.

Ericsson Telecom AB
MANAGER - SYSTEM VERIFICATION

We at System Design and Integration are looking for a per-
son to fill the position of System Verification Manager at our
Local Design Center. The Systems Design and Integration
unit's Local Design Center bears overall responsibility for
the technical development of Global Application Systems
(GAS) within Business Unit Switching and Network Systems.
In this position, you will be working in a new organization

in which cooperation and team spirit are important factors.
You will be responsible for 10 to 15 staff members, besi-
des being personally accountable for your own budget. in
addition, as a member of the unit’s management team, you
will share responsibility for, and help to develop, the unit's
strategy. The person we seek is someone who is an experi-
enced manager, and who has the ambition and the drive to
develop further in that direction. We also believe that you
are interested in competence development and improve-
ment work.

Contact: Leif Stensson, 087199264, memo: ETXT.ETX:
LEST or Susanne Borg, Personnel, 08-7196575, ETXT.ETX-
SUBO.

Ericsson Radio Systems AB, Kista

To the business unit Market Operations AsiaPacific a new
unit will be created which will be responsible for the
Customer Services within the region. The unit shall work
with the Customer Services products defined by RMOG/LY.
The new unit shall:

- Support the core 3 teams in the marketing and sales of
these products. - Define the implementation of the sold ser
vices. - Create strategical plans for these products in the re-
gion. - In the budget process estimate the needs of the ser-
vices. ( secure the resources ) - Create all contracts to-
wards customers and organisations supplying the customer
services. - Consolidate the customer service business wit-
hin the region. - Support the local companies in organisatio-
nal discussions , recruitment and implementation of these
services. - Follow up all assignments and processes related
1o the cust- omer services within the region. - Present the
operational status of all NMT , TACS and GSM systems in
the region.

The manager for this position should have : - A CME20
system experience. - A good knowledge of the organisation
behind the customer services. - A good knowledge of the
customer services products. - The experience from a local
company where these services has been requested and
been implemented.

Contact : Robert Linnarsson, 087570821, memo:
ERAROLIor Jan Lonnstrom, 08-7573314, ERAJAL.Appl. to:
KI/ERA/LNH Carin Kasberg-Aimgren.

radio and networking makes Ericsson a world leader in telecommunications.

NEXT STOP - NUREMBERG

Ericsson’s 80,000 employees are active in more than 100 countries. Their combined expertise in switching,

for you?

have openings in these areas:
— System design

— Radio design

— Project management

— Configuration management
— Verification

— Printed circuit board design

What will be the next move in your career?
Could an international assignment be something

Nuremberg is situated in lovely Bavaria and has a

the SW-field.

BR'’s activities in Nuremberg, Germany are expan-
ding rapidly. If you have several years of experience
and are ready for new challenges in your career we

about it!

Mikael Hofverberg,

population approximately 500.000. Nuremberg
and Munich form Germany's High Tech area in

Does this appeal to you?
Ger in touch with us and we will cell you more

Please send your application to:

Ericsson Radio Systems AB
T/HS

tfn +49 911 5217 122, +49 172 812 0324.
Memoid: EED.EEDMHO.

or

Kjell Ostergren, tfn 08-757 2545, 070-56085 19.
Memoid: ERA.ERAK]JEL.

e-mail: kjell.ostergren@era-t.ericsson.se.

S-164 80 Stockholm

-
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INTERNATIONAL

Ericsson Telecom AB, Business Unit Switching and
Network Systems, GPLM Network Intelligence

The IN services market is currently worth in excess of USD
2 billion and is expected to rise to USD 17 billion by the
year 2000 - in Europe alone. IN services such as: Virtual
Private Network, Universal Personal Telecommunication,
Cashless Calling, Information, Toll Free, Access and Media
are vital to the sunvial of Telcos in the face of increasing de-
regulation and competition.

In order to keep pace with this accelerating demand and
maintain Ericsson’s leading position in the IN service appli-
cation market, we are now building a stronger organsiation
with full BX global responsibility.

We are now seeking more Business Managers to add
the team.

As a Business Manager you are responsible for mana-
ging, develop- ing and influencing the IN service application
marketing and sales activities at all levels in the value
chain, via our sales channels for a selected number of mar-
hets.

In addition to the above responsibilities, you are expec-
ted to actively take part in issues common to the Business
Management function in order to promote business deve-
fopment. We are curr- ently focusing on issues such as:
Pricing, Intellectual Property Rights {IPRs), End-user value,
Business cases, Sales Tools, Positioning and Customer
Segmentation,

Naturally you have previous marketing/sales experience
and/or product knowledge, however more important, we ex-
pect you to be an assertive individual, ready to take a
pro-active and service- minded approach towards our inter-
nal and extemnal customers, and posses good written and
oral communications skills.

Contact: Anders Lundvall, Business Management,
087193115, memo: ETXT.ETXDALL or Ewa Brandt, Human
Resources, 087198289, ETXT.ETXEWAB,

Ericsson Diax A/s, Denmark

Ericsson Diax offers work in an intemnational environment

within an informal organisation of highly motivated people,
with excellent opportunities for personal development. We
are now offering two opportunites

System Sales, Radio Based Access
Our product portfolio includes Felxible Access Multiplexors,
Broadband Radio Based Access System and small swit-
ches. This position is directed towands our Radio Based
Access System.

We are now seeking an individual with a proven track re-
cord in salesor sales support of complex technical systems
preferably from the Telecommunication sector.

The primary tasks are

- Assisting Ericsson local companies with sales and mar-
keting activities

- Prepare and respond to offers often in conjunction with
Ericsson local companies and our Export Managers.

Export Managers Access, Far East

We are now seeking an individual with a proven track record
in sales of complex technical systems, preferably from the
telecommunication sector

The primary tasks are

- Establishing customer contacts and sales projects

- Assisting Ericsson local companies with sales and mar-
keting activities

- Prepare and responding to offers often in conjucntion
with Ericsson local companies

- Negotiations and closing contracts with customers

For the above positions the successful candidates must
be highly motivated self starters with good interpersonal
and communication skills, with strong commitments to per-
sonal performance. Since English is our corporate langua-
ge, agood command in English both verbally and in writing
is mandatory.

Both positions will require frequent traveliing.

Contact: Ericsson Diax A/s Hakan Karisson Sales &

Marketing Manager, Access Falledvej 17 DK-T600 Struer
Denmark Memo id: DXD.DXDHKD

Ericsson Radio Systems AB, Kista
PROJECT MANAGER -
PRODUCT DEPLOYMENT

The ERA Product Deployment group is responsible for the
rapid integration and global deployment of new products in-

to RMOA markets outside of North America.

Project managers within the group are responsible for
coordinating activities required to introduce new products to
nonNorth American markets, the first office application
(FOA) of these products in each of the major market regions
and the subsequent global deployment. Project managers
work closely with the LMC development project team as well
as the technical assistance centers (TACs) located in
Mexico City, Melboumne and Dublin.

A minimum of three years technical experience with AXE,
excellent written and spoken communication skills in
English and the ability to manage diverse activities in many
geographical locations are required. Prior project manage-
ment experience and a knowledge of cellular would be an
advantage. You should be able to prioritize and take dec-
sions under pressure independently and you should have a
bachelor degree in either engineering, telecommunications
or equivalent.

Contact: Glenn Wong, memo: ERA.ERAGLWO, 46 8 404
2740, Appl. to: KI/ERA/AH Marianne Molin, Ericsson Radio
Systems AB, 164 80 Stockhoim, ERA.ERAMM.

Ericsson Radio Systems AB, Kista

Our business unit Cellular Systems - American
Standards(RMOA) is under heavy growth and expansion and
there are many new challenges waiting. We are developing
and marketing the mobile telephony system AMPS /D-AMPS
which has today a world marketshare of more than 60%.

We are now looking for an ambitious colleague as Area
Manger for specific customer accounts in different parts of
Asia. We can offer an interesting job in an expanding busi-
ness,

You will work with the customer order flow and be re-
sponsible for, together with our local company, in fulfilling
our customer high expectations in following areas:

- Marketing and sales activities towards one or more as-
signed customer accounts.

- Responsibility for the consolidated sales and onder inta-
ke from the accounts.

- Establich long-term partnership between our customer
and RMOA (MLC/LC and ERA/A).

This position will give you a wide understanding about
our business development and company strategies.

The requirements are:

- The applicant should have a university degree (M. Sc.,
MBA or similar).

- At least 3 years working experience and desirably 2
years in telecommunications industry and intemational bu-
siness.

- Ability to, at same time build execellent relations and
drive for results.

We will give you a stimulating working environment in a
small team and good personal development.

Contact: Michael Kuhner, +46 8 7571628 or Bjom
Bemdtsson, +46 B 7572232. Appl. to: KI/ERA/AH Karin
Enberg, Ericsson Radio Systems AB, 164 80Stockholm, me-
mo: ERA.ERAKEG.

Ericsson A/S, Norway

Ericsson AS, Norway, (ETO) has the responsibility for cellu-
lar quality information systems. The business opportunities
are remarkable, and we are looking for the right person to
contribute to the expansion.

1. SENIOR SALES MANAGER

The Senior Sales Manager has the authority and obligation
to develop and execute the account plans and programs in
co-opera- tion with our local Ericsson company. As a Senior
Sales Manager you will get the responsibiblity for some de-
dicated markets and develop the business according to the
plans.

Contact: Gyvind Stenberg or Knut Aulund, +4766842302
or cell. phone +4790082532. Appl. as soon as possible to:
Oyvind Stenberg on memo: ETO.ETOOIS, fax:
+4766841360 or Olav Brunborgs vei 6, N-1360 Billingstad.

2. DEVELOPMENT ENGINEER - RADIO

To take over responsibility for radio from system design to
testing.

You should have in depth experience in telecommunica
tions and testing/development of radio for mobile telepho-
ne operator, defence department, PTT research and deve-
lopment or equivalent, and familiar with C/C++. Experience
with micro-processor systems, real time operative systems
and/or data communication will be an advantage.

3. DEVELOPMENT ENGINEER -

To take over responsibility for further development of our
database solutions.

You should have in depth expeerience of relation databa-
ses and have experience with Sybase/SQL server, Oracle
and/or ODBC and database drivers as well as programming
preferably C/C++. You should enjoy modelling databases
and be familiar with database optimalization. Knowledge of
Microsoft NT, Microsoft Windows and UNIX will be conside-
red an advantage.

Applicants for the above positions should have higher
technical education, experience with UNIX/Windows and
Client/server applications. The working language will be
English and you should enjoy team work in an intemational
and professionally challenging environment.

Contact: Knut Aulund or Arild Nilsen at Ericsson AS,
Creative Engineering, +4766842300. Appl. with CV to:
Personnel dept. Ericsson AS, P.0. Box 34, N-1361
Billingstad, Norway. Copies of Certificates and references
are not required to be sent with the initial application, but
may be requested later.

Ericsson LTD, United Kingdom

TACS (CMS8810) TECHNICAL SPECIALISTS

& SOFTWARE DESIGNERS

The newly formed TACS System & Development group at
ETL/R Guildford, England is worldwide responsibile for the
TACS Mobile System. We are looking for AXE design profes-
sionals with the skills to contribute to this new group.

1. CMS88 TECHNICAL EXPERTS

Working within our TACS System Team will be working with
quick study technical reports, prestudies & feasibility studi-
es. You will have regular contact with TACS product mana-
gement and worid-wide local product management.

You will hae significant AXE design experience, with a so-
lid understanding of the CMSB8 mobile system and particu-
larly the MTS subsystem. Technical expertise and commer-
cial awareness will be highly valued for this key role in sup-
porting TACS customers worldwide.

2. AXE SOFTWARE DESIGNERS
Working within our MSC design team you will be working
with'fast cycle time” projects, offering you exposure to the
complete software design lifecycle: from prestudy to FOA.
You should have all round AXE design & test knowledge,

Contact: Clive Oates, +44 1483 305294, memo: ETL.ETL-
CLOA, fax + 44 1483 305364 or Helen Bennett, +44 1483
305118, fax + 44 1483 305090.

Ericsson Toshiba
RADIO SYSTEMS MANAGER - PDC

Japan is now the second largest cellular market after US.
The growth in Japan accelerated after the deregulation in
April 1994. Today Japan have over & million subscribers in
the analogue and digital networks. The digital cellutar follo-
wing the PDC standard is increasing rapidly and Ericssons
customers have since April 1994, when the first CMS 30
system was taken into operation, reached nearly 600 000
subscribers.

Ericsson Toshiba is now looking for a Radio Systems
Manager POC. You will be placed in the HQ in
Shin-Yokohama and will be working in the local product ma-
nagement for Radio systems. We assume you have a back-
ground from radio design and/or product management, pre-
ferably with experience of direct customer negotiations. You
are also an dynamic and open minded person with a good
team spirit. Other merits such as radio network design, air-
interfaceand terminal competence are benificial.

We can offer you an insperational and creative assign
ment for a minimum of two years.

Please send your memo response to: NRJ.ERIJCAND. For ot-
her questions contact: Persons at ERJ: Lars Hagebris, +81
45 4750089 (Product Management) or Martin Danielsson,
+81 45 4750400 (Personnei). Persons at ERA: Aame
Lindroos, +46 8 757-1907 (Product Managementjor Giran
Henriksson, +46 8 7570705 (Personnel).

Ericsson LTD, United Kingdom
SSFM-AM IN MOBILE PLATFORM

Location: Guildford UK. Half an hour from London by train.

ETL/RU/H are involved in developing an IN platiorm
(Service Switching Function) for the four mobile applications
CME20, CMS40 & CMS 88. The development is from feasi-
bility through to function test. The system is to confirm with
ETSI & CS1 + standards. The platform uses the Am (appl-
cation modularity) concept. ETL/RU/H is expanding to 36
designers and testers to take on this exciting IN project.

You should have relevant software experience /test expe-
rience AXE and IN 2.1 or 2.2 experience would also be of
great interest.

Contact: Steve Foster, memo: ETL.ETLSJFR, ECN 8325383
or Personnel Helen Bennett, ETL.ETLHNES, ECN 8325118.

Ericsson Radio Systems AB, Kista
UNIX SUPPORT ENGINEER

The support unit for Business Unit Japan needs to be incre-
ased by a new member to the Unix-group.

We are nine people supporting PC and Unix-networks,
four of us are in the Unix-group. The Unix group is responsi-
ble for a network with 15 servers and 350 workstations.
The servers, with the operating System Solaris 2, has
RAID-systems, and the network is a switched fast ethemet.

We are looking for a support engineer that has an experi-
ence of many years from administrating Unix-systems, pre-
ferable Solaris 1 and 2, experience from C-programming
and good knowledge in Engfish,

You need to be serviceminded, patient for stress and 'o
be able to organise and perform independent work.

Contact: Ingvar Nilsson, memo: ERA.ERAFIN, email: era-
fin{at)memo. ericsson.se or Per Eklov, ERA.ERAPE, email:
erape{at)memo, ericsson.se. Appl to: KI/ERA/J/HS Gunilla
Asberg, Ericsson Radio Systems AB, 164 80 Stockholm.

Ericsson Toshiba

SENIOR MANAGER - SWITCHING
SYSTEMS PDC

Japan is now the second largest cellular market after US.
The growth in Japan accelerated after the deregulation in
April 1994, Today Japan have over 6 million subscribers in
the analogue and digital networks. The digital cellular follo-
wing the PDC standard is increasing rapidly and Ericssons
customers have since April 1994, when the first CMS 30
system was taken into operation, reached nearly 600 000
subscribers. Ericsson Toshiba is now looking for a Senior

You will be placed in the HQ in Shin-Yokohama and will
be in charged of the local product management for swit-
ching systems. We assume you have a background from
AXE design and product management, preferably with expe-
rience of direct customer negotiations. You are also an dy-
namic and open minded person with a good team spirit.
Other merits such as cellular knowledge, IN, datacom and
network planning are benificial.

We can offer you an insperational and creative assign-
ment for a minimum of two years.

Please send your memo response to: NRU.ERICAND. For ot-
her questions please contact: Persons at ERJ: Lars
Hagebris, +81 45 4750089 (Product Management) or
Martin Danielsson, +81 45 4750400 (Personnel). Persons
at ERA: Aame Lindroos, +46 8 757-1907 (Product
Managementjor Goran Henriksson, +46 8 757-0705
{Personne).

TEHEricsson Telecomunicazioni S.p.A. Rome, Italy
CME 20 R6 FOA MANAGER

Ericsson Telecomunicazioni S.p.A. in Italy has been appoin-
ted the FOA responibility for CME 20 R6 BSS and 0SS 6.0.
We are now looking for a FOA Manager.

The FOA Manager will have the overall responsibility for
the project and will coordinate the activities between the
sub projects and be the interface towards the R6 develop-
ment project. Furthermore, he/she shall report progress to
a joint ERA/TE] steering group. The assignment period
should start as soon as possible but no later than January
‘96. The location for the assignment is Rome at the
Ericsson Telecomunicazionis' premises.

As an applicant you should have experience in project
management and in earfier FOA projects. We also assume
that you have good knowledge of the CME20 products.
Besides good communication skill in English, excellent lea-
dership and teamwork skill is required.

Contact: Mats Amebjer, memo: ERA.ERAARNE, +46 8

7572952, Johan Gunell, ERA.ERAJOLL, +46 8 40423710r
Andrea Penza, EITA.TEIAND, +39 6 72583466.

The next issue of
Contact will be
distributed second
week of february 1996.

Until then...

Merry Christmas
and a
Happy New Year!
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port city it the country. Shown is the Madras Art Museum.

Mobile system
on-line in Madras

At a busy intersection in
Madras, a man standing on a
scaffolding in front of a large
outdoor advertising sign is
painting a scene of an Indian
making a call on a mobile
telephone. The accompanying
text announces that RPG
Cellular Services Ltd has
placed its mobile telephone
system in operation in Madras.

Installation and start-up of this GSM sys-
tem has proceeded very rapidly. Three
months after the contract was signed it
was possible to call from one mobile
phone to another and one month later the
system was in commercial operation.

“In the first phase, the net comprises 26
radio base stations, with a capacity for
15,000 subscribers and this covers Madras
and the two main roads to the south,”
relates Rezaul Karim, project leader at
Ericsson Telephone Corp. India AB (India
Branch) in Madras. Rezaul, who
previously worked at Ascom in
Switzerland move to Madras in July,
followed by his wife and two children
three weeks later. They will remain in
India for two years.

Like Rezaul and his family, Ericsson
Telephone Corp. India AB is new to
Madras. The office is located in the
premises occupied by Ericsson Telecom-
munications Ltd, EIL, in Madras.

Mr. R. Rangarajan, manager of the re-
gional office, joined Ericsson six months
ago. He was previously manager of Indian
Telephone Administration in Madras.

“At the moment, there are only three of
us in the regional office, but by the end of
the first quarter of 1996, we will number
16,“ he relates. The personnel working
with mobile telephony are in addition to
this number.

*“Today, there are two of us on long-
term contract and two more are needed,”
says Rezaul. At the moment, there are
several Swedes employed on short-term
contracts, four supervisors from Ericsson
in Malaysia and about 20 contracted
personnel.

Next day

The operator RPG Cellular Service is a
consortium, including the Indian company
RGP, American Airtouch and Vodafone
of England. Airtouch carried out the cell
planning for the project. The operator
acquired and prepared the sites.

“When the sites were prepared, we were
under heavy pressure to install quickly.
The customer wanted the job done by the
next day, and we did it. Sometimes, we
worked day and night, Rezaul relates.
When the time is so “tight*, the deliveries
to Madras must be on time and all the
paperwork must be correct so that there
are no delays clearing Indian customs.

There are two GSM systems in Madras,
operated by RPG Cellular and its
competitor Skycell, in which Bell South
and Millicom hold interests. Nokia is the
supplier to Skycell. RGP has the most
base stations of the two systems and,
accordingly, the best coverage.

There are six million inhabitants in
Madras and only 350,000 telephone lines.
There is a long waiting list for a telephone.
The average income is higher than in other

Photo: National Tourist Board of India.

“We are satisfied with the Ericsson
equipment,” says Mr. K. Krishnan,
head of RPG Cellular Service.

Indian cities and many could afford to
have a telephone if there were more lines
available.

Movie stars

Mr. K. Krishnan, head of RGP Cellular
Services Ltd, is satisfied with Ericsson’s
equipment and foresees a promising
future for the GSM system. The commer-
cial start-up was proceeded by heavy
marketing activities.

Madras is the “Hollywood" of southern
India, with several large film studios and
many movie stars.

“In addition to businessmen, this is an
attractive customer group,” explains Mr,
Rangarajan. A movie star earns up to SEK
2.5 million (nearly USD 400,000) per film
which, with three or so films a year, adds
up to tidy fortune. In addition to the
convenience of calling on a mobile, these
movie stars also perceive the mobile
telephone as a suitable accessory to
reinforce their image.

Gunilla Tamm

LIME

LARS-GORAN HEDIN

Use the
instruments/

eing the editor of Ericsson’s

in-house newsletter is exci-

ting work. At times, the pace

is just as hectic as the news
desk of a “real” newspaper. It seems
that, more often than not, major deci-
sions are being made immediately
prior to going to press or just after.
However, with the help of modem
publishing methods and a flexible
organization, we then have the
possibility of rapidly revising one or
more pages so that employees receive
the very latest news in Contact.

This issue is a prime example of
how we can juggle printing schedules
in a fashion that was inconceivable
just a few years ago.

On Monday, the Swedish Quality
Award was presented in Gothenburg.
Contact was there — text and photo
coverage is included in this issue,
which was printed on Tuesday. The
articles ~ including the president's
comments — about the continuing turn-
around within the Public Telecom-
munications Business Area was com-
pleted over the weekend and edited on
Monday. All of this late material was
originated in Swedish for the Swedish
edition (Kontact) and then translated
for use in this English-language
edition. The language editions were
printed simultaneously on Tuesday.

The importance of the employees
receiving information first-hand about
major changes which affect their work
situation is a main tenet of Ericsson’s
information policy. With the help of
Contact — for more indepth coverage —
and the electronic Ericsson News, we
can meet this important goal. In the
new corporate editorial office we have
these instruments at hand. All you
have to do is use them!

This leads us into another aspect of
information. Naturally, it is inherent
that the persons making these deci-
sions have insight into the importance
of conforming to this information
policy. Therefore, it is pleasing to note
that this is nearly always the case.

On several occasions during the past
year, the timing of public disclosure
about major decisions and changes
was adapted in order to take advantage
of using Contact as the message
bearer! Such action is a real moti-
vation for us on the editorial staff.




