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Record-
profit again! 
Ericsson reported its best year ever 
in 1996. Profit rose to a record SEK 
10 billion. Continued growth was 
also noted in sales and order 
bookings. Ericsson's success is now 
beginning to yield favorable ef­
fects on cash flow, which rose to a 
surplus of SEK 4 billion in 1996. 

Pages 2-3 

A Country ill transition. Indonesia is one of many countries in Southeast Asia characterized by explosive economic growth. 
The same is true of Ericsson's business operations in the country. Order bookings have increased by a factor of seven 
Since 1995. Photo: PP.ESSENS BILD 

Ericsson makes major 
breakthrough in Indonesia 
Ericsson made a major breakthrough in Indonesia during 1996, pene­
trating new market sectors and increasing sales by a factor of seven. Erics­
son has kept pace with Indonesia's fantastic economic development dur­
ing recent years. Pages 14-15 

Theme Supplement: "2005 - Ericsson Entering the 21st Century 

ree pages 
of local news 
Don't' miss the "Ericsson World­
wide" - a new section featuring 
local news from different areas 
and operations. 

Pages 18-20 

Asia focus is 
on Singapore 
Singapore is often called the Con­
stantinople of Asia. Industry and 
commerce are flourishing. Strong 
focus on telecommunications 
makes Singapore a highly attrac­
tive market for Ericsson. Interest 
in the Southeast Asian nation has 
been heightened by the Singa­
pore government's recent deci­
sion to deregulate the country's 
telecom market earlier than origi­
nally planned, with the year 2000. 

Pages 12-13 

Erieye, more 
than radar 
The PS-890 is well-known pri­
marily as a surveillance radar 
which is mounted on aircraft 
such as the SAAB 340 as an inte­
gral part of the Swedish acquisi­
tion radar system. 

Pages 10-11 
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1996 - another record 
year for Ericsson 
• Order bookings, net sales and 

income increase 
• Strongly improved and positive 

cash flow 
• Continued success in mobile 

telephony 

Ericsson's orders booked increased 31 
percent to SEK 138,048 m. (104,981 m. 
in 1995). As a consequence of the consol­
idation of the formerly associated compa­
ny Ericsson Telecomunicacoes S.A. in 
Brazil, the orders booked increased by 
SEK 7,800 m. or 7 percent. 

For comparable units orders booked 
increased 25 percent. It is primarily the 
business areas Radio Communications 
and Public Telecommunications that ac­
count for the increase. 

Net sales amounted to SEK 124,266 m., 
an increase by 26 percent compared widi 
1995 (98,780). The consolidation of Eric­
sson Telecomunicacoes S-A. means that 
net sales increased by SEK 3,400 m. or 3 
percent. For comparable units net sales in­
creased by 23 percent. Business area Radio 
Communications continues to show the 
greatest increase, + 40 percent. 

Consolidated income before taxes was 
SEK 10,152 m. (7,615), an increase by 33 
percent or SEK 2,537 m. compared with 
1995. The income included a net capital 
gain of SEK 341 m. (-70) which is main­
ly related to the sale of Ericsson's share­
holding in Selga AB, and the divestment 
of On-site paging operations. The con­
solidation of Ericsson Telecomunicacoes 
S.A. has no effect on Ericsson's income 
before taxes. Income per share, after cur­
rent and deferred taxes and after full con­
version, was SEK 7.27 (5.83), an increase 
by 25 percent. 

The United States is Ericsson's largest 
market, followed by China/Hong Kong, 
UK, Sweden, Italy, and Spain. Total ex­
ports from Sweden, including sales to 
foreign subsidiaries continue to show a 
strong increase, and amounts to SEK 
73,000 m., an increase by 30 percent. 

The number of employees rose by 
9,436 to 93,949, of which the consolida­
tion of Ericsson Telecomunicacoes S.A. 
contributed 2,300. In Sweden, the net in­
crease was 1,874, mainly within the ex­
panding business area Radio Communi­
cations. Of the total number of employ­
ees, 65,575 - including 43,896 in Sweden 
- are in units within the EU. 

Ericsson's gross margin weakened due 
to increased competition, currency ex­
change effects and that continuous con­
sideration has been given in the accounts 
for increased risks related to changes in 
technology and markets, and greater fi­
nancial exposure. The total effect of these 
continuous provisions is reported as part 
of other current liabilities. 

Total expenses for selling, research and 
development and administration 
were SEK40,803 m. (33,580). As 
percentage of sales, total expens­
es were 33 percent, compared 
with 34 percent in 1995. 

Also during 1996, Ericsson 
continued the substantial invest­
ments in technical development, 
and in plants and technical equip­
ment. 

Ericsson's total costs for re­
search and development (includ­

ing such costs related to customer orders 
SEK 1,763 m. (1,571), reported as part of 
the cost of sales) were SEK 17,467 m. 
(15,093), or 14 (15) percent of sales. The 
total technical costs, including cost of 
modifying systems and products for spe­
cific markets, amounted to SEK 21,94 m. 
(19,171), or 18 (19) percent of sales. 

Operating income was SEK 10,758 m. 
(8,164), mainly attributable to business 
area Radio Communications. All busi­
ness areas reported increased operating 
income compared with 1995. The 
stronger Swedish krona had a negative 
impact on income before tax of approxi­
mately SEK 900 m. compared with the 
previous year. The operating margin im­
proved from 8.3 percent to 8.7 percent. 

Ericsson's financial net was SEK 
412 m. (58) (of which SEK 127 m. from 
the consolidation of Ericsson Telecomu­
nicacoes S.A.), due to a satisfactory result 
in the financial management and also due 
to interest income as a result of the stock 
issue in October 1995. As the rates of in­
terest successively decreased during the 
year, the financial net has gradually de­
creased in the second half of the year (ex­
cluding the consolidation of Ericsson 
Telecomunicacoes S.A.). 

Financing 
Cash flow before financing activities dur­
ing 1996 was positive SEK 4,044 m. 
(-2,512), an improvement with SEK 
6,556 m. Mainly the strong earning ca­
pacity, the faster inventory turnover and 
large customer payments at year end con­
tributed to this cash flow. The turnover 
rate of capital employed rose from 2.1 
times to 2.2 times as a consequence of the 
improved inventory turnover. The inven­
tories were 16 percent (20) of sales. 

The equity ratio was 39.1 percent 
(39.6). 

Business Areas 
Radio Communications continues to show 
strong growth in mobile telephony, its 
dominant area of operations. Orders 
booked by the business area rose 31 per­
cent and net sales were 40 percent higher. 

The trend of business for mobile 
telecommunications systems has contin­
ued to be very favorable. The growth in 
number of subscribers, for digital systems 
in particular, is very rapid throughout the 
world. The number of subscribers is esti­
mated to have grown by 50 million to 137 
million during 1996. Ericsson estimates 
the number of subscribers in five years to 
reach around 590 million. 

The mobile telephone business is de­
veloping favorably, with strong demand 
for GSM products. Ericsson is strength­
ening its position as the leading supplier 
of digital mobile telephones. 

Orders booked in Public Telecommunica-

Radio Communications continues to show strong growth in mobile telephony, its 
dominant area of operations. Orders booked by the business area rose 31 percent 
and net sales were 40 percent higher. 

ERICSSON 1996 IN BRIEF 
Order bookings 

Net sales 

Pre-tax income 

Income per share 

Proposed dividend 
| per share 

SEK 138,048 m. 

SEK 124,266 m. 

SEK 10,152 m. 

SEK 7.27 

SEK 2.50 

+ 31% 

+ 26% 

+ 33% 

+ 25% 

+ 43% 

tions rose 56 percent and net sales 7 per­
cent. For comparable units and excluding 
the consolidation of Ericsson Telecomu­
nicacoes S.A. orders increased by 26 per­
cent while net sales were on the whole 
unchanged. The success of the AXE sys­
tem continues with high order bookings 
in e.g. Brazil. T h e business area contin­
ues its focused efforts concerning solu­
tions for multimedia communication and 
the Internet. 

The business area as a whole shows 
weak but improved profitability. 

The process of change, designed to 
shorten lead times and reduce costs, is 

continuing. 
Business Networks' net 

sales rose 13 percent and 
order bookings were un­
changed. Profitability is 
still weak. The market 
has shown very strong 
interest in the business 
area's DECT-based radio 
access system. 

Components reported 
both higher sales and or­

der bookings for comparable units. Prod­
uct areas in which there is strong demand 
include energy systems, telecommunica­
tions cable, and microelectronics for mo­
bile telecommunications systems. 

Profitability was very satisfactory. 
Order bookings and net sales for Mi­

crowave Systems showed a strong increase. 
Important orders were booked within de­
fense electronics both in Sweden and in­
ternationally. The volume of business in 
the telecommunications field is increas­
ing in all markets. Profitability was very 
satisfactory. 

Investments 
Ericsson's investments in property, 
plant and equipment during the period 
amounted to SEK 7,188 m. (6,457), of 
which SEK 3,415 m. (3,656) in Swe­
den. 

The board's proposed dividend 
The Board of Directors will propose that 
the Annual General Meeting approve an 
increase in dividend of 43 percent to SEK 
2.50 per share (1.75). 



CONTACT No. 1 1997 1996 REPORT 3 

"Thank you for 
a great year" 
• New record year for orders, sales and profit 
• Strongly improved and positive cash flow in 

spite of the sharp growth 
• Mobile systems and mobile phones grow by 

almost 50 percent in orders and sales 
• AXE orders increase by 18 percent 
• New organization as of January 1,1997 
• Record number of patent applications during 

1996 
Nineteen ninety-six was a record year in terms of order 
bookings, sales and earnings. As a result of the action 
programs and rationalization measures that we have im­
plemented, Ericsson can now show a strongly improved 
and positive cash flow despite the sharp growth in ope­
rations. 

The past five years have been a period of uninterrup­
ted expansion for Ericsson. It is therefore with the 
greatest satisfaction that we can now identify the com­
pany as the world-leading supplier of equipment for 
telecommunications systems and related terminals. As 
in earlier years, our operations in mobile telephony, in 
particular, continued to expand sharply. Sales of both 
systems and mobile telephones increased nearly 50 per­
cent in 1996. This has strengthened Ericsson's position 
as the world leader in mobile telephony. Orders for AXE 
systems used in fixed-wire networks rose 18 percent. 
This represents a major success, considering the heavy 
pressure on prices in this market. 

The financial market has not been slow in evaluating 
our successes and the market value increased by 62 per­
cent to SEK 202 billion in 1996. 

Success factors 
As I see it, Ericsson's success can be attributed primarily 
to two factors. 

First, we have a very strong marketing organization. 
As a result of our long presence in more than 130 coun­
tries, we have been able to develop good relationships 
with customers in all parts of the world and have ac­
quired knowledge that enables us to respond to and 
meet the differing needs of customers at the local level. 
Ericsson also has a reputation as a reliable corporate ci­
tizen in the countries in which we operate. 

Second, we draw our strength from a concentrated fo­
cus on research and development. Our efforts in the area 
of technical development guarantee world-class quality 
and the attractiveness of our products in terms of both 
price and performance. More than 18,000 employees in 
23 countries are engaged in technical development pro­
grams. 

We will naturally continue to build on these strengths 
in the future. Our employees are the ones who provide 
the foundation for these success factors. I am very proud 
of their contributions and wish to express great grati­
tude to all Ericsson employees for their performance in 
1996. 

New organization 
Effective January 1, 1997, Ericsson has introduced a 
new organizational structure. You may ask: Why change 
a winning team? The answer is simple: Ericsson has to 
become even more profitable if it is to retain its leader­
ship position in die years ahead. This will require con­
tinuing expansion and further strengthening of our 
market position. Ericsson is growing substantially every 
year - and this costs money. Larger volumes of business 
require more working capital, major investments and, 
accordingly, higher earnings. We must increase our rate 
of capital turnover - by continuing our strategy of pur­

chasing certain components and products from other 
companies, by forming partnerships or, in some cases, 
by divesting operations. 

The rapid changes in markets and technologies make 
it necessary for us to become more efficient in all areas 
of our business: Research and development, design, pro­
duction, marketing, sales, distribution, customer service 
and administration. As a result, our employees have be­
come accustomed to a very high rate of change. New 
jobs are being created continuously; others are being 
discontinued. 

During the past two years more than 1,000 new jobs 
have been created within Ericsson every month. This 
has occurred in part through external recruiting and in 
part through a comprehensive internal realignment. 
Our employees have accepted the necessary change in a 
truly fine manner, while at the same time they all know 
that the rate of change will only increase in the future 
and that we will see more internal realignments than 
new hirings. We also know that radical improvements in 
productivity in manufacturing, distribution and admi­
nistration mean that we will be able to supply larger vo­
lumes with fewer employees. We must, very simply, be­
come better at meeting the market's and customers' 
needs rapidly, flexibly and competitively in all the areas 
where we are active as a supplier. 

Ericsson's new organization and its three business 
areas - Mobile phones and Terminals, Mobile Systems 
and Infocom Systems —makes Ericsson much stronger 
than before in the battle for customers in a rapidly 
changing market. 

With die new Infocom Systems Business Area we are 
for the first time creating and combining die resources 
required in order to be a leading supplier in the infor­
mation and data communications field. The "Infocom 
Systems" name underscores our ambition to be able to 
provide all the network solutions and products that may 
be required for multimedia communications. The 
telecommunications and data communications fields are 
moving increasingly closer to each other. The same is 
true of business networks and public telecommunica­
tions networks. There is thus a strong demand for total 
solutions - including radio access systems - as well as for 
assistance in the construction of networks for fixed-wire 
systems. The market has clearly signaled that it is rime 
for Ericsson to establish a business area of this type. 

In all diree business areas, we will expand our opera­
tions related to customer services and Internet Protocol 
(IP) access (Internet and Intranet access). 

Ericsson now has the world's largest customer base. 
We have supplied systems serving 40 percent of the 
world's mobile telephone subscribers and our AXE ex­
change - with systems installed in 117 countries - has 
been sold more widely throughout the world than any 
other system. It is naturally important that we maintain 
and expand our customer base effectively in order to be 
able to grow with the market and with our customers. 

Strong growth for mobile telephony 
At year-end 1996, based on preliminary figures that are 
now available, there were around 137 million mobile 
telephone subscribers throughout the world, an increase 
of more than 55 percent during the year. The Asia Pa­
cific region showed the strongest increase, nearly 90 
percent, followed by Latin America with almost 65 per­
cent, Europe with 55 percent, and North America, more 
than 30 percent. Ericsson estimates the number of mo­
bile telephone subscribers to reach 590 million in five 
years. 

We can also note that digital systems account for the 

"I am very proud of their contributions and wish to 
express great gratitude to all Ericsson employees for 
their performance in 1996," says Lars Ramqvist. 

strongest growth, 180 percent. The GSM, PDC and D-
AMPS networks now have a combined total of more 
than 50 million subscribers. The GSM system has be­
come the de facto world standard. The growth in num­
ber of subscribers to digital systems amounted to 3.5 
million new connections per month during the last 
months of the year. By far the greatest growth has oc­
curred in systems based on TDMA technology, where 
Ericsson is the leading supplier. 

Investment in the future 
Our present and prospective customers know that Eric­
sson will continue to invest heavily and purposefully in 
research and development. While development costs, 
calculated as a percentage of sales, will decrease, the 
company's investments in development work will in­
crease in absolute figures. We know from experience 
that our portfolio of marketable products changes with­
in the course of two to three years. We therefore mea­
sure our progress in technical development by the vol­
ume of order bookings. This is the most important mea­
surement of our competitiveness and our ability to de­
velop new products and new functions in time. 

Another important measurement is how well we suc­
ceed in protecting our inventions through patents. It is 
therefore gratifying to be able to report that Ericsson 
submitted nearly 900 new applications for patents in 
1996. 

Ericsson has always placed substantial emphasis on 
work in the environmental field. In England the compa­
ny was one of the first to receive an environmental cer­
tificate based on the ISO 14000 standard. A number of 
other companies are in line to be certified. Our environ­
mental program will be intensified. 

Our Total Quality Management program also contin­
ues to be implemented at an undiminished pace. During 
1996, Ericsson won national quality prizes in Finland 
and Australia. The company also received a number of 
fine quality awards from major customers. These awards 
confirm that Ericsson's quality is of the highest class in­
ternationally. Nearly all Ericsson companies have re­
ceived ISO 9001 certification. 

In conclusion, let me thank our shareholders for their 
support of Ericsson. It was your help - and I am think­
ing in particular of the new issue of shares amounting to 
nearly SEK 8 billion in 1995 - that enabled Ericsson to 
become the world leading telecommunications supplier 
in 1996. We intend to maintain that position. 

LARS RAMQVIST 
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news orieis 
GSM Network 
in Lebanon 
• Ericsson and its Lebanese 
subsidiary have been con­
tracted to expand France 
Telecom's GSM network in 
Lebanon. The contract is part 
of a framework agreement 
valued at approximately SEK 
600 million. Deliveries will be 
completed during 1997 and 
1998. France Telecom and its 
local partner are the largest 
GSM operator in Lebanon. 

The order calls for new ex­
changes and radio base sta­
tions. The present system has 
a capacity to serve 160,000 
subscribers. 

Ericsson 
acquires Orbitel 
• As reported in the previous 
edition of Contact, Ericsson 
has acquired all shares in the 
British mobile telephone 
company, Orbitel. The acqui­
sition was finalized in April. 
Effective January 1, 1997, Or-
bitel's new status as an Erics­
son subsidiary will also be re­
flected in a new company 
name, Ericsson OMC Ltd. 
OMC stands for Orbitel Mo­
bile Communications. The 
company has 1,200 employ­
ees and is based in Bas­
ingstoke, England. 

Ericsson will 
save millions 
on IT tariffs 
• Ericsson will save approxi­
mately SEK 100 million annu­
ally as the result of an agree­
ment in principle to elimi­
nate customs duties on com­
ponents and information 
technology products. The 
agreement represents the 
first concrete results of the 
World Trade Organization's 
(WTO) recent meeting of 
trade ministers in Singapore. 
For Ericsson, the agreement 
will save significant amounts 
of money on imports of com­
ponents to Europe and ex­
ports of finished products 
from Europe. 

The agreement is designed 
to include 90 percent of all 
trading in information tech­
nology products by the year 
2000. In addition to EU coun­
tries and the U.S., Japan and 
Canada have already ratified 
the agreement, thereby cov­
ering 80 percent of IT trad­
ing. The tariffs will be re­
duced in a four-step program 
to be started in July 1997. 

"The IT agreement will 
strengthen Sweden's compet­
itiveness," said Bjorn von 
Sydow, Sweden's Minister of 
Industry and Commerce, and 
the country's representative 
at the WTO conference in 
Singapore. 

"We import telecommuni­
cations components valued 
at nearly SEK 3 billion annu-
alLY," declared Lars A. Stal-
berg. Senior Vice President, 
Corporate Relations. 

T0t8l Solution. The world's most sophisticated GSM network was installed recently in San Diego, in southern California. Ericsson de­
livered both the system and telephones to the operator. Pacific Bell Mobile Services. Photo: Niklas Kjeldsen/Pica Pressfoto 

Large GSM investment in USA 
Ericsson has delivered the world's 
most sophisticated GSM system to 
San Diego, in southern California. 
The huge and highly complex project 
was finished on schedule, in compli­
ance with stringent time demands. 

The new PCS 1900 network will soon cov­
er all of Nevada and California. 

A first generation of die GSM-based PCS 
1900 system was installed in the Washing­
ton/Baltimore area in autumn 1995. The 
system has since been upgraded, and die ad­
vanced version was placed in commercial 
traffic at die end of October in San Diego by 
Pacific Bell Mobile Services (PBMS). 

"This is a critical step for the GSM stan­
dard in die American market," says Roland 
Jensen, project manager for PCS 1900 in­
stallations, based in Dallas. 

New speech encoder 
The new PCS 1900 system features im­
proved voice quality provided by a new 
speech encoder, called enhanced full rate 
vocoder, developed by Ericsson. The calls 
are transmitted at die same bit-speed as odi-
er GSM telephones (13.2 kbps), but die 
speech encoder contained in die telephones 

and die system has a more modern and im­
proved coding algoridim. 

"More data can be processed faster, which 
makes speech more realistic," says Paul 
Marsater, project manager for development 
of mobile telephones in Lund, Sweden. 

In parallel with die new system, Ericsson 
also supplied PBMS widi telephones. The 
unique CF388 mobile phones are produced 
in Kumla, Sweden. The CF388 is die only 
mobile phone in die world today diat offers 
Ericsson's high-level voice quality. 

"In die next version of GSM, probably in 
die second half of 1997, die new voice qual­
ity based on die same technique will also be 
made available for 900/1800 MHz bands," 
explains Dag Johansson, project manager 
for system development of PCS 1900 

One million man-hours 
The entire PCS 1900 project has attracted 
considerable attention in die GSM industry. 
Development work conducted over die past 
two years involved more than one million 
man-hours. 

All of Ericsson's design centers working 
widi GSM development, about 20 in various 
parts of die world, have contributed to die 
design of PCS 1900. The new speech en­

coder was developed by Ericsson design 
center in Nurnberg, Germany during the 
spring of 1996. 

"They did a great job working widi a 
schedule diat was next to impossible. Every-
diing was delivered on time," continues Dag 
Johansson. 

Support system 
The PBMS order, valued at SEK 2 billion, 
included 29 AXE exchanges and 1,500 base 
stations. Deliveries also included a Network 
Management System. 

"It's a completely new support system diat 
enables die operator to effectively monitor 
system operations, work widi network 
analysis questions, alarm systems, planning, 
subscriber services and invoicing," explains 
Mr. Johansson. 

Among odier features, Ericsson Erisoft 
developed TEMS, a test mediod used to 
measure die coverage ranges of base sta­
tions. 

During the first quarter of 1997, die 
PBMS network's coverage will be extended 
to such metropolitan areas as San Francisco, 
Los Angeles, San Jose, Oakland and Las Ve­
gas. 

NILS SUNDSTROM 

Cordless DECT telephone for home use available in spring 
• In spring, Ericsson plans to launch a DECT-
based cordless telephone for home use. The 
telephone itself is very similar to the exist­
ing Freeset model. The base station wil l be 
able to handle up to eight separate cordless 
phones on the same telephone number. The 
system can also handle an internal call be­
tween these phones simultaneously with an 
external call. 

Talktime -12 hours 
The impressive performance data include a 
talk time of 12 hours and a standby time of 
110 hours. The new telephone is expected 
to go on sale early in 1997, but the retail 
price has yet to be announced. 

The DECT telephone for home use increas­

es Ericsson's penetration of the consumer 
market supported by Ericsson's strength as a 
brand name due to the success of the com­
pany's mobile telephones. The main 
strengths of Ericsson's DECT telephone, 
apart from the long talk and standby times, 
are quality and security. DECT, short for Dig­
ital Enhanced Cordless Telecommunications, 
is a standard for cordless telephony. The "E" 
formerly stood for European, but since DECT 
is now also in use outside Europe, the desig­
nation has been changed while retaining 
the acronym. Today, the DECT standard is ac­
cepted in 24 countries, with 12 more coun­
tries in the process of ratifying it. 

After adoption of the standard in 1992-
1993, Ericsson was the first company to 

launch a commercial DECT-based product 
for company exchanges. Ericsson estimates 
its current share of the DECT market at 50 
percent. 

30 million DECT telephones in use 
Industry forecasts predict that by the turn of 
the century one third of all telephone con­
nections installed in company exchanges 
wil l conform to the DECT standard. Ericsson 
estimates that by then there will be close to 
30 million DECT telephones in use, 12 mil­
lion of them in the home environment. 
Field trials of "dual mode" telephones, inte­
grating GSM and DECT in the same tele­
phone, are also under way. 

PATRIK LINDEN 



CONTACT No. 1 1997 5 

Ericsson focuses on CeBIT fair 

CeBIT, the German computer and telecom exhibition held annually in Han­
nover, is one the industry's largest trade fairs. Photo: THORD ANOERSSON 

CeBIT, the German computer and tele­
com exhibition held annually in the 
city of Hannover, is one of the indus­
try's largest, usually attracting about 
6,500 companies from more than 60 
countries. 

During the six days of CeBIT, an estimated 
700,000 persons are expected to visit Han­
nover and the Fair. Many of the industry's new 
products are introduced every year at CeBIT. 

Like last year, Ericsson plans to have two 
stands totaling 2,600 square meters. One dis­
play stand will be devoted exclusively to mo­
bile telephones and accessory equipment, 
while the otJier will include displays of Erics­
son's other business activities. 

Ericsson's display stands will be in Halls 17 
and 26. About 300 Ericsson employees will be 
in Hannover to assist visitors. The CeBIT 
Fair will be held March 13-19 in Hannover. 

PATRIK LINDEN 

hello there! 

Deliveries to Uruguay completed in record time 
• How quickly can Ericsson develop, de­
liver and install a complete network for a 
telecom operator? Well, if the company 
uses the latest technologies, such as the 
DECT-based DRA 1900 radio access sys­
tem, it can all be accomplished in about 
one month! 

A good example of Ericsson's new ca­
pabilities is illustrated by its most recent 
and rather significant DRA 1900 contract 
with Uruguay, which was announced a 
few weeks ago. 

The customer is Antel, Uruguay's gov­
ernment-owned telecom operator, the 
same company that purchased AXE 
equipment and mobile telephony from 
Ericsson in the past. The current contract 
is valued at about SEK 200 million and 

calls for delivery and installation of a 
large number of radio access lines for the 
inhabitants of Montevideo, the capital of 
Uruguay. 

"Business negotiations with Antel 
were initiated as recently as November 
1996," explains Adriana Boersma, Erics­
son's Marketing Manager for DRA 1900 
in Latin America and Spain. 

After a few weeks of intensive negoti­
ations, Peter Axell, president of Ericsson 
Uruguay S.A., signed the contract with 
Antel on December 18. 

Approximately one week (!) later, dur­
ing the peak of the Christmas holidays, a 
plane was loaded in Karlskrona, Sweden, 
with complete material requirements for 
2,000 subscribers. All DRA 1900 deliveries 

to destinations in all parts of the world 
emanate from Karlskrona. When the 
plane landed in Montevideo, Uruguayan 
customs officials provided express con­
trol and approval for import of the 
equipment. The following day, Ericsson 
technicians in Uruguay and two persons 
from Sundbyberg, Sweden, were work­
ing on the installation at Antel head­
quarters. 

The first call handled by the new sys­
tem was made before New Year's Eve. 

The DECT Acess unit which controls 
DRA 1900, was incorporated on January 
1,1997 in the Public Telecommunications 
business unit of Ericsson's new Infocom 
Systems Business Area. 

THORD ANDERSSON 

• December 1996 was a 
record month for deliveries 
from Ericsson's Verkd and 
Vedeby production units in 
Karlskrona. Production at the 
plants include Consono 
MD110 products and solu­
tions for business networks, 
which are shipped to all parts 
of the world. During the 
week of December 9-13 
alone, 144 UM units for 
MD110, with 25,479 lines, 
were shipped from Karlskro­
na, an all-time high. 

Production of the sophisti-

Record deliveries from Karlskrona 
cated D3 series of system tele­
phones has averaged about 
3,000 units per day, peaking 
at 3,219 on December 10. AH 
delays have been eliminated 
and delivery precision is ap­
proaching 100 percent. 

Records were also set in 
December for DECT-based 
DRA 1900 radio access sys­
tems for public networks, 
with deliveries rising to 
22,754 lines, an increase of 10 

percent compared with No­
vember. Deliveries of the new 
DRA 1900 to customers were 
started in January 1996. A to­
tal of 108,063 lines were pro­
duced and shipped during 
1996. 

Ericsson's Verkd and Vede-
by production units are mod­
el plants in Ericsson Business 
Networks AB. According to 
present plans, the factories 
will be taken over this spring 

by Ericsson's new partner, 
Flextronics International, one 
of the world's leading con­
tract manufacturers. The 
transfer is part of a program 
designed to improve produc­
t ion efficiency. About 900 Er­
icsson employees will join 
Flextronics. Ericsson Business 
Networks will retain its logis­
tics unit with about 80 em­
ployees. 

THORD ANDERSSON 

iT37Ein?T3ET 
AXE and SDH 
for Colombia 
• Ericsson recently signed 
contracts with two telecom 
operators in Colombia. 

Empresa de Telecomunica-
ciones de Santa Fe de Bogota 
contracted Ericsson for deliv­
ery of AXE and SDH (Synchro­
nous Digital Hierarchy) trans­
mission networks valued at 
SEK 340 million. In parallel, 
Empresas Publicas de Medillin 
placed an order for AXE, intel­
ligent networks and supervi­
sory equipment valued at ap­
proximately SEK 190 million. 

Including the new con­
tracts, 1.8 million AXE lines 

have been ordered or in­
stalled in Colombia, a market 
in which Ericsson has con­
ducted business operations 
for 100 years. 

Ghana's GSM 
network is up 
and running 
• Ghana's GSM network, Er­
icsson's second GSM system in 
Africa, was placed in opera­
tion recently. In its initial 
phase, the network will cover 
the capital of Accra and the 
seaport city of Tema, with a 
capacity to serve 8,000 sub­
scribers. 

The network is operated by 
Scancom, whose majority 
shareholder is Investcom Hol­
ding, a Lebanese company. 
Ghana's GSM system was 
launched under the name of 
Spacefon. 

Colossal 
growth of 
global Internet 
• The Internet is experienc­
ing colossal growth. As re­
cently as 1990, only one mil­
lion people were connected 
to the Net. According to esti­
mates by John S. Quarterman 
of Matrix Information and Di­

rectory Services in Austin, 
Texas, 57 million users are 
now surfing the Internet. 
And this is just the begin­
ning! Quarterman expects 
the total number of people 
connected to the Internet to 
virtually explode, soaring to 
approximately 700 million 
users worldwide by the year 
2000. Fred Briggs, Technical 
Director of MCI, a major 
American telecom operator, 
says: "It took 100 years to 
build the telecom network 
we have today. The Internet 
will reach the same level of 
expansion in a period of only 
five years." 

(Source: Time) 

Nils Scherlund, Security Coordina­
tor at Ericsson Telecom. 

Nils to the rescue 
after Ericsson fire 
Nils Scherlund, Security Coor­
dinator at Ericsson Telecom, is 
the man in charge of clean-up 
and restoration after the fire 
that destroyed a large section 
of the Hagersten plant near 
Stockholm. 

• How are things going? 
"I'm pleased that we were able to 

start as quickly as we did with alter­
native production, and our restora­
tion work and the the damage was 
relatively limited. It was quite a 
scare and things could've been 
much worse. We were lucky the en­
tire factory didn't burn down. 

• Security's job involves fire pre­
vention. Does this fire represent 
a failure? 

"Investigations conducted by po­
lice authorities and my department 
have shown that neither negligence 
nor sabotage/arson caused the fire. 
It was probably started by an elec­
trical malfunction. Nobody can 
guarantee 100 percent security, but 
Ericsson maintains a relatively high 
level of fire safety standards at all 
factories and installations." 

• What was your initial reaction 
when you heard about the fire on 
the morning of January 9th? 

"I heard the news on radio in the 
morning and naturally went to the 
factory as quickly as I could. When 
I arrived, I wasn't allowed into the 
area at first, but eventually a securi­
ty guard helped me gain access. 
The fire had been burning for an 
hour and six minutes when I got 
there. At 10:30 AM, we were able to 
start the clean-up process. 

• What lessons have you learned 
from the clean-up and restora­
tion work? 

"On the whole, I am very satisfied 
with our accomplishment. But 
hindsight always provides a better 
perspective, and I realize that we 
could've worked even more effi­
ciently during the first few hours af­
ter the fire. Those of us who work 
with security can improve our abili­
ties to delegate responsibility and 
communicate with each other. 
Contingency plans for this and var­
ious other types of disasters will 
have to improved." 

"I also want to emphasize that 
everybody involved made extreme­
ly valuable contributions in dealing 
with a very difficult situation." 

LENA WIDEGREN 
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The stakes are high on the US wireless market. Many billions of dollars are being 
spent so far - not the least on license fees for the PCS Spectrum. Photo: LARS ASTROM 

1997 - the year 
of Wireless? 

There is one thing that we can be 
sure of 1997 will not be the "Year 
of wireless. Just as there was no 
single year of the desktop PC, 
notebook PC, local-area network, 
cellular phone, or pager, there will 
be no single year of wireless. 
Overall, 1997 should be a great 
year, but in some respects, it will 
be a bad year as well. 
In 1996, wireless voice use grew by dou­
ble digits; new wireless voice providers -
PacTel, APC, Sprint, BellSouth, and oth­
ers turned on portions of their systems 
and AT&T turned on its TDMA digital 
cellular service in many areas, calling it 
nationwide digital Personal Communica­
tions Service (PCS). 

On the hardware side of things, Mo­
torola, Sony, and Ericsson added new, 
smaller handheld cellular phones to their 
product lines. 

What we did not see happening in 
wireless data in 1996 was any real move­
ment toward learning how to place prod­
ucts into retail channels so mat they 
would become available to individuals 
and small companies. Most of the sales 
were driven either by network providers 
or by value-added-resellers (VARs) into 
the vertical markets. There were certain­
ly advances in the number of users popu­
lating the wireless data networks, al­
though again, last year the industry had 
little or no success in gaining horizontal 
users. 

Ending on a High Note 
The year did end on several high notes. 
Microsoft and seven hardware vendors 
announced handheld PC devices that run 
Windows CE and are designed to be 
companion devices for those already us­
ing a desktop PC; RadioMail inked a deal 
with Netcom to provide wireless e-mail 
and messaging services to the Internet 
provider's customer base. 

The PCS systems that were turned on 
worked well; CDMA finally got into the 
market with real networks; and the 
PCS 1900 folks got some of dieir systems 
up and running (and decided to revert to 
the name "GSM" for their technology 
which is known as the digital standard for 
voice and short messaging in Europe and 
parts of Asia). 

Sliding into 1997 
But what can we expect to see happen 
during 1997? How much will the voice, 
voice-and-data, and data-only markets 
grow? How many new customers will 
there be on the networks? What types of 
new devices and software will we see? 
Will anyone break the code and set the 
world on fire with a hot new approach to 
wireless? And finally, what will Congress 
and the FCC do to either help those al­
ready on a charted course toward wireless 
implementation, or hinder those who 
have invested heavily by "finding" more 
spectrum and allowing yet more net­
works to be added to those we already 
have? 

Sticking Out Our Neck 
Below are some of the things - good and 
bad - that I believe will occur during 
1997 that will have an impact on how the 
industry will change over time. Change, 
after all, is certain and is a safe prediction. 
As for the balance of my predictions and 
observations, many are, frankly, more in 
the realm of "hopes" than solid predic­
tions. Here goes. 

The PCS players that have already 
started building out their systems will 
continue to do so, and others will launch 

their first systems. Build-outs will remain 
aggressive and users will begin trying 
these services. Pricing models that will be 
tried during 1997 include those already in 
use no monthly commitment, buy the 
phone and pay by the month, flat-rate 
pricing, all-you-can-eat voice, and pre­
paid services. 

There is some danger that end users 
will discover that PCS is not like cellular 
in one important aspect. In most cities, 
you will not be able to simply switch car­
riers by reprogramming your phone. You 
will have to buy a new phone that incor­
porates a different digital technology and 
start over again. 

The PCS-GSM folks will provide short 
messaging services along with voice and, 
by the end of the year, a few roaming 
agreements should be in place. Some 
CDMA systems may be up and running 
with some form of data use in addition to 
voice, but I believe that it is not likely that 
many of the CDMA systems providers 
will view data as anything more than a 
technology to be embraced in coming 
years. They will concentrate on establish­
ing the necessary cash flow primarily by 
selling voice services. 

Some PCS carriers will begin working 
toward a wireline bypass strategy, going 
head-to-head with local phone service 
providers by offering dial tone in residen­
tial areas, and some will continue to go 
head-to-head with cellular systems. 

Several companies will introduce PCS 
phones that will offer a combination of 
two different digital technologies for 
PCS, and some that will function on both 
cellular and PCS systems. PCS phones 
will be offered with paging and short-
messaging services - either bundled into 
the phone or as part of a package deal. We 
will also see combinations of cordless and 
PCS phones enter the marketplace. 

Unfortunately, we will not see any ven­
dor offering what I consider full PCS in 
the form of a single phone that works at 
home, on the road, and in the office with 
a single "smart" number. This is really 
what PCS is supposed to be about - a sin­
gle number with a smart network. Users 
are supposed to be able to have business 
and personal calls routed according to 
their wishes using a single number and a 
single phone. 

Cellular 
More digital systems or overlays will be 
established during 1997, and the cellular 
industry will make a real effort to keep its 
existing customers and add new ones. 

They will offer longer-term, less-ex­
pensive airtime contracts, pre-paid air-
time, and perhaps even begin experi­
menting with multiple phones with the 
same number for a single monthly access 
charge. 

Some cellular carriers will be using 
1997 to try to "out-PCS" PCS by adding 
microcells in key business areas, public 
buildings, and even neighborhoods. 
AT&T will finally get around to using 
both its cellular and PCS systems to offer 
local-loop bypass to compete with the 
various regional bell operating compa­
nies (RBOCs) for local service and to 
provide direct access to its long-distance 
services. 

Regardless of the build-out of PCS, the 
number of cellular users will continue to 
grow during 1997 - still in double digits, 
but perhaps not as much as in previous 
years. 

Now let's take a look at what should 
happen but won't. 

Priority Calling Capabilities 
Today, everyone on the cellular system 
has an equal right of access. Normally, 

this works great. However, during times 
of disaster - when critical traffic should 
have priority - there is no way to establish 
it. During the Oklahoma bombing inci­
dent, local authorities had to ask the com­
mercial radio stations to beg users in the 
downtown area not to use their phones so 
important calls could get through. Dur­
ing the earthquake in LA, emergency cel­
lular telephone traffic had to compete 
with normal traffic. 

Wireline carriers have the ability to re­
strict traffic by type of phone (emergency, 
business, pay phone, residential), but cel­
lular carriers have never implemented 
any type of priority system. Thus far, I 
have heard nothing to indicate that PCS 
carriers will provide for priority calling 
either. 

In-Building Coverage 
I do not believe that either the cellular 
carriers or the PCS providers will do 
much, if anything, to improve their cov­
erage inside buildings. It has improved on 
the cellular side in recent years, but cov­
erage is still not acceptable in most public 
buildings, or even in concentrated areas 
of business. 

Some will say that people should be us­
ing wired phones while inside. My re­
sponse is that if the wireless phone is sup­
posed to be my main form of voice com­
munications and I am to rely on it for in­
coming calls, it needs to work reliably 
wherever I am. It costs a lot of money to 
improve in-building coverage, but if we 
are to embrace wireless voice communi­
cations, good in-building coverage is a 
requirement. 

Final Thoughts 
If all of the companies currendy provid­
ing voice paging or data services and all of 
those that obtained new spectrum 
through the auction process build out 
their planned systems, there will be an 
over-abundance of services in the short 
term, many company failures, and mil­
lions of dollars lost. 

The year 1997 should be a year in 
which the realities of economics become 
clear to most of the network providers. 
Build/buy decisions will be revisited 
when the costs of the spectrum they are 
holding are reviewed. Business plans, no 
matter how carefully crafted, will be re­
viewed and revised. 

I believe that successful network 
providers will use 1997 as a time to solid­
ify their positions, make deals, acquire 
other players, combine resources (includ­
ing 

spectrum and distribution), and put to­
gether non-traditional partnering agree­
ments. In other words, as important as 
building out the networks is and will re­
main, making better use of the networks 
and loading them with subscribers at the 
lowest possible cost of customer acquisi­
tion will require new marketing and sales 
models as we move forward. 

There is no more "build it and they will 
come" play in the wireless market. The 
vendors need to move to a model that 
convinces customers that what they have 
to offer will save them time, money, and 
aggravation. What's more, users will be 
looking toward consolidation of services 
this year. 

I hope that 1997 turns out to be the 
year we look back to and say, "Some real­
ly important stuff happened in 1997, and 
1998 was the year of," dare we say it, 
"wireless!" 

ANDREW M SEYBOLD 

Andrew M Seybold is a renowned 
US editor and analysts, 

specializing in computer technology 
and telecommunications. 
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Key to the Internet 
What is the actual key that opens access roads to the Internet? For most 
users, ifs the modem. Ericsson's skills and expertise in the modem field 
have been nurtured for years in the shadow of other more dominant tele­
com products and solutions. Suddenly, however, the little pearl known as 
the modem has caught the spotlight. More modems are being sold every 
day. And the Ericsson name, as usual, stands for quality and reliability. 

"Market growth in Sweden during 1996 
reached 135 percent, compared with 
world market growth of 65-70 percent," 
says Hans Holmqvist, manager of sales 
and marketing for Ericsson modems. 
Product development and manufacturing 
of the modems are concentrated in Erics­
son A/S in Arendal, Norway. 

"We sell about 40,000 modems every 
month in the Swedish market," continues 
Hans Holmqvist. "Ericsson has a market 
share of about 10 percent. We are also a 
leader in the Norwegian market, and 
have noted considerable success in Ire­
land and Croatia. By year-end 1996, we 
expect to have sold about 60,000 
modems. Sales in 1997 are expected to 
double. Special focus is now being placed 
on capturing greater market shares in 
major European countries such as Ger­
many, France and England, in parallel 
with efforts farther afield, for example, in 
Thailand and China. 

Modem - a sideline 
Ericsson has sold modems for 30 years. 
The operations have always been con­
ducted as a sort of "sideline activity" to 
Ericsson's solutions for business commu­
nications. Modems have often been in­
cluded in total solutions. 

The product range also offers a few 
special modems, with particular focus on 
commercial customers, using the modem 
in combination with N M T telephones, 
for example, and, recently, in combina­
tion with GSM telephones, as well as 
high-functionality modems that offer re­
liable and cost-efficient coding applica­
tions. 

The latter application, which is used by 
all off-track betting and lottery outlets 
(ATG) in Sweden, also guarantees reli­
able transmissions of bets and other 
wagers to the nearest access node in 
the Eripax network, a system supplied 
by Ericsson Business Networks to 
process all ATG traffic in Sweden. 

Easy to use 
In its infancy, the transfer speed of most 
modems was in the range of 300 bits per 
second. The latest generation processes 
3 3,600 bit/s based on the new V34+ stan­
dard. According to Hans Holmqvist, 
speeds of 56,000 bit/s are just around the 
corner, and modem transmissions will 
soon be measured on a par with ISDN. 

The modem has become a consumer 
product and, as such, it must be easy to 
use. Hans Holmqvist does not deny it can 
be a little tricky to install and use 
modems, but he also maintains that all 
difficulties can be overcome through 
carefully formulated packaging solutions. 

All modems from Ericsson come with 
an instruction manual with graphic illus­
trations and pictures corresponding to 
what users see on their screens during in­
stallation. The manual is simple and easy 
to understand, explaining the process one 
step at a time. 

Important asset 
"Our know-how as a telecom supplier is 
clearly an important asset. A modem, re­
gardless of how you twist and turn it, is a 
telecom product that has to be approved 
for use in the telecom networks of all 
markets. Eventually, uniform standards 

For most people, modems provide access roads to the Internet. "We expect to 
double our sales in 1997," says Hans Holmqvist. manager of Ericsson modem sales. 

Photo: PETER GUNNARS 

will be established, but we aren't there 
yet," he continues. 

Tough price pressure 
The rules and regulations of the PC in­
dustry generally apply to modems. The 
market is characterized by rapid change. 
The right price at the right time can in­
crease business opportunities. Competi­
tion and price pressure are extremely 
tough, however. Modems are now sold in 
accordance with the same principles that 
apply to GSM telephones, whereby the 
operator/supplier subsidizes hardware 
purchases, i.e., the modem, to attract new 
subscribers, for modems, to the Internet. 

Volume product 
"This is a volume product. It is intended 
for the mass market, and our strategy is to 
concentrate on agreements with selected 

distributors which, in turn, sell the prod­
ucts to large numbers of retailers. One of 
our greatest challenges is to get our 
modems into every shop and store in the 
world that sells mobile telephones," 
Hans Holmqvist explains. 

The wave of reorganizational change 
now sweeping through Ericsson might 
push the modem into a new structural 
domain. Hans Holmqvist recognizes the 
possibility that he and "his modems" 
might eventually find themselves in the 
new Mobile Telephones & Terminals 
Business Area created to concentrate on 
consumer markets. Ericsson's modems 
might well be subject to die same regula­
tions that govern GSM telephones. The 
possibility of being placed in tandem with 
GSM telephones might provide a greater 
boost to retail outlet sales. 

KARI MALMSTROM 

First environmental certificate awarded in England 
Ericsson's production plant in Scunthorpe, 
England, recently became the first Ericsson 
unit to win environmental certification. The 
certificate was awarded in accordance with 
British standard BS 7750 by BSI auditors in the 
latter part of November. 

The rather unusual award ceremony was held on Fri­
day, November 22. The first environmental certificate 
was to be awarded to Ericsson's factory in Scunthorpe, 
a city in Humberside, north of London. The factory 
has about 650 employees (half of whom are contracted 
for outsourced operations) working on AXE exchanges 
and assembly of radio base stati. 

The problem was that Steve Hutchinson, environ­
mental manager at the Scunthorpe plant, was in Stock­
holm attending Ericsson's first international environ­
ment seminar. A video conference was arranged, there­
fore, between Scunthorpe and Telefonplan, outside 
Stockholm. When management personnel in England 
accepted the original certificate, a copy was presented 
to Steve Hutchinson in the Stockholm video studio. 

Hard work 
"It took one year and a lot of hard work," explains Steve 
Hutchinson. "The fact that we were awarded the cer­
tificate does not mean we have taken the lead in the 
field of environmental protection, but we have caught 
up to our competitors, and that is important to large 
customers such as BT." 

Environmental efforts and awareness are gaining 
greater importance in all branches of industry". A new 

international standard, ISO 14000, was recendy devel­
oped in a short time, and major efforts to achieve envi­
ronmental certification is under way both in Ericsson 
and other companies. 

The main reason Scunthorpe was granted certifica­
tion in accordance with BS 7750 was that the ISO stan­
dard was not available at the time, but the intention is 
to secure ISO 14000 certification during 1997. 

From all parts of the world 
Representatives from several local companies through­
out the world, including Australia, Spain, Mexico, In­
dia, England, Croatia, Norway and Brazil, attended Er­
icsson's first international environment seminar in 
Stockholm. 

Hikan Jansson, Senior Vice President, Corporate 
Technology, emphasized executive management's sup­
port of all active environmental conservation efforts 
and the importance of a new philosophy at all levels of 
the company to meet new demands from various out­
side interests. 

T> underline the importance of outside interests, 
Mats-Olov Hedblom, Ericsson's Environmental Man­
ager, had invited several guests to the seminar. Christi­
na Schnell, Telia, and Christer Larsson of Volvo de­
scribed the comprehensive programs conducted inter­
nally by their companies and the strong support of such 
programs by executive management. 

More certificates 
Several more Ericsson units are in line for environmen­
tal certification. It has been determined that previous 

Ericsson's first environmental certificate was award­
ed to its production plant in Scunthorpe. England. 
Steve Hutchinson, environmental manager a t the 
p lant accepts a copy of the certificate f rom Mats-
Olov Hedblom (r), Ericsson's Environmental Manager. 

Photo: CECILIA ABEUN 

certification in accordance with ISO 9000 is a very 
strong starting platform. 

Certification also requires a thorough advance analy­
st current conditions, having the "right" person 

make the "right" measurements and appointments of 
designated persons to cooperate internally and exter­
nally, in addition to the formulation and implementa­
tion of special trainintr cot 

\RS CEOERQUIST 
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"Ericsson not a good 

Johan Riddergard and Katherine Hansson, t w o indus­
tr ia l doctorate candidates at Chalmers Institute of 
Technology, have examined Ericsson and suggest vari­
ous ways for the company to become a better corpo­
rate citizen. 

Is Ericsson a "Good Corporate 
Citizen?" Of course, has been 
Ericsson's reply for the past few 
years. "Not at all, but Ericsson 
could be, the company has 
everything to gain," say two 
industrial economics doctorate 
candidates at Chalmers Institute 
of Technology, who studied 
Ericsson since July 1996 and 
examined its present position 
and future courses of action to 

improve its status as a 
citizen of society. 

9HBVHB 

I
t's not enough just paying taxes, having 
thousands of employees, selling good 
products or conducting other business op­
erations included under normal customer 
relations. Neither does charity qualify a 
company as a good Corporate Citizen, 
claim Katherine Hansson and Johan Rid­
dergard, two industrial economics doctor­
ate candidates at the Chalmers Institute of 
Technology. 

For a company to qualify as a good Cor­
porate Citizen, it must take more affirma­

tive action to improve society, not just react to the ques­
tions of others. A company must go above and beyond 
statutory requirements. Allocations of money are not 
enough either, the company must try to actively engage 
its employees and equipment in various projects. 

Missing in business culture 
"Of course, there several examples of good Corporate 
Citizenship within Ericsson, but a sense of central vi­
sion or general strategy is lacking. Neither do these el­
ements have a place in Ericsson's business culture," says 
Katherine Hansson. i 

Ericsson has everything to gain by becoming a better 
corporate citizen. It would certainly enhance the com­
pany's image. Private consumers, for example, might 
choose Ericsson more readily over its competitors 
when all other factors are equal. It would also help the 
company recruit qualified labor. Employees also appre­
ciate working for a company with an active interest in 
society and its status as a good citizen. 

What is the significance of being a good Corporate 
Citizen? 

A prime example of a local project that Johan and 
Katherine believe would signify a commitment to good 

corporate citizenship for a company like Ericsson would 
be to supply a number of elementary school classes with 
the knowledge and equipment needed to connect them 
with the Internet. This could be a global effort to con­
nect various classes with each other via the Internet, 
without necessarily flooding the students with informa­
tion about Ericsson. The result, hopefully, would be re­
flected in greater knowledge and, perhaps, increased 
interest in communications. In the long-term per­
spective, it might also provide Ericsson with a 
broader recruitment base and more knowledgeable con­
sumers. The gesture should not just be a matter of do­
nating equipment, but also the time and commitment of 

its employees. Other­
wise, it's a simple 

matter of charity. 
"These types 

of long-term 
measures are 
clear indica­

tions of a company's commitment to good corporate 
citizenship. Another good example is the effort made by 
Skandia, a large Swedish insurance company. Skandia's 
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main product is security. Through involvement in 
groups such as "Parents on patrol," they are able to help 
prevent violence and insecurity in Swedish cities. This is 
a prime example of the significance of good corporate 
citizenship for a company," says Johan Riddergard. 

"It's important to differentiate between Corporate 
Citizenship, sponsorship and charity, concepts that are 
often grouped under one heading," says Katherine 
Hansson. 

Charity comes into play when Ericsson donates mon­
ey or equipment to an organization for charitable pur­
poses, without expecting anything in return. Sponsor­
ship may be defined as a mutual business agreement in 

• Olle Wikstrom works with public affairs within the 
parent company. He is joint supervisor, together with 
Ericsson's Senior Vice President, Corporate Relations, 
Lars A. Stalberg, for Johan's and Katherine's disserta­
t ion project. 

Study provides 
useful information 

"We are very pleased with the Corporate Citizenship 
study, which has provided us with valuable informa­
tion," says Olle Wikstr6m. "We plan to proceed with 
this work until we have created a common platform 
for Good Corporate Citizenship within Ericsson. But it 
is still too early to say exactly what form it will take." 

"The study has given us a considerable amount of 
useful information," agrees Lars A. Stalberg. "Based 
on the definition of Good Corporate Citizenship that 
we are applying, we have a long way to go before we 
take the lead. However, we already have every justifi­
cation for feeling proud of our role in society in view 
of the social and economic benefits resulting from 
advances in telecommunications. We are also pursu­
ing a number of other projects that come under the 
same heading, and we have received many tips on 
how to work more professionally in this area, 

"It is interesting to note how companies in North 
America and Asia apply the Good Corporate Citizen­
ship concept in the more active sense described by Jo­
han and Katherine," adds Lars A. Stalberg. 

• Good Corporate Citizenship is not a precise term, and 
there are many interpretations of exactly what it in­

volves. In their degree 
Good Corporate project, Katherine Hans-

C i t i z e n s h l D ! s o n anc* • l o n a n R'dder-
" . » . . . . gard applied the follow-

a definition i n g definition of a com­
pany that is a Good Corporate Citizen. Such a company: 

• Takes proactive measures to improve society and 
the conditions governing the lives of individuals with­
in society. 

• Does more than merely comply with the law. 
• Strives to achieve socially beneficial results as well 

as financial gain. 
• Works to achieve mutual benefits for the company 

and those with an interest in it. 
• Commits not only money but also its own employ­

ees, equipment and facilities to the project. 

which Ericsson contributes money or equipment for 
the prominent display of its name or for cooperation 
purposes. Sponsorship is beneficial to both parties and 
involves more than purchases of advertising space. 

Corporate Citizenship is more of a long-term con­
cept, compared with charity and sponsorships. It en­
compasses Ericsson's actions in relation to all parties, 
including employees, owners, investors, customers, en­
vironmental organizations, schools, communities and 
nations. 

The company's best interests 
Being a good Corporate Citizen is an abstract concept 
that does not provide any concrete short-term advan­
tages, but serves the long-terms interests of a company 
and provides certain benefits to society. 

Good Corporate Citizenship is a relatively new con­
cept in Sweden. 

"Corporate Citizenship cannot be translated into 
Swedish. It is defined as a pro-active commitment to 
public service programs in a genuine attempt to con­
tribute to various forms of improvement throughout 
the community in particular and society in general," ex­
plains Katherine Hansson. 

Ericsson has an excellent vantage point. Communica­
tions solutions do not create environmental contami­
nants or waste. On the contrary, communications leads 
to improved contacts between people and reduced 
transport needs. Many Ericsson companies also con­
duct various programs in cooperation with schools, and 
several projects now in progress may be classified as 
good Corporate Citizenship. But its efforts are not 
communicated, and the company lacks an overall com­
mon strategy, according to the Chalmers graduate can­
didates. 

"Ericsson has everything to gain by developing ef­
forts focused on Corporate Citizenship," conclude 
Katherine Hansson and Johan Riddergard. 

" PATRIK LINDEN 

Under the West 
African sun 
One of the first GSM systems in West Africa 
is about to go into operation. Ericsson has 
established a presence in Ghana, and Goran 
Kretz is one of the installers dispatched 
there to toil in the African heat. 
Twenty-eight-year-old Goran Kretz is a mechanical 
and electrical installer working for Ericsson Busi­
ness Networks in Jarfalla, near Stockholm. But in­
stead of spending all their time in the cool of the as­
sembly unit in Sweden, Goran and his colleagues of­
ten travel to various parts of the world to set up Swe-
site installations. Their most.'Tecent p i p was to 
Ghana, where four installers beaded at the end of 
September to carry out a month-long installation 
project. 

^ "It was warm down diere - already up to 32 de­
grees when we woke up in the morning," relates 
Goran. "You have to keep your cap pulled well down 
over your forehead and drink six to seven liters of 
water a day to survive the heat." 

While the heat may be a problem for human be­
ings, the radio equipment is installed in air-condi­
tioned shelters that can withstand temperatures as 
high as 55 degrees. 

Local office established 
The job in Ghana was part of an important order se­
cured by Ericsson Radio Systems. The Ghanaian 
operator Scancom, owned by a Lebanese company, 
purchased six radio base stations and two exchanges 
to set up one of the first GSM networks in West 
Africa. The first stage of the project will connect 
4,000-5,000 subscribers in the capital Accra and the 
port city of Tema. 

"We are opening a local office in Ghana to serve as 
our operational center for West Africa,'' reports 
Robert Rudin, sales manager for North and West 
Africa. 

Ericsson previously operated on a direct-market­
ing basis, but now that the GSM -system is estab­
lished, the local office in Ghana will serve as the base 
for all Ericsson's operations in the region, where 
Ivory Coast, Togo and Guinea are also potentially 
important markets for Ericsson. 

Goran Kretz and his colleagues had plenty to do 
in Ghana. With the entire company working flat out 
to fill orders, there is a heavy work load and a short­
age of personnel. Despite only getting one day off in 
five weeks, they successfully readied the system for 
its inauguration - to the customer's great satisfac­
tion. 

"After returning home, we received a letter of 
thanks from the president of Investcoms, the 
Lebanese company behind the Ghanaian operator," 
relates Goran. 

Bird's-eye view 
Ghana turned out to be a good place to work in after 
all. Although the truck-mounted cranes often did 
not appear until lunch-time, the people were friend­
ly and cooperative. Scancom, the operator setting 
up the GSM network in Ghana, came through 100 
percent. 

In addition to the six base stations in their Swesite 
shelters, Ericsson Radio Systems installed two radio 
links. For Goran, this meant scrambling around 95 
meters above the ground on the television tower in 
Accra to install the larger of the radio links, 1.2 me­
ters in diameter. The other link, a minilink with a di­
ameter of 0.6 meters, was installed at a height of 46 
meters. 

"Everything went smoothly," relates Goran, "but 
since there was no elevator, quite a bit of climbing 
was involved. Naturally we used safety lines." 

It is likely that there will be more jobs in Ghana in 
the future. In the country's gold-mining areas, there 
are large numbers of people but very few tele­
phones. 

"We have a good chance of securing more orders, 
since the Ghanaians are planning to extend the cov­
erage of the GSM network," notes Robert Rudin in 
conclusion. 

JESPER LINDAU 
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Erieye, more 
than radar 
The PS-890 is well-known primarily 
as a surveillance radar which is 
mounted on aircraft such as the 
SAAB 340 as an integral part of the 
Swedish acquisition radar system. 

However, a typical export system dif­
fers from the Swedish version in 
many ways. Export customers nor­
mally desire to have personnel, the 
operators, in the aircraft to control 
the radar and other equipment. They 
also direct attack aircraft through 
voice and data links, coordinate with 
the command and control central and 
ground units as well as other com­
mand and control (C&C) activities. 

The operators work at the C&C 
center where all information from 
radar and other systems is displayed 
on screens. Information about targets 
comes mainly from radar, but IFF 
(Identification Friend or Foe) equip­
ment is also used, as well as signal sur­
veillance equipment, ESM (Electron­
ic Support Measures) to identify and, 
to some extent, detect targets. 

The control system includes func­
tions needed to create and update air 
status reports. It also contains other 
information operators need, for ex­
ample, about own aircraft, those in 
the air and at other air bases, as well as 
information about own and enemy 
anti-aircraft defenses. For control of 
its own fighters, the control system 
calculates the intercept commands 
and forward's them by data or voice 
commands by radio. The operators 
also exchange information with the 
ground control centers by data link 
and voice 

A typical Erieye Mission System 
contains the following: a C&C system 
with three to five operator stations, 
radar, IFF equipment, ESM equip­
ment and eight to twelve VHF/UHF 
radio and data links. The radar is 
manufactured by Ericsson Microwave 
Systems and the control system by 
Erisoft in LuleS. Other equipment is 
purchased from various suppliers out­
side Ericsson and integrated into the 
system. 

Integration of such a large and 
complex system is a new and exciting 
challenge which requires know-how 
in many areas in which Ericsson has 
no previous experience. In order to 
cope wirh current and future under­
takings personnel involved in system 
construction must be increased sub­
stantially in the near future. 

Broader market for Erieye 
Erieye is a highly versatile radar sys­
tem designed for both military and 
commercial aviation applications that, 
hopefully, will make the system a best 
seller. 

Ericsson recently embarked on a 
program of cooperation with Lock­
heed Martin of the U.S., whereby 
Erieye will be mounted on Hercules 
C-130 airplanes as a suitable combi­
nation for radar surveillance. Erics­
son is also proceeding with sales of 
several radar systems in Brazil. 

The Division for AEW systems 
(Airborne Early Warning) noted 
strong growth in 1996, expanding 
from 100 employees to 114. 

"We followed our plan for 1996, 
but now we need more employees, es­
pecially more system engineers," savs 
Division Manager Lennart Joelsson. 

Erieye is a highly versatile radar system designed for both 
military and commercial aviation applications that, hope­
fully, will make the system a best seller. Ericsson recently 
embarked on a program of cooperation with Lockheed 

For export markets, the Saab 2000 is a more likely aircraft alternative than Saab's smaller 340 model. 

Erieye finds 
he Division for AEW sys­
tems (Airborne Early 
Warning) noted strong 
growth in 1996, expanding 
from 100 employees to 114. 

"We followed our plan 
for 1996, but now we need 
more employees, especially 
more system engineers," 

says Division Manager Lennart Joelsson. 
"Erieye is an unique airborne radar sys­

tem, characterized most strongly by its 
compact design. Naturally, however, 
there are similar systems such as 
AWACS, Hawkeye and the Israeli Phal-
con system that is also based on an elec­
tronically controlled antenna. Northrop 
Grumman is also working on develop­
ment of a similar system designed pri­
marily for larger aircraft. Our system is 
less expensive since it requires smaller 
airplanes. As far as we know, Erieye is the 
only system on the market that can be 
carried by a small turboprop airplane, 
such as the Saab 340. For export purpos­
es, however, the most common alterna­
tive is the Saab 2000, because it accom­
modates more than one operator in the 
aircraft. 

"The bigger we get, however, the 
greater the risk for plagiarism," Lennart 
Joelsson continues. "We're already com­
peting with the biggest companies on the 
market. Nevertheless, I want to empha­
size that our Swedish customer is our 
most important customer. During 1996, 

we delivered two systems to the Defense 
Materiel Administration of Sweden 
(FMV). The Swedish customer is an im­
portant reference for exports," continues 
Mr. Joelsson. 

The agreement with Lockheed Martin, 
which calls for Erieye mounted on C-130 
aircraft, is expected to open doors into 
new markets. 

Marketing with patience 
Erieye can also be used in all kinds of sur­
veillance, and is expected to gain consid­
erable importance in non-military appli­
cations. The present market outlook for 
Erieye is highly promising. Ericsson is 
counting on 
10 "hot" cus­
tomers, with 
"hot" defined 
as a strong 
and very real­
istic chance of booking an order before 
the year 2000. The prospects are situated 
in Brazil and a number of countries in 
Asia. 

"Naturally, the dual application feature 
is an added attraction; products with dual 
applications always find larger markets," 
Lennart Joelsson says. 

About 10 of the division's 110 employ­
ees work with marketing. Including all 
persons whose jobs are concentrated on 
customer contacts, the number is closer 
to 20. 

"Marketing people have to be patient, 

willing to hang tough. It may take three-
four years from the first contact with a 
prospective customer until the first bid is 
submitted, and then a few more years be­
fore the first contract is signed. It's im­
portant to maintain contacts with poten­
tial customers, avoid periods of dead air 
with no contact, and keep plugging al­
though it may seem futile at times; for ex­
ample when waiting for decisions on mil­
itary spending," explains Lars Tornquist, 
marketing manager. 

"Military defense projects have two 
things in common: they are always multi-
million dollar projects and they take time 
to implement, since we are dealing with 

Commercial applications and 
new functions enhance exports 

government agencies. A number of vari­
ous impediments can be encountered 
along the way toward a large contract," 
he continues. 

Export milestones 
Although the armed forces usually ac­
count for procurements, several budget 
centers may be involved because of the 
dual application feature, since the Erieye 
system is used mainly for peacetime ap­
plications, for example to control fishing 
waters and smuggling and to protect rain 
forests, continues Lars Tornquist. 
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Martin of the U.S., whereby Erieye will be mounted on 
Hercules C-130 airplanes as a suitable combination for 
radar surveillance. Ericsson is also proceeding with sales 
of several radar systems in Brazil. 

rrn-ir^nTT^T 
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new markets 
Project Erieye has a few years under its 
belt. We asked Lennart Joelsson and Lars 
Tornquist to review the most important 
milestones, with particular emphasis on 
markets and exports. 
• First exhibition in Farnborough, 

England in 1992. 
• FMVs radar order in 1993. 
• Bid from Sivam of Brazil in 1993. 
• Opening of demonstration center in 

Molndal in 1995. 
• The demonstration of an image 

linked from an airplane to the oper­
ator's position was shown at the 
MILINF exhibition in 1996. It was 
the world premiere for direct trans­
mission of authentic pictures for a 
large international audience com­
prising representatives of the trade 
press. 
To accelerate development work, the 

division has now started to use standard 
computers/processors, which are also ex­
pected to reduce future lead-times. 

"We invest about SEK 20 million an­
nually in product development. By the 
year 1999, we expect to introduce new 
modes and functions. Primary goals in­
clude higher system levels for recogni­
tion systems and signal surveillance 
equipment," says Lennart Joelsson. 

"All our efforts are concentrated on a 
basic product that can be equipped with 
unique solutions to meet the specific 
needs of all customers." 

BRITT-MARIE WIHDEN 

New methods and techniques 
tested in the Erieye project 
• Included in the framework of the 
Erieye Project, Ericsson has also con­
ducted related research and develop­
ment programs. By testing new meth­
ods and techniques, the company has 
produced a new signal processing sys­
tem for modes that could not be real­
ized with existing signal processing. 
The project was designed to improve 
Ericsson's capability to meet future 
customer demands, under the assump­
tion they will want products delivered 
quickly and not accept decade-long 
project times. 

It is difficult to maintain constant ac­
cess to the best and most modern sig­
nal processing equipment and tech­
niques. As a result, Ericsson decided to 
use commercial techniques, so-called 
commercial off-the-shelf (COTS) tech­
niques, for its most advanced, high-
calculation signal processes. 

Sophisticated research 
Simplicity is also required to make con­
versions to new techniques used in the 
next generation of signal processors. 
Hardware has to be programmed with 
graphic tools now available and used 

by several software companies serving 
the communications and medical elec­
tronics industries. The graphic tools 
were developed through highly so­
phisticated research programs con­
ducted by various universities 
throughout the world, and they are 
now assuming the stability required 
for software production. 

Computer-aided calculations for sig­
nal processing algorithms, conse­
quently, are used for specification and 
verification purposes. Results of the 
realizations were placed directly 
(seamless) in a network of floating­
point signal processors to make real­
time calculations. The target machine, 
with a capacity to process two gi­
gaflops (two billion floating-point op­
erations per second), consists of a com­
mercial circuit boards with 40 digital 
signal processors that can be housed in 
a one-cubic foot box, about the same 
size as a conventional PC. 

The project spanned one year from 
original concept to airborne prototype 
and yielded anticipated results, de­
spite minimal resources. 

BO LYCKEGARD 

Integrated network 
in Helsinki 
An integrated network for telephony, 
Internet and other services will be 
opened by the Helsinki telephone com­
pany in February. The network was de­
livered by Nokia. New network technol­
ogy will make it possible to conduct 
telephone conversations over the Inter­
net (using Internet Protocol) from con­
ventional telephones. The network is 
based on broadband technology, in­
cluding ADSL (Asymmetrical Digital 
Subscriber Line) and HDSL (Hi-bit-rate 
Digital Subscriber Line). 

Expansion order 
for GSM booked 
by Nokia 
Nokia has signed a contract with the 
Henan Provincial Post and Telecommu­
nications Authority in China for expan­
sion Henan's GSM network. The order is 
valued at about USD 75 million. The 
original network was placed in opera­
tion last April. The recent order is the 
second expansion order booked by 
Nokia and, after the latest expansion 
project, network capacity will be in­
creased to 500,000 subscribers. 

Order bookings 
up for Alcatel 
Alcatel Alsthom, the leading French 
telecom supplier, shows invoiced sales 
of FFR 162 billion in its preliminary re­
port for 1996, an increase of FFR 1.6 bil­
lion. Sales of telecom equipment rose 6 
percent and order bookings were up 21 
percent. 

300,000 new lines to 
the Philippines 
A three-year framework agreement val­
ued at FFR 1.8 billion has been signed 
by Alcatel of France and ETPI, a Philip­
pine telecom operator, for delivery and 
installation of 300,000 new telephone 
lines. The order includes digital ex­
changes, fiber optics, microwave links, 
fiber-optic access systems and installa­
tion. Cable and Wireless, the worldwide 
telecom giant, owns 40 percent of ETPI. 

21,000 kilometers of 
underwater network 
A consortium comprising Alcatel, AT&T 
Submarine Systems, KDD Submarine Ca­
ble Systems and Pirelli has been con­
tracted to deliver most of the world's 
most sophisticated underwater optical-
fiber network. The total length of the 
network will span 21,000 kilometers, 
linking Singapore with Germany and 
other countries. The order was placed 
by 24 of the largest telecom operators 
in the world today. The project will em­
ploy SDH technology, and the massive 
network is expected to be completed in 
December 1998. 

Nortel reports 
order bookings up 
28 percent 
Nortel (Northern Telecom), a major 
Canadian telecom supplier, reported a 
28-percent increase in order bookings 
during 1996, compared with the pre­
ceding year, with earnings up about 30 
percent. R&D investments quoted in ab­
solute values also increased but, ex­
pressed as a percentage of total rev­
enues, showed a marginal decline to 
14.1 percent. The overall increase in re­
search and development costs was at­
tributable primarily to new efforts in 
cordless telephony as well as business 
and broadband networks. 
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Sir Thomas Stamford Raffles founded Singapore in 1819. A statute in his honor 
has been erected outside Singapore Telecom. Singapura, the Lion, Singapore's 
original name, had a rich Asian history long before Sir Raffles arrived in this island 
nation. According to local historians, the city was established in 1160 and flour­
ished for centuries as the "Constantinople of Asia." 

Singapore -
Area: 646 sq. km. 
Average temperature: 26.7 
Precipitation: 2,352 mm/yr 
Population: 3 million 
Chinese: 77.4% 
Malay: 14.2% 
Indian: 7.2% 
Other. 1.2% 

Brief Facts 
Literacy: 91.8% 

°C Literate in more than 
one language: 45% 
Languages: English, Mandarin, 
Malay, Tamil 
Economic growth 1995: 
Inflation 1995: 1.7% 
Foreign debt: 0 

8.9%/yr. 

Focus 
turns to 
ingapore - three 
million people on 
an island that mea­
sures 646 square 
kilometers. Some­
body once com­

pared the city with a 
very elegant and clean public water clos­
et. The downtown area and shopping dis­
trict around Orchard Street features 
modern skyscrapers made of steel, tinted 
glass and marble. Everything looks like it 
was built last week, then washed and pol­
ished at least 10 times. 

"Visitors should be made aware of Sin­
gapore's good sides," says Goran 
Berntson, President of Ericsson Pte. Ltd. 
"Everything works here: telephones, 
telecommunications - you're in a taxi 10 
minutes after you land at Changi Airport 
- there is virtually no corruption, the 
crime rate is low and you can walk the 
streets safely. 

We ate lunch at the Singapore Polo 
Club, one of the few remnants of Singa­
pore's colonial past under British rule - a 
beautiful, low-lying pavilion overlooking 
the polo field. 

Despite its size, however, Singapore is a 
highly attractive and interesting market 
for Ericsson. In terms of economic 
growth potential, the World Economic 
Forum in Switzerland recently ranked 
this Southeast Asian island nation No. 1 
in the world, replacing the U.S. as No 1. 
And, as China's assumption of power in 
Hong Kong approaches, Singapore is the 
current choice of many multinational 
companies as the site of regional offices in 
Southeast Asia. Ericsson has also estab­
lished its regional office for mobile tele­
phone operations in Singapore. 

The intelligent island 
The attraction of Singapore has been en­
hanced by the government's vision to 
build the "intelligent island." Step one in 
the project calls for construction of a 
broadband network, Singapore One, for 
rapid and efficient telephony and data 
communications between private homes, 
offices, schools, companies and institu­
tions. The network is being designed pri­
marily to make various forms of public 
service accessible to private citizens and 
commercial companies. Construction is 
now in progress, with completion sched­
uled for the year 2001. The next phase 
will be started in 1999. Upon completion 
in 2007, it will feature direct broadband 
connections to all private homes. The 
government has allocated the equivalent 
of SEK 160 million for phase one and 
SEK 250 million for phase two. The en­
tire project is designed to establish Singa­
pore as the financial center of Southeast 
Asia. 

The "intelligent island" concept natu­
rally presents some highly interesting 
business prospects for Ericsson. 

"In the field of broadband, we have al­
ready tendered bids to both local tele­
phone companies, Singapore Telecom 
and Singapore Cable Vision, but no deci­
sions have been reached yet," says Goran 
Berntson. 

Goran Berntson is President of Erics­
son Pte. Ltd. in Singapore. 

Singapore, like most other countries in 
all parts of the world, is now in the 
process of deregulating both its wired and 
mobile telephony markets. 

The government recently decided to 
grant licenses to two more operators on 
the wired network, effective in the year 
2000, rather than 2007, as resolved earli­
er. 

No decision has been made on Singa­
pore's selection of its new telecom opera­
tors. License applications must be sub­
mitted by the summer of 1997, and a de­
cision is expected to be reached during 
the third quarter of 1998. 

"License applications must include 
specifications of services to be offered, 
and the competition will probably be de­
cided by peripheral services proposed by 
the different applicants. We are helping 
several prospective licensees to find tech­
nical solutions for their bids, and I am 
quite convinced they will lead to business 
opportunities for Ericsson". 

Modernization and expansion 
As increased competition for telecom ser­
vice approaches, Singapore Telecom has 
also become a more attractive company, 
and a decision has been made to modern­
ize and expand its network by adding 1.2 
million new lines. 

"In mid-November, we signed a con­
tract with Singapore Telecom for an STP 
network that will control telephone traf­
fic in the local switches. It's an important 
order for Ericsson, because it will estab­
lish the AXE technique in Singapore's 
fixed telephone network. Ericsson Pte. 
Ltd. now plans to proceed with a bid on 
expansion of the 1.2 million lines to be 
installed during the next two-three 
years," explains Goran Berntson. 

"The government will select more than 
one operator, but with the recent order 
for an STP network and our well-docu­
mented expertise in network construc­
tion, we should have a good chance to be 
selected," he continues. 

During recent years, Singapore Tele­
com has become more open and receptive 
to telecom suppliers other than Alcatel, 
traditionally its main supplier. 

The mobile telephony market was 
deregulated in 1995, when a license was 
granted to Mobile One, a new operator. 

"Mobile One is building two digital 
networks, one based on the CDMA/IS-
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in Asia 
Singapore 

95 standard and the other a GSM system, 
which will be opened to commercial traf­
fic in April 1997. 

Price, quality and content 
Singapore Telecom has four mobile tele­
phone networks - two analog networks: 
ETACS and AMPS - and two digital: 
GSM and DCS 1800. Ericsson supplied 
the ETACS and GSM networks. 

About 11-12 percent of Singapore's in­
habitants have mobile telephones, but 
aggressive growth is anticipated during 
the next few years. The emergence of an­
other operator on the market will almost 
certainly enhance network quality. Price, 
quality and content are still the only com­
petitive weapons available. And Singa­
pore Telecom is constantly expanding its 
network, fully aware of new competition 
in April. 

According to government estimates, 
Singapore will have one million mobile 
telephone subscribers by the year 2000, 
corresponding to market penetration of 
about 30 percent. 

Ericsson is the leader in sales of mobile 

telephones in Singapore, with a market 
share of more than 50 percent. 

Mobile domination 
Sales of mobile telephones and GSM sys­
tems account for about 90 percent of Er­
icsson's business operations in Singapore 
today. 

"We might see some major changes, 
however, if our bids on the wired network 
are successful," says Mr. Berntson. 

Singapore also has a Mobitex network 
supplied by Ericsson. It's used by taxis, 
fire and police departments and trucking 
companies. 

"We have noted considerable success 
in this area. Along with Telia's system in 
Sweden, the Mobitex network in Singa­
pore is one of the world's most successful 
in terms of attracting subscribers. By the 
teginning of 1997, we expect to have 
10,000 subscribers in Singapore." 

At the same time, Ericsson will also fo­
cus more strongly on another one of its 
products in Singapore - DECT, or Digi­
tal Enhanced Cordless Telecommunica­
tions, a cordless telephony system and 

telephones for offices and private homes. 
Ericsson has also localized some radio 

research operations in Singapore, with 
particular emphasis on multimedia appli­
cations via GSM networks. The R&D ac­
tivities are conducted in cooperation with 
the Centre for Wireless Communica­
tions and the Institute of System Science 
at the University of Singapore. 

"We have established research activi­
ties in Singapore for two important rea­
sons. Naturally because we have an im­
portant job to do, but we also want to 
evaluate research skills and expertise in 
this market," Mr. Berntson adds.. 

Like other high-technology companies 
in Singapore - and several other parts of 

Southeast Asia - Ericsson has experi­
enced difficulty in recruiting qualified 
employees locally. 

Recruitment problems are linked with 
the country's strong economic growth. 
There is virtually no unemployment. 

"In fact, however, Singapore's strong 
economic growth has faltered during the 
past year. GNP growth during the third 
quarter of 1996 was only 3.5 percent, cal­
culated on a yearly basis, and even slower 
growth was projected in the fourth quar­
ter, compared with double-digit growth 
figures just a few years ago," concludes 
Goran Berntson. 

LARS MALMSTROM 

Monkey on your back: 
How to choose 
the hardware 
when your customers 
have already chosen 
Windows NT ? 

/ / you're compiling a short list of Windows NT* 

hardware, based on the Intel* Pentium* or 

Pentium Pro Processor, take note: Only one 

DIGITAL - has developed a line of 

servers, workstations, desk-tops, and notebooks that 

was literally bom to run Windows NT. One more 

point to jot down: Our heritage in multivendor 
r i o HtNote Ultra 1] 

I integration and enterprise level 

computing makes us uniquely 

^fmttmtM qualified to help you migrate 

fSttSS^^ smoothly to this robust operating 

P™ns~ zx system. Add the fact that we have utilized our 

alliance with Microsoft* to offer you unparalleled service 

and support, and your choice becomes even 

easier. Remember, you chose Windows NT 

to let your users access 

mission-critical data 

from their desktops and 

notebooks. Make sure your new ^ ^ ^ . ^ , 

hardware is up to the task. For more information about our 

products and where to buy them, please contact DIGITAL in 

Sweden on phone: 020 - 97 97 15, or on fax 

+46 8-629 75 58. 
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Ericsson Indonesia experienced strong 
growth in 1996. The number of employees 
tripled, and order bookings increased 
almost seven times, compared with 1995. 
The telecom market is on the upswing, with 
impressive growth figures and no flattening 
in sight. 

Ericsson 
building up 

in Indonesia 
he first steps toward dere­
gulation of the telecom 
market have been taken, 
and there are already ma­
ny international operators 
investing heavily in 
Indonesia, the world's lar­
gest and most heavily po­
pulated archipelago. 

Ericsson's successes in 
Indonesia have been achi­

eved without a single sale of AXE, which 
is still not approved switching equipment 
in Indonesia. 

"Not being able to sell AXE means that 
we have to put extra effort into other pro­
ducts and systems," says Hans Karlsson, 
who is the manager for fibre and multi­
media network at Ericsson Indonesia. "I 
am not even sure that we would have be­
en successful with other products on this 
market if we have had AXE here. Instead 
we were forced to work hard and be more 
innovative. Eventually, however, we will 
have to market the full product range he-

Tremendous opportunities 
Indonesia offers tremendous opportuni­
ties. With 200 million inhabitants, it is 
the world's fourth most populous 
country. Most of the population — about 
60 percent — live on Java, the main 
island, which has an area one third that of 
Sweden. 

Mats H. Olsson Erics­
sons president of 
Ericsson Indonesia. 

Telephone den­
sity is extremely 
low, less than two 
phones per 100 
inhabitants. On 
the other hand, gi­
ven the large po­
pulation, a one-
percent increase 
represents two 
million lines. The 
opportunities are 
thus significant, 
even with see­
mingly modest 
expansion of the 
telecommunications infrastructure. 

"Ericsson has been active in Indonesia 
since 1907. Until recently operations we­
re limited, although there was a vey 
strong period during the middle of the 
century," relates Mats H Olsson, presi­
dent of Ericsson Indonesia, adding that 
in Indonesia, as in many countries during 
the 1940s and 50s, the name Ericsson was 
synonymous with a telephone. 

At year-end there were approximately 
300 employees at Ericsson Indonesia. By 
rhe end of 1997, this number is expected 
to increase to 500. 

"Today about 60 of the employees are 
foreigners," says Mats, "but we intend to 
increase the relative ratio of Indonesians. 
When expansion occurs as rapidly as it 
has, it is difficult to manage with only 

' ' ^ S f S ^ 

Alfred Ling is the Ericsson Indonesia manager responsible for new operators. 
An important part of his job is to provide training to Ericsson's new customers. 

local employees. Staff from Ericsson 
companies in Sweden and other parts of 
the world have to be brought in. 

"It is important to maintain the compa­
ny culture when so many new employees 
are being hired over such a short time. 
Many new recruits are young and have 
not worked anywhere else, which of 
course makes it easier to quickly assimila­
te the Ericsson culture," notes Mats. 

Growth pains better 
"Although we are recruiting many 
Indonesians and are very busy, this does 
not mean that we do not have time for the 
normal introductory programs for new 
employees. However, we have to be crea­
tive in maintaining the Ericsson culture 
and routines with so many new 
employees. Contracted employees can 
play a key role in this regard, " says 
Darmoni Badri, vice president of 
Ericsson Indonesia, who also emphasizes 
that there are negative side effects of very 
rapid growth but that this is better than 
no growth at all. 

Localisations is important for several 
reasons. Most obviously, customer confi­

dence depends on having Indonesians in 
the company. Non-Indonesian contract 
employees also encounter unnecessary 
cultural difficulties. No less important is 
the necessity of showing local employees 
that there are career opportunities in the 
company, despite the fact that it is fo­
reign-owned. 

Ericsson's recent expansion in 
Indonesia follows the growth of GSM, 
which started at the end of 1995 and gai­
ned momentum in 1996. Ericsson suppli­
ed the country's first pilot network in late 
1994. 

"Public telephony is starting to be de­
regulated through a profit-sharing 
system between the state-owned operator 
PT Telkom and various foreign opera­
tors. However, major changes cannot be 
expected until after the presidential elec­
tion in 1998. Mobile telephony, on the 
other hand, is a newer phenomenon and 
has never been as tightly regulated," says 
Darmoni. 

GSM growth 
Since 1986, Ericsson has been the only 
supplier of N M T systems in Indonesia. 
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17,000 equatorial islands 

Further increases in this product area are 
not expected, however. Instead GSM will 
increase. The first system was taken into 
operation in 1994, and Ericsson's share of 
the GSM market, currently at 3 5 percent, 
is increasing steadily. 

Ericsson recently delivered a GSM 
network to Exelcom, a new operator who 
is expanding at rapid pace and has not yet 
had time to load its network with subscri­
bers. As Excelcom's network comes up to 
capacity, Ericsson's market share will inc­
rease. 

For the state-owned GSM operator 
Telkomsel, Ericsson is one of three sup­
pliers. 

In addition to NMT and GSM systems, 
there is also three AMPS networks, but 
GSM is growing most rapidly. 

"PCN networks are coming, but as yet 
no one knows which operators will win li­
censes and when they are awarded. There 
are more than 150 applicants, and the big 
challenge in 1997 will be to find the 
strong candidates and back the right ope-

• Indonesia consists of more than 17,000 
islands stretching like a ribbon along the 
equator. Some 6,000 islands are inhabi­
ted, ava is one of the world's most den­
sely populated islands and the location 
of capital city Jakarta. Java also is the 
area that attracts the greatest amount of 
foreign investment. Indonesia's total po­
pulation is 200 million. 

The most important islands are Java, 
Borneo (Kalimantan), Sumatra, Sulawesi 
and New Guinea (Irian Jaya), of which 
half belongs to Indonesia. Indonesia co­
vers an extremely large area. Spread out 
on a map of Europe, the country would 
stretch from London to Teheran. 

From the beginning of the century up 

until World War II, Indonesia was a 
Dutch colony. In 1942, Japan invaded 
Indonesia, which became independent 
in 1945. Today Indonesia is a republic 
with a strong central government hea­
ded by President Suharto, who has been 
in power since 1966, when Suharto as a 
military general successfully fought off a 
coup attempt. 

The dominant religion is Islam, which 
in Indonesia is interpreted less strictly 
than in many other Muslim countries. 
There is also freedom of religion for ot­
her beliefs. 

The government has adopted Bahasa 
Indonesia (Malay) as the national langu­
age of Indonesia, which consists of more 

than 300 et­
hnic and ling­
uistic groups. 

Because the islands are situated near 
the equator, the climate is hot and hu­
mid. It is said that there are two types of 
weather in Indonesia: either hot and dry 
or hot and humid. Nearly all rain falls 
during the rainy season from November 
to March. 

Much effort had been expended to 
broaden Indonesia's industrial base. Oil, 
gas and agriculture followed by touru-
ism, however, remains the three largest 
sources of income, although industry is 
growing, particularly as a result of incre­
ased interest from foreign investors. 

rators," says Johan Lallerstedt, manager 
for mobile systems at Ericsson Indonesia. 

Mobile phones still status items 
Mobile telephones are still status items in 
Indonesia. Currently there are about 
500,000 GSM subscribers, corresponding 
to less than one mobile phone per 400 in­
habitants. The market is therefore not yet 
price-conscious. Among mobile telepho­
ne users, Ericsson is a popular choice, and 
many 388s can be seen among business 
users in Jakarta and other major cities. 
Visitors arriving at Jakarta's airport are 
greeted by billboards promoting Ericsson 
telephones, which can also be rented 
during the traveler's stay in Indonesia. 

"The fact that mobile phones are still 
most common among businessmen is due 
not only to price, but also to traffic condi­
tions. On Java, and in Jakarta in particu­
lar, traffic can be very frustrating. For this 
reason, many people have bought mobile 
telephones so that they can make best use 
of rhe time they sit in traffic jams," says 
Johan Lallerstedt. 

"It is particulary encouriging that we 
during 1996 managed to double our mar­
ket share on a market that doubled in it 
self. Now our market share is 40 persent 
on phones in a contiously growing mar­
ket", says Mats H. Olsson. 

A suitable portfolio 
While mobile systems and phones ac­
counts for the major share of Ericsson's 
successes in Indonesia, sales of access 
products are also very strong. 

"Our successes in recent years is due in 
large part to having a suitable product 
portfolio for the Indonesian market, par­
ticularly with regard to access products 
for both fixed and radio networks," says 
Mats H Olsson. 

Ericsson currently has a 70-percent 
share of the Indonesian market for access 
products. This will probably fall to 40 to 
50 percent as competitors develop pro­
ducts and enter the market. 

"Business must be conducted in a diffe­
rent manner than in Sweden," relates 
Hans Karlsson. "You can't sit and wait for 
requests for tender, l b a much greater ex­
tent, the company has to go out and show 
customers what it has to offer. For ex­
ample, we donated a test system for a fi­
ber-optic network, as well as some other 
equipment, so the customer could see 
what we had to offer. We also submitted a 
proposal to the state-owned operator PT 
Telkom showing how copper wire can be 
replaced by fiber to increase capacity. 
Such initiatives have resulted in a number 
of contracts for access products." 

Indonesia first with DRA 1900 
The DRA digital radio access system is 
one of the many access products that 
Ericsson has sold. 

Indonesia is in great need of improved telecommunications. Bad roads and inac­
cessible terrain make a speedy development difficult. 

"Indonesia had the world's first pilot 
system for DRA 1900 in January 1996 
and later also the first commercial 
system," relates Alfred Ling, who is the 
Ericsson Indonesia manager responsible 
for new operators and radio-based access 
products. 

"Orders for fiber access products and 
DRA 1900 amounted to about USD 200 
million in 1996, compared with virtually 
zero in 1995," says Alfred. 

With the steps toward deregulation al­
ready taken, the telecom market is chan­
ging, and access products are becoming 
very important. "In addition to fiber ac­
cess products and DRA 1900, Ericsson 
has also been successful with products 
such as pair-gain equipment that increase 
capacity in the existing copper network," 
says Mats H Olsson. 

Ericsson offers products that allow up 
to 12 subscribers to share a single copper 
line. These are PCM (Pulse Code 
Modulation) products that enable copper 
networks to be used more efficiently until 
they can be replaced by fiber. 

"One of the reasons that Ericsson has 
been so successful with these products is 
that we have them in stock and can deli­
ver and install them within a week. This 
market segment will undoubtedly increa­
se up until 1998, at which time installa­
tion of fiber is expected to have reached a 
level where the need for PCM products 
decreases," says Wijaya Kusuma, who is 
manager for PQVI sales. 

Police select Edacs 
Burying cable is usually the bottleneck 
in expanding the Indonesian telephone 
network. An underdeveloped infrastruc­
ture with poor roads slows expansion 
projects. During the rainy season, roads 
are often washed away. There are sel­
dom alternative routes when a road is 
being dug up. These factors, however, 
have a favorable effect on sales of 

Ericsson's Mini Link microwave pro­
ducts. 

Ericsson recendy sold a first trunking ra­
dio network for Jakarta to rhe Indonesian 
Police, who will soon begin using Edacs 
terminals. Last autumn, Ericsson CEO 
Lars Ramqvist visited Indonesia. It was his 
first visit to rhe country and rhe first-ever 
visit by an Ericsson CEO. 

"During Dr Ramqvist's visit, a memo­
randum of understanding for the Edacs 
contract was signed with the Indonesian 
Police, in reality establishing Edacs as the 
standard for trunking radio within the 
police" relates Edacs product manager 
Tom Zdanowski. "The first stage of the 
contract calls for 1,200 radio terminals, 
but this figure will increase signifacally. 
Today there are more than 250,000 poli­
ce in the country, so there are certainly 
opportunities for expansion." 

There are already two Edacs networks 
in operation in Indonesia, one at the air­
port and one used by the state-owned oil 
company Pertamina. 

"During 1996, our orders totaled SEK 
3.5 billion, a seven-fold increase over 
1995. Of course the market is expanding 
dramatical)' and propably doubled during 
1996, but Ericsson is growing even fas­
ter," relates Mats H Olsson. 

"However we still have a long way to 
go to achive our goal of becoming one of 
rhe top two telecom suppliers in 
Indonesia" he says and adds that he belie­
ves that Indonesia can become Ericsson's 
fourth largest market in Asia after China, 
Japan and India. 

"'Ericsson currently has four bransches 
locations in the country and will soon 
open an office in a fifth location. Local 
presence is important for doing business 
here. We work hard and try not to take 
on too much at once. I believe that this 
has been the key to our success here," 
concludes Mats H Olsson. 

PATRIK UNDEN 
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Ericsson delivered its first telephone exchange to Thailand in 1908. It 
served 2,400 subscribers in Bangkok. Today, Ericsson is Thailand's lead­
ing player in mobile telephony, with a key role in expansion of the coun­
try's wired network. 

"We've been here so long that many people consider Ericsson a local 
company, which is a strength and advantage, of course, " says Lennart 
Svensson, Executive Vice President of Ericsson (Thailand) Ltd. Only 20 
of the company's 900 employees are not Thai nationals. 

1 
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Ericsson's logo in Thailand features a Buddhist monk. The decorations are similar to old Swedish 
which legend says will bring happiness and success. provincial artwork. 

Ericsson 
is a pioneer 
in Thailand 

ricsson (Thailand) Ltd. has 
very strong local roots 
strengthened by focus on lo­
cal Thai management per­
sonnel. Only 20 of the com­
pany's 900 employees are not 
Thai nationals, and a large 
percentage of management is 
comprised of local employe­

es. Approximately 450 people 
are employed at the new head of­

fice in Bangkok, with a 100 more working at the pro­
duction plant in Ayutthaya, north of the capital, 
where AXE components are manufactured. Other 
employees work at various local offices in the north­
ern provinces, in such cities as Chiang Mai, 
Phitanulok, Nong Kai, Ubon Ratchatani and Udon 
Thani. 

Until 1991, there were essentially two suppliers of 
wired networks operating in Thailand: NEC, with a 
market share of 70 percent, and Ericsson, which con-

"Close relations 
are key to success 
trolled the remaining 30 percent. Three years ago, 
however, Telephone Organisation of Thailand 
(TOT), the Thai telecommunications authority, is­
sued two licenses for continued expansion and 
changed the country's established telecom order 
overnight. 

Waiting for decision 
One of the new licenses was awarded to Telecom 
Asia and comprised 2.6 million lines. The other was 
issued to Thai Telephone & Telecommunication 
Public Co., Ltd. (TT&T), comprising 1.5 million 
lines. Since the licenses were issued, Ericsson has de­

livered 650,000 lines to T O T and 720,000 lines to 
TT&T. 

At the end of November, Ericsson signed another 
contract with T O T for deliveries of AXE exchanges 
valued at SEK 1 billion, most of which will be deliv­
ered and installed during 1997. 

What is the outlook for continued business devel­
opment in Thailand? 

"It will depend completely on how the country's 
planned privatization of T O T proceeds and the con­
tents of its so-called Eighth Development Plan," says 
Lennart Svensson. "Today, there is talk about expan­
sion in the range of six million new wired lines dis­
tributed among a number of regional operators. 
We're waiting anxiously for the final word from Thai 
authorities." 

Regional disparity 
In all analyses of Thailand's rapid economic develop­
ment, a differentiation must be made between 
Bangkok and the rest of Thailand. While 500 new 

cars are sold every day in Bangkok and a new 
skyscraper is built every other week, develop­
ment in other parts of the country has virtual­
ly stood still during recent decades. 

"™ The same is true of development in Thai 
telecommunications. Telephone density is 
higher in Bangkok than many European 

cities, with about 40 telephones per 100 inhabitants. 
The corresponding figure in the poverty stricken 
northeastern province of Issarn is about one tele­
phone per 100 inhabitants. Comprehensive efforts 
are being made to narrow the gap between different 
regions of the country, but Bangkok will remain in a 
class by itself as the heart of Thailand's financial 
world for a long time. 

Much stronger sales 
Until 1990, Ericsson's annual sales in Thailand were 
relatively steady at about one billion Baht (SEK 
275 m). When T O T issued the licenses for wired 

"You have to work in Thailand for a long time before you even begin to understand the country's business culture," says Lennart 
Svensson. "I've been here more than three years, and I'm still a beginner. After six months, I thought I understood everything, but I 
have assumed an increasingly humble approach ever since." 

and mobile networks, 
however, sales started to 
accelerate. 

During 1995, sales rose 
to 5.4 billion Baht (ca. 

SEK 1.4 billion), an all-time record in the Thai mar­
ket. Sales in 1996 were expected to increase to 6.5 
billion Baht, as Ericsson's approaches its sales target 
level of 10 billion Baht by the year 2000. 

The public sector, including networks, accounted 
for about 40 percent of Ericsson sales in Thailand 
during 1995. Mobile telephony, including mobile 
telephones, accounted for 50 percent, with the re­
maining 10 percent comprising sales of business ex­
changes, computer networks and network materials. 
In addition to public operators and commercial cus­
tomers, Thailand's military defense structure, police 
forces and Ministry of Home Affairs are also impor­
tant customers. 

"Sales are still lower than invoicing by Ericsson in 
Malaysia, for example, mainly because economic de­
velopment and growth started a little later here in 
Thailand," says Lennart Svensson. "But there is 
tremendous potential in the Thai market, and it will 
be a long time before we even begin to approach a 
saturation level." 

Competition for labor 
Despite its very strong increase in sales, Ericsson 
(Thailand) has managed to maintain the same size la­
bor force. Partly because of efficient utilization of re­
sources, the number of employees has remained rel­
atively steady at about 900 persons. 

We have a very youthful labor force, with nearly 80 
percent younger than age 40. The average age of 
technical engineers in the labor market is very low, 
mainly because of the relatively recent expansion and 

sophistication of Thailand's educational system. 
Access to qualified engineers remains far below de­
mand, however. 

As a result, the labor market is characterized by 
tough competition for qualified personnel. 

"In the past, there was a steady flow of well-edu­
cated people between different companies in the 
telecom market," continues Lennart Svensson. 
"Fortunately, the market has stabilized, and we don't 
expect to lose any qualified employees to the compe­
tition this year. On the contrary, we have managed to 
recruit some new employees. I believe our personnel 
policy is one reason for our success in the labor mar­
ket. 

"A company desists of individuals. We recognize 
this fact and emphasize the personal development of 
our employees. Among other efforts, we try to iden­
tify future manafeirs at an early stage and provide 
them with support and training through special edu­
cation and training programs - here in Thailand and 
other parts of the world. 

Different business culture 
The business culture of Thailand is naturally much 
different from the Swedish. In addition to other dif­
ferences, relations between customers and suppliers 
are more intimate, and hierarchies of companies are 
much more structured. 

"You have to work in Thailand for a long time be­
fore you even begin to understand Thai business cul­
ture," explains Lennart Svensson. "I've been here 
more than three years, and I'm still just a beginner. 
After six months, I thought I understood everything, 
but I've assumed an increasingly humble approach 
ever since. 

"Personal relations and contacts can be complete­
ly critical to commercial success in Thailand," he 

We have a very youthful labor force, with nearly 
80 percent 40 years old or younger. 

continues. "People do business with people they 
know, and look more to long-term business rela­
tions. As a result, it may take a frustrating and very 
long time to establish customer relations, but it's well 
worth the effort once business relations are estab­
lished. 

In the middle of my interview with Lennart 
Svensson, he was interrupted by a telephone call. A 
customer with a license for new lines had still not re­
ceived final financing approval from the banks. 
Ericsson has guaranteed the transaction, however, 
and already completed most deliveries - even though 
financing has not received final approval! 

"As I said earlier, here in Thailand, business agree­
ments are based on good faith and confidence," says 
Lennart Svensson with a smile. "Contingencies like 
these have to be factored into bid calculations. You 
cannot stare blindly at an individual business trans­
action, but focus instead on customer relations and 
profitability in the long-term perspective. Of course 
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opuiat ion: bu mi l l ion 
Size: 517.000 km2 (about the same size as 

France) 
Government: Consti tut ional monarchy (King 

Bhumiphol Adulyadej), parl iamentary sys­
tem w i t h t w o chambers, a senate and 
house of representatives elected by the 
populace. 

Language: Thai 
Populat ion: Thai (75%), Chinese (14%), other 

origins (11%) 
Religion: Theravada Buddhism 
Literacy: About 90% 
GDP/capita: About USD 2,700 (distr ibut ion of 

GNP is very uneven, however) 
GDP growth . About 8.5% in 1996. 

I Economic g rowth accelerated in the late-
1980s and has since averaged sl ightly less 
than 10 percent annually. Thailand's econo­
my is one of the strongest in the wor ld , rank­
ing in a class w i t h China. 

The strength of Thai tour ism is a measure 
of the country's buying power. Believe it or 
not, t w o mi l l ion Thai tourists spend more 
money on tr ips abroad than six mi l l ion for­
eign tourists spend in Thailand. 

we take some risks, but we consider the risk level 
warranted and manageable." 

The activities of Ericsson Thailand have been co­
ordinated during recent years to increase operating 
efficiency. 

"During 1995, the operations of all our companies 
were brought together in a single organizational unit 
to provide improved utilization of resources and re­
duced risks of friction in our customer relations. In 
the past, employees of different Ericsson companies 
might work in parallel with customers without even 
knowing about each other's existence. The situation 
simply had to be changed," explains Mr. Svensson. 

"To improve internal coordination, we also creat­
ed two unofficial groups with representatives from 
the public and private sectors. We meet regularly to 
discuss ongoing projects, bids and cooperation op­
portunities. Our objective is to make customers feel 
they are dealing with one company - Ericsson." 

JAN KIND 

Mobile 
telephony 
in Thailand 
• Ericsson's first mobile telephone 
system in Thailand was placed in 
operation during 1985-86. 

"It was an NMT-450 system 
that's still in operation," Says 
Anders Borneving, regional 
manager of the GSM, NMT and 
TACS business unit of Ericsson 
Radio Systems. "The system still 
covers parts of Thailand and 
provided Ericsson with a good 
start in the country's mobile 
telephone operations." 

During 1991 and 1992, 
Ericsson and Nokia delivered a 
nationwide NMT 900-system, 
the second largest NMT system 
in the world, with about 
900,000 subscribers. The opera­
tor is AIS, Advanced Information 
Systems, a company in the well-
known Thai industrial group 
called Shinawatra. Three years 
ago, Ericsson received its first or­
der for GSM network equip­
ment in Thailand; the system 
has been expanded gradually, 
including the most recent order 
in 1996. The GSM system serves 
about 60,000 subscribers today 
and covers Thailand's capital, 
Bangkok, and other parts of the 
country. The operator is AIS. 

Thailand also has an analog 
AMPS system with equipment 
supplied by Motorola and a DCS 
system supplied by Nokia. 

GUNILLA TAMM 

Network 
construction 
in Thailand 
• Thailand began to make seri­
ous progress in the construction 
of its wired network for public 
telephony during the late-1980s. 
Ericsson was one of eight suppli­
ers chosen by the Telephone 
Organisation of Thailand (TOT) 
to implement the project. In a 
matter of just a few years, the 
wired network was expanded by 
nearly one million new te le 
phone lines throughout the 
country. Ericsson Thai Networks 
Ltd., under the management of 
Bo Hildingsson, built and in­
stalled many of those lines. 

Several large total projects 
were conducted in parallel, 
with heavy emphasis on 
Bangkok, the capital, and about 
150 other communities, includ­
ing Udon Thani and Khon Kaen, 
in northeastern Thailand. 

Ericsson noted significant suc­
cess in its implementation of 
the projects and was soon 
ranked No. 1 by TOT. 

During recent years, Thailand 
has become a "domestic mar­
ket" for network construction, 
and Ericsson commands a very 
strong market position in com­
petition with Siemens, NEC of 
Japan and other telecom com­
panies. Ericsson Thai Networks 
was integrated in Ericsson 
(Thailand) Ltd. recently to in­
crease the focus of all opera­
tions on customer needs. 

THORD ANDERSSON 
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What questions do 
customers ask? 
• The web site of Ericsson's new Mo­
bile Telephones & Terminals Business 
Area contains a list of the most com­
mon questions asked by customers. It 
also shows the standard answer to 
many of the most common questions: 
Talk to the retailer who sold you the 
telephone. • . ^ ^ 

Other questions include the follow­
ing: When wil l Ericsson release a new 
model? Ericsson cannot make any an­
nouncements about future products. 
Others ask why their GSM telephones 
cannot be used in the U.S.? And the 
answer is. as many people know, 
there are different standard systems 
in the U.S. and GSM countries, pri­
marily countries in Europe. 

If you want to know more about 
mobile telephone models, there is an 
impressive amount of information 
available at Ericsson's web site on the 
Internet (http://www.ericsson.se) un­
der 'Mobi le Phones." 

Continued g rowth 
in Montrea l 

montreal 
• Ericsson Communi­
cations Inc. continues 

to expand its research uni t Ericsson 
Research Canada. Construction was 
completed recently on a new re­
search center in Montreal, compris­
ing more than 20,000 square meters 
of laboratory facilities. But the next 
phase of expansion is already in 
progress. The addition of 9,000 
square meters will provide working 
facilities for 300 research center em­
ployees by year-end 1997. 

Lionel Hurtubise, Chairman of Er­
icsson Communications Inc., declared 
that further expansion of the re­
search center is a testimony to Erics­
son's long-term commitment in the 
Montreal area. 

"In 1987, we had 48 employees. To­
day, nearly 900 persons are employed 
in research and development activi­
ties. We are one of the most impor­
tant technology and research-inten­
sive companies in the Province of 
Quebec," Mr. Hurtubise stated. 

Ericsson Research Canada has glob­
al responsibility for development of 
the American AMPS/DAMPS stan­
dard for mobile telephony. 

Ericsson Communications Inc. has 
more than 1,250 employees working 
in all parts of Canada. 

Ericsson in 
the movies 

copennagen 
• Ericsson's of­
fice building in 

Copenhagen has a highly distinctive 
appearance and is a well-known 
structure in the Danish capital. Pho­
tographers and movie producers 
have used the building often in vari­
ous commercial productions. In Jan­
uary, a new Danish family movie 
made its premiere. In the movie, Er­
icsson's office building "plays" the 
part of head office for a large toy 
empire. Many of the persons in the 
film talk over cellular telephones 
and, naturally, they use Ericsson tele­
phones (GH 388). The telephones 
have a highly visible profile in the 

President Jan-Ake Kark installs links. 

Jan-Ake knows his links 
jjmjEi *' I At Ericsson Microwave 

Systems in Molndai, Swe­
den, management participates actively 
in product testing. When a new 
MiniLink installation was to be made at 
the company at the beginning of the 
year, president Jan-Ake Kark and vice 

president Sivert Bergman did most of 
the work. Installation of the two links 
started at 9 a.m. and was completed by 
3:30 p.m. 

The original intention was to set up 
yet another jump link for testing. In ad­
dition, the product manuals were re­

viewed. (The company executives are 
reported to have had many valuable 
comments.) 

"Seeing how MiniLink works in prac­
tice was very useful. Everyone should 
have this opportunity with all prod­
ucts," said Jan-Ake Kark. 

MiniLink notes 4 0 percent 
annual g rowth 
In 1996, Ericsson Microwave Systems pro­
duced more than 20,000 MiniLink systems. 
In 1995, the total number of MiniLink 
shipped from the Boras plant was 14,000. 
Since 1990, when 2,000 links were produced, aver­
age annual growth has been 40 percent. 

"The availability of microwave technology has 
increased steadily during the 1990s, and this 
growth clearly shows how well MiniLink fits into 
telecom operators' transmission networks," com­
ments Sivert Bergman, vice president of Ericsson 
Microwave Systems. 

Hudiksvall Environmental 
training at Ericsson Cable 
• All employees 
at Ericsson Ca­
ble's telecom ca­
ble division in 
Hudiksvall are 
now receiving 
environmental 
training. This 
means that 570 
employees will undergo a four-hour basic train­
ing in environmental issues. In addition, all "en-

I iTTTl f l TTTH111 tnusiasts anc* agen ts °f 
• • • • • • • • • • B change" are being offered ad­
ditional training to become environmental coor­
dinators in the company. Manufacturers' respon­
sibilities now include total environmental re­
sponsibility for all materials used, not just from 
grain to bread, but over the total life of the 
product until the end user disposes of it. This is 
an environmental policy that is based on a holis­
tic approach and life-cycle analyses of both 
processes and products. One of the goals is that 
all employees should be aware of Ericsson's en­
vironmental policy and environmental program 
and that they should have a basic a familiarity 
with Agenda 21, which is a part of the U.N.'s en­
vironmental work. Environmental training will 
be held during weeks 5 to 15. 

Ulf Rosen and Bo Dalenius sum up a three-
day course with Brian Malladain and Den­
nis Boddington from South Africa. 

Visitors from South Africa 
• Brian Malladan and Dennis Boddington 
from Automatic Systems Manufacturing in Jo­
hannesburg, South Africa visited Ericsson 
Component's facility in Soderhamn, Sweden at 
the end of last year. During their visit which 
was arranged for the purpose of training, they 
spent two days at Ericsson's offices at Kungens 
Kurva outside Stockholm before traveling to 
Soderhamn with Ulf Rosen, who works with 
joint-venture companies all over the world. 

Automatic Systems Manufacturing became 
a wholly owned Ericsson subsidiary in 1995, 
when Ericsson South Africa Ltd. Bought the 
company. In cooperation with Ericsson Com­
ponents, the company manufacturers energy 
products, including a low-cost alternative to 
the Spirit rectifier. 

Computer 
simulation 
trains operators 

• Computer simulations 
will be used to train mobile 

telephone op­
erators in the 

operation and monitoring 
of GSM systems. In Decem­
ber, former Minister of Ed­
ucation Beatrice Ask inau­
gurated the Network Main­
tenance Center at the Kista 
Training Center. 

Customer training is of­
ten included in the con­
tract when mobile tele­
phone systems are sold. 
Now the Mobile Systems 
business area's European 
Standards business unit has 
inaugurated an experimen­
tal classroom in Kista 
where operators will re­
ceive practical computer-
assisted training in the effi­
cient operation of a GSM 
system. 

"This is an innovative ap­
proach in that we are pro­
viding more process-orient­
ed training in an environ­
ment that is similar to the 
operator's actual environ­
ment," says Andree Wern-
lund, who heads the Kista 
Training Center. 

"With computer meth­
ods, we can simulate unex­
pected situations in which 
it is essential to rapidly 
identify and correct faults." 

The new training in­
cludes the TMOS and OSS 
network monitoring tools. 
It is also possible to practice 
network planning. 

http://www.ericsson.se
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New signature for Ericsson 
Utvecklings AB 

I Over the weekend of February 15-16, 
Ericsson Utvecklings AB will change 
the signatures of all its employees. 
The first three letters of their signa­
tures will be changed to UAB, re­
placing the company's old designa­

tions letters ETX and EUA. 
At 12:00 noon on Friday, Feb­

ruary 14, all computer communi­
cations with Ericsson Utveck­
lings AB and its employees will 
be discontinued temporarily. 

No transmission of memo or e-
mail will be received or sent. 
The change in signatures will be 

implemented over the weekend, 
and computer communications 
will be resumed on Monday 

morning, February 17, when all 
employees will be back on-line with 

new signatures, all starting with the 
letters UAB. 

Tommy and Ming attend training in Kista 

The history of a factory 
telefonplan 

• Suzanne 
Brenner-

mark (left in the pho­
to). Quality Control 
Manager of the resis­
tance network produc­
tion unit of the Micro­
electronics business 
unit in Kista, is training 
Tommy Jin and Ming 
Wong in the art of qual­
ity assurance. Tommy is 
a service engineer and 
Ming is a technical engi­
neer. They work for Er­
icsson Simtek Electron­

ics Company Ltd., a new 
joint- venture company 
in Shanghai. Tommy 
and Ming are attending 
a five-week course to 
gain greater knowledge 
into production of resis­
tance networks, under 
the tutelage of Kista 
service engineers and 
other experts. Their 
training will be com­
pleted in Shanghai. Be­
ginning in March, pro­
duction of resistance 
network components 

will be transferred suc­
cessively from Kista to 
the new production 
unit in Shanghai. 

A golden link 
Ericsson recently delivered its 
50,000th radio unit for the 
MiniLink system. 
To mark die occasion wirli a modest 
celebration, Ericsson in Germany held 
a small ceremony in cooperation witii 
Mannesmann Mobilfunk, one of Erics­
son's most important customers and co­
operation partners in radio communi­
cations. 

To show its appreciation for Mannes­
mann Mobilfunk as a pioneering cus­
tomer in radio communications, Sivert 
Bergman, Executive Vice President of 
Ericsson Microwave Systems, present­
ed a ceremonial version of the 
MiniLink to William L. Keever, Direc­
tor General of Mannesmann. Mr. 
Keever promised that Mannesmann 

An historical 
account focused 

on Ericsson's main factory at 
Telefonplan is now being compiled. 
Gunnar West has reviewed vol­
umes of material on the factory's 
history. The project's name is - The 
history of a factory. 

"When we started to outsource a growing 
percentage of production, it was generally 
thought that we should have access to 
greater documentation," says Gunnar 
West. "It was the beginning of the end of 
an era." 

The history of a factory will be pub­
lished in the spring. Contact reviewed 
some of the proofs and is able to present a 
few excerpts: 
In 1930, Ericsson bought land at Mid-

sommarkransen to build a new factory. 
The premises at Tulegatan had become 
overcrowded in the mid-1920s. Erics­
son's construction plans were shelved 
during the 1930s, however, due to the 

Great Depression. 
In 1932, die wages of all employees were 

reduced 6 percent because of the ongo­
ing financial crisis. 

In 1938, ground was broken and the first 
blasting operations echoed around the 
site of Ericsson's new factory, which was 
occupied at year-end 1940. Social-
Demokraten, a leading Stockholm daily 
newspaper at die time, called it an un­
paralleled model factory. 

In 1947, die 72-meter high tower was 
built to accommodate development of 
microwave technologies. 

In 1951, Sweden enacted new industrial 
vacation legislation, whereby all workers 
were entided to diree weeks of vacation 
annually. 

In 1963, Ericsson introduced the nine-
hour day and free Saturdays for its facto­
ry workers. 

In 1971, the average wage of factory 
workers was SEK 11.80. 

In 1972, die 40-hour work week became 
standard. 

will continue to work with Ericsson's 
MiniLink and contribute to die prod­
uct's further development. When 
MiniLink was first introduced in 1980, 
it comprised an enormous satellite dish 
with a separate antenna. Today, 
MiniLink is a much smaller and totally 
integrated product. 

Swedish snow Vikings in Sapporo 
sapporo • Helena Stjernberg from 

Nippon Ericsson K.K. in 
Japan was a member of the Swedish team 
that participated in The International 
Snow Sculpture Competition at Sapporo's 
recent Snow Festival. Three representa­
tives of the Swedish Embassy in Tokyo 
teamed up with Helena in the annual 
snow sculpting contest. 

The Swedish team's contribution was a 
Viking sculpted in snow. Ericsson's web 
site on the Internet reported the team's 
daily progress to interested observers 
around the world. Ericsson and Volvo 
were major sponsors of this year's Snow 
Festival in Sapporo. Last year, the Swedish 
team's entry was a huge hand holding a 
mobile telephone. 

Ericsson 
architecture 
featured 
on TV 
.eieionpian 

• Architectural 
elements of Erics­

son's main factory at Telefonplan, just 
outside Stockholm, were featured in a 
special report telecast recently by ABC-
Nytt, a regional TV news program for 
the greater Stockholm region. The plant 
was built in 1940 and, in terms of archi­
tectural features, clearly reflects the op­
timism that characterized society in 
those days, shortly before welfare state 
philosophies started to dominate 
Swedish political thinking, theorized 
Dan Sporrong, an ABC-Nytt reporter. 

Mr. Sporrong has presented a similar 
report on the Sveaplan High School in 
Stockholm, which has several structural 
similarities with the Hagersten factory. 
Many of the buildings that comprise the 
main factory have been designated cul­
tural landmarks, and all rebuilding is 
planned in consultation with architects 
specializing in buildings from the early 
1940s, when functionalism flourished in 
architecture. 
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Knowledgeable readers? 
• A reader from Mdlndal has sent in 
this photo of an old Ericsson tele­

phone. The apparatus was purchased by an American 
relative in Michigan. Now the relative wants help in 
dating it. We turn to our knowledgeable circle of read­
ers, and hope that someone knows how old the tele­
phone may be. Please get in touch wi th the editorial 
board by memo (Ime.lmpali). 

Ericsson donates telephone lab 
1 • November saw the ceremonious opening 

^ • • • i y of a telephone laboratory donated by 
Ericsson to the Indonesian operator, PTTelkom's own col­
lege for telecom engineers in Bandung on Java. Other 
major telecom suppliers have also donated equipment. 
The head of Ericsson's Indonesian operations. Mats H. 
Olsson, is shown formally donating the lab to a represen­
tative of PT Telekom. 

Photo: ANDERS ANJOU 

Modular power in Kista extended 
I ' l M M I * Ericsson Components has opened its en-
mtmtmM I larged premises for the production of DC/DC 
transformers within Energy Systems in Kista, and thereby 
extended capacity. In volume terms, counted as number 
of modules manufactured per year, Ericsson's production 
of DC/DC modules has grown to the largest in the world. 
Two years ago 150,000 modules were manufactured in 
Kista, while estimated manufacturing for 1997 amounts 
to 2.2-2.5 million in Kista and 1 million in Kalmar. Around 
65 percent of deliveries go to various Ericsson companies, 
the remainder to the external market. The manager of 
power-module operations. Bo Andersson, is shown cut­
ting the tape at the opening ceremony. 

fTi 

Luxurious 

athens There are many 
different kinds of 

occupations within Ericsson. 
Last summer, some of our 
personnel in Greece were al­
located one of the more envi­
able tasks. They sailed round 
the Mediterranean, landing 
on various Greek islands to 
meet journalists, retailers and 
the public. 

At every harbor visited they held 
displays, raffled off mobile tele­
phones, took children out on sail­
ing trips for the day and other pro­
motional activities. 

"It was a way of promoting 
awareness of Ericsson. Since it 
proved successful, we are thinking 
of something similar for next sum­
mer," says Elena Pagoulatu, in 
charge of Ericsson marketing in 
Greece. 

Photo: DIMITRIS KOUMARAS 

It was also a way for Ericsson em­
ployees to meet retailers and cus­
tomers under relaxed circum­
stances. 

In Greece, for thousands of years, 
communication has meant travel­
ling across the water. What we have 
been doing is just a natural sequel 
to this. It is about communication 
between people, in this case of 
Greek vintage with a sailing boat 
bearing an Ericsson ensign. 

Keeping with customs reaps dividends 
I There is big money to 

be earned in keeping on 
top of customs rules and 
ensuring that Ericsson 
utilizes the opportuni­
ties available. The EPC-
team Trade Policy has 
awarded the following 
four persons the "Trade 
Policy & Customs 
Award" for 1996: 

Borje Karlsson at Er­
icsson Radio Systems 

and Bjorn Frannhagen 
at Ericsson Mobile Com­
munications for actively 
having contributed to 
applications for new 
customs exemptions and 
utilizing existing ones. 
Kenny Hartzman at Er­
icsson Telecom for hav­
ing worked in an exem­
plary manner wi th tariff 
classifications, and ac­
tively having con­

tributed to the utilizing 
of existing exemptions 
within what was then 
the Public Telecommuni­
cations Business Area. 
He has assumed respon­
sibility for these matters 
despite them not being 
part of the regular du­
ties of his department. 
Bernt Botmar at Erics­
son Components who, 
by means of his exper­

tise and assiduous ef­
forts on customs issues, 
sees opportunities for 
Ericsson to benefit from 
tariff reductions in the 
classification and re­
classification of its prod­
ucts on import. He is 
querying the current 
classes, and coming up 
with proposals for an al­
ternative (more favor­
able) classification. 



Want a better e-mail system? 

Electronic mail is a "must" for working effectively in the 

global business community. E-mail effortlessly sweeps 

through time and space to help you accomplish far more 

in less time. 

The only hitch is whether the functions in your e-mail 

system are compatible with other e-mail systems — both old 

and new. 

Different e-mail systems usually don't get along with 

each other right away. Expertise is needed to persuade them 

to work together. 

Ericsson Data is your ticket here. For more than a decade 

we've been adapting, integrating, installing and operating 

advanced e-mail systems. Including systems linking Ericsson's 

300 locations worldwide — handling more than 200 000 

messages daily. 

By tapping our experience and expertise, you can build a 

better e-mail system. 

Contacting us isn't more difficult than dropping a line to 

mail.services@edt.ericsson.se 

ERICSSON DATA - IN NETWORKING SINCE 1985 ERICSSON $ 

Sweden: (head-office), LM Ericsson D m AB. 
$-125 82 Stockholm, Sweden Tel 4468 726 2) 00. 
USA: Ericsson Inc. Data Services Americas, 750 International 

1, Texas 75081, USA. Ttl *s 9716699900. 

Australia: Ericsson Dats Australia Pry. Ltd. EEA, P.O. BOX 47, 
Broadmeadows S047, Australia, let: +61 3 9301 1000. 
Netherlands: Ericsson Dan Netherlands B.V, r o . BOX J09, 
N i - v i Q AE BUten, Netherlands Tel * \i 161 24 66 i t . 

Great Britain: Ericsson Data U.K. Ltd., Telecommuntotions 
Centre. Woodlands Court, Albert Drive, Burgess Mill, West Sussex, 
BHi; 9TP.Great Britain. Tel: +44 1444 2)4 967. 

Spain: Ericsson Data Spain S.A., Toms Quewio, 2 Plants 6 I 
1640. 28914 Leganes (Madrid). Spain. Tel * 5-41 W 10 00. 

mailto:mail.services@edt.ericsson.se
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Ericsson Ltd UK - Guildford 

SECTION MANAGER -
Mobile Network design 

• The Network provisioning department are 
now expanding and we are looking for a Section 
Manager to the Section-Mobile Network Design. 
The organisation supports GSM/DCS markets 
with mobile network design activities during 
tender processes as well as full turnkey involve­
ments. Many of the worlds GSM/DCS networks 
are today growing rapidly and the demand for 
network design and modelling is expanding at a 
similar rate. 

We are looking for candidates with a few 
years experience in mobile network design and 
who wants to take on a challenging manage­
ment position. Good skills in leadership, commu­
nication and negotiation are required. 

Contact : Thomas Vesterlund ETL.ETLTSVD 
Phone +441483305990 or Rikard Slunga ETL.ETL-
RDSA Phone +441483305874. Application : 
Thomas Vesterlund or Rachel Gray, ETLETLRAGY, 
Phone+441483305776. 

Global Response Center 

SUPPORT ENGINEERS 

The Global Response Center (GRC) with locations 
in Holland, USA and Australia seeks engineers to 
compliment it's high performing team of dedi­
cated professionals. 

The GRC provides the Ericsson Worldwide 
Emergency Service and as well as supporting 
global customers such as TMI and FT-Nordphone, 
supports local Ericsson companies with technical 
assistance and trouble shooting. 

• We need experience in AXE-10 s/w trouble 
shooting, preferably with support background, 
but most importantly with the skills to solve com­
plex software problems quickly. We work in a 
fast moving, challenging area in which highly 
motivated, flexible people thrive. 

The specific skills of interest are IOG11, 
Intelligent Networks (IN), APZ, OPS and of course 
general APT knowledge. The roles are varied, 
and you have the chance to shape the environ­
ment you are in to improve the GRC operation. 
Training, rotation and teamworking generate a 
stimulating atmosphere to work in. 

In addition to the above we also need person­
nel for development into Customer Support en­
gineers in the TMOS (including it's applications) 
and Airline product areas. 

Contact: Dave Eales, ETMDES, +31 161 229362, 
Andreas Luiga, EPAADL, +61 3 9301 1814 or Peter 
Dicksson, EUSDCKN, +1 972 583 1356. 

Ericsson Telecommunicatie B.V., Rijen, Netherlands 

TECHNICAL 
SUPPORT ENGINEERS TMOS 

• Function character: As a Technical Support 
Engineer TMOS the main responsibility is to give 
customer support to the network management 
systems of Ericsson, so that the continuity and 
the stability of these systems are remained. 

Function tasks: The activities that take place in 
this function are among others: configuration, 
verification, installation of the latest software re­
leases, solving on- and off-site software prob­
lems at customer-sites from PTT Telecom, 
Unisource, Libertel and Telfort, giving emer­
gency support in case of calamities and giving 
technical support to the different Markting & 
Sales divisions. 

• This is a selection of vacan­
cies within the Ericsson cor­
poration. They are published 
in the electronic News sys­
tem, which is being updated 
once a week. 

For further information 
about advertising here, send 
a memo to LME.LMEJOB. 

Updated February 3 

Job requirements: Candidates should have 2-3 
years relevant experience in troubleshooting on 
one of the different TMOS-systems (OSS, XM or 
SMAS), customer oriented and be able to work 
independently. 

Contract periode: 12 months starting as soon 
as possible. 

Contact: Maarten Cornelissen, Competence 
manager Technical Support TMS at ETM. Phone: 
+31 161 249080, memo: ETM.ETMMACO. 

Ericsson Inc. Richardson, USA 

PRODUCTION 
INTRODUCTION ENGINEERS 

• BT organization located at Research Triangle 
Park in USA is looking for experienced testers 
with air interface knowledge. We support the 
consumer products on a global basis and verify 
the products by participating in end user/cus­
tomer testings. 

The requirements are: BSEE or MSEE. +2 years 
verification and testing background. Willing to 
travel. Excellent communication skills. 

Contact: Forouz Firoozi(Manager) phone: 919-
472-6640, Fax: 919-472-7452. Application: Ken 
Dean (Human Resources), Phone: 919-472-7898, 
Fax:919-472-6510. 

Ericsson (China) Company Ltd 

SENIOR 
SYSTEM SUPPORT ENGINEER (PSTN) 

• We urgently require staff to fill the above po­
sition in the Field Support Office for Region 
Central and East in Shanghai, P.R. China. 

Job description: The ideal candidate will be an 
open-minded individual and will be required to 
work independently in the following areas: 
Trouble report handling with knowledge of 
MHS, ACH, MSS. Trouble shooting with PLEX and 
ASA ability/ knowledge. Software upgrade han­
dling ( CN-A, AC-A, EC-A implementation ). 
Operation and Maintenance. Technical emer­
gency handling. Customer help-desk and consul­
tation activities. ISDN/ IN/ BGS (this is desirable 
but not essential). Transfer of knowledge/ expe­
rience to local staff. 

Requirements: Telecom background and uni­
versity degree in electronic engineering or equiv­
alent. A minimum of 4 years working with PSTN. 
Long and solid technical experience of working 
in the AXE environment, preferably in a support 
organisation. The successful candidate must have 
good written and oral English skills and must be 
prepared to travel within China. The candidate 
must be able to work unsupervised and indepen­
dently, and be able to adapt to a culturally di­
verse environment. 

SENIOR 
SYSTEM SUPPORT ENGINEER (TACS) 
• Job description: The ideal candidate will be an 
open-minded individual and will be required to 
work independently in the following areas: 
Trouble report handling with knowledge of 
MHS, ACH, MSS. Trouble shooting with PLEX and 
ASA ability/ knowledge. Software upgrade han­
dling ( CN-A, AC-A, EC-A implementation ). MSO 
HLR/ RBS ( RBS desirable but not essential ). 
Operation and Maintenance. Technical emer­
gency handling. Customer help-desk and consul­
tation activities. Transfer of knowledge/ experi­
ence to local staff. 

Requirements: Telecom background and uni­
versity degree in electronic engineering or equiv­
alent. A minimum of 3 years working with TACS. 
Long and solid technical experience of working 
in the AXE environment, preferably in a support 
organisation. The successful candidate must have 
good written and oral English skills and must be 
prepared to travel within China. The candidate 
must be able to work unsupervised and indepen­
dently, and be able to adapt to a culturally di­
verse environment. 

SENIOR 
SYSTEM SUPPORT ENGINEER (GSM) 
• Job description: The ideal candidate will be an 
open-minded individual and will be required to 
work independently in the following areas: 
Trouble report handling with knowledge of 
MHS, ACH, MSS. Trouble shooting with PLEX and 

Would you like to specify and develop product and 
mobile value added applications on GSM and PCS?" 
Ericsson Radio Systems AB are looking for Technical Product Managers. 

The Product unit Digital Switching 
Systems and Applications, (DSA), provides 
competitive switching, service control and 
applications products to GSM/DCS/PCS 
operators through Ericsson IRMOG 
marketing and sales channels. 

DSA is fastly expanding to meet the 
global market. 

We are strengthening our systems and pro­
ject management competence for specifica­
tion and development of mobile value added 
applications based on our digital mobile 
telephone systems GSM and PCS within 
business unit RMOG. 

We are currently looking for specific 
competence in the following areas: 

Technical Product Managers 
— Voice mail, e-mail and SMS applications 

— Positioning systems and applications 

— Networked based Personal Communica­
tion Applications 

— Personal Communication Services using 
Mobile IN technology 

You will help us to specify and develop pro­
ducts and applications in close co-operation 
with our markets. 

Knowledge in systems development based 
on UNIX, Windows NT, Internet using 
C+ + , Erlang, www or proxy technology in 
combination with knowledge in GSM/PCS 
is appreciated. 

For further information please contact: 
Bo Fahlen, tel INT +46 8 404 28 69, 
e-mail: bo.fahlen@era.ericsson.se 
Erik Thoren, Human Resources, 
tel INT+46 8 404 49 59-

Please send your application to: 

Ericsson Radio Systems AB 
LK/HS Mia Hjerten 
164 80 Stockholm 
e-mail: erac.eramihj@memo.ericsson.se 

Ericsson's 90,000 employees are active in more than 130 countries. Their combined expertise in switching, 

radio and networking makes Ericsson the world leading supplier in telecommunications. You can get more 

information about us on our homepage WWW.ericSS0n.Se/SE/ ERICSSON 

mailto:bo.fahlen@era.ericsson.se
mailto:erac.eramihj@memo.ericsson.se
http://WWW.ericSS0n.Se/SE/
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ASA abi l i ty / knowledge . Sof tware upgrade han­
d l ing ( CN-A, AC-A, EC-A imp lemen ta t i on ). 
Opera t ion and Maintenance. MSC/ HLR/ BSC/ BTS 
( BTS desirable b u t n o t essential ). Technical 
emergency hand l ing . Customer help-desk and 
consul tat ion activities. Transfer of know ledge / 
experience t o local staff. 

Requirements: Telecom background and un i ­
versity degree in electronic eng ineer ing or equiv­
alent . A m i n i m u m o f 3 years w o r k i n g w i t h GSM. 
Long and solid technical experience o f w o r k i n g 
in t h e AXE env i ronment , preferably in a support 
organisat ion. The successful candidate must have 
g o o d w r i t t e n and oral English skills and must be 
prepared t o t rave l w i t h i n China. The candidate 
must be able t o w o r k unsupervised and indepen­
dent ly, and be able t o adapt t o a cul tural ly d i ­
verse env i ronment . 

HELD SUPPORT OFFICE MANAGER 
• The manager posi t ion at t he Shanghai Field 
Support Off ice in Region Central and East, P.R. 
China w i l l become vacant in June 1997 . 

There are current ly 170 exchanges in service in 
t he reg ion ( PSTN, TACS, GSM and DAMPS) locat­
ed in f ive d i f fe rent provinces. There are four 
provincial FSO:s located in the reg ion wh ich re­
por t t o t he Shanghai FSO. To ensure a smooth 
and ef f ic ient hand-over i t is preferred if t he suc­
cessful candidate can w o r k w i t h t h e current FSO 
manager f o r a 1-2 m o n t h per iod be fore his de­
par ture. 

Responsibilit ies: Perform requi red manage­
ment and funct ions o f t he un i t . Ensure t h e e f f i ­
c ient runn ing o f t he system support activities in 
t he reg ion . Ma in ta in staff levels according t o the 
resource budge t and t he actual / forecasted 
w o r k l o a d . Develop and ma in ta in t h e requ i red 
staff competence levels. Achieve t h e unit 's objec­
tives. Achieve and main ta in customer satisfac­
t i o n w i t h external and in ternal customers. 
Establish and main ta in g o o d customer relat ions. 

Requirements: University degree or equiva­
lent. M i n i m u m 8 years w o r k i n g in t h e f i e ld o f 
te lecommunicat ions. Leadership abi l i ty and a 
number o f years experience in management , 
preferably in a similar pos i t ion. Ab i l i t y t o w o r k 
and manage people in a cul tural ly diverse envi­
ronment . Wide contact ne twork w i t h i n Ericsson 
g roup . Very g o o d w r i t t e n and oral English skills. 

Contact : Huang Yan Yan, memo id ETC.ETCSHYY 
or Damian O'Sull ivan, m e m o i d ETC.ETCDOSU 
phone +86 21 63753399, fax +86 21 63509140. 
App l i ca t ion : Huang Yan Yan, m e m o i d ETC.ETC­
SHYY. 

Ericsson Ltd, United Kingdom 

CN168 ACCEPTANCE 
SUPERVISOR, GUILDFORD 
• The ESO in Gu i ld fo rd has a vacancy fo r an 
Acceptance Supervisor. The supervisor is respon­
sible f o r PCDs, deve lopment of personnel and 
the i r dai ly activities. As an Acceptance Supervisor 
you are responsible fo r a team o f approx 5 peo­
ple w o r k i n g w i t h GSM. 

Ma in Duites: To develop, main ta in , improve 
processes and personnel in t he f o l l o w i n g areas 
fo r al l ETL ESO customers: Accpetance p lann ing . 
Acceptance. First site imp lementa t ion . FOA plan­
n ing . Planning o f consol idat ion per iod . 

We are a young and mot i va ted team and w o r k 
very closely w i t h our main suppliers " t h e nodes" 
in Aachen (Germany) and Sweden. You should 
have previous test experience a n d be o p e n and 
f lex ib le . You need t o be able t o handle more 
t h a n one th ing at a t ime . Prev ious management 
experience is a bonus. 

Contact : Ma r t i n Sadie, e l t .et lmnse o r Michael 
Chance, et l .et lmlce 

CN170 COMMON TEST SUPERVISOR 
• The ESO in Gu i ld fo rd has a vacancy fo r a 
C o m m o n Test Supervisor. The Supervisor is re­
sponsible fo r PCDs, deve lopment o f personnel 
and the i r daily activit ies. As a Common 
Ver i f icat ion Supervisor you are responsible fo r a 
t e a m of 6 - 8 people w o r k i n g w i t h GSM. 

MAIN DUTIES: Develop, main ta in , improve 
processes and personnel in t he f o l l o w i n g areas 
fo r Common Ver i f icat ion w i t h i n t h e ETL ESO: Test 

analysis fo r all communal i ty be tween ETL ESO 
customers. Common New fea tu re test. Develop 
common test. Common Regression/old fea tu re 
test. Close tes t ing / in te rwork ing w i t h "nodes" 
(development projects) 

We are a young and mot iva ted team and w o r k 
very closely w i t h our main suppliers " t he nodes" 
in Aachen (Germany) and Sweden. You should 
have previous test experience and be open and 
f lex ib le You need t o be able t o handle more t h a n 
one t h i n g at a t i m e . Previous management expe­
rience is a bonus. 

Contact: Ma r t i n Sadie, et l .et lmnse or Michael 
Chance, et l .et lmlce 

CN169 CUSTOMER 
VERIFICATION MANAGER 

• The ESO in Gu i ld fo rd has a vacancy fo r a 
Customer Ver i f icat ion Manager. The Manager is 
responsible f o r PCDs, deve lopment of personnel 
and the i r daily activit ies. As a Customer 
Ver i f icat ion Supervisor you are responsible f o r a 
team o f 8-10 people w o r k i n g w i t h GSM. 

Main Duties: Develop, ma in ta in , improve 
processes and personnel in t he f o l l o w i n g areas 
for all ETL ESO customers. AS-design, parameter 
set t ing. Develop, n e w test ing strategies towards 
our customers. ASR. Correct ion transfer. Test 
Analysis/Customer design. Test execut ion o f new 
features, o l d funct iona l i ty etc. 

We are a y o u n g and mot i va ted team and w o r k 
very closely w i t h ou r main suppliers " t h e nodes" 
in Aachen(Germany) and Sweden. You should 
have previous test experience and be open and 
f lexib le. You need t o be able t o handle m o r e 
t h a n one t h i n g at a t ime. Previous management 
experience is a bonus. 

Contact: Mar t i n Sadie et l .et lmnse or Michael 
Chance et l .et lmlce 

Ericsson Radio Systems AB, Sundbyberg, 
Stockholm 

REGIONAL 
MARKET OPERATIONS MANAGER 

• Nor thern and Western Afr ica (Sektionschef) 
The un i t consists o f 12 colleagues and has t h e 

fu l l responsibi l i ty for satisf ied customers, for 
NMT, GSM and TACS products in NAV Afr ica. 

Managemen t and leadership experience is re­
qu i red . Know ledge o f Afr ica and t he abi l i ty t o 
speak f rench are also regarded as merits fo r th is 
posi t ion. 

A g o o d genera l know ledge o f AXE and/or 
CME 20 is requi red as you w i l l be manager f o r a 
un i t w i t h many d i f fe rent skills. The regional 
manager has t he consol idated responsibi l i ty f o r 
t he region. 

W e are located in Sundbyberg, t h e pace is h i gh 
and you are requi red t o t rave l , f r o m t ime t o 
t ime . 

Contact : Hent ik Moberg LP/AC memo id : ERAC. 
ERAMOBB, phone +46 8 757 2919. App l i ca t ion : 
SG/ERA/LP/H An i t a Ma lmst rom Wal lner memo id : 
ERACERAANTA 

LM Ericsson A/S, Copenhagen 

"CATALYST" IN SOFTWARE 
DESIGN AND FUNCTION TEST 
The kernel areas in AXE 10 is developing very rapid­
ly, and a lot of parallel activities is going on in the 
areas of Traffic Control Subsystem (TCS) and Service 
Switching Function (SSF), to be able to meet the de­
mands of the future AXE 10 system. In the Kernel 
Areas LMD has the PRIME LDC responsibility for 
TCS. and has been defined as competence centre 
for SSE development. 

• If you have sof tware design and/or f unc t i on 
test experience in the areas o f TSS, CHS or PSTN 
and a wish t o expand your AXE 10 competence 
and ne two rk knowledge , t h e n w e have an of fer 
f o r you t o take a job, w o r k i n g as a "Catalyst" in a 
young design-/ test team, and thereby con t r ibu te 
t o t he f u t u r e AXE 10 structure. 

It is impo r tan t for us t ha t you are used t o pu t 
requi rements t o t he kernel areas, and t h a t you 

br ing exactly tha t po in t o f v iew in to t he team 
w o r k here at LMD. The team w i l l w o r k in all 
phases o f t he deve lopment projects here at LMD, 
i.e. f r o m Feasibility (TG1-TG2) unt i l Release 
(PRA). 

Contact : LMD/T/KAC Niels Jorgen Bay Jensen, 
+45 3388 3393, memo id : LMD.LMDNBJ or 
LMD/T/KC Bente Holm Skov, +45 3388 4034, 
m e m o i d : LMD.LMDBHS. 

Ericsson Eurolab Deutschland, Germany 

Our young Research S Development Centre in 
Herzogenrath, near Aachen, Germany, offers the 
following vacancies: 

EARLY DESIGN PHASE PROJECT LEADER. 
CME20/CMS40 Development 

• The System and Product Management 
Depar tment at EED (ie EED/X/D) has t he responsi­
b i l i ty t o organise and run PAX (RMOG DSA 
Product Area Switching) projects be fore T G I . 
This includes t he deve lopment phases Pre-
prestudy and Prestudy. We are current ly look ing 
f o r a project leader t o start as soon as possible, 
latest 970301, fo r our MSC8.0 project (part of the 
DSA8.0 project). A similar ro le for f u tu re projects 
is a possible eventual i ty. 

The suitable candidate w i l l be someone w h o 
has g o o d experience as a project leader and, i f 
possible, experience in early design phase devel­
opmen t (especially requ i rement de f in i t ion 
phase). The nature o f Pre-prestudy and t o a less­
er degree Prestudy is t ha t the project content is 
changing signif icantly and continuously. In addi ­
t i o n some aspects o f t h e methodo logy dur ing 
these early phases are n o t yet as we l l developed 
and clear as in later phases. As we l l t he nature o f 
th is work is t ha t i t requires a project leader w h o 
has a good grasp (on h igh level at least) of the 
technical content of the project t o help him/her 
make sound project management decisions. Al l 
these factors make fo r a very chal lenging posi­
t ion?? 

Contact: EED/X/DC Ar i Peltonen Memo id : 
EED.EEDATP +49(0)2407-575-222 o r EED/H/R 
Doerte Kaulard M e m o i d : EED.EEDDKA 
+49(0)2407-575-163. 

System and Product Management Department 
(EED/X/D) 

TOOLS, METH00T AND 
PROCESS DEVELOPER 

• X/D depar tment requires a tools, methods and 
process (TMP) developer t o w o r k w i t h PAX early 
phase design ( inc luding pre-prestudy and 
prestudy). In add i t ion t h e person shall wo rk w i t h 
"system level " design TMP aspects, according t o 
AXE 106 design mode l , fo r PAX development . 
This includes t he System Mode l l ing process (dur­
ing feasibi l i ty study phase) and t he System 
Coord inat ion process (dur ing execut ion phase). 
The X/D TMP developer shall wo rk closely w i t h 
compl imentary developers in AMC and later 
phase TMP developers in PAX t o ensure t ha t PAX 
has a set of tools, methods and processes for ear­
ly phase design wh ich is wel l coord inated w i t h 
our key deve lopment partners. 

Suitable candidates should have a signif icant 
level o f experience in deve lopment (especially 
early phase design) and ideally some experience 
in tools and methods and/or process develop­
ment . Nevertheless anyone w h o is interested in 
this sort of wo rk and w h o believes t ha t he/she 
can make a valuable con t r ibu t ion in th is area w i l l 
be considered. 

This posi t ion w i l l be located in t h e PAX system 
management g roup (EED/X/DE). 

Contact : EED/X/DC A r i Peltonen Memo- Id : 
EED.EEDATP, +49-(0)2407-575-222 or EED/H/R 
Doerte Kaulard Memo-ID:EED.EEDDKA,+49-
(0)2407-575-163. 

Operation & Maintenance Systems Department 
EED/L/B 

SENIOR DESIGNER 

• Our most impor tan t deve lopment area is base 
stat ion management fo r the OSS w o r l d . W i th in 

t he TMOS development process, EED/L/B is re­
sponsible for Requirement Analysis, Design, 
Implementa t ion , Basic and Function Test. The B/E 
and B/F design groups deliver the products t o our 
inhouse Function Test g roup. 

The posi t ion reports directly t o t he Group 
Manager. As a suitable candidate, you ga ined 
competence in OO design and C++. Experience 
w i t h Sybase, Mot i f /X and the BSC/BTS product 
fami ly is o f advantage. Beside o f t h a t w e o f fe r an 
in ternat ional , modern and open-minded work 
env i ronment . 

Contact: EED/L/BEC Andreas Daun, Memo-
id:EED.EEDAND, +49 (0)2407-575-418 EED/H/R or 
Doerte Kaulard, Memo-id:EED.EEDDKA, +49 
(0)2407-575-163 

Design Maintenance responsibility f rom MET, 
EED/L/F 

DESIGN MAINTENANCE 
EXPERT 
• EED/L/F has t he fu l l responsiblity for t he MMS 
Subsytem in CME20/CMS40. This includes also t he 
responsibil i ty fo r Design Maintenance. EED/L/F 
has fo rmed a new g roup t o carry ou t this task, 
/L/F/M. To complete this g roup, w e are look ing 
for a Design Maintenance Expert, t o bu i ld u p t he 
competence w i t h i n the Design Maintenance at 
EED/L/F. 

We are look ing fo r a person w i t h : at least 2 
years maintenance experience, e i ther in Design 
Maintenance or AXE10 support , test ing experi­
ence on target machine, preferably also SFT. 
good ASA knowledge. MHO experience, prefer­
ably also sof tware design experience, abi l i ty t o 
share knowledge w i t h less experienced col­
leagues as you w i l l act as a supervisor, good com­
municat ion skills, good English language skills, 
b o t h verbal and w r i t t e n . 

Contact: EED/L/FC Bjern Bakken, Memo-
id:EED.EEDBJA, +49-(0)2407-575-427 EED/H/R or 
Doerte Kaulard Memo-id:EED EEDDKA, +49-
(0)2407-575-163 

Ericsson Telecommunicacoes. Carnaxide, Portugal 

PROJECT MANAGER 

• You have 3-4 years experience in Project 
Management o f GSM based systems. We are 
bu i ld ing up our local competence and w e need 
your experience t o work according t o the Core 
Three and Key Account Management concepts. 
The coming year w i l l be very chal lenging fo r 
Ericsson Portugal and especially fo r the Project 
Mangement func t ion . The posi t ion includes, ex­
cept fo r BR re lated products, also BN re lated 
products, i.e. SLMS, Subscriber Line Management 
System. 

Contact: Kjell Pettersson, +351 1 4249486, 
memo SEP.SEPKPE. 

Telefonaktiebolaget LM Ericsson Sri Lanka Branch 

PROJECT MANAGER 

• To our wireless in t he Local Loop (DRA 1900) 
Turn Key Project in Sri Lanka w e are now seeking 
a Project Manager. 

It is a Full Turn Key Project o f 54OO0 WLL sub­
scriber lines t ha t w i l l be del ivered t o Suntel 
wh ich is part ly owned by Telia. 

The project w i l l be del ivered in t w o phases, in 
b o t h urban and suburban areas of Sri Lanka, in ­
c lud ing the f o l l ow ing : AXE swi tching. Radio l ink 
backbone ne twork . SDH radio l ink feeder net­
wo rk . DRA 1900 (DECT based) access net -work . 
Project management . Instal lat ion. Engineering & 
design. The ne twork was launched in early 
December and commercial subscribers have been 
connected. 

Time t o market is essential for Suntel's success 
in t he local market wh ich requires a fast and f lex­
ible ne twork rol l ou t f r o m Ericsson's side. 

Requirements: Previous experience as project 
manager f r o m imp lementa t ion projects. Strong 
in customer relat ions. Preferably previous exper i ­
ence o f " rad io projects". M i n i m u m educat ion re­
qu i red is a degree in ei ther engineer ing or busi­
ness admin is t ra t ion. Excellent interpersonal skills 
and a strong g loba l and/or a mul t icu l tura l back­
g round is also requi red. 

ROXSYSTEM 
Penetration seals with MultiDiameter technology 

Roxtec AB • fax: 0455-820 12 • tel: 0455-66700 • info@roxtec.se • http://www.roxtec.se 

mailto:info@roxtec.se
http://www.roxtec.se
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Contact: please contact Jan-Erik Jansson, acting 
Project Manager, phone +94 71 520 62 or 
Magnus L66f, phone +46 (8)764 0789, 
EBC.EBCLOOF. Application: Ericsson Business 
Networks AB, Human Resources, Richard 
Tersander, S-172 87 SUNDBYBERG, Sweden. 
Telephone +46 8 7640326, Fax +46 8 7640851, 
memo EBC.EBCTERS. e-mail: ebc.ebcters 
©mesmtpse.ericsson. se. 

Ericsson Inc. Ericsson Private Radio Systems 
Lynchburg Virginia 

SENIOR BUSINESS MANAGER -
COMMERCIAL NETWORKS 
• Will support commercial Networks operation 
by developing and implementing a wide array of 
sales/marketing tools and initiatives aimed at 
helping Ericsson's Commercial Operatros 
(SMR's)expand their businesses. Will also main­
tain efficient interfaces between Commercial 
Networks, its channels and outside resources on 
key projects. 

Requires BS/BA degree or equivalent; MS/MBS 
preferred; Demonstrated success in strategy 
planning and promotions development. Radio 
system experience preferred; Strong sales & lead­
ership skills; Strong interpersonal skills, as well as 
strong technical presentation skills and writtein 
communications skills. 

SALES ENGINEER 
• 2 Positions located in the Boca Raton Florida 
area. Individuals will be responsible for develop­
ing, planning and implementing pre-sales and 
post-sales systems technical support services. Will 
also manage bid and proposal functions, recom­
mend pricing strategies and provide systems 
technical support & training for direct sales per­
sonnel and Latin America customers. 

BSEE or demonstrated technical proficiency in 
Telecommunications S BSBA. Min. 5 yrs. success­
ful exp. in technical support of mobile communi­
cations systems. Fluency in Spanish, required. 
Experience with developing bids, and proposals. 
Strong negotiation skills, presentation skills and 
ability to understand a trunking proposal. 

MAJOR ACCOUNT MANAGER: 
• 1 Position in Albany New York, 1 position in 
West Chicago Illinois. Will promote the sales of 

Ericsson products, systems and services in a de­
fined area, as well as develop strategies to meet 
sales quotas, and generate orders from assigned 
accounts. 

Positions require BS/BA or equivalent, 3 yrs. 
successful exp. with multi-level direct sales, 
knowledge if digital and analog telecommunica­
tions equipment. Must also have demonstrated 
proposal development, negotiation and sales 
presentation skills, as well as completed 
Sales/Account Development courses, and experi­
ence with Fortune 500 and Government ac­
counts. 

SYSTEMS PROGRAMS MANAGER 
• 2 positions avail, in Lynchburg VA, supporting 
either Latin American or European regions; 
Matrix management of planning, scheduling, 
and implementation of major projects. Will man­
age the profitability, assets and cash flow for all 
assigned projects. Develop/negotiate service sub­
contracts; Assist in preparation & negotiation of 
bids/proposals; Be the prime customer interface 
during project implementation. 

Must have BS degree in technical field or 
equivalent with Land Mobile Radio experience. 
Min. of 3 yrs. successful P&L responsibility and 
fluency in Spanish or Russian preferred; 
Demonstrated major project/programming man­
agement skills. Land Mobile Radio system design 
and application skills also required. 

CORPORATE SYSTEMS MANAGER 
• Lead the sales effort to secure business & 
Industrial opportunities for a particular N. East 
territory. Develop and coorindate teaming ef­
forts with Major Account Managers, 
Manufacturers Representatives, and Sales 
Agents. Strategically set priorities for account 
penetration within the geographic area. 

Position requires BS/BA degree, min. of 5 yrs. 
sales experience, 3 + yrs. in the business & indus­
trial market sector; Strong written and verbal 
communication skills; excellent presentation 
skills. Strong radio systems/products knowledge 
preferred. 

SENIOR BUSINESS MANAGER 
• Will lead the market development efforts for 
the Business & Industrial marketplace. Put to­
gether business strategies for pursuing key 

National accounts and new market segments and 
work with Corporate Systems Managers to im­
plement strategy. 

BS/BA degree; MBA preferred. Min. 7 yrs. exp. 
in marketing related field; Strong radio sys­
tems/products knowledge preferred. 
Demonstrated success in the preparation of busi­
ness and strategic plans. Strong written & verbal 
communication skills. Experience in identifying 
and developing new business segments. 

Contact: Julie Williams, phone 804-592-3868, 
MEMOID EUS/EUSJAW, Fax 804-592-6543. 
Application: Ericsson Inc. Ericsson Private Radio 
Systems, Ericsson Staffing Department, Room 
1401, Julie Williams, Mountain View Road, 
Lynchburg VA 24502, USA, MEMOID: EUS.EUS-
JAW, FAX 804-592-6543, Email: 
Julie_Williams@ena-east.ericsson.se 

Ericsson Australia, Melbourne 

EXPRESSIONS OF INTEREST- NETWORK 
IMPLEMENTATION PROCESS OWNER 
Australia (EPA) - 12 Month Long Term Contract. 
Ericsson Australia (EPA) is a major contributor to 
the global organisation and is a key telecommuni­
cations supplier in its local market and that of 
South East Asia. 

• EPA is currently inviting expressions of interest 
for the position of "Network Implementation 
Process Owner". If this position is to go ahead 
the successful candidate will work in Melbourne 
Australia for a period of 12 months on long term 
contract conditions. 

Key Areas and responsibilities: Process im­
provement, implementation and control. 
Communication with interfacing suppliers/cus­
tomers. Competence development / knowledge 
transier I competency mapping. Resource fore­
casting /planning from a competence aspect. 
Develop /maintain Normhours. Cascading and 
control of process. Set/review quality measure­
ments against Benchmarking, criteria. Setting up 
routines for collating quality data (PQT) and re­
porting. 

Prerequisites: Very good working knowledge 
of Network Implementation. Very good knowl­
edge of installation construction, testing (includ­
ing acceptance testing) and process develop­
ment. Plant engineering knowledge (for inter­
face work). AXE and RBS systems working knowl­

edge. Working knowledge of PROPS. Excellent 
English communication skills (written and spo­
ken). Leadership skills & experience. Ability to 
transfer knowledge/expertise to less experienced 
team members. Ability to work autonomously 
and be self motivated. 

Contact/Application not later than 970110: 
Dean Oppedisano of Human Resources, MEMOID 
EPA.EPADUO Ericsson Australia, P.O. Box 41, 
Broadmeadows, Victoria 3047, Australia, BY FAX 
-+61 3 9301 1365. 

Telefonaktiebolaget LM Ericsson Libya Branch, 
Tripoli 

SALES MANAGER 

Ericsson has been active in Libya for more than 20 
years and has ex-panded its operations during the 
last two years. We are now more than 160 employ­
ees. 

Our activities include public telecommunication 
projects in Tripoli and Benghazi, radio GSM project 
in the Tripoli area and a turn-key network project in 
connection with the Great Man Made River system" 
(GMR) the Eight-Wonder-of-the-World". 

• Ericsson Libya Branch has offices in Tripoli and 
Benghazi as well as a desert camp south of 
Tripoli. For our Benghazi office we are now look­
ing for a sales manager. 

You will have the main responsibility for all 
GMR marketing- and sales activities regarding 
variations and extension of the ruling contract, 
according to the directives and policies specified 
by the project. You will also manage and coordi­
nate the tender work in collaboration with other 
units in the project as well as with other Ericsson 
parties. 

You will finalize customer prices and commer­
cial agreements in consultation with superior 
manager and make up tender overviews. To fol­
low up on offers and participate in contract ne­
gotiations and conclusions as well as pursuing 
the work according to the quality system speci­
fied by the project is also your responsibility. You 
will report to the Ericsson Project Manager 
(EPM). 

Minimum education and experience required 
is a degree in either engineering or business ad­
ministration with successful marketing- and sales 
experience, preferably from Middle East regions. 
Excellent interpersonal skills and a strong global 

"A great cha illenge! Make a contribution 
to our activities in "Poland." 
Ericsson Radio Systems AB have many openings for Project Managers and Engineers 
for GSM/NMT systems in Poland. 
In Gdansk region we need: 
Project manager 
Transmission manager 
Design and planning manager 

In Warsaw region we need: 
Assistant project manager 
BSS Integration supervisor 
RBS Implementation project manager 

DXX planning and implementation manager Design and planning manager (transmission) 
RBS Integration manager 
RBS Integration supervisor 
BSS Integration supervisor 
RBS Installation supervisor 
RBS Implementation project manager 
RBS Acceptance responsible manager 
RBS Engineering manager 

Site acquisition and civil works: 
SA&CW manager 
SA&CW project manager for Warsaw 
SA&CW project manager for Gdansk 
3 SA&CW supervisors for both regions 

Ericsson's 90,000 employees are active in mort 

Transmission and planning engineer 
RBS Integration manager 
BSS Integration supervisor 
RBS Integration supervisor 
RBS Installation supervisor 
RBS Acceptance responsible manager 
Technical manager 

To be sucessfull in these positions you 
have a minimum of two years of experience 
in these areas, good administrative skills 
and are ready to work under stressed condi­
tions. English, both written and spoken is 

1 than 130 countries. Their combined expertise in switching, 

radio and networking makes Ericsson the world leading supplier in telecommunications. You can get more 

information about us on our homepage WWW.eHcSSOn.se /SE/ 

essential. Knowledge of Polish is appreciated. 
For further information please contact: 

Anders Akeson (project management) 
EPO.EPOAKEA, phone +48 22 6089710. 
Cliff Everingham (transmission) 
EPO.EPOCLEV, phone +48 22 6089700. 
Conny Forsberg (site acquisition) 
EPO.EPOCOFA, phone +48 22 6089700. 
Liljana Sundberg (human resources) 
ERAC.ERALISU, phone +46 8 757 24 59. 

Send your application to: 

Ericsson Radio Systems AB 
LP/H Liljana Sundberg 
164 80 Stockholm 

ERICSSON $ 

mailto:Julie_Williams@ena-east.ericsson.se
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and/or a mul t icu l tura l background is also re­
qu i red . 

Contact : Char lot te Curatola, phone +46 (8) 764 
0414, EBCEBCCHCU or Thomas Unnarsson, 
phone +46 (8) 764 3304, EBC.EBCTHOL 
App l i ca t ion : Ericsson Business Networks AB, 
Human Resources, Richard Tersander, S-172 87 
SUNDBYBERG, Sweden, Telephone +46 8 
7640326, Fax +46 8 7640851, m e m o EBC.EBC-
TERS, e-mail: ebc.ebcters ©mesmtpse. ericsson. 

Ericsson Radio Systems AB, Kista 

CELL PLANNER TO TAIWAN 

• W e are look ing fo r a cell p lanner fo r a long 
t e r m contract in Taiwan. The author i t ies in 
Taiwan are in t he process o f issuing e igh t (8) new 
GSM and DCS1800 licenses f o r b o t h reg ional and 
island w ide opera t ion . To be able t o suppor t our 
customers in t he ro l l -out of t he networks, t he 
Radio Network Design func t ion in Taiwan needs 
t o be s t rengthen. 

The w o r k w i l l include p roduc t ion of cell plans 
and pe r fo rm ing site surveys and system tun ing . 
The candidate should have: Experience f r o m cell 
p lann ing . Good know ledge of cel lular systems, in 
part icular CME20. Good w r i t t e n and oral skills in 
English. Ab i l i t y t o bu i ld and main ta in g o o d cus­
t o m e r relat ions. Ab i l i t y t o w o r k independent ly . 

Start o f contract w i l l be Q1-97, depend ing on 
a w a r d o f licenses in Taiwan. 

Contact : Bengt Maler, phone +46 8 404 50 31 , 
m e m o i d ERAC.ERBMAL App l i ca t ion : Carin 
Kasberg LNH, memo id ERAC.ERACASA, Ericsson 
Radio Systems AB, Torshamnsgatan 23, 164 80 
Stockholm. 

Ericsson Radio Systems S.A. de C.V., Mexico 

TAC2 System Support CMS 8800 
Latin America, Mexico City. 

TROUBLE SHOOTERS CMS 8800 
• We of fer an i n t e r e s t i n g and demand ing j o b in 
t h e area o f System Support. The basic funct ions 
o f th is j ob , are t o w o r k w i t h solving problems 
and be expert in at least one product area. 
Ano the r impor tan t part of t he j o b is t o transfer 
know ledge t o local staff. 

TAC2 is wo rk ing w i t h System Support fo r 14 
countr ies in Lat in America. The w o r k done at 
TAC2 are TR hand l ing , Help desk, SW Updates, 
Emergency hand l ing etc. 

The requirements fo r t he j ob are good t roub le 
shoo t ing skills and long exper ience o f AXE 
and/or Radio products. Good knowledge of 
PLEX/ASA/Test System/Writ ing Corrections. Good 
AXE System Knowledge needed. Previous exper i ­
ence in CMS 8800 i f possible. Language require­
men t is good know ledge in English, i f possible 
know ledge in Spanish or Portugese. 

Contact : TAC manager Claes Nilsson. 
App l ica t ion : EMR.EMRCLAS or fax + 52 5 726 
2274. 

Telefonaktiebolaget LM Ericsson Libya Branch, 
Tripoli 

PROJECT CO - 0RDINAT0R 

Ericsson Libya branch, established since more than 
20 years are today executing a number of telecom­
munications projects. More than 160 people are 
employed by Ericsson in Libya and our operation 
has expanded during the last two years. 

• A posi t ion as Project co-ord inator is now va­
cant. The project covers eng ineer ing , design, 
supply, instal lat ion and supervision och t ranspor t 
networks, PABX systems, radio access systems etc. 

The project is organised in d i f fe ren t locations. 
One off ice in Rome, Italy were all our engineer­
ing and design is be ing done, procurements are 
hand led in Stockholm and t he project head of­
f ice is located in Tr ipol i , Libya. 

The Project co-ordinator 's responsibil i t ies w i l l 
be co-ord inat ion o f our engineer ing/design w o r k 
pe r fo rmed in Rome and supervision/ instal lat ion 
pe r fo rmed in Libya. The project co-ord inator w i l l 
repor t t o the Executive Project Manager. 

M i n i m u m educat ion and experience required 
is a degree in ei ther eng ineer ing or business ad-
min is ta t ion w i t h successful project p lanning 
and/or management experience. Excellent inter­
personal skills and a strong g loba l and/or mu l t i ­
cu l tura l background is also requ i red. 

Contact : Magne Fiske, phone +218 22 30800 or 
Thomas Linnarsson, phone +46 (8) 764 3304, 
EBC.EBCTHOL. App l ica t ion : Ericsson Business 
Networks AB, Human Resources, Richard 
Tersander, S-172 87 SUNDBYBERG, Sweden. 
Telephone +46 8 7640326, Fax +46 8 7640851, 
m e m o EBC.EBCTERS, e-mai l : ebc.ebcters© 
mesmtpse.ericsson. se. 

Ericsson AS. RQIS Business segment 

PRODUCT MANAGER 

Ericsson Radio Systems has formed a business seg­
ment. Radio Quality Information Systems (RQIS), to 
integrate business activities at Erisoft AB and 
Ericsson Norway AS (former Creative Engineering). 

A set of tools, cellular air-interface test tools (the 
TEMS-product family) from Erisoft AB and cellular 
network analyser (CeNA) from Ericsson Norway AS, 
form a unique solution to monitor the performance 
of radio networks. 

• We are expanding t he product management 
g roup responsible for t he CeNA product fami ly 
at Ericsson Norway AS. For this reason w e are 
look ing fo r a person w i t h interest and compe­
tence w i t h i n t he f o l l ow ing areas: 

Ericsson w o r k processes, in part icular t he p rod ­
uct management processes. Product l ifecycle 
concepts. Digi ta l cellular ne two rk technologies 
and structures. Opt imal isat ion of cellular net­
works. Cellular operator business processes. 

W e are look ing fo r a person w h o is able t o 
w o r k b o t h as a team leader and a team player, 
has an excellent command o f t he english lan­
guage and an academic degree or equiva lent in 
computer science or te lecommunicat ions. 
Previous experience w i t h product or system man­
agement w i l l be considered as an advantage. 

Your main responsibil i t ies w i l l be t o ma in ta in 
and f o l l o w up our product management process­
es, par t ic ipate in product requ i rement specifica­
t ions and decisions, wo rk w i t h product strategies 
w i t h i n t h e RQIS product organisat ion, sponsor 
and f o l l o w up studies and projects. 

We of fer great challenges and the oppo r tun i ­
ty t o w o r k w i t h new BR products w i t h a g loba l 
po ten t ia l . 

Placement w i l l be in Oslo. The posi t ion is par t 
o f RQIS/P and reports t o manager, ETO/M/R/X. 

Contact : Rune Berntzen, phone +47 6684 2303, 
mobi le +47 9010 5003, memo id : eto.etober, 
emai l : etober©eto.ericsson.se. Appl icat ions by 
memo, emai l or t o Rune Berntzen at Ericsson AS, 
P.O.Box 34, 1361 Bil l ingstad, Norway. 

Ericsson Telecom AB, infocom Systems, Public 
Networks, Switching-Provisioning. 

KEY FUNCTIONS FOR NEW 
SOFTWARE DESIGN CENTER IN CHINA 
BU Public Networks has decided to establish a soft­
ware design unit in China. The intention is that the 
operation will start beginning 1997 and that devel­
opment ofSW products for our AXE-system will be 
carried out. The unit will include 100 SW-designers 
by 1999. Our aim is to immediatly achieve CMM-lev-
el3. 

• We are n o w look ing fo r people w i t h i n t he f o l ­
l ow ing areas: Finance/Control l ing. Systems 
Management . Systems Ver i f icat ion. Qual i ty and 
Operat ional Development . IS/IT. 

The design un i t w i l l concentrate on Subscriber 
Access design o f sof tware fo r t he g lobal market . 
This w i l l include modi f i ca t ion o f o ld products as 
we l l as design o f ent i rely new ones. 

The terms fo r these assignments include bo th 
short and l ong t e r m contracts. 

Contact : Dick Frid, phone +46 8 719 1442, 
M e m o i d ETXT.ETXDIF, Bo H. Danielsen, Human 
Resources, phone + 46 8 719 1675, M e m o i d 
ETXT.ETXBODS or Magnus Karlsson, Human 
Resources, p h o n e +46 8 719 9404, M e m o i d 
ETXT.ETXMAKN. Appl ica t ion: Ericsson Telecom 
AB, BU Public Networks, Switching-Provisioning, 
TN/ETX/X/DH, Bo Danielsen, S-126 25 Stockholm, 
SWEDEN. 

Ericsson Ltd, United Kingdom 

AXE SYSTEM DESIGNER - CCS 

• The CCS design section are responsible fo r CCS 
system deve lopment f o r Global and UK specific 
requi rements w i t h i n t he CCS basic area. We are 
look ing fo r experienced designers preferably 
w i t h CCS experience t o j o in our dynamic team t o 
assist in deve lopment fo r A M C (AXE Mob i le 
Core) and o ther excit ing projects fo r Japan and 
China. For those w i t h t he r igh t experience, w e 
are o f fe r ing Short Term, Long Term and possibly 
local emp loymen t w i t h ETL. 

Contact: ETL/XD/DFC Carl Gray, Product Area 
CCS Manager. M e m o ID: ETLWCJG, Tel: 44 444 
234240 

Ericsson Radio Systems AB, Sundbyberg 

SPECIALISTS - LEBANON 

Societe Libanaise des Telephones Ericsson, Cellular 
Division, Lebanon. Ericsson Radio is the main sys­
tem supplier of GSM 900 to France Telecom Mobile 
Lebanon (FTML). The division is executing the con­
tract and maintaining all business issues with cus­

tomer. The network consists of 3 MSCs, 3 BSCs and 
some 130 BTSs in service today and OSS and is serv­
ing some 103 k subscribers. Installation of the 4th 
switch is almost completed. 

SS SPECIALIST-FSC 

• W e are look ing f o r SS Specialist t o w o r k at t h e 
FSC w i t h 3-5 years experience in f ie ld support 
and/or Funct ion test in GSM CME 20. The candi­
date w i l l have a good ASA and Plex knowledge, 
MHO experience, TR handl ing, t roub le shoot ing 
sof tware problems in t he f ie ld and emergency 
support . Preferably also func t ion test SS R6 
Experience. The candidates w i l l need t o have a 
good knowledge in spoken and w r i t t en English, 
a degree in Electronic/Electrical/Telecommuni­
cations or equivalent experience. 

BSS SPECIALIST-FSC 
• We are look ing for BSS Specialist t o work at 
the FSC w i t h 3-5 years experience in f ie ld support 
and/or Function test in GSM CME 20. The candi­
date w i l l have a good ASA and Plex knowledge , 
TR handl ing, t roub le shoot ing sof tware prob­
lems and 24 hours emergency support . A BSC R6 
experience is a plus. Ab i l i t y t o share knowledge 
w i t h less experienced colleagues. The candidates 
w i l l need t o have a g o o d know ledge in spoken 
and w r i t t en English, a degree in Electronic, 
Electrical, Telecommunicat ions or equivalent ex­
perience. 

Contact Lebanon: Johan Hamze, memoid : 
STL.STUOHA. phone +961 3 398 413 or Ghassan 
Karouta, memo id : STL.STLGHAR, phone +961 3 
398 400. Contact Sweden: An i ta Malmst rdm 
Wallner, memo id : ERAC.ERAANTA, phone 046 8 
4042429 Appl ica t ion: Societe Libanaise ddes 
Telephones Ericsson S.A.R.L. (STL) Ghassan 
Karouta, Hayek Round About , Sin El Fil, ROB. 
55334, Beyrouth. 

Ericsson Ltd, Local Switching Systems, Market 
Design Department 

PROJECT TEST COORDINATOR FOR 

MODULE TEST/SIMULATED FUNCTION TEST 

• This is a key project role & reports t o t he 
Overall Project Manager & t o t he Section 
Manager on l ine matters. The Test Coordinator is 
responsible for de f in ing the project module test 
strategy early on S t h e n ensuring tha t i t is impl i -
men ted t h r o u g h t o release thereby a l low ing the 
project t o meet its goals. 

This w i l l involve ident i fy ing required 
timescales, resources, & in t roduc ing new emula­
t o r test tools/methods. They must also chair 
Modu le Test Entry/Exit meet ings. Dur ing execu­
t i on they must ensure t ha t the test documenta­
t i on is available & updated according t o t he 
processes & provide expert technical coaching t o 
testers. They must act as the inter face towards 
Test Conf igura t ion Management/FT activities & 
ensure t ha t t he requi red MT env i ronment is 
w o r k i n g . Al l necessary in fo rmat ion must be com­
municated t o the project part ic ipants t o ensure 
h igh mot i va t ion . The MT Coordinator w i l l be re­
qui red t o mon i to r t h e modu le test progress, ana­
lyze i t & take act ion t o ensure t h a t t h e project 
meets its goals. This w i l l entai l chai r ing MT coor­
d ina t ion meetings S repor t ing status & any unre­
solved deviat ions t o t he Overall Project Manager. 

The appl icant must be educated t o degree lev­
el or equiva lent in a sof tware engineer ing relat­
ed subject. They need a t h o r o u g h know ledge of 
design activities, 2-4 years test ing experience & 
an awareness of the subsequent func t ion test ac­
t ivi t ies. Good overal l system knowledge of some 
o f our subsystems (CHS, ACCESS, TSS, TCS, SUS) is 
impor tan t as is a w o r k i n g PROPS knowledge. 
Strong communicat ions skills in English is essen­
t ia l & t h e appl icant must be results o r ien ta ted & 
able t o per fo rm under pressure. 

The workp lace is s i tuated in Burgess Hill which 
is 20 minutes f r o m the hol iday resort & University 
t o w n of Br ighton & 1 hour f r o m London. 

Contact : A lan Cunl i f fe, ETL.ETLACE, 
etlace©etlxdmx.ericsson.se, Tel +44 444 234131 

Ericsson Eurolab Deutschland GmbH (Germany) 

FUNCTION TEST LEADER 
AMC & TCS WANTED 
EED in Herzogenrath/Germany, close to the univer­
sity city ofAac hen, offers you as a young and grow­
ing company an open working atmosp here with 
high motivated colleagues. 

• The AXE Mob i le Ne twork Depar tement in EED 
is look ing for func t ion test leaders in the new 
func t ion test g roup fo r TCS and the AXE Mob i le 
Core ( AMC). This g roup has t he responsibil i ty for 
TCS func t ion test projects as we l l as for the func­
t i on test on main (AMC) project level. Function 
test in ta rget and s imulated env i ronment (SFT) 
has t o b e suppor ted. 

Once upon 
a time 
there was 
a web... 

Naturally, we are very 

proud to release one of the 

first Ericsson method-

documentations on the web. 

Available for everyone and 

full of opportunity. 

But at the same rime, it 

would be odd if we were not 

already thinking of new ways 

in which technology can 

make it easier to use ETP 

as a method for external 

technology provisioning. 

One thing is certain. 

We are heading in the 

right direction! 

Pay us a visit. And don't 

miss our contest on the web. 

(etpweb.ericsson.se/products/contest) 

Good luck! 

* 

m 
•jri 

makes impression! 

Facts: The ETP documentation is 
now available as hypertext linked files 
m PDF format (Adobe Acrobat 3.0) 
directly accessible for free on the Web. 
To run the files you need, m addition 
to Netscape, Adobe Acrobat Reader 3.0 
installed. If you need the applications 
installed you can download them from 
the ETPweb. 

ERICSSON $ 

Ericsson Infocom AB. Box 1038. 
S-651 15 Karlstad. Sweden 

http://etpweb.ericsson.se/home.htm 
memo Ime.lmeetpp 

Interested in an ETP-course? Contact 
Anna Kihlen at +46 H 29 41 34 

for more information. 

http://ericsson.se
http://etpweb.ericsson.se/products/contest
http://etpweb.ericsson.se/home.htm
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The AMC consists of the core subsystems that 
are common to the m obile applications CME20, 
CMS30. CMS40 and CMS88. The general responsi­
bility of the FT Leader is to plan, control and re­
port FT activities of the FT (sub)project 

The main authorities and tasks are: AMC test 
leader: Plan, control and report FT activities for 
AMC projects. Initiation and coordination of sub-
project plann ing and reporting. Initiation of re­
views of the FT documents. Technical approval of 
the subprojects FT plans and reports. TCS test 
leader: Plan, control and report FT activities of 
TCS subprojects. Initiation of reviews and techni­
cal approval of the FT TSs and TIs. Initiation and 
coordination of FT specification, design and exe­
cution. Selection of test environment (simulated 
or target). Performance of entry and exit criteria 
checks. 

As a suitable canidate, you are an Ericsson em­
ployee and should have experience in function 
test planning and execution. You should be fa­
miliar in working in projects. 

Any managerial experience (e.g. as test leader, 
team leader or project manager) or experience in 
the traffic control area is a clear advantage. The 
position requires initiative, good communication 
skills and a good ability to work under pressure. 

Contact: AXE Mobile Network Departement 
EED/L/U. Jan Rlnnblad, Dial: +49 2407 575 529, 
Memo: EED.EEDJDR or Human Resources 
EED/H/R, Doerte Kaulard, Ericsson Allee 1, D-
52134 Herzogenrath/Germany, Dial: +49 2407 
575 163, Memo:EED.EEDDKA. 

GROUP MANAGER TCS/AMC 
FUNCTION TEST WANTED 

• The AXE Mobile Network Departement in EED 
is looking for a group manager to establish a 
function test group for TCS in the AXE Mobile 
Cor e (AMC). 

The AMC consists of the core subsystems that 
are common to the m obile applications CME20, 
CMS30, CMS40 and CMS88. 

The activities of the group will be function test 
(target and simulated environment) and TCS 
maintenance test. This group will also include 
the FT leaders on AMC level 

The general responsibility of the group man­
ager is to plan, lead and supervise the operations 
of the function test group in EED/L/U. He/she has 
to guarantee that the required goals are ful­
filled, the needs of the company are satisfied, the 
group is efficient and competitive. 

The main authorities and tasks are: 
Leadership: Perform appraisals, participate in re­
cruitment and introduce new personnel. 
Competence developement of the staff. Testing: 
Plan, establish and supervise the group's function 
test activities. Coordinate function test and basic 
test strategy i in TCS. Control and supervise main­
tenance testing. Quality assurance. 

As a suitable canidate, you are an Ericsson em­
ployee and should have good function test 
knowledge. You should be familiar in working in 
projects. 

Any managerial experience (e.g. as group 
manager, team leader or project manager) or ex­
perience in the traffic control area is a clear ad­
vantage. The position requires initiative, good 
communication skills and a good ability to work 
under pressure. 

Contact: AXE Mobile Network Departement 
EED/L/U. Jan Rlnnblad, Dial: +49 2407 575 529, 
Memo: EED.EEDJDR or Human Resources 
EED/H/R, Doerte Kaulard, Ericsson Allee 1, D-
52134 Herzogenrath/Germany, Dial: +49 2407 
575 163. 

TCS FUNCTION TESTER WANTED 
• The AXE Mobile Network Departement in EED 
is looking for function testers for the new func­
tion test group for TCS in the AXE Mobile Core (A 
MC). 

The AMC consists of the core subsystems that 
are common to the mobile applications CME20, 
CMS30. CMS40 and CMS88. 

The general responsibility of the function 
tester is to design FT documents and execute 
function test (target and simulated environment) 
and TCS maintenance test. 

The main authorities and tasks are: 
Preparation of FT TSs with close coordination to 
TCS design. Definition of the prerequisites to 
perform a verification of the test object. 
Performance of the FT execution. Reporting of 
the result of the test. Reporting of the result of 
the test. 

As a suitable canidate. you are an Ericsson em­
ployee and should have experience in function 
test execution. You should be familiar in working 
in projects. 

Any experience in the traffic control area is a 
clear advantage The position requires initiative, 
good communication skills and a good ability to 
work under pressure. 

Contact: AXE Mobile Network Departement 
EED/L/U. Jan Rlnnblad, Dial: +49 2407 575 529, 
Memo: EED.EEDJDR or Human Resources 
EED/H/R, Doerte Kaulard, Ericsson Allee 1, D-
52134 Herzogenrath/Germany, Dial: +49 2407 
575 163, Memo: EED.EEDDKA. 

CME20/CMS40 
PRODUCT AREA SWITCHING 
• If you enjoy demanding work and can respond 
well to significant challenges and responsibli-
ties, why not become a member of our team? 
Here at EED we have the overall Product Area 
Switching coordination responsibility for CME20 
& CMS40 and we are looking for people to work 
in system management & operative product 
management. Please refer to the EED/X/D home 
page in the EED home page on the www for fur­
ther information about the department's activi­
ties. 

We are working with the following mobile ap­
plications & study areas: GSM systems. DCS1800 
systems. PCS1900 systems. New satellite network 
applications. Studies about future MSC evolu­
tion. 

Suitable candidates possess a relevent engi­
neering degree (eg telecommunications, electri­
cal, or software engineering) with a minimum of 
4-5 years of AXE development or testing experi­
ence and preferabl y at least 2-3 years of experi­
ence in system-level technical development or 
testing. Experience with GSM or other mobile 
telephony development is advantageous, but 
not absolutely necessary. Good analytical skills 
are essential. Ability to meet LPMs and customers 
from time to time is advantageous. 

Within the System & Product Management de­
partment we are looking for system engineers in 
the following areas: 

SYSTEM MANAGEMENT 
• System Management focuses on a range of 
system level tasks which are necess ary to ensure 
progressive and continuous development of 
Ericsson's CME20 & CMS4 0 switching nodes in an 
orderly and evolutionary manner. This work in­
volves a broad range of activities including RS 
writing and system investigations. 

We are particularly interested to talk to peo­
ple who can provide significant competence in 
one or more of the following areas: Data com­
munications, ISDN development IN develop­
ment. Application Modularity development. 
Other assets would include good knowledge of 
the ETSI GSM/INAP or ITU-T ISDN 
specifications/recommendations or any other 
competence area which you think may be rele­
vant for CME20 and CMS40 system management 
work within product area switching. 

Contact: Leo Garon EED/X/DEC, via phone +49 
2407 575 242, memo EED.EEDLEO or Doerte 
Kaulard EED/H/R via phone +49 2407 575 163, 
memo EED.EEDDKA. 

DIMENSIONING & PLATFORM 
MANAGEMENT 

• Dimensioning & Platform Management has re­
sponsibility for system dimensioning and charac­
teristics of CME20 & CMS40 MSC nodes, and for 
placing of platform requirements towards UAB 
for product area switching. This includes devel­
oping models for estimation of system capability 
and guidelines for dimensioning. It also includes 
defining performance strategies (together with 
SPM) for product area switching and coordinat­
ing activities to reach these goals. 

We would especially like to hear from people 
who have experience in one or more of these ar­
eas: Capacity estimations/modelling. 
Dimensioning work, and AXE-10 platform devel­
opment, management or testing. However peo­
ple with good technical experience in other AXE-
10 areas would also be considered. 

Contact: Pieter van Rijnsoever EED/X/DDC via 
phone +49 2407 575 172, memo EED.EEDPVR or 
Doerte Kaulard EED/H/R via phone +49 2407 575 
163, memo EED.EEDDKA. 

OPERATIVE PRODUCT MANAGEMENT 
• Operative Product Management has the fol­
lowing responsibilities and main tasks and in the 
area of product area switching: technical support 
to LPMs and SP M world-wide, RS writing and co­
ordination, and active participation in ETSI G SM 
standardisation. 

We are looking for people who have signifi­
cant telecommunications experience in either 
development, testing, standardisation or prod­
uct management. Expe rience in GSM, another 
mobile telephony area or ISDN is highly valued 
but not indispensible. IN competence would be 
especially appreciated. 

Contact: Stefan Blomqvist EED/X/DOC via phone 
+49 2407 575 238. memo EED.EEDSTB or Doerte 
Kaulard EED/H/R via phone +49 2407 575 163, 
memo EED.EEDDKA. 

The Operations & MaintenanceSystems 
Department EED/L/B is looking for 

SENIOR TESTER AND TESTER 
• Our most important products are in the area 
of base station operation and maintenance. 
Within the TMOS development process EED/L/B is 
responsible for the test phases Basic integration 
test and function test. 

The B/S group is responsible for the function 
testing. Distribution List: The main tasks are: Test 
analysis during feasability study and design 
phase. Test preparation (test specification, 
preparing test tools and data). Installation and 
maintenance of the TMOS test sites. Test execu­
tion of new functionality and correction pack­
ages. Writing and follow-up of trouble reports. 

For the senior position additional tasks are 
reuqired: Work planning and team leading of a 
test team. Maintenance and further develop­
ment of test, processes and methodology. 

The positions report directly to the Group 
Manager /L/B/S. 

As a suitable candidate, you gained compe­
tence in the area of testing and/or design. For the 
senior position, at least 3 years of testing compe­
tence is a prerequesite. Additionally AXE and/or 
BTS O&M experience would be an advantage. 
You should be open minded, team-oriented and 
have good communication and cooperation 
skills. For the senior position, work planning and 
team leading experience is desired. Furthermore, 
you should be initiative and able to stand pres­
sure. The department and Human Resources will 
give you support for your implementation and 
start in our O&M systems department. 

Contact: Klaus Schneider EED/L/B via phone:+49-
2407-156 EED.EEDKLS or Doerte Kaulard EED/H/R 
via phone:+49-2407-163 EED.EEDDKA. 

Business Area Infocom Systems, BU Public 
Networks, Switching-Provisioning. 

DESIGN CENTER 
MANAGER S W - CHINA 
Business Unit Public Networks has decided to estab­
lish a software design unit in China. The intention is 
that the activity shall start operations beginning 
1997 and that development of SW products for our 
AXE-system will be carried out The unit will include 
100 SW-designers by 1999. Our aim is to immediatly 
achieve CMM-level 3. 

• The person we are looking for should have: 
Managerial skills. Knowledge of Ericsson. 
Competence in modern SW design. Ability to 
work independently. 

The task is to: Recruit and build a local design 
center. Establish routines and methodology. 

The design unit will initially concentrate on 
market adaption design. This will include modifi­
cation of old products as well as design of entire­
ly new ones. Focus of the operation will be the 
Subscriber Access area. 

The term for this assignment is minimum two 
years. 

Contact: Dick Frid, phone +46 8 719 1442, 
Memoid ETXT.ETXDIF; Bo H. Danielsen, Human 
Resources, phone + 46 8 719 1675, Memoid 
ETXT.ETXBODS or Magnus Karisson. Human 
Resources, phone +46 8 719 9404, Memoid 
ETXT.ETXMAKN. Application: Ericsson Telecom 
AB, BU Public Networks, Switching-Provisioning, 
TN/ETX/X/DH, Bo Danielsen, S-126 25 Stockholm, 
SWEDEN. 

Ericsson Ltd, Guildford 

ACCEPTANCE SUPERVISOR 
• The ESO in Guildford has a vacancy for an 
Acceptance Supervisor who will be responsible 
for PCDs, development of personnel and their 
daily activities. As an Acceptance Supervisor you 
are responsible for a team of approx 5 people 
working with GSM. 

Main Duties: To develop, maintain, improve 
processes and personnel in the following areas 
for all ETL ESO customers: Acceptance planning. 
Acceptance. First site implementation. FOA plan­
ning. Planning of consolidation period. 

CUSTOMER 
VERIFICATION MANAGER 
• The ESO in Guildford has a vacancy for a 
Customer Verification Manager who will be re­
sponsible for PCDs, development of personnel 
and their daily activities. As a Customer 
Verification Supervisor you are responsible for a 
team of 8-10 people working with GSM. 

Main Duties: Develop, maintain, improve 
processes and personnel in the following areas 
for all ETL ESO customers. AS-design, parameter 
setting. Develop new testing strategies towards 
our customers. ASR. Correction transfer. Test 
analysis/customer design. Test Execution of new 
features, old functionality etc. 

COMMON TEST SUPERVISOR 
• The ESO in Guildford has a vacancy for a 
Common Test Supervisor who will be responsible 
for PCDs, development of personnel and their 
daily activities. As a Common Verification 
Supervisor you are responsible for a team of 6-8 
people working with GSM. 

Main Duties: Develop, maintain, improve 
processes and personnel in the following areas 
for Common Verification within the ETL ESO: Test 
Analysis for all communality between ETL ESO 
customers.! Common New feature test. Develop 
common test. Common Regression/old feature 
test. Close testing/interworking with "nodes" 
(development projects). 

We are a young and motivated team and work 
very closely with our main suppliers "the nodes" 
in Aachen (Germany) and Sweden. You should 
have previous test experience and be open and 
flexible. You need to be able to handle more 
than one thing at a time. Prev ious management 
experience is a bonus. 

Contact: Martin Sadie, etl.etlmnse or Michael 
Chance, etl.etmlce. 

Ericsson Radio Systems AB 

ENGINEERS/EXPERTS FOR 
GSM SYSTEM SUPPORT IN TURKEY 

• Your main task will be: Emergency Service, TR 
handling, implementation of SW updates/up­
grades, disturbance investigation and consulta­
tion service. 

You will also participate in developing, review­
ing and improving work methods, processes and 
procedures within our field support centre (FSC). 
Finding ways for effective learning to inprove 
the FSC performance will be an important activi­
ty 

You have experience of more than two years 
in these areas, you have good trouble-shooting 
skills, knowledge of the GSM-system as well as in 
SW and data. As an engineer/expert you will as­
sist the System Support Manager and participate 
in training our staff to increase our competence 
level. 

Contact: Noel Reid. Memoid: ENK.ENKNRE, 
phone +90 532 2312299 or Mohamad Khattab. 
Memoid: ENK.ENKMOKA. phone +90 532 
2170296 or Anita Malmstrom Wallner. Memoid: 
ERAcERAANTA pone +46 8 404 2429. 
Application: Defne KONURALP, Ericsson 
Telekommunikasyon A.S. (ENK). Buyukdere 
Caddesi, Spring Giz Plaza, Kat 13-14 Maslak, 
80670 Istanbul. 

Ericsson Ltd, United Kingdom 

SENIOR SYSTEM TEST ENGINEERS 
• We at ETL are continuing to expand our abili­
ties to verify more projects then ever before. We 
are looking for keen Senior System Test 
Engineers who possess the ability to fault find at 
a System level. 

To succeed in this position, you will have some 
of the following: Proven system test experience-
from at least one market. Knowledge of "AM" 
based AXE 10 structure. Ideally have worked 
with local exchange specific functionality. Have 
had hands on experience with most Ericsson 
tools used during a Verification phase. Ability to 
follow fault investigation to it's conclusion. 

If you have most or all of the above abilities 
and desire to work with System Verification Test 
in the dynamic UK market we would be pleased 
to hear from you. 

Contact: ETL/XL/FEC Andy Harrison, System 
Verification Manager Memo ID: ETLAHN Tel: 44 
444 234591. 

Ericsson Telecommunications Limited, Guildford 
UK 

CME 20 SS R6.1 FOA TEST LEADER 
Ericsson Telecommunications in the UK has been 
appointed the FOA responsibility for CME20 R6.1 
SS/BSC 

• We are now looking for a Test Leader within 
the ETL ESO. The test leader will have the follow­
ing responsibilities : Planning/executing/follow-
up of the ASV/CM/TAcc First site implementation 
and the Primary consolidation period. The work 
involves executing all activities according to main 
project plan. He/She has direct Node/Customer 
contacts in all technical issues. 
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As the customer demands are very tough and 
an early launch is required of IN serv. There is a 
high focus from the Customer, Marketing and 
ERA on this project and the Field Tries before 
commercial launch. 

You will be working in an experienced team 
with dedicated personnel. Which have experi­
ence with three of Ericsson's most demanding 
customers in GSM. The assignment starts as soon 
as possible and ends 1/8 1997. Or have a long ex­
perience as a tester and want a challenging task. 
Experience in GSM is an advantage. 

Besides good communication skills in English, 
excellent leadership and teamworking skills will 
be needed. 

CME 20 SS R6.1 FOA TESTERS 
• We are now looking for Testers within the ETL 
ESO. The testers will perform the following tasks: 
Test Analysis. Test Design. Correction Transfer. 
Test Execution. Limited Tr-Shooting. Function 
Changes. 

Within the following areas:ASV/CM/TAcc and 
primary consolidation. 

You will be working in an experienced team 
with dedicated personnel. Which have experi­
ence with three of Ericssons most demanding 
customers in GSM. The assignment starts as soon 
as possible and ends 1/8 1997. 

As an applicant, you must have previous test 
experience. Experience in GSM is an advantage. 

Besides good communication skills in English, 
willing to adapt to changes, and teamworking 
skills will be needed. 

CME 20 SS/BSS 6.1 
FOA DATA TRANSCRIPT ENGINEER 

• We are now looking for a Data Transcript 
Engineer. The Data Transcript Engineer will be re­
sponsible for developing and maintaining Test 

Plant Data Transcript for all UL GSM customers 
both SS and BSC. The base for your input is the 
network plans produced by the project in coassis-
tant by yourself. You should learn and develop 
our test environment to be as flexibl e as possi­
ble. Within the following areas:ASV/CM/TAcc 
and primary consolidation. 

You will be working in an experienced team 
with dedicated personnel. Which have experi­
ence with three of Ericssons most demanding 
customers in GSM. The assignment starts as soon 
as possible and ends 1/8 1997. 

As an applicant, you must have previous Data 
Transcript experience within GSM. Besides good 
communication skills in English, willing to adapt 
to changes, and teamworking skills will be need­
ed. You must be organised and throrough. 

Contact: ETL/RO/VC Gustaf Oscarsson ETLET-
LOCE phone +44 1483 305770 or ETL/RO/KC 
Hakan Norling ETLETLKHH phone +44 1483 
305757 

Ericsson Radio Systems AB, Sundbyberg 

PROJECT MANAGERS 

We are experiencing great success with GSM, NMT 
and TACS systems in our Central and Eastern 
Europe, Middle East and Africa markets. 

• We are still expanding and are now looking 
for Project Managers. We are focusing on shorter 
lead time, customer satisfaction and profitability. 
All contract work is done in an international en­
vironment together with companies inside and 
outside Ericsson. The product span ranges from 
switching, transmission and power to radio base 
stations (RBSs). You will be responsible for the 
quality and customer satisfaction. 

We are now seeking experienced Project 
Managers for our offices at Sundbyberg and 
abroad. We are looking for an individual that has 

several years of experience as a Project Manager, 
within a telecommunication and computer sys­
tems environment. Prior assignments abroad and 
knowledge of any of the above markets is desir­
able. English, both written and spoken is essen­
tial, any other language used in our markets 
would be valuable. 

Contact: Ulf Borison (Central and Eastern 
Europe) phone +46 8 757 1580 memoid: 
ERAC.ERAUBOR, Mats Storsten (Middle East) 
phone +46 8 757 3905 memoid: ERAC.ERAMAST, 
Henrik Moberg (Africa) phone +46 8 757 2919 
memoid: ERAC.ERAMOBB or Anita Malmstr6m 
Wallner (Human Resources) + 46 8 404 2429 
memoid: ERAC.ERAANTA. Application: Ericsson 
Radio Systems AB, LP/H Anita Malmstrom 
Wallner, 164 80 Stockholm. 

Telefonaktiebolaget LM Ericsson Libya Brandt, 
Tripoli, Great Man Made River project 

TRAINING COORDINATOR 
• For our Tripoli office we now look for a Training 
Co-ordinator. 

The Great Man Made River is is a comprehensive 
Turn Key project where Ericsson is responsible for 
the PCCS (Process Control and Communication 
System) part of the project. The PCCS part compris­
es design, installation, test, training and commis­
sioning of five different technical systems: 
Microwave Radio System, Cable System, Telephone 
System, Process Control System and Management 
Control System. 

Main Tasks: The Training Co-ordinator will be re­
sponsible for all PCCS training related activities 
with the exception of course development e.g.: Co­
ordination of courses, instructors and trainees. 
Order of training aids, tools and training equip­
ment. Follow-up training progress, instructors and 
trainee performance. 

Requirements: The Training Co-ordinator shall 

have the following basic competence: Experience in 
administration of training activities. Some experi­
ences as instructor/teacher. Proficiency in the use of 
verbal and written English. Working experience 
from MS Office Package. 

It is also desirable that the Training Co-ordinator 
have a good social competence, i.e. ability to co-or­
dinate people with different cultural and technical 
backgrounds. 

Assignment: Long-term contract starting as soon 
as possible. The intention is that the Training Co-or­
dinator shall, succeed the Training Manager who 
will end his contract by the end of this year. 

Contact persons: Libya: Training Manager Ove 
Puisto, Phone: +218 22 30 800 or Sweden: Tommy 
Hall, Phone +46 8 764 3334. Application: Ericsson 
Business Networks AB, Human Resources, Richard 
Tersander, S-172 87 Sundbyberg, Phone +46 8 764 
0326, Fax +46 8 764 0851, Memo EBC.EBCTERS, E-
mail ebc.ebcters8memo.ericsson.se. 

Ericsson GmbH, Duesseldorf, Germany 

TESTPLANT ORGANISATION CONSULTANT 

(short term 3-4 months) 
Ericsson GmbH (EDO) is the major local company of 
Ericsson in Germany and is located in Duesseldorf. 
EDD is responsible for all Telecom activities on the 
German market. In the area of GSM, our main cus­
tomer Mannesmann Mobilfunk is operating the 
largest private GSMTelephony work in the world. 

• Creating and ducumenting processes and work 
instructions in the area of STP provisioning, book­
ing, maintenance, and resource planning. 
Interviewing internal STP users. Introducing 
processes within our support organisation. Short 
term assignment for appr. 3 month, starting asap. 

Min. 5 years experience in STP provisioning. 
Strong writing skills (English). General knowlegde 
of AXE for GSM and fixed networks. Experience in 

U heading stars in the service control area! 
Ericsson Radio Systems AB are looking for Systems Managers. 

» 

The Product Unit "Digital Switching 
Systems and Applications", (DSA), 
provides competitive switching, service 
control and application products to GSMI 
DCS/PCS operators through Ericsson/RMOG 
marketing and sales channels. 

The product area Service Control and Manage­
ment (SCM) is responsible for nodes control­
ling services in the network like the HLR 
(Home Location Register) in GSM. In addi­
tion to own products, SCM is responsible 
for the DSA requirements towards "external" 
products like the IN infrastructure, SCP 
(Service Control Point) and SDP (Service 
Data Point). In the central system manage­
ment for SCM we are now looking for: 

Systems manager, Mobile Intelligent 
Networks (MIN) 
We are extending our System management 

team for Mobile Intelligent Network (IN) 

platforms. We currently see big opportunities 

in new products based on open architecture 

as well as solutions supporting telecom and 

datacom applications. 

Your work will consist of tasks like tech­

nical studies, support to internal and external 

organisations including customer presenta­

tions and market support. You will also 

build a broad technical competence in 

the area of IN. 

You will probably have a couple of years 
of relevant experience (IN, GSM or similar) 
and would like to work as a generalist and 
co-operate with a big contact network. 
You are used to take own initiatives and 
enjoy working within a unit where new 
tasks constantly comes up. 

We are also looking for experienced 
engineers or similar to strengthen our 
GSM systems management for SCM 
to the following positions: 

System Manager/Senior Specialist, 
Service Management 
With the introduction of new services and 

network elements within the GSM/PCS 

solutions and at the same time the rapidly 

increasing number of subscribers in our 

customers networks the need for efficient 

support for service management increases. 

We consider knowledge about UNIX 

platforms and management systems as a 

merit. 

System Management GSM&PCS 
The positions are in the area of technical 

co-ordination/prestudy management, tech-

Ericsson's 90,000 employees are active in more than 130 countries. Their combined expertise in switching, 

radio and networking makes Ericsson the world leading supplier in telecommunications. You can get more 

information about us on our homepage WWW.ericSSOn.Se/SE/ 

nical investigations, network architecture 
and standardisation for the GSM/PCS deve­
lopment. Introduction of new features and 
application like IN, data- and business 
communication for the GSM/PCS networks 
are the key drivers for our work. 

Experiences from AXE and other plat­
forms, as well as leadership in line or 
project work are a merit. 

Ready for a challenge? Please contact: 
Anders Blomgren, phone +46 8 757 12 8 1 , 

ERAC.ERABLO 
Ulrika Carlsson, phone +46 8 757 13 13, 
ERAC.ERAUCAR 

Erik Lonnheim, phone +46 8 758 12 80, 
ERAC.ERAERLO 
Human resources contact is: Kjell Gunnar 

Konigsson, phone +46 8 404 79 46 

Send your properly marked application 

before 14 February 1997, to: 

Ericsson Radio Systems AB 

LK/HS Mia Hjerten 

164 80 Stockholm 

e-mail: erac.eramihj@memo.ericsson.se 

ERICSSON 

http://ebc.ebcters8memo.ericsson.se
http://WWW.ericSSOn.Se/SE/
mailto:erac.eramihj@memo.ericsson.se


Take the next step, join us in Alvsjo and take 
part in the development of the GSM network. 
Ericsson Radio Systems AB are looking for SW designers and testers. 

» 

The Product Unit "Digital Switching 
Systems and Applications", (DSA), provides 
competitive switching, service control and 
application products to GSM/DCS/PCS 
operators through Ericsson marketing 
and sales channels. 

As the result of the continued success for 
Ericsson's GSM systems, the Business Unit 
for GSM, N M T and TACS (RMOG) has 
started a new Design Centre for development 
of AXE 10 products for Mobile Switching, 
Service Control and Satellite based Systems. 
The organisation is based in Alvsjo. In this 
new Design Centre there are open positions 
within the following areas: 

Software Development 
We are looking for AXE 10 designers with 
one to five years of experience from AXE 10 
development. 

You will be a member of a Design Team 
that will design, implement, and test new 

functions in our GSM system. You will either 
work with functions for transferring text 
messages (Short Message Services, SMS) or 
functions in the central network database 
(Home Location Register, HLR). 

You will participate in the complete soft­
ware development cycle from requirement 
specification and feasibility study through 
all development phases. 

We are working in an international 
environment together with other Design 
Centres in Germany, Spain, and USA. 

For further information please contact 
Hans Carlsson, phone INT +46 8 719 93 68 or 
Lars Marklund, phone INT +46 8 719 91 97. 

Simulated Function Test (SFT) 
You will be a member of a Testing Team. 
The main task will be to perform function 
test in a simulated environment. 

All testing activities will be done in close 
cooperation with the Design Teams. 

1—4 years experience of AXE 10 testing 

Ericsson's 90,000 employees are active in more than 130 countries. Their combined expertise in switching, 
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is required and previous experience from 
simulated test environment is a merit. 

For further information please contact 
Claes Lillerskog, phone INT + 46 8 719 91 80. 

For all positions it is essential that you are 
open-minded, flexible and enjoy working 
in a fast growing organisation. A good 
knowledge in English is a requirement. 
Previous experience within GSM is not 
required but considered valuable. 

For all positions Human Resources contact is 
Christina Hoglund, phone +46 8 4 0 4 78 41, 
memoid EXTR.QRACHOD. 

Please send your application to: 

Ericsson Radio Systems AB 
LK/H Mia Hjerten 
164 80 Stockholm 

e-mail: erac.eramihj@memo.ericsson.se 

ERICSSON 

"Many of our local companies have received quality awards. 
Do you want to be part of our future successes in Romania?" 
Ericsson Radio Systems AB have many openings for managers/engineers in Romania. 

We are starting up business in Bukarest. We will therefore expand our Romanian 
local company, ETR. We need: 

1 Local Project Manager, 
expatriate, 1 year 
Cooperation with Project Manager in Sweden, 
deciding with local manager in whether or 
how different tasks in the project should 
be made. 

1 BTS Implementation Manager, 
expatriate, 1 year 
Responsible for the BTS roll out including 
4 subproject. 

1 BTS Technology Manager, 
expatriate, 1 year 
Assist the customer in optimizing the radio 
network with Ericsson's BTS products. 

2 Radio Network Engineers, 
expatriate, 1 year 
They will make network schedules, all 
design data and the coverage verification. 

1 BTS Engineering Managers, 
expatriate, 1 year 
Responsible for the work with site investiga­
tion and installation engineering. 

1 FSC Manager, expatriate, 2 years 
Responsible for the organisation which will 
give qualified support to the customers 
operation of the GSM network. 

1 MSC/BSC expert, expatriate, 1 year 
AXE-manager shall respond to the customers 
need of problem solving in the MSC and BSC 

Ericsson's 90,000 employees are active in more than 130 countries. Their combined expertise in switching, 

radio and networking makes Ericsson the world leading supplier in telecommunications. You can get more 

information about us on our homepage WWW.ericSSOfl.se/SE/ 

To be successful in these positions you have a 
minimum of two years of experience in these 
areas, good administrative skills and are 
ready to work under stressed conditions. 
English both written and spoken is essential. 
Knowledge of Romanian is appreciated. 

For further information please contact: 
Thomas Lundin, phone +40 1 337 30 00. 
Lars Norden, phone +46 8 404 20 31. 

Please send your application to: 

Ericsson Radio Systems AB 
LP/H Liljana Sundberg 
164 80 Stockholm 

ERICSSON 

http://WWW.ericSSOn.se/SE/
mailto:erac.eramihj@memo.ericsson.se
http://WWW.ericSSOfl.se/SE/
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usage of test tools. Ideally, experience in introduc­
ing procedures into a support organisation. 

Contact: Thomas Linden EDD.EDDTL, +49-211-534-
1327, Fax-1335 

Ericsoon Telecomunicatie B.V. (ETM), Netherlands 

TECHNICAL 
SUPPORT SPECIALIST GSM 
• For placement in Rijen, Netherlands, We are 
looking for persons to deliver support on SS (R6) 
and BSS (R6) Contract period: 12 months starting 
Q2 or Q3 1997. The work includes e.g. Trouble re­
port handl ing, wr i t ing emergency coorections, on 
site installation of patches (emergency) corrections 
and updates, 24 hour support. 

The candidate should have knowledge of Plex 
(HLplex) and ASA. Candidates should be customer 
or iented and be able t o work independently. 

Contact: ETM/OPL Angeline Wijns-Petit, Memoid: 
ETM.ETMANPE 

Ericsson Telecomunkazioni, Roma, Italy 

FRAUD 
MANAGEMENT SYSTEMS EXPERT 
• Job description: Project management and re­
quirement analysis fo r a Fraud Management system 
for a very big f ixed line operator. The system shall 
have to detect and manage Fraud situations com­
ing f rom Credit card, international calls and base 
te lephony usage. 

Required skills and experience: Fraud Manage­
ment systems, Software projects management, 
Unix 

Contact: Maurizio Montani , EITA.TEIMAMO 

Ericsson GmbH, Germany 

Ericsson GmbH (EDD) is the major local company of 
Ericsson in Germany with the Head Office located in 
Duesseldorf. EDD is responsible for all Telecom­
munication activities in the German market. 

The business unit Mobile Telephone and Data 
Systems is a key supplier in its local market and will 
continue to grow during 1997. For the services to 
new customers we are looking for additional em­
ployees in the following areas: 

PROJECT CONTROLLER 

• In our projects w e have to focus on customer sat­
isfaction, short lead-time and prof i tabi l i ty. The pro­
jects are executed in an international environment 
together w i t h Ericsson organisations wor ld-wide 
and external companies. The product range com­
prises switching (AXE), transmission (Radio Links), 
power equipment and Radio Base Stations. The 
project control l ing funct ion includes preparation 
and progress analysis of t ime schedules, resource 
schedules and project budgets t o ensure that the 
project goals are met. Information must be collect­
ed f rom the di f ferent sub-project areas and com­
municated to the project organisation and the cus­
tomer. 

The job requires a degree in engineering and at 
least 5 years experience in mobile telephone net­
work implementat ion and/or project management. 
Knowledge about PROPS, MS Office and MS Project 
are essential. The candidate should have excellent 
interpersonal skills and a good command of the 
English language. 

PROJECT MANAGER QUALITY 
• Reporting to the Total Project Manager the 
Project Manager Quality is responsible for the 
preparation and execution of the project quality 
plan. He analyses existing processes/procedures and 
ensures its use w i th in a project. He assists the pro­
ject organisation in analysing and solving of 
process related problems and controls/performs 
quality audits on sites t o ensure implementat ion 
standards and quality. 

This job requires a degree in engineering, at 
least 5 years experience in mobile telephone net­
work implementat ion, knowledge of Ericsson's 
quality standards for implementat ion and/or 
process management. The candidate should be 
open minded, f lexible, organised and analytical 
and should have good English communication 
skills. 

TRAINING COORDINATOR 
• Training activities are required f o r customer 
staff, sub-contractor and Ericsson staff. The 
Training Co-ordinator has to ensure that contracted 
training obligations are in accordance w i th the con­
tract and meet customer requirements. He should 
provide an effective interface t o the customer and 
the involved Ericsson organisations. He assists the 
organisation in ident i fy ing ongoing t ra in ing needs, 
establishes appropriate t raining programmes and 
monitors the effectiveness of these programmes. 

The posit ion requires a formal education in 

Telecommunications, 3-5 years experience in 
Mobi le Telephone Networks (CME 20) and experi­
ence/capability in the technical t raining environ­
ment. The candidate should be motivated, f lexible 
and posses, t o a high degree planning and negotia­
t ion skills, effective communication skills in wr i t ten 
and oral English. Knowledge of standard PC appl i ­
cations (MS Office) are mandatory. 

PROJECT 
MANAGER BTS & TRANSMISSION 
• Reporting t o the Total Project Manager the 
Project Manager BTS & Transmission is responsible 
for the implementat ion of Radio Base Stations and 
its transmission links w i th in a project. He is the in­
terface to the performing line organisation and the 
customer, specifies the required resources and con­
trols the progress of the project in compliance w i th 
the project schedule and budget. 

The job requires a degree in electrical engineer­
ing, good knowledge of Ericsson's BTS products and 
3-5 years experience in BTS & Transmission imple­
mentat ion. The candidate should be f lexible, or­
ganised, customer and result or iented. Good 
English communication skills and knowledge of 
standard PC applications are required. 

RBS INSTALLATION ENGINEER 
• For the installation of Radio Base Stations (RBS 
2000) including antenna system and transmission 
equipment (Radio Link) we are looking for RBS 
Installation Engineers who are interested to con­
t r ibute t o a demanding project implementat ion 
schedule. 

Requirements to the candidates are an educa­
t ion in telecommunications, at least 2 years experi­
ence in implementat ion of radio base stations, 
knowledge of Ericsson's radio product range and 
quality requirements. Candidates should have good 
interpersonal skills, be self-motivated and have 
good English communication skills. 

PROJECT MANAGER SWITCHING 
• Reporting t o the Total Project Manager the 
Project Manager Switching is responsible for the 
implementat ion of all switches in the network. He 
is the interface t o the performing line organisation 
and the customer. He is the interface t o the per­
fo rming line organisation and the customer, speci­
fies the required resources and controls the 
progress in compliance w i th the project schedule 
and budget. 

The job requires a degree in electrical engineer­
ing, good knowledge of Ericsson's AXE products 
and 3-5 years experience in Switching implementa­
t i on . The candidate should be flexible, organised, 
customer and result or iented. Good English com­
munication skills and knowledge of standard PC ap­
plications are required. 

RBS TEST ENGINEER 
• RBS Test Engineers are required for testing of 
new radio base stations and extensions , perform­
ing of customer acceptance tests and solving of 
technical problems on site. 

Requirements for the funct ion are a telecommu­
nications education w i th 3-5 years experience in 
test ing RBS. Candidates should have good interper­
sonal skills, be self-motivated and have good 
English communication skills. 

PLANT ENGINEER AXE 
• For the planning of new switches and expansions 
Plant Engineers AXE are needed. Major activities 
are planning and specification of A- and B-packs, 
preparat ion o f the relevant documentat ion as wel l 
as room layouts and cabling plans. 

The candidate should have a degree in telecom­
munications engineering w i th 3-5 years experience 
and good knowledge in AXE (CME 20). Knowledge 
of MS Office and excellent knowledge of AutoCAD 
and PLEASE are mandatory. Candidates should 
have good interpersonal skills, be selfmotivated 
and have good English communication skills. 

SWITCH CONSTRUCTION ENGINEER 
• For the installation of new Switches (AXE) we are 
looking for experienced Switch Construction 
Engineers. 

Requirements to the candidates are an educa­
t ion in telecommunications, at least 2 years experi­
ence in implementat ion of AXE switches and good 
knowledge of Ericsson's quality requirements. 
Candidates should have good interpersonal skills, 
be self-motivated and have good English communi­
cation skills. 

TEST ENGINEER AXE 
• Test Engineers AXE are required for test ing of 
new sites and extensions, solving hardware and DT 
problems on site and participating in customer ac­
ceptance tests. 

Requirements for the funct ion are a degree in 
telecommunications engineering w i t h 3-5 years ex­
perience, good knowledge in AXE (CME 20) and 

standard PC applications. Candidates should have 
good interpersonal skills, be self-motivated and 
have good English communication skills. 

PROJECT MANAGER LOGISTICS 
• Reporting to the Total Project Manager the 
Project Manager Logistics is responsible for the 
preparation of the project procurement and deliv­
ery plan. He ensures -by interfacing to the central 
logistics department- deliveries in accordance to 
the project schedule based on logistics procedures 
used for the project. 

This job requires excellent knowledge of ERA'S 
Logistics Processes, its Business Support Systems 
(particularly GOLF) and at least 5 years experience. 
Besides managerial and administrative skills the 
candidate should be able t o lead and motivate a 
team. Good English communication skills are re­
quired. 

SALES & MARKETING ENGINEER 
• A new Account Sales & Marketing group re­
quires ambitious Sales & Marketing Engineers. 
Main tasks includes preparation of fenders, partici­
pation in negotiations, contract preparation, com­
mercial support dur ing project execution, market 
analysis and customer presentations. 

A technical degree accomplished w i th a business 
education (e.g. MBA) is required. A 3-5 years expe­
rience in telecommunications industry and sales & 
market ing are mandatory. Besides knowledge of 
standard PC applications (MS Office) candidates 
should have a high level of sensitivity for customer 
needs, Ericsson's business opportunit ies and good 
command of English and German language. 

PRODUCT MANAGEMENT SPECIALIST 
• For a new Account Product Management group 
we are looking for Product Management Specialists 
for the areas access network, switching and en-
duser services, operations & maintenance, radio 
and transmission. Main tasks are the support of the 
account organisation in respect of all product relat­
ed issues (incl. customer presentations, product 
promot ion, tender preparation, handl ing of cus­
tomer enquiries, evaluation of new market de­
mands) as well as the establishment of an excellent 
customer relation. 

Besides a good technical background in telecom­
munications and a fundamental knowledge of 
Ericsson products the candidate should have excel­
lent communication skills, a high level of sensitivity 
for customer needs and Ericsson business opportu­
nities as well as good command of English and 
German language. 

The work places for the above positions are lo­
cated at Ericsson offices in Germany, mainly in 
Munich and Duesseldorf and on customer sites all 
over Germany. Contracts wi l l be offered for a peri­
od of 12 or 24 months on long term conditions. The 
abil i ty t o transfer knowledge to bui l t up local com­
petence is required for all positions. Knowledge of 
the German language is an advantage if not re­
quired as mandatory. 

Contact: Hans-Juergen Vratz (Human Resources) 
MEMO-ID EDD.EDDHJV, phone +49 211 534 1441; 
Dieter Sieber (Customer Projects) MEMO-ID 
EDD.EDDDISI. phone+49 211 534 1541 

Ericsson Eurolab Deutschland, Mobi le Network 
Development at Aachen, Germany 

If you enjoy demanding work and can respond well 
to significant challenges and responsiblities, why 
not become a member of our team? We have the 
responsiblity for the Software development for the 
mobile switching system within the GSM-standard. 
We are looking for 

SOFTWARE DESIGN ENGINEERS 
• We are work ing w i th the GSM-system in the area 
of the MSS, dealing w i th the design, development 
and test of telecom software or design complete 
telecom systems. Programming experience (C++.Q, 
background in telecommunications preferred w i th 
a work ing knowledge of structural design methods 
is required for this position. Relevant Ericsson expe­
rience is a plus. 

If you are interested in jo in ing a young & inter­
national team and you have good communication 
as wel l as good interpersonnel skills please send 
your resumee via mail or memo to : 

Contact: Gina Roege, EED/L/MJC, Memo-id 
EED.EEDGINA, Tel.:+49(0)2407-575-254 or Doerte 
Kaulard, EED/H/R, Memoid EED.EEDDKA, 
Tel.:+49(0)2407-575-163. Application: ERICSSON 
EUROLAB DEUTSCHLAND GMBH. Ericsson Allee 1, 
D-52134 Herzogenrath. 

Ericsson Communications Inc., Canada 

VACANCY 
• A vacancy exists in the APZ Support group in 
Montreal. The job involves Technical Support for 
North America and Canada, w i th in the APZ f ie ld. 
We require a self motivated person, w i th in depth 

knowledge of Trouble shooting methods as wel l as 
the ability t o perform technical investigations in to 
all aspects of APZ Software/Hardware problems in 
the CP/RP/EMRP. 

The candidate must have proven ability in Test 
System, CPT and System Stoppage Handling. It w i l l 
be necessary t o handle ongoing Trouble Reports, 
therefore knowledge of MHS would be an advan­
tage. The position wi l l take the form of a two year 
contract and wi l l be based in Montreal, al though 
some travel wi l l be required as wel as pager rota­
t ion and interwork w i th other Support groups 
wi th in LMC. 

It is essential that the candidate be f luent in 
English. If you possess the above characteristics and 
have the ability t o Communicate w i th tact and 
diplomacy. 

Contact: Adrian Gilli LMCADGI or Christian Giroux 
LMCCGIR 

Ericsson Telecom AB. Operations and Complete 
Customer Projects, Operations Control, CEP -
Compania Ericsson S.A., Peru 

In the Peruvian market we have passed from 180.000 
lines end 94 to 850.000 lines actually. And in a similar 
way the company CEP has grown from almost IS em­
ployees to almost 180 today. In our department 
Quality and Customer Services, to strengthen our 
technical support section, we are looking for you: 

SW EXPERT & TROUBLE SHOOTER 
• You wil l be work ing w i th the fo l lowing func­
tions: SW problems trouble shooting, TR analysis, 
24H. emergency service, Introduction of ASM, cre­
at ion and introduct ion o f EC, Disturbance investi­
gat ion. Our application systems are based on FMPA 
and BM2.4, so a lot of activities and problems con­
cern dif frent subsystems such as ISDN, BGS and sub­
scriber services. 

This assignment period is for one year to start 
w i th , and we expect it t o start as soon as possible, 
we offer an expatriate contract and the location is 
in Lima. Spanish language is very importent. If you 
feel that you have the knowledge and the wi l l , and 
you are customer service minded let us know. 

Contact: CEP/QC Victor Morkos, t f : +51 1 2641665, 
Memo: CEP.CEPVSM Or Anne Rundqvist t f : +46 8 
681 2697, Memo: ETX.ETXARU 

Ericsson Communicaitons Pvt Ltd, New Delhi 

SYSTEM SUPPORT EXPERTS 
India today is one of the fast emerging telecommu­
nication market in Asia and with liberalisation of li­
censes for fixed and cellular networks,a number of 
vacancies have risen to strengthen our System 
Support department in India. 

Our network consists today of GSM CME 20 sys­
tems for cellular and Local! Transgate application 
systems for fixed network.The positions are for a 
long term contract (1 year) in India. We are look­
ing for people in following areas: 

SS/BSS SYSTEM EXPERTS 
• We are looking for one SS and and one BSS 
System Support expert to strengthen our support 
activities for CME20 GSM application product line. 
It is essential that candidates have a good knowl­
edge of CME20 where at least three years have 
been spent in testing or customer support of 
CME20. 

SYSTEM EXPERTS 
FOR FM AND BM PRODUCT LINES 
• Two vacancies needs to be f i l led as soon as possi­
ble to handle our increasing support activities for 
local and transgate application systems, based on 
FMP and BM product lines. It is essential that candi­
dates have good FMP and BM product line support 
experience w i th ISDN/ISUP TSS skills. 

For all positions fo l lowing applies: 
OBJECTIVES: To provide technical expert support 

to Ericsson's customers and Field Support Centre 
wi th in the coverage of the Field Support area. To 
be accountable and responsible for the efficient 
running of the System Expert funct ion wi th in FSC in 
order t o reach a higher level of customer satisfac­
t ion . 

RESPONSIBILITIES: To assist in bui lding up the ex­
pertise and t o transfer knowledge wi th in the de­
partment. To make judgement of the most efficient 
way. technical and economical, to solve a problem. 
Full report ing shall be done. 

MAIN TASKS : To review, develop and improve 
the procedures in Field Support. To ensure tha t all 
activities wi th in the department meet the Ericsson 
quality standards. To identify, investigate and re­
port or solve problems of a complex nature in both 
hardware and software. To able to explain highly 
technical issues t o dif ferent levels wi th in the organ­
isation. To be part of 24 hrs emergency support ser­
vice. 

REQUIREMENTS: Long term technical experience 
in AXE support environment, preferable w i th FSC 
assignments abroad or extensive experience gained 
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in testing and verif ication of the products on the 
product line. It is essential candidates have good 
System skills knowledge e.g. switching, traffic con­
cepts, telecommunications networks.inter ex­
change signalling and product functional demands. 

^0 System expert needs t o be familiar w i th t he 
product structure at a level equivalent to the com­
ponents of a funct ion block (software and hard­
ware functions) 

Personal skills as a thorough and methodical ap­
proach to work, be able t o work as a team member, 
be f lexible and responsive t o changing work pat­
terns and demands. Very good knowledge of 
English is a must. 

Contact/Applicat ion : Nalin Taylor , Memo id. 
ECI.ECINALT, Phone : +91 11 645 1006 or +91 11 
9810049912 Fax : +91 11 645 1005. Ericsson 
Communications Pvt Ltd, E-28/B-1, Extension 
Mohan Co-op, Indl Estate, Mathura Road, 
Badarpur, New Delhi-110 044, India. 

Ericsson Eurolab Deutschland, System 
' ' Management, Aachen, Germany 

AXE MOBILE CORE, THE PLATFORM 
FOR ALL DIGITAL MOBILE SYSTEMS 
AXE Mobile Core System Management is responsi­
ble for the system development of the core prod­
ucts used commonly by all Ericsson's digital mobile 
systems ie. CME20 (GSM), CMS30 (PDC), CMS40 
(PCS) and CMS88 (D-AMPS). We are facing a lot of 
new challenges! 

Fixed Mobile Convergence is driving us into envi­
ronment combining the best out of two worlds. 
Fixed accesses like Primary and Basic rate ISDN, 
Transit and International Gateway functions are be­
ing combined with Mobile Systems like GSM, PDC, 
PCS and D-AMPS. 

2 Our Data Services will need to provide higher 
bandwidth over the Radio interface. Packet data to 
the Mobile creates new challenges for our System 
Architecture. 

Multiprocessing, 3rd Generation Wideband 
Cellular, Satelite Systems, In Service Performance 
need our strong system support. For more detailed 
information please refer to our Web Page 
http://www.eed.ericsson.se/services/eed-l-u/U-S 

GROUP LEADER AMC SYSTEM 
• AMC System activities are steadly expanding. To 
meet this challenge we want to split up the group 
to a l low much more focus on the different areas. 

We are looking for a group manager to take 
over a significant part of the AMC System activities. 

As a suitable canidate, you are an Ericsson em­
ployee w i th at least 5 years of working experience 
and should have good system knowledge. 

Any managerial experience (e.g. as group man­
ager, team leader or project manager) or experi­
ence in the system area o f a mobile or f ixed 
Appl icat ion is a clear advantage. The position re­
quires init iat ive, good communication skills and a 
good abil i ty t o work under pressure. 

AXE10 SYSTEM DESIGNER (ISP) 
• AMC System Management has an overall respon­
sibility t o provide a technical superbe software t o 
all Digital Mobi le Systems. 

We are expected t o provide Software that ex­
ceeds the customers expectations on In Service 
Performance. ZERO DOWNTIME, that's the chal-

< lenge, we gone make it. But we need your support 
to coordinate, drive and elaborate our efforts as 
wel l to keep our communication from AMC to the 
Mobi le Applications, UAB and BX in such a shape 
that we can get the best synergie effects for 
Mobi le. 

We are looking for a system designer w i t h at 
least 2 years of Ericsson experience. 

AXE10 SYSTEM DESIGNER (Internet) 

• Everybody is surfing on the Internet! We have t o 
provide this service t o Mobi le subscribers connect­
ed t o our switches. We plan t o go for combined ef­
forts w i th BU-X t o develope and utilize the new IN-
AX product. We need to integrate the INAX prod­
uct in to our AMC System. 

Your role w i l l be t o keep the whole system v iew 
on this solut ion, t o actively work towards BU-X, our 
Datacom Product area and support responsible 
Product Committees and Requirements def in i t ion 
for this area. 

We are looking for a system designer w i th at 
least 3-4 years of Ericsson experience. Solid AXE-10 
Software design experience is required. Work in the 
Mobi le or Datacomm area and an interrest fo r 
Dataservices and Internet wou ld be benefit ial. 

AXE10 SYSTEM DESIGNER 
• We are part icipat ing in Pre- and feasibility stud­
ies. Investigating future possibilities and are o f ten 
asked to take over tasks which require high compe­
tence, f lexibi l i ty and professional work. 

To strengthen our capabilities for this type of sys­
tem work we are looking for an experienced system 
designer w i t h more than 5 years of Ericsson experi­

ence in APT design to extend our technical expert 
team. 

We are particularly interested in people w h o can 
provide significant competence in one or more of 
the fol lowing areas: A M System development. 
Signalling, Data Communication, O&M, Resource 
Module Platform, IN Development, Hardware 
Modernization, PDC system, D-AMPS system. 

AXE10 SYSTEM DESIGNER (PC-
AXE/PC-APT) 
• Running PC-AXE 106 Mobile, PC-APT 210 25 as 
well as overall technical coordination of the 
Projects in the AXE Mobile Core (AMC) are respon­
sibility areas of the system group. 

To secure the long term responsibility of running 
PC-AXE 106 Mobile and PC-XSS 210 25 we are look­
ing for an technical expert support ing the technical 
work on these competence centers. The main tasks 
wil l be participation in PC-AXE 106 Mobi le and PC-
APT meetings and support of the current chairman 
and technical experts in this committee. This is to 
prepare yourself to take over the ful l responsibility 
for running PC-AXE 106 Mobi le or PC-APT 210 25 in 
the near future. 

We are looking for an experienced system de­
signer wi th more than 5 years of Ericsson experi­
ence. Good knowledge in at least one mobile sub­
system in APT 210 15 or APT 210 25 would be bene­
f i t ia l . Previous work w i th a PC-ANT in APT 210 15 or 
APT 210 25 would be an addit ional interresting 
qualif ication. 

AXE10 SYSTEM DESIGNER (PC-
AXE/PC-APT) 
• Running PC-AXE 106 Mobi le, PC-APT 210 25 as 
wel l as overall technical coordination of the 
Projects in the AXE Mobi le Core (AMC) are respon­
sibility areas of the system group. 

To secure the long term responsibility of running 
PC-AXE 106 Mobile and PC-XSS 210 25 we are look­
ing for an technical expert support ing the technical 
work on these competence centers. The main tasks 
wil l be participation in PC-AXE 106 Mobi le and PC-
APT meetings and support of the current chairman 
and technical experts in this committee. This is to 
prepare yourself to take over the ful l responsibility 
for running PC-AXE 106 Mobi le or PC-APT 210 25 in 
the near future. 

We are looking for an experienced system de­
signer wi th more than 5 years of Ericsson experi­
ence. Good knowledge in at least one mobi le sub­
system in APT 210 15 or APT 210 25 wou ld be bene­
f i t ial . Previous work w i th a PC-ANT in APT 210 15 or 
APT 210 25 would be an addit ional interresting 
qualif ication. 

Contact: Hartmut Boehmer, EED/07SC, phnoe:+ 
2407 575 231, EED.EEDHBO or Doerte Kaulard, 
EED/H/R, phone:+2407 575 163, EED.EEDDKA. 

The AMC organization is responsible for the de­
velopment of AXE 10 products commonly used by 
all Ericsson's digital mobi le systems i.e. CME20 
(GSM), CM S30 (PDC), CMS40 (PCS) and CMS88 (D-
AMPS). We are looking for 

STRATEGIC PRODUCT MANAGERS 
AXE MOBILE CORE 

• The general responsibility of this posit ion is to 
work wi th the competit ive ness and economical 
performance of products w i th in the area's o f AMC 
i.e. 

Traffic Control, Intel l igent Networks, Charging, 
Data Comunication, Network Signalling, ISDN 
Access and Network Operator Products. 

The main authorities and tasks are: 
• packaging Assignment Specifications received 

at AMC from the mobile applications t o projects, 
• participation in the AMC Project Steering 

Group, 
• making sure that competitiveness and econom­

ical performance of products in the source system(s) 
are best possible over the life cycle of the products, 

• to define the direction of development of 

products within A M C 
• creation of development plans for AMC, 
• preparation of f inancial agreements on devel­

opment and maintenance of products w i th in AMC, 
• representation of AMC in Tollgate meetings for 

projects financed by AMC, 
• revision of financial agreements proposed by 

other business units, 
• overall requirement responsible for AMC pro­

jects which includes part icipation in AMC Change 
Control Board, 

• wr i t ing and inspecting detai led Requirement 
Specifications, 

• approving Function Specifications. 
The SPM reports directly t o EED/L/U/XC. As a suit­

able candidate you have worked w i th f ron t end ac-
tivites and have a min imum of 3 years job experi­
ence. Both local and expat contracts wi l l be of fered. 
Experience from any o f the areas above is a merit. 
In this position you wi l l need init iative, good com­
munication and cooperation skills and a good abili­
ty to work under t ime pressure. 

Contact: Ulf Henell, EED/L/U/XC, Memoid EED.EE-
DUGH, Tel:+49-(0)2407-575-256 or Doerte Kaulard, 
EED/H/R Memo-id:EED.EEDDKA, Tel.:+49-(0)2407-
575-163. 

Ericsson Eurolab Deutschland GmbH, Germany, 
Aachen, Herzogenrath 

Due to the increased responsibility of the Test S 
Support department for 1997 we are looking for 
two 

CME20 SS PRODUCT LINE MAINTENANCE 

HELP DESK TROUBLE SHOOTERS 

• PLM fills an intermediate role between the sup­
port (ESO and FSC) and design worlds assisting 
w i th , and coordinat ing the support of released 
products. One of our tasks is to provide Help Desk 
Support mainly in the fo rm of " H o t " TR 
Troubleshooting. We are looking for t w o senior 
testers w i th good AXE10 troubleshoot ing experi­
ence. CME20 specific and previous support experi­
ence wou ld also be an asset. 

Contact: Peter Lopez, EED/X/SLC, Memo-
ld:EED.EEDPELO, +49-(0)2407-575-201 or Doerte 
Kaulard, EED/H/R Memo-ld:EED.EEDDKA, +49-
(0)2407-575-163. 

Ericsson Communiat ions Inc., Montreal , Canada 

UNIX HLR SYSTEMS ENGINEER 

• LMC is now looking for a UNIX HLR Systems 
Engineer. The incumbent wi l l be responsible for the 
overall p lat form specification, development and 
characteristics. This responsibility spans f rom the 
analysis of the system to verifying its characteristics 
dur ing system test ing characteristics measurements 
and/or f ie ld measurements. 

Requirements are: a University degree or equiva­
lent combined t o 7 years of relevant experience, 
knowledge of TMOS Development Proce ss, o f soft­
ware development and testing, of Competi tor/ 
External technology and industry standards, of 
general processing computers specifically UNIX 
based systems. 

CHARACTERISTICS 
SYSTEMS ENGINEER 
• We are now look ing for a Characteristics Systems 
Engineer who w i l l be reponsible fo r the system 
characteristics of the overall subsystems and prod­
uct. This responsibility spans f rom the analysis of 
the system to quant i fy the present system charac­
teristics to veri fying this data during system test ing 
characteristics measurements and/or f ie ld measure­
ments. 

Requirements are: A University degree or equiv­
alent combined t o 7 years of relevant experience. 
Knowledge of AXE 10 design, of LMC Development 
Processes and/or MEDAX Development Processes, 
of software development and test ing, of compet i ­
tor/external technology and industry standards. 

Contact: PIERRE HACHE (LMCPIHA). 

Ericsson, UK 

ETL TECHNICAL TRAINING CENTRE 

The UK Market place is a dynamic, evolving and 
strategically important market for Ericsson. As part 
of this evolution, ETL has decided to consolidate its 
customer training activities into a new premium 
quality training centre closer to London. This excit­
ing new venture has created a number of opportu­
nities for suitably qyalified candidates. 

• We are looking f o r AXE TECHNICAL TRAINING 
INSTRUCTORS w i t h a wide range of expertise eg. 
Overview and introductory courses, CME20 O & M 
Courses, O&M Advances etc. You must be able t o 
quickly understand and interpret individual cus­
tomer requirements and translate those into t ra in­
ing solutions. 

You wi l l have at least 3 years experience in AXE 

10, preferably in CME20 systems. You should have 

spent at least 2 years in a technical t ra in ing capaci­

ty-

Contact: John Gr i f f in - Head of Training +44 0831 

638248 

Ericsson Eurolab Deutschland, Germany 

Our young Research & Development Centre in 
Herzogenrath, near Aachen, Germany, offers the 
following vacancies: 

EARLY DESIGN PHASE PROJECT 

LEADER, CME20/CMS40 DEVELOPMENT 

• The System and Product Management 
Department at EED (ie EED/X/D) has the responsibil­
ity to organise and run PAX (RMOG DSA Product 
Area Switching) projects before TG1. This includes 
the development phases Pre-prestudy and 
Prestudy. We are currently looking for a project 
leader to start as soon as possible, la tes t , for our 

MSC8.0 project (part of the DSA8.0 project). A simi­
lar role for fu tu re projects is a possible eventuality. 

The suitable candidate wi l l be someone who has 
good experience as a project leader and, if possible, 
experience in early design phase development (es­
pecially requirement def in i t ion phase). 

The nature of Pre-prestudy and to a lesser de­
gree Prestudy is that the project content is chang­
ing significantly and continuously. 

In addi t ion some aspects of the methodology 
dur ing these early phases are not yet as wel l devel­
oped and clear as in later phases. As wel l the nature 
of this work is that it requires a project leader who 
has a good grasp (on high level at least) of the tech­
nical content of the project t o help him/her make 
sound project management decisions. All these fac­
tors make for a very challenging position. 

Contact: EED/X/DC Ari Peltonen Memoid: EED.EE-
DATP +49(0)2407-575-222 or EED/H/R Doerte 
Kaulard Memoid: EED.EEDDKA +49(0)2407-575-
163. 

System and Product Management Department 
(EED/X/D) 

TOOLS, METHOD AND 
PROCESS DEVELOPER 
• X/D department requires a tools, methods and 
process (TMP) developer to work w i th PAX early 
phase design (including pre-prestudy and 
prestudy). In addit ion the person shall work w i th 
"system level" design TMP aspects, according to 
AXE106 design model, for PAX development. This 
includes the System Model l ing process (during fea­
sibility study phase) and the System Coordination 
process (during execution phase). 

The X/D TMP developer shall work closely w i th 
complimentary developers in AMC and later phase 
TMP developers in PAX to ensure that PAX has a set 
of tools, methods and processes for early phase de­
sign which is wel l coordinated w i th our key devel­
opment partners. 

Suitable candidates should have a significant lev­
el of experience in development (especially early 
phase design) and ideally some experience in tools 
and methods and/or process development. 
Nevertheless anyone who is interested in this sort 
of work and w h o believes tha t he/she can make a 
valuable contr ibut ion in this area wil l be consid­
ered. 

This posit ion wi l l be located in the PAX system 
management group (EED/X/DE). 

Contact: EED/X/DC Ari Peltonen Memo-Id: EED.EE-
DATP, +49-(0)2407-575-222 or EED/H/R Doerte 
Kaulard Memo-ID:EED.EEDDKA,+49-(0)2407-575-
163. 

Operat ion & Maintenance Systems Department 
EED/L/B 

SENIOR DESIGNER 

• Our most important development area is base 
station management for the OSS wor ld. Wi th in the 
TMOS development process, EED/L/B is responsible 
for Requirement Analysis, Design, Implementat ion, 
Basic and Function Test. The B/E and B/F design 
groups deliver the products to our inhouse 
Function Test group. 

The posit ion reports directly t o the Group 
Manager. As a suitable candidate, you gained com­
petence in OO design and C++. Experience w i th 
Sybase, Mot i f /X and the BSC/BTS product fami ly is 
of advantage. Beside of tha t w e offer an interna­
t ional , modern and open-minded work environ­
ment. 

Contact: EED/L/BEC Andreas Daun, Memo-
id:EED.EEDAND, +49 (0)2407-575-418 EED/H/R or 
Doerte Kaulard, Memo-id.EED.EEDDKA, +49 
(0)2407-575-163 

Design Maintenance responsibil ity f rom MET, 
EED/L/F 

DESIGN MAINTENANCE EXPERT 

• EED/L/F has the ful l responsiblity for the MMS 
Subsytem in CME20/CMS40. This includes also the 
responsibility for Design Maintenance. EED/L/F has 
formed a new group to carry out this task, /L/F/M. 
To complete this group, we are looking for a Design 
Maintenance Expert, to bui ld up the competence 
w i th in the Design Maintenance at EED/L/F. 

We are looking for a person w i th : at least 2 years 
maintenance experience, either in Design 
Maintenance or AXE10 support, testing experience 
on target machine, preferably also SFT. good ASA 
knowledge. MHO experience, preferably also soft­
ware design experience, abil i ty t o share knowledge 
w i th less experienced colleagues as you wi l l act as a 
supervisor, good communication skills, good 
English language skills, both verbal and wr i t ten . 

Contact: EED/L/FC B/arn Bakken, Memo-
id:EED.EEDBJA, +49-(0)2407-575-427 EED/H/R or 
Doerte Kaulard Memo-id:EED.EEDDKA, +49-
(0)2407-575-163 

http://www.eed.ericsson.se/services/eed-l-u/U-S
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A pleasing curve: The diagram illustrates the fault density compared with June 1993, when introduction of Essi bagan. The result is 
undeniable: the error percentage in Ericsson software has fallen sharply-

Curve shows quality 
improvements 

Problems related to software quality 
cost Ericsson and other software 
companies a great deal of money. In 
1993, fault report processing expens­
es alone cost Ericsson SEK 1.5 billion. 
In an effort to improve conditions, 
Ericsson System Software Initiative 
(Essi) was introduced in June 1993 as 
a tool designed to increase quality 
and lead-time precision for software 
development. 

Since its introduction three years ago, Essi 
has contributed strongly to a 50-percent im­
provement in lead-time precision and soft­
ware quality. During 1996 alone, Ericsson 
saved hundreds of millions of kronor 
through improvements made possible by 
Essi. 

Ericsson accounts for more than half of 
Sweden's total investments in software, with 
15,000 engineers working exclusively on soft­
ware development projects. The success of its 
development efforts, obviously, are extremely 
important to future products and operations. 
And especially now, since Ericsson has de­
clared a shift toward greater concentration on 
software cultures, with software comprising a 
growing part of Ericsson products and devel­
opment costs. 

Objective not unrealistic 
Bo Hedfors, former Senior Vice President, 
Corporate Technology, was the father of Es­
si, which made Ericsson the first company in 
Sweden to focus on the importance of soft­
ware development. The cost-savings poten­
tial was recognized at an early stage, and Er­
icsson concentrated with full force from the 
very beginning. 

In 1995, Ericsson determined that its ob­
jectives had not been achieved, and efforts to 
improve software quality were intensified. It 
was not until 1996 mat curves started to point 
upward. Substantial savings have now been 
made by eliminating the need to trace faults 
and correct them. 

"In brief, Essi is designed to improve qual­
ity and lead-time precision by 50 percent an­

nually at every Ericsson design 
center. The objective is not unre­
alistic, we are proving that point 
now. There are also examples of 
other companies that have suc­
ceeded with similar efforts," says 
Anders Wasterlid, the man re­
sponsible for Essi's practical im­
plementation in the parent com­
pany. 

He explains: "There are differ­
ent methods to measure quality. 
For example, we can count the 
number of faults per 1,000 lines 
of program code, or see how well 
we meet deadlines. "lb make comparisons 
between different units and different com­
panies, we often use CMM levels (CMM: 
Capability Maturity Model), which are a 
form of maturity ladders that provide objec­
tive readings of progress in quality improve­
ment by Ericsson's design centers." 

More than 40 Ericsson design centers use 
the Essi method today. 

Netherlands leads 
"Maturity levels are beginning to provide a 
common platform to serve as the basic yard­
stick for measuring improvement," Anders 
Wasterlid continues. "Spain and the 
Netherlands have made the most progress. 
Program development personnel in the 
Netherlands were the first in Ericsson to 
reach CMM level 3." 

Keith Dyne is development manager at 
Ericsson's Dutch R&D center in Rijen. 

"Essi came along at the right time for us. 
In 1993, we started to experience some qual­
ity problems and delays. We faced serious 
challenges. When we heard about Essi, we 
knew immediately it was the tool we needed 
to solve our problems. We volunteered to 
serve as a test center for the new method," 
Mr. Dyne explains. 

Big difference 
"Once we started working with Essi and 
CMM models, our project leaders and soft­
ware development engineers recognized a 

Anders Wasterlid is re­
sponsible for ESSI's 
practical implementa­
tion. 

big difference in results al­
most immediately. In the be­
ginning of 1994, independent 
auditors classified our design 
center at Level One on the 
CMM scale. At year-end 
1995, we became the first Er­
icsson unit to reach Level 
Three," says Keith Dyne. 

"We have worked hard to 
succeed with Essi, but we 
wouldn't have been able to do 
it alone. Parent Company per­
sonnel working with Essi have 
been a tremendous help." 

Management support 
It's not easy to implement continuous im­
provements, which is precisely what Essi is 
all about. Many have failed because of inad­
equate support from management, or insuf­
ficient visible support, which can also be 
caused by limited resources or unrealistic 
expectations. 

"I believe Ericsson has excellent potential 
for continued success in this area. We know 
management supports and understands the 
importance of first-class software develop­
ment programs," Anders Wasterlid ex­
plains. 

It is also a key requirement for good prof­
itability. Software dominates Ericsson's de­
velopment costs, accounting for 70-80 per­
cent of R&D expenses. During recent years, 
costs incurred to correct software faults after 
delivery have also increased dramatically. 

"To achieve significant success in this area, 
it is essential that we don't try to do every­
thing at once. We must concentrate on a few 
important elements at a time. Every year, we 
gather more information from Ericsson de­
sign centers using Essi , and compile a few 
points that we consider important for opera­
tions during the next year," Anders Waster­
lid concludes. 

PATRIK LINDEN 
FOOTNOTE: More information about Essi can be 

found on the home page of Ericsson's intranet: 
(httpV/lmeq. lme.ericsson.se/eqi/new_essi.main.btm). 

Not solely 
for systems 
developers 
Essi is not directed 
solely at software de­
velopers. Since soft­
ware makes up a large 
portion of Ericsson's 
products, everyone has 
an interest in ensuring 
Essi's success. 
"When we analyze the 
causes of operating failures 
in AXE nodes, we find that 
half result from faults in the 
software programs," ex­
plains Mats Kdhlmark, head 
of the business unit for 
Japanese-standard mobile 
telephony at Ericsson Radio 
Systems, who is also a mem­
ber of the Essi management 
group. "We can go a long 
way toward achieving our 
goal of entirely eliminating 
operating failures by ensur­
ing that the objectives of 
Essi are fulfil led." 

He is not alone in recog­
nizing the value of Essi. His 
feelings are shared by 
Goran Olsson, head of AXE 
development in the Switch­
ing business unit at Ericsson 
Telecom. 

"Our customers them­
selves face demanding time 
requirements," explains 
Goran Olsson. "It can hap­
pen that their business con­
cept is only valid for a limit­
ed time, so it is crucial that 
we, as their supplier, do not 
let them down. If we can­
not be ready on time, they 
are simply not interested in 
doing business with us. And 
if we fail to meet the Essi 
objectives, we stand to lose 
a large sum of money." 

Jan Mikael von Schantz, 
head of Ericsson Finland, 
comments: "It is no longer 
the case that we can pick 
and choose our customers. 
We have to be good 
enough to ensure that they 
choose us. Essi is a good 
way to keep our standards 
high. It isn't just a question 
of working harder but also 
of working more effective­
ly. Essi can help us to spot 
ways of achieving this." 

Both Goran Olsson and 
Jan Mikael von Schantz are 
members of the Essi man­
agement group. 

Wise words 
• While it is true that soft­
ware quality and keeping 
to lead times are impor­
tant factors, given the cost 
of delays, it is still worth­
while pondering the words 
of industry guru Tom De-
Marko: 

"Your future does not 
depend on how you build 
your software, but on 
what software you build 
upon!" 

http://lme.ericsson.se/eqi/new_essi.main.btm
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The new Contact! S S T Without the keys, it's 
a computer jungle 

Welcome to Contact 1997. At first 
glance, it might look the same as 
the old Contact in many respects 
but, trust me, this is a new publi­
cation! 

We have reached the year 1997 and 
Ericsson has a new organization. When 
die former organization with five busi­
ness areas, was put to rest, some of Con­
tact's former business area enclosures 
were also left behind. Publiken, V5r Busi­
ness and BK Dialog - all just fleeting 
memories. Era Nyheter, maybe under a 
new name, and Sensorn will probably 
survive. 

New year, a new 
publication 

In place of business area supplements, 
Contact will present a wide variety of lo­
cal news you were accustomed to reading 
in the now-defunct features. Under die 
heading "Ericsson worldwide," we will 
report all kinds of news that takes places 
everyday diroughout Ericsson. To fill die 
pages with newsworthy material, and to 
broaden our perspectives, we have also 
started a program of close cooperation 
widi information personnel working on 
local publications at different locations. 

^ Recendy, 30 of diem gadierered at a spe­
cial meeting to mark the start of regular­
ly scheduled group meetings. 

If you have some interesting news for 
"Ericsson worldwide," contact any of die 
persons listed below. You are also wel­
come to call Contact's editorial office, but 
your local representative is die channel of 
choice. 

Theme supplements 
Anodier new Contact feature will be die 
type of dieme supplement you will find 
enclosed widi diis edition. Every odier 
edition of Contact will include a com­
plete review of a topical subject. Not un­
expectedly, we have started widi "2005 -
Ericsson Entering die 21st Century." 
The next dieme will be Ericsson's various 
forms of product supply. We shall review 
die comprehensive changes diat already 
characterize production operations -
outsourcing not to be overlooked. 

Also included as a novelty in the new 

Standing f rom the left: Nils Sundstrom, Gunilla Tamm, Inger Bjorkiind Bengtsson, 
Patrik Linden, Britt-Marie Wihden, Thord Andersson, Anneli Krantz, Lena Wide-
gren and Lars-Goran Hedin. Seated Pia Rehnberg. 

Contact is our coverage of world news in 
the Tele/Infocom industry. News cover­
age will include reports about our com­
petitors and die restoration of an old insti­
tution in Contact, die "Oudook" section, 
featuring columns and contributions 
about the telecom industry by well-known 
journalists and industrial analysts. Several 
different names will be seen atop diis col­
umn, some more often than odiers. 

More publications outside Sweden 
Our readers outside die Swedish-lan­
guage Nordic countries will see a big im­
provement in information services. 

The English-language version of Con­
tact will be published as often as die 
Swedish, which is every two weeks. To 
gain time in terms of proofreading and 
language editing, Contact will be pub­
lished one week after die Swedish ver­
sion. Widi its circulation of more than 
20,000 copies distributed diroughout 88 
countries, the English-language version 
of Contact is an extremely important as­
set for the creation of "a sense of belong­

ing" in Ericsson's international organiza­
tion, in the way we hope die Swedish 
Kontakten fulfills the same purpose. 

We'd like to hear from you! 
For those of us who work in the editorial 
office, nothing is more important than 
staying in touch widi our readers. If you 
have an opinion, a good idea or any other 
form of contribution, do not hesitate to 
contact us. Our mailing and e-mail 
(memo) addresses are always found on 
page 3 of the newspaper, as well as the 
names of the crew that comprises Con­
tact's editorial staff - Pia, Patrik and my­
self, as well as Anneli, Britt-Marie, Gu­
nilla, Inger, Lena, Nils and Thord, who 
work at various vantage points through­
out Ericsson's vast organization. 

I hope our efforts to renew and vitalize 
our publication will meet with your ap­
proval. Did you know, by die way, that 
Contact will celebrate its 60th anniver­
sary in just a few years. The newspaper 
was started in 1939! 

LARS-GORAN HEOIN 

% 

Your local contact : 
Boras 
MaricaThorsel l , BS/EMW/SPS 

tel. +4633-17 96 34, memo EMW.EMWTRL 

Falun 
Lena Wingqvist , FN/ECA/K/TP 

tel 4-4623-685 0 1 , memo ECA.ECALW 

Gavle 
Barbro Albrektsson, GA/ERA/PG/HI 

te l . +4626 -15 60 89, memo ERAD.ERABA 

Hudiksval l 
Lena Zacco Broberg, HL/ECA/P 

tel +46650-363 32, memo ECA.ECALZB 

Karlskrona 

Jami Nordenstam, VR/EBC/RU/LI 

te l . +46455-544 97, memo EBC.EBCJAMI 

Jenny Brannstrom, VR/EBC/RU/LI 

tel. +46455-542 62, memo EBCEBCJEBR 

Lena Pettersson, VR/EBC/R/S 

tel. +46455-545 11, memo EBC.EBCLEPE 

K a t r i n e h o l m 
Eva Het t ing, KL/ERA/PK/XH 

tel. +46150-580 00, memo ERAD.ERAEHEG 

Kumla 
Ivar Magnusson. KUECS/CP/HIC 

tel. 019 58 42 59, memo ECS.ECSIVM 
Marie Holm, KL/ERA/PM/AH 

te l .+4619-58 42 43, 

memo ERAD ERAMEHM 
Linkoping 

Gunil la Lango, LI/ERA/PLS 

te l+4631-28 72 15, 

memo ERAD.ERAGLA 

Norrkop ing 

Annakar in Olsson, IN/ETX/SA/K 
tel. +4611-24 73 39, memo ETXS.ETXAKON 

N y n a s h a m n 
Bert Bjorkl ing, NY/ERA/PNHUI 

tel. +468-520 639 58, memo ERAD.ERABTBG 

S o d e r h a m n 
Jeanette Svensson, SO/EKA/K/I 

tel +46270-761 00, memo EKA.EKAJESV 

Visby 

Bertil Olsson, VY/ERA/PV/HI 

te l .+46498-26 03 21 , 

memo ERAD.ERABLON 

Ostersund 
Gun Lennmalm, OVETX7SA/OPI 

tel +4663-16 90 00, memo ETXS.ETXGULM 

-ncsson is one of 
leading companies in the 
field of information tech­
nology." That's what it 

says in the description of where 
Ericsson hopes to be in the year 2000, 
halfway between now and 2005. Not 
a shocking statement, actually, for a 
company that already ranks as a 
world leader in telecommunications. 
But still, it seems so remote, so far in 
the future, for us who struggle with 
the everyday realities of here and 
now, especially when it comes to 
computer support and LAN func­
tionality. 

I find it difficult to imagine that 
diere is any other major Swedish 
company as woefully endowed as Er­
icsson's Parent Company in terms of 
computer support and computer net­
works. 

For rhe past few years, we have 
been blessed with something called 
LME-LAN, our own intranet. 
Through the years, we have become 
more dependent on the system. 
However, in parallel with its growing 
importance, network stability has 
been undermined. 

We keep our fingers crossed every 
time we produce address material for 
Contact, hoping against hope the sys­
tem will not crash during die two 
hours required to complete the 
process. 

If a password can be changed with­
out having to call LAN support, 
we're overjoyed. We're even happier 
if a call to the support unit gets an­
swered. 

I absolutely do not wish to question 
in any way die competence of my col­
leagues in the support organization. I 
am also extremely reluctant to say 
that people in charge of die intranet 
are incompetent. 

However, I am convinced that 
somebody, higher up in one hierar­
chy or another, does not have a firm 
grasp of what's really going on down 
here. Many of our problems are due 
to the actual organization, of that I 
am also convinced. 

I could spice up diis column widi a 
variety of anecdotes to describe the 
IT inequities that abound at Telefon-
plan, but diere is neither time nor 
space. 

I only hope this litde look into die 
mess diat prevails will make some re­
sponsible person somewhere in rhe 
organization look into the situation. 
All other attempts have been in vain, 
and we're beginning to get a little bit 
desperate. 

LARS-GORAN HEDIN 
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A new age in telecommunications 

"2005" - does it 
concern me? 

Our world is changing constantly. 
And especially our industry. Fore­
casts are made continuously by 

different analysts, and the common denomi­
nator for all forecasts is: they're always 
wrong. As for "2005 - Ericsson Entering the 
21st Century." you might ask: why is this 
probe of future business trends more inter­
esting than others and how does it concern 
me? And is it worth an entire supplement in 
Contact? 

There are several reasons why "2005" is 
special. First of all. it is the most ambitious 
effort in the history of Ericsson to study and 
understand the future. Secondly. "2005" is 
not an etched-in-stone forecast or a rigid 
10-year plan outlining future operations. It is 
an attempt to improve our understanding of 
future business conditions in the telecom­
munications industry. The knowledge and 
insights provided by "2005" will enable us to 
adapt quickly to changes in the world around 
us. without necessarily providing a clear pic­
ture of the future. 

The "2005" study will make us more flexi­
ble and fleet-of-foot. in simplified terms, it 
will make us more vigilant and receptive to 
changes in our world. Large organizations 
always run the same risk that victimized 
many prehistoric creatures that couldn't 
adapt to change and eventually become ex­
tinct. To retain its position of market leader­
ship. Ericsson's entire organization must be 
aware of common business pursuits, contin­
ue to strive for the same objectives and un­
derstand philosophies that will apply in fu­
ture business operations. 

This entire Contact supplement is devoted 
to "2005 - Ericsson Entering the 21st Centu­
ry." It is an attempt to show the significance 
of "2005" efforts and. hopefully, conjure up 
constructive thoughts about the future and 
how it will affect everyone of us. 

PATRIK LUMEN 
Editor of this Supplement 
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Ericsson's business operations are concen­
trated in one of the most dynamic industries in 
the world- telecommunications. The industry 
is characterized by rapid and sweeping 
changes that make it extremely difficult to 
forecast future trends. To provide basic infor­
mation on evaluations of future market condi­
tions. Corporate Management took the initia­
tive to conduct a comprehensive look into the 
future. The study is called "2005 - Ericsson 
Entering the 21st Century." 

One of the most dominant trends in Ericsson's 
world of business operations is the ongoing con­
fluence of telecommunications and data commu­
nications. As the two industries approach each 
other to form a new "Infocom industry," several 
different technologies are being created that ad­
dress one and the same need - demand for multi­
media communications. 
• Mobile or fixed telecommunications 
• IP (Internet Protocol) communications or oth­

er forms of data communications 
• Cable-TV or satellite-based radio/TV 

As a result of market diversity, many new play­
ers are entering the arena. One way to under­
stand more easily the changes now taking place is 
to study the so-called "value chain" in telecom­
munications. Traditionally, the value chain has 
been divided into three clearly defined sectors 
where three different categories of companies 
have operated: suppliers of components, suppli­
ers of telecom equipment and systems and, final­
ly, telecom operators. Ericsson and its competi­
tors have always operated in the middle of the 
chain, while telecom operators have managed the 
largest sector closest to end-users. 

DEREGULATION OF TELECOM MARKETS HAS FORCED 

operators to focus more strongly on competitive 
services for end-users. As telecom operators ad­
vance their positions in the value chain, they re­
linquish parts of their traditional operations to 
other players. 

The withdrawal of operators from various mar­
ket segments has created new business opportu­
nities for Ericsson in network construction, tele­

com network operations and administrative sup­
port systems. The components industry is also 
advancing its positions. With the increasing in­
telligence and functionality now built into silicon 
chips, it is easier today for components compa­
nies to manufacture complete telecom products. 

Telecommunications networks are of little val­
ue to users if there is no information to transmit. 
It is interesting, therefore, to examine the value 
chain that applies to information content, which 
comprises five distinct areas: 
• the contents as such 
• packaging of contents and services 
• distribution of contents 
• services and software that provide access to 

contents 
• equipment for end-users. 

THE VALUE CHAINS FOR TELECOMMUNICATIONS and 

technical content can be combined with each 
other. Every step in the content value chain can 
be divided into underlying steps that correspond 
to the telecommunications value chain - from 
components and subsystems via systems and plat­
forms to services and applications. In its work 
with "2005," Ericsson used the combined value 
chains to analyze opportunities and threats pre-

"2005" analyzes 
future scenarios 

sented by future market conditions. 
Ericsson's present operations are concentrated 

in two different areas. In the distribution sector, 
the Company conducts business operations in all 
three underlying segments, with components, 
line interface circuits, AXE exchanges, mobile 
telephony systems, intelligent networks and re­
lated operations. Today, Ericsson is also firmly 
established in the sector comprising equipment 
for end-users, with mobile telephones and com­
puter modems. 

There are several areas in the combined value 
chain in which Ericsson has no operations what­
soever. "2005" was designed to analyze and study 
more carefully various future scenarios and possi­
ble business pursuits in the value chain. • 

Lennart Grabe. Senior Vice President. Corporate Business Development headed the analysis of future business scenarios in "2005 - Eric­
sson Entering the 21st Century." More than 500 experts, including external consultants and Ericsson employees, took an active part in the 
project which involved thousands of hours. 
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Scenario 
cox/irc KI4 A 

Scenario 
GRAN TRADIZtONE i O 

Choosing a path 
into the future 

Considerable efforts were focused in "2005" on different views -
scenarios — of future business prospects and operations. With die 
help of various scenarios, Ericsson hoped to create a foundation 
to evaluate which scenarios may become the most profitable seg­
ments of future business operations in the Infocom industry. And 
to examine the effects on business opportunities if development 
trends veer off in different directions. 

UKHEDIH 

1HN4RASK 

ains absolutely no visions or 
future. Instead, it comprises 

and aciat emphasis on u 
factors, such as "who will win the battle for end-
users?" or "how far will deregulation be extended 
in theJetecommunications industry?" Or. perhaps 
the most burning issue: "how successful wil l the 
Internet be?" 

Ericsson's scenarios were based on strong trends 
in today's telecommunications industry. Several 
current trends wilt have a very strong impact on fu­
ture development. They can be summarized as 
eight driving forces behind future developrr 

come i 
The I 

ing gre 
driving 
rtarios 

ind Up and Away. 



Choosing a path into the future 

Brokers will help us find our way 

1 Scenario 
SERVICE MANIA 

THE SCENARIO CALLED 

SERVICE Mania focuses 
on access to information 
and services that domi­
nate the interest of end-

users. In this scenario, end-users in the year 
2005, including private persons and corpora­
tions, turn to brokers, or agents, to help them 
find and gain access to suitable information 
packages and interactive services. Professional 
users prefer to sign contracts widi specialised 
communications networks. TV channels suc­
cessfully defend their positions against the In­
ternet. 

IN THIS WORLD, END-USERS DO MOST of their busi­

ness with brokers, who contract companies that 
provide the actual information, package and dis­
tribute it. Brokers might also provide customers 

with appropriate terminal equipment. Users are 
offered several alternative methods to access the 
network, depending on which service package 
they choose. Network operators also serve as 
suppliers to brokers. 

The broker's role attracts a large percentage of 
traditional telecom and cable-TV operators. 
They work in cooperation with other media 
companies that provide and create the actual in­
formation, or package it. 

ECONOMICALLY, COMPANIES THAT SUPPLY the con­

tents and services are the big winners in this sce­
nario. A large part of revenues will also be trans­
ferred to distribution, however, based mainly on 
the anticipated intensive growth of mobile tele­
phony. The end user, in turn, will not even no­
tice what happens in the background; he/she will 
simply pay for information and services. • 

People more important than technology 

2 Scenario < 
GRAN TRADIZIONE 

TRADITIONAL VALUES 

are the controlling 
factors for end-users 
in this scenario. It 
has been said that 
human beings are 

basically conservative. If human conservatism 
prevails in the control of market development, it 
seems feasible to assume that end-users will rely 
on their traditional operators. The operators, in 
turn, will provide end-users with the basic ser­
vices they need, and end-users will purchase their 
own equipment. Internet has in this scenario not 
really taken off in a way that many had predicted. 

BEHIND THIS BEHAVIORAL PATTERN, there is a 

strong tendency among human beings, particu­
larly in the western world, to place greater em­
phasis on such values as the environment and 
family, rather than technology. 

The Gran Tradizione scenario projects declin­
ing prices for communications services, compen­
sated by increased traffic and continued cost ra­
tionalization by operators. The result is a sharp 
reduction in the number of operators on the 
market. Surviving operators will be strong com­
panies that offer both cordless and wired com­
munications services. 

END-USERS WILL TURN INCREASINGLY, but only on 

a limited basis, directly to companies that sell in­
formation to satisfy the need for electronic infor­
mation services. 

Because end-users will pay primarily for actual 
communications, substantial investments will be 
made in traditional networks. This will be par­
ticularly true in developing countries, where 
cordless access to networks will make a major 
breakthrough as a cost-efficient means of ex­
panding networks. • 

Advertising makes information inexpensive 

3 Scenario 
UP AND AWAY 

IN THE U P AND AWAY SCE­

NARIO, end-users gain ac­
cess to sophisticated com­
munications solutions vir­
tually free of charge. The 
only cost items will be their 

terminal equipment. Manufacturers of the equip­
ment pay for the communications and provide 
end-users with access to communications net­
works. 

Commercials and advertising will cover the 
cost of content and its presentation. End-users 
will accept the fact that advertising appears on 
their terminal screens whenever they log on or 
connect to one of countless information banks, 
entertainment services or other services offered 
on the network. 

PEOPLE WITH MONEY WILL BE WILLING TO PAY ex­

tra for access to premium services, for example, 

exclusive sections of the Futurenet, a worldwide 
communications solution predicted be many ana­
lysts as the Internet's successor. The Futurenet, a 
broadband network, will handle everything from 
multimedia and video to conventional TV trans­
missions and telephony. 

A large percentage of end-users will prefer mo­
bile access to the Futurenet. In the Up And Away 
scenario, mobile access provides the same range 
of services and functionality as wired networks. 

Technical development will make actual com­
munications simple and inexpensive. Several tra­
ditional telecom operators will fall by the wayside 
and drop out of the market, leaving only a few 
regionally based operators. 

With new technologies, it is no longer neces­
sary to make large financial investments in net­
works. And die manufacturers of terminals and 
other equipment for end-users will be die indus­
try's big money makers. • 
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How will various "2005" scenarios affect Ericsson's 
business opportunities? On which issues must we 
act to meet future demands? ILLUSTRATIONS BY: JAN 0LSS0N 

BY: LARS GORAN HEDIN 

FUTURE DEVELOPMENT TRENDS in 
the telecom industry will create new 
business opportunities for Ericsson. 
The three scenarios of future mar­
ket conditions strengthen the Com­
pany's prospects. In its "2005" 
analysis, Ericsson compares its pre­
sent capabilities and skills with pro­
jected future demands on business 
operations. To limit analytical ef­
forts, Ericsson concentrated on six 
business segments considered to be 
the most attractive for its future 
business pursuits. Basic demands on 
skills and expertise comprise a com­
mon denominator for future efforts 
in all six segments and the core 
technologies that apply to their im­
plementation. 

THE IDEAL FUTURE WORLD FOR 
ERICSSON varies a great deal, de-

ritical 
issues 

New business opportunities increase demands on Ericsson 
pending on which business seg­
ments are identified. In most cases, 
it involves a combination of all 
three scenarios and their respective 
support of the Company's business 
segments. The theory is beneficial 
to Ericsson, since the most probable 
trend of development will not fol­
low any of the defined scenarios, 
but rather will fall somewhere in 
between all three. History may also 
prove that various parts of the 

world will follow different develop­
ment trends. 

Regardless of how various 
prospective scenarios materialize and 
dominate future business trends, Er­
icsson has a strong point of depar­
ture. With its broad customer base 
and the strength of installed systems, 
Ericsson has a relatively strong start­
ing position. Nevertheless, the 
choice of Ericsson's strategic path is 
extremely important as we approach 

future market conditions in new ar­
eas that offer highly promising com­
mercial opportunities. To further 
support fundamental philosophies 
for future business strategies, Erics­
son has identified several critical is­
sues on which the Company must 
focus to become even stronger in the 
future - regardless of which scenario 
proves to be the most accurate. 
There are 10 issues critical to Erics­
son's future success. • 

New design 
for personal 
pagers 

BY: LARS ERIKSSON AND NILS SUNOSTROM 

First impressions 
usually have more 
lasting effects. As 
differences be­

tween technical 
functions for various 

personal pagers on the market be­
come fewer, colors and esthetic de­
sign features will become more im­
portant to consumers. Ericsson 
asked consumer groups to test vari­
ous proposals in preparation for the 
launch this spring of its first person­
al pagers for nationwide networks. 

"We have chosen what we consid­
er a young style, not totally conven­
tional in terms of appearance, for 

UNDERSTANDING 
END-USERS 
Ericsson's customers compete 
with each other for end-users. 
Their needs and demands, ac­
cordingly, not technology, wilt 
be a major force in future 
market development. • 

our new personal pager. At the 
same time, however, the market 
profile we have established with 
mobile telephones is readily identi­
fied as an Ericsson product," says 
Kary Warnerman, manager of na­
tionwide personal pagers at Erics­
son Radio Messaging. 

Technical development continues 
on pagers designed for large stan­
dards, but Ericsson's first personal 
pagers comply with the new Euro­
pean Ermes standard (European 
Radio Messaging System). 

Market introduction is planned in 
conjunction with the large CeBIT 
data and telecommunications exhi-
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Corporate 
Management 
"on the road" 
BYPATRIKUWEN 

"My job is to serve 
as the extended 
arm of Corporate 
Management in 

Asia. My sphere of 
responsibility stretches 

from Pakistan to Japan," says Bo 
Landin, Senior 'Vice President, Cor­
porate Managment, responsible for 
Asia/Pacific. 

For the past year, Bo Landin has 
been working from an office in 
Hong Kong, as opposed to Stock­
holm where all other members of 
Corporate Management are based. 

Bo Landin carefully emphasizes 
that his base of operations is not a 
new regional unit in Ericsson's or­
ganizational structure, but rather an 
extension of Corporate Manage­
ment designed to establish closer 
proximity to customers and local 
companies in the Pacific Basin. 

"You might think Corporate 
Management doesn't really need a 
hands-on representative in Asia, 
which is only an airline flight from 
Stockholm. Appreciating the fact, 
however, that Stockholm is situated 

in a completely different time zone 
and a totally different culture, it's 
easier to understand the importance 
of my presence in the region." 

THE PURPOSE of Bo Landin's pres­
ence in Hong Kong is to gain a 
greater overall insight into regional 
perspectives and to help Ericsson 
companies recognize synergies, or 
operational areas in which all Erics­
son units can benefit from greater 
coordination. Bo Landin strives to 
establish Ericsson companies in the 
region as experts in various aspects 
of overall business operations. To 
cite just a few examples, Ericsson's 
company in Singapore specializes in 
various aspects of project financing, 
while Ericsson Malaysia concen­
trates on training programs for em­
ployees in all parts of the Asia/Pa­
cific region. Specialized resources in 
various countries are made available 
to all Ericsson companies in the re­
gion. 

"I haven't built up a staff of any 
kind. It's just me and a secretary; we 
really don't need any more. We 
might lose sight of our mission 
here," Bo Landin explains. "I'm 'on 
the road' most of the time, visiting 

REGIONAL DIVERSITY 
Ericsson needs to deploy re­
sources and competence 
closer to tbe customers in all 
regions of the world. • 

companies throughout the region," 
he continues. 

"An important part of my job is to 
'open doors' to contact people at 
higher levels, politicians, for exam­
ple, and other powers that be 
throughout the region. There is a 
certain advantage in maintaining 
some continuity in having the same 
person, in this case me, coming 
back to visit every time. Local pres­
ence is always important, and per­
haps even more important in Asia. 
Swedes talk about an Asia culture as 
if there is only one. After having 
worked here for a while, I under­
stand there are several different 
Asian cultures in every Asian coun­
try," says Bo Landin. 

ERICSSON HAS AS­
SIGNED special 
priority in 1997 to 
improving its un­
derstanding and 
influence in com­
mercial blocs in 
all parts of Asia. 
In free trade areas 
of the world, for 
example Europe 
and North Ameri­
ca (EU and NAF­
TA, respectively) 
Ericsson has rela­
tively strong in­
fluence and in­
sights, as well as 
full-time lobbyists 
protecting the 

Company's business interests. 
It is now time to acquire better 

knowledge and enhance opportuni­
ties to exercise greater influence in 
APEC and ASEAN, two of the most 
important commercial trading blocs 
in Asia. 

"We simply must recognize the 
irrefutable fact that Asia will ac­
count for the greatest surge in 
world market growth and that 25 
percent of Ericsson's total invoicing 
is booked in this region. It's only 
natural, accordingly, for me to make 
sure that resources and expertise are 
transferred to Ericsson's local com­
panies in parallel with overall 
growth in this dynamic market re­
gion," concludes Bo Landin. • 

bition in Hannover in March. 
Ericsson pagers are available in 

two different models: numeric and 
alphanumeric, the latter of which 
displays text and graphics. As op­
posed to many square pagers now 
on the market, Ericsson's pagers are 
asymmetric and project streamlined 
design features. 

"We wanted Ericsson pagers to 
stand out, compared with other 
models on the market. More ex­
treme designs are also state of the 
art in everything from cars and 
cameras to electric shavers. And we 
believe the overall trend in product 
styles and designs is here to stay," 
continues Kary Warnerman. 

All research and development 
work on pagers is concentrated in 
Emmen, at Ericsson's plant in the 
northeastern region of the Nether­
lands. Close coordination of re­
search, production and marketing 
was established early in Ericsson's 
development of personal pagers. 

Before the basic design was estab­

lished, Ericsson tested several pro­
posals with selected consumer 
groups to determine exactly which 
features appealed to consumers. 

"The groups comprised persons 
representing different age groups, 
and the surveys were conducted in 
Europe, the U.S. and Asia," Kary 
Warnerman explains. 

Every participant in all surveys was 
interviewed for at least two hours and 
answered questions about why and 
how they use personal pagers. 

"The answers reflected various 
lifestyles, but they also pointed out 
large differences between different 
countries. In the U.S., for example, 
a more mobile lifestyle was accentu­
ated, as well as greater requirements 
on accessibility, compared with cor­
responding surveys in the Nether­
lands, for example. 

The objective of various user 
groups was not focused on compil­
ing isolated statistics. 

"We were trying to gain insights 
into what people think and what 

sort of products they prefer. How­
ever, when a company develops a 
product and wants to introduce it 
on the market within the next few 
years, it has to exercise caution with 
various consumer reactions. There 
are always risks involved with the 
launch of something new and dif­
ferent. The general public cannot 
possibly know if a product will be 
marketable and attractive three 
years from now, since their answers 
are based on their perceptions and 
comparisons here and now." 

Long development cycles for new 
products always run a greater risk of 
making a wrong turn somewhere 
along the way, coming on the mar­
ket too soon or too late. 

"You have to find a technical so­
lution with esthetic features that 
can be adjusted and adapted to 
shifting market demands," says 
Kary Wamerman. 

Why would anybody need a per­
sonal pager today, when mobile 
telephones have become more so­

phisticated and capable of transmit­
ting voice, text and data? 

"It's cheaper," Kary Wamerman 
answers simply. "The price tag 
makes personal pagers attractive 
now and in the immediate future. 
It's also relatively inexpensive and 
less time-consuming for operators 
to build personal paging systems 
that cover large areas and make rhe 
service cheaper for end-users." 

There are about 90 million per­
sonal pagers in use throughout the 
world. By the year 2000, there will 
be 200 million. Some will be sup­
plied by Ericsson. 

"We hope to become a major 
player," Kary Warnerman con­
cludes. "Since Ericsson sells per­
sonal paging systems, we want to 
support the systems by marketing 
pagers, which will also provide a 
supplement to sales of mobile tele­
phones. By expanding Ericsson's 
product range, we can also increase 
our market presence and 
strength."• 
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Open platform to 
supplement AXE 
BY: LARS CEOERQUIST 

"It's almost too 
good to be true," 
says Jorma Mo-
brin, who works in 

the Parent Compa­
ny's technical engi­

neering unit, referring to Ericsson's 
new OTP telecom platform. The 
platform is already being used effi­
ciently in several projects, success­
fully adhering to time schedule re­
quirements. 

In compliance with established 
policies that recommend open sys­
tems and standards in the emerging 
new world of telecommunications, 
Ericsson has developed its own 
Open Telecom Platform (OTP). 

O T P PROVIDES VIRTUALLY COMPLETE 

FREEDOM to combine different ma­
chines and software products. Er-
lang, a programming language de­
veloped by Ericsson, comprises the 
core of OTP, but the open platform 
is by no means dependent on a sin­
gle language. 

"We developed OTP in Erlang 
simply because is was highly suit­
able for our purposes," explains Jor-

ma Mobrin. "It's an extremely pow­
erful tool used to produce proto­
types free of defects and imperfec­
tions." 

OTP was created in one of Erics­
son's controlled bidding procedures. 

"In the autumn of 1995, we had 
to choose a platform for construc­
tion of broadband ATM products," 
Jorma Mobrin continues. "Three 
platform proposals were submitted, 
including the new OTP and Erics­
son's tried and tested AXE 10 plat­
form" 

Ericsson's made its final decision 
at year-end, and OTP emerged as 
the overwhelming choice in terms 
of scheduling aspects and price per­
formance. The open system was su­
perior to the closed AXE 10 con­
cept for purposes reviewed in the 
bidding contest. The new platform 
was described as a 180-degree re­
versal, compared with traditional 
platform systems used in the old, 
closed world of telecom. 

"The choice of OTP does not 
question the integrity of the AXE 
10 track, not in the least," Jorma 
Mobrin emphasizes. 

On the contrary, AXE platforms 
will continue to be used for tradi-

SOFTWARE CULTURE AND 
OPEN SYSTEMS 

Software accounts for a grow­
ing percentage of products sold 
by Ericsson. In the past, our 
corporate culture was dominat­
ed by hardware production op­
erations. We must adjust, ac­
cordingly, to a new culture for 
software-oriented operations, a 
culture characterized by more 
open systems than we are ac­
customed to from operations in 
the traditional telecommunica­
tions industry. • 

tional applications such as heavy 
switching nodes in mobile and 
wired networks, while OTP serves 
as a supplement for special ATM 
nodes. It is also feasible to "tandem-
connect" the two platforms with 
each other. 

"OTP will provide Ericsson with 
a second main track, and we are 
concentrating on formulations of 
decision-malting criteria to deter­
mine the most suitable applications 
for the different tracks. Generally 
speaking, C-code is still preferable 
when functionality is critical in time 
considerations," Mr. Mobrin con­
tinues. 

It should also be noted that old, 
"closed" systems adapted specially 

for Plex, the AXE language, have 
undergone considerable develop­
mental updates, and the new "high-
level Plex" version has upgraded the 
language to levels comparable with 
Erlang. The entire AXE concept is 
being opened and, today, only the 
system's central processor remains 
closed. 

O T P WAS A SORT OF PAPER PRODUCT 

for a long time, but the platform has 
now been tested in several projects. 
Initial tests were conducted on mo­
bility servers in business networks, 
and OTP is now being used suc­
cessfully in commercial operations. 

Early results are promising, but 
the true test for OTP will come in 
1997, when the open platform con­
cept combined with Erlang will 
prove to be the right choice, leading 
to reduced lead times, increased 
productivity and high-quality soft­
ware. 

In conclusion, Jorma Mobrin 
places special emphasis in explain­
ing that OTP is not some monolith, 
or a form of solid unit; it can also be 
used on top of several different op­
erating systems, including Windows 
and Unix. OTP will also support Ja­
va and C programming languages. 

"It's important to remain open 
and find the best solution for indi­
vidual applications. We are a sys­
tems supplier, and our customers 
don't care what parts are included in 
our systems." • 

This is OTP 
• OTP (Open Telecom Platform) is a soft­
ware platform based on Erlang. a program­
ming language that offers a broad range of 
functionality. 
Erlang/OTP contains: 
• Support and regulations for building 

fault-tolerant applications. 
• Design patterns, comprising built-in 

framework codes for various types of 
common processes. 

• Support and regulations for configuration 
and start-up/restart. 

• Distributed systems, which means sys­
tem components designed for OTP do not 
have to be run physically on the same 
processor. 

• Distributed real time MNESIA database. 
• Support for coordination of parts/compo­

nents developed in programming lan­
guages other than Erlang. Other lan­
guages can be included in OTP systems 
as regular subsystems. For purely theo­
retical purposes, all parts may be written 
in programming languages other Erlang. 
However, an Erlang run-time-system 
must always be up and running since 
OTP is implemented in Erlang. 

• Functionality for changing codes during 
operations, i.e.. release-upgrades of sys­
tem parts or the entire system. 

• SNMP (Simple Network Management 
Protocol). 

• Internet-related functionality (for exam­
ple. HTTP servers). 

• CONTACT IN DEPTH | FEBRUARY 1 9 9 7 



10 critical issues 

The art of 
communicating 
with customers 
BY: JOSEPHINE EDWALL-BJORKLUND 

The AXE User Fo­
rum is a successful 
example of how 
operators and Er­

icsson work togeth­
er to solve problems. 

The forum provides Ericsson witfi 
valuable information and knowledge 
it uses to develop complete solutions 
for telecom customers. 

Years ago, Ericsson was not held in 
the same esteem it now commands 
from AXE customers. Today, based 
on the AXE user Forum, overall 
tones in the marketplace are much 
improved. Operators on the User 
Forum agree that Ericsson is moving 
in the right direction and becoming 
more receptive to their needs. 

"You have understood our prob­
lems and started to think like us," 
says Silvio Valeau, a management 
representative of Telecom Italia and 
AXE User Forum member for the 
past six years. 

Telia holds the gavel when tele­
com operators from all parts of the 
world meet with Ericsson represen­
tatives to pursue a common goal: 
more satisfied customers. The fact 

CUSTOMER-DRr 
SOLUTIONS 
Ericsson's products should 
help customers achieve their 
business objectives. • 

that many Forum members compete 
with each in the telecom market is 
immaterial. The focus is placed on 
improving technologies and increas­
ing customer satisfaction. 

The AXE User Forum was estab­
lished in 1982 by British Telecom 
(BT) to study global issues related to 
AXE technology. Operators with lo­
cal and international exchanges are 
represented on the Forum, which 
comprises 18 telecom operators. 

Most participants are highly in­
fluential decision-makers employed 
in operations and maintenance ac­
tivities. Rolf Johansson, Telia's Vice 
President of AXE Quality at Telia 
Nattjanster AB, is Chairman and 
"Nestor" of the User Forum. Lotti 
Steenbuch-Kvisterud and Goran 
Dahlstrom, employees of Customer 
Services in Ericsson's new Infocom 
Systems business area, are also 
members of the Forum. They 
process customer questions and 
provide rapid answers from various 
Ericsson sources. 

"It's extremely important for Er­
icsson to receive impulses and 
maintain direct contact with opera­

tors. We have highly responsible 
positions as members of the AXE 
User Forum, which comprises many 
of Ericsson's most important cus­
tomers. We have to be receptive, 
provide answers to their questions 
quickly and disseminate the User 
Forum's message throughout Erics­
son," say Lotti and Goran. 

All representatives of the AXE 
User Forum meet once a year. Im­
portant contacts are established in 
parallel with enthusiastic discus­
sions and the formulation of im­
provement programs. The overall 
objective is to improve AXE system 

quality. Many operators also meet at 
various times during the year, work­
ing together with Ericsson on vari­
ous improvement projects. 

"It is gratifying to see the growing 
interplay between Ericsson and 
telecom operators," says Chairman 
Rolf Johansson, and continues: 
"Communications within the User 
Forum and with Ericsson have im­
proved significantly. Joint projects 
have been started for the benefit of 
all parties concerned. As telecom 
operators, we sense much greater 
responsiveness from Ericsson. 

Customer 
loyalty in a 
mass market 
BY: PATRIK LINDEN 

Ericsson products 
characterized most 
clearly by mass 
market appeal and 

a large customer 
base are naturally our 

mobile telephones. Sales of tele­
phones to private consumers are a 
far cry from marketing large tele­
phone systems to national and in­
ternational telecom operators. Eric­
sson Mobile Phones has learned 
some valuable lessons in mass mar­
ket operations during recent years. 

Among other responsibilities, 
Goran Andersson heads up interna­
tional advertising for Ericsson's mo­
bile telephone activities. 

"We have learned a great deal 
about consumers, their behavioral 
patterns and how the retail supply 
chain functions," says Mr. Andersson. 

"We define consumers as men and 
women who choose their own tele­
phones, and we try to win the hearts 
of consumers," he continues. 

Consumers cannot be classified as 
a uniform group of customers easily 
accessed with advertising messages. 
There are many different kinds of 
consumers who can be reached 

MASSMARKET LOGIC 
Price pressure, standardized 
volume products and new cus­
tomer segments have necessi­
tated drastic rationalization mea­
sures in the supply chain and 
improved marketing skills. • 

through a variety of channels, for ex­
ample, advertising, sponsorship 
arrangements, other types of exter­
nal activities and through retailers. 
The latter is a very important chan­
nel, since growing numbers of con­
sumers make final decisions on tele­
phone purchases when they are 
physically in retailer stores. 

"Satisfied retailers sell more tele­
phones than retailers who are dis­
satisfied with their suppliers," 
Goran Andersson explains. 

In this context, it's important for 
Ericsson to consider carefully what 
types of retailers we want. Should 
Ericsson telephones be sold in our 
own exclusive shops or, for example, 
in gas stations? What feelings 
should be conjured up by an Erics­
son telephone? 

In today's mass markets, especially 
the market for mobile telephones, 
companies simply have to do more 
than supply products to meet cus­
tomer demand. We also try to fore­
see what customers will want in the 
future in order to defend our pre­
sent position. 

Mobile telephones are more than 
just a mode of communications dif­

ferentiated from each other by tech­
nical performance standards. Image 
is everything, says the noted Ameri­
can tennis player in worldwide com­
mercials for camera products. De­
sign and packaging are other impor­
tant elements. 

"We have noted a growing trend 
whereby mobile telephones, in cer­
tain market segments, have become 
status symbols used to project a cer­
tain image, a tool used to establish a 
form of identity. The trend is simi­
lar to established consumer patterns 
for designer clothing and sunglass­
es, which often reflect different life 
styles," says Goran Andersson. 

Mobile telephones are extremely 
different in comparison to Erics­

son's other products, since they 
have much shorter life cycles. New 
models are introduced constantly 
and life cycles are measured in 
months, not years. 

"The market for mobile tele­
phones has started to show some 
signs of maturity, to the extent that 
many customers now have their sec­
ond or third telephone. Customer 
loyalty is assuming greater impor­
tance, accordingly. Ericsson's trade­
mark is generally associated with 
the values we strive to project. We 
like our image. In Sweden, for ex­
ample, nearly 40 percent of Erics­
son telephones are bought by cus­
tomers who are not first-time buy­
ers," Mr. Andersson concludes. • 
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Costs 
awearness 
in focus 
IY: LENA ZACC0-BROBER6 AND LENA WIDE6REN 

The Telecable Divi­
sion of Ericsson 
Cables in Hudiks-
vall, Sweden, is a 

prime example of 
Ericsson's low-cost 

philosophy. Ericsson Cables has cre­
ated a operative organization that 
works successfully to increase pro­
ductivity and product quality in its 
cable manufacturing activities. The 
result has been impressive growth 
and higher productivity. In 1988, 
when the Telecable Division turned 
its hierarchically structured activi­
ties upside down, it indirectly took 
the first important step toward 
more cost-efficient production. 

LOW COST OPERATIOI 
Ericsson must establish cost 
leadership in activities where 
value leadership cannot be held 
exclusively through product 
performance unique standards. • 

The organizational structure of 
the Division's production unit was 
flattened out, the number of man­
agement personnel was cut in half, 
and goal-oriented groups were in­
troduced in parallel with job rota­
tion and a new wage system based 
on delegated responsibility, more 
decision-making authority at lower 
management echelons and richer, 
more fulfilling job assignments. 

Today, the company is character­
ized by creativity, greater indepen­
dence, higher morale and employee 
commitment. Successful efforts 
have been implemented to create a 
learning organization and personal 
development plans. 

Anders Larsson is technical man­
ager of the company: 

"There's no doubt we are the 
most technically sophisticated cable 
company in Scandinavia today, with 
exceptionally high levels of em­
ployee skills and expertise. It's ex­
tremely important to maintain the 
levels we have reached, on a par 
with our customers or, ideally, one 
step ahead of them. In parallel, we 
focus strongly on optimizing." 

THE TELECABLE DIVISION is quick to 
absorb new techniques and strives 
to conduct product development 
that extends throughout the entire 
chain to final industrialization of 
original concepts. Its approach 
helps to keep costs at a minimum. 

The open corporate culture has 
proved to be highly fertile ground 
for creativity, providing the Divi­
sion with a flourishing product and 
process development portfolio. 

Kalle Jonsson, Kicki Peterson and 
Thomas Akesson are three of the 

Telecable Division's nine production 
managers. They present additional 
concrete examples throughout the 
factory to illustrate the significance 
of cost-efficient production. 

Kalle Jonsson: "In the past, a col­
or coating was applied in four dif­
ferent stages to the four optical 
fibers contained in so-called ribbon 
cable. In cooperation with an inde­
pendent supplier, we have now de­
veloped a new machine that color-
coats all four fibers in one work 
phase, yielding substantial savings 
in both time and money. 

"In addition, we are now prepar­
ing to start test operations with op­
tical fiber cable in an uninterrupted 
production process, basically from 
the ingredients to final product," 
says Thomas Akesson. "If we suc­
ceed, vast amounts of time and 
money can be saved." 

"There are also other ways to 
achieve time savings," explains Kic­
ki Peterson. 

"The production managers re-

New rules will 
shape future 
business 
operations 
BY: KARI MALMSTROM 

The data paradigm 
is a relatively new 
concept and the 
subject of increas­

ing speculation. But 
what does it actually 

mean? In simplified terms, it means 
the computer world's rules, regula­
tions and patterns will also set the 
standard for future trends in 
telecommunications. The data para­
digm theory will apply to technolo­
gy, customers, markets - and it will 
include Ericsson, if the Company is 
to remain abreast of new develop­
ment. One segment of Ericsson's 
business operations that has always 
reacted and adapted to change and 
new development in the computer 
industry is the Eripax computerized 
exchange. 

"We are not in competition with 
the computer industry - we're al­
ready part of the computer industry," 
declares Rolf Johansson, a member 
of the new Data Networks and IP 
Services unit of Infocom Systems, 
one of Ericsson's three new business 
areas. Rolf and two of his colleagues, 
Lars-Erik Logdberg and Ragnar 
Erkander, are three of "die Eric­
ssons" now active in die computer 
industry. Eripax and ATM networks 
are their fields of operation. 

"We have been working for a long 
time with private customers, meet­
ing many different decision-makers 
- not all of whom have die same co­
ordinated purchasing plans - and 
working at a hectic pace both in 
terms of decision-making and instal-

THE DATA PARADIGM 

The computer industry's mode 
of operations will have a strong 
influence on the converging in­
focom Industry. It is imperative 
for Ericsson to understand and 
adapt its operations to shifting 
trends in the industry.* 

lation times," says Rolf. "Today, we 
see a clearly defined trend whereby 
solutions of this kind are being shift­
ed from the private to public world." 

DATACOM HAS ESTABLISHED itself as 
a new mode of communications, a 
channel for disseminating informa­
tion and marketing. Companies are 
building their own intranets and 
connecting them to the Internet. 
It's taken for granted today that all 
companies should have their own 
web sites accessible to anyone and 
everyone. The "extranet" concept is 
now emerging, whereby companies, 
partners and key customers are cre­
ating joindy operated web sites. 

The boundary separating data and 
telecom is also becoming smaller. 

"We have to be prepared for tech­
nological advancements that allow 
for the packaging and transport of 
voice transmissions as data traffic. It 
is necessary for Ericsson to proceed, 
entering the new world opening up 
on a daily basis," says Lars-Erik 
Logdberg. 

"It's important that we are recep­
tive to other philosophies," contin­
ues Ragnar Erkander. "Packet-
based IP networks will be able to 
carry all types of communications in 
the future, including mobile tele­
phony. 

Trends in technical development 
are not the only factors listing to­
ward datacom. General business 
and marketing logic is headed in the 
same direction. The computer in­
dustry has also been extremely 

adept at establishing de facto stan­
dards quickly and efficiently- Domi­
nating market players like IBM, Mi­
crosoft and Cisco have shown the 
way, but the market remains wide 
open for new players if they can stay 
abreast and develop niche products, 
applications and systems compatible 
with products sold by large suppli-

ERICSSON'S CORPORATE CULTURE was 
formulated to serve large customers 
with whom we conducted rather 
long-term planning and coordina­
tion activities. The IT/computer 
market is characterized by a much 
greater degree of volatility and flexi­
bility; it constandy tests new and 
different solutions and it's extremely 
difficult to make long-term plans. 

Perhaps its most important char­
acteristic is the readiness, willing­
ness and, above all, ability to recon­
sider and revise," continues Lars-
Erik Logdberg. "Look at Microsoft, 

for example. There's a company that 
didn't believe in the Internet as a 
tool for die average person's com­
puter. But customers showed them 
otherwise and convinced Microsoft 
to change its oudook. And it didn't 
take for the company to develop an 
Internet Explorer that was virtually 
integrated with the market's best­
seller, Windows 95. 

Ericsson has to be prepared to 
make similar revisions and changes, 
and react with the same speed. 

"All of Silicon Valley in California 
is like one large corporation," Rolf 
Johansson adds. "The labor force is 
constandy on the move. People go 
from one company to another, 
changing employers about every 
other year. It's a form of informal 
cooperation that constantly creates 
new opportunities. For Ericsson, it's 
important that we capitalize more 
strongly on our global presence to 
create similar forms of cross-culti­
vation of skills and expertise." • 
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cently decided, for example, to work 
in teams comprising three managers 
each. It was actually Kalle Jonsson's 
idea, based on something he saw on 
an educational TV channel. The 
teams have been put together with a 
view toward meeting demands on 
Ericsson management personnel. 

"We put people with different 
management characteristics togedi-
er to form a solid management pro­
file. As a result, all three manage­
ment team members don't have to 
attend die same meetings; two can 
remain available for odier jobs. The 
teams also support each odier as a 
sounding boards for various ideas." 

Process-oriented work mediods 
are another example of low-cost 
philosophies. One representative 
from every major function in die 
planning chain, comprising plan­
ners, designers, procurements per­
sonnel, process technicians and 
salespeople, form a team diat works 
togedier in a central office situated 
in die middle of die factory. They 

work in close proximity to produc­
tion, creating shorter decision-mak­
ing processes, greater flexibility and 
are able to answer customer ques­
tions quickly and accurately. 

Team leaders and rules. Clearly 
defined goals and reviews of goals 
have been required ingredients in 
changes implemented diroughout 
die Telecable Division, a process of 
change diat has yielded impressive 
results. 

Productivity during die 1990s has 
nearly doubled and lead times have 
been reduced 30 percent. During 
die past two years, sales invoiced by 
die Division have nearly doubled, 
widi projected sales in 1996 of more 
than SEK 1 billion. 

The Telecable Division of Erics­
son Cables has 570 employees, and 
has become one of Ericssons most 
profitable units. Results from Com­
pass and customer surveys have 
been highly satisfactory. In addition, 
die Division was awarded die 
Swedish Quality Medal in 1995. • 

Standing alone 
not always 
a symbol of 
strength 
BY: LENA WIDE6REN 

Ten years ago, 
Ericsson signed 
long-term cooper­
ation agreement 

widi Texas Instru­
ments, an American 

manufacturer of microelectronics. 
Through die years, die agreement 
has become a broad and compre­
hensive business relationship. The 
companies avail diemselves of each 
odier's skills, expertise and experi­
ence dirough a well-developed net­
work of contacts at all levels of bodi 
organizations. 

"Our cooperation widi Texas In­
struments has given Ericsson access 
to leading technologies and excellent 
components. It has helped reduce 
costs and lead times, and provided 
mutually beneficial effects on our 
various modes of operations," says 
Jan Tufvesson, Vice President, Parent 
Company Purchasing. "The agree­
ment is built on working togedier to 
create value added for bodi partners." 

In die past, cooperation programs 
like die agreement between Erics­
son and Texas Instruments were rel­
atively uncommon in the telecom­
munications industry. It was not un­
til increasing competition began to 
put greater pressure on companies 
to reduce lead times between order 
bookings and deliveries to cus­
tomers that formations of alliances 
began to emerge, enabling compa­
nies to cut costs and secure dieir 
long-term survival. 

Strategic alliances and cooperation 
agreements are more commonplace 

JOINT BUSINESS DEVEL­
OPMENT WITH PARTNERS 
Ericsson should concentrate on 
developing solutions only in 
areas where we can keep posi­
tions of world Leadership. 
Development in other areas 
should be conducted in coopera­
tion with business partners. • 

in other industries, however, as ex­
emplified by die automotive industry. 
Car manufacturers buy parts from 
suppliers that specialize in automo­
tive components ranging from brake 
systems and engines to dashboards 
components, offering fast and reli­
able deliveries at competitive prices. 
The suppliers also maintain high 
quality standards by concentrating 
their operations exclusively on cer­
tain components and customers. Co­
operation agreements may also in­
clude product development programs 
and odier forms of joint activities. 

"The automotive industry is high­
ly adept in die art of partnerships, 
and we can learn a great deal from 
car manufacturers," continues Jan 
Tufvesson. "In parallel with deregu­
lation diroughout die telecommuni­
cations industry and constandy in­
creasing sophistication of products 
and systems, a natural need has been 
created for standardized compo­
nents and products. Ericsson, quite 
simply, must concentrate on areas 
diat bring its most important skills 
and expertise to die forefront. We 
shall strive to be a world leader in 
our established areas of operation, 
and cooperate with prominent, in­
dependent suppliers in other areas. 

"Ericsson has excellent business 
relations with several suppliers diat, 
in time, may become partnerships," 
Mr. Tufvesson continues. "We have 
a strong starting position, and can 
only benefit from strategic coopera­
tion programs. Ericsson is also a 

very attractive cooperation partner 
for many suppliers." 

Texas Instruments was one of the 
first suppliers with whom Ericsson 
entered a long-term, strategic 
agreement. The American company 
also made valuable contributions of 
process know-how when Ericsson 
invested in a new semi-conductor 
production plant for Ericsson Com­
ponents. 

The road leading to joint devel­
opment work has been an arduous 
endeavor. Various forms of coopera­
tion did not crystallize until both 
parties finally started concrete dis­
cussions to determine which tech­
nologies Ericsson needed to manu­
facture its products. The commit­
ment of bodi companies' executive 
management has been a major fac­
tor in the partnership's success. 

Today, the partnership between 
Texas Instruments and Ericsson has 
become a close and intense relation 
diat provides significant benefits to 

bodi companies. 
"We have learned more about each 

other's organizational structures at 
several different levels," explains Jan 
Tufvesson. "And we have formed 
work groups to discuss new routines 
diat might lead to cheaper and more 
efficient deliveries, for example, or 
various ways in which Ericsson 
might improve its business potential 
by reacting more quickly and utiliz­
ing readily available technologies. 

"The usually informal tone of 
contacts between the two compa­
nies has created an aura of candor 
and trust. Other partnerships simi­
lar to our relations with Texas In­
struments would contribute strong­
ly to Ericsson's future potential. 
Partnerships are short-cuts to new 
market shares," Jan Tufvesson con­
cludes. "Alliances and partnerships 
widi strategic suppliers will assume 
much greater importance in die fu­
ture, because it's simply impossible 
to be die very best at everything." • 
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10 critical issues 

Rolling stone 
gathers 
no moss 
BY: EIJA PAULIH 

Ericsson is under­
going sweeping 
changes in Fin­
land, some prompt­

ed by new market 
conditions and others 

that we started ourselves," says Sep-
po Ruotsalainen, Executive Vice 
President of the Finnish subsidiary. 

Demands today are much differ­
ent from mose placed on the Com­
pany only five years ago. 

Seppo Ruotsalainen's division, 
Network Solutions, has made com­
prehensive changes in its mode of 
operations and corporate culture 
during recent years. 

"Ericsson has to convert quickly 
from its traditional status as a sup­
plier of hardware to a supplier of 
services, a telecommunications con­
sultant and cooperation partner 
that offers an attractive value 
proposition. We are trying to make 
the change easier by creating an or­
ganization designed specifically for 
efficient, customer-oriented busi­
ness operations," explains Mr. 
Ruotsalainen. 

ORGANIZATION 
DEVELOPMENT 
AND CULTURE 
Business orientation, the data 
paradigm, rapid changes in 
market conditions, globaliza­
tion and other factors have un­
derlined the importance of be­
ing able to make rapid changes 
in our organization and corpo­
rate culture. The development 
of skills and expertise increas­
es job motivation and the ability 
of our employees to adapt 
quickly to new conditions. • 

In the new operations model, 
customer-oriented business activi­
ties are combined with activities 
based on products and services, 
both of which are formulated to 
complement each other. Coopera­
tion is more intensive and work dis­
tribution is more clearly defined. 

"Our experience showed that co­
operation between the line organi­
zation and process operations often 
left much to be desired in terms of 
efficiency," Seppo continues. 

"We decided, therefore, to devel­
op a process-based organizational 
structure. The line organizations 
and processes clearly support each 
other today." 

Operations of the Network Solu­
tions Division are divided into dif­

ferent projects, for example, mar­
keting, sales, volume products and 
management. Structures of line or­
ganizations are divided into similar 
operating units. 

The new format has made it easi­
er to maintain adequate skills levels 
in the Division's most important ar­
eas of operation. 

"Expertise is key to our success. 
In the new organization, all re­
sources for core skills and expertise 
are coordinated. The format allows 
us to learn from each other, also 
from our mistakes," Seppo explains. 

"We encourage employees to as­
sume greater responsibility and take 
personal initiatives in decision-mak­
ing processes. The traditional line 
organization was too time-consum­
ing and tedious when rapid-fire de­
cisions were required. We have to 
accept that some mistakes are in­
evitable. The key here is to learn 
from the mistakes," continues 
Seppo Ruotsalainen. 

To effectively utilize all available 
skills and expertise, barriers be­
tween different organizational units 
must be eliminated. The objective 
in Finland was to develop an oper­
ating model that would create nat­
ural forms of cooperation. Opera­
tional indicators were also formulat­
ed so that results are achieved only 
through various forms of coopera­
tion. 

Measuring, or evaluating, the op­

erations of the Network Solutions 
Division is a fundamental part of 
overall operations. Decisions that 
affect business operations must be 
based on fact - not guesswork - and 
customer satisfaction levels are 
measured at regular intervals, as 
well as progress in the development 
of personnel and processes, l b facil­
itate evaluations of results, separate 
indicators will be established for 
every Division employee this 
spring. 

A good plan or mode of opera­
tions is not worth its salt if everyone 
involved does not think and work in 
accordance with its objectives. 
Everybody should have a clear per­
ception of his/her role and individ­
ual goals in relation to the grand 
scheme. As soon as everybody is 
working and pulling in the same di­
rection, we can expect to see strong 
results.B 

Chips enhance 
performance 
BY: M6ER BJORKLIND BEN6TSS0N 

The prevailing 
trend in micro­
electronics is char­
acterized by accel­

erated development 
and constantly in­

creasing capacity at lower prices. 
Manufacturers of microelectronics 
in all parts of the world are talking 
about the future in terms of "one 
system on one chip." For certain 
purposes the future is already here. 
Now the critical issue for compa­
nies today is to become No. 1, the 
first company to develop systems 
with built-in capacity to communi­
cate. 

One of Ericsson's primary objec­
tives is to secure reliable access to 
microelectronics with world-class 
performance standards in relation 
to cost. In parallel, we have to pro­
tect the security of important exper­
tise, which will enable the Company 
to utilize microelectronics as a com­
petitive tool. 

"Ericsson must have the world's 
best design engineers who can pro­
duce the parts and components 
needed to make total systems as ef­
ficient as possible," says Bernt Eric-
son, Senior Vice President, Corpo­
rate Technology. 

The basic ingredients are cost, 

MICROELECTRONICS 
Our products contain a growing 
number of generic components, 
but significant competitive ad­
vantages can still be established 
by developing improved silicon 
solutions for vital parts of our 
systems. Ericsson must conduct 
a careful review of its own com­
ponents production program to 
decide which components should 
be produced and designed in-
house and purchase all other 
components from independent 
suppliers.* 

performance and other important 
factors such as packing density and 
power development. 

One way to make products less 
expensive is to build the functions, 
the system, into the silicon. The 
small size is naturally an advantage, 
but the true gains would come from 
reduced energy consumption. The 
systems would have higher perfor­
mance standards and their reliabili­
ty would be built into die chip. 

"Ericsson shall continue to devel­
op the building blocks that we know 
are superior to other products and 
systems on the market, but it's not 
as self-evident that we will make all 
the building blocks ourselves," con­
tinues Bernt Ericson. 

In this context, it is extremely im­
portant to protect Ericsson's system 
products under intellectual proper­
ties laws, for example, widi patent 
protection that also covers micro­

electronics solutions. This type of 
protection can be vital in determina­
tions of what Ericsson finally decides 
to manufacture in-house and/or pur­
chase from independent suppliers. 

Microelectronics comprises an 
ambiguous concept used in con­
junction with software, hardware 
and design methods. Delineations 
between software and hardware will 
eventually be erased when functions 
can be programmed or built into 
silicon chips. A growing number of 
traditionally individual components 
will disappear and become incorpo­
rated in microelectronics through 
integration in silicon. 

"When the chip creates opportu­

nities for software to dominate, its 
appetite for functionality is in­
creased and, occasionally, software 
becomes the major factor in pricing. 
It's important, however, to keep sili­
con costs at a minimum, for exam­
ple, through access to efficient pro­
duction with high volume capacity," 
he concludes. 

By the year 2005, function and 
performance will have increased by 
a factor of 10, at the very minimum. 
The key to consumer markets will 
be in the hand of companies that of­
fer the best communications prod­
ucts - comprehensive, easy to oper­
ate products - and the best service 
available. • 
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BY: LARS-GORAN HEOIN 

ILLUSTRATION BY: ANDERS F. RONNBLOM 

"What position should Ericsson achieve by the year 
2000 to be best equipped as possible for the ongo­
ing development in the industry?" was the question 
addressed during work with the "2005" project. In 
developing an answer to this question. Ericsson 
was viewed from three perspectives, business, our 
employees and structure. 

The following are the desired positions which the 
company should have attained within five years, 
viewed in the three perspectives: 

JUSINESS 

1. The business partner of choice. 
• We are perceived as the preferred and best 

business partner by customers in the 
markets/segment we choose to serve. 
2. The number one supplier 

• We are the number one supplier and regarded 
as the industry leader-a prime innovator, setting 
new standards, introducing solutions and obtaining 
patents and other intellectual rights - in fixed and 
mobile infocom. 

» We use the strength of our brand, including im­
age, to create competitive advantages in each mar­
ket. 

• We use partnerships in all areas of business 
where they add to and secure competitiveness and 
leading position. 
3. Competitive return for shareholders 

» We provide our shareholders a competitive re­
turn on investment and generate a strong positive 
cash flow. 

OUR EMPLOYEES 

1. Life-long learning for our proactive employees. 
• We have an environment of continuous learn­

ing and development which fosters life-long learn­
ing for our employees. 

• We have people who proactively take initia­
tives. 
2. Competence when and where it counts. 

• We have the right competence available at the 
right time/quantity/place/cost. 

• We have developed world-class innovators and 
an environment which fosters creativity, thereby 
positioning the company to attract additional top 
talent. 

• We recognize and support entrepreneurs to ef­
fectively connect innovation and early commercial­
ization. 

3. Leadership for empowerment, motivation, 
speed and flexibility. 

• We develop and enhance leadership character­
istics (vision, holistic view and strategic focus) to 
improve speed, flexibility and business success. 

• Leaders' behavior and actions match and rein­
force Ericsson's values. 
4 Strong culture and common values 

• Our culture is based on common values - pro­
fessionalism, respect and perseverance and allows 
for flexible and entrepreneurial approaches to 
working in different markets, segments, product 
areas and new business. 

STRUCTURE 
1. Customer-focused networked organization 

• We have developed a "solutions and services 
for our customers" organization with dedicated lo­
cal and global networked resources "one face to 
the customer." 

• Our borderless organization fosters open com­
munications and promotes networking and team­
work. 
2. Geared for responsiveness and world-class im­
plementation 

The year 2000 • 
a control station 

The work with the "2005" project was not aimed 
solely ten years in the future. In order to enhance 
the potential for Ericsson to achieve its goal in ten 
years, a number of goals have been formulated 
regarding Ericcson's position in the year 2000. 

• We continuously develop our organization and 
processes to achieve world-class implementation 
(best customer solutions, low-cost operations, 
world- class quality and an ability to change direc­
tion quickly). 

• We use IT. based on a common architecture, as 
a major enabter to achieve business excellence 

and we are recognized as a leading-edge user of IT. 
• We have a management information system 

for steering, supported by multi-dimensional re­
porting which allows us to respond quickly to meet 
the needs of our customers. 

• We have a fast, reliable and state-of-the-art f i­
nancial reporting system.• 
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Four men with 
vision 

Effective January 1, 1997, Ericsson adopted a new organizational 
format, converting from five to three business areas. The new 
structure is designed to react more efficiently to customer 
demands and serves as a reflection of rapid change in the world 
around us. Ericsson's President/CEO and the three men in charge 

of our new business areas have their own thoughts and visions about "2005" 
and the new organization. ILLUSTRATIONS BY: HENRY JOHANNES 

URSRAMQVBT 
PRESIDENT AMD CHIEF 
EXECUTIVE OFFICER 

Logical adjustment 
to future demands 
BY: SUNILLA TAMM 

"The division of Ericsson's former Radio Com­
munications business area into two new business 
areas, Mobile Systems and Mobile Telephones & 
Terminals, was a logical adjustment to reality," 
says Kurt Hellstrom, Executive Vice President, 
Mobile Systems Business Area. "Mobile Tele­
phones comprise a relatively independent area of 
operations that feeds off a consumer market. 
System sales are focused in a different market 
segment with a lower pulse rate." 

Kurt Hellstrom is also quick to emphasize die 
need for continued close cooperation between 
die two units. The importance of all business 
transactions should be focused on their benefit to 
Ericsson as a whole. 

China and Ericsson's operations there, offer a 
good example of the need for cooperation be­
tween systems and mobile telephones. "China is 
an important markets for mobile telephony," says 
Kurt Hellstrom. "Our initial success in penetrat­
ing die market was based on systems and, after 
several years of Ericsson's successful efforts, we 
achieved a breakthrough in die market for mobile 
telephony. Widiout die strong foodiold Ericsson 
established through system sales, mobile telepho­
ny would never have achieved the same degree of 
success we now enjoy in the Chinese market." 

Cooperation between systems and terminal op-

The first step 
BY: LARS-GORAN HEDM 

"2005 - ERICSSON ENTERING THE 2 IST CENTU­

RY" is the most ambitious study ever conducted 
by Ericsson to comprehend and prepare for the 
future. Never before have so many people been 

involved in efforts to foresee future 
trends and business opportunities. Er­
icsson's enormous expertise and skills 
resources were supplemented in 
"2005" by volumes of lessons about 

the telecommunications markets of today and to­
morrow. We have every intention of capitalizing 
on the lessons learned in "2005." 

The new organization is die first visible result 
of new lessons learned. It will add considerable 
strength to our future competitive power. 

Infocom Systems Business Area is Ericsson's 
answer to the convergence of data and telecom­
munications, a process already in progress. Mo­
bile Telephones & Terminals comprise one unit 
in which we have concentrated all activities fo­

cused on end-user equipment. And last, but cer­
tainly not least, Mobile Systems represents die 
focal point of all Ericsson resources in what is 
now our most successful area of business opera­
tions - systems for mobile telephony. 

Ericsson is already a company in transition. 
We have proved we are able to make necessary 
adjustments in our organization to meet new 
market demands. What we have accomplished 
during die past two years, with more than 20,000 
employees changing job assignments, is unparal­
leled in recent industrial history. Change, how­
ever, is becoming a fact of life, something widi 
which we shall have to become more accustomed 
- shifting resources to new areas where they are 
needed. "2005" will be one of many lodestars in 
our efforts to adjust and adapt. 

We have many adjustments and steps remain­
ing as we approach die year 2005. We shall need 
to muster all our forces at all levels of Ericsson 
operations to meet die new market conditions. 
Working together, we shall meet die challenges 
and conquer new markets that will emerge in fu­
ture years. We shall become die world's leading 
supplier of telecommunications equipment! • 

KURT HELLSTROM EXECUTIVE 
VICE PRESIDENT. MOBILE SYSTEMS 

erations will become even more important in the 
future. New standards and new systems will re­
quire new subscriber equipment, and companies 
widi more holistic marketing programs will gain 
much stronger market positions dian specialists 
that focus exclusively on systems or terminals. 

"When Ericsson started to manufacture and 
market mobile telephones, our experience and 
knowledge of consumer products was extremely 
limited, but we learned some 
valuable lessons in die years 
since we embarked on our new 
venture," continues Kurt Hell­
strom. "We have brought the 
same knowledge widi us in die Mobile Systems 
business areas, and will derive continued benefits 
from sales of telecom systems. With our new or­
ganization, we shall concentrate on development 
and sales of mobile systems in endeavors to 
achieve even greater success." 

Ericsson Microwave Systems AB, based in 
Molndal, Sweden, has been incorporated in the 
new Mobile Systems business area. Non-military 
operations, including radio development and 
Minilink applications, will strengdien mobile 
telephone operations. 

"We have conducted highly fruitful programs 
of cooperation with Molndal for several years," 
adds Mr. Hellstrom. 

In reply to a question about Ericsson in die year 
2005, Kurt Hellstrom stressed his positive ap­
proach to, and die need for, broader perspectives 
and die ability to look farther into the future. Al­
though the diree scenarios envisioned in "2005" 
do not cover all possible contingencies, they pro­

vide a certain degree of readiness as Ericsson em­
barks on its voyage into the 21st Century. 

"Based on past experience, we know it's ex­
tremely difficult to foresee future market trends," 
Mr. Hellstrom summarizes. 

"With ongoing programs conducted under the 
auspices of Ericsson's Strategic Planning (ESP), 
we are able to chart a general course of future 
business pursuits, but we have been surprised 
more dian once by rapid and favorable changes 
in mobile telephony." • 
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Infocom and 
the future 
I Y : LENA WIDEGREN 

INFOCOM SYSTEMS BUSINESS AREA will enable Eric­
sson to establish stronger market positions. The 
merger of two business areas into one more pow­
erful unit has increased our potential to become a 
leading supplier of systems, products and solutions 
for multimedia communications and a market 
leader in terms of profitability," declares Anders 
Igel, Executive Vice President, Infocom Systems. 

"Based on Ericsson's rich history with more 
dian 100 years of experience in die telecommuni­
cations industry, its global market presence and 
strong product portfolio, featuring Consono MD 
110 and AXE, which rank as the best exchange 
systems in die world today, Infocom Systems has 
excellent potential to emerge as die information 
society's leading supplier of sophisticated system 
solutions," Mr. Igel continues convincingly. 

INFOCOM SYSTEMS comprises four independent 
business units equipped with the expertise and 
resources needed to address customers and mar­
kets in a manner never before possible. The busi­
ness area's only remaining task is to formulate 
and define its operations so they may achieve es­
tablished goals tfiat coincide witb Ericsson's vi­
sions of "2005." 

"A comprehensive program of structural 
change is now in progress rbroughout die 
telecommunications industry, a transformation 
process diat will affect Ericsson and all our com­
petitors," Anders Igel explains. "Traditional 
telecommunications are converging witb data 
communication operations to form a new indus­
try, while barriers between private and public 
networks are crumbling, and we know die Inter­
net Protocol will gain greater success primarily in 
data communications, but also in what formerly 

Much greater 
importance 
for terminals 

comprised traditional telecommunications. 
"In parallel, we have watched the emergence of 

completely new players, mainly among small and 
large companies in die computer industry. The 
merger of Public Telecommunications and Busi­
ness Networks was a natural means of creating 
more fleet-of-foot and cost-efficient operations 
better prepared to meet new market conditions. 
Ericsson is more dependent than ever before on 
die commitment of its employees and fbeir indi­
vidual contributions," Mr. Igel continues. 

"We have to abandon hierarchic forms of man­
agement from die past and give people greater 
freedom and audiority to take personal initia­
tives. We have to accept die fact tbat mistakes 
will be made," Anders Igel says. 

AMDERSIKL 
EXECUTIVE VCE PRESDENT. 

l i O C O M SYSTEMS 

h 

"THE 'BOTTOM LINE' is to keep 

die entire organization informed 
about how we should conduct 
ourselves in joint efforts to reach 
our objectives. Management has the ultimate 
responsibility for conveying our main mes­
sage to all other employees, and it's important 
tbat our message is spread throughout die orga­
nization, tbat we meet lower echelon employees, 
explain our message to diem, listen to dieir ques­
tions and provide answers. All of us in die Info­
com Systems business area should practice what 
we preach, and avail ourselves of internal multi­
media communications as much as we can. Only 
then will we be able to gain die insights we need 
to understand customer demands." 

In the immediate future, Anders Igel anticipates 
particularly strong expansion in two business 
units, Public Networks and Business Networks, 
which are also expected to yield strong profitabili­
ty. Transport & Cable Networks and Data Net­
works & IP services will need a little more time 
before reaching dieir maximum potential. 

"We intend to make substantial investments in 
Transport & Cable Networks, and we anticipate 
strong results from our efforts. Data Networks & 
IP Services need more time. In the long-term 

BY: NILS SUHDSTROM 

"THERE IS A COMMON DENOMINATOR in die various 

scenarios formulated in management's vision of 
"2005:" terminals will assume much greater im­
portance in Ericsson's future business opera­
tions," says Johan Siberg, Group Executive Vice 
President and headof Ericsson's new Mobile 
Telephones & Terminals Business Area. 

The volume of Ericsson's mobile telephone 
operations has doubled in each of die past tbree 
years, and continued strong expansion is project­
ed in 1997. Ericsson is die market leader today 
for digital mobile telephones and ranks tbird in 
worldwide sales of mobile telephones. 

"Concerted efforts to position Ericsson as a lead­
ing supplier of consumer products have yielded 
highly favorable results," continues Johan Siberg. 

Ericsson's new organizational structure is fo­
cused on operations in mobile telephony, cord­

less telephones for 
homes and odier applica­
tions as well as consumer 
products of the future in 
a separate business area. 

Mobile telephones and peripheral equipment ac­
count for 99 percent of die new business area's 
sales and operations. 

JOHAN SIBERG 
EXECUTIVE VICE PRESIDEKl 
MOBILE TELEPHONES* TERMINALS 

pa&^ 
"As WE LOOK TO THE FUTURE and die New Mil­

lennium, we see an expansion and renewal of die 
product range. We see various new terminals 
with DECT connections and other fixed cellular 
terminals (using mobile telephony as fixed net­
works, set-top boxes (TV reception units for pri-

perspective, however, we firmly believe signifi­
cant progress will also be made in diis area." 

The concept of getting all employees to pull in 
the same direction, striving in unison to achieve 
common goals, will be an extremely important 
factor in the new business area's continued 
growth. A completely new corporate culture is 
needed to meet future demands on business op­
erations. Key assets will include enterprising 
skills, higher tempo and lower costs. 

For additional information, reference is made 
to die Infocom Systems Business Area's strategies 
for growth, which contains a detailed presenta­
tion of strategies and objectives* 

vate homes), modems and Internet products sold 
directly to end-users," Johan Siberg says. 

"Creativity is based on the exploitation of tech­
nical know-how and skills available within Erics­
son, and applying diese skills and expertise to 
create integrated solutions. We shall also work in 
close cooperation witb odier business units to 
make sure Ericsson pioneers die introduction of 
new holistic solutions diat embrace both systems 
and terminals," he continues. 

The "2005" vision is an indication of future de­
velopment trends, but Johan Siberg also empha­
sizes die importance of cultivating today's market 
under present market conditions. 

"We mustn't lose sight of continued and very 
rapid expansion trends in mobile telephony. We 
have to stay abreast of market developments, 
constandy renew our products and cost-rational­
ize die product range in a market where prices 
are declining 20-25 percent annually." 

"Witb our new business areas concentrated on 
different sales sectors," Mr. Siberg summarizes, 
"Ericsson is better equipped to meet and conquer 
future challenges." 

"There are distinct differences between sys­
tems operations and business activities concen­
trated on consumer products," he adds, "for ex­
ample in the various modes used to cultivate 
markets. But there is no doubt that we shall re­
main closely connected with Mobile Systems, 
widi several joint management and service func­
tions. We also have die potential to become a 
marketing channel for Infocom Systems, through 
sales of fixed cellular solutions and multimedia 
applications." • 
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It was ten years ago... 
BY: PATRIK LINDEN 

When w o r k w a s first started on "2005 - Ericsson E n ­
tering the 21st Century," the year 2005 w a s 10 years 
in the future. And a lot can happen in 10 years, espe­
cially in our industry, which is characterized by 
rapidly accelerating development. 

Naturally, we don't know what will happen during the 
next 10 years, but Ericsson's concerted efforts with 
"2005" will help us prepare for a variety of contingen­
cies. Nevertheless, to create a sense of what might hap­
pen 10 years from now, let's look back at the year 1985, 
10 years before Ericsson embarked on "2005." 

IN THE 1985 ANNUAL REPORT, we found a few news 
items that now seem far more remote than slightly 
more than 10 years ago. For example: 

"There are more than 500,000 mobile telephones in 
die world today," and "Ericsson's personal computers 
made a major breakthrough in Europe during 1985, de­
spite tough market conditions." 

Also in 1985, Ericsson divested business activities 
that were not considered strategically important, for ex­
ample die production of office furniture. It may be in­
teresting in light of discussions today to look back at 
what comprised core operations 10 years ago. 

Radio Communications accounted for 7,5 percent of 
total sales. The corresponding figure today is much 
higher. In 1985, Ericsson had 17,449 employees in 
Sweden, compared with more than 40,000 in 1986. 

Obviously, things have changed over the past 10 years. 
And today, there are no indications 
that changes during the next 10 
years will be less dramatic or com­
prehensive. Some other major 
events of particular note during 
1985 included the following. 

Michail Gorbachov was elected 
Secretary General of the Commu­
nist Party of the USSR. Also during 
1985, the first major summit meet­
ing was held between Gorbachov 
and President Ronald Reagan. Lat­
er in 1985, Reagan and the U.S. 
entered a major controversy with 
Nicaragua. On the silver screen, 
the first Rambo movie made its de­
but to huge audiences around the 
world. 

IN ENGLAND, MARGARET THATCHER 

celebrated 10 years as the Leader 
of Britain's Conservative Party. 
Later in 1985, Mrs. Thatcher 
signed the agreement that will surrender Hong Kong to 
China in 1987. 

Mexico City was ravaged by a devastating earthquake. 
And Boris Becker, an unheralded 17-year old Ger­

man, won his first singles title at Wimbledon. 
In Sweden, former Prime Minister Tage Erlander, 

one of the fathers of Social Democracy in Sweden 
passed away. Tage Danielsson, a beloved Swedish au­
thor and entertainer, also died in 1985. 

Ten years from now, we shall look back on 1987 and 
think nostalgic thoughts of persona and events that 
caught our attention today. • 

.First summit meeting between Reagan and Gorbachov 

Tage Erlander passed away 

.Boris Becker won Wimbledon for the first time 


