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The hunt for perfection 
The mythical griffin ("Gripen" in Swedish) symbolizes speed, watchfulness, strength, defense and 
vengeance. The name is appropriate for an aircraft that combines intercept, attack and reconnaissance 
roles. Ericsson has been involved in the JAS 39 Gripen project since 1979, when the Swedish Government 
submitted a planning assignment. Currendy, about 500 persons at Ericsson Microwave Systems work with 
the radar equipment for the aircraft and the display systems in cooperation with Saab Avionics, in which 
Ericsson holds a 50% interest. Page 18-19 

GSM successes 
in Portugal 
Ericsson in Portugal is performing well. 
During the past few years, all figures have 
pointed upward and the company is re­
cruiting GSM technicians at full speed. 
GSM is the key to success in this country. 
Currently, Ericsson holds a third of the mo­
bile telephone market. The EU's invest­
ments in the infrastructure in Portugal has 
given the market an extra push. 

Pages 12-13 

Logotype loaded 
with value 
The current Ericsson logotype was first 
used in 1982. This issue of Contact in­
cludes the first in a series of articles about 
the history of the logotype. Ericsson has 
had many logotypes during the years. At 
times, several versions at the same time. 
Outside Sweden, many companies elimi­
nated the "LM" long before Ericsson elim­
inated the initials at the corporate level. 

Page 7 

Toward greater 
hights 
The theme supplement 
'Contact in depth' 
describes how Ericsson's 
strategy is applied in 
theory and practice. 
What are the practical 
aspects of the Erics­
son's efforts to realize 
the goals in the 2005 
- Entering the 21st Century? 



Integrating your computer 
with the phone—your next step! 

Have you ever invited your computer to participate in a phone call? 

Here's how it works: When the phone rings, the name of the 

caller flashes on your screen. You respond with a click of your mouse 

-activating the speaker phone. At the same time, your notes from 

previous conversations with that person appear on the screen. 

During the call, you may type in some new notes on the screen. 

You end or transfer the call with another click of the mouse. 

Outgoing calls are simple, too, because your personal phone 

directory does the work for you. You simply click the mouse or type 

in the first few letters of a name to make a call. 

Computer telephony integration (CTi) is perfect for people who need 

to make the best use of their telephone time. 

Although CTI is easy to use, it's not as easy to create good CTI 

solutions. This requires expertise from two worlds—computers 

and telephony. 

Ericsson Data has this dual competence. Every day we provide CTI 

solutions for Ericsson and its customers. Call us at +46 8 726 29 44. 

Or write to edt.edtyvon@mesmtpse.ericsson.se—and find out how to 

utilize your telephone more effectively. 

ERICSSON DATA - IN NETWORKING SINCE 1985 ERICSSON 5 

Sweden: (Head office), LM Ericsson Dan AB. 
S-I25 82 Stockholm. Sweden. Tel: .468 726 25 00. 
USA: Ericsson Inc. Data Services Americas. 
750 International Parkway, Richardson. 
Tews 75081. USA.Tel: + 1 214 669 9900. 

Australia: Ericsson Data Australia Pty Ltd 61 Rijyral Street, 
Brcdmeadows, Victoria 3047. Australia. Tel: +61 3 9301 1000. 
Netherlands: Ericsson Data Netherlands B.V. P.O. Box 209, 
NL-5120AE Ri(en, Netherlands. Tel: »SI 161 24 6611 

Grew Britain: Ericsson Data U.K. Ltd., Telecommunications 
Centre, Woodlands Court, Albert Drive, Burgess Hill, Vest Sussex, 
RHI5 9TP. Great Britain. Tel: +44 1444 234 567. 

Spain: Ericsson Data Spain S.A., Torres Quevedo, 2 Plants 6 
Room 1640, 28914 Leganes (Madrid). Spain. Tel. +341 339 1000. 
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EMM, 
The International Telecommunications Union (ITU) recently issued its third report on 
trading in the telecommunications field. The report appeared, appropriately, a few days 
before die World Trade Organization (WTO) reached agreement on comprehensive mea­
sures to eliminate tariffs and odier barriers to trading in telecommunications. 

ITU sings the praises 
of deregulation 

he ITU report comes to the 
same conclusion that guided 
die W T O negotiations: 

The world has much to 
gain from a trend to freer 
trading in this field, too. 

ITU's report describes the 
trend from the old way of regulating inter­
national telecommunications to the new, 
in which global competition is the main 
characteristic. It also shows the volume of 
cross-border trading in telecommunica­
tions, which is estimated to have amount­
ed to more than USD 100 billion in 1996. 

Annual growth of 15 percent 
It is only in recent years that services have 
taken shares of the market from equip­
ment in the international trading in 
telecommunications. International calls 
have increased from four billion minutes 
in 1975 to more than 60 billion in 1995, 
equal to an annual growth of 15 percent. 

The second-largest segment of inter­
national trade involves foreign invest­
ments in which companies establish com­
mercial operations outside their home 
markets. Forty-four telecommunications 
operators have been privatized since 
1984 in a total amount of USD 159 bil­
lion. One third of this amount has come 
from investors outside the countries 
where the investments were made. 

A small but increasing percentage of 
the trade in telecommunications services 
occurs when customers or a company's 
operations move to another country. It is 
difficult to estimate the size of this seg­
ment of the business, but it appears to be 
expanding. 

Calculated in terms of total value, 
telecommunications is the world's third-
largest market and telecommunications 
and office equipment was the fastest-
growing industry in 1995. Moreover, 
telecommunications is a factor of very 
great importance for other sectors of in­
dustrial and social life. 

Growing steadily 
The telecommunications industry ac­
counted for total sales of USD 788 billion 
in 1995. Services accounted for three 
fourths of this amount and one fourth 
was attributable to equipment for the 43 
million lines by which the industry grew 
in that year, compared with 38 million 
lines in 1994. Mobile telephony contin­
ued its rapid growth, with 33 million new 
subscribers in 1995, as against 19 million 
a year earlier. If the industry continues to 
grow at the same rate, sales in 1998 will 
amount to USD 1,000 billion. 

The merging of telecommunications, 
the computer industry and radio and 
television is creating new synergies. This 
is reflected most clearly in the growth of 
the Internet. More than 16 million host 
computers and more than 50 million 
users were connected to the Internet at 
the beginning of 1997, with the number 
of users doubling annually. The Internet 
can be viewed as the prototype for a glob­
al information structure that is establish­
ing the foundation for the electronic 
trading of the 21st century. 

Freer trade offers three major econom­
ic benefits: new, improved products and 
services; lower prices: and, finally, in­
creased investments. The trend in inter­

national telecommunications traffic - the 
segment of the market in which the 
greatest progress has been made -
demonstrates that deregulation really 
produces these benefits. The markets 
that have allowed open competition have 
achieved stronger economic growth than 
those that have maintained monopolies. 

There are a number of explanations. 
The unsatisfied demand for telecommu­
nications services in many developing 
economies is one. Forty-three million 
persons are on waiting lists for telecom­
munications subscriptions in these coun­
tries. 

Toward free trade 
The international telecommunications 
business is facing a shift in pattern. 

The old system can be described as "in­
ter-national," based on bilateral agree­
ments between countries. The monopoly 
operators in these countries worked to­
gether in order to be able to offer inter­
national services. 

A new pattern, based on global compe­
tition, is becoming increasingly visible. It 
is based on the fact that trading in 
telecommunications equipment and ser­
vices now takes place in a multilateral en­
vironment. We are leaving a world of 
"one-for-one" agreements and entering a 
world of "many-for-many" contracts. 

This is where the W T O agreement on 
telecommunications trade comes into the 
picture. How will it affect developments 
within the industry? ITU answers as fol­
lows: 

The agreement is significant for two 
reasons. First, because the countries that 
have pledged to follow it account for such 
a large part of the total market: 94 per­
cent of the market for telecommunica­
tions services and 84 percent of the 
world's exports of telecommunications 
equipment. 

The second reason is that the agree­
ment is part of a large multilateral trade 
agreement. The commitments made are 
binding and cannot be withdrawn. 

For many telecommunications users, 
the changeover to a multilateral system 
of trading means benefits in the form of 
greater freedom of choice and lower 
prices. 

SUMMERY BY: LARS-GORAN HEDIN 
The complete ITU report, 

"World Telecommunications Report, 1994-1997." 
consists of 150 pages of text and 80 pages of sta­

tistics. It is available in English, French and Spanish 
and can ordered most simply via the Internet: 

http://www.itu.int/ti/publications 

nainoEr 
Ericsson to build 
network for 
Dutch Telfort 
• Ericsson will build a telecommu­
nications network for Telfort, the 
Dutch telcom operator. The con­
tract is valued initially at SEK 250 
million. The first phase of the pro­
ject will be completed on July 1 
when the telecommunications 
market in Holland is deregulated. 
Telfort will then offer telecommu­
nications services via its fixed-wire 
network. 

The order comprises AXE equip­
ment. Intelligent Network (IN) sys­
tems, network monitoring systems, 
service solutions and training pro­
grams. Telfort is a joint venture of 
BT and NS, the Dutch railway com­
pany. Telfort is one of the leading 
companies in the field of interna­
tional data communications ser­
vices in Holland. 

"The manner is which we coop­
erate with Telfort, and how we 
handle the project, can serve as an 
example for BT's worldwide activi­
ties, " says Piet Grootenboer, who is 
responsible for new operators at 
Ericsson Telecommunicatie B.V. 

"This order is therefore impor­
tant not only for Ericsson in Hol­
land but is of strategic importance 
for the entire company." 

Ericsson expand­
ing in Croatia 
• Ericsson has received a contract 
valued at SEK 168 million to expand 
the NMT network of the Croatian 
Post & Telecommunications Admin­
istration. The order covers delivery 
and installation of exchanges and 
radio base station equipment dur­
ing 1997. The NMT system has been 
in operation since 1990 and is grow­
ing rapidly. The current expansion is 
designed to provide capacity to 
handle further growth in the num­
ber of subscribers. 

New head of the 
Dect company 
• Effective April 1, Ge Klein 
Wolterink, has been appointed 
manager of Ericsson Business Mo­
bile Networks in the Netherlands. 
He succeeds Peter Olsson who is 
becoming manager of Radio Ac­
cess operations in the business unit 
Public Network of the Business 
Area Infocom Systems. 

Ericsson Data 
starts company 
in Austria 
• Ericsson Data is establishing a 
new company, with its head office 
in Vienna, to provide information 
technology (IT) services to Erics­
son's Austrian companies. The 
company will initially have 25 em­
ployees. Brian Rowan is the man­
ager. 
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industry news 
National CDMA 
network to Japan 
• Two of Japan's leading operators, 
DDI and ISO, have chosen Motorola 
as the supplier for their nationwide 
mobile networks for the CDMA stan­
dard. DDI will cover the Kansai area, 
including the cities of Osaka, Kobe 
and Kyoto, while IDO's network will 
serve the Tokyo area, including 
Nagoya and Nagano. The networks 
will be placed in operation during the 
latter part of 1997. 

Nokia's digital 
system to USA 
• Nokia's first total solution for stan­
dard systems used in commercially 
based GSM digital networks was 
placed on-line recently in Columbus, 
Ohio. The digital network includes 
terminals, infrastructure and ex­
change equipment. Ariel 
Communications of Ohio, owner and 
operator of the network, plans to es­
tablish additional Nokia networks 
during the next few months in five 
other metropolitan areas: Houston, 
Kansas City, Minneapolis/St. Paul, 
Pittsburgh and tri-city area compris­
ing Tampa/St. Petersburg/Orlando. 

Payment cards 
for mobile tele­
phony 
• Comviq, a major Swedish mobile 
telephone operator, is introducing a 
subscription-free payment card for 
mobile telephony. The card will be in­
serted like a regular SIM card, provid­
ing calling privileges up to SEK 250 or 
SEK 500. Prepaid telephone calling 
cards are common in the U.S., but 
Comviq is the first operator to intro­
duce the concept in Scandinavia. 

Lucent and Sun 
enter coopera­
tion 
• Lucent Technologies and Sun 
Microsystems are working together 
on the construction of new bridges 
between the worlds of data and 
telecommunications. Lucent has a l i­
cense agreement to adapt the Java 
technique to Inferno Network's oper­
ating systems. Sun's Java platform can 
now be used in all communications 
systems compatible with Lucent 
Inferno's network in real time sys­
tems. 

Qualcomm 
wins award 
• Qualcomm has won an award for 
its Eudora Pro 3.0 e-mail software 
program for the Internet. The distinc­
tion was presented to Qualcomm at 
the fourth annual awards ceremony 
held by the Internet World Industry in 
Los Angeles recently. 

Demonstration in 
More than 2,000 people staged a 
demonstration in Norrkoping re­
cently to protest Ericsson's deci­
sion to reduce production opera­
tions in the city. The demonstra­
tors demanded that Ericsson as­
sume its social responsibility and 
find new employment for the 
1,400 people whose jobs are now 
threatened. 

The public protest was organized by 
trade unions of Ericsson's factory in 
Norrkoping, with die active participation 
of a large number of people. At least 
2,000 residents of Norrkoping marched 
in the demonstration to express their sup­
port for Ericsson employees who may 
lose dieir jobs. 

"Not long ago, Ericsson declared that 
we employees were one of the company's 
most valuable assets. It's time to back up 
those words," said Stefan Strand, Vice 
Chairman of the local chapter of Metal 
Workers. He continued to say that 
Ericsson has a responsibility to find re­
placement jobs, for example by transfer­
ring some of the 3,000 vacancies Ericsson 
has in other Swedish cities, referring pri­
marily to job opportunities in Kumla and 
Linkoping. 

Difficult to understand 
Stefan Strand was not surprised by the 
turnout at the protest march, citing gen­
eral discontent at the Norrkoping plant 
since Anders Igel's announcement of 
planned cutbacks on March 25. He says 

it's difficult to understand the company's 
policy and is naturally concerned about 
the future. For the time being, Mr. 
Strand is awaiting the results of industrial 
co-determination negotiations with trade 
union representatives. 

Reasonable solutions 
Ericsson's executive management, led by 
CEO Lars Ramqvist, is now concentrat­
ing considerable attention and resources 
in efforts to find reasonable solutions for 
employees affected by the company's re­
cent decision. 

"It's extremely important that we pro­
ceed with negotiations that have been 
started with employees, local officials and 
other concerned interests, including cur­
rent talks focused on co-determination. 

"As we stated earlier, we shall do every­
thing in our power to alleviate the transi­
tion in Norrkoping," Lars Ramqvist de­
clared. 

One of the measures already imple­
mented was to establish an internal em­
ployment office at Ericsson's factory in 
Norrkoping. 

Help to find new jobs 
"Personnel will be available at both 
plants, equipped with resources to find 
new job opportunities and examine alter­
natives for educational pursuits and ca­
reer planning," explains Tove Hansson, 
who is responsible for Ericsson's internal 
employment office in Norrkoping. The 
office is intended to help employees find 
new jobs or suitable training courses. 

More than 2,000 people demonstrated 

"We have an opportunity to provide 
personal services on a broad front," love 
Hansson continues. "With 3,000 job va­
cancies in Sweden, we should be able to 

Telecom laws increase competition 
New reforms and deregulation in 
the Swedish telecommunications 
market will soon eliminate all re­
strictions on call charges. New de­
mands on coordinated traffic will 
also make it possible for mobile 
telephone subscribers to use the 
services of all network operators. 
The stipulations above summarize the 
implications of a new government pro­
posal for telecom legislation. 

"The Swedish market has 15 telecom­
munications operators today. We want to 
make it easier for new players to establish 
telecom operations," declared Ines 
Uusmann, Sweden's Minister of Com­
munications, at a recent presentation of 
the proposed legislation. Ms. Uusmann 
also stated the government wants to stop 
current statutory loopholes that allow 
operators to "pick and choose as they 
please." 

Joint responsibilities 
"The political responsibility borne for­
merly by Telia alone in regional network 
operations will now be shared by all op­
erators, which will have joint commit­
ments and privileges." 

The agreement with Telia, which ex­
pires at end of June, will not be extended 
if Parliament adopts the proposed 
Telecom Act. Instead, all major operators 
will pay to ensure that all telephone sub­
scribers in Sweden receive the same level 
of service. 

Rapid development 
A price cap will be established for sub­
scription fees charged by major opera­
tors, in parallel with free pricing on call 
charges. As a result, call charges might 
become cheaper in areas exposed to 
greater competition. 

Ines Uusmann, Sweden's Minister of Communications, wants greater freedom in 
the country's telecommunications market, in parallel with the assumption of 
joint responsibilities by all telecom operators. Photo: NILS SUNDSTROM 

The telecommunications market's 
rapid growth, combined with new tech­
nical developments, has created demands 
for more stringent legislation governing 
telecom operators. The current Telecom 
Act was passed into law in 1993. 

Government regulation 
Government regulation has been a major 
issue in the ongoing debate concerning 
the telecom market, in parallel with the 
government's ownership of Telia. The 
situation is rife with potential conflicts of 
interest, as noted by Ericsson in its com­
ments to the Communications Ministry. 

The competitive neutrality now pro­
posed for all market operators does not 
represent the assumption of a defined po­
sition by the Government, however, con­

cerning the privatization of Telia, says 
Ines Uusmann. 

"The question of Telia's future will be 
an economic policy issue, not a question 
of telecommunications," the Minister of 
Communications said. 

New call charge regulations will create 
new opportunities for operators to ex­
pand their geographic coverage areas by 
leasing facilities in the networks of other 
operators. 

If telecom operators are unable to reach 
agreement on pricing, the Post and 
Telecommunications Board (PTS) will 
intervene to settle the dispute. PTS is as­
suming a stronger role and will make sure 
future pricing remains within "reasonable 
limits," from the consumer's perspective. 

NILS SUNDSTR6M 
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Norrkoping 

against Ericsson's decision to reduce production operations in Norrkoping. 

help people find new employment. Two 
members of my staff will work exclusively 
in assisting Ericsson employees find jobs 
with other companies and organizations." 

Photo: MIKAEL STRAND 

Tove Hansson expects Ericsson's inter­
nal employment center in Norrkoping to 
begin assisting employees by the end of 
April. LENAWIDEGREN 

Ownership shift in Karlskrona 
Confidence and optimism charac­
terized the mood in Karlskrona on 
April 1, when Ericsson officially 
transferred ownership of the 
Verko and Vedeby production 
plants to Flextronics International. 

" I see it as a positive sign of good things 
to come," said Mats Jonsson, head of 
Ericsson's Supply & Distribution in 
Karlskrona. 

As Ericsson's representative at "the 
changing of the guard" ceremony, Mats 
Jonsson presented an elegant copper key 
to Ronny Nilsson, President of Flextro­
nics International Sweden AB, new own­
er of Ericsson's former production facul­
ties in Karlskrona. 

"This key is a symbol of our budding 
partnership with Flextronics," Mr. 
Jonsson declared. "Today, we are taking 
the first step along a new course. 
Naturally, I feel a sense of melancholy -
Ericsson has conducted production oper­
ations in Karlskrona for 50 years - but I 
feel even greater optimism over expecta­
tions of good things to come in the fu­
ture." 

Supply & Distribution, the business 
unit under Mats Jonsson's management, 
produces good valued at SEK 2-3 million 
every hour for more than 80 markets in 
all parts of the world. Ericsson is one of 
the largest export companies in southern 
Sweden, with considerable resources for 
continued growth. 

"For those of us now working for 
Flextronics, I promise to protect and nur­
ture the confidence Ericsson has placed in 
our company," Ronny Nilsson said. 

As the former production manager of 
Ericsson Business Networks takes the 
helm to guide the Swedish operations of 
Flextronics, he is accompanied by 930 
former Ericsson employees. In 1996, 
Ericsson decided to focus more sharply 
on core operations, thereby reducing its 
total number of production units. 

"Here in Karlskrona, we recognized and 
seized the opportunity immediately," ex­
plains Ronny Nilsson. "We started look­
ing for a new owner that specializes in pro­
duction. We were offering a completely 
modern production plant and a highly 
skilled workforce featuring world-class ex­
perience and professional expertise. 

Ericsson wins 
Lucent award 
• Lucent Technologies recently pre­
sented its "Supplier Excellence Award 
1996" to Ericsson Components for the 
business un i f s optoelectronic products 
in the field of microelectronics. Erics­
son also won the award in 1995. 

Every year, Lucent Technologies 
awards suppliers for products and ser­
vices that surpass the American com­
pany's expectations, thereby including 
them among Lucent's strong coopera­
tion partners. Lucent Technologies is 
the world's largest manufacturer of 
fiber-optk transmission systems. The 
company has more than 1,000 suppli­
ers, and the Excellence Award is a pres­
tigious prize for Ericsson. 

The award wil l be presented to 
Ericsson and other winners during a 
prize ceremony to be held at Lucent 
Technologies in the U.S. on April 17. 

Pictured above are (l-r) Jim Oursler, 
Marketing Manager for fiber optics 
in the U.S., Bills de Voir. Jan Soder-
strcWn, Head of Optoelectronics; 
Anna Lekander, a process engineer; 
Mats Jonsson Head of R&D and Bert 
Jeppsson, President of Ericsson 
Components. 

Ronny Nilsson accepts the symbolic 
key to Verko from Mats Jonsson. 

Photo: THORD ANDERSSON 

In addition to Supply & Distribution, 
other Ericsson units still operating at in 
Karlskrona include 530 persons em­
ployed primarily in software develop­
ment at Ericsson Software Technology 
AB. The technology company now occu­
pies Ericsson's old factory at Trosso, 
which has been converted into an ultra-
modem center for research and develop­
ment. More than 70 employees work ex­
clusively on systems development for 
Ericsson's MD 110 business exchange, 
which is now manufactured for Ericsson 
by Flextronics 

THORD ANDERSSON 

iiwvmnrag 
Third generation 
mobile telephony 
• NTT DoCoMo, Japan's largest mobile 
telephone operator, has selected Erics­
son as its cooperation partner for devel­
opment of the first test system for third 
generation mobile telephony. It will be 
designed to provide a full range of so­
phisticated mobile multimedia services, 
including full moving video, video con­
ferencing capabilities and Internet ac­
cess. The system will use the 5 MHz W-

CDMA technique, a highly advanced dig­
ital mobile telephone technique that is 
fundamentally different from the small-
band IS95 CDMA technique used today . 

AMPS order from Brazil 
• Ericsson has signed a contract valued 
at USD 150 million with Telpe and 
Telesp, two Brazilian telecom operators 
owned by Telebras, a large Brazilian 
holding company. The contract covers 
expansion of the AMPS analog mobile 
telephone system in the states of 
Pemambuco and Sad Paulo. 

PCN order in Malaysia 
• Ericsson in Malaysia has booked a sup­
plementary order from Mutiara Tele­
communications Sdn Bhd to expand its 
national Personal Communication Net­
work (PCN) in Malaysia. 

The order is valued at USD 130 million 
and includes deliveries of exchanges, ra­
dio base stations and transmission 
equipment. 

Mutiara Telecom has previously pur­
chased Ericsson equipment valued at 
USD 355 million for its DiGi 1800 net­
work, which now serves 130,000 subscri­
bers. 

ello there 
Staying in touch 
with universities 

Photo: PATRIK UNDtN 

Anne Raberg is responsible for 
Ericsson's contacts with colleges 
and universities, effective 
February 1. She was employed 
previously in the personnel de­
partment of Telenordia. Anne 
now works in Human Resources 
- Processes and Support Systems 
at Telefonplan. 

• What are the main schools with 
which Ericsson maintains close 
contacts? 

I stay in touch with the student 
unions of most colleges and universi­
ties, many institutions and even indi­
vidual students. The most important 
target groups today are engineering 
students. Priorities are controlled by 
Ericsson's recruitment needs. 

• What is the primary objective of 
your job? 

We want groups of students who 
might come to work for Ericsson in 
five years to have an accurate picture of 
Ericsson as a prospective employer. 
We want to project a favorable image 
of what it's like to work for Ericsson 
and what our company works with, our 
products and services. 

• What projects are you conduct­
ing this year? 

I'm planning to start several projects 
in cooperation with Ericsson's univer­
sity group. Present plans call for a pro­
file project in which we will review ex­
ternal marketing efforts aimed at stu­
dents and an analysis of the message we 
shall try to convey in the future. We 
will also follow-up on activities such as 
labor market days and corporate pre­
sentations, primarily through inter­
views and questionnaires conducted in 
conjunction with various functions. 

• What part of Ericsson's coopera­
tion with colleges and universities 
b most important today? 

I believe we have to take an holistic 
approach. It's important to establish 
contacts with research institutions and 
cooperate on development projects 
now in progress. 

• How can w e convince more tech­
nicians and graduate engineers to 
choose Ericsson as their employer? 

We have to formulate professional 
presentations and inform them of the 
advantages and benefits available 
through jobs in Ericsson. It's impor­
tant to present the entire organization 
as well as individual companies. 

Summer jobs, graduate study posi­
tions and apprenticeships should be 
given high priority as an important 
gateway into Ericsson. 

BRITT-MARIE WIHDEN 



Signal quality 

is the true 

measure of 

mobile 

telephony. 

Trying to understand and mea­

sure reality has always been a 

preoccupation of human beings. 

Nowadays we use advanced tes­

ting and measuring systems with­

out which today's fast telecom­

munications would be impossible. 

At Anritsu, which was foun­

ded in Japan 100 years ago, we 

measure the signals used in 

mobile telephony, optics, digital 

transmission and microwave 

technology. We know how im­

portant the quality of a signal is. 

We also understand how being 

sensitive to customer needs is im­

portant to achieving a good result. 

Together we can produce pre­

cisely the test solution you need 

for your development, produc­

tion and maintenance. In addi­

tion, we are established around 

the world and, as your global 

partner, can offer you the same 

high level of expertise and ser­

vice wherever you are. We're 

never satisfied with 'approxima­

tely' - exact measurements and a 

close, long-term relationship are 

what create quality. This is our 

signal to you - we know we can 

measure u p to your expectations. 

The MT8801B measuring equipment is the result of close custo­
mer collaboration. It is a flexible platform for the high-precision 
testing of mobile terminals in under 3 seconds. 

For more information, please call: 
Japan +81 - 03 - 3446 - 1111. USA +1 - 408 - 776 - 8300 
UK +44-01582-418853. Sweden +46-8 534 70 700 

/inritsu 
Wiltron 

SAFET 
in first 
class travel 
Success depends to a large extent 
on the ability to meet customer de­
mands. 

Ericsson is a world leading supp­
lier in the telecommunications mar­
ket and obviously has to deliver 
products undamaged and on time. 
Transport damages are costly, most 
significantly in the form of lost 
goodwill. 

• 
Nefab's packaging concept was de­
veloped to meet our customers' de­
mands for safe deliveries and 
reduced distribution costs. We offer 
total solutions for export and re­
turnable packaging. 

• 
With Nefab your products travel 
first class at economy rate. 

The packaging company Nefab, established in 1949 in Sweden, is market leader in Europe in the area of transport pack­

aging from sheet material and steel. Nefab has subsidiaries in twelve countries of which six have production units. 

As of 1997 Nefab has been appointed First Tier Supplier of hard packaging to Ericsson Telecom AB. 

Nefab EmballageAB, Nordgrens vag 5, SE-822 92 Aljia, Sweden. Phone+46 271590 00, Fax+46 271590 60. Internet: WWW. nefab. & 
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As late as 1984, the new Ericsson sign was put up on Sveavagen 159 in Stockholm. During a transitional period, both types of 
signs were displayed on different building facades. This happens to be the same sign that now presides over the main en­
trance at Ericsson Telecom in Telef onplan outside Stockholm. Photo: THORD ANDERSSON 

Ericsson logotype 
loaded with value 

In this and the next issue of Contact, you can follow the journey of Erics­
son's logotype from the drawing board to today's marketing. We will 
zoom in for a close-up here and there in the rule book and examine the 
various aspects of building a trademark. Thanks to common, conscien­
tious work throughout Ericsson, the logotype has bit by bit become some­
thing connected with a message and finally became a message in itself. 

The year was 1981, and Ericsson was 
moving full steam ahead on a broad front 
pushing into die private consumer mar­
ket. The Company wanted to reach tens 
of thousands of new customers. The idea 
of "information technology" was but a 
gleam in a technologist's eye, so die in­
dustry Ericsson was diving into was dien 
called "office automation." This and die 
mass of customers were die final nudge 
needed to create a unified sign of identifi­
cation. That was how the current Erics­
son logotype was born. 

"We must use advertising more than 
we have before to make ourselves known, 
and for that we need an effective and uni­
form symbol for the entire Ericsson or­
ganization," said Gustaf Otto Douglas, 
then head of advertising, in Contact 
No. 6, 1981. 

Today, 16 years later, die new mobile 
telephone GF 788 is being introduced to 
a mass market audience. Customers 
number in the millions. In ads in daily pa­
pers, the Ericsson name seems to speak 
for itself. The plan worked. The corpo­
rate logo has become a clear signal to cus­

tomers, charged with an array of positive 
values. 

Rules show the way 
But diat did not happen by chance. Since 
die logotype was created, it has been 
painstakingly tended as Ericsson's corpo­
rate visual identity (CVI). And that is 
done widi the help of simple but uncom­
promising rules for how die logotype can 
be used in marketing, product labeling, 
signing, advertising gifts, and so forth. 

The CVI council, composed of repre­
sentatives from the business areas and 
various corporate functions, has the task 
of ensuring, through word and deed, that 
the rules, summarized in a CVI manual, 
are followed and understood throughout 
Ericsson. 

"The rules are not an end in them­
selves. What is important is for us to suc­
cessfully explain why they are so impor­
tant," say Lars A. Stalberg, Senior Vice 
President, Corporate Relations and 
chairman of the council. 

To explain why die rules are important, 
we must start from the beginning. Build­

ing a trademark is a long-term 
process. The concept behind a 
uniform profile was not at all 
new in 1981. 

As far back as when the com­
pany was founded, Lars Magnus 
Ericsson himself saw a strong 
trademark as an important com­
petitive tool. Rules were devised 
early on for how the products 
should be labeled. In general, 
just about all successful compa­
nies have in common their atten­
tion to a clear graphic profile. 

Merchant houses in the Middle Ages 
used dieir owner's seal as a trademark, for 
example. 

During the golden age of industrialism, 
several strong brand names were created 
which are still with us today, having en­
dured little change. Coca Cola, Ford, and 
Shell are a few examples. The predeces­
sor to the current Ericsson logotype, the 
one widi the initials "LM" in the back­
ground and a curly Ericsson at a slant, 
was standardized in 1942. 

Wasn't this symbol, near and dear to so 
many, good enough? No, not in the long 
run. As Ericsson expanded, numerous 
variations emerged, and in many markets 
the "LM" was removed, which did not 
mean anything special in the local lan­
guage, and Ericsson was written using a 
variety of typestyles according to individ­
ual taste. Even the color was chosen arbi­
trarily. This diversity was perceived as a 
problem by a growing number of people 
in Ericsson. To create clarity in dealings 
with customers, a change was needed. 

Unanimous choice 
In the autumn of 1980, G.O. Douglas 
and a few of his associates were assigned 
by management the task of producing a 
proposal for a standardized Ericsson lo­
gotype, to be uniform throughout Erics­
son worldwide. The English consultants 
Allied International Designers in Lon­
don were engaged. That bureau's consul­
tant, Peter Cree, quickly understood Er­
icsson's requirements. 

Werner Strauli, a Swiss, worked as an 
artist and graphic illustrator at Allied and 
started working with a team of his col­
leagues to produce a slew of possible lo­
gotypes. The Ericsson associates on die 
profile team as a group fell for one of the 
proposals, which Ericsson's president at 
the time, Bjorn Svedberg, also liked. And 
that became The Logotype. It was put in­
to "service" in January 1982. 

KARI MALMSTOM 

Ericsson 
Information 
Systems formed 
• At year-end 1981-1982, during the 
logotype transition, Ericsson Infor­
mation Systems 
was formed. 
This became 
the catch-all 
for business 
such as com­
puter net­
works and 
business 
telephony. 

It was no 
accident 
that this 
happened 
simultane­
ously. On 
the con­
trary, 
Ericsson 
went from 
selling al­
most exclusively to major public tele­
phone utilities to offering end-cus­
tomers direct PBXs, modems, and 
other products. And that required a 
more distinct profile. Earlier, they 
had sold business communication 
equipment via dealers. 

So the new Ericsson Information 
Systems AB was formed, whose com­
pany name from the very start 
looked like this: 

Through the year and in 
all markets, Ericsson's 
logotype has varied 
considerably. The clas­
sic stylishness fades 
over time. 

^ Information Systems AB 
U U o a h pi&auidc 

This illustrates one immediate and 
tangible effect of the logotype 
change: a family feeling. All Ericsson 
companies were given similar graphic 
emphasis. 

The rest of the world soon learned 
to recognize Ericsson everywhere. 
For example, Ericsson associates' 
business cards are very similar world­
wide. 

However, it was soon evident that 
in some corners a few companies 
were creating distinct profiles differ­
ent from the common one. 

Just a few years after the change 
of logotype, stricter rules were pro­
duced with the aim of profiling Erics­
son as a unit. Since then, Ericsson and 
the stylized "E" are the only "regula­
t ion" logotypes allowed. 

During the past few years, with 
CEO Lars Ramqvist leading, Ericsson 
has emphasized unity more than ever 
before. For that, work on visual iden­
tity is one of the keys to success. 

The goal is to send a uniform mes­
sage to the world: Ericsson is ONE in­
dustrial unit. 

Logotype, trade­
mark, brand name 
- what's what? 
• The CVI manual contains the fol­
lowing explanation: "The function of 
the corporate logotype (the Ericsson 
name followed by a stylized "E") is 
twofold. It is the corporate identity 
and it is a logotype for Ericsson's 
products." 

The logotype relates to graphic de­
sign. It is a way of displaying the 
company's name. The same symbol 
also has legal status as a registered 
trademark everywhere Ericsson does 
business. 

The brand name, on the other 
hand, is the trademark plus all the 
positive values and favorable associa­
tions linked to it. 
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Voice and data 
- they CAN be 
combined! 

CONTACT No. 5 1997 9 

An MD110 business exchange can be used for many differ­
ent purposes. The same is true of a data exchange from 
the Eripax family. Put them together and you get a multi­
function exchange - an MPX (Murti-Purpose Exchange) -
that allows data and telephony to share the same leased 
lines in a common network. The primary prospects for this 
Ericsson innovation are customers with widely dispersed 
organizations. 

Companies, public agencies and 
other multi-unit organizations 
often have their own Wide Area 
Networks (WANs) to handle 
data traffic between their of­
fices. A large part of their leased 
lines are used for this purpose. 
At the same time, these organi­
zations generally have heavy 
telephone traffic. They require 
additional connections, leased 
or public. Ericsson's multifunc­
tion exchange offers a cost-ef­
fective, flexible way to get maxi­
mum value from the lines an or­
ganization leases. 

"They are like oil and water." 
That's how telephony and data 
have long been viewed. The two 
are totally different in character. 
A telephone call requires trans­
mission capacity as long as the 
connection lasts, even if no one 
is using the line. Data is trans­
mitted in "bursts." When the 
"send" key is pressed, the data 
packet is activated. The more 
room the better. The space be­
tween the bursts is empty. With 
the MPX solution, the condi­
tions for transmitting both voice 
and data are optimal. The cus­
tomer does not have to tie up 
one line for data and another for 

Per Blomquist, product mar­
keting manager for the new 
MPX multifunction exchange. 

Photo THORD ANDERSSON 

telephony. The same node can 
handle both circuit connection 
and packet transmission through 
dynamic common utilization of 
the band width. All the intelli­
gence is built into the hardware. 

"We started with an MD110 
and built in an Eripax PFA 
(Packet Frame Access) node," 
says a pleased Per Blomquist, 
product marketing manager for 
the new system. "With a few 
tricks here and there, we have 
produced a very smart article 
that can do so much more than 
the individual parts by them­
selves." 

Per works in the Business 
Networks unit of the business 
area Infocom Systems . He and 
his colleague Johnny Nyman are 
the brains behind the patent 
that constituted an important 
part of the puzzle in the multi­
function exchange: the method 
for dynamic common utilization 
of available bandwidth. Per 
maintains, however, that the re­
al innovation lies in the new way 
of combining established tech­
nologies. 

The key to integration 
Per, who describes himself as a 
"data person" rather than an ex­
pert on telephony, says that in­
creased integration within Erics­
son is the key to integration of 
voice and data. It is a matter of 
utilizing common resources and 
blending areas of expertise. 

Ericsson's multifunction ex­
change is a typical example of a 
product that meets the needs of 
the times. The principle is to use 
the infrastructure that is already 
available. Traffic between the 
nodes in an MPX network is 
carried by one or more ISDN 
lines at 64 kbit/s. But this speed 
is a sheer waste of capacity in the 
case of voice traffic, while it is 

generally much too slow for da­
ta, Per points out. 

"For data, many customers 
require speeds higher than 64 
kbit/s, but for joint voice-and-
data traffic with dynamic band­
width allocation, the only alter­
native has been ATM technolo­
gy, which requires the leasing of 
links with speeds of at least 64 
Mbit/s. Such speeds, and the 
costs involved, are much too 
high for the customers we are 
dealing with. 

Typical customers may be 
banks, insurance companies, 
public agencies, all of which have 
widely dispersed operations. 

Attractive to many 
The new MPX is especially at­
tractive for customers who al­
ready have some form of Wide 
Area Network for their data traf­
fic. They can now add telephony 
at the same time that their data 
network is being upgraded. 

The commercial potential for 
the new system is deemed to be 
good. Ericsson's business cus­
tomers have become aware of 
multimedia communications 
and have begun to use video 
conferencing and other broad­
band-consuming technologies 
to improve the efficiency of their 
operations. It is estimated that at 
least 3,000 nodes per year can be 
sold to private _ 

customers. In ad- By combining 
dition, there is a two exchanges-
comparable mar- a*> MDHObusi 
ket in the public ness exchange 
sector." and a data ex-

"This is a net- * * H * *™» «•• 
, , Eripax family 

work product ,n ^ . ^ ^ / ^ 
the private mar- v e l o p e d , m u m . 
ket, and an access function MPX 
system in the (Multi-Purpose 
public segment," Exchange). 
Per Blomquist 
explains. Photo: PRESSEN51 

"The MD110 
is good at converting protocols! 
Our multifunction exchange can 
channel virtually any type of 
traffic - to an AXE exchange, 
for example. This makes it at­
tractive to new operators and 
other suppliers of services." 

KARI MALMSTROM 

Ericsson Intracom in Leicester played an important role in the development of 
the MPX exchange. Andy Capstic tests the mechanical integration of an MD110 
exchange and an Eripax PFA. 

Flexible and efficient 
A network based on MPX is basi­
cally the same type of Wide Area 
Network for data traffic that can 
be constructed using the Eripax 
products that constitute one half 
of the new system. MPX nodes 
will be offered in a number of 
versions. Depending on the total 
amount of data traffic over a giv­
en node, the node will be based 
on either the Eripax PFA (Packet 
Frame Access) or the larger FS700. 
The allocation of bandwidth, network 
monitoring and the telephony itself will 
be handled by the MD110, the second 
half of the node. One pleasing side effect 
of this solution is that the customer ob­
tains a related business network for tele­
phony "in the bargain" and can, for ex­
ample, use a common numbering plan 
for all offices. While the multifunction 
exchange provides full support for both 
telephony and da­
ta, all of its func­
tions can be used 
with other busi­
ness exchanges. 

The system is 
highly flexible and 
offers many choic­
es. The number of 
leased lines be­
tween locations 
varies, depending 
on the estimated 
amount of traffic. 
A single line may 
be adequate for an 
office with ten to 
fifteen employees. 
In an office with 
30 employees, two 
lines would be 

leased, and so on. The number of lines 
naturally depends on the type of business 
being conducted. If a lot of data is being 
transmitted, more lines are needed. 

The system ensures maximum use of 
the leased lines for which the customer is 
paying a fixed price. During peak traffic 
periods, "outside" connections are used 
- primarily for telephony over the public 
network. Data traffic is given preference 
over the leased lines at the company's 
disposal. If data handling capacity has to 
be increased, this is done by using an 
outside ISDN that the MD110 tem­
porarily integrates with the leased band­
width. 

A node in a central location in the net­
work provides links to the public data 
network ("Internet"), to the telecommu­
nications network and - via the integrat­
ed bandwidth - to any Contrex services 
the company uses. 

KM 

Illustration: ASA HARVARD 

Voice, data share bandwidth in dynamic exchange interaction 
• Compressed voice and aggregated 
bandwidth are two of the principal in­
gredients in the new multifunction ex­
change. The MD110 can compress speech 
to 16 Mbit/s, thereby providing space for 
four simultaneous telephone calls at 
speeds of 64 kbit/s. 

The aggregated bandwidth enables a 
number of "64s* (up to a total band­
width of 2 Mbit/s) to behave as one and 

the same. The transmission speed of data 
traffic can thereby be increased. 

The joint utilization of available band­
width is what creates the integration. 
Speech (and other real-time communica­
t ion such as video) share the space that is 
available in a dynamic exchange interac­
tion. 

"The finesse lies in the fact that the 
bandwidth is adjusted according to 

need. When you pick up an instrument 
and place a call, you have bandwidth to 
talk on. When you hang up, capacity is 
released and can be used immediately 
for data transmission," Per Blomquist ex­
plains. 

The multifunction exchange can be 
operated in two modes: 64 kbit/s or 16 
kbit/s. In the latter case, each 64 kbit/s 
wire is split into four 16 kbit/s channels. 

Data traffic is then repacketed for trans­
port in 16 kbit/s channels. 

In the BC9 version of the MO110 ex­
change that is being field-tested during 
the spring, all the intelligence and inter­
faces needed to operate it as a multi­
function exchange are built in. But cer­
tain older Consono MDIIOs and Eripax 
systems can also be upgraded for use in 
an MPX system. KM 

Multifunction exchange ready in record time 
• What was to become the MPX ex­
change originated in an inquiry from an 
earlier Eripax customer. The transaction 
center serving a number of German 
banks had to strengthen its infrastruc­
ture in order to increase service to its cus­
tomers. The concept of an integrated 
network, in which lower telephone 
charges would defray investment costs, 
was proposed. Could Ericsson help? 

MD110 and Eripax experts in what was 
then the Business Area Business Networks 
began intensive development work. The 
new MPX exchange was completed in the 
record time of a year and a half. 

"Because the development work was 
conducted as a customer project we 
worked under pressure of time continu­
ously," says Asa Jacobsson, the project 
manager. 

A total of 40 persons from Nacka 
Strand, Karlskrona and Ericsson Intracom 
in England were involved in the project. 
The local German company also played 
an important role as a sounding board 
and liaison with the customer. The devel­
opment work was completed recently, 
test installations are in place and the cus­
tomer is pleased, 

KM 

uaia<iiia:3iHui8 
(nsnuuiniinsujoos 

. • . _ . uufluiincOou 
UDUln'lDS 

Ericsson hones 
image in Asia 
• Ericsson is relatively well known as a 
mobile telephone manufacturer in 
Asia but, apart from telcom operators, 
few persons know that the company 
does more than that. To correct this sit­
uation, a basic institutional campaign 
has been launched in more than ten 
countries in Southeast Asia. 

It comprises basic material that can 
be adapted to the local markets in 
each country. 

The campaign is based largely on 
one that was conducted in India last 
year. 

Ericsson presents facts that enable 
target groups to judge for themselves 
what the company is and does: How 
many telecommunications lines Erics­
son installs daily, how long it has been 
active in various countries, etc. 

Information is presented on three 
levels: global, regional and national. 
Depending on the size of Ericsson's op­
erations in a particular countries, perti­
nent data can be used. 

The advertisements will appear 
mainly in the business press. A promo­
tional film will also be produced. 

From the world 
leader in telecom. 

Complete infocom 
solutions. 
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'788' launched 
in Asia 

• Parallel with its institutional adver­
tising campaign in Asia, Ericsson is also 
introducing its new small GSM "788" 
mobile telephone in 12 countries 
throughout the Asia Pacific region. 
The introductions in Singapore and 
the Philippines got under way late in 
March. The introductory campaign has 
been under way in Australia and New 
Zealand for some time. Other coun­
tries will be included shortly. 

The campaign in Asia differs some­
what from the one that have been 
seen in Europe. But in the case of Asia, 
as well, Ericsson has produced basic 
materials that are later adapted for 
each market. These materials are part 
of a major promotional program com­
prising everything from television 
commercials and newspaper advertis­
ing to point-of-sale items. 
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When this issue of Contact comes out, it's likely that Stefan Andersson, 
33, traveling installation engineer for Ericsson Business Networks AB, is 
busy on DRA 1900. But you can't be sure. Life is fast-changing in suc­
cessful companies. 

Fast change 
at the top 

tefan is a "Hag-
fors boy." Hag-
fors is "home" 
for this traveling 
man wherever he 
is in the world. 
And it's easy to 

understand why 
he feels tJiat way. The beauty of Hagfors 
is enchanting. He wasn't easy to contact. 
Day after day, I got no further tban Ste­
fan's answering machine. I will explain 
why later, so please bear witli me. 

Stefan, who has two younger siblings, a 
sister and a brother, was educated at 
Alvkulle upper secondary school in Karl­
stad. He graduated from the two-year 
telecom technical course there. That got 
him a job with the Swedish Telecommu­
nications Administration in Hagfors. 

Emloyed by Ericsson 
I heard about a new job from some Erics­
son installers when tbey were traveling 
around Varmland [a region in midwest 
Sweden]. I went to an interview in Karl­
stad in January 1990 and started working 
at Ericsson the following montb as a 
'traveling installer.' We spliced cable. I 
usually worked with Par Boasen. Like 
him, I've worked for Ericsson from 
Kiruna in die far north to die southern 
tip in Malmo." 

Just to seal the pact, Par and Stefan have 
the same hobby fishing. And they fish the 
same fine waters, the Klaralv River. 

Do they look like twins? No, not really. 
Of course, they are both blonde Vikings, 
but Stefan weighs "only" 70 kilos and 
measures 175 centimeters in his stocking 
feet. They're in good shape, these Erics-

Two children 
Stefan is married to Anna, a 28-year-old 
assistant nurse, who brought two chil­
dren to the union. Later they had anoth­
er child together. Stefan is dressed in ma­
rine blue trousers and a blue and white 
checkered shirt. Anna bought it for him. 
He beams proudly as he tells me that. I 
ask him where they met. 

"At a dance in Varnas, 50 kilometers 
north of here." 

You'll go a long way, you Varmland 
boys, to find a beautiful woman. 

Also, today is an altogether special day 
in the red three-bedroom house with the 
white corners in Emtbjork, 11 kilometers 
north of Hagfors. 

And now you'll find out why Contact 
had such a hard time getting in touch 
with him. 

son in Sundbyberg, 
near Stockholm. In 
the background, a 
Swesite mast. A typ-

Stefan relates, "I'm renovating an old 
house for the family about five kilometers 
away. So I get up early and leave before 
the sun comes up. I get home late in the 
evening." 

The family is happy to wait for him. 
The house, which be is so industriously 
working on with the help of a few paid 
carpenters, has an area of 200 square me­
ters and a beautiful, yellow wood facade. 
Next year they'll move in, they hope. 
• What has he been doing since he 
joined Ericsson Business Networks AB? 

"Well, after a while as a traveling in­
staller here in Sweden, I got my first for­
eign assignment, to go to Diisseldorf, 
Germany, in November and December 
1992." He was supervisor on the con­
struction of minilinks. 

"It was fantastic and exciting, because it 
was the first time I had been outside Swe­
den. I had a lot of responsibility and good 
people to work with." 

"And at that time I didn't know I was 
going to go back 
to Diisseldorf Stefan Andersson on 
right after I came aquidtvisi 
home, in January 
1993. That was 
also as supervisor 
in the same op- ical assignment for 
eration, but then stefan is to quickly 
I didn't have an climb up the mast, 
adviser to help install a microwave 
me get used to link, for example, 
the project. That • n * ' t n e n dhnb 
time I had full down again. 
responsibility. It Photo: PETER 
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went well. 

For five 
months, from 
August to De­
cember 1993, Stefan worked in Japan, 
mainly in Tokyo but also in Osaka. He 
was supervisor for CMS 30, which is Er­
icsson's mobile telephone system for 
Japan. He summarizes his impressions 
from the trip: "The Japanese are nice and 
polite." 

After his tour in Japan, it was back to 
Sweden. 

Headed to Budapest 
"I traveled from January to September 
1994, working with fiber-optic networks, 
cable splicing and radio links." 

In September of that year, he headed to 
Budapest, Hungary. Stefan was supervi­
sor for the installation of RAS 1000. 

"Hungary was fine. It was exciting to 
visit what had once been a socialist coun­
try. We were a 'sterling' bunch, a great 
mix of Swedes and Hungarians." 

The next offer was to go back to Japan. 
On February 20, 1995, he took his entire 
family to Yokohama. The children were 
eight, five, and two years old. Stefan end­
ed up at an office with the title of installa­
tion engineer. This time, too, he worked 
with the CMS 30 system. 
• What was it like having the family 
along in Japan? 

Stefan answers enthusiastically, "The 
kids loved it. They met playmates and 
made friends right away. The family got 
along great. Of course, Japan is a lot of 
people in a small area, but it's still easy to 
take your kids along. You can go any­
where, even though it takes time. 

"We were supposed to stay a year, but it 
turned out to be 17 months. The contract 
was extended to Jury 20, but we came 
home on July 9 because I had saved up va­
cation time." 

Could he imagine taking his family out 
in the world again? 

"Sure. Why not? But first the kids need 
to be at home a while and go to school in 
Sweden. We'd love to go out again after a 
while. If we get an offer." 

How would he describe Ericsson as an 
employer? 

"I have to say Ericsson is good. I have 
been able to make trips that other people 
can only dream about. It's been beneficial 
lor me and beneficial for the family to 
visit foreign countries." 

Do you make good money, too? 
"There's a little left when we get 

home!" 
Where do you see yourself in 10 years? 
"ril be sitting by the Klaralv fishing, 

the house is finished, and I'm still work­
ing for Ericsson." 

SIGVARD UNDSTROM 
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A gift with the instruction "do whatever you like with this money": that's how industrial 
sponsoring in cooperation with colleges of higher education usually works. Now 
Ericsson is going one step further. With researchers from Chalmers University of 
Technology in Gothenburg, staff from Microwave Systems and Radio Systems have con­
structed a real-time laboratory for signal processing. Ericsson not only pays the bills but, 
even more, has contributed vital information to the development of the laboratory. 

Ericsson collaborates with 
Chalmers on lab 

igital signal pro­
cessing is one of 
the fastest growing 
branches of the 
electronics indus­
try. The technolo­
gy is constantly 
giving rise to new 
applications, but 

the lack of skilled technicians is slowing 
development. One problem is that when 
students at the technical colleges perform 
lab experiments, they often must make do 
with simulations using mathematical pro­
grams, something that does not exactly 
help make signal processing any more 
understandable or concrete. 

At the institution for applied electron­
ics at Chalmers, the students no longer 
have to use complicated and abstract sim­
ulations, thanks to a lab provided by 
sponsors. 

In addition to Ericsson, the software 
company Nyvalla DSP has helped create 
the lab. Texas Instruments contributed 
equipment, but Ericsson has born the 
greatest expense. 

This form of cooperation between uni­
versities and industry is unique. Instead 
of just sending the school money, Erics­
son and Nyvalla DSP have been involved 
throughout the entire process. They have 
shared their technical know-how and en­
sured that the lab experiments focused on 
problems close to the operations of the 
electronics industry. 

"In this project, we have fused our 
competencies in a fruitful joint effort," 
says Arne Filipsson, head of microwave 
technology at Ericsson Microwave Sys­
tems in Molndal. "I see this form of work, 
where creativity is joined with technical 
knowledge, as die future for collabora­
tion between industry and academe." 

Staff from Ericsson have helped design 
the experiments on suppressing echo in 
long-distance telephony and determining 
the position ofultrasonic transmitters us­
ing a sensor array. 

The laboratory's greatest merit is that 
everything the students do is in real time. 
As soon as someone moves an ultrasonic 
transmitter, the effect appears on the 
computer screen, giving die students a 
feel for how signal processing works 
without time-consuming mathematical 
processing of measured values. 

Understanding the theory 
The man behind rhis initiative, a doctoral 
candidate named Jakob Angeby with a past 
at Ericsson Infbcom in Karlstad, explains 
that this is the basic idea: to discover and 
understand the theory behind signal pro­
cessing with the help of concrete examples. 

"The laboratory and experiments are 
designed so that you can directly get to 
the heart of it all without getting stuck in 
a lot of abstract theory. We hope the re­
sult will be that students have a 'wow! ex­
perience' and feel, 'Check this out! The 
theory really works!'" 

In the real-time laboratory, technology 
quite close to Ericsson's own activities be­
comes real. One of the driving forces be­
hind Ericsson investing more than half a 
million Swedish kronor in the project is 
that the students also get a look at what the 
Company is working on. In other words, 
on top of the basic idea of raising die level 
of engineering studies at the school, Erics­
son is marketing itself to the students. 

"Actually, the knowledge that the lab 
experiments provide is not the most im­
portant thing," Jakob Angeby believes. 
"The best that could happen would be if 
the students became so inspired by the 
experiments that they continued their 
studies in this field." 

Developments in signal processing are 
advancing at breakneck speed. For 
Chalmers to continue to supply Swedish 
industry with skilled engineers, the 

training must be updated at pace with 
technology. 

In this context, the new real-time labo­
ratory is quite interesting. It is built 
around a number of PCs, all equipped 
with digital signal processors controlled 
by user-friendly software. Togerher, the 
components constitute a platform which 
is very easy to expand. 

"This is a living laboratory," Mars 
Viberg, professor at the institution for 
applied electronics, explains. "We have 
built a platform that can easily be aug­
mented with new applications. If other 
companies are interested in demonstrat­
ing their technology, at Chalmers or 
some other technical college, it would be 
easy to design new experiments using the 
same basic equipment." 

Tailor a laboratory course 
The simple technology of the platform 
and the well-documented process of con­
structing it make it easy for others to re­
peat this feat. The College in Karlstad 
and Ericsson Infbcom are already work­
ing on a similar project, and in Lund, Er­
icsson Radio Systems is interested in 

One of the real-time laboratory's 
two experiments is about echo sup­
pression in long-distance telephony 
using an adaptive filter. Degree stu­
dents Hugo Landgren and Lester 
Ngia illustrate the phenomenon to­
gether with Jakob Angeby, a doc­
toral candidate, and Arne Filipsson 
from Ericsson Microwave Systems. 

Photo: ANNA REHNBERG 

starting a collaboration wirh the city's 
technical college along the same lines. 
The simplicity allows small colleges to 
equip themselves wirh technology that 
they would hardly have the means to de­
velop themselves. 

With the growing number of applica­
tions, Jakob Angeby sees greater opportu­
nities for students at the technical colleges 
to tailor their own laboratory courses. 

"It would be exciting if each student 
had the opportunity to choose the exper­
iments out of a portfolio. Then they 
would be able to try out things until they 
found what was most interesting for 
them, and they would also be able to put 
their own stamp on their education." 

NICLAS HENNINGSSON 
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Peter Kallberg and his staff at Ericsson in Portugal are constantly looking for new markets, in the same 
way Vasco de Gama and other Portuguese explorers searched for new horizons during the 16th century. 

Photo: KAMERAREPORTAGE 

Portugal in a nutshell 
Population: 10 

:e area: 92,000 e Azores a' 
Vac: 

Coastline: 1,793 km 
Religion: Roman Catholic 97%, Protest 

Labor force: Service sei I 
ag 

In f la t ion: 

Unemployment: 
I l l i teracy: 
Government: Successive democracy nder 

social democ 25. 1974, 
ged a 

President 
Prime Minister 

Ericsson's breakthrough in Portugal was spearheaded by the introduction of GSM 
in 1992. At the time, annual revenues totaled about SEK 50 million. Today, 
Ericsson commands one-third of the Portuguese mobile telephone market, and 
sales in 1996 amounted to approximately SEK 700 million. 

Vi 

Constant search for 
new GSM markets 

ricsson's head office 
in Portugal is situated 
in Camaxide, fifteen 
minutes by car from 
die heart of Lisbon. 

The company has 150 
employees, having 

tripled its workforce during die past few 
years. New employees are still being re­
cruited to handle the Portuguese sub­
sidiary's expanded business commitments. 
During 1997, about SO more people will be 
hired, with particular emphasis on Por­
tuguese technicians. 

"It takes time to find skilled, local techni­
cians who are able to work with GSM tech­
nologies, but we have been fairly successful 
so far," says Peter Kallberg, President of 
Ericsson in Portugal. 

Peter Kallberg and his staff have been in­
strumental in Ericsson's success on the Por­
tuguese telephone market, capturing sub­
stantial market shares within a period of 
just a few years. 

"Our contract witJi Telecel, one of Por­
tugal's two large operators, provided a ma­
jor boost, and now comprises a solid plat­
form for continued growth. Recendy, we 
completed deliveries for a complete net­
work included in a project for nationwide 
personal pagers," Peter Kallberg continues. 

EU funds for infrastructure 
Portugal's economy has improved dramati­
cally since the country joined EU in 1986, 
and deregulation of credit and currency 
markets was initiated. Political stability in 
parallel with projected economic growth of 
about 2.6 percent during die years immedi­
ately ahead has encouraged a growing 
number of foreign companies to establish 
business operations in the country. 

Values equivalent to SEK 90 million are 
pumped into die Portuguese economy 
every year from EU structural funds, mon­
ey intended primarily to expand and im­
prove the country's infrastructure. 

Construction wave 
The number of ongoing construction pro­
jects in Lisbon is greater dian ever before in 
die capital city's history. Highways are be­
ing built, historical buildings and monu­
ments restored, new subway stations are 
under construction and die old harbor area 
is being converted into an oasis of restau­
rants and nightclubs. 

The major housecleaning project in Lis­
bon is part of preparations for next year's 
mega-event, Expo 98, a World's Fair ex­
pected to attract more man eight million 
visitors from all parts of die world to die 
Portuguese capital. Ericsson will be repre­
sented in die Swedish pavilion, of course, 
which will also include such companies as 
ABB, Adas Copco and SKF, who will also 
display dieir products and establish con­
tacts for future business ventures. 

"The rate of economic and industrial de­
velopment in Portugal during die past 
decade has been tremendous. The market 
seems to absorb anything that relates to 
new technologies. In telecommunications, 
for example, as well as several other indus­
trial sectors, all indications point toward 
continued growth in the Portuguese mar­
ket," Peter Kallberg explains. 

More than a million subscribers 
There were virtually no mobile telephones 
in Portugal when Peter Kallberg arrived 
four years ago to head Ericsson's subsidiary. 
An analog network served less dian 12,000 
subscribers. Today, die country has two 

Alexandra Faustino works in the laboratory at Ericsson's head office in Camaxide, 
just outside Lisbon. He is seen here with (l-r) Eduardo Marto and Vasco Alpalhao test­
ing new functions to be implemented in Telecel's GSM network. 

GSM networks serving more dian 700,000 
subscribers. 

"We believe die number of subscribers 
will increase to about 1.1 million by die end 
of 1997. More and more people are discov­
ering die advantages of mobile telephony 
here in Portugal," Mr. Kallberg says. 

Portugal and Germany were die first Eu­
ropean countries to invest in commercial 
GSM systems in 1992. The two Portuguese 
operators have since been pioneers in die 
market, introducing creative new services 
such as prepaid subscriptions (SIM cards) 
and telebanking. 

Since 1911 
Ericsson has conducted business opera­
tions in Portugal since 1911, operating 
dirough agents until Ericsson in Portugal 
was established in 1953. 

Peter Kallberg came to Portugal for the 
first time in the early 1980s, even dien on 
assignment for Ericsson. 

"I worked very hard trying to sell die 
N M T mobile telephone system to Por­
tuguese customers, widiout much success 
I'm afraid," he says. 

He returned to Portugal 10 years later to 
market and sell die GSM concept. This 
time, sales have surpassed all expectations. 
Today, Peter Kallberg successfully directs 
and manages Ericsson's operations in die 
Portuguese market, always prepared to 
seek out new market areas. 

"In die last two years, sales have in­
creased 50 percent annually, and our 
growth is well-founded widi good future 
potential." 

There are two Portuguese operators to­
day, and a third is waiting in die wings. 

One more license to capture 
Ericsson has supplied die entire network 
used by Telecel, while Motorola/Siemens 
delivered equipment for die network oper­
ated by TMN, a company in die govern­
ment-owned Portugal Telecom Group. 
Who will take die diird license remains an 
open question. 

"When the second license was granted, 
nine companies batded for die contract In­
terest in Portugal's third license will almost 
certainly be die same or even greater 
among companies competing for license 
No. 3," Peter Kallberg says. 

For Ericsson, it's important that we are 
equipped and positioned when die third 
operator eventually chooses its system sup­
plier. There are also plans to expand Portu­
gal's wired network by adding another op­
erator, and we will also compete for that 
contract," he continues. 

Telephone density in die country today 
corresponds to about 38 units per 100 in­
habitants. The corresponding figure in the 
rest of Europe is about 50 telephones per 
100 inhabitants, a figure that Peter Kall­
berg believes Portugal will reach before the 
year 2000. 

Carla Almeida (r), an engineer in the 
Telecommunications Division, formulates 
a bid with Maria Lemos of the IT Depart­
ment. 

"The expansion of telephony, however, 
will depend on die rate of development in 
mobile telephony. There is a growing trend 
whereby more people prefer GSM tele­
phones over fixed telephony service. 

"With die new services offered by GSM 
in the future, and in view of future compe­
tition and price cuts, the GSM train could 
build some serious speed during the next 
few years," he explains. 

Job rotation 
"We intend to ride that train, based on the 
strength of Ericsson's present ability to of­
fer complete solutions for all of the mar­
ket's mobile telephone operators," Peter 
Kallberg continues. 

There is only one weak link in Ericsson's 
operations in Portugal, a drawback that 
prevents Peter Kallberg and his staff from 
making the next quantum leap forward. 

"We are limited today by die pace at 
which we can increase the development 
rate of our own skills and expertise. Com­
prehensive efforts are now concentrated on 
eliminating this shortcoming through skills 
development programs for all employees. 
We have introduced a job rotation program 
conducted in parallel with educational 
courses in Sweden and other countries in 
Europe. 

"It's extremely important that our em­
ployees establish a strong network of con­
tacts with odier parts of Ericsson's world­
wide organization, and we need continued 
strong support from all the business areas. 

"Ericsson is die Portuguese market's 
leader in GSM today, and we intend to de­
fend and strengthen our position," Peter 
Kallberg states with a sense of determina­
tion. 

CATHRINE ANOERSSON 

A thousand years difference, but many similarities. Both ob­
jects, a Viking brooch and a silicon wafer, were designed in 
Sweden and undoubtedly represent the cutting edge technolo­
gies of their respective ages. Photo: ANDERS ANJOU 

High-tech then and now 
More than a thousand 
years separate the two 
shiny gold plates pictured 
above. Despite the age 
difference, they have a lot 
in common. The wafer 
and the Viking pin both 
originated in Sweden and 
both offer accurate reflec­
tions of cutting edge tech­
nologies in two distinctly 
different ages. 
Thomas Swahn works at Erics­
son Microwave's research unit 
for high-speed electronics in 
Molndal. He designs integrat­
ed circuits to handle transmis­
sions of information at ex­
tremely high speeds. The cir­
cuits are mounted on so-called 
wafers that resemble round 
discs comprising several layers 
of semi-conductors. 

Thomas Swahn and his col­
leagues recendy presented a 
wafer that can transmit serial 
information at speeds up to 40 
gigabits per second. The speed 
is one of the highest measure­
ments ever recorded on inte­
grated circuits. To get some 
idea of the speed concept, try 
this: one wafer could easily 
transmit every printed word in 
every volume of the Encyclo­
pedia Britannica in less than 
one second! 

Identical 
It was during tests of the high­
speed wafer that Thomas 
Swahn and a few of his fellow 
researchers visited an exhibi­
tion of Viking History in 
Gothenburg. In the test proce­
dure, laboratory personnel sit 
with microscopes and transmit 
electrical signals through the 
wafer using extremely thin 
electrodes. The work is hectic 
and die chance to visit an exhi­
bition on Viking History was a 
welcome diversion. 

"In a glass case in one corner 
of die exhibition, I spotted a 
small object, some piece of 
Viking jewelry, diat was almost 
identical with die wafers we 
were testing at work," explains 
Thomas Swahn. "It was the 

same size and shined like gold. 
Naturally, I immediately began 
to draw several parallels be­
tween the piece of jewelry and 
my wafer." 

After further studies, 
Thomas Swahn found several 
other similarities between the 
two objects. Even the produc­
tion methods had a great deal 
in common. 

Cutting edge technology 
The Viking piece was produced 
using a filigree technique, 
whereby fine threads of gold 
were woven to form a pattern 
that was soldered onto the 
small disc. The pattern is so 
finely ornamented that histori­
ans are not sure how it was pro­
duced. 

If the wafers developed by 
Thomas Swahn and other re­
searchers at the high-speed 
electronics unit are considered 
to be cutting edge technology 
in 1997, the finely designed 
Viking jewelry on display in 
Gothenburg was certainly rep­
resentative of cutting edge 
technologies of 1,000 years 
ago. 

The first wafer 
After visiting the exhibition, 
Thomas Swahn contacted die 
Nordic Museum, which owns 
the piece, to ask permission to 
photograph the brooch next to 
a high-speed electronic wafer. 
He used the picture during his 
presentation at a prestigious in­
ternational symposium on inte­
grated circuits. 

"An executive from Hewlett-
Packard, an older gentleman, 
started his presentation by 
telling the audience how he re­
membered when the first 
wafers were developed as 
square discs nearly 30 years 
ago. When it was my turn, I 
showed the picture of the wafer 
and brooch, mentioning that it 
was much earlier, like a thou­
sand years ago, that wafers 
were still round. It was a popu­
lar beginning to my presenta­
tion." 

NICLAS HENNINGSSON. 
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Our new Flash DSPs can 
change as quickly as you do. 

At Texas Instruments we understand your product designs 

and features are always changing. That's why we're introducing 

the TMS320F206, the first affordable fixed-point DSP with 

on-chip flash memory. Lower overall system costs and the 

flexibility of last-minute modifications or field upgrades are 

now possible due to the in-system programmability of the 

Flash DSP. 

The 'F206 is a member of our new TMS320C2xx genera­

tion that offers DSPs with five configurations of on-chip 

memory including flash, RAM or ROM. These devices deliver 

up to 40-MIPS performance, low power dissipation and code 

compatibility with the 'Clx, 'C2x and 'C5x generations — 

all at a very affordable price. Also, most 'C2xx devices are 

pin-for-pin compatible to allow for easy upgrades. 

When you have to make quick design changes, 

TI DSP Solutions, including the new Flash DSPs, are ready 

whenever you are. 

TMS320 Hash DSP 

• 40-MIPS performance 

• 32K x 16 words on-chip flash 

•4 .5Kx 16 words RAM 

• 100-pin TQFP package 
• 8-bit UART and 16-bit synchronous 

serial port 

• Glueless interface to TLC320AD55 codec 

Visit our DSP Solutions home page, 
http://www.ti.com/dsp/4060, or call+33 130701169. 
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Using video conference techniques, the teacher in Lund can now 
teach students in other parts of the world. Radio School staff 
members are (l-r) Ragnar Loden, Mats Johansson and Agneta 
Awas jo . Photo: KURT JOHANSSON 

Radio school - remotely 

sweaen 

The teacher is in Lund, and 
the students are in Niirn-
berg and Karlstad. Erics­

son's Radio 
School, 

which offers courses for 
radio technicians, is con­
ducted like a remote 
broadcast, with some 
course elements provided 
by video conferences. 
The project is part of a compre­
hensive multimedia program 
conducted by the Technical 
Competence Development de­
partment of Mobile Systems in 
Kista. Teaching with new tech­
niques improves the effective­
ness of educational programs 
and saves considerable amounts 
of money by eliminating travel 
expenses to and from classroom 
venues. 

"We are now able to reach a 
much larger audience, com­
pared with our old courses in 
Kista and Gothenburg," ex­
plains Ragnar Loden, head of 
the Radio School for the past 
four years. "I now see an oppor-

Recruitment 
fair at 
Microwave 

• Ericsson Microwave recently 
tested a different recruitment 
method to attract experienced 
technicians. New Opportunities, 
a recruitment fair, enabled tech­
nicians seeking new employ­
ment to speak with manage­

ment per­
sonnel 

from various Ericsson units, es­
tablish personal contacts and 
discuss future job opportunities. 

"I'm thoroughly convinced 
this wont be the last time we 
organize one of these meet­
ings," says MajBritt Arfert, per­
sonnel manager of Microwave 
Communications. "The major 
advantage, compared with al­
ternative methods like classi­
fied ads, is speed; the concept 
of a recruitment fair eliminates 
a lot of wasted time and allows 
prospective employers and em­
ployees to meet and get to 
know each other." 

"New Opportunities" was 

tunity to reach Ericsson em­
ployees in all parts of the world, 
as well as customers and univer­
sity students who also need to 
develop their skills in radio 
communications." he continues. 

Course literature for the Ra­
dio School's remote classes is 
now available on the web. The 
courses are held for one hour 
every week for three months via 
video conferencing, with stu­
dents able to take part by using 
the First Class system. Students 
can see the instructor on a large 
screen at an image transmission 
speed of 384 kbits/second. 

In the autumn, 10 different 
introductory courses will be 
available on CD-ROM, another 
means of making students inde­
pendent of conventional class­
room curriculums. 

Courses will also be available 
on the Internet this spring, pro­
vided by a project called the Er­
icsson Learning Agency, which 
also includes gathering all infor­
mation about Ericsson's internal 
training programs in a collective 
Internet catalogue. 

based on Ericsson Microwave's 
need for more qualified techni­
cians, particularly after the re­
cent order booking in Brazil for 
Erieye airborne radar surveil­
lance systems. In the first 
phase, interested candidates 
were asked to reply to classi­
fied ads in daily newspapers 
and various trade publications. 
About 40 persons were then in­
vited to a meeting in Gothen­
burg in mid-March. During the 
actual recruitment fair, 
prospective employees looked 
at various Ericsson exhibitions 
and listened to brief presenta­
tions on the business activities 
of Ericsson Microwave. 

"It was a wonderful opportu­
nity to show prospective em­
ployees the very wide range of 
Ericsson Microwave's opera­
tions," MajBritt Arfert continues. 

About 20 of the people who 
attended the fair were consid­
ered interesting enough to call 
to further interviews at Ericsson 
Microwave's offices. 

"The results were very 
good," concludes a satisfied 
MajBritt Arfert. 

Sponsorship in Borlange 
provides effects in Asia 
The best badminton play­
ers in the wor ld gathered 
in Borlange early in March 
to play in the Swedish 
fJMMjM'Wj Open. Ericsson 
• a i b l has been a 
major sponsor of Sweden's 
Badminton Association 
and the Swedish Open 
since 1994. 
In addition to 1,000 spectators 
who attended the matches every 
day in Borlange, millions of oth­
ers followed the tournament on 
television, particularly in Asia 
where badminton is the biggest 
sport in many countries. Star-TV^ 
an Asian cable TV company with 
approximately 60 million view­
ers, telecast 16 hours from Bor­
lange during the competition. 

The Ericsson name, accord­
ingly, was displayed prominent­
ly in Borlange and throughout 
all of Asia during the Swedish 

Open. A large 8 x 16-meter ban­
ner around the courts shouted 
out the Ericsson name and, for 
the first time, the officials' 
chairs were designed as tele­
phones. Combined with Inter­

net transmissions that showed 
the matches at a rate of 100 pic­
tures per minute, the entire 
competition provided excellent 
exposure for Ericsson around 
the world. 

Top programmers 

Winners of the Java Contest at SunExpo 97 were (l-r) Joakim Dahlstedt, Fredrik Sandberg and Mat-
tias Joelson, all computer technology students at the Royal Institute of Technology in Stockholm. 

Three computer engineer­
ing students from the Roy­
al Institute of Technology 
in Stockholm were named 

Hmaiiiinnii j^JJgj1 

champions of a Java pro­
gramming competition at 
SunExpo 97. The competi­
t ion was held on March 
19-20. site of the final 
round of a nationwide 
programming contest. 

Teams from colleges and uni­
versities in all parts of Sweden 

took part in the contest, which 
involved building Java compo­
nents submitted to the jury via 
the Internet. Three teams were 
selected to participate in the fi­
nal round. They were each as­
signed parameters for the devel­
opment of a program based on 
contributions they had submit­
ted to the jury. 

Time was a premium, and the 
winning team worked for 26 
hours without a rest to meet 
their deadline. Their prize is a 
study trip to the U.S., where 
they will visit JavaOne and the 
research facilities of Ericsson 

and Sun Microsystems, an Ame­
rican computer company. 

The Java competition was 
held in parallel with Software 
Reuse Cafe in Ronneby, a con­
ference that featured seminars 
and exhibitions of Java and sys­
tems development with compo­
nents. Software Reuse Cafe was 
organized by Ericsson Software 
Technology, Sun Microsystems 
and the College of Kartskro-
na/Ronneby. 

Java Contest was sponsored by 
Europolitan, Soft Center and 
TelecomCity. 

SUSANNA ENGSTROM 
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Workshop 2000 
- world class 

production 

nynasnamn 

On Tuesday, March 20, all 720 em­
ployees of Ericsson's production 
plant in Nynasnamn gathered to­

gether at a ral­
ly to mark the 

beginning of the plant's vision to 
become a world-class production 
unit by the year 2000. The plant's 
goal for 1997 is to increase its ma­
terials turnover rate from 2.2 to 10 
times per year. 

The hockey arena in Nynashamn was 
decorated in festive colors and arrange­
ments for the large gathering. 

Camilla Eriksson of factory supplies 
and Robert Ekstrom of process support 
were the Masters of Ceremony. At exact­
ly 2:30 pm, as scheduled, die afternoon's 
festivities began to the tunes of some 
heavy music. 

In preparing for the day's agenda, 
Camilla and Robert had filmed inter­
views with Kurt Hellstrom and Bjorn 
Bostrom, executive Vice President and 
Vice President, Production, respectively, 
of the Mobile Systems business area. The 
interviews were played at the rally, clear­

ly defining the tough objectives estab­
lished for the Nynashamn plant, high­
lighted by increasing material turnover 
from a multiple of 2.2 to 10. 

"We're off to a good start, already hav­
ing reached 4.5. In 1998, we want to dou­
ble this year's target level, shooting for a 
multiple of 20. 

New in the family 
Hakan Sundqvist, Factory Manager, pre­
sented some historical information in his 
address to the employees. The Nynas­
hamn factory was incorporated in the Er­
icsson family as recently as 1994, when 
Ericsson acquired die plant from Telia, 
which had used it to produce AXE ex­
changes. 

On July 1, 1995, the Mobile Systems 
business area assumed responsibility for 
die plant, and comprehensive efforts 
were started to adapt operations to a 
model factory concept that all production 
units in the business area are aspiring to 
emulate. The new operating system was 
started on September 29, 1996. 

Production is now concentrated on an­
tenna-related products for mobile tele-

Erik Hartikainen and Jenny Wredenborg try to explain the day's objective to other 
guests at their table. Photo: BERT BJORKLING 

phony. CDUs (Combining Distribution 
Units) are the plant's major product, used 
to enable several transmitters in a radio 
base station to share one antenna. The 
CDU is part of the GSM system's 2,000 
range of radio base stations. 

"Now it's time to make the next leap 
forward," says Hakan Sundqvist. 

"The reason we invited you all here to­
day is to establish a common view of die 
future, enabling us all to work together in 
making our vision a reality. The project is 
called Workshop 2000 - Nynashamn, die 
Obvious Choice," Mr. Sundqvist contin­
ues. 

Solveig Hasselqvist-Ax, personnel 
manager, later described results of die 
Compass survey conducted about a year 
ago. Some unequivocal statements spoke 
for diemselves. Communications, for ex­
ample, must be improved. Goals and ob­
jectives must be defined more clearly. For 
1997, accordingly, a decision was made to 
inform all employees simultaneously of 
current objectives. 

After the information session, the em­
ployees were treated to dinner and enter­
tainment, another important element in 
efforts to achieve the right vision. 

BARBRO ALBREKTSSON 

Complete 
solutions 
in the U.S 
Telia of Sweden plans to establish a 
company in the U.S. to secure the ac­
cessibility of its Atlantic network, 
with particular emphasis on Internet 
traffic. 
The company is not interested in building up 
a large organization for its American compa­

ny, preferring instead to 
work with Ericsson in 

die U.S. to establish complete solutions. 
Plans for complete solutions in the U.S. go 
far beyond what the Swedish company is ac­
customed to working with in Sweden. 

"Ericsson will not only install an AXE tran­
sit exchange and exchanges for die Internet, 
so-called routes, and SDH equipment. We 
have also been contracted to arrange office 
space/premises. The bureaucracy involved in 
establishing business operations on Manhat­
tan is fairly complicated," says Tonny Jons-
son, the man in charge of Ericsson's customer 
relations with Telia International. 

Photo: TIOFOTO 

Ericsson Airlines 
Ericsson air freight traffic is a small in­
dustry unto itself. Every day, 400 fully 
loaded jumbo jets from Ericsson Radio 
and 150 jumbo jets from Ericsson Tele­
com take to the air with 630,000 con­
signments of export equipment 
weighing 60 million kilos, bound for 
destinations in virtually all parts of 
the world. 

Miscalculation... 
• 100 million. That was the f ig­
ure Ericsson projected in 1993, 
when asked how many mobile 
telephones would be in use by 
the year 2000. Today, there are 
about 150 million mobile tele­
phones in operation in all parts 
of the world. 

Largest AXE 
contract in Africa 
• Ericsson and the Ethiopia Telecommu­
nications Corporation have signed an 

ETinnsnirgin %rS$S^£ 
lines in Ethiopia, the largest AXE con­
tract in Africa. The contract includes an 
international exchange and 23 local ex­
changes. ISDN will be introduced in 
three large exchanges around the capi­
tal of Addis Abeba. 

Gunnar Forsgren of Ericsson Tele­
com is seen testing the new AXE 
exchange. 

AXE in Russia 
• The first non-government con­
trolled AXE exchange in Russia for 
international traffic was officially 
inaugurated in a ceremony marked 

by pomp 
and circum­

stance in February. 
Baltic Communications Ltd. 

(BCL), an international telecom op­
erator, is the owner of a operator's 
license in Russia. Cable & Wireless 
and Russian interests own BCL. 
Plans are also being made for de­
liveries of local exchanges. With its 
new AXE exchange, BCL is now 
able to offer customers sophisti­
cated telephone services and 
international traffic. 

^rMTlFI 
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Hewlett-Packard News 
• Ericsson Hewlett-Packard Telecommunications AB has launched 
its TMOS Intra Web Gateway, a new product introduced at the 
CeBIT Fair in Hannover in March. TMOS IntraWeb Gateway em-
h a n n n V P r p ' o y s w e ' D t e c nniques to gain access to user-spe-

cific information and reports directly from a 
TMOS operation support system. During CeBIT, the company also 
demonstrated another new'product called Fault Management ex­
pert, which supplements the Fault Manager included as a separate 
module in TMOS exchange Manager (XM), the company's flagship 
product. FMX was designed for compatibility with multi-vendors 
and open networks. 

For more information about Ericsson Hewlwtt-Packard and its 
products, visit the homepage on the Internet at: 
http7Awww.ehpt.com or ECN's home page at: 
http://ehs.aom.ericsson.se/. The press release on TMOS IntraWeb 
Gateway and Fault Management eXpert (FMX) is under Press 
(http://www.ehpt.com). 

Telephone Fantasy 
• Is there a standard design for 
telephones? Not by the look of 
things. As long as it works, the 
field is open to all types of sug­
gestions and designs. Some very 
I I M I I I M ' / J I creative exam-
• • • • • • • • • • pies were seen 
at this year's CeBIT in Hannover. 
Otelo, a German operator, dis­
played a variety of telephone 
models entered in a recent tele­
phone design competition. 

RWE and Veba, two major 
German power companies, are 
the primary owners of Otelo, 
whose business concept in­
cludes a full frontal competitive 
battle with Deutsche Telecom 
to offer telecomservices to end 
customers. 

THORD ANDERSSON 
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Large-scale campaign for small telephone 
Two large banners, or streamers, have 
adorned Ericsson's office building near the 
E4 Highway at Hagersten, south of Stock-
H M ^ n m n H I holm, for the past several 
• • • • • • • • • • M l weeks. Clearly visible to 
north and southbound traffic, the huge ads 
are part of a campaign to launch Ericsson's 
new 788 mobile telephone in Sweden. 

The new advertising medium, whereby ads are 
hung on the sides of buildings, has become in­
creasingly common. Aniens and NK, die two 

largest department store in Stockholm, have also 
been converted into modern-day billboards. 

240 m2 
The largest ad displayed during March measured 
240 m2. It also caught the attention of more peo­
ple than presumptive mobile telephone buyers. 
The City of Stockholm's building authorities, for 
example, are now considering the introduction of 
building permits for facade advertising, particular­
ly for ads with dimensions that match the size of 
large buildings. 

Highly creative designs were shown at a special contest focused 
on telephone design fantasy. Photo: THORD ANDERSSON 

New name for Ericsson Infocom AB 
The management staff 
of Ericsson Infocom AB 

ETfliTinrn h a s decided 
< • • • • • • t o change 
the company's name. 

T h e reason we're 
changing, of course, is 
that one of Ericsson's 
business areas is now 
called Infocom," explains 
Lars Boman. 

The old name had already 
caused some confusion, partic­
ularly in view of the fact that 
Ericsson Infocom AB is part of 
the Mobile Systems Business 
Area. A campaign to rename 
the company has been started. 
The only requirements are 
that it should start with "Erics­
son" and end with "AB." In the 
middle, the company wants a 
suitable name or title with the 
same futuristic tone as Info-

"Perhaps the 2005 Project 
will provide us with a few sug­
gestions," Lars Boman contin­
ues. 

When Ericsson Programatic 
AB became a wholly owned 
subsidiary of Ericsson in 1993, 
a new name was needed to show 
the company's new affiliation. 

Popular concept 
"Since we worked with tele­
com and data communications, 
the Information Communica­
tions concept emerged natu­
rally and became popular," ex­
plains Mats Skoting, market­
ing manager. 

Furthermore, since the com­
pany was a consulting firm, the 
name became Ericsson Info­
com Consultants AB, abbrevi­
ated to Ericsson Infocom AB 
in 1995 when it was converted 
into a product and develop­
ment company. 

"We were one of the first 
units to recognize the connec­
tions between telecom and da­
ta communications, and now 
we see how Ericsson is concen­
trating heavily on launching 
the Infocom concept in all 
parts of the world," continues 
Mats Skoting. 

Ericsson Infocom was not 
the first company to coin the 
term Infocom, however. The 
first company to register Info­
com as a company name and 
trademark with the Swedish 
Patent Registry Office was a 
small company in Stockholm. 

"We got approval for the 
name Ericsson Infocom Con­
sultants AB," says Mats Skot­
ing. "However, we were never 
allowed to use the Infocom 
name by itself, despite several 
attempts to reach an agree­
ment with the original compa­
ny." 

ROXSYSTEM 
Leitungs-Abdichtungen mit MultiDiameter-Technologie 

Roxtec AB • Sweden • fax: +46 45582012 • Ph: +46 45566700 • info@roxtec.se • http://www.roxtec.se 
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J AS - the ultimate aircraft 

Ken Lindberg has been flying since he was 19. Today he is 32 and a major in the Swedish Air Force. 
Photo: PETER LIANDER 

"It's impressive to see that 
Sweden can produce a sys­
tem like this one," Ken 
Lindberg says.The JAS is 
easy to fly and 'precise.'" 

Ken is one of the small, 
exclusive band of eight pi­
lots in the Swedish Air 
Force who have flown the 
Gripen aircraft to date. 
Seven of them are still fly­
ing. His conclusion: T h e 
JAS is a very 'pilot-friendly' 
aircraft." 

Ken Lindberg was raised in 
Abisko, in the far northern part 
of Sweden. He has flown since 
he was 19 and he is now 32 and a 
major in the Air Force. 

In his job, Ken is regularly ex­
posed to nine times the normal 
force of gravity. Modern avia­
tion and space technologies 
cause gravitational forces rang­
ing from close to zero G in space 
flights to 9 G in high-perfor­
mance modern aircraft. The 
working conditions for human 
beings are severe. 

"Six G was the maximum in 
the Viggen (the aircraft that pre­
ceded the JAS Gripen), so there 
is naturally greater physical 
stress in flying the Gripen, with 
up to 9 G," Ken says. 

He has being flying the 
Viggen since 1987, and the 
Gripen since 1990. 

Ken is currently stationed at 
the JAS technical testing facility 
in Linkoping, where his duties 
include testing the Gripen from 
the point of view of a "user." 

Able to tolerate stress 
"It didn't take long to learn to 
like the new display system in 
the cockpit," he says. "The first 
time I laid eyes on displays in­
stead of conventional instru­
ments, I thought: this is the way 
it should be - dynamic, flexible 
and easy to operate." 

"A pilot naturally wants to 
control the things he is working 

. with, but the system should take 
care of the functions that can be 
performed automatically." 

Ken flies the Gripen as many 
as 150 hours a year. He and the 
other Gripen pilots will gradu­
ally train other pilots to operate 
the aircraft. 

The characteristics expected 

of a Gripen pilot are no differ­
ent than those required of other 
combat pilots. He has to be calm 
and able to tolerate stress, must 
trust his aircraft, be able to sort 
out problems in the order of 
their importance, and be able to 
act rationally in difficult situa­
tions. 

"Cover boy" 
Ken Lindberg is the Air Force's 
leading "cover boy" and demon­
stration pilot. 

"Damned fine show, demon­
strating this aircraft; it performs 
beautifully," he says with a 
pleased smile. 

On the negative side, he notes 
the many trips he has to make. 
His children miss their father. 
Young Filip will soon be a year 
old. Daughter Isabella will be 
four on her next birthday. She 
already knows that her fattier 
flies the Gripen. 

"The most exciting thing 
about the Gripen project is 
that it is a work in progress. 
The aircraft is being developed 
continuously. The industry 
people listen to our views and 
opinions. It's simply a pity that 
the development work is being 
carried out during a time of 
crisis and cutbacks in funding," 
Ken says. 

In his view, Sweden cannot af­
ford to be without the Gripen. 

"There are many beneficial 
side effects," he notes."Other 
products have been developed as 
a result of work on the Gripen 
and there is already a major cus­
tomer for the aircraft. I think 
that it will be sold outside Swe­
den as well, and that it will mean 
a great deal to the Swedish ex^ 
port industry. The accidents 
were of course a heavy blow, but 
we have to keep in mind that 
such things happen when air­
craft are being developed. They 
happened with the Viggen and 
they are happening with foreign 
aircraft. That's the way things 
are when you are in the front 
line of development." 

Man and machine 
No matter how advanced an air­
craft is, or how skilled the pilot, 
if they can't "work together," 
they won't get their jobs done. 

Adapting man to technology, 
as was done earlier, is no longer 

either desirable or possible. Ac­
cordingly, Man-Machine-Inte­
gration (MMI) has been the 
guiding principle in the design 
of the Gripen's overall and sub­
systems. 

G forces, variations in air 
pressure, noise, stress, threats 
and mortal danger affect a pi­
lot's senses. The environment in 
the aircraft, as well as the pilot's 
tools and aids, have to be de­
signed taking physical and psy­
chological conditions into ac­
count. 

A pilot has to be able to ac­
quire information without diffi­
culty and grasp and use it so that 
the mission can be accom­
plished in the most effective 
way. When man and machine 
work together - with the ma­
chine handling die jobs that it 
can perform on its own and pro­
viding the pilot with pertinent 
information - the pilot can con­
centrate on the tasks that the 

machine cannot handle: situa­
tional analysis and tactical con­
cepts, for example. MMI has 
then been achieved. 

Tactical analysis 
"The Gripen program, and the 
philosophy underlying it, are 
based on technical and tactical 
analysis," says Gunnar "PG" 
Persson. "Various technical so­
lutions and tactical projections 
are analyzed and evaluated for 
given tasks in the scenarios." 

PG Persson is a legendary fig­
ure in the Swedish Air Force. 
Since the 1980s he has flown 
virtually all types of aircraft, 
ranging from the "Flying Bar­
rel" and Hawker Hunter to the 
Draken and Viggen. He has also 
held staff and training positions 
in the northernmost parts of 
Sweden and die southernmost. 

He has been with Ericsson in 
Molndal since 1995, as a mar­
keter of die company's systems 

used in the Gripen, and a tacti­
cal advisor and coordinator in 
relations with manufacturers, 
the Swedish Air Force and the 
Defense Materiel Administra­
tion. 

Pure desk work 
"Part of the job is pure desk 
work; another part consists of 
interviews with users and others 
who are involved. Simulations 
are an important part, and 
flights are always essential," he 
says. 

"The Gripen's strength lies in 
its brain. It is built for a 'knowl­
edge war' and it is smarter and 
'craftier' than other combat air­
craft. Tactics and the aircraft 
have been developed hand-in-
hand. The Gripen will not be 
completely developed before it 
is taken out of service. That's 
what so exciting about this pro­
ject." 
AGNETA LINDBLOM HULTHEN 

•' "This is the way it should be," Ken Lindberg thought when he 
saw the displays in the JAS cockpit for the first time. 
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Ericsson's advanced technology since 1 9 7 9-
The mythical griffin ("Gripen" in 
Swedish) symbolizes speed, 
watchfulness, strength, defense 
and vengeance. The name is ap­
propriate for an aircraft that com­
bines intercept, attack and recon­
naissance functions. * 

To handle three sophisticated tasks suc­
cessfully, the pilot must have precise, 
pertinent and easy-to-grasp information 
about his surroundings during every 
moment of his mission. 

The target-input system, which con­
tains radar, a system computer and an 
electronic display system fills this func­
tion. 

The radar consists of an antenna in 
the nose of the aircraft, a number of 
units containing microwave technology, 
and an advanced system for signal pro­
cessing. The antenna is movable and can 
be aimed in any direction. 

Information captured by the radar is 
stored in the system computer, where it is 

coordinated with other information such 
as orders from command headquarters. 
When the pilot, by pressing a button, 
elects to intercept, attack or track, the 
system computer receives die command. 
It senses what die pilot wants to do. 

The microwaves are transmitted via 
die direction finder to die high-frequen­
cy unit which relays diem to the signal-
data processor, which in turn sorts out 
die information and delivers it to die sys­
tem computer where it is turned over to 
die electronic display system. 

Ericsson Microwave Systems has been 
developing radar and display systems for 
military aircraft for nearly half a century. 
The systems have become increasingly 
sophisticated. 

Lars Lundborg and Magnus Carlsson, 
who are radar designers, have been 
working for 13 and 10 years, respective­
ly on the interior components of die 
Gripen that are supplied by Ericsson in 
Molndal. Lars Lundborg, who has been 
involved from die start, began as a soft­

ware designer for the PS 05, which die 
Swedish Air Force's designation for the 
Gripen's radar. 

He has been responsible for software 
programs in number of areas and has 
been assistant project manager for sys­
tem testing target inputs among odier 
responsibilities. The system testing and 
system design functions were merged in 
1995 and Lars is currendy the unit man­
ager. 

Magnus Carlsson has been a software 
designer since 1988. He has worked on 
signal processing and verification opera­
tions related to signal processing, and 
has been in charge of activities in this 
area for the past two and a half years. 

"The work on the more intelligent 
parts of the Gripen is a never-ending 
process," Lars and Magnus point out. 
"The entire signal processing architec­
ture is being changed and a new genera­
tion of radar is on die way already this 
spring." 

AGNETA LINDBLOM HULTHEN 

Ericsson has been involved in the 
JAS 39 Gripen project since 1979, 
when the Swedish Government sub­
mitted a planning assignment in 
preparation for the Parliaments deci­
sion in 1982 to invest in a new mili­
tary aircraft. 

The contract for the project was 
signed by the Defense Materiel Ad­
ministration and the JAS Industrial 
Group which consists of Saab Scania, 
Saab Military Aircraft, Volvo Aero, Er­
icsson and FFV Aerotech A8. 

Five hundred persons at Ericsson 
Microwave Systems in Molndal are 
engaged in the development of 
radar for the Swedish Air Force. In­
cluding Ericsson Saab Avionics, which 
is 50% owned, and which develops 
presentation and display systems, the 
number of Ericsson-related persons 
involved in these operations is ap­
proximately 2,000. Counting all com­
panies and subcontractors, the figure 
is 20,000. 
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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 
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Ericsson Telecommunications Pte Ltd, Singapore 

PRODUCT MANAGER - GSM SYSTEM 

Located in Ericsson Singapore, our product 
management and mobile network design de­
partment of the Cellular Systems Division is 
looking for an experienced Product Manager 
for the GSM system. 

• As a suitable candidate you will focus on the 
Base Station System (BSS) product manage­
ment. You will be on expatriate contract for 
one year and be responsible for the transfer of 
knowledge and expertise on product manage­
ment to the local staff within the contract peri­
od. 

You will be responsible for all local product 
management and mobile network design ac­
tivities. These activities include presentation on 
new product/release, handling of technical 
questions and requirements, providing tender 
support, creating radio network solutions, 
planning and dimensioning, handling of type 
approval, etc. 

As a suitable candidate you should have 
strong technical competence in GSM, especial­
ly in the area of BSS. You should have a univer­
sity degree in Electrical/Electronic Engineering, 
Telecommunications or related discipline. At 
least 5 years' technical experience in cellular 
network system is required. 

You should be a good team player with 
strong customer orientation, the ability to 
work independently and adaptable to a mixed 
culture working environment. 

Contact: ENO/RC Khalid Qureshi. Meroo-
id:ENO.ENOKQ. Tel.+65 96357032. 

Ericsson Ltd, Guildford. UK 

CELLULAR SOFTWARE DEVELOPMENT 

The ultimate design; the ultimate test 
Software Designers & Testers. Guildford, 

Surrey. Excellent packages including reloca­
tion. 

At Ericsson's UK cellular design centre at 
Guildford, the current focus is the develop­
ment of software for GSM, PCN, TACS and oth­
er cellular standards. As technological front 
runners for the rapidly developing global cellu­
lar market we are constantly winning major 
new contracts. The continued growth in the 
market means that there are outstanding op­
portunities for the brightest, most talented sys­
tems specialists, software engineers and testers 
who possess the skills and abilities to make a 
difference. 

• Career opportunities exist at all levels but 
key areas of importance lie in the development 
of our GSM system, primarily in Mobile 
Intelligent Networks and Base Station 
Controller and in the continued development 
of our TACS system. Knowledge of GSM, 
Intelligent Networks, ISUP, C-7 signalling or 
OOA??would be distinct advantage. You will 
need at least two years' experience of software 
development in a real time environment.??A 
competitive salary and benefits package, to­
gether with the chance to work as a member of 
Ericsson's global product development team, 
means that these are important opportunities 
for people skilled in these fields.??Ericsson 
Guildford is very accessible, being on the main 
Waterloo to Portsmouth line and linked to the 
M25 by the A3. Guildford itself, the historic 
county town of Surrey, provides an excellent 
mix of old and new attractions. 

If you believe you possess the calibre of skills 
we seek, please send a full CV quoting ret : 
MOS, with salary details, to Ms Jo Howat 

Human Resources Officer, Ericsson Limited, 
Cellular Systems and Terminals Division, 
Midleton Gate, Guildford Business Park, 
Guildford, Surrey GU2 5SG. 

Contact: Jo Howat phone +44 1483 305163. 

Ericsson (China) Company Ltd. Region Central & 
East. Shanghai 

MANAGER PROJECT 
MANAGEMENT & LOGISTICS 
Region Central S East operates in 6 of the 
fastest developing provinces in China; 
Shandong, Jiangsu, Anhui, Hubei, Zhejiang 
and Shanghai. The region has 150 staff respon­
sible for marketing, sales, project manage­
ment logistics and technical support. The re­
gion has the responsibility for the complete 
Ericsson product portfolio with the largest 
business volume in mobile telephone systems, 
followed by switching and transport products 
from the BN business area. The regional head-
office is located in the centre of Shanghai. 
Work and living conditions for expatriates and 
accompanying families are of international 
standards. 

• The main responsibility of the offered posi­
tion is to maintain and develop an organisa­
tion of 25 people divided into a resource pool 
of customer project managers and a logistics 
unit responsible for HW supply, shipments and 
invoicing. The department is involved in the 
business process from the tendering phase to 
final acceptance of the delivered systems. We 
perform our business in projects where the al­
located project managers have financial, tech­
nical and quality responsibilities when execut­
ing the contracts. 

As a department manager, your mission is to 
enable the projects in reaching the goals com­
mitted to customers as well as internal business 
goals. Implementation services for the projects 
are purchased from other Ericsson units or ex­
ternal suppliers. 
An important part of the job is therefore to se­
cure the supply of high quality resources to the 
projects. 

Required background is a minimum 5 years 
experience from project management of net­
work implementation projects or similar, with 
a good knowledge of Ericsson's supply organi­
sation and work-methods. 

You should have a broad technical knowl­
edge of Ericsson's system products and be an 
efficient business negotiator. As a department 
manager, demonstrated leadership skills are 
required and your personal characteristics are: 
result orientation, flexibility, a good communi­
cator and ability to motivate staff in new and 
demanding situations. 

Contact: Peter Holmertz Mgr. Project 
Management & Logistics (ETCETCPETZ). Nael 
Salah Regional Manager Region Central & East 
(ETCETCNAEL) Tel: +86 21 6375 3399 Fax: +86 
21 6350 9140. Application: ERA/LD/H Hans Falk 
(ERAERAHFA) Tel: +46 8 757 1402. Fax: +46 8 
404 5311 

Ericsson Radio Systems AB 

have many openings for managers/engineers 
in Romania. We are starting up business in 
Bukarest We will therefore expand our local 
company, ETR. We need: 

1 BTS ENGINEERING SUPERVISOR, 
EXPATRIATE. 1 YEAR 
• Job Profile: Responsible for the BTS engi­
neering, RBS 2000 engineering, CAD system 
and computer enviromentsite investigation 
and installation engineering. Requirements: 2-
3 years of experience in these area. Personnel 
skills as co-operation and initiative are valu­
able. 

1 FSC MANAGER, 

EXPATRIATE. 2 YEARS 
• Job Profile: Responsible for the organisation 
of FSC department with advice and assistance 
from ESO and give qualified support to the cus­
tomers operation of the GSM network.The 
candidate in question will also play an active 
role in transfer of competence to the local en­
gineers. 

Requirements: Very good knowledge of the 
GSM system. 3-4 years of experience of work­
ing at an FSC or ESO, preferably in a manage­
ment position. Personnel skills as co-opera-
tion.team building.initiative are extremely im­
portant. 

1 BSS EXPERT, 
EXPATRIATE, 1 YEAR 
• Job Profile: Receive celldesign data (CDD) 
from MobiFon and in cooperation with FSC 
Manager create data transcript from new BTS. 
Assist testers in trouble- shooting. 

Requirements: 2-3 years of experience in 
trouble shooting at an FSC will be an asset. You 
are a team worker. 

For all positions, English both written and 
spoken is essential. Knowledge of Romanian is 
appreciated. 

Contact Walid Alsheikh + 40 1 3303100 or 
Hakan Sabel + 46 8 4047688(Field Support 
Centre). Application: Ericsson Radio Systems 
AB, LP/H Liljana Sundberg, 164 80 STOCK­
HOLM. 

Ericsson Brazil, Sao Paoulo 

Exciting new opportunities in the fastest grow­
ing Latin American market 

Ericsson Brazil, EDB, is rapidly expanding its 
Cellular operations as a result of its leading po­
sition in the explosive Brazilian telecommuni­
cations market With more than 22 customers 
in the D-AMPS/AMPS A- band alone, and new 
opportunities evolving from the upcoming B-
band license process, EDB requires the support 
of motivated telecommunications profession­
als. EDB s headquarters is based in Sao Paulo 
and there are regional sales and support of­
fices across the country. 

The general requirement for all positions is 
fluency in English. Fluency in Portuguese and 
Spanish is preferred. Both short- and long term 
contracts will be offered. 

Take the opportunity to apply for the open 
positions in the following areas: 

EDB/RM - TECHNICAL SALES SUPPORT & PRODUCT 
MANAGEMENT 

PRODUCT MANAGERS FOR OSS 
(CMOS) AND WIN 
• As Product Manager you are expected to 
perform activities related to the products i.e. 
execute actions required to make the product 
available to the rest of the organization, pre­
pare product market plans, hold presentations 
both internally and for customers, handle mar­
ket requirements, answer SOCs and develop 
strategic partnership with our customers. 

You should have a B.Sc or M.Sc in Electrical 
Engineering with a major in 
Telecommunications and have at least 3 years 
experience in a similar position. You must be 
willing to work in a team, be creative and be 
able to take initiative and risks. You must with­
stand pressure and have the ability to work un­
der demanding conditions. 

EDB/ROM - CUSTOMER SUPPORT 

SYSTEM SUPPORT ENGINEER 

• As a system support engineer you will pro­
vide emergency support (on call), operational 

support, trouble shooting and software imple­
mentation. 

You should be Electrical or Telecommuni­
cation engineer with 5 years experience in 
AXE. Strong knowledge in CMS88, PLEX. ASA 
RBS, IOG11. You should be able to transfer 
knowledge to local organization ( FSC ), deal 
with customers, work and solve complex soft­
ware problems. It's important that you are 
proactive and take initiative without supervi­
sion. 

SYSTEM ENGINEER (MSC) FOR NET­
WORK OPERATION & MAINTENANCE 

• As a systems support engineer you operate 
and maintain MSCs, keep track and execute 
schedule routines. Other tasks are customer 
care support, network surveillance, dispatch 
and co-ordination. 

You should have a technical education in 
telecommunication, information technology, 
electronics or equivalent 2 to 3 years experi­
ence with IT or telecommunication, document­
ed experience in radio communication, experi­
ence within maintenance of telecommunica­
tion or computer system, good knowledge of 
general telecommunication and mobile tele­
phone systems especially within installation 
and NO&M. Experience within Network 
Operation & Maintenace may replace the for­
mal education requirement. 

SYSTEM ENGINEER (RBS) FOR NET­
WORK OPERATION & MAINTENANCE 

• You will work with Operation and 
Maintenance ( preventive and corrective ) of 
RBS, keep track and execute scheduled rou­
tines. 

You should have a technical education in 
telecommunication information technology, 
electronics or equivalent 2 to 3 years experi­
ence with rT or telecommunication. 
Documented experience in Radio communica­
tion. Experience within maintenance of 
telecommunication or computer system. Good 
knowledge of general telecommunication and 
Mobile telephone systems especially within in­
stallation and NO&M. Experience within 
Network Operation & Maintenace may replace 
the formal education requirement. 

SYSTEM SUPPORT ENGINEER FOR 
CUSTOMER SUPPORT & IMPLEMEN­
TATION (CM0S/0SS/SMAS) 

• As a system support engineer you will devel­
op procedures in field support investigate and 
solve complex problems both hardware and 
software. Provide expert technical support to 
Ericsson's customers and transfer knowledge 
within the OSS Field Support Center. 

You should have a degree in Electrical 
Engineering/ Telecommunication or equiva­
lent. 

A minimum of 5 years working in telecom­
munications/computer industry. Minimum 3 
years experience working with Ericsson. 
Customer Support for CMOS/ TMOS/SMAS. 
Good knowledge of CMS88, data communica­
tion protocols and some knowledge in cell 
planning statistics. 

EDB/ROP - RF ENGINEERING & RF OPTIMIZING 

RF ENGINEERS 
RADIO NETWORK PLANNING 
• You will work with radio network planning 
of Ericsson's CMS88 system, both 800 and 1900 
MHz bands. This will include traffic and cover­
age dimensioning, frequency planning, cover­
age and interference predicting with Ericsson 
Engineering Tools. The radio network planning 
will be addressing new systems and expansions 
in existing, as well as digital migration plan­
ning. 

RADIO NETWORK OPTIMIZATION 
You will work with radio network optimiza­

tion of Ericsson's CMS88 system, both 800 and 
1900 MHz bands. This will include analysis of 
the system's performance through switch sta­
tistical data, analysis of the cell plan, drive test­
ing, data post-processing and analysis, search 
of non-optimized parts, suggestions of im­
provements and implementation. 

We see the unit as a whole and expect to 
work as a team of dedicated but flexible re­
sources, that will enhance and promote com­
munication and exchanges between the 
groups. 

You are therefore specialized in one of the 
fields mentioned, but see the opportunity to 
broaden your knowledge and experience. 

For both of the positions mentioned above 
we require at least 3 years experience, in either 
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Cellplanning or Tuning/Optimizing of Cellular 
systems (preferably D-AMPS/AMPS). You have 
a B.Sc. or M.Sc. in Electrical Engineering, 
Telecommunications or equivalent. A broad in­
ternational experience is an asset. 

EDB/RI - IMPLEMENTATION SYSTEM 

SWITCH TEST ENGINEERS 

• A switch test engineer provides high-quality 
testing of AXE switch equipment to include in­
tegrating mobile cell sites to the switch back­
ground performing data transcription imple­
mentation. You should have two years experi­

ence of testing AXE hardware/software, ability 
to travel extensively and have knowledge of D-
AMPS/IS 136 technology. 

SWITCH/RBS INSTALLATION 
ENGINEER 

• As a switch/RBS installation engineer you 
make plans, implement and supervise the in­
stallation of the switch (AXE) and RBS equip­
ment in customer facilities. You must be able to 
work with quality standards and provide quali­
ty control check and progress reports. You 
must be able to read and understand Ericsson 
AXE documentation. 

You should have two years of experience in 
telecommunication and installation of the AXE 
and have the ability to travel extensively. A 
valid Driver's license required. 

RBS TEST ENGINEER 
• You shall be able to test and commission ra­
dio base stations. 

This includes performing system/acceptance 
testing of digital interfaces, microwave and 
auxiliary Systems. 

You shall also be able to use TEMS for cover­
age and hand off verification. 

You should have one year of experience in 
RBS 884 testing, ability to travel, valid driver's 

license and knowledge of D-AMPS/IS 136 
Technology. 

TRANSMISSION ENGINEER 
• As a transmission engineer you plan, imple­
ment and supervise the installation and test of 
all types of transmission equipment e.g. Mini-
link, HDSL, cross-connection SDH and etc. You 
shall also be able to test the Access Network. 

You should have 3 years experience in trans­
mission equipment and an ability to travel. 

DT ENGINEER 
• Provide engineering with support of the 
switch integration and create l-Modules. 

"Be part of the access revolution. » 

Ericsson Telecom AB are looking for You. 

Internet and New Media services puts the 
access network in focus when entering the 
next century. New technologies, new custo­
mers and de-regulations will create a vast 
amount of opportunities in this area. Multi­
Service Access solutions are the key which 
allows our customers to be competitive both 
today and tomorrow. The ANx systems 
designed for an environment characterized 
by speed, flexibility and innovations. 
The first products will be put on the market 
this year. 

Competence, enthusiasm and creativity 
enables us to take advantage of state-of-the 
art technologies developed in-house and by 
partners. Together with you, we will be the 
first to discover what is beyond Internet 
Access. 

ANx is a product company within 
Multi-Service Access in Business Unit 
Public Networks. 

Product Development 
ANx Product Development is developing 
access products to meet this demand. The 
products use different types of access tech­
nologies, for example HFC networks, FTTx 
and copper/DSL. We are using modern tech­
nology in our system platform and modern 
development tools and languages. The services 
that our products support are for example 
telephony, fast Internet and different types 
of video and TV services. 

Our products are now entering their 
second generation and this, combined with 
the market demands, requirers that we 
strengthen our competence in a number 
of areas, such as; 

— Systems management 

— IP and Datacom 

— Erlang design 

— Embedded design 

— RF design 

— H W design 

— Micro Processor programming 

— System verification 

— Product handling 

Does this sound interesting to You? Do You 

have knowledge, interest or experience in 

any of these areas? Give us a call! 

Anders Samuelsson, ETX.ETXASAM, 
+46 8 719 77 52, Manager ANx Product 

Development 
Jorgen Moberg, ETX.ETXJMO, 

+46 8 719 76 98, Systems Management, 

IP/Datacom, Product handling 
Bengt Holmstrom, ETX.ETXBLH, 

+46 8 719 10 19, Erlang design 
Johan Blom, ETX.ETXJBL, 
+46 8 719 40 56, RF design, Embedded 
design 

Michael Andersson, ETX.ETXMIAD, 

+46 8 719 52 40, System Verification 

Mattias Gustafsson, ETX.ETXMATG, 

+46 8 71905 52, Access lab 

Marketing & Sales Support 
The broadband access market is in an intense 
and competitive build-up phase. We work 
not only with our traditional customers, but 
also with CATV and new operators as well 
as Internet Service Providers. 

You have experience from market support, 
access networks, ATM or datacom. You enjoy 
making business happen, frequent customer 
contacts and partly very intense team work. 

Our team need more people. Is this 
something for You? 

Contact Patrik Claesson, ETX.ETXPCLA, 
+ 46 8 719 94 80, Manager Marketing & 
Sales Support 

Product Management 
The broadband access business is in an intense 

entrepreneurial phase. Our success relies on 

team spirit, initiative within your area of 

responsibility, and an open approach to new 

market challenges. We have frequent contacts 

with leading customers and partners. We need 

more Product Managers. 

You probably have experience from pro­

duct management, access networks, ATM or 

datacom. You also have a good grasp of com­

mercial and strategic matters in combination 

with Your technical background. 

For more information please call 

Henrik Scharp, Manager, ETX.ETXSCHA, 

+46 8 719 90 32 or Peter Linder, Manager, 

ETX.ETXPRLR +46 8 719 29 74. 

Operations 
ANx Operations is involved in both Marke­
ting Supply Flow (MSF) and Customer Supply 
Flow (CSF) within the ANx product company. 
Our main activities are Network Integration, 
FOA Implementation and of course Customer 
Support. We need to strengthen our orga­
nisation with 

Market Project Leader 
As Market Project Leader You will be res­
ponsible for planning and co-ordination of 
all activities at the office here in KK as well 
as installation and running of the system at 
the customer premises with close co-opera­
tion of the MLC and the customer. 

Your main responsibility is to plan, control 
and follow-up all the activities needed to 
secure a timely successful customer project. 
You will also be responsible for the building 
of support team at our MLC/LCs. 

Field Implementation Engineer 

You will work as Supervisor for installation 
and acceptance-test of ANx products at our 

MLCs and customer sites over the whole 

world! 

To build competence for the independent 

responsibility as a Supervisor we will offer 

You to build Your competence during 

the Net Integration phase at our Lab here 

i n K K . 

Interested? Please contact Massoud Saleknejad, 
Manager, ETX.ETXSAMA, +46 8 71942 30. 

Applications may be submitted by memo 

or mail to Catarina Larson Astrand, 

Human Resources, ETX.ETXLCAT, 

etx.etxlcat@memo.ericsson.se, 

+46 8 7 1 9 0 8 36. 

Ericsson Telecom AB 

126 25 Stockholm 

Ericsson's 90,000 employees are active in more than 130 countries. Their combined expertise in fixed and 
mobile networks, mobile phones and infocom systems makes Ericsson the world-leading supplier in telecom­
munications. You can get more information about us on our homepage WWW.eriCSSOII.se/SE/ ERICSSON 

mailto:etx.etxlcat@memo.ericsson.se
http://WWW.eriCSSOII.se/SE/
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You should have 3 years experience in DT en­

vironment for D-AMPS/AMPS system. Know­
ledge of DT tool such as PC- Comreg, C3fast, 
Compose and DTSS. A valid drivers license re­
quired. 

RBS SITE ENGINEER 

Contact: Michael Chance (etlmlce) or Martin 
Sadie. 

SUPPLY ENGINEER X 2 

Contact: Michael Chance ( etlmlce) or G 
Oscarsson / H Norling 

SALES & MARKETING MANAGER 

• Responsible for the achievement of orders, 
sales and profit targets and positioning 

V Ericsson as supplier of choice by AT&T 

Contact: Emma Hall (etleahl) or Nigel Thorne 
(etlnlte) 

AT&T VERIFICATION COORD x 2 

• To accept software in a 'Penalty Free' test en-
viroment. The postholder is responsible for co­
ordinating all AT&T testing activities and pro­
viding technical assistance to the customer as 
required. Products indue AXE Translocal, BIP & 
SMAS 

Contact: Emma Hall (etleahl) or Nigel Thorne 
(etlnlte) 

PACKAGE LEADER 

• Technically responsible for external GSM op­
erators for planning, agreeing the technical 
contents of a supply package within the ESOBe 
responsible for the execution internally to­
wards the Activity Leader and supply engi­
neers, approx 5 - 1 0 engineers within the pro­
ject. The Package leader is the "technical 
Project Manager" within the ESO projects. 

The Package leader is responsible for the fol­
lowing documents / package: Assis during pre-
feasibility study, test Plan. Test Object List. TCM 
Plan. Network Plan. Acceptance Plan. FAO 
PLan. PC Plan. Detailed t ime plan in conjunc­
t ion with Project Leader. Keep within the 
cost/time frames given by the project. 

The applicant needs to be flexible to change 
and work outside corehours to be open to 
problems and will ing to improve the work en-
viroment. 

Contact: Michael Chance (etlmlce) or G 
Oscarsson 

JOB TRANSCRIPT ENGINEER 

• Build Handling is part of Test Configuration 
Management and is responsible for providing 
test beds for the development and evaluation 
of new products. The Data Transcript Engineer 
produces exchange specific data for projects 
and, occasionally, directly to the customer. 

The Data Transcript Engineer is the overall 
data Transcript responsible, towards both in­
ternal and external customers. This includes 
the responsibility for the test plants configura­
t ion and maintenance from Data Transcript 
point of view and providing support when re­
quired to external customers at a working par­
ty level. 

The Data Trancript Engineer is responsible 
for the creation and adaptation of loadable ex­
change dependent packages for AXE 
systemsHe/she is aware of and providestechni-
cal advice on issues concerningdata transcript 
activities. 

The Engineer takes responibility for manag­
ing his/her own piece of work through to ef­
fective completion, to meet specification, time-
qualityand cost objectives, and ensuring the 
work is completed successfully.He/she achieves 
this seeking advice from specialists In order to 
resolve technical issues and develop his/her 
own competence. 

The Data Transcript Engineer contributes to 
the development of newand improvement of 
existing, processes. The Engineer wi l l actively 
seek to improve the quality of inservice data 
for the test plantsensuring they meet current 
ETL standards incorporating all changesre-
quired. 

QUALIFICATIONS & EXPERIENCE: 2-3 years 
experience in a related telecoms enviroment. 
Understanding of AXE system principles and 
characteristics. Knowledge of telecoms net­
works principles. Coimputer Literate. HND/C or 
equivalent. 

Contact: Michael Chance (etlmlce) or Steve 
Whitten 

Ericsson Academy, Malaysia 

PROJECT MANAGER 

• In today's market Ericsson is approaching the 
customers wi th total network solutions which 
means that we need to be able to show the 
customers a working total solutions for the 
business needs as well as to be able to train 
them on the total network configuration. In 
order t o meet this future requirements EAM is 
preparing the set up of 3 laboratories i.e. total 
access network solutions, fixed network ser­
vices solutions and mobile networks business 
support solutions. 

The responsibilities of the Project Manager 
includes: Planning, procurement and imple­
menting the three labs wi th the relevant inter-
working using existing and new equipment. A 
proven track record in project management is 
essential. 

Recruitment and training of local support 
personnel for the said labs. 

The ideal candidate shall have a technical 
degree and considerable experience in Cellular 
systems. Access Networks and Fixed Networks. 
Specifically, we seek a creative and visionary 
person, self-starter and enthusiastic wi th a 
view for fulfi l l ing customer needs. 

Good internal contact within Ericsson in-
order to facilitate the implementation and 
procurement of equipment. Ability to impart 
on-the-job training would be an added advan­
tage. 

Contact: Puan Azizah Ismail, Tel:03-5592912, 
Memoid - PEM.PEMAZI. 

Ericsson Cellular Phones EUS/CP, Raleigh, NC 

STAFF ENGINEER: TEST 

• This position wil l be responsible for applying 
the appropriate data collection and processing 
techniques to support R&D with factory feed­
back from the factory data systems. Providing 
appropriate and timely inputs for approving 
capabilities of the production process and pro­
viding technical assistance and guidance to 
other team members. 

Candidates must have a BSEE (BSEE and BSCS 
or BSCE preferred) wi th 2 or more years test ex­
perience with emphasis in RF testing and FM 
communication systems, knowledge of SW de­
sign and proficient in either /both C++ or 
Pascal. 

This position wil l be reporting to the 
Advanced Manufacturing group of Cellular 
Phones. Both jobs will be located in RTP, NC 
and wil l require that the first 3-6 months wil l 
be spent in Lynchburg, VA factory, after that 
the primary location is in RTP, with 80 - 90% of 
the t ime at RTP and the rest in Lynchburg, Va. 
These positions also require international trav­
el to Sweden, Spain, Japan, and England. 

STAFF ENGINEER: 
BASEBAND/ACOUSTICS 
• This position wi l l work with R&D to improve 
the acoustic performance, robustness and re­
duction of the need for acoustic testing in the 
product line. Will be responsible for bench 
marking both wi thin the phone market and 
other high volume products. Candidates must 
have a BSEE wi th experience at least 2 years of 
acoustics experience. Prefer but don't require 
experience with RF testing, FM communication 
systems, DSP, and logic HW. 

This position wil l be reporting to the 
Advanced Manufacturing group of Cellular 
Phones. Both jobs wil l be located in RTP, NC 
and wil l require that the first 3-6 months wil l 
be spent in Lynchburg, VA factory, after that 
the primary location is in RTP, wi th 80 - 90% of 
the t ime at RTP and the rest in Lynchburg, Va. 
These positions also require international trav­
el to Sweden, Spain, Japan, and England. 

Ericsson Cellular Phones EUS/CP, Lynchburg, VA 

BASEBAND HARDWARE / LOGIC 
ELECTRICAL ENGINEER: 
• This position wil l work with R&D to insure 
producability of new products at concept or 
producability phases, insuring the highest 
quality and productivity consistent wi th the 
Lynchburg Cellular Phone manufacturing 
processes. BSEE (MSEE preferred) wi th 5 or 
more years of radio design experience in areas 
of baseband hardware / logic / DSP based cir­
cuits (cellular phone and acoustics knowledge 
a plus).Involves domestic and some interna­
tional travel. 

TEST ENGINEER-
CELLULAR PHONES MANUFACTURING 

• Will be responsible for developing advanced 
hardware and software test systems for state 
of the art manual and automated cellular 
phone manufacturing assembly lines. Serve as 
a technical interface with design engineering, 
product management to provide for new prod­
uct testability. 

Requires 5 or more years test engineering 
experience with emphasis in RF testing and FM 
communications systems. Recent experience in 
automated manufacturing systems a plus. 
Good background in C and HP Basic program­
ming. 

RF VERIFICATION ENGINEER -
CELLULAR PHONES MANUFACTURING 

• Responsible for the verification of new prod­
uct processes and changes to insure highest 
quality and producibility with the Cellular 
Phones manufacturing products. Be a technical 
liaison between design and manufacturing 

functions identify, evaluate and approve short 
term and long term solutions for radio/process 
problems. 

BSEE with 3 years RF design experience prefer­
ably with cellular and /or other portable phones. 
General radio knowledge in audio and software 
a plus. Experience with Spectrum/network ana­
lyzers, signal generators, Rf component fixtures, 
communication test sets, modulation analyzers, 
etc. 

Contact: Natalie Martin, phone: 804-592-
6618, Fax: 804-592-6543, email: Natalie 
_Martin©ena-east.ericsson.se, memoid: EU-
SNKM. Application: Natalie Martin, Staffing 
Department. 

Ericsson Australia, Melbourne, Australia 

MOBILE NETWORK 
SUPPORT ENGINEER 
• The position to be filled is that of Senior 
Support Engineer, Trouble Shooter for the 
Telstra GSM network. It is intended that the 
person fil l ing this position will be skilled in all 
facets of GSM technology, wi th particular em­
phasis on MSC ability. The position is offered for 
a 12 month period. 

The job requirements are as follows: Strong 
MSC ability, proven Trouble Shooting record, 
experienced in Trouble Report Handling. The 
applicant should also posses good communica­
t ion skills, wi th a desire to work in a close-knit 
team environment. 

Contact: Adrian Heley, Ericsson Australia FSC, 
Ph:+61 3 9301 2072, Memo: EPA.EPAANH. 
Application: Peter Moore, Ericsson Australia 
Human Resources, 202 Bell St. Preston, 3072, 
Australia, Ph:+61 3 9243 5205, Memo: 
EPA.EPAPGM. 

Telefonaktiebolaget LM Ericsson Technical Office 
UAE, United Arab Emirates 

RADIO NETWORK PLANNERS GSM 

• The Technical Office in UAE, (TKU) is seeking 
an enthusiastic person to join the existing team 
of cellplanners for a local contract in the UAE. 
TKU is responsible for all marketing, sales, im­
plementation and system support for GSM and 
TACS systems within the UAE and Qatar. The 
technology of the mobile telephone environ­
ment is rapidly developing. To enhance our 
growth and maintain our success in this mar­
ket, technologically aware and commercially 
team players are sought to strengthen our lo­
cal organisation. 

The position: Working in a "close to the mar­
ket" environment within the local Mobile divi­
sion. Dimensioning the mobile telephone net­
work with coverage and capacity. Making RF-
measurements and parameter settings on pre­
diction models. Optimise the radio network 
performance. Working with common market 
support and participate at customer meetings. 

The qualifications: A confident and effective 
communicator with interpersonal skills capa­
ble of maintaining close customer liaison. 
Willingness to attend training and develop­
ment courses and travel on business trips. 
Knowledge of several advanced computer sys­
tems in the UNIX and PC environment. A uni­
versity or high school graduate or equivalent 
with a background within radio and telecom­
munications. Fluency in english is essential. 

Contact: tel +971 2 724 222: Mr Jan Jansson, 
Radio Network Design Manager, memoid 
XCOM.TKUJAJA, Mr Jerry Carsson, Marketing 
Manager, memoid ERAC.ERAJERC or Mr Bo 
Nilsson, General Manager, memoid: XCOM. 
TKUBN. Application: Telefonaktiebolaget LM 
Ericsson Technical Office UAE, TKU, Box 3704, 
Abu Dhabi, United Arab Emirates. 

Ericsson Ltd, UK 

SUPPORT/SENIOR 
SUPPORT ENGINEERS - TMOS 
• The Technical Support Department, which is 
part of the new BX Support and Services Sector, 
provides a high level of customer technical sup­
port throughout the UK. This support includes 
the Ericsson TMOS family of network manage­
ment systems. 

Ideally, we are looking for experienced and 
competent TMOS Engineers. However, if you 
are experienced in the IS/IT field and have an 
ambition to work on state-of-the art network 
management systems, then we would be inter­
ested to hear from you too. 

Contact: ETL/XWT Michael McNulty, +44 1444 
234123. 

* • As RBS site engineer you shall be able t o per­
form site investigation, quantify and allocate 
the indoor and outdoor equipment, intercon­
nection and produce RBS installation manual 
(C-Module). 

You should have 3 years experience in D-
AMPS/AMPS RBS and/or transmission equip­
ment such as SDH, HDSL, DXC, Mini-Link, etc. 
Knowledge of Word, Excel and ability to travel. 
Drivers license mandatory. 

SWITCH ENGINEERS (MSC) 
• As a switch engineer you do the planning 
and implementation of switch installation pro­
jects, mechanical installation of switching, 
transmission, power, necessary cable ways, ca-
ble manufacturing and produce MSC installa­
t ion manual (C-Module). 

You should have 3 years experience in MSC 
site engineering concerning D-AMPS/AMPS sys­
tems. Knowledge of Word, Excel and Please. 
Driver's license required. 

Contact, Brazil: +55 11 681-2000, Operations: 
Eduardo Baptista, - Engineering: Gerson 
Freitas, - Customer Support: Alexandre 
Setterval, Implementation System: Luis 
Bernardo, Technical Sales Support: Renato 
Fantoni, Human Resources EDB: Jacira Rita F. 
Gomes. Contact, Stockholm: +46 8 7570000, 
Human Resources ERA/A: Marianne Molin or 
Gote Hedblom. Application: Ericsson Radio 
Systems AB, KI/ERA/AHS Kerstin Malmgren, 164 

,. 80 STOCKHOLM or to the mailbox at EDB, 
Brazil: BRA.EDBEXPA 

Ericsson Ltd, Guildford 

PROGRAMME MANAGER 

• The manager, ESO Project management is re­
sponsible for the overall forcast, planning and 
co-ordination of all ESO activities related to 
market adaptations of a new product being re­
leased. Representing the Support department, 
the manager formulates ESO project goals and 
plans the work in consultation wi th project 
managers, customers, and relevant line organi­
sations, to deliver all customer requirements 
to meet specification.time scales, budget and 
quality objectives. 

QUALIFICATIONS AND EXPERIENCE -
Minimum HND or equivalent in Electrical 
Engineering, knowledge of the SW process 
flow, project process and organisation gained 
through work experience. Experience of work­
ing on at least one telecoms project as a de­
signer, tester, quality engineer, assistant pro­
ject manager or project administrator. 

• The Supply Engineer works in a team of en­
gineers working on application system plan­
ning, configuring, verification and implemen­
tation. 

The Engineers develop testing procedures 
for new products through investigation and re­
search of available material and discussion 
wi th designers. The testing procedures must be 
writ ten towards agreed specificatons and doc­
umented. 

The Supply Engineers work together to im­
prove product quality and reduce the number 
of faults. Work with the activity leader to iden­
tify the objectives and targets for the team. 
Write test specifications/instructions for new 
functions, with some level of guidance. 

QUALIFICATIONS AND EXPERIENCE -
Completed the equivalent of AXE Testing 1 
and 11 training programs. Minimum 6 months 
experience asTrainee. Working knowledge of 
Ericsson procedures. Educated to degree or 
equivalent level in relevant subject. 

http://ericsson.se
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Ericsson do Brazil, EDB, is rapidly expanding its 
Cellular operations as a result of its leading posi­
tion in the explosive Brazilian telecommunica­
tions market. With more than 22 customers in the 
D-AMPS/AMPS A-band alone, and new opportu­
nities evolving from the upcoming B-band license 
process, EDB requires the support of motivated 
telecommunications professionals. EDB's bead-
quarter is based in Sao Paulo and there are regio­
nal sales and support offices across the country. 

The general requirement for all positions is 
fluency in English. Fluency in Portuguese and 
Spanish is preferred. Both short- and long term 
contracts will be offered. 

Take the opportunity to increase your profes­
sional skills while working under demanding, 
exciting and challenging conditions by applying 
for the open positions in the following areas: 

EDB/RM - TECHNICAL SALES SUPPORT 
& PRODUCT MANAGEMENT 

Product Managers for OSS (CMOS) and WIN 
As Product Manager you are expected to perform 
activities related to the products i.e, execute actions 
required to make the product available to the rest 
of the organization, prepare product market plans, 
hold presentations both internally and for customers, 
handle market requirements, answer SOCs and 
develop strategic partnership with our customers. 

You should have a B.Sc. or M.Sc. in Electrical 
Engineering with a major in Telecommunications 
and should have 3 years experience in a similar 
position. 

EDB/ROM - CUSTOMER SUPPORT 

System Support Engineers 
As a system support engineer you will provide 
emergency support (on call), operational support, 
trouble shooting and software implementation. 

You should be Electrical or Telecommunication 
engineer with 5 years experience in AXE. Strong 
knowledge in CMS88, PLEX, ASA, RBS, IOG11. 
You should be able to transfer knowledge to local 
organization (FSC), deal with customers, work and 
solve complex software problems. It's important 
that you are proactive and take initiative without 
supervision. 

System Engineers (MSC) for Network 
Operation & Maintenance 
As a systems support engineer you operate and 
maintain MSC's, keep track and execute schedule 
routines. Other tasks are customer care support, 
network surveillance, dispatch and co-ordination. 

You should have a technical education in tele­
communication, information technology, electro­
nics or equivalent, 2 to 3 years experience with IT 
or telecommunication, documented experience in 
radio communication, experience within main­
tenance of telecommunication or computer system, 
good knowledge of general telecommunication 
and mobile telephone systems especially within 
installation and NO&M. Experience within 
Network Operation & Maintenace may replace 
the formal education requirement. 

System Engineers (RBS) for Network 
Operation & Maintenance 
You will work with Operation and Maintenance 
(preventive and corrective ) of RBS, keep track 
and execute scheduled routines. 

You should have a technical education in tele­
communication information technology, electronics 
or equivalent, 2 to 3 years experience with IT or 
telecommunication. Documented experience in 
Radio communication. Experience within main­
tenance of telecommunication or computer system. 

Good knowledge of general telecommunication and 
Mobile telephone systems especially within installa­
tion and NO&M. Experience within Network 
Operation & Maintenace may replace the formal 
education requirement. 

System Support Engineers for 
Customer Support & Implementation 
(CMOS/OSS/SMAS) 
As a system support engineer you will develop pro­
cedures in field support, investigate and solve com­
plex problems both hardware and software. You 
will provide expert technical support to Ericsson's 
customers and transfer knowledge within the OSS 
Field Support Center. 

You should have a degree in Electrical Engine­
ering/Telecommunication or equivalent. A mini­
mum of 5 years working in telecommunications/ 
computer industry. Minimum 3 years experience 
working with Ericsson. Customer Support for 
CMOS/TMOS/SMAS. Good knowledge of CMS88, 
data communication protocols and some knowledge 
in cell planning statistics. 

EDB/ROP - RF ENGINEERING & 
RF OPTIMIZING 

RF Engineers 

RADIO NETWORK PLANNING 
You will work with radio network planning of 
Ericsson's CMS88 system, both 800 and 1900 MHz 
bands. This will include traffic and coverage dimen­
sioning, frequency planning, coverage and inter­
ference predicting with Ericsson Engineering Tools. 
The radio network planning will be addressing both 
new systems and expansions in existing systems, as 
well as digital migration planning. 

RADIO NETWORK OPTIMIZATION 
You will work with radio network optimization of 
Ericsson's CMS88 system, both 800 and 1900 MHz 
bands. This will include analysis of the system's 
performance through switch statistical data, ana­
lysis of the cell plan, drive testing, data post-pro­
cessing and analysis, search of non-optimized parts, 
suggestions of improvements and implementation. 

We see the unit as a whole and expect to work 
as a team of dedicated but flexible resources, that 
will enhance and promote communication and 
exchanges between the groups. You are therefore 
specialized in one of the fields mentioned, but see 
the opportunity to broaden your knowledge and 
experience. 

For both of the positions mentioned above we 
require at least 3 years experience, in either Cell-
planning or Tuning/Optimizing of Cellular systems 
(preferably D-AMPS/AMPS). You have a B.Sc. or 
M.Sc. in Electrical Engineering, Telecommunica­
tions or equivalent. A broad international experi­
ence is an asset. 

EDB/RI - IMPLEMENTATION SYSTEM 

Switch Test Engineers 
A switch test engineer provides high-quality testing 
of AXE switch equipment to include integrating 
mobile cell sites to the switch background per­
forming data transcription implementation. 

You should have two years experience of testing 
AXE hardware/software, ability to travel extensively 
and have knowledge of D-AMPS/IS 136 technology. 

Switch/RBS Installation Engineers 
As a switch/RBS installation engineer you make 
plans, implement and supervise the installation of 
the switch (AXE) and RBS equipment in customer 
facilities. You must be able to work with quality 
standards and provide quality control check and 

progress reports. You must be able to read and 
understand Ericsson AXE documentation. 

You should have two years of experience in 
telecommunication and installation of the AXE 
and have the ability to travel extensively. A valid 
Driver's license required. 

RBS Test Engineers 
You shall be able to test and commission radio 
base stations. This includes performing system/ 
acceptance testing of digital interfaces, microwave 
and auxiliary Systems. You shall also be able to use 
TEMS for coverage and hand off verification. 

You should have one year of experience in RBS 
884 testing, an ability to travel, valid driver's license 
and knowledge of D-AMPS/IS 136 Technology. 

Transmission Engineers 
As a transmission engineer you plan, implement 
and supervise the installation and test of all types 
of transmission equipment, e.g. Mini-link, HDSL, 
cross-connection SDH and etc. You shall also be 
able to test the Access Network. 

You should have 3 years experience in transmis­
sion equipment and an ability to travel. 

DT Engineers 
Provide engineering with support of the switch 
integration and create I-Modules. 

You should have 3 years experience in DT envi­
ronment for D-AMPS/AMPS system. Knowledge of 
DT tool such as PC- Comreg, C3fast, Compose and 
DTSS. A valid drivers license required. 

RBS Site Engineers 
As RBS site engineer you shall be able to perform 
site investigation, quantify and allocate the indoor 
and outdoor equipment, interconnection and pro­
duce RBS installation manual (C-Module). 

You should have 3 years experience in D-AMPS/ 
AMPS RBS and/or transmission equipment such as 
SDH, HDSL, DXC, Mini-Link, etc. Knowledge of 
Word, Excel and ability to travel. Drivers license 
mandatory. 

Switch Engineers (MSC) 
As a switch engineer you do the planning and 
implementation of switch installation projects, 
mechanical installation of switching, transmission, 
power, necessary cable ways, cable manufacturing 
and produce MSC installation manual (C-Module). 

You should have 3 years experience in MSC site 
engineering concerning D-AMPS/AMPS systems. 
Knowledge of Word, Excel and Please. Driver's 
license required. 

Please send your application to: 

Ericsson Radio Systems AB 
KI/ERA/AHS Kerstin Malmgren 
164 80 Stockholm 

or to the mailbox at EDB, Brazil: 
BRA.EDBEXPA 

Contact persons EDB, Brazil: 
+ 5 5 1 1 6 8 1 - 2 0 0 0 

Eduardo Baptista 
Gerson Freitas 
Alexandre Setterval 
Luiz Carlos Bernardo 
Renato Fantoni 
Jacira Rita F. Gomes 

Contact persons ERA/A, Stockholm: 
+46 8 757 0000 

Operat ions 
— Engineering 
— Customer Support 
Implementa t ion System 
Technical Sales Support 
H u m a n Resources EDB 

Human Resources ERA/A Marianne Molm 
Gote Hedblom 

Ericsson's 90,000 employees are active in more than 130 countries. Their combined expertise in fixed and mobile networks, 
mobile phones and infocom systems makes Ericsson the world-leading supplier in telecommunications. You can get more 
information about us on our homepage www.ericsson. s e / S E / ERICSSON 

http://www.ericsson


contact 
Ericsson, HF/LME/I, Room 811023, S-126 25 Stockholm 
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As the number of y ^ l _£7| 
mobile telephone ^ 3 X T 1 0 l l l l c i f f C 
subscribers increas- C 5 
es, radio masts are 
sprouting up like 
mushrooms in 
swampland - no! 

r l ike trees in a for­
est - in the UK, at 
least. Today, there 
are more than 
7,000 radio masts 
throughout the 
country and this 
number is expect-

* ed to double dur­
ing the next five 
years. To avoid 
spoiling the natural 
landscape, masts 
that are deceptively 
like pine trees are 

now being 
introduced. 

• > . 

he Sunday Times not 
long ago carried a story 
describing these dis­
guised masts. 

Three operators -
Orange, Cellnet and 

Vodafone - need more and more masts 
in order to provide good coverage for 
subscribers as their mobile networks 
expand. 

The masts began to become more 
numerous in the infancy of mobile 
telephony - in the early 1980s. No 
construction permits is required for 
masts up to 15 meters in height in the 
UK. Two thirds of the applications to 
erect taller masts have been granted. 
But Mercury was recendy denied a 
permit to construct a mast about 21 
meters tall, due to protests by local res­
idents. In the Sunday Times article, 

t*s>Cellnet is quoted as saying that it will 
erect masts camouflaged as trees in 
connection with the major expansion 
of its mobile network in The High­
lands and on the Scottish Islands. 

Operators' interest in camouflaged 
masts is not confined to England. Ac­
cording to reports, mere are "palm 
tree masts" in South Africa and "cactus 
masts" in America. 

Doesn't sway in the wind 
The inhabitants of Cockermoudi in 

s, the Lake District in the northern part 
of England probably blinked recendy 

for our times 

when they caught sight of a stately new 
"tree" that had not existed earlier on a 
special hill. 

"It looks a bit 'cold' and it's much 
taller dian all the surrounding trees, 
but otherwise it's O.K.," a female resi­
dent of the area commented. Her son 
pointed out that the "tree" doesn't 
sway in die wind, not even in storms. 
Odiers wonder what kind of tree it is 
supposed to be. It resembles an Ameri­
can fir, a species not found in Great 
Britain. Those who look closely can 
see the antennas hidden among the 
green boughs. 

What do die birds think of these 
"new" trees, and what will happen if 

Rising majestically to the sky. the 
new "trees" are popping up in the 
English and Scottish countryside. 
Two local residents check reception 
close to the tree. 

one of them should build a nest in die 
crown of the tree, among the artificial 
branches and die modern antennas? 
The Sunday Times does not offer an­
swers to these questions, but the sub­
ject is likely to become topical again as 
more and more "mast trees" spring up. 

GUNILLA TAMM 

end line 
We must 
know the way 

The supplement to this edition of 
Contact coyers a very important 
subject: Ericsson's path toward 
die year 2005, diat magic num­

ber we have talked about so much during re­
cent months. In this edition, we analyze some 
of the subjects discussed at the recent manage­
ment conference in Seville, and describe the 
strategy formulated in the wake of the com­
prehensive study of future trends, "Ericsson 
entering the 21st Century." 

It's very interesting reading for people who 
want to know where Ericsson is headed or who 
wish to know how Ericsson plans to achieve its 
goals for die future. We have already estab­
lished that "2005" is the most far-reaching 
analysis ever conducted by the company. By 
die same token, never have so many people 
been involved in a similar process. It's all very 
impressive, but the "2005" study was not con­
ducted to impress people in Ericsson's world. 

The analysis of future trends was intended to 
put all of Ericsson on the right track, to estab­
lish a direction and steer the ship into the next 
century. To secure the success of our voyage, 
every member of die crew must be made aware 
of our destination and do his/her part on die 
journey. To meet our objectives, we need new 
insights about why we must proceed, what sort 
of conditions will prevail in our pursuits, who is 
competing against us in aspiring to achieve the 
same objectives and all the implications of 
crossing the finish line in first place. In other 
words, we need communications from bow to 
stern, at all levels of the good ship Ericsson. 

This is where Contact enters the picture. 
During the seven years I have worked for Erics­
son, certainly not a long time, of course, I have 
never experienced such a candor in terms of 
strategy as die attitude that characterizes Erics­
son today. Ericsson's Strategic Planning (ESP), 
was always a concept shrouded by secrecy 
through the years. Of course it's only natural 
diat much of die information in any strategic 
plan is not suited for general consumption, but 
the results - diey have to be made known to all 
and sundry if die plan is to have any chance of 
success. Otherwise, it fails as a control system. 
Particularly in a company where oral communi­
cations from top to bottom seldom comprises a 
chain that functions perfecdy. 

We know from reader surveys in the past 
that articles about die company's objectives 
and pursuits are considered extremely inter­
esting by our audience. I consider diis to be 
proof positive diat direct communications 
dirough channels like Contact are a bask re­
quirement for spreading news and manage­
ment plans diroughout the organization. It is 
particularly gratifying, therefore, to have man­
agement's blessing and support for die supple­
ment in diis edition of Contact. With the pre­
vious supplement devoted to "2005," die first 
in our new series, diis 
new approach repre­
sents a paradigm shift 
in Ericsson's internal 
communications. We 
wish our new internal 
communications ma­
nager, Johan Ljung-
qvist, all the very 

^ LARS-GdRAN HEDIN 
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To war 

Report from Ericsson 
• nent Forum in Seville 

How Ericsson is to become 
the undisputed leader 

U n telecommunications. 

ERICSSON 

Ericsson's new strategy in theory and practice 



90,000 rowers 
can speed up 
pace of a boat 

In CONTACTS first theme sup 
ment that was distributed with the 
first number this year we described 

the work on "2005 - Ericsson entering the 
21st century." We described the three sce­
narios around which this "futuristic" study -
the most comprehensive in the Company's 
history - largely centered. We also described 
the ten critical issues facing Ericsson in the 
future that were identified in the "2005" study. 
And we described where the Company wants 
to be - what came to be called "Wanted Posi­
tions" - in the year 2000, halfway to 2005. 

When Lars Ramqvist brought 370 of the 
Company's top executives together for a 
major meeting in Seville on March 18-21, it 
was for the purpose of inaugurating the great 
task that now lies ahead of Ericsson: to real­
ize the objectives and visions by the year 
2005. During two information-packed days, 
discussions and speeches painted a picture 
showing the purely practical steps to be tak­
en to achieve the objective set forth in "2005:" 
an Ericsson that is the leading supplier in the 
telecommunications held. 

These steps wilt be based on the strategy 
document - "2005 - Ericsson entering the 
21st century" - noted above. This "theme 
supplement' is an attempt to bring this docu­
ment to life for a broad spectrum of Ericsson 
employees. We hope that the reports on the 
presentations in Seville wilt make it easier 
for every Ericsson employee tc understand 
where we are headed and how we can be 
most certain of getting there. It is important 
for all of us to understand these things. For 
the participation of all employees is required 
if Ericsson is to be sure of achieving its 
objectives. No chain is stronger than its 
weakest (ink. 

None of the 370 top executives who partici­
pated in the Seville meeting could possibly 
"row the Ericsson boat" home by themselves. 
But if 90.000 rowers apply their collective 
strength and skills, we should move forward 
quite rapidly. "Speed" and "urgency." inciden­
tally, were two concepts that recurred most 
often during the discussions of what is 
required of us in order to tackle the chal­
lenges of the future more effectively. 

URS-6&RAN HEDIH 
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370 top managers 
WHEN THE FUTURISTIC' STUDY "2005 -
Ericsson entering the 21st century" was 
presented last October, a comprehensive 

program to disseminate the message contained 
in the report throughout the Company was 
begun. The "2005" and "Wanted Positions, Year 
2000" programs apply to all employees. Follow­
ing months of information activities throughout 
the world, Management believes that the infor­
mation phase of these programs has largely been 

completed. The most important phase - making 
a reality of the concepts and objectives underly­
ing "2005" - is now being undertaken. It 
involves tackling the ten critical issues that have 
been identified and seeking practical ways to 
achieve Ericsson's "Wanted Position" for the 
year 2000 - halfway to 2005. 

To kick off the important implementation 
phase, CEO Lars Ramqvist brought together 
370 of the Company's top executives in a global 

PHOTO. LARS ASTROM. VARIDSBILDEN 

take aim on 2005 
seminar, the Ericsson Management Forum, in 
Seville, Spain. The meeting was the third of its 
type since Lars Ramqvist became President and 
Chief Executive Officer in 1990. At the Son-
thofen Forum in 1990, he presented his new 
organization structure for Ericsson and his ideas 
on how the Company should perform in the 
1990s. At the Forum in Hasseludden, outside 
Stockholm, in 1993 the challenges of the 1990s 
were discussed in greater detail. At Seville, on 

March 19 and 20 this year, die focus was on the 
21st century. Using die "2005" study as a basis, 
participants discussed how Ericsson should 
achieve its objective: to be the world's undisput­
ed leading supplier of telecommunications 
equipment. 

The 370 "delegates" included the managers of 
most of Ericsson's companies throughout the 
world, staff members of Major Local Companies 
and senior executives from business areas, busi­

ness units and corporate functions. It was an 
international gathering, but still dominated by 
Swedes and males. 

While the percentage of women in senior posi­
tions is increasing slowly but surely, the male 
dominance is still substantial. The average age of 
the participants in Seville was also still relatively 
high, but a change - compared with the earlier 
meetings - was noticeable in this area as well. 

CONTACT IN DEPTH I APRIL 1 9 9 7 3 



Lars Ramqvist and CW Ros have been key members of 
Ericsson's management since 1990. They are accus­
tomed to making joint Company presentations, always 

Ericsson from 
"Here in Seville I can greet you with a broader smile than on earlier occasions 
when I appeared in my capacity as Ericsson's chief financial officer. The most 
recent years have been highly successful. In fact, we have already met our 2005 
target for return on shareholders' equity. In addition, we have had a fantastic 
growth in the market value of our stock, a growth that is unique in the industry. 
All of our large competitors have been forced to take substantial amounts of 
depreciation, which has reduced the growth in value of their shares." 

CARL WILHELM Ros WAS IN 

good humor when he 
addressed the gathering in 
Seville. Seated in the audito­
rium were the "team mem­
bers" he could thank for the 
confidence in Ericsson's 
future expressed by financial 
analysts and investors. 

"The market has a great 
deal of confidence in die way 

this company is managed," 
C W declared. 

The concept for the day 
k - the one that CW 
• \ wanted to imprint in 

die consciousness of 
all 3 70 listeners - was 
"shareholder value:" 
not only what die 
company is worth to 

its shareholders but to 
all who have a stake in die 

company: employees, cus­
tomers, suppliers, joint-venture 
partners and die societies in coun­
tries where Ericsson is active. 

This means diat we should 
focus as never before on our 
strategies and their value. We 
should always keep in mind 
what Ericsson is worth to all 
those who have a stake in us. 
Where our shareholders are 
concerned, we have to measure 

^ F up to high expectations with 

^ ^ respect to what we can deliver in 
^ ^ ^ ^ die form of dividends and cash 

flows. 
The large structural and organiza­

tional concepts are not the only ones that 
affect Ericsson's worth. C W Ros warned of the 
small "mole hills" that undermine the Compa­
ny's finances. 

"We have succeeded in eliminating a number 
of them but many of them, large and small, 
remain. To ensure future growth, we must elimi­
nate all of them!" 

C W ACKNOWLEDGED THAT MANAGEMENT HAD 

been pleasandy surprised by die positive cash 
flow reported for the Company in 1996. 

"Our ability to keep the cash flow under con­
trol was impressive," C W said. 

For this, we can thank our successes with 
mobile systems, AXE and telephones. Now we 
have to continue on the same course and handle 

our capital even more efficiendy in the future. 
Demands for Ericsson to participate in 

solving customers' financing needs are 
increasing. C W urged die companies to 
continue to be cautious in this area. 

CARL WILHELM ROS: 

"I love profitability 
growth and 

cashflow" 
"We must be sensible in connection with pro­

ject and export financing. This is an area in which 
we have to strengthen our skills. We should act 
cautiously and not be too aggressive in the mar­
ket. The fact that Ericsson today is in a much bet­
ter position to handle exposure to risk than it was 
earlier does not mean a green light to become less 
careful in dealing with financing matters." 

"We must continue to follow the rules for 
financing established by die Company. First and 
foremost, external sources of financing should be 
used. In cases where Ericsson participates direct­
ly in financing, borrowers should be encouraged 
to make repayments ahead of schedule." 

CW could not avoid touching on the impact of 
a possible European Monetary Union (EMU) on 
Ericsson's operations, a matter of considerable 
current interest. There is no clear answer to the 
question whedier die EMU would be "good" or 
"bad" for Ericsson. 

"Normally, our large European competitors, 
Siemens and Alcatel, should receive less support 
from their home countries if the EMU becomes 
a reality. That, of course, would be good for 
Ericsson. A more important factor is the need to 
finally settle the EMU matter. The uncertainty 
that surrounds EMU today is creating turbulence 
in the currency markets." 

A number of projects have been initiated to 
determine precisely what the introduction of a 
common European currency would mean for 
Ericsson. Persons appointed within each compa­
ny in the European Union are analyzing the local 
consequences of the introduction of such a cur­
rency. 

"We have designated our Dutch company as the 
'pilot company' in this area," CW said. "There, we 
are developing the procedures that will be 
required if and when die EMU is implemented in 
order to see how this would affect Ericsson." 

CW Ros also described die continuing devel­
opment of the Company's systems for financial 
control and administrative supervision. 

"We are determined to be better than our 
competitors and our customers in this area," he 
noted. "We should be perceived as a leading 
information technology company in the future. 
That is one reason, among others, why we are 
continuing to speed up our financial reporting. 
We are going to match Motorola!" 

"This requires discipline, quality and plan­
ning," CWsaid, directing a clear message to his 
listeners. • 

from different perspectives. They followed this custom 
in Seville, where they combined to provide an overall 
picture of Ericsson for the 370 delegates. 

two viewpoints 
"Seville reminds us of history. It was from here that Columbus sailed off 
into the unknown. Ericsson is embarking on a similar voyage today. The 
crews of Columbus' vessels became concerned because they did not 
know where they were. When our meeting here in Seville is over, we will 
at least know where we are. and where we are headed." With these 
words. Lars Ramqvist opened the Ericsson Management Forum in Seville 
in March. He then offered his view of where Ericsson stands today. 

"Ericsson has been given good marks by its public," 
Lars Ramqvist declared. "The company is now val­
ued by the market at SEK 244 billion." He then 
quickly offered his view of the Company's position 
today as it faces die task of implementing the strate­
gy denned in the "2005" study. 

"We are now the largest supplier of telecommuni­
cations equipment, measured by any standard. This 
means, of course, simply that the competition will 
increase. Ericsson will never again have as calm a 
voyage as it has had up to now!" 

"As we continue the voyage, Ericsson can rely on 
two true strengths: its marketing machine and its 
focused investment in technology." 

"Ericsson is present today in more than 130 coun­
tries, and we have been there a long time. As world 
boundaries become increasingly blurred, it pays well 
to have such a great geographical spread of Compa­
ny operations. When new countries grow strong, 

LARS RAMQVIST: 

"We are the largest, 
but our competitors 
are increasing" 
Ericsson is already in place, already an established 
part of local societies." 

"Brazil is a good example. The Brazilian company 
has promised diat Brazil will be Ericsson's third-
largest market this year! And business in Asia, which 
now accounts for nearly 30 percent of Ericsson's 
sales, is growing rapidly. We have been there a long 
time, too - in all countries of interest to us." 

"In the area of research and development - our 
second strength factor - we have 18,500 engineers 
who are working on new products. We are forced to 
make this investment because of the speed widi 
which die market changes and new products replace 
old ones. At the same time, we have promised our 
shareholders that technical development costs will 
not rise sky-high. We have reduced them from 23 
percent of sales to 18 percent. But because Ericsson 
is expanding rapidly, they amount to a full SEK 23 
billion in absolute figures." 

"Our investment in quality is another strength 
factor. Nearly all Ericsson companies today are certi­
fied in accordance widi ISO 9001 standards. We are 
now following up this program by also working 
toward ISO 14001 environmental certification. Two 
companies have already been certified. Keep working 
on this, all you others!" 

"Ericsson is the undisputed leader in the field of 
mobile telephony. Here, we have the world's largest 
customer base, nearly 40 percent of all the globe's 
mobile telephone networks. We have AXE installa­
tions in 120 countries. This is another segment in 
which we can earn money from a large customer 
base. We can grow with the market. And we can 

"Our greatest challenge today is , 
to continue to improve our prof- J 
itability. We have to earn still 
more money in order to continue 
our expansion and continue our 
investments." " 

The trend in the telecommunica­
tions market is characterized by the 
continuing growth of mobile systems. 
Based on Ericsson's projections, 
there will be 590 million sub­
scribers in the year 2001. 

"We have been a leader in the 
mobile industry for 17 years, 
so this trend is a very favor­
able one for us." 

"Mobile Systems is not 
the only business area 
that is moving forward. 
The Infocom Systems 
Business Area can also be 
pleased with the trend of its 
market" 

"The business area's operations 
are expanding, in bodi die conven­
tional telephony and Internet seg­
ments. Now that die Internet appears 
to be the most expansive sector of 
telecommunications, Ericsson is deter­
mined to participate." 

"We are preparing for developments 
in multimedia and for the merging of 
telecommunications and data that is 
forecast in the "2005" study." 

"We will be able to supply equipment for 
all forms of communication. Infocom is a 
complex field, and we are accordingly studying it 
carefully." 

"What we need are strategies. We now have them. 
Here in Seville we will discuss diese strategies and 
ways of applying them in practice. We know - from 
the "2005" study - the critical issues that will arise in 
the future. We know, for example, that we need more 
expertise in data communications, and that we must 
find new solutions for parts of our production. We 
know, from the experience gained in recent 
years, that Ericsson is capable of major 
changes. Each mondi during 1996, for exam­
ple, we moved 1,500 persons to new posi­
tions!" 

"A great deal is being done in Erics­
son's new organization to strengthen 
our marketing dimension. We are 
adopting new concepts to optimize 
Ericsson's organization so that we 
can measure up even more effec­
tively to the performance that 
the market and customers 
expect from us." • 

grow with our customers!" 



strategy for ttie future 

We mustn't become too 
BY: LARS-GORAN HEOIN 

KURT HELLSTROM IS THE MANAGER OF ERICSSON'S LARGEST AND 

most successful business area, Mobile Systems. He is well aware of 
the risks that accompany success. 

"Somewhere in our genes there is the risk of becoming too big, too arro­
gant," he points out "The greatest danger is that we may become too 
pleased with ourselves. That must never become our style," he warns. 

The challenge to his business area right now is to consolidate Ericsson's 
leadership in the mobile telecommunications market. 

"We have to move fast if we are to do diis. New players are appearing on 
die market all the time, creating greater pressure on prices. The new com­
panies are buying market shares by selling their systems much too cheaply." 

Ericsson's response to such a market is to constandy be at the cutting edge 
of new technologies, new solutions. There is plenty of room for develop­
ment of mobile systems in die future. The gap between mobile and wired 
networks is decreasing all die time as mobile-system subscribers demand the 
same services available in wired systems. 

"Regardless of die form diat die convergence of wired and mobile tele­
phony takes, one diing is certain: Only wireless systems can offer true 
mobility," Kurt Hellstrom declares emphatically. 

The Mobile Systems Business Area is focusing increasingly on cellular 
systems at die same time diat it is working hard to change die trend of land 
mobile radio and messaging systems. When Ericsson's new structure was 
established, die business area also assumed responsibility for further devel­
opment of die MiniLink family. 

"We should not forget that we are also die world leader in microwave 
links," Kurt Hellstrom notes. 

The Mobile Systems Business Area has a total of 3 5,000 employees today. 
It has grown at an average rate of 35 percent per year and now accounts for 
45 percent of Ericsson's total sales. It is also a very profitable part of die 
Company. 

"We have earned SEK 21 billion for Ericsson since 1986," Kurt reports. 
GSM systems, with about 50 percent of sales, account for the largest per­

centage of business. D-AMPS systems rank second, widi 25 percent. And 
Kurt emphasizes diat sales of analog mobile systems continue to be quite 
profitable. 

The market for cellular systems is continuing to grow very rapidly. When 
mobile-telephone density in a country passes die ten-percent mark, individ­
ual (radier dian corporate) customers dominate the new subscribers. In 
countries that have passed diat point, diere does not appear to be any limit 
to continuing growth. Some countries may in die future have subscriber-
densities of 100 percent, or higher! 

"The great diing about our market is that it offers many different seg­
ments in which companies can be active. In the future there will be markets 
for a wide variety of products: security telephones, entertainment terminals, 
mobile offices...The possibilities are endless." 

Ericsson has developed a new family of radio base stations to support diis 
growth. It includes products for all types of cells - macrocells, microcells 
and picocells. Potential mass markets for small radio base stations for use in 
homes and Internet systems are also being studied. 

Where capacity is concerned, radio technology is moving toward new 
heights. Today's systems can handle limited bandwidths but die systems of 
tomorrow promise to do more. 

"The objective in developing die first generation of broadband radio is 
focused on transmission speeds of around 2 Mbit/s in local area networks. 

The editors of CONTACfs Theme Supplement have not been able to find any illustrations depicting the 
future. But one can learn about the future by studying the past Accordingly, historical pictures - most 
of them from Ericsson's archives - are being used to illustrate the Supplement 

We hope to have a European standard for this during die latter part of 
1997," Kurt says. 

Ericsson is determined to continue to be among the leaders in die future. 
Kurt Hellstrom describes the principal strategies for realizing this objective 
in die following terms: 

- We will invest in continuing improvements. 
- We will invest in expertise. 
- We will invest in market development. 
- We will be a world leader in terms of customer satisfaction, employee 

motivation, cash flow and profitability. 
"Our business has grown fantastically in recent years. We can continue to 

grow at die same rate, but not in all respects. The potentials in the market 
indicate diat our sales can continue to increase at the rate we have experi­
enced up to now. But we will handle this increase to a greater degree by 
focusing on internal productivity rather than by increasing the number of 
employees." 

"The United States, Japan and China continue to be our largest markets. 
But diere are odiers - India and Brazil, for example - diat have die potential 
to become very large." 

Kurt Hellstrom foresees a bright future. In a few years everyone will have 
a mobile telephone. There is really no reason why it will have to be more 
expensive dian a conventional fixed-wire telephone subscription. 

What happens, then, when the market is fully covered? 
"I am quite optimistic about the future, viewed in this perspective as well. 

There will be a continuing need for new services and functions. All opera­
tors will be battling to offer customers new facilities via subscriptions to 
mobile telecom systems. These operators will need Ericsson's help to handle 
this." 

"We are die largest today. Now we have to increase the gap between us 
and our closest competitors!" • 

BY: LARS-GORAN HEDIN 

A s THE HEAD OF ERICSSON U T V E C K L I N G S 

AB, Gunnar M Eriksson felt a strong 
need to explain what diis technical-

development resource unit has accomplished 
recendy. At the Seville meeting he demonstrated 
that die company had not been occupied com­
pletely with the major reorganization that took 
place early in 1996. 

"We have developed a new processor - the 
APZ 212 25 - for the AXE system. It is distin­
guished by the fact that it is only a fraction the 
size of its predecessor although it has twice the 
capacity. We have also developed a new IOG -
the unit diat handles the traffic entering and 
exiting the AXE. Its size has been reduced to 
one eighth that of its predecessor. At die same 

Ericsson Utvecklings AB - a shrinking' operation 
time, the amount of energy required in the new 
IOG has been reduced to one twentieth, despite 
die fact that its capacity is unchanged. The same 
success in radically reducing the sizes of units 
has been repeated in the case of a number of 
other important AXE products. The new BSC, 
which controls the base stations in a mobile net­
work, now requires three cabinets instead of 
fourteen!" 

"Smaller sizes benefit not only our customers," 
Gunnar pointed out. "For Ericsson, they mean 
reducing production costs by an average of 40 
percent." 

Development times as well as product sizes are 
shrinking. The development company has 
worked extremely hard to speed up its programs. 

The focus has been on the "industrialization" 
phase of development projects, on how rapidly 
new products can be placed in production. Pro­
duction systems in the plant in Ostersund are 
already prepared to handle die next-generation 
processor that will follow die APZ 212 25. By 
working in such more efficient ways - and 
because die number of individual components in 
products is being reduced continuously - lead 
times can be shortened. 

"This is only one part of an internal 'cultural 
revolution' that we have implemented and which 
has shocked quite a few employees. The intro­
duction of demands for financial results, in par­
ticular, has shaken up many of the development 
company's employees." • 
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Ericssons 
mission 

"Ericsson's mission is to 
understand its cus­
tomers' opportunities 

and needs to provide communi­
cations solutions better than any 
competitor. In doing so. Ericsson 
shall generate a competitive 
economic return to its share­
holders on their investment." 
This is Ericsson's mission, its 
utmost task, the main reason for 
its existence. The strategy docu­
ment entitled "Ericsson - enter­
ing the 21st century." which in 
future we refer to as "2005." pro­
vides a more detailed explana­
tion of the meaning of this intro­
ductory text. 

Ericsson believes in a world which 
will develop into a place where 
communication of voice, data, 
images and video is readily avail­
able to a majority of the population 
throughout the globe via a variety of 
different networks and solutions; 
with mobile and wireless access 
becoming increasingly demanded 
as full-fledged alternatives or 
extensions to wired solutions. 

People will use a multitude of 
devices for communications -
mobile or stationary - in their 
offices, homes, cars or anywhere. 
Multiple operators and service 
providers will compete with low-
priced offerings. Ericsson believes 
that the liberalization of national 
telecom regulations will continue, 
and foster this development. The 
satisfaction of the enormous 
demand for basic communication 
infrastructure build-out in develop­
ing countries might however be 
determined locally to require con­
tinued governmental subsidies and 
monopoly regulations. 

In Ericsson's future world a new 
industry logic -"info-communica­
tions" - is emerging, driven by the 
business community seeing new 
opportunities for performance 
enhancement, and by people's 
desire for interactive services, com­
munication, knowledge, education 
and entertainment. 

ERICSSONS' ROLE 
Ericsson sees itself in a role as one 
of the major progressive forces, 
active around the globe, enabling 
and pushing for such mass commu­
nication to happen, for telecommu­
nications to be available to a majori­
ty of the world's population. There is 
a well-documented correlation 
between the development of 
telecommunications in a given 
country and that country's econom­
ic, industrial and social develop­
ment. Ericsson's employees can 
feel pride in knowing that Ericsson 
actively participates in this process. 
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'We will become the world's I 
f 

BY: LARS-60RAN HEDIN 

THE GREATEST CHALLENGE TO ERICSSON'S 

new Mobile Telephones and Terminals 
Business Area is to create a unified pic­

ture of Ericsson and its offerings, based on the 
Business Area's products. Johan Siberg, manager 
of the Business Area, is convinced that this can be 
done. In Seville he promised: "We will become 
the world's best-known brand." And he detailed 
his vision of Ericsson's opportunities in the con­
sumer market. 

"We are facing a great challenge. We are deter­
mined to be a world-leading supplier and to have 
the most-satisfied customers. Today, we have 
between 15 and 25 percent of the market, very 
good profitability, and a positive cash flow. To 
that extent, we can make all those who have a 
stake in Ericsson happy. 

An important task of the Business Area will be 
to support Ericsson's total range of systems. This 
can be done in several different ways - not only 
through the unit's investments - the largest with­
in the Company - to make the "Ericsson" name 
known throughout the world. 

"We view ourselves as a distribution channel 
for other business areas in the future, when they 
develop products that are suitable for the mass 
market. We are accumulating knowledge of who 
the consumers are. There are 5.8 billion potential 
Ericsson customers out there. They are all indi­
viduals with different cultures, different needs, 
and so forth. That is why we are working hard to 
increase our knowledge of how the mass market 
functions." 

The Business Area has a growing portfolio of 
its own products to offer. New products are being 
developed in a never-ending stream. The product 
line is being increased continuously. It is estimat­
ed that 200 million mobile telephones, 50 million 
personal pagers and 50 million cordless data ter­
minals will be sold throughout the world each 
year by the turn of the century. Plus a great many 

Ericsson s vision 

other products whose appearance and function 
we can barely imagine. 

"Ericsson stands to gain a great from all this. 
That is why we are working so hard to build up 
our brand name and to fine-tune our production 
apparatus." 

Ericsson's production of mobile telephones is 
highly efficient. It is structured so that each plant 
concentrates on one or more system standards. 
Production is synchronized with orders received 
from customers, thereby avoiding costly buffer 
inventories. Despite the fact that a large number 
of products are being produced, common elec­
tronic and mechanical platforms are used to a 
high degree. 

"We will launch a new common platform each 
year and upgrade it every six months," Johan 
Siberg says. A number of the new products this 
year are so-called dual-band products, telephones 
that function in the different frequency bands 
used for the same standard - 900 Mhz and 1800 
Mhz for GSM, for example. 

"And we will be producing a telephone for the 
Japanese standard," he adds. 

JOHAN SIBERG HAS A CLEARLY FORMULATED VISION 

for the year 2000. Ericsson will dien be the 
largest supplier of mobile telephones, the compa­
ny that others prefer to work with, the company 
that is best at focusing on customers, and the 
manufacturer with the most efficient production. 

"The structure that we have now applied to the 
Business Area is an important element in our 
efforts to realize these visions. We have divided 
our operations into three market regions and 
three business groups, depending on the stan­
dards for which telephones are being produced. 
These two dimensions - market and product -
form a matrix corresponding to the one that Eric­
sson applies to its entire organization. 

"Today, 9,000 persons are working within the 
Business Area. Together, we achieved sales of 
SEK 21 billion last year!" • 
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Ericsson's vision of the future is divided into three parts. Each deals wi th an important 
dimension of the company's operations, our business, our people and our structure. 

Business: 
The leading global supplier 
Ericsson is the reading global 
supplier, with a business con­
cept defined as to supply: 
• communication network 

solutions and services, 
• wireless/wired networks 

and devices, enabling voice, 
data, image and video com­
munication, 

• support services and sup­
porting systems for the 
commercial and technical 
operation of such networks 
and services. 

People: 
Top innovators and entre­
preneurs working in global 
teams. 
The world's best people are 
attracted to the outstanding 
personal development oppor­
tunities in the creative and 
open Ericsson work environ­
ment. 

Ericsson's empowered and 
proactive employees demon­
strate leading-edge use of 
communication tools, part­
nerships and teamwork. They 
are continuously developing a 
competence lead in foresee­
ing and satisfying customer 
needs. 

Structure: 
The pr ime model for net­
worked organizations. 
Ericsson is perceived as one 
global company, setting the 
standards in managing a flexi­
ble and borderless networked 
organization. 

World-class execution is 
the benchmark for all activi­
ties within the company and 
for all sourcing via partners 
in the Ericsson network. 

From the very start Ericsson manufactured products for the mass 
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Dest-known brand!' Ericsson s strategy 

A company's strategy is the path 
chosen to reach its goals, to 

! complete its mission and reach 
the objectives formulated in the compa­
ny's visions. For Ericsson. "2005" result­
ed in a new strategy which w i l l lead the 
company to a leading position in its 
industry. 

• Deregulation of telecom markets. Increasing 
competition between incumbent and new 
players in the market 

• The rapid development of new communica­
tion and information handling products 

• The foreseeable convergence of the telecom, 
data and media industries 

These four forces are creating an unpre­
dictable and fast-moving market, the "info-
com" market. End-user preferences will to a 
greater extent determine which solutions, ser­
vices and products will predominate. 

Ericsson's new strategy has been heavily 
influenced by this trend. It can be summarized 
in six points. 

Broad offering broad range 
of customer segments 
Ericsson's strategy in this volatile world is to 
serve its worldwide customers with a broad 
offering including solutions, services and 
products for both traditional telecommunica­
tion networks and for future multimedia com­
munications. Ericsson will thereby be in a 
position to serve, support and assist its pre­
sent customer base in their transitions into 
new businesses and roles, and also to serve 
new customers entering the infocorn market. 

Accordingly. Ericsson's strategy is to serve a 
broad range of customer segments, including 
present and new operators, service providers, 
corporations and organizations, as well as 
professional end users and consumers. 

i I 

market The company's telephones were quick to triumph throughout the world. 

Marketing skills, selective 
marketing & sales 
The growing number of potential customers in 
the market will, however, make a concentra­
tion of sales efforts necessary. Competence for 
market analyses and market planning shall 
thus be increased. 

The trends toward continuing convergence 
of customer needs and technologies for com­
munication solutions, e.g. the foreseeable con­
vergence between fixed and mobile communi­
cation, support Ericsson's "one company-
approach toward the customers. 

Leverage Ericsson s 
worldwide presence 
Ericsson's worldwide market presence and 
numerous local establishments give Ericsson 
a unique chance to capitalize on the trend 
towards globalization and internationalization 
of the infocorn market. 

The strategy is therefore to leverage this 
worldwide presence to serve and support 

Continued on next spread 

CONTACT IN DEPTH I APRIL IGQ7 • 



strategy for the future 

A challenge 
for Infocom 
System 

BY: LARS-60RAH HEDIN 

" W H A T A CHALLENGE I T IS T O TAKE 

Ericsson into the information society!" 
Anders Igel exclaimed in Seville. 

"We in the Infocom Systems Business Area are 
the ones who are to satisfy the market's need for 
high bandwidth. We are to operate in a market 
where "Bell heads" meet "web heads" - and be the 
fastest boats in Ericsson's fleet Addressing die 
assembled company managers, Anders continued: 

"When we met in Kuala Lumpur last year, I 
asked you to sell like hell. And you did. We were 
able to increase our sales to SEK 48,5 million in 
1996. Well done!" 

Anders Igel returned to the theme of the 
Seville Forum: Ericsson's future. 

"Internet Protocol (IP) communications make 
it possible to develop a long line of new telecom­
munications services. At the same time, demands 
for bandwidth are increasing all the time. Most of 
us now appreciate how rapidly die information 
society is developing. With the new line-up of 
teams in our Business Area, we are ready for this 
development:" 

"The Public Networks Business Unit is work­
ing with fiber, copper, radio and AXE. We are 
offering total solutions, from the design of net­
work to advanced operating support." 

"Enterprise Networks, which has taken over a 
large customer base from the old Business Net­
works Business Area, is offering the world's best 
business exchange, the MD110, as well as Busi-
nessPhone, DECT and integrated data systems." 

"The Transport and Cable business unit is 
active in an area where Ericsson has to strength­
en its positions. But we have one of the world's 
best product portfolios in this area today!" 

"Datacom and IP Networks is a new baby that, 
as yet, we really don't know what to do with. 
What we do know is that we have to increase our 
expertise in this area to avoid problems in the 
future." 

THE PROSPECTS THAT INFOCOM SYSTEMS WILL 

become a profitable business area are good. More 
than 100 million new lines are installed in the 
fixed-wire network each year. The market is 
increasing at a rate of more than 10 percent 
annually. The increase for data communications 
is even higher: 30 percent. Ninety percent of the 
world's inhabitants still do not have telephones. 
Only one percent have access to telecommunica­
tions with multimedia capacity. There is a great 
deal to be done in this area." 

"If we are to succeed, it is important that we do 
something about the gap that existed earlier 
between our knowledge of the market and the 
focus of our research. We saw what happened 
with SDH and ATM. And we have to reduce our 

Broadband networks are the method of the future. In the early days of the century networks were more visible than they are today. 

costs drastically. We want Infocom Systems to be 
a speedy power boat but our plants and our 
administration sometimes resemble supertankers. 
We must be an expert communications company 
that focuses on speed." 

Ingemar Nilsson added to the picture showing 
how dynamic the market for public telecommu­
nications networks has become. 

"In 1995 we had 190 customers throughout the 
world. Last year the number had increased to 
300. In Great Britain this year, for example, we 
have 13 customers - the same number in Sweden, 
and nearly 10 in Mexico." 

"The number of customers is increasing steadi­
ly and they are making demands on us that differ 
completely from those imposed earlier. Today, 
they want proposals for complete solutions, 
rather than reactions to complete order inquiries. 
Customers think that our lead times are too long 
- especially where software is concerned - and we 
have to make major improvements to become 
what we are trying to be - the supplier customers 
prefer above all others!" 

"We have responded to these demands by 
reducing lead times for exchange systems by 40 
percent, and we are constantly improving our 
products." 

Ingemar Nilsson unveiled the prototype for a 
new AXE access switch in a small cabinet only 1.5 

meters tall - one fourth the size of its predeces-

"We have rationalized production substantially, 
but we have to continue to rebuild our delivery 
structure," Ingemar said, warning that "our cus­
tomers are not prepared to pay extra for our large 
production organization." 

Bo Dimert, the head of Enterprise Networks, 
described the continuing success of the MD110 
exchange. Its share of die market has increased 
from 7 to 12 percent and Ericsson's flagship busi­
ness exchange was recently ranked number one in 
an international market survey. 

"We are also a market leader in providing oper­
ations and maintenance support systems for 
PBX-es and we dominate the market for cordless 
business telephony," Bo said. "We are the largest 
suppliers of so-called 'call centers' in Europe." 

"To further improve our market position, we 
have to develop indirect sales channels to reach 
customers. We also have to reduce our sales and 
distribution costs. And to increase our profitabili­
ty, we have to sell a higher percentage of profes­
sional services for which we can be well paid. We 
will double our business over the long term, with 
at least 40 percent of revenues consisting of sales 
of services." 

Rory Buckley, the newly appointed manager of 
Transport and Cable, questioned why he had 
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An early model of network management 

accepted the job. Entering this segment of the 
market is a tough assignment, but it can be done. 

"We still have strong sales of traditional PDH 
transport equipment," he said. "In the SDH sec­
tor, we have the best digital cross-connects in the 
world and we are well in the forefront in other 
product sectors." 

Anders Igel discussed the future of the Data­
com and LP Networks business unit. He noted 
the need for a stronger presence in the U.S., 
where most of the action in this segment is taking 
place, as well as the need for Ericsson to 
approach Datacom as a small entrepreneurial 
company rather than as the international giant 
that the company has become. 

"We have a great deal to offer," he said. "Data­
com needs the robustness that characterizes tele­
com networks. We have to focus on large net­
works and on IP-based systems. In these areas we 
can already offer Eripax Frame Relay; ATM from 
our partner, GDC; routers from Cisco and Bay 
Networks; solutions for Virtual Private Intranets, 
and other complete network solutions." 

"In the future we have to increase the percent­
age of Ericsson-made products that we are offer­
ing. We are working on this." 

"We know that Infocom Systems is the right 
supplier for large international companies. We 
have the products they need, and we know the 
market!" • 

continued from previous spread 

all customers with the same excellence -
whether they are customers with global, 
regional or local activities. 

Competence for customized 
business solutions 
Ericsson shall respond to an increased demand 
for comprehensive communication solutions 
and services for individual customers. This will 
require a profound understanding of the cus­
tomers' businesses and the end-user market. 
Ericsson shall therefore enhance the marketing 
competence for such purposes and the compe­
tence for providing solutions and services, close 
to the customers in the worldwide market orga­
nization. To be regarded as a valued contributor 
and even a member of strategic customers' 
organizations is a goal. 

Fast and low-cost operation 
In order to meet customer demands. Ericsson's 
strategy is to shorten time to customers by 
strengthening the coordination of the market 
organizations: striving for flat, flexible, border­
less, entrepreneurial and project-focused orga­
nizations and working methods - like concurrent 
engineering - by speeding up internal process­
es. 

As need occurs. Ericsson shall further develop 
distribution channels for products satisfying 
demands for speed, flexibility and mass market 
coverage. 

Short time to market and low-cost operation 
will be of major importance for success. Focus­
ing on architectures. Ericsson will concentrate 
its R&D resources into core areas where Erics­
son deems itself to be, or be within reach of 
becoming a world leader, and selectively into 
such other areas where Ericsson has a clear 
competitive edge. 

In other areas Ericsson will source or co-
develop with external partners, using an active 
sourcing and partnering strategy. R&D programs 
shall continuously be closely correlated with 
market developments, with possibilities for 
rapid redirection. 

The same flexible strategy will be valid for the 
production area where in-house production will 
be concentrated to core areas where Ericsson 
has clear competitive advantages of owning pro­
duction. 

Promote market development 
Deregulation of telecom markets is generally 
promoting a rapid market growth. Paired with 
technological improvements, dynamic forces are 
let loose creating new possibilities for mass 
communication of voice, data, image and video. 
Ericsson shall, as appropriate from market to 
market, promote liberalization of telecom regu­
lations, benefiting from the resulting market 
growth by actively creating and pursuing the new 
opportunities. 

Ericsson shall also support the creation of a 
multimedia mass market with an increased 
number of interactive services delivered elec­
tronically to end users. This will spur demand 
for a build-out of networks and creation of new 
services. Ericsson shall actively participate in 
these markets, alone and with partners, and 
promote the integration of multimedia in tele­
com networks by offering equipment and solu­
tions for real-lime communication. 
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Springboard or pitfall? 

accounts 
- an innovation 

that stirs 

BY: URS-60RAN HE01H 

ONE OF THE INNOVATIONS IN ERICSSON'S NEW ORGANIZATIONAL STRUCTURE IS THE 

establishment of so-called Global Account Executives. They are persons in high posi­
tions within the Company who are ultimately responsible for Ericsson's relations with 
its largest customers - those who operate globally. In Seville, Bo Hedfors, who heads 
up Ericsson's operations in the United States and who is himself one of die Global 
Account Executives, described the importance of the "global accounts" for Ericsson. 
The subject is a "hot" one and gave rise to a long discussion in die panel debate that 
followed Bo's presentation. 

"Global accounts are somediing that customers today are demanding from us," Bo 
Hedfors declared. "As the operations of large customers become increasingly global, 
the customers want to work more closely with Ericsson and diey want 'central' con­
tracts with us covering pricing, discounts and the like for all of O I U I 
their transactions with us. This includes transactions widi \J 1 0 D 3 1 
companies in which die global companies are only part-
owners. 

"I can give many examples of how important the 
global accounts are - and will become - for Erics­
son. I personally am responsible for one of our very 
largest customers, AT&T. It is one of die twelve glob­
al customers whose headquarters are located in the U.S., and (163 iGQ 
for which our company - Ericsson Inc. - is mainly responsi- . 
ble. The largest of these companies account for combined r G 3 C ( I O n S 
annual sales of four billion dollars. And there is a substantial 
business potential in signing global contracts with companies of this type." 

"AT&T, which up to now has done business mainly via AT&T Wireless Systems -
die former McCaw Communications - is now expanding its transactions with Ericsson 
to include systems for fixed-wire telephony. This is largely due to the fact that we have 
a global account with the company - an account diat already exceeds one billion dol­
lars." 

"SBC Communications Inc., managed by Southwestern Bell, is another large global 
customer that is about to become even larger as a result of a merger with Pacific Tele-
sis. SBC's purchases from us also amount to several hundred million dollars and die 
company is promising larger deals if we can offer global prices and discounts." 

A supervisory group has been established to guide Ericsson's global accounts pro­
gram. It includes Bengt Forsberg, Senior Vice President-Corporate Markets; Ake 
Persson from Mobile Systems and Rolf Eriksson from Infocom Systems. The group's 
task is to ensure that prospective new global customers are offered diis form of co­
operation with Ericsson. There are already more than 50 global accounts that con­
tribute a very large percentage of the Company's sales. 

But diere are also problems associated widi global accounts. Bo Hedfors referred to 
a couple of diem diat are generally brought up during the course of internal discus­
sions: 

• By operating in this manner we are shifting revenues from one sector of Ericsson 
to another. This is not always appreciated by diose whose revenues are being eliminat­
ed. And diere is, of course, the risk that global contracts will result in increased pres­
sure on prices. A contract based on global price lists may divert from the pricing in a 
single country. The effect may be similar in contracts that often contain global dis­
count clauses. 

THE PROBLEMS WITH GLOBAL ACCOUNTS WERE UNDERSCORED BY SEVILLE DELEGATES 

in a panel debate following die presentation. Raimo Lindgren, the head of Ericsson's 
operations in Spain, declared: 

"There has to be total control over our agreements with customers to whom we give 
global accounts. The global account executive has to have a clearly defined responsi­
bility for pricing and for the rules that apply. This, in turn, requires that die Compa­
ny's business areas apply the same pricing strategy - which they are not doing today." 

"The trend is toward die harmonization of prices between different countries," 
Ingemar Nilsson said. But he warned that global price agreements can in practice 
become a "ceiling," from which discounts are dien negotiated. And he underscored 
how important it is for global customers to be treated equally well by Ericsson, regard­
less of where in the world diey are dealing widi die Company. 

Kurt Hellstrom urged caution in establishing global accounts. 
"This is one of the most difficult problems we will have to deal widi in die future," 

he said. "We should therefore not be in a hurry to introduce global accounts. We have 
to appreciate that diey put pressure on pricing and that diere is always a risk that Eric­
sson will end up in a defensive position widi respect to die customer," Kurt warned. 

"The global accounts should not make it more difficult for us to exploit and benefit 
from our advantages," he added. 

Johan Siberg joined the discussion widi advice to die global account executives: 
"Focus the global contracts more on taking care of the customer dian on pricing." 

Bo Hedfors noted in his presentation that the global accounts as they are constituted 
today are not the final solution to Ericsson's way of doing business. "But diey are defi­
nitely a bridge to our future way of operating," he said. • Ericsson has been a global enterprise almost from the start The new element is that our customers 
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Ericsson's strategic objectives 
Investment in Ericsson shares 
shall be attractive 
The overall strategic objective is to continue to 
generate the return needed on capital employed 
and on equity to enable sound financing of mar­
ket investments and development costs required 
for growth: and to secure a competitive economic 
return for shareholders on their investments in 
Ericsson. 

By making Ericsson's vision come true via the 
business concept and strategies outlined above, 
this overall strategic objective will be met. 

Ericsson shall capitalize 
on the customer base 
Ericsson is the recognized leader in mobile tele­
phony Ericsson has a unique market position, 
with the AXE system being the world's most 
widely used digital circuit switching system 

To a large extent. Ericsson's telecom systems 
have an architecture with proprietary interfaces, 
maintaining a market for complete system deliv­
eries, services, expansions, upgrades and addi­
tion of features from Ericsson. 

It is a prime strategic objective for Ericsson to 
persistently and aggressively explore and devel­
op the commercial opportunities created by this 
advantageous market position. Ericsson shall 
thus capitalize on its large customer base, its 
large installed base of systems, its recognized 
brand, and its world class products and systems. 
This shall be accomplished by Ericsson proac-
tively serving and assisting its customers, being 
their best business partner. 

Ericsson shall be prepared for possible 
charges in market demands towards 
open system structures and more cost-
effective transport infrastructure 
The transport infrastructure and the service pro­
visioning infrastructure are to be separated. 
Enabling a multitude of service providers to offer 
services from many separate computers 
(servers) connected to the network will fuel a 
rapid development of "network-centric" services 
as opposed to driving functionality and services 
into the end-user devices. In tune with market 
demands Ericsson shall be able to provide open 
system based services in co-operation with 
application providers, assisting its customer 
base to act in a service provider role. 

Cost-effective infrastructure and low-cost 
operating systems for network operators, service 
providers and end users will be required for the 
supply of low priced on-line multimedia services. 
In fact, the limitations of available funding for 
info-communication infrastructure in the world 
makes more cost-effective infrastructure a 
necessity for the build-out of the networks to 
accommodate the increasing need for bandwidth. 
Cost-effective solutions will be required also for 
developing countries with large unsatisfied basic 
communication demands. Ericsson shall prepare 
itself for such market demands. 

Open interfaces will allow each industry partic­
ipant to focus on its respective key competence 
area, thereby enhancing the competitiveness of 
offerings in the market. In such a development 
towards open interfaces. Ericsson shall focus on 
the primarily software-based functionality layers, 
leveraging its network competence. Coordinated 
with market demands. Ericsson shall direct R&D 
efforts towards designing open systems. 

Ericsson shall have a strong software 
and data culture in the company 
Software is the most important enabling technol­
ogy in Ericsson's future businesses. Profound 
datacom competence is a must for participation 
in the info-communication business. The active 
transition from a hardware company to a soft­
ware company allows Ericsson to run its busi­
ness smarter, cheaper and with better quality 
than its competitors. 

Ericsson shall foster a software culture by: 
• Adapting to the shift towards the "data para­

digm" in the infocom business. Increasing the 
software-based sales of functions. 

• Constantly developing software pricing mecha­
nisms and software marketing methods. 

• Focusing on efficiency and quality in software 
development. 

• Developing its internal business control and 
management systems to highlight key success 
factors in the software development work. 

• Actively participating in the software and data 
industry, its organizations and standard devel­
opments. 

• Adapting to the data industry standards in lay­
ering software etc.. enabling the use of 
sourced standard building blocks. 

• Creating an attractive environment for 
advanced software professionals within the 
company. 

Ericsson shall have proactive empow­
ered employees who have the compe­
tence and drive to make Ericsson the 
winner in an industry in transition 
• Ericsson shall increase empowerment and 

motivation through effective leadership and 
management systems. The aim is to fully uti­
lize the skills of all employees, thus increasing 
the number of initiatives taken within the 
framework of the company's vision, objectives 
and strategies. Ericsson's proactive empow­
ered employees shall feel that they have the 
opportunity to experience lifelong learning 
within Ericsson. 

• Ericsson shall develop leaders who can man­
age operations in a business environment that 
is becoming increasingly complex, and in 
which creativity, flexibility and speed are cru­
cial. Demands on the next generation of lead­
ers will be different than today. The ability to 
use all four dimensions of the Ericsson Man­
ager - business manager, operations develop­
er, competence developer and team builder-
will be a prerequisite. In addition, effective 
two-way communication shall be strength­
ened, as well as the ability to lead with vision 
and work strategically using a holistic view. 
Ericsson shall actively rotate and develop lead­
ers from many countries to further strengthen 
competent international management teams. 

• Ericsson shall develop a business-focused, 
team-oriented and open culture which pro­
motes sharing of information and experiences. 
By participating in multiple teams (organiza­
tional, functional, virtual and external) employ­
ees develop a true Ericsson team - spirit, 
which supports a borderless organization and 
increased effectiveness. 

• Ericsson's values - Professionalism. Respect 
and Perseverance - form the basis for the cor­
porate culture. As market conditions and cus-

Continued on the next spread 
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strategy for the future strategy for the future 

X 
"This is how 

we are finding 
the way to 2005 

Ericsson's strategic goals. 

" W E BEGAN BY DRAWING UP T H E THREE 
scenarios for the future in our industry. 
Based on them, we developed a 'Wanted 

Position' for the year 2000 - a description of 
what we have to accomplish to be on the right 
track to 2005. And we identified the ten critical 
issues Ericsson will have to deal with. With the 
aid of our strategic objectives, we will be able to 
handle these issues." 

That is how Lennart Grabe, Senior Vice Presi­
dent-Corporate Business Development, summa­
rized the work to date on "2005" and Ericsson's 
new strategies. 

Lennart opened a session of the Seville Forum 
in which Ericsson's companies in Australia, Den­
mark and the U.S. reported on how they have 
started the journey to 2005, with "Wanted Posi­
tion" as the first stop in the year 2000. 

Gillian Bowers, personnel manager at Ericsson 
Australia, described the comprehensive and 
ambitious program that the Australians have 
undertaken in connection with the "2005" pro­
ject. 

"We have worked hard on Wanted Position 
and 2005," Gillian reported. "We have a good 
starting point. Ericsson is an industry leader in 
Australia and since we received the Australian 
quality prize last year we have an even better rep­
utation than we had earlier. We have truly appre­
ciated the need to be a world-class operation." 

"Our challenges are to develop new business 
more rapidly than we have been accustomed to 
doing. We have to understand and react quickly 
to changes in the market. And we also have to -
as we say - empower our employees. By that we 
mean that we have to give them more influence 
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over their work in order to release their creativity 
and talents." 

Ericsson Australia has set a course toward three 
areas of Wanted Position: business, employees 
and structure. 

"As regards the business dimension, we are 
now shifting the focus from technology to cus­
tomers and their customers - die end-users in 
telecommunications systems. Our joint market­
ing activities with Telstra are an example of con­
crete projects in this area," Gillian noted. 

"Our customers have very clear ideas of what 
they want from us and they are demanding that 
we provide good answers to their proposals. To 
be able to do so, you have to do more than focus 
on the customer; you also have to understand the 
entire market in which you are operating." 

ERICSSON AUSTRALIA IS TACKLING THE SECOND 
dimension in Wanted Position - the employees -
by means of many different activities. 

"We are investing in competence-develop­
ment. We are working to change the role of man­
agers. We are increasing our investments in exec­
utive development, with strong emphasis on our 
candidates for managerial positions within our 
Management Planning program. And we are 
studying how we handle our jobs, in order to 
determine exactly how various tasks can be per­
formed in the best possible manner." 

"It is a matter, ultimately, of utilizing the 
human capital in the company. This is the area in 
which our competitive advantages lie." 

"We have also introduced a new system of 
compensation that is based in part on objective 
performance data and in part on our quarterly 

reviews of all segments of the business. We are 
doing this so that our employees will feel that it 
pays to do a job well, and will see the connection 
between their own performances and the compa­
ny's commercial results." 

The program involving the company's struc­
ture - the third dimension in Wanted Position -
focuses on the need for flexibility and better 
information technology (IT) support. 

"We have to have an organization that shapes 
and adapts itself for the future rather man being 
focused on problem-solving, which was the tradi­
tional way of operating." 

"So we are working hard to become faster at 
everything we do. We are optimizing our entire 
delivery chain to get goods out to customers 
quickly." 

"What we have learned is that change is diffi­
cult and time-consuming. Personal changes are 
the most difficult of all. But by communicating 
with each other more than we ever did before -
and making everyone a participant in the compa­
ny's concerns - we are reaching our objectives." 

"That is how we will handle the journey to 
2005. Not changing is not an alternative for us. 
And being number one is the only thing that 
counts," Gillian emphasized. 

BJORN OLSSON, ERICSSON'S PRESIDENT in Den­
mark, also reported that the Company had 
strengthened its position in his country. The 
Danish telecommunications market, which has 
been completely liberalized since 1996, is impos­
ing heavy demands on suppliers. This is true, in 
particular, in the case of a company that is a mar­
ket leader in both fixed-wire and mobile net-

works. Now the Danish company, too, is working 
actively to cope with the changes required by 
developments in its market. 

"We have to change from selling products to 
offering total solutions," Bjorn said. "And we 
have to adapt to different market conditions for 
different segments of our product line. In Den­
mark we are now concentrating on improving, 
and on our capacity to change, by focusing on 
three critical factors: 

• All employees must understand, and become 
involved in, our objectives and how we are 
achieving them. 

• Links have to be established between individ­
ual efforts and the company's results. 

• Employees must be given greater freedom of 
action. Ninety-five percent of all decisions 
should be made by those direcdy involved. 

"We teach our managers how to handle con­
frontations at such an early stage that they do not 
result in conflicts," Bjorn noted. "In this way, we 
release a great deal of energy, and this has con­
tributed substantially to creating a more open 
atmosphere in the company." 

Lennart Grabe concluded the discussion on 
the journey to Wanted Position in the year 2000 
by observing that a great deal that should be 
done involves the human factor. 

"It is largely a matter of changing our own atti­
tudes and those of our employees," Lennart said. 
"Different companies have different approaches 
but we are working toward the same objective." 

Those words can serve as a summary of the 
entire Seville Forum. The general opinion of the 
delegates was that Ericsson has never been as 
unified as it is now. • 

tomers charge, the goat shall always be to 
develop Ericsson's values and culture so that 
they support Ericsson's ability to fulfill its 
mission. Ericsson's employees of all nation­
alities will appreciate and take pride in being 
part of the organization, doing things the 
"Ericsson way." The meaning of the values 
shall therefore repeatedly be communicated, 
discussed and developed together with the 
employees so that everyone can understand 
them and relate to them. A strong common 
culture unites the organization, supports 
worldwide efficiency and internal communi­
cation, creates respect among customers and 
creates a competitive edge. 

Ericsson shall develop diversity into a 
dear competitive advantage by fully 
utilizing the competence and thinking. 
• Ericsson shall increase employees' aware­

ness of business and the results expected. 
This awareness, combined with improved and 
faster feed-back from leaders, will increase 
motivation and understanding in relation to 
"new competition" and its requirements for 
break-through improvements in terms of 
speed and responsiveness. The entire Erics­
son organization should be characterized by a 
constructive impatience and sense of 
urgency. 

• Ericsson shall recognize and regard the busi­
ness impact of increased speed and respon­
siveness, leadership, empowerment, individ­
ual proactiveness and teamwork. 

• Ericsson shall have an organization set for 
speed, proactiveness, innovation, entrepre-
neurialism and market focus 

• Ericsson shall strengthen the market dimen­
sion in its matrix organization. Utilization of 
the quality, talents, management skills and 
knowledge of alt employees of different 
nationalities and locations in the global orga­
nization, combined with flexible and entre­
preneurial working conditions shall allow for 
competence and business development close 
to the market. 

• Ericsson shall report more visibly on local 
results and local value added. Equal impor­
tance shall be put on the customer, market 
and product dimension reporting. Ericsson 
shall focus more visibly, in all parts of the 
organization, on the continuous measure­
ment of "real-lime issues" affecting time to 
the market and time to customer. 

Ericsson shall add more marketing 
and customer-solution competence 
locally in the market organization. 
• Local professionals shall be employed to an 

increasing extent. Competence centers and 
corporate functional support for geographical 
areas covering several countries shall be 
established in the relevant area when 
deemed appropriate. With competent person­
nel, Ericsson shall work as closely as is pos­
sible and appropriate with its customers; cre­
ating an understanding of the customer's 
business and actively contributing in achiev­
ing the customer's business goals. 

• End-user understanding shall be increased 
by a general focus on the subject in all parts 
of the organization and by decentralized ini­
tiatives. 

• Ericsson shall develop open and generous 
work environments to facilitate a borderless 
organizational concept. All possible actions to 

develop more effective working and commu­
nication processes will be explored. 

• Ericsson shall provide employees with the most 
efficient working tools. The marketing opportu­
nity of a workforce demonstrating leading-edge 
use of communication tools will be fully utilized. 
Furthermore. Ericsson shall deploy compe­
tence centers located dose to customers, read­
ing universities and research communities. 

• Ericsson shall within the company create 
structures and systems that give employees 
the benefits of working in both a large and a 
small company. The small company benefits 
can be exemplified as follows: Close cus­
tomer contact, opportunity to see impact on 
business results, easy to connect regards to 
achievements, little bureaucracy and quick 
decision processes. 

Ericsson shall have an R&D organi­
zation set for speed and flexibility 
Growing business dynamics in the market will 
make it inherently difficult to project future suc­
cessful product offerings. In order to be the 
leader in new business segments, the R&D 
organization must be optimized for the fastest 
possible development speed. That requires an 
R&D organization which: 
• Focuses on architectures which will allow 

maximum modularization 
• Consistently uses road maps to predict and 

take into account possible developments of 
key technologies and competencies 

• Makes decisions on what to source or do itself 
or to develop together with partners, based 
strictly on business and market considerations. 

• Continuously develops necessary components 
to such a status that product development is 
basically system integration. Projects shall be 
run according to the "small company 
approach" for maximum speed and flexibility. 

Ericsson shall run its business as 
a "low-cost operation". 
The infocom market is increasingly being dri­
ven towards decreasing prices and an 
increased use of standard modules and prod­
ucts. As a leader in this industry. Ericsson shall 
adopt a low-cost operation philosophy for all of 
its activities and in all planning for the future. 
For an increasing number of products, a mass-
market logic must be observed in the whole 
chain from design through to distribution via 
multiple channels. Short product cycles and 
mass production will necessitate concentration 
of Ericsson's own production to selected core 
areas and an active outsourcing strategy. Out­
sourcing shall however be done in a coordinat­
ed way and only to the extent, and in such a 
manner, that Ericsson does not become unduly 
dependent upon the performance of others. 

Ericsson shall explore the business 
opportunities with partners 
Ericsson's strategy of providing its customers 
with a broad range of products must be paired 
with an active partnering and product-sourcing 
strategy. The cost pressure and the need for short 
time to market makes it impossible to do every­
thing in-house. In a selective and well coordinated 
way. Ericsson shall therefore work with partners 
in its business and actively introduce a culture 
where partnering is normal and as a result "not 
invented here" reactions do not arise. With a gen­
erous attitude Ericsson shall develop a skill for 
creating "win-win" situations with its partners. 
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It started in 

SONT 
Lars Ramqvist unveiled 
Ericsson's new 
organization in 1990 

IN SEPTEMBER 1990, A FEW MONTHS after 

he had become Ericsson's President and 
CEO, Lars Ramqvist gathered his troops 

around him for the first time. Against the back­
ground of the south German alps, Ericsson man­
agers came together for several days of meetings 
that can be described most accurately as the new 
chief executive's "program declaration." It was 
here, in Sonthofen, that Lars Ramqvist presented 
"Ericsson in the '90s," a document that was to 
guide Ericsson's operations for the greater part of 
the decade. And it was here - or, more precisely 
in Stuttgart, on the last day of the meeting - that 
Lars Ramqvist unveiled Ericsson's new organiza­
tion structure, presenting a long list of changes in 
the Company's management that had been kept 
secret up to then. 

The new structural concept that Lars Ramqvist 
introduced was primarily the stronger emphasis 
on the importance of markets for Ericsson. The 
Company was now organized in accordance with 
a matrix in which markets constituted one dimen­
sion, and product areas - consisting of business 
areas and business units - the other dimension. 
To unify this matrix, the corporate functions -
the units that support the Executive Committee 
in key areas of expertise - were strengthened and 
expanded. 

The new "market" dimension was represented 
in the "Sonthofen model" by Ericsson's Major 
Local Companies. In accordance with this con­
cept, which was new in 1990, all of Ericsson's 
activities in the largest markets were represented 
by a single company. The purpose, of course, was 
to implement one the important principles set 
forth by Lars Ramqvist in Sonthofen: that Erics­
son should present "one face to the customer." 
Today, there are Major Local Companies in Aus­
tralia, Brazil, France, Italy, Japan, China, Mexico, 
the Netherlands, Spain, Great Britain, Germany 
and the United States. India and Russia are fast-
growing markets that will acquire Major Local 
Companies later this year. 

WHEN THE SONTHOFEN MEETING WAS HELD, 

Public Telecommunications was still Ericsson's 
largest business area, followed by Radio Commu­
nications, a newcomer in second place. Business 
Communications, which at that time was still a 
completely separate business area, had great 
expectations for the new DECT technology that 
was enthusiastically presented by the Dutch com­
pany. 

This was a market that the optimists figured 
would amount to millions of dollars annually, and 
which Ericsson would be able to capture almost 
exclusively. 

During this period Ericsson was producing 

"We will move rapidly ahead if we all pull in the same direction." It was in Sonthofen that Lars Ramqvist took the helm as he brought Eric­
sson's top managers together for the first time. Photo: LARS ASTROM 

analog mobile telephones, half-heartedly and 
without any great confidence in its ability to earn 
much money from such things. GSM had not yet 
been introduced, so digital mobile telephony was 
still untested commercially. Although many per­
sons had some idea of the dynamics of mobile 
telephony, no one dared to forecast the growth 
figures that have been recorded since the intro­
duction of the GSM, D-AMPS and PDC stan­

dards. And no one in the auditorium in Sont­
hofen could imagine that Ericsson would be a 
leader in the market for pocket telephones with 
annual production of millions of units! 

Seven years have passed since Sonthofen. What 
will the real world be like seven years from now? 
How much of the three scenarios in the "2005" 
program will we recognize? That's the big ques­
tion! • 


