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On-site in Silicon Valley 
No place in the world can match Silicon Valley in California for its huge con­
centration of computer companies. The broad stretch of valley landscape 
south of San Francisco is virtually boiling of creativity. Competition for quali­
fied personnel is extremely tough. In the heart of "the Valley," an Ericsson 
company has grown up under the conditions that will prevail for all of 
Ericsson in the future. Pages 12-13 

This is how it's done - the Mini Link, see pages 6-7 

CDMA for 
wideband 
Ericsson booked a strategically 
important contract recently 
with NTT DoCoMo, a Japanese 
mobile operator. The order 
calls for development of a so-
called wideband CDMA system 
for mobile telephony with 
larger bandwidth than present 
systems. Contact studies the 
concept this CDMA variation, 
a technology abandoned by 
Ericsson in other applications. 

Pages 4-5 

Making money 
from Customer 
Service 
Customer Service is a highly 
topical area of operations. 
During the spring, agreement 
was reached in Ericsson to 
concentrate for the first time 
on Customer Service. 
Substantial amounts of money 
can be made for a company 
like Ericsson, which has tens of 
thousands of customers in all 
parts of the world. 

Pages 18-19 

Visual Identity 
Corporate Visual Identity (CVI) 
is a concept used to shape 
Ericsson's graphic profile, lo­
gotype and trademarks. But 
the regulations governing the 
use of the logotype and trade­
marks are not always viewed 
with enthusiasm by those 
wishing to add a little spice to 
marketing materials. 

Page 10 



Exciting new opportunities in the fastest 
growing Latin American market. Brazil. ) ) 

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-AMPSIAMPS A-band alone, and new opportu­
nities evolving front the upcoming B-band license 
process, EDB requires the support of motivated 
telecommunications professionals. EDB's head­
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/ 
computet 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 

RAO/0 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 D T 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: 
+5511681-2000 

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

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

Ericsson's 90,000 employees are active in more than HO 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.se/SE/ 

Contact persons ERA/A. Stockholm: 
+46 8 7570000 

H u m a n Resources ERA/A Marianne Molin 
Gote Hedblom 

ERICSSON 

http://www.ericsson.se/SE/
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Strong first quarter reported 
Ericsson is demonstrating a new 
proof of strength in the first quar­
ter of 1997, the 22nd consecutive 
quarter with increased order book­
ings. Even measured in the increas­
ingly stronger US dollar, order 
bookings and net sales increased 
sharply during the first quarter, by 
19 percent and 21 percent respec­
tively, for comparable units. Our 
strong market organization and 
our focused investments in re­
search and development continue 
to yield very positive results. 

Ericsson's investments in research and de­
velopment, with more than 18,000 em­
ployees in 23 countries, is probably the 
most forceful in the entire telecom indus­
try. When order bookings, sales and prof­
its rise, we receive confirmation that the 
aggressive investment in research and de­
velopment is correct. I foresee that we 
must sustain a very high level of develop­
ment activity also in the future. Com­
petition will increase. 

GSM world standard 
The strong development of mobile tele­
phony in the world is continuing. The 
trend for GSM has been particularly im­
pressive. This system is practically estab­
lished as a world standard and is in opera­
tion in 103 countries on all continents, 

except South America. Ericsson GSM 
systems are installed with 94 operators in 
52 countries and we hold a 45 percent 
market share, measured in number of 
subscribers. The American digital system 
D-AMPS is also widely established, in 
Ericsson's case in 25 countries, with a 
market share of nearly 50 percent. 

Third generation radio 
In Japan, N T T DoCoMo selected 
Ericsson as one of its cooperation part­
ners for development of the first experi­
mental "third generation" radio commu­
nications system which will be able to 
handle high-speed multimedia services. 
The system is based on W-CDMA 
(Wideband Code Division Multiple 
Access) technology for multimedia ser­
vices such as full-motion video, video 
conferencing and access to die Internet. 
According to plans, full scale commercial 
launch is scheduled for the end of this 
century. I view NTT's selection of 
Ericsson as a partner as important proof 
of the confidence in our technical ability. 

Ericsson's undertakings regarding cus­
tomer financing have been made with a 
clearly limited risk exposure, which may 
be noted in light of reports about the fi­
nancial difficulties of individual operators. 

Strengthened position 
We registered a very strong first quarter 
in the business area Mobile Phones and 

Interim report first quarter 1997 
Order bookings 
Sales 
Pre-tax income 
Income per share 

SEK 39,213 m. +36 percent 
SEK 30,705 m. +36 percent 
SEK 2,020 m. +30 percent 
SEK 1.40 +28 percent 

"Change, adaptation and flexibility are absolute requirements for our competi­
tiveness,'" says Lars Ramqvist. 
Terminals, with a two-fold increase in net 
sales compared with last year. Con­
current with an increase in competition, 
we have strengthened our position 
among the leading suppliers. 

Infocom Systems has posted new suc­
cesses for the AXE system and a number of 
newh/ established network operators 
chose Ericsson's AXE system to be com­
petitive in new markets. At the same time, 
profitability is weak due to heavy price 
pressure and the costs for investments in 
data communications. Continued volume 
growth and realignments of production 
offers possibilities to improve profitability. 

High pace of change 
The demand for increased efficiency ap­
plies to all of Ericsson. We will be deliv­
ering higher volumes with fewer employ-

Foto: ANDERS ANJOU 

ees. Our personnel have had to adapt to a 
high pace of change, where new jobs are 
continuously being created while others 
are discontinued. Change, adaptation and 
flexibility are absolute requirements for 
our competitiveness. This was shown 
with great clarity in our "Ericsson 2005" 
strategy work, which is now guiding us 
into the next century. 

In order to best meet the market's and 
our customers' demands, we have estab­
lished a new organization as of January 1, 
1997, as I have reported earlier. 

The new organization has been very 
well received by our customers, employ­
ees and the stock market. Today, we see 
an even more competitive Ericsson in an 
increasingly demanding international 
market. 

LARS RAMQVIST 

• Order bookings, net sales and 
income rise 
• Strong development for mobile 
phones 
• Ericsson's order bookings increased 
36 percent, to SEK 39,213 m., in the first 
quarter of 1997, (SEK 28,757 m. last 
year). For comparable units (incl. consoli­
dation of Ericsson Telecomunicacoes S.A. 
in Brazil), order bookings rose 29 per­
cent. The increase was attributable main­
ly to the business areas Mobile Phones 
and Terminals and Mobile Systems. 

Net sales amounted to SEK 30,705 m. 
(SEK 22,658 m.) an increase of 36 per­
cent compared with the first quarter of 
1996. For comparable units, net sales 
rose 31 percent. The business area 
Mobile Phones and Terminals posted the 
sharpest increase, + 99 percent. 

Income before taxes amounted to 
SEK 2,020 m. (SEK 1,549 m.), an increase 
of 30 percent, or SEK 471 m., compared 
with 1996. The consolidation of Ericsson 
Telecomunicacoes S.A. does not affect 
the pre-tax income. As a result of the 
weaker Swedish krona, income contains 
positive currency effects of around 
SEK 100 m. compared with the same 
period last year. 

Income increased by 30 percent 
Income per share after current and de­

ferred taxes for the period and after full 
conversion rose 28 percent to SEK 1.40 
(109). 

The United States is Ericsson's largest 
market, followed by China/Hong Kong, 
Great Britain, Sweden, Spain and Italy. All 
market regions posted favorable growth. 

At the end of the period Ericsson had 
94,236 employees, an increase of 287 
since December 1996. 

As in the first quarter of 1996, cash 
flow before financial activities was neg­
ative, related to an increase in working 
capital and increased customer financ­
ing commitments. 

The equity ratio was 38.5 percent 
(40.0). 

Investments in property, plant and 
equipment amounted to SEK 1,216 m. 
(SEK 1,640 m.), of which SEK 589 m. in 
Sweden (SEK 855 m.). 

BUSINESS AREAS 
(according to new organization) 
Mobile Systems reports continued 
growth. The business area's order book­

ings rose 22 percent and net sales 16 
percent for comparable units. Subscriber 
growth, particularly for digital systems, 
is very rapid throughout the world. GSM 
is practically a world standard, with sys­
tems in 103 countries on all continents, 
except South America. The American 
digital system D-AMPS is also widely es­
tablished, in Ericsson's case in 25 coun­
tries. 

Order bookings in Infocom systems rose 
8 percent for comparable units. Net sales 
developed very positively, with an in­
crease of 19 percent for comparable 
units. As a whole, the result of the busi­
ness area was weak, due partly to price 
pressures in the business area's major 
product areas and continued heavy in­
vestments in technical development. 

The process of change to shorten lead 
times and reduce costs is continuing. 
Agreements were reached with two of 
the world's largest contract manufactur­
ers of electronics regarding the planned 
takeover of a large portion of the busi­
ness area's global printed board assem­

bly activities for AXE switches and cer­
tain access products. The business area is 
continuing with its focused efforts con­
cerning solutions for multimedia com­
munication and the Internet. During the 
first quarter a number of newly estab­
lished network operators chose 
Ericsson's AXE system to become com­
petitive. 

Mobile Phones and Terminals posted an 
increase in net sales of almost 100 per­
cent. The business area carried out a 
number of successful product launches, 
including the GF 788 GSM phone, which 
was very well received on the market. 

Other operations (energy systems, com­
ponents, cables and defense electronics) 
developed favorably, with an increase in 
order bookings of 29 percent and a sales 
increase of 20 percent. Ericsson 
Microwave Systems' airborne radar 
Erieye continues to attract interest on 
the market and was selected for the 
Brazilian SIVAM system for airborne sur­
veillance of the Amazon region. 
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B t i t st for broadband 
An announcement was made re­
cently that Ericsson has been cho­
sen by NTT of Japan, along w i th a 
handful of other leading telecom 
companies, to develop multimedia 
networks for the future of mobile 
telephony. The system wi l l be 
based on broadband CDMA 
(W-CDMA) for radio transmissions 
able to handle up to 2 Mbit/sec­
ond, an enormous increase com­
pared w i th today's networks. 

Long considered a science-fictional con­
cept, surfing me Internet via mobile net­
works, or gaining access to "video on de­
mand," defined as watching a movie of 
your choice, at any time, will soon become 
a reality. DoCoMo, the mobile division of 
Nippon Telephone & Telegraph of Japan, 
has decided to create a mobile network to 
handle diese services. It also decided to fo­
cus on W-CDMA (Wideband Code Divi­
sion Multiple Access) as the system's tech­
nique for radio transmission. 

The bidding was also open to non-
Japanese telecom companies. As a result, 
Ericsson and Lucent Technologies of die 
U.S. will develop base stations and work 
in cooperation widi NEC, Fujitsu and 
Matsushita of Japan, while Motorola and 
Nokia will work with NEC and Mat­
sushita on development of terminals for 
me new system. 

The system will be specified in detail 
during 1997. A test system will be ready 
for initial operations at year-end, and die 

SM + MM + 
M Mbtatafcli 

network will begin commercial opera-
dons toward the new Millennium. It 
should also be noted that NTT-DoCo­
Mo's system represents only one track in 
third generation mobile telephony. 

Broadband 
Demands on the next generation of mo­
bile telephony, regardless of solution, will 
be focused on transmitting very large 
amounts of information in a very short 
time. Today's mobile network data trans­
mission speeds of 9 or 13 kbit/second will 
be totally inadequate. 

Naturally, Ericsson has worked for a 
long time on developing the technique of 
die future. In its TDMA-based (Time Di­
vision Multiple Access) GSM networks, 
Ericsson has increased capacity on the ex­
isting channel widdi, 200 kHz, by allow­
ing a call to use more than one time slot 
(normally, eight calls share one frequency 
channel). Working in cooperation widi 

CDMAs 
u 

Broadband will boost mobile telephony 
Hakan Djuphammar and Martin Ingels. 

Telia of Sweden, Ericsson has demonstrat­
ed a test system able to operate at 64 kbps. 
And GPRS (General Packet Radio Ser­
vices) should provide GSM widi 115 kbps. 
Corresponding development work is be­
ing conducted for the American digital 
TDMA standard, DAMPS. 

It should be pos­
sible to reach trans­
mission speeds of 
384 kbps (The 
minimum require­
ment for multime­

dia) in GSM with existing carrier widths 
and upgraded modulation techniques. 

The giant step to 2 Mbps, however, will 
require new techniques. The carrier wave 
will have to broadened. Broadband 
CDMA techniques will become an inter­
esting alternative. 

When carrier waves are broadened, in 
fact, some problems involved with 
CDMA are eliminated, along with cer­
tain advantages of TDMA. The fading 
properties of CDMA are improved, for 
example, while the TDMA technique ex­
periences problems with equalizers and 
high peak effects in the mobile. 

It should be emphasized in diis context 
diat W-CDMA differs significantly from 
the narrow band Q-CDMA, 1.25 MHz, 
introduced in the U.S. a few years ago as 
standard IS 95. The system is intended 
primarily for voice transmissions and 
does not offer any advantages compared 
with existing mobile systems. 

to unprecedented heights, say (l-r) Per Bergsten, Magnus Ewerbring, Jan Uddenfeldt, 
Photo: KURT JOHANSSON 

The system chosen by DoCoMo, in­
stead, will operate with 5 MHz channels 
in the 2000/MHz band, which has been 
distributed globally for systems of the fu­
ture. (PCS systems on the 1900/MHz 
band in the U.S. have diwarted grandiose 
plans for a universal system.) 

"The broadband CDMA concept will 
require a completely new architecture for 
radio base stations," says Hakan Djupham­
mar, head of product management at die 
new broadband unit established recently at 
Ericsson Mobile Systems to develop die 
next generation of mobile systems. 

Until now, all base stations have been 
channel-oriented, or divided among a 
number of transceivers. The new system 
uses a function-oriented architecture 
whereby process resources are managed in 
a pool to facilitate dynamic broadband. In 
W-CDMA, all calls are mixed togedier 
and identified with die help of codes. The 
system makes it possible to flexibly distrib­
ute capacity widi variable channel widdis. 

Transport networks 
W-CDMA requires a transport network 
able to handle this type of variable chan­
nel width. It uses die ATM technique 
(Asynchronous Transfer Mode), which is 
described as "circuit-switched, variable 
packet connection," or somediing in be­
tween a pure connection and pure pack­
et-oriented transmission. ATM, which is 
used between the exchange and base sta­
tions, is a highly economical alternative 

for transmitting information, and the 
technique provides substantial flexibility 
for operators. ATM is also considered to 
be die "coming" fundamental standard 
for high-speed transmissions. 

A powerful system will be delivered to 
DoCoMo in December, comprising 
three base stations, a BSC (Base Station 
Controller) and an MSC exchange. 

"Every base station processes as many 
as 300 calls in six sectors, and has a pack­
ing density 10 times greater man today's 
base stations. When we have developed 
the commercial products, packaging den­
sity further increased by a factor of two," 
declares Hakan Djuphammar. 

GSM keeps on surfing 
"Today's GSM will remain completely 
dominant for voice and data transmis­
sions up to about 100 kbps," says Jan Ud­
denfeldt. "The new W-CDMA access 
technique, on the odier hand, will serve 
as a complement to GSM for applications 
involving high-speed data transmissions. 

The GSM system is specified for two 
sections; network and accessing. The 
TDMA standard affects only die access 
section and a small part of die network 
structure. 

"It will be completely within the realm 
of possibility for operators to introduce 
broadband W-CDMA services in exist­
ing GSM networks at a pace they choose 
themselves," concludes Jan Uddenfeldt 

LARS CEDERQUIST 

news orieis 
G S M expans ion 
in n o r t h e r n China 

• Ericsson has signed a contract for ex­
pansion of a GSM network in northern 
China. 

The order was booked by Liaoning 
Mobile Company, the operator in Liaon­
ing Province. Valued at SEK 388 million, 
the order includes the most modern 
technology available and sophisticated 
radio base stations for Liaoning Provin­
ce's future DCS 1800 system. 

When the expansion project is finished 
later this year, the Liaoning network will 

have capacity to serve one million sub­
scribers in all parts of the province. Erics­
son has conducted close cooperation 
with Liaoning Province for more than 10 
years and is the sole GSM supplier. 

R&D center establ ished 
in Shangha i 

• During his visit to China a few weeks 
ago, Ericsson President and CEO Lars 
Ramqvist announced plans for a new re­
search and development center in 
Shanghai. The center will develop prod­
ucts for data and telecommunications 
for the Chinese and global markets. In its 

initial stages, the new R&D center will 
focus on the development of software 
for access networks. 

The new center is expected to begin 
operations during the third quarter of 
1997. 

Submar ine cable 
spans Baltic Sea 

• The TeleCable Division of Ericsson Ca­
bles and DSC Communications of Den­
mark have signed a contract for the de­
livery of an optical fiber submarine cable 
system between Sweden and Finland, via 
Aland, and between Gotland and 

Lithuania. The order was booked by sev­
eral telecom operators working in coop­
eration, including Telia, Aland's Mobil-
telefonia AB, Telivo of Finland, Eesti 
Telefon AS of Estonia, Lietuvos Teleko-
mas on Lithuania and GN Great North­
ern Telegraph Co. of Denmark. The cable 
will be placed in commercial operation 
in the autumn of 1997. 

Ericsson Cables in Hudiksvall will deliv­
er the submarine cable and overland ca­
ble for the project. Ericsson's environ­
mentally friendly submarine cable wil l 
be used, the same cable to be installed 
for a new link between Sweden and 
Poland. 
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Basis now established mnM 
Ericsson has for a number of years 
conducted research on supersys-
tems for mobile telephony of the 
future, including work wi th in the 
framework of European joint-ven­
ture projects. Last autumn the re­
search and development depart­
ment in Radio Communications 
was able to demonstrate a new 
broadband system based on the 
W-CDMA access method. 
The broadband system that was demon­
strated in a technology-packed test van in 
Kista - for interested visitors from Japan, 
China, the United States and other coun­
tries - is called Wideband C D M A 
(W-CDMA) , which can handle voice, 
video conferencing and Internet access. 

All in one cell 
The system consisted of a cell in which a 
mobile station and a radio base station 
communicated. Two laptop computer in 
the van enabled observers to graphically 
track the quality of the video coder and 
transmission, the data speed, radio wave 
reflections and other activity. This infor­
mation was stored for use in future simu­
lations. 

During the demonstration the van op­
erated a 15-minute loop during which en­
gineers showed communications over a 
5 MHz broadband channel with a trans­
mission speed of 144 kilobytes per second, 
with voice using 16 kb/s and Internet and 
real-time video signals 128 kb/s (with dif­
ferent speeds in the link to and from the 
mobile unit, which is appropriate when 
obtaining information from databases.) 

Proprietary video coder 
The Ericsson-developed video coder, 
which had to meet demanding specifica­
tions - because the eye is generally more 
sensitive to defects than the ear - was es­
pecially interesting. The coder, which 
compresses transmission by measuring 
the changes from image to image, is de­
signed to handle everything - from slow 
sequences to the rapid sequences in a 
football match - in a way that uses the ra­
dio channel flexibly and with optimal 
quality. The coder proved to be stable un-

Last autumn Erik Omulf (left) and Magnus Ewerbring (right), members of Ericsson 
Radio's research and development department, were able to show CEO Lars 
Ramqvist a mobile test system for multimedia transmission over mobile networks. 

Photo: KURT JOHANSSON 

der field conditions, and resistant to 
transmission faults. 

The voice quality was also high. The 
voice coder operated with 10-millisecond 
frames at variable speeds from 0.4 kb/s to 
16 kb/s. 

In-house development 
"All the work on the system, which we 
have designated Wideband Test Bed 
(WBTB), took place within our research 
and development department," says pro­
ject manager Magnus Ewerbring. "It was 
done here in Kista, in the new develop­
ment office in Nuremburg that was start­
ed for the project, and in the branch at 
Ericsson Microwave Systems AB in 
Gothenburg, which developed the base 
station antenna." 

The project was started in January 1995 
and completed in the autumn of 1996. 

The developers worked in accordance 
with a modular model in which problems 
were broken down into "subproblems" 
mat were handled by teams of three or 
four persons. Because an "integration-
driven" method was used, it was possible 

to "cut and paste" in the system and make 
step-by-step verifications, as well as to 
cross-verify measured and simulated data 
and quickly locate a problem. 

"We have conducted research on 
broadband systems and CDMA for many 
years, but this was the first time we ap­
plied our results in a practical manner," 
says Erik Omulf, manager of the research 
and development unit. 

The project was based in large measure 
on knowledge gained by Ericsson in the 
European CODlT joint-venture project. 
But it was important for the new project to 
acquire total-system knowledge by con­
structing a complete prototype in-house. 

"We have now acquired a broad techni­
cal base and we have a test bed that en­
ables us to evaluate various technologies 
in radio systems, as well as other tech­
nologies in such fields as video coding and 
Internet access." Erik Ornulf says. 

"The method involving the develop­
ment of prototypes will become increas­
ingly important in future technical devl-
oprnent programs." 

LARS CEDERQUIST 

• In a CDMA system, all calls are han­
dled in carrier waves, "stacked* one 
above the other. In order to be able to 
separate the calls, 
each call is assigned 
a unique code. In 
this method, each bit in the original 
message is given a code signal that 
varies, for example, 125 times faster 
than the original signal, resulting in a 
signal that is 125 times broader in fre­
quency. The code is repeated during the 
entire call. The receiver can now sepa­
rate its particular message by applying 

the code again. The code is able to 
• neutralize itself * so that the digital sig­
nal of this particular message once more 

become a slowly 

H O W C D M A W O r k S wnringsignaJ. 
while the other 

calls (which have different codes) remain 
broadband. 

The receiver filter then cuts out the 
narrow-frequency bit containing the 
particular call and "taps' the com­
pressed call 125 times stronger than the 
other calls, which are noticeable only as 
background sound. 

The broadband system 
strated in a test van. 

was demon-

• Trade union negotiations 
regarding cutbacks of opera­
tions in cable production held 
at the Pre-lnstallation unit 
within Ericsson Business Net­
works in Jarfalla, outside 
Stockholm have now been 
concluded. The cutback af­
fects 17 of 65 employees. 
Fourteen have been laid off 
while three were offered new 
positions. The current work 
shortage affects the segment 
of operations dealing with ca­
bles for the DRA 1900 radio 
access system. The direct rea-

Cutbacks in Jarfa 
son for the cutback is lower 
order bookings than expect­
ed. In addition, cable produc­
tion for the DRA 1900 will 
gradually be taken over by Er­
icsson's contract manufacturer 
Flextronics which recently ac­
quired the production plant 
in Karlskrona, where assembly 
of all DRA 1900s is carried out. 

"Our main operations are 
installation of telecom equip­
ment in portable telecom shel­

ters that are delivered world­
wide," says Mats Odevik, man­
ager of the Pre-installation 
unit. 

A major portion of the oth­
er cable production involves 
customized cabling for Erics­
son Radio's expansion of the 
mobile telephone network in 
Japan. A work group, headed 
by Mats Odevik, has been 
formed to provide various 
forms of support to those per­

sons affected by the cutback. 
The group includes represen­
tatives from the Labor Board, 
Jarfalla Health Center, Career 
& Job Center, the personnel 
department and union repre­
sentatives. 

"The affected personnel are 
in an attractive age group," 
says Cathrine Vincenti of the 
personnel department. "In my 
opinion there are good possi­
bilities of fining a replace­
ment job within Ericsson or 
other companies." 

THORD ANDERSSON 

Partners threaten to 
sue Telefonica 
• Unisource, the alliance of a number 
of European telcom operators, includ­
ing Telia, is threatening to sue its 
Spanish member, Telefonica. The 
background: Telefonica wants to 
hook up with Concert, the BT/MCI 
consortium. Telefonica is telling 
Unisource that it is unhappy with the 
alliance and is looking for a way to 
withdraw in an orderly manner. The 
situation is complicated by the fact 
that Unisource is allied with AT&T, 
which is MCl's largest rival in the U.S. 

Many courting NTT 
• NTT (Japan) is now being courted by 
a number of consortia of international 
operators. NTT, which as yet is not al­
lied with any of the three large Ameri­
can telecommunications companies, is 
interested in the joint program of Con­
cert, BT, MCI and Portugal Telecom. 
Meanwhile, NTT is being courted by 
Global One (Deutsche Telekom and 
France Telecom) and by Unisource. An 
alliance with Concert is considered 
most likely, however. 

France Telecom being 
partly privatized 
• Part of France Telecom is to be sold 
to private interests. Between 25% and 
35% of the company's shares are to be 
offered to private investors in May. Pri­
or to the sale, there are sharply differ­
ent opinions with respect to the value 
of the French operator. Figures rang­
ing between 150 billion and 210 bil­
lion francs are being mentioned at the 
present time. Experts think that the 
shares will be traded at a price slightly 
below the average of these estimates. 

SGS Thomson's profit 
down by half 
• Profits of SGS-Thomson, the manu­
facturer of microelectronics and other 
products, fell by nearly half in the first 
quarter of 1997, amounting to USD 
90.5 m., compared with USD 175 m. in 
the year-earlier period. Sales were 
down 8%, to USD 945 m. Pasquale Pis-
toria, SGS's president, attributes the 
decline in earnings to lower prices for 
the company's products. 

Merrill Lynch believes 
in future of satellites 
• Satellite communications faces a 
bright future, according to a study 
conducted by Merrill Lynch, a leading 
American financial firm. Merrill Lynch 
thinks that the satellite industry - in­
cluding TV transmitters - will have 
sales of USD 31 billion in the year 
2003. Satellites are also projected to 
be the primary channel for future dis­
tribution of advanced digital telepho­
ny (fixed-wire and mobile), high­
speed access to the Internet, and 
multi-channel digital television. 

STET ready for partners 
• STET, the Italian telcom operator, 
says that it is now prepared to ally it­
self with one of the three large inter­
national telecommunications consor­
tia - Concert, Global One or World 
Partner - or to create a fourth group­
ing with a focus on local American op­
erating companies. If Telefonica car­
ries out its plans to leave Unisource, 
this may pave the way for STET and 
AT&T to get together. 
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During 1997, more than 20,000 MiniLink units will be produced 
at the Ericsson Microwave Systems plant in Boras. The various 
outdoor and indoor radio-link components are currently manu­
factured according to the conveyor-belt principle and entirely in 
accordance with the customer's specifications. Volume growth on 
the MiniLink front is related to the rapid development of mobile 
telephony worldwide. Every quarter, more than three million 
people become new mobile telephone subscribers. The Ericsson 
Microwave Systems MiniLink is now being used in more than 90 
countries. 

How a MiniLink 

ince 1995, when 6,400 links were 
produced, die number of links 
manufactured has grown by more 
dian 230 percent. A continuing 
increase is forecast for die current 
year. 

For several years, employees of 
the Boras plant have been more or 

less working on a construction site, since the plant has 
been renovated and extended as order bookings for 
MiniLink poured in. After a couple of difficult years, how­
ever, it is now business as usual for die plant and its per­
sonnel, and radio links are being turned out like never be­
fore. 

Assembly in five weeks 
Assembling a MiniLink is a complex operation, requir­
ing teamwork of die flow groups involved. From the sur­
face mounting of die circuit boards of die indoor com­
ponents, widi the help of two modern Panasonic ma­
chines, to die packaging of complete radio-link systems, 
including outdoor and indoor components, ready to be 
delivered to die customer, takes about five weeks. 

The various versions of the MiniLink "E" Family were 
designed by Molndal engineers. 

There are currendy about 150 basic products diat can 
be combined to form about a thousand different config­
urations, adapted in accordance widi customers' prefer­
ences. 

The indoor part, that is, the part that is connected to 
die mobile base station or the public network, consists of 
a shelf that can be configured with several basic units. 
The indoor part also includes the service unit, die SAU, 

"MiniLink is currently installed in more than 90 coun­
tries, and the market continues to grow," says Bengt-
Olof Olsson at the Boras technical-development unit. 

is built 
and the modem unit, die MMU, bodi of which are man­
ufactured in Boras. 

The switch/multiplexor for the indoor part, die SMU, 
however, comes from Italy. 

Manufacturing circuit-board assemblies 
The first step in making a MiniLink is to manufacture 
circuit-board assemblies for the MMU and SAU compo­
nents. Nowadays, diis is a completely automatic opera­
tion, performed by a so-called Chip shooter, which has 
an assembly speed of about 25,000 pieces per hour, and a 
universal machine for fine-pitch and precision compo­
nents. 

The work proceeds on a five-shift schedule. A total of 
about 2,500 to 3,000 circuit boards are produced per 
week. 

After die surface assembly, the circuit-boards are re­
layed to the final assembly operations for die manufac­
turing of control boards for the microwave unit, the 
MVE, and die baseband board for the radio unit, die 
RAU 

Follow production in 
Boras, from circuit 

board to packaging 
Inspection 
Step Two in die MiniLink process is die manufacturing 
of die MMU and SAU parts, and die manufacturing and 
inspection of the MVE part for the radio unit. 

"The inspection of the manufacturing process is die 
weightiest element in die process," explains Bengt-Olof 
Olsson at the Boras technical-development unit. 

"It's a combination of digital and analog technology, 
and the inspections, carried out in simulated environ­
ments, are at die forefront of die currendy feasible. The 
work places very high demands on the inspectors." 

"This is where we perform die last tests of die MMU 
component, before sending it on to the customer, who 
will perform the final test of die unit, when the link is as­
sembled." 

Radio unit customer-adapted 
Simultaneously, while die indoor parts are assembled, 
the manufacturing of the radio unit - diat is, the heart of 
the link - proceeds, in anodier section of die Boras plant. 
There, the unit is assembled entirely according to die 
order numbers die customer has compiled, based on the 
product catalogue. 

1. The surface mounting of circuit boards is the first step in the 
manufacturing of a MiniLink. Currently, the Boras plant's two pro­
duction lines manufacture close to 3,000 circuit boards per week. 
Operators Joakim Hakansson and Christian Gunnarsson monitor the 
process, ensuring that mounted components - approximately 
25,000 per hour - end up in the right place. 

2. When the circuit boards have passed the final mounting stage, 
including manufacturing of control boards for the microwave unit 
and baseband boards for the radio unit, it is time for tester Patrik 
Ramberg to test the parts of the outdoor unit in simulated environ­
ment. Here, he is testing a microwave unit, assisted by trainee 
Mathias Carlsson. 

3. The heart of the link is the radio base unit. At the 
RAU unit, the seat of RAU, the link is assembled in ac­
cordance with the customer's particular preferences. 

"Today, ordering MiniLink is, for us, like shopping by 
mail-order. Easy for us and easy for the customer." 

A total of about 100 links are produced every day, in 
different versions. This places high demands on our ex­
pertise and the employees' flexibility. 

"All employees are continually undergoing training, 
to enable us to meet customers' various preferences 
properly." 

When the radio unit has received all its fittings, includ-

Martin Persson, temperature-tester, performs the fi­
nal assembly of a MiniLink 7, before the hood is 
mounted and the temperature-testing begins. 

Photo: BO H A K A N S S O N / K A M E R A R E P O R T A G E 

ing die necessary circuit boards, die hood is mounted for 
temperature-testing and final testing. 

Then, it is time for Folke Eriksson and his colleagues 
at the packaging department to take over. In diis depart­
ment, the hundreds of different pieces involved in each 
individual order are put together and packaged for final 
delivery to die customer - in India, Brazil, Germany, 
Soudi Africa,... 

CATHRINE ANDERSSON 

4. At the packaging department, a well-organized workbench is the 
order of the day. Every order consists of approximately 100 pieces 
that must be wrapped in boxes before delivery. "A well-organized 
workbench makes the work go more smoothly," says Folke 
Eriksson, who ensures that the packaging proceeds correctly. 

Third generation 
of mobile systems 

During the summer of 1990, 
Molndal began work on the 
development of the base 
stations. This was some­
thing of a pioneer time for 
us," relates Erik Lowenadler, 
manager of the MDE Base 
Stations Division. T h e 
Japanese mobile telecom 
market was new for 
Ericsson, and the products 
totally new for us here at 
Molndal. Since then, the 
successful cooperation with 
NTT has opened doors for us 
on the Japanese market." 

Today, the development of prod­
ucts for mobile-telecom networks 
is an established and continually 
growing business at Ericsson 
Microwave. The MDE Base Stat­
ions Division and die Mobile 
Telephony Products Division to­
gether employ diree hundred 
people. At year-end 1996, the 
company took over the responsi­
bility for die production of base 
stations for Japanese NTT, from 
Ericsson Radio. 

Pico-base or micro-base 
The Mobile Telephony Products 
Division includes several prod­
ucts: pico-base or micro-base sta­
tions for a few different mobile-
telephony standards, antennas to 
mobile-telecom networks, and 
units for base stations for CMS 
30, a system used by a competitor 
of N i l in die Japanese mobile-
telecom market. 

Mobile-telecom network 
For some time, die Division has 
also been in charge of die devel­
opment of components for die 
WCS, Wideband Cellular Sys­
tem, also called die third genera­
tion of mobile-telephony systems. 
The WCS is intended to facilitate 
data and video transmission via 
the mobile-telecom network. The 
future of mobile telephony lies in 
diis technology, according to die 
manager of die Mobile Tele­
phony Products Division, Erik 
Roland Karlsson. 

"Our division is working on 
techniques such as video coding 
for the WCS. In die future, being 
able to transmit video images over 
die mobile-telecom network di­
rect from a camera may be very 
useful. One example of an appli­
cation might be accidents: doc­
tors could determine what has to 
be done, quickly and without hav­
ing to be physically present." 

Good opportunities 
For die Base Stations Division, 
die future holds many good op­
portunities, in the opinion of 
Division Manager Erik Lowen­
adler. However, N T T is a de­
manding customer, with several 
suppliers competing for each or­
der. 

"To maintain our position, we 
must constantly develop our pro­
ducts and our operations - but 
that's what's so challenging." 

NICLAS HENNINGSSON 
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Fast figures from 
Ericsson's consolidated financial results for 1996 were presented on Feb­
ruary 11 this year. This is the earliest publication date in the company's 
history. But Ericsson will be even faster next year, with the deadline set 
at January 29. The accounting departments responsible for preparing the 
consolidated and business area accounts consistently burned the mid­
night (and weekend) oil during the first weeks of the new year. The 
bookkeeping of more than 200 Ericsson companies had to 
be compiled into consolidated figures for the entire 
organization. 

The main factor underlying the higher 
tempo is increased demand for faster 
and more detailed financial information. 
The demands are being imposed by in­
vestors worldwide and by decision-mak­
ers within Ericsson, who need to know 

how companies and units are perform­
ing to be able to plan for the future. In­
creasing the speed at which financial in­
formation is published also reduces the 
risk of rumor-mongering and specula­
tion. 

"Figures are a fresh product whose 
usefulness as a basis for decisions 

improves die earlier we receive 

Henrti Johannes 
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Ericsson 
them," says Lars Jacobsson, responsible 
for compiling consolidated results. 

Before Lars Jacobsson and his col­
leagues can start adding up their 
columns, every single Ericsson company 
must complete its bookkeeping for the 
past year, or "close the books" in accoun­
tant language. This year, they were given 
until January 15 to conduct this essential 
ground work. 

To save valuable time 
"It is in this phase that we can save valu­
able time," Lars Jacobsson explains. "The 
quality of the information we receive at 
this stage determines the time it takes us 
to compile die consolidated figures. Re­
doing things always takes longer." 

In practical terms, the process entails 
the companies reporting their results 
electronically. The reports are stored in a 
joint database. The system can then be 
used to prepare various financial reports 
- about Ericsson as a whole, or about its 
various business areas, business units and 
companies. 

Save three days 
If all the figures received are complete, 
arrive in time and lack errors or ambigui-

ceivables. It's a pity we have to 
waste time on such internal 
transactions," says Lars Jacobs-
son. "We don't like having to 
act as an internal police 
force." 

40 different accounts 
Only the consolidated fig 
ures are publicized. None­
theless, about 40 different 
annual accounts are pre­
pared, for different levels 
of the organization, such 
as business areas and 
business units. These ac­
counts serve as docu­
mentation for decisions 
by executive manage­
ment. 

Efficient routines 
To be able to make addi­
tional time savings next 
year, the corporate accounts department, 
meaning Lars Jacobsson and his col­
leagues, have turned their attention to 
improved systems, more efficient rou­
tines and producing more comprehensi­
ble forms. All levels and instances will 

Ericsson's next 
financial publication will be 
the interim report for the first quarter of 
1997. It will be released on April 25, the same day as the 
Annual General Meeting. 

This year's annual report was 
produced in record time 
ties, more than three days can be saved at 
the compilation stage. However, since 
there are always some misunderstand­
ings, or computer systems that are reluc­
tant to cooperate, a number of unneces­
sary days invariably have to be devoted to 
collecting the late information and iron­
ing out question marks. 

Agree about liabilities 
"It is not exactly rare that two Ericsson 
companies who do business with each 
other can't agree about liabilities or re-

have to review their work procedures in 
order to shorten the reporting period. 

"The main tool in our efforts to save 
time is a proper follow-up of reporting ac­
tivities in the preceding year. Now that the 
storm has abated and the annual report has 
been mailed, we have time to breathe out 
and go through everything again." 

"This time the aim is to find out why a 
certain company sent its accounts too 
late, or why certain routines functioned 
better or worse this year. This should en­
able us to make improvements every year, 

despite the fact that Ericsson is growing 
ceaselessly." 

Faster reporting in the U.S. 
Even if the speed of Ericsson's financial 
reporting is satisfactory compared with 
similar companies in Sweden and the rest 
of Europe, the company is outdistanced 
by U.S. companies. Motorola, for exam­
ple, published its full-year results on Jan­
uary 9 this year. 

Leif Hedenstrom, who is responsible 
for ensuring that the figures ultimately 
printed in Ericsson's annual report are 
correct, explains why: 

"In the U.S., companies have to prepare 
much more detailed monthly accounts 
than has traditionally been the case in Eu­
rope. In general terms, the monthly ac­
counts of American companies are as de­
tailed as the quarterly reports in Europe. 
In other words, on January 1, U.S. compa­
nies only have to find out and add figures 
for December to the 11-month report to 
be able to attain publishable results. We 
have to deal with a complete quarter." 

PATRIK LINDEN 

Source of Ericsson's 
abbreviations 
• A large variety of abbrevia­
tions are used throughout Erics­
son. These usually cause great dif­
ficulties for new employees. The 
source of a large number of these 
abbreviations - the three-letter 
company designations, which are 
used in memo identities, for exam­
ple - is found in the Ericsson's corpo­
rate accounts department. 

"We have to have exact designa­
tions for all companies and other re­
porting units. That's why we allocate 
them abbreviations such as LME for 
the Parent Company, ERA for Ericsson 
Radio Systems and ETX for Ericsson 
Telecom, to name but a few," Leif 
Hedenstrom explains. 

In fact, Ericsson has more than 400 
three-letter abbreviations, and not just 
for Ericsson companies. They may also 
refer to units that have been out­
sourced or consultants and suppliers 
who, for various reasons, are found in 
Ericsson's computer system. Each of 
these must have a unique designation. 

Year-end report 
and annual report 
- what's the 
difference? 
• Ericsson presented its financial r( 
suits on February 11. But the annual re­
port was not published until March 21. 
How does this reconcile? 

What Ericsson did in February was to 
release a year-end report, in which a 
selection of key figures were presented 
together with comments from CEO 
Lars Ramqvist. The year-end report is 
telefaxed to the mass media and finan­
cial analysts. The annual report, which 
contains comprehensive financial 
statements and other detailed infor­
mation about the company, is pro­
duced and printed a little later. The an­
nual report is sent to a larger group of 
recipients, including all shareholders. 

In the past, Ericsson released a pre­
liminary year-end report, followed by a 
definitive year-end report and then by 
the annual report. As of the current 
year, only one year-end report is re­
leased. 

Welcome to an International Configuration 
Management Conference in Stockholm 29-30 May 
There will be two days full of activities with focus on Configuration Management. 

29 May 
Configuration Management - Lessons learned from the Industry 
Anders Gustavsson 
Vice President Q-LABS 

AXE Methods, Tools Sc Training for Configuration Management 
Torbjom Hansson UAB 

Five Miniseminars to choose from: 
1. The CM role, how to develop the competence. 

ETX 
2. The CMS8800 CM process and its implementation 

BRRMOA 
3. Incremental development and the special demand 

on CM. BR RMOJ 
4. Use of PROPS to get control over several 

unsynchronized configurations. BR RMOG 
5. CM experiences from a major project at ETX 

to Hckv 

How to apply? •*****& 
Use application f< 

30 May 
CM Tool demonstrations and product information 

• CM-Tool, provided by UAB 
• CM-Tool project, provided by LMC 
• PDL, provided by LM Ericsson Data AB 
• ClearCase, provided by Pure Atria 

Name.. 

MEMO/E-mail. 

Depanment.....^9.:}mm}iSW.mi. 

Billing Name.. 

Billing Department.... 

I want to participate • 29 May • 30 May 

One Day 2 500SEK Both days 3 500 SEK 

J am interested in the following miniseminars, three choices 
I D 2 D 3 D 4 D S D 
Helena Lageriof VH/EDT/I/DK, LM Ericsson Data AB EDT.EDTHELA 
S-125 82 Stockholm, Sweden. +46 8 726 2« 80 Fai +46 8 18 76 20 

ERICSSON ^ 
LM Ericsson Data AB 
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Corporate Visual Identity (CVI) is a concept used to shape Ericsson's graphic pro­
file, logotype and trademarks. The logotype is a common identifier for companies 
spread across the globe, filled with creative employees with thousands of ideas. But 
the regulations governing the use of the logotype and trademarks are not always 
viewed with enthusiasm by those wishing to add a little spice to marketing materials, 
signs on buildings, publications and other materials. 

Keeping control over 
the trademark 

on't let the regula­
tions stifle creativi­
ty. Instead use 
them as guidelines 
and support," en­
courages Ericsson's 
CVI council. And 
follow them! Erics­
son invests consid­
erable time and 
money in building 
up its trademark, 

and mistakes are costly. Each improper use 
of the trademark weakens the trademark 
and destroys what others have built up. 

Why is this so important? In part, be­
cause Ericsson, without unambiguous 
rules for the use of its trademark, is at the 
mercy of the market and its competitors, 
who would be able to re-interpret and 
distort Ericsson's profile. 

The CVI council, which is headed by 
Lars A. Stahlberg, senior vice president, 
corporate relations, consists of represen­
tative of the business areas and various 
corporate staff functions. The council has 
been given the authority to interpret the 
CVI regulations and grant exemptions 
from them. 

Consult the "bible" 
The much-debated regulations are found 
in the CVI Manual, a document available 
throughout Ericsson. Whenever uncer­
tainty arises concerning the use of the lo­
gotype, this is the "bible" to consult. An­
swers to most questions are provided. 
Otherwise, the matter can be forwarded 
to the CVI council, which will interpret 
the regulations by providing a number of 
more understandable examples. 

"We work in such a manner that rou­
tine matters are handled by a working 
committee, while more complicated is­
sues are always considered by the full 
council," says Walo von Greyerz, who as 
corporate legal counsel responsible for 
trademark rights and vice chairman of 
the CVI council, is one of the Ericsson 
trademark's strongest defenders. 

"The basic foundation is the law. Legal 
considerations are always the basis for 
our right to use our own trademark. We 
must therefore ensure that the CVI regu-

This giant billboard, designed in strict accordance with regulations, adorned the 
facade of Ericsson's Tellus plant in Stockholm during several weeks in March. 

Photo: THORD ANDERSSON 

The CVI council, headed by Lars A Stahlberg, senior 
vice president, corporate relations, consists of rep­
resentatives of the business areas and various cor­
porate Staff functions. Photo: PETER NORDAHL 

lations are legally correct. Then we also 
know that by following them, our actions 
have a legal ground," says Walo. 

Over the years, the CVI regulations 
have come to encompass an ever-greater 
number of areas. When they were revised 
in 1989, rigorous standards for marketing 
materials were included. The objective 
was to put an end to the confusing variety 

of materials that Ericsson 
units produced that resulted 
in customers receiving ten­
ders consisting of many dis­
parate documents without a 
uniform profile. 

One of the regulations for 
marketing materials states 
that die back cover of a 
brochure may not use the 
Ericsson logotype. Many 
employees wonder why, but 
Walo can explain. 

"Many of our brochures 
are used by distributors and 
retailers. The back cover is 
theirs. There should never 

be a collision of logotypes, any question 
about a company being bought out or 
anything that gives rise to uncertainty 
among our common customers." 

Well-established brand 
Understanding of importance of die CVI 
regulations has gradually increased. To­
day the council usually meets once every 
three months, if no pressing issues arise. 
During more turbulent times in the his­
tory of the current logotype, the council 
met more frequently, convening once a 
month only a few years ago. 

It is worth remembering that the styl­
ized E diat is today's well-known Ericsson 
trademark did not exist just 17 years ago. 
The positive value it has today is die result 
of more dian a decade and a half of con­
certed effort. The industry has undergone 
radical change during this period. New 
technologies have created new markets 
and opened new groups of customers for 
Ericsson. Today in die consumer market, 
Ericsson is a well-established brand. 

KARI MALMSTROM 

What does the name 
Ericsson stand for? 
• The Ericsson corporate trademark 
embodies common values for Erics­
son's entire range of products and 
services. It should not symbolize a sin­
gle product, yet the Ericsson name on 
a product should function as an invis­
ible bearer of a number of positive 
values. For this to succeed, a clear 
strategy and rigorous discipline are 
required. 

Prior to the introduction of the Er­
icsson logotype, there was no self-ev­
ident symbol that universally identi­
fied Ericsson. The meaning of the 
name Ericsson was also uncertain. 

For a time, Ericsson conducted op­
erations in Mexico on behalf of the 
state-owned PTT. The Ericsson name 
became so well-known, that the high­
ly coveted communications tool came 
to be called "un Ericsson" instead of a 
telephone. This shows what too much 
success can do in making a name well-
known. 

Agatha Christie's heroine Miss 
Marple traveled "by Inch" when she 
took a taxi, since this was the name of 
the first taxi driver in her village. To­
day, "Vespa" seems to be a designa­
tion for all light motorcycles of a cer­
tain type, and many consumers forget 
that Vespa was but one of many 
brands. The goodwill once embodied 
in the name has partially been lost, 
since consumers no longer distinguish 
the original brand from its competi­
tors. 

Trademarks can thus become dilut­
ed, and it is therefore of critical im­
portance that a strategy is followed 
when they are introduced. 

The same applies to product names. 
There must be a strategy. The corpo­
rate trademark and the product 
name should strengthen, not kill, 
each other. 

Remember "Hotline" 
Many employees probably remember 
"Hotline," the Ericsson mobile phone 
launched in the mid-1980s. At that 
time, Ericsson was relatively unknown 
in the consumer market and primarily 
associated with AXE and large sys­
tems. From a marketing standpoint, 
the "Hotline" campaign was success­
ful, but it was nonetheless ill-con­
ceived. As a concept "Hotline" is 
charged, signifying, for example, a 
support line in the computer world. 
Many associated "Hotline" with such 
concepts, not with Ericsson. It was al­
so not possible to register the name 
as a trademark. 

Further problems were encoun­
tered. As it turned out, there was a 
company with "Hotline" as a part of 
its registered name. Ericsson was sued 
for infringement of a trademark, and 
the company quickly phased out the 
"Hotline" name. Few miss it today, 
and the experience provided a valu­
able lesson in the handling of trade­
marks. 

The current strong focus on the cor­
porate trademark in the marketing of 
mobile phones has a clear strategic 
objective. Mobile phones are acting 
as messengers and helping to posi­
tion Ericsson in the mass market. 

The mobile telephone explosion 
created an unprecedented opportuni­
ty for the company to make the Erics­
son name known among millions of 
consumers. This was an opportunity 
that Ericsson could not afford to miss. 

KM 
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Mobile subscribers 
seek more coverage 

diary 

Garages, shopping centers or shielded outdoor locations. Lars Unell and Ulric Brant at Ericsson Ra­
dio Systems in Kista see a growing need for mobile telephone coverage and are offering special so­
lutions in the form of repeaters and distributed antennas. Photo: NILS SUNDSTROM 

As the number of mobile 
telephone users increases, 
there are growing de­
mands for the technology 
to function everywhere -
in tunnels, garages, shop­
ping centers and other 
"shielded" locations. A 
new business unit in Radio 
Access Systems in Kista is 
making it possible for op­
erators to offer coverage 
by means of repeaters and 
distributed antennas. 

"There is money to be made by 
the operators, and by us as well, 
in this field," says Ulric Brant, 
who is manager of the new Pub­
lic Indoor Coverage unit which 
today consists of ten persons. 
"The only question is how 
rapidly die need for indoor cov­
erage will increase. Personally, I 
think that by the end of the cen­
tury this business can amount to 
half a billion kronor for us." 

There are a number of aspects 
of the anticipated increased 
need for indoor coverage. Tech­
nically, radio waves are weak­
ened or stopped by walls and 
windows, by the use of increas­
ingly smaller cells, and by the 
lower power in mobile tele­
phones. 

"There are many indications 
that the problems will increase, 
while more and more people ex­
pect their mobile telephones to 
work under all conditions," Ul­
ric Brant says. "Indoor coverage 
and coverage in shielded out­
door locations will therefore be 
highly important for operators, 
from a competitive point of 
view." 

The new unit will provide 

"the Ericsson world" with Radio 
Coverage Solutions comprising 
special applications for all mo­
bile telephone systems. This op­
eration supplements the activi­
ties of the three business units in 
Ericsson Radio Systems that 
have their own units for dealing 
with indoor coverage in their 
respective units. 

A number of methods 
There are a number of methods 
for solving coverage problems, 
including increasing the num­
ber of base stations or installing 
micro base stations in exposed 
locations. The new unit will 
work with other methods: re­
peaters (which function as am­
plifying slave transmitters), and 
distributed antennas diat con­
duct signals between problem 
areas via optical cable. 

"Repeaters were not widely 
used in mobile telephony until 
recent years," according to 
product manager Lars Unell. 
"The cost is approximately one 
fourth the cost of the radio por­
tion of a base station." 

Basic principles 
The basic principles used make 
it possible to extend coverage up 
to 35 kilometers from the base 
station. The new unit purchases 
the products - distributed an­
tennas and repeaters - from 
leading world suppliers. 

"There is no need for Erics­
son to develop everything it­
self," Ulric Brant points out. 
"On the other hand, we control 
the system environment and 
have joint projects to develop 
specific solutions for various 
systems. For example, we are 
paying for the development of 

special repeaters for the Japan­
ese market." 

"By this autumn the monitor­
ing of all repeaters will be an in­
tegrated part of the OSS operat­
ing and maintenance system, 
which will facilitate the handling 
of alarms," Lars Unell adds. 

Experts 
To be close to the markets, the 
unit has its own experts in many 
locations throughout rhe world, 
including Japan, and plans to 
have experts in Singapore and 
Australia. 

An installation is currently 
under way in a large Southeast 
Asian city where traffic in a 
business district often comes to 
a halt What do people do then? 
They talk on their mobile tele­
phones. 

"We are solving the problem 
of poor connections by placing a 
system of repeaters on light 
poles, creating ultra-small cells 
and thereby distributing rhe ca­
pacity from rhe base station," 
Ulric Brant notes. "This is an 
example of a special application 
that offers a competitive advan­
tage for an operator." 

Railway coverage 
Coverage in underground rail­
way locations can constitute a 
competitive advantage in the 
domestic market. But mobile 
telephone operators are not the 
only ones to benefit from offer­
ing good coverage. 

"In the future people will not 
select a hotel that does not offer 
mobile telephone coverage," 
Ulric Brant believes. "It will be a 
selling point, just like breakfast, 
a swimming pool and cable TV." 

NILS SUNDSTROM 

Ulla livonen. Photo: INGER BJG-RKUND BENGTSSON 

Icy swimming, 
joy and alertness 
Ulla Livonen is the finan­
cial manager at Viikin-
kaapeli Oy (VKF), Erics­
son's cable company in 
Finland. She has been 
with Ericsson for 13 years. 

Monday Finished accounts for 
March in rhe morning. Lively 
discussion at lunch as to 
whether the right team won rhe 
Finnish hockey championship. 
Quick visit to LMF; saw tax au­
ditors and was reminded that 
they will soon be coming to us. 
We reviewed course evalua­
tions in business administra­
tion: "Course fun and interest­
ing." Finally, a model rhat 
works! Management group 
meeting in the afternoon. 

Tuesday Tried to quickly dis­
pose of emergencies, get credit 
information, open new cus­
tomer accounts... in order to 
begin work on FIRE 9703 A re­
port. Fussed with fixed assets; 
rhought there was an error in 
Hyperion (data program for 
company reporting), but I had 
forgotten that the report and 
codes had been changed. For­
tunately, I checked first with 
colleagues at LMF and didn't 
put the blame on the staff at 
Ericsson's headquarters. 

Finished the VKF and VNF 
(real estate company) accounts 
just after 5 p.m., and was glad. 
All went well. Nice to work 
wirh people who have a night 
line so you can reach them 
when needed. 

Wednesday Hectic morning. 
This spring I'm brushing up 
on my little used English once 
a week. It's a pleasant group; 
rhe teacher is good, and we 
have a lot fun together. 

Chaos at work at 10:06. A 
power outage in the area for a 
couple of minutes. No tele­
phone service, rhe computers 
went down and disaster 
seemed imminent. 

But power was restored. We 
called LMF's Helpdesk and the 
network and telephone service 
were restored quickly and pro­
fessionally. What a lot of action 
for a small power outage! 

Thursday Snow in the morn­
ing. Will winter never end? 

"But you winter swimmers 
must certainly be happy!" says 
my husband. In the morning, 
review insurance policies and 
insurable values wirh our ac­
count executive at rhe insur­
ance company. Always some­
thing that has to be changed 
and updated. In rhe afternoon, 
prepared my notes to the finan­
cial statements - two days after 
rhe deadline, which is not my 
habit. Hope I have better fig­
ures when it's time for rhe next 
Company Controller Report. 

Friday Inauguration of the 
new file room. Account verifi­
cations, invoices, inventory 
documents - all in proper or­
der on shelves rhat our clever 
warehouse fellows arranged in 
the other end of rhe building. 
"Just say what you want!" 

LMF's security manager re­
minds me rhat we do not really 
meet rhe security requirements 
covering access to the building. 
Lively discussion in the corri­
dor about improvements -
ranging from more locked 
doors to dynamiting the build­
ing and building a new one. 

Reconciled April netting 
and sent our payment plans to 
Navet There is enough mon­
ey. How much else falls due 
before the netting? How large 
is rhe value-added tax? And the 
supplementary advance pay­
ment of taxes? 

Magnus Kreuger called from 
Stockholm. We reviewed in-
tra-Ericsson transactions at the 
CHO (Cables Holding Com­
pany) level. What a lot of "sub-
consolidations" we make at 
various levels within Ericsson! 
But as an old Ericsson corpo­
rate staff employee, I at least 
think it's amusing. 

ULLA LIVONEN 

Terms used in Ericsson's 

financial reporting: 

FIRE= Rules governing Ericsson's 

financial systems. 

Navets A system that facilitates 

reconciliation of supplier 

and customer ledgers. 

Netting= payment system. 

Net= Net of payments 

between companies. 

Company Controller Report 

CHO= Ericsson Cables 

Holding Company. 
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Ericsson unknown in the New World 

Those who wish to attract qualified personnel in Silicon Valley must be able to continually offer ex­
citing and challenging work assignments on the leading edge of technology. 

These days, everyone's talking about info-
corn and the convergense of the comput­
er and telecommunications industries. In 
connection with the "2005" project, it was 
emphasized that many new challenges 
are in store for Ericsson when the time 
comes to bid farewell to traditional 
telecommunications. 

The fabled Silicon Valley is where it's all going to 
be happening. There, the rules of play are dictat­
ed by the so-called data paradigm. Ericsson Fiber 
Access is a small upstart among giants like Sun, 
Apple, Cisco and Hewlett-Packard. Ericsson 
Fiber Access is in a position to give Ericsson a 
taste of what's to come, and explain the new sce­
nario. 

Silicon Valley is probably the most dynamic 
area in the world, in terms of computer and infor­
mation-technology development. About 80 per­
cent of all Internet development occurs here. 
There are hundreds of thousands of people em­
ployed here, in thousands of smaller or larger cor­
porations. Silicon Valley is where many of the top 
IT and datacom companies several of them start­
ed by Standford University students first saw the 
light of day. Stanford is in the heart of the Valley, 
which stretches from San Francisco to San Jose, 
70 miles to the south. 

Silicon Valley is constantly in dire need of high­
ly-qualified personnel. The average turnover rate 
for companies here is just under 17 percent. 

Test bench 
"The workforce here is much more movable, peo­
ple change frequently between different compa­
nies and that creates a large information network" 
Orjan Mattson explains for Contact. Orjan left his 

Work is carried out on several exciting future 
products at the Ericsson Fiber Access's develop­
ment laboratory. 

executive position at the old Ellemtel a few years 
ago, to become General Manager at Ericsson 
Fiber Access in Menlo Park in the heart of Silicon 
Valley. Ericsson Fiber Access stems from the 
American company Raychem. The company was 
renamed Ericsson/Raynet when Ericsson ac­
quired an interest. In the beginning of 1996 Erics­
son bought the company and it became a division 
of Ericsson Inc., the american Major Local Com­
pany, and received the name Ericsson Fiber Ac­
cess. 

Ericsson Fiber Access is developing a line of ac­
cess products for fiber-optic networks. An 85 mil­
lion dollar order for Indonesia's largest fixed tele­
com operator, P T Telecom, was a commercial 
milestone for the still rather young company. The 
company's products are an important complement 
to the traditional Ericsson product portfolio and a 
key aspect of Ericsson campaign to focus on data­
com and multimedia communication. 

"We know our technical know-how is impor­
tant for Ericsson these days, but that is not the on­
ly thing we can offer," Orjan explains. "Now, 
when there is so much talk of cultural shift and the 
"data paradigm," it is important for Ericsson to 
have a presence in the Silicon Valley to learn not 
only technology but how to work from the com­
panies and the environment that to a great extent 
have created today's information society. Here, 
where head hunters are constantly on the prowl, 
and big, much more well-known companies are 
constantly singing their siren song, Ericsson can 
learn to secure long-term access to expertise. 

"This isn't Sweden. Here, there are still many 
people who haven't heard of Ericsson. Many just 
have heard the rumor that Ericsson is downsizing. 
During 1995 and 1996, the Menlo Park staff was 
cut from 750 to 270, when the Ericsson Fiber Ac­
cess production organization re-located to Norr-
koping, Sweden. In an environment where all 
curves slope upwards, including companies' em­
ployment statistics, that gave us some negative at­
tention. 

Self-improvement is the thing 
In this kind of environment, how will Ericsson be 
able to attract good people? Orjan Mattson 
knows. 

"It's a question of being able to offer exciting 
work in development projects that provide real 
technical challenges. Salary is important of course 
in a place where the cost of living is sky-high (a 
modest house in the middle of Silicon Valley costs 
USD 1 million or more) but it's usually not the de­
ciding factor. 

"For many people here, a job is only attractive 
as long as they feel it helps them increase their 
own knowledge. Here, the contents of your re-

H 

sume are extremely important as an insurance it's 
what determines your worth in the market. Fortu­
nately, Ericsson's Menlo Park operations are this 
type that is, truly high-tech, and also to be part of 
a successful company and access to world wide 
technology and markets is exciting. And yet, 
Ericsson's personnel turnover is higher than aver­
age slightly more than 20 percent possibly because 
there is one other thing, that many people here 
demand, that the company cannot offer: stock op­
tions." 

A shorter year 
"A positive side of the Silicon Valley culture is that 
it's certainly not difficult to get a hold of good 

people. The pace is cranked up very fast at all the 
Valley companies, and that's the way it has to be. 
You're talking about a completely different time 
line. 

"We often say that an 'Internet year' is much 
shorter than a normal year, since the pace of de­
velopment in IT is so extremely high. Therefore, 
like everyone else, we have to develop our prod­
ucts in accordance with this new time line, the 
most compressed of any in the datacom area,"con-
tinues Orjan. 

The fact that employees rarely take more than 
one week's holidays which can be explained by the 
fast pace, while at the same time it helps maintain 
i t 

Fusing corporate cultures 
"When Ericsson entered the company,we brought 
in a more planning, consensus driven total app­
roach style,' It was a radical change from the Sili­
con Valley quick action let us try and see culture 
where time to TG2 in PROPS is very short" Or­
jan relates. 

"Our job now is to fuse the Ericssonian and the 
American ways of working, and try to create a pro­
ductive cross-fertilization. 

"Having planted Ericsson's culture in the com­
pany, we should like to tackle the next stage of the 
process which is no less important namely that of 
grafting our operations onto the Ericsson Com­
pany. Here, it is a matter of listening to and learn­

ing from the Silicon Valley culture, while concen­
trating at the same time on stabilizing our opera­
tions here. We know we have a lot we can con­
tribute to the Ericsson, and we are totally depend­
ing on Ericsson to get our products out into the 
market." 

World-wide marketing 
"The opportunity to market Raynet products by 
means of Ericsson's world-wide marketing ma­
chine was a strong incentive for the Americans 
when the cooperation between Raynet and Erics­
son was established. That motive is still very much 
a factor witness last year's huge order from In­
donesia, Italy Spain etc." 

"Ericsson acquired access to spearhead technol­
ogy in the access area and, not the least, the 
chance to learn from the Americans how a suc­
cessful IT company must work to keep up in the 
fantastically booming infocom business." 

TEXT: LARS-GORAN HEDIN 
PHOTOS: LARS ASTROM 

Ericsson Fiber Access 
• The business concept for Ericsson Fiber Ac­
cess is to offer products that based on existing 
services as narrowband telephony and TV 
broadcasting econmically bring fiber deep into 
the access network. The LOC and RVS product 
lines are designed for greenfield or upgrade of 
existing copper and cable network using fiber-
to-the curb and hybrid-fiber-coax concept re­
spectively. They are supported by network 
management system iRides/Broadview. Fiber 
rich deployment offers considerable increased 
future capacity and a gradual development of 
new services as Internet access and multimedia 
using Ericsson inter­
nal and external 
products. Just now 
cable modem for 
high speed data has 
been certified with 
RVS in the lab. 

Orjan Mattsson is 
now General Man­
ager at Ericsson 
Fiber Access in 
Menlo Park in the 
heart of the Silicon 
Valley. 
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Beautiful Monterey was the site for a meeting devoted to power 
transistors, a key component in Ericsson's radio base stations. 
The meeting gathered RF power experts from all parts of Erics­
son (from left): Rainer Arndt, supply manager, Ericsson Radio; 
Bengt Larsson, purchasing staff, Ericsson Radio; Tom Moller, 
business unit manager, RF Power Products, Morgan Hill; Sigrun 
Hjelmquist, vice president, Ericsson Components; Eric Sandberg, 
R&D manager, Ericsson Radio Access; and Leif Lasson, sales man­
ager, Ericsson Components. 

RF power experts 

monterey 

Ericsson Radio engineers, 
purchasers, supply man­
agers and production coor­
dinators from around the 
world gathered for three 
days at the end of Febru­
ary in Monterey, California 

in the US. 
On the 

agenda was an exchange 
of ideas and the formula­
tion of goals and strategies 
to increase Ericsson's com­
petitiveness. 

Ericsson Radio's internal suppli­
er, Ericsson Components RF 
Power Products, took the initia­
tive in arranging the meeting. 
RF Power Products is the unit 
within Ericsson Components 
responsible for manufacturing 
and supplying power transistors, 
a key component in Ericsson's 
radio base stations. 

The original idea came from 
Henrik Hoyer, operations man­
ager, and Tom Moller, business 
unit manager at Ericsson Com­
ponents RF Power Products 
unit in Morgan Hill, California. 
As a supplier to Ericsson Radio 
and members of die Ericsson 
family, they saw a value in gath­
ering all RF Power experts widi-
in Ericsson to share ideas, expe­
rience and information. 

The meeting was opened by 
Ulf Mimer, president of Erics­
son Radio Access and Sigrun 
Hjelmquist, vice president of 
Ericsson Components. 

"What we are seeking is a con­

stant, interactive exchange of in­
formation to increase Ericsson's 
competitiveness in the areas of 
design, production, testing and 
purchasing of RF power compo­
nents," said Ulf Mimer. "The key 
word is interactive, which means 
mat everyone is involved, asks 
questions, suggests new ideas and 
proposes new challenges." 

"Ericsson is very good at de­
signing, manufacturing and sup­
plying RF power components. 
Judging from the results, we are 
probably die best in the world," 
noted Sigrun Hjelmquist. 

In order to improve die par­
ticipant's knowledge of die en­
tire chain of events behind 
Ericsson's leading position in 
RF power products, a number of 
presentations were held. The 
range of topics was broad and 
covered everything from silicon 
to base stations and included the 
supplier's role, market overviews 
and visions for the future. 

Professional teams 
The days in Monterey were 
filled widi activities, and profes­
sional teams were formed for on­
going improvement work during 
1997. Key issues were identified, 
such as how global forecasts can 
be made more efficiently and 
how production yields (approved 
products from production) can 
be improved dirough test speci­
fications and statistical controls. 
Goals were established for 1997, 
which will be followed up at the 
next meeting in 1998. 

HENRIK HOJER 
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Stronger in 'Alcatel land' 

The scissors, please! The ribbon, seconds before it was cut. Patrick Devedjian, a member of the 
French Government is at the speaker's rostrum. Mayor Georges Siffredi and company presi­
dent Gilles Pichon respond appreciatively to the speaker's remarks. Photo: THORD ANDERSSON 

Ericsson is now consolidat­
ing its presence in France, 
the home field of its com­
petitor, Alcatel. S.A. Erics-
r r r j f « s o n , a b u s i n e s s -
M M B M B I communica­
tions sales and develop­
ment company formed at 
the first of the year, has 
now inaugurated its new 
premises in its building in 
Chatenay-Malabry, an 
hour's drive by car from 
the center of Paris. 

The ceremonies took place on 
April 3 in the presence of invit­
ed customers, political leaders 
and representatives of the 
Swedish Embassy, plus the en­
tire staff of 130 employees. 

Company president Gilles 
Pichon delivered an inspiring 
address that evoked much 
laughter and applause when, in 
the amazingly brief span of 120 
seconds, he recited Ericsson's 
entire history of 120 years. 

"Our intention is to help Er­
icsson continue to be die 
world's largest supplier of 
telecommunications equip­
ment," Gilles Pichon said. 
"Our aim is to make Ericsson 
the first choice of French com­
panies. We are also determined 
to be the first choice of inde­
pendent distributors." 

"We also want to be one of 
die leading social forces in 
Chatenay. We will build up a 
center of expertise here in 
Chatenay-Malabry to serve 
both Ericsson and the local 
municipality." 

Patrick Devedjian, a Gov­
ernment member, and Mayor 
Georges Siffredi responded 
widi typical Gallic esprit, de­
claring that Ericsson is most 
welcome in France and diat die 
citizens of Chatenay are look­
ing forward to a rewarding co­
operation. 

Ericsson has had a presence 
in France for more than 40 
years. Ericsson Radio S A , an 
independent marketer of mo­
bile telephones, has been high­
ly successful in France, where 
it now has a 25% share of the 
market. The market is still in 
its infancy in terms of an infra­
structure for mobile systems. 

Back in business 
In a joint venture with Matra, a 
French telecommunications 
company, Ericsson has a mi­
nority interest in Met SA., 
which for a number of years 
has provided Ericsson widi a 
substantial percentage of die 
market for public networks. 
Under terms of an agreement 
widi Matra, Ericsson left the 
field of business communica­

tions for some years but it has 
been back in business in diis 
sector since 1994. 

S A. Ericsson is concentrating 
its resources on Consono sys­
tems for large companies and 
organizations. Prestigious cus­
tomers include Renault At pre­
sent the company is focusing on 
die French portion of die pro­
ject for die European Parlia­
ment in Strasbourg. Initial co­
operation with Met has resulted 
in obtaining an order for an 
AXE/MD110 system in die port 
city of Marseille. Next on die 
schedule is ISO certification. 

Nationwide network 
SA. Ericsson occupies a very 
strong position widi "indirect" 
channels of distribution in 
France; it has a nationwide net­
work of independent distribu­
tors, including more than 15 in 
Paris alone. Representatives of 
virtually all of die distributors 
participated in the inaugura­
tion of die company's new 
premises. 

Magnus Robach, a minister 
in the Swedish embassy, per­
formed the official ribbon-cut­
ting. As die ribbon dropped to 
the ground, a sea of blue Erics­
son balloons floated down over 
the assembled guests. The tour 
of die new offices could begin. 

THORD ANDERSSON 

Campaign attracted many marketers 
• A little more than three months ago, 
18 new marketing persons were re­
cruited by the Public Networks busi­
ness unit in the Infocom Systems busi­
ness area. 

The objective was to acquire new 
and supplementary expertise for the 
unit's operations. Following the com­
pletion of an introductory course, the 
new employees are now awaiting "ap­
prenticeship" assignments in local 
companies throughout the world. 

"Market conditions have changed a 
great deal in recent years, and this af­
fects the knowledge requirements we 
impose on our marketers," says Ann 
Jingklev, personnel manager of one of 

the marketing departments in Public 
Networks. "We had to strengthen our 
already substantial expertise and com­
mercial know-how." 

To find people with the desired ex­
perience, the business unit conducted 
a recruiting campaign via advertising 
in Sweden, Norway and Finland. 

Charlotte Ahlquist was of those se­
lected. At the time she was ap­
proached, she was manager of finan­
cial-market sales for an information 
technology consulting firm. Why did 
she decide to leave that job to join Er­
icsson? 

"It was an opportunity I absolutely 
could not resist," she says. "The tele­

communications market is growing ex­
plosively and is facing great changes, 
which represents a great challenge for 
Ericsson and for the Infocom Systems 
business area in particular. It is highly 
attractive to be part of this trend and 
have an impact on it." 

Charklotte and her 17 colleagues 
have completed a three-month intro­
ductory course dealing with Ericsson as 
a whole, its product portfolio, mar­
kets, customers and competitors. The 
course concluded with a study trip to 
the United States, the theme of which 
was "The future of the Information So­
ciety." 

LENA WIDEGREN 

Charlotte Ahlquist is the new manager of mar­
keting responsible for Indonesia in the Public 
Networks business unit. 
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Success in Hong Kong 
• Ericsson in Denmark is extremely adept at system support for 
AXE exchanges. Since December 1996, the Danish company's de-

artment for AXE system sup-
art has worked on compiling 

and testing new software for three of the world's largest interna­
tional exchanges, alt of which are installed in Hong Kong. Since 
the exchanges are in operation constantly, the Danes had to de­
velop a conversion method that made it possible to update the 
software without interrupting the large flow of international tele­
phone traffic through the exchanges. 

During the Easter holiday, 10 people who had traveled from 
Denmark to Hong Kong made last-minute preparations for the 
conversion. On Monday, March 31, conversion of the first ex­
change was completed with great success, on the first attempt. 
The project has strengthened the Danish subsidiary's position as a 
software supplier for international telephone exchanges in all 
parts of the world. 

Visby starts with NMT 
• Ericsson's factory in Vis­
by, the Swedish city of ros­
es, has started production 
of NMT radio base sta­
tions. The first complete 

radio base 
station for 

the NMT 450 system was 
delivered as scheduled on 
March 7. The base station 
was ordered by a customer 
in the Netherlands. Per­
sonnel from Ericsson's fac­
tory in Linkoping were 
present to lend their sup­
port with work on the 
new products. On March 20, the first NMT customer visited the 
Visby plant when representatives of Telenor Mobil in Norway 
checked specifications on 10 NMT racks on order. The Norwegian 
customers were completely satisfied with the results of their tests. 

Joachim Westling tests one of the 
NMT radio base stations. 

Ericsson awarded a different 
order by Chilean government 
• Hugo Cubillos, Chilean am­
bassador to Sweden, recently 
awarded the Bernado O'Hig-
gins Order to Ericsson's Latin 
America manager Alfred 
Svensson. The ambassador cit­
ed "significant efforts in 
rSTJTJJHJTJSJTT^B s t reng th -
• • • • • • • • • • I I ening the 
economic ties between Swe­
den and Chile" as motivation 
for the award, which Alfred 
Svensson received as Ericsson's 
representative in Chile. 

"Receiving the order is natu­
rally a great honor, especially 
since it is seldom awarded to 
others than diplomats and is 
only given a few times a year. 
The award is not for me as a 
private person, however. 
Rather it should be seen as 
Chile's recognition of Ericsson's 
work in the country and our 
confidence in Chile's technical 
development," says Alfred. 

Alfred Svensson has worked 
with Latin America and Chile 
during more than 12 years 

Alfred Svensson. marketing 
manager for Latin America 
at the corporate level, re­
cently received the Bernor-
do O'Higgins award from 
the Chilean government for 
his excellent efforts in 
strengthening the economic 
ties between Chile and Swe­
den. Photo: PATRIK UNDEN 

since he joined Ericsson in 
1970. Last year, Alfred re­
ceived a similar award from 
Colombia. 

Bernardo O'Higgins, whose 
name the award honors, was a 
Chilean freedom fighter. 

• An international science 
festival will be held in 
Gothenburg on April 24 to 
30. The goal is to demon­

strate the 
relation­

ship between science and 
daily life in a number of 
popular applications. A 
number of companies, mu-

Science Festival 
seums and universities 
around the city will be open 
to the public and many ac­
tivities are planned. 

Ericsson Microwave Sys­
tems is inviting high school 
students to the company 
during three of the festival's 

Erik Andre from Ericsson Mobile Communications is one of Ericsson's representatives and hosts on 
the Web Train. Erik is working in cooperation with Per Komer, who was absent from the inaugura­
tion ceremony in Stockholm's Central Station. The two men will spend one week each demonstrat­
ing how the Internet and mobile telephony can help businessmen manage many business routines 
while they are traveling or working away from home. Photo: PETER NORDAHL 

All aboard for the Internet 
as Web Train tours Sweden 
"As we speak," the Web 
Train is traveling through­
out Sweden, a mobile tele­
com fair, reaching compa-

I niesandorga-
• * • * • * ! • nizations out­
side the greater Stockholm 
area with information 
about the latest opportuni­
ties available via the Inter­
net. Ericsson is one of the 
Web Train's hosts, in coop­
eration with Telia, Sun Mi­
crosystems and) Oracle. 

"The Internet is still used main­
ly as a reference book, although 
its areas and scope today reach 
far beyond such limited applica­
tions. It is now possible, for ex­
ample, to manage order pro­
cessing via the Internet, make 
business transactions, order and 
disseminate information for 
marketing purposes. Industry 
can only benefit from greater 
utilization of Internet capacity, 
and that's the message of our 
train trip through Sweden," says 
Per Korner, a product manager 
at Ericsson Mobile Communi­
cations. 

Ericsson's part 
Per Korner is joined on the Web 
Train by Erik Andre, who both 
demonstrate Ericsson's part of 
the exhibition: mobile tele-

seven days. Microwaves are 
the theme for a varied, one 
and a half-hour program. In 
addition to a conventional 
presentation and exhibition, 
students will be able to talk 
wi th company managers 
and try real equipment. 

Fof further information: 
http:ZAivww.vetenskapsfestrval.5e 

phones. Increasing general un­
derstanding for the simplicity of 
working "on the road," or away 
from home, with today's mod­
ern technology is the main 
theme of die Web Train's ride 
through Sweden. 

Equipped with facilities 
The train is equipped with facil­
ities for presentations, product 
displays and demonstrations of 
various solutions in the form of 
role games. A rather unconven­
tional approach, or...? 

"Our main message empha­
sizes different ways in which 
web technology can increase a 
company's competitive power, 
regardless of business opera­
tions or industrial affiliation. 
Role games are pedagogical tool 
we use to show how things func­
tion in reality with the help of 
Internet applications," explains 
Erik Andre. 

Into the country 
"We felt a need to reach farther 
into the country, outside the 
Stockholm region, with this ex­
hibition. There is a clear risk, 
otherwise, that we spend too 
much time talking to people 
who already realize the potential 
of modern technology," says 
Kjell Duveblad, President of 
Oracle and the man behind the 
Web Train. "It was only natural 

for Oracle to contact Ericsson, 
Telia and Sun Microsystems," 
Mr. Duveblad continues. 

"The four companies comple­
ment each other completely in 
this endeavor. Ericsson has the 
hardware in its mobile tele­
phones, while Telia has network 
solutions; Oracle has software in 
the form of business applica­
tions and Microsystems pro­
vides the database software." 

In other words, everything 
needed to enable customers to 
utilize the latest in web applica­
tions with connections to mo­
bile telephony. 

Far to the south 
The train pulled into Kiruna 
station for the first seminar on 
April 14, then headed for 
Malmo far to the south, with 
scheduled stops in Lulea, Umea, 
Sundsvall, Falun, Vasteras, Ore-
bro, Linkoping and Gothen­
burg. The final seminar was 
scheduled for April 25 in 
Malmo. Preparations for the 
train's arrival at each scheduled 
stop included invitations to re­
tailers and suppliers who, in 
turn, were asked to tell their 
customers about the Web Train. 
The train's lecture room accom­
modates about 50 guests, and 
Oracle believes it will be filled at 
every stop. 

LENA WIDEGREN 

New company within Components 
• Ericsson Standard Components and GB Topcomp Elec­
tronics were merge ' 
C P a n r i i n a u i a Component Dis t r ibut ion. The new 
b U d l l U l l l d V I d company gains a stronger prof i le in 
the component market, where the t rend is t oward larg­
er units w i t h a broader product range, the new compa­
ny has more than 100 employees th roughout the 
Nordic region. 

http:ZAivww.vetenskapsfestrval.5e
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The lights are dimmed, the spotlights are turned on, and the play begins. 
No, we're not at the Royal Dramatic Theater in Stockholm. This perfor­
mance is staged by the European Standard business unit of Ericsson Radio 
Systems, a form of teaching new employees the concept of customer value 
with a theatrical touch. 

Curtain goes up on 
Ericsson theater 

jell-Albin Folkes-
son is a reporter 
on assignment, 
a man caught 
between dif­
ferent parts 

of the business area's processes. From 
management processes to support 
processes. A separate event is played out 
theatrically in every step of the process. 
The sales team meets die customer, a cer­
tain Prince Ahmed, in the Middle East. 
We follow die process mrough final con­
tract signing and then see how different 
sections of Ericsson's organization sup­
port efforts to meet the customer's needs 
and demands. 

New approaches 
New approaches are being tested and 
used to teach new Ericsson employees. 
Hans Henriksson, the man in charge of 
internal training for 
marketing and sales 
at Radio Systems, 
started die theater 
project with one of 
his colleagues. In 
the beginning, they 
were the actors, but 
as the project con­
sumed more time, 
it was subcontract­
ed to Teater De Vill 
(Theater To Want). 

"The main objec­
tive is to under­
stand our internal 
work methods and 
increase die focus 
on customers. Everything centers around 
satisfying customers," says Hans Hen­
riksson. 

Mildly ironic undertone 
In a clear and pedagogical manner, expla­
nations are provided about how die orga­
nization works and how process control is 
managed. The "play" has a mildly ironic 
undertone and the cast, whose members 
also wrote die manuscript, don't hesitate 
to use caricatures. 

"That's OK with us. We believe it con­
tributes to the achievement of our peda­
gogical objectives," Hans Henriksson 
continues. 

"The next time you hear the term 'cus­
tomer supply flow,' it might be easier to 
remember our definition." 

Certain fiasco, they thought 
Johan Bossman, one of the originators of 
Teater De Vill, regards corporate theater 
as a new and interesting market. Johan 
and his colleagues attended courses at Er­

icsson to learn how the organization ac­
tually functions. 

Teater De Vill, which is now planning a 
dramatic play at Stockholm's Sodra 
Teater, learned in dieir first stage perfor­
mance that it's quite different to portray 
corporate theater. 

"We were convinced our performance 
was a fiasco," Johan Bossman says. 

There were no roars of laughter, but 
radier an audience with pens and pads 
taking notes diligendy. Perhaps it was be­
cause they were invited to a course, not a 
theatrical play. 

Resounding success 
Hans Henriksson is satisfied with the 
project, convinced it has been a resound­
ing success. Through follow-up work 
widi participants who attended the per­
formances by Teater De Vill's troupe, he 
has gathered various audience reactions, 
which have been overwhelmingly posi­
tive. Comments by today's audience were 
also favorable. Gun Molleryd and Anneli 

Robertsson, who both work for die radio 
base station product unit, thought the 
performance was easy to understand and 
provided a new approach to personnel 
training. 

"The emphasis on customer-orienta­
tion was good. It's important also to pro­
vide some insights into the technical 
side," said Anneli Robertsson. 

Another important aspect of corporate 
theater - which was also a novelty for 
Teater De Vill - is how die message is 
conveyed slower and more clearly. The 
subject matter to be conveyed is compre­
hensive and fairly heavy information, and 
getting the message across clearly is the 
most important objective. 

Today's performance was called "Tune 
in to RMOG," an English language pre­
sentation diat placed special demands on 
die actors and actresses. After the perfor­
mance, however, only the second, die lines 
were presented perfecdy. Several more 
performances are now being planned. 

GISELA ZEIME 
the leaders of 

Teater De Vill. 
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Seven service areas 
attractively packaged 
• "This campaign is partly about changing at­
titudes and behavior in our target groups. We 
intend to position Ericsson as the leading com­
pany in 'Service Solutions for Telecom Opera­
tors'," says Sture Sjostrom. "In addition, we 
want to train our target groups in how they 
can derive the greatest value from our service 
offerings." 

In preparation for the campaign, a market 
survey is being conducted by the London-
based research firm Business Planning and Re­
search International. One of the objectives is 
to document knowledge of and attitudes to 
wards Ericsson as a service supplier among the 
target groups 

"We also want to compare Ericsson with 
competitors in these respects," Sture contin­
ues "Last but not least, we w.mt to have a 
tool for measuring changes in operators' per­
ception of Ericsson as a result of the cam­
paign." 

"Ericsson is now providing a clear signal 
that services are a part of our product portfo­
lio," says My Spangenberg, who is the cam­
paign coordinator within the Inf ocom Systems 
business area. "With this joint campaign, we 
are not only responding to the needs of our 
customers, but also to those of the local com­
panies." 

Central to the campaign is a simple and un­
derstandable packaging of services in seven 
areas with a common message for both Mo­
bile Systems and Infocom Systems. 

BUSINESS CONSULTING 
• Ericsson provides help with business plan­
ning and marketing strategies, as well as 
process development and change manage­
ment. Ericsson also proposed suitable busi­
ness support systems. 

N ft WORK DESIGN 
• Based on the customer's business require­
ments and existing installations, Ericsson de­
signs a complete network, including gateways 
to other networks. The result is a complete 
technical solution and a network design plan. 

NETWORK IMPLEMENTATION 
• Ericsson implements and integrates systems 
in the network and performs acceptance test­
ing in cooperation with the network operator. 
The result is a fully operational network. 

COMPETENCE DEVELOPMENT 
• Based on existing competence and the cus­
tomer's need for competence enhancement, 
Ericsson formulated a plan for competence de­
velopment and assumes responsibility for its 
implementation. The result is that the opera­
tor's personnel have the competence required 
to operate the network. 

NETWORK SUPPORT 
• The competence of the operator's own per­
sonnel is supplemented through an estab­
lished contact with Ericsson's global support 
organization. In addition, Ericsson offers a ser­
vice contract covering a number of key para­
meters for network functionality, the contract 
includes hardware, software, documentation 
and spare parts management. 

NETWORK PERFORMANCE IMPROVEMENT 
• Ericsson conducts a comprehensive analysis 
of network performance and quality and pro­
poses improvements. Based on the operator's 
needs, Ericsson implements selected improve­
ment measures. 

NETWORK MANAGEMENT 
• Based on the customer's business plan, over­
all strategies and available resources, Ericsson 
proposed a custom solution for network oper­
ation. If the customer wishes, Ericsson can al­
so offer to operate the network on behalf of 
the operator. 

"Ericsson, a service company? Since when?" asks a corporate advertising cam­
paign. The ads are part of a joint campaign being conducted by Ericsson's 
Mobile Systems and Infocom Systems business areas that targets both mobile 
and fixed-network operators. With these ads, and other somewhat provocative 
messages, Ericsson intends to profile itself as the industry's leading service 
provider. Many of die activities previously went under such names as Customer 
Services and Alliance. Now they are being consolidated under tbe common con­
cept Ericsson Service Solutions for Telecom Operators. 

Ericsson, a ser­
vice company? 

Since when? 
resenting Er­
icsson as a sin­
gle company is 
essential for 

profiling as a 
service company. 

You have to maintain an overall per­
spective in this job," says Fredrik T 
Strandh, marketing manager for 
services and operating support sys­
tems at the Cellular Systems -
American Standards with the Mo­
bile Systems business area. 

"Ericsson is well-known as a sys­
tems supplier of communication 
systems, but now we are going to 
become equally well known as a sup­
plier of services. Growth in mobile 
communications has been and re­
mains strong, but price pressures are 
increasing. Calculated over a ten-
year period, we expect that commu­
nication systems will account for 
just six percent of an operator's total 
costs," notes Fredrik. 

Advancing positions 
The market for services and support 
systems, on the other hand, is 
steadily increasing, as are Ericsson's 
market prospects. All indications are 
that die customer's customers, the 
end users, in future will be able to 
make more and more specific de­
mands, thus increasing the opera­
tor's demands on die supplier. 
"Ericsson Service Solutions for 
Telecom Operators" will help Erics­
son advance its positions and move 
further up die value chain. 

"Our job really involves personal 
relations," asserts Hugo Osterlund, 
sales and marketing manager for 
services and support systems within 
Infocom Systems' Public Networks 
business unit. "Sitting at home, 
whether here in Sweden or at a local 
company, and designing sophisticat­
ed systems doesn't work. Every cus­
tomer is unique. 

"Working closely widi die cus­
tomer is die first requirement for 
success. The second is high quality 
in die hardware and software that 
we have already delivered. After that 
comes delivering our message at die 
right level in the customer's organi­
zation," says Hugo. 

By sculpting a corporate message 
with respect to services, Ericsson 
now has the tools required to estab­

lish a strong position in the market 
as a service supplier. 

"The introduction of Ericsson 
Service Solutions for Telecom Op­
erators will entail a radical change of 
course," says Sture Sjostrom, the 
project manager from Mobile Sys­
tems who is responsible for the cam­
paign. 

"For the first time, we are target­
ing all telecom operators around the 
world with a unified concept. Col­
laboration will mean that we will be 
able to make much more efficient 
use of our global expertise in the fu­
ture," notes Sture. 

The joint approach will allow ex­
isting synergy effects to be exploited 
while creating new ones. However, 
although successful cooperation be­
tween die two business areas is an 
important achievement in itself, 
project members are quick to point 
out the opportunities it opens. 

"As a service supplier, we can cre­
ate new business in which we lever­
age our expertise," says Fredrik. "We 
can be even more explicit in packag­
ing, marketing and charging for ser­
vices. Already, sales derived solely 
from services account for a sharply 
increasing share of revenues from 
Ericsson's large customer projects, 

Melkersson, manager for marketing 
and sales support at Mobile System's 
business unit for European Stan­
dards GSM, N M T and TACS. 

"We want to move from selling 
resources, such as consulting time, 
to selling results," says Robert. "Our 
goal is to be able to sign long-term 
service contracts that are based on 
the customer's requirements and a 
clear division of responsibilities be­
tween Ericsson and the customer." 

Competence development 
Those who sell services must know 
the market and the rules of the 
game. There must be a customer re­
lationship on which to build. The 
new campaign has several objec­
tives. Creating a perception of 
Ericsson as a service company 
among customers is one. Another is 
to help local companies develop 
competence and to establish new 
identities in their markets. 

"One of our strategic goals is to 
develop competence in the organi­
zation near the customer in the local 
companies," says Anders Lind-
strom, marketing manager for ser­
vices and operations support at Mo­
bile Systems' business unit for 
Japanese Standards. 

Ericsson Service Solutions for Telecom 
Operators, a provocative campaign 

both in mobile and fixed networks." 
In addition to his job as marketing 

manager, Fredrik is chairman or the 
Ericsson Services Marketing Coun­
cil, which provides a network for all 
marketing and marketing commu­
nications managers working with 
services throughout Ericsson. 

Coordinating activities 
"The fact mat everyone works in 
different business areas and units us­
ing their own methods to satisfy 
customer requirements should not 
be evident in our marketing mes­
sages," says Fredrik. "We have a lot 
to gain by coordinating our activi­
ties." 

"It is extremely important that we 
have agreed on a global campaign. 
Our customers are often global 
players, and a common message 
sends a clear signal," says Robert 

"We want top increase under­
standing for service sales at all levels 
and are investing in training for 
sales and account managers. At die 
moment, we are evaluating oppor­
tunities for coordination and hope 
diat diis will develop into a common 
Ericsson training program for col­
laboration between business areas," 
relates Anders. 

Profiling Ericsson as a services 
company not only increases the 
company's attractiveness to cus­
tomers, but also among potential 
employees. The "Ericsson Service 
Solutions for Telecom Operators" 
approach is important for future re­
cruitment. A talented, services-
oriented person should know that 
there is every opportunity for a ca­
reer at Ericsson in diis dynamic and 
customer-oriented segment. 

KARI MALMSTROM 
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Bryan Oates is something of a magician when it comes to selling services. 

The gentle art of selling at Infocom 
The Public Networks business unit 
within the Infocom Systems busi­
ness area works with a wide range 
of customers. Gaining a foothold as 
a service supplier requires formu­
lating the message precisely. China 
is a test market for the NPI service 
package, which stands for Network 
Performance Improvement. The 
sale has not yet been made, and 
identifying the most appropriate 
sales arguments takes time. 
"We must constantly adapt our message," 
says Hugo Osterlund. "We have so many 
different types of customers. There are 
still monopoly markets where one set of 
rules apply. Then there are all the former 
monopoly owners in deregulated mar­
kets, as well as new operators who in 
many cases want a total solution from the 
start. 

"We must determine what is important 
for the customer and formulate our sales 
arguments accordingly," says Bryan 
Oates, who is something of a magician 
when it comes to service sales. 

China is one of the markets that Aus­
tralian born Bryan knows well, During 
the more than 20 years he has been work­
ing from Sweden with various fixed-net­
work operators, he had gained extensive 

experience from most parts of the world. 
"It's different everywhere!" emphasizes 

Bryan. "Some operators attach great im­
portance to absolute reliability and acces­
sibility in their networks. Others are 
strictly focused on profitability. Opera­
tors may meet fierce competition or have 
a monopoly in their markets. For us, it's a 
matter of finding the lowest common de­
nominator and feeling our way forward." 

The gentle art of selling 
Hugo and Bryan emphasize that selling 
services to public operators can require a 
delicate balancing act. A customer repre­
sentative who is an network operations 
manager with detailed technical knowl­
edge of the content of a service designed 
to improve network performance may 
not be the right contact person. On the 
contrary, this person may perceive Erics­
son's offer as criticism. 

In this case, the operator's executive 
management is probably a better target 
group, but to reach these managers, 
Ericsson must translate the contents of 
the service package and the sales argu­
ments into measurable results in terms of 
increased revenues, more satisfied cus­
tomers, increased accessibility, etc. 

"The gentle art of selling services," is 
how Bryan describes it, pointing out that 

selling service products on the basis of 
the product contents has its limits. A 
careful analysis of the customer's require­
ments is a better starting point. There­
after a package can be created using ser­
vice products as building blocks. The ide­
al is to sell functionality or results, not a 
given product. To explain, Bryan makes a 
comparison with driving. 

"We don't want to sell a course in how 
to drive but rather something that results 
in the ability to drive," says Bryan. 
"Translated into Ericsson's business, we 
want to be able to sell a certain level of 
performance in the customer's network. 
How that performance is achieved tech­
nically is not of primary importance for 
making the sale." 

Taking the long view 
Taking the long view is another of Bryan's 
obsessions. The goal is to sell contracts, 
not isolated service measures. The sales 
process takes place once. Thereafter, Er­
icsson is able to deliver and receive pay­
ment over a period of five years, for ex­
ample, before a new request for tender is 
received from the customer. 

Let us return to the Chinese market 
and its special terms. Here there is still a 
monopoly as well as cultural patterns that 
differ considerably from those in the 

Hugo Osterlund, sales and marketing 
manager for services and support sys­
tems within Infocom Systems' Public 
Networks business unit. 

West. How should Ericsson formulate its 
message in China? Profitability is not a 
convincing argument. Neither is accessi­
bility. Quantity, many lines with good 
coverage, may appeal more to the cus­
tomer. 

"It's a question of using your fantasy," 
says Bryan. "It's also essential to identify 
exactly the right contact person with the 
customer. Ericsson's representatives have 
a local presence. We work closely in 
teams with the local company in China to 
succeed with this pilot project." 

KARI MALMSTROM 

9 il§-~i5E^=: An advertising campaign 
is part of Ericsson's effort 
to profile the company as 
a leader in "Service Solu­
tions for Telecom Opera­
tors." 
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Anders Lindstrom, Fredrik T Strandh, Robert Melkersson and Sture Sjostrom get a demonstration in one of Ericsson's many training centers ,in Kista north of Stockholm. 
Photo: PETER GUNNARS 

Explosive growth in mobile 
telephony shapes the industry 
Certainly there are differences be­
tween mobile and fixed networic 
operators, but the similarities are 
greater. The major difference lies 
not in technology but in the fact 
that the operators are in different 
business phases. For this reason, 
there business prospects and need 
for services are usually different. 

Customer development phases can be 
roughly divided into build-out, expan­
sion and consolidation. Among Ericsson's 
fixed network customers, many - particu­
larly state-owned PTTs, whether subject 
to competition or not - are very definite­
ly in the consolidation phase. 

Mobile telephony is a newer phenome­
non, and build-out has shaped the entire 
industry. With the exception of the oper­
ators who started early - often as off­
shoots of the P I T - all customers are ei­

ther in the build-out or expansion phase. 
There are clear parallels between most 
mobile operators and new operators in 
the fixed network. 

Every step of the way 
The scope for configuring services in 
contracts with customers in the build-out 
or expansion phases is great. Ericsson is 
already involved in the early stages and 
takes part in business planning, invest­
ment calculations, proposals for network 
design, etc. When the network is up and 
running, continues Ericsson its involve­
ment by operating the network, either 
during a transition period to train the op­
erator's personnel or more permanently 
as a contracted service. 

For the typical mobile operator just 
starting up, one goal is paramount get­
ting the network running and signing on 
subscribers. Fine tuning of the network 

to achieve optimum performance is rela­
tively unimportant at this stage. Erics­
son's goal as a supplier often coincides 
with the customer's. The primary task is 
to deliver and install all equipment on 
schedule. After many years of explosive 
market growth, resources have been 
taxed to the limit. Growth has gone be­
fore perfection in many cases. 

Virtually all operators underestimate 
their market potential, conclude Fredrik 
T Strandh, Anders Lindstrom and 
Robert Melkersson. Subscribers flock to 
the network in greater numbers than an­
ticipated and the operator hits the wall. A 
network dimensioned for 100,000 sub­
scribers will not support double that 
number. In this situation, the operator 
naturally turns to Ericsson and asks, 
"What now? You supplied this network, 
but now it doesn't work." 

All problems can be solved, and they 

are solved. But some solutions are more 
efficient than others, with a well-defined 
range of services and a well-conceived 
marketing of these services, we can es­
cape the "fire brigade mentality" in re­
sponding to emergencies and instead sell 
long-term service contracts to customers. 

Regular analysis of traffic 
"Most of our customers are in die expan­
sion phase," says Fredrik T Strandh. 
"When we design a network expansion, 
we can offer to optimize the existing net­
work. We can also regularly analyze traf­
fic and continuously tune the network. 
One of our strengths is being able to inte­
grate other suppliers' equipment in our 
own systems. A customer can choose Er­
icsson, even though someone else sup­
plied the equipment, and we'll make it 
work better." 

KARI MALMSTROM 

Why are the seven service areas so important? 
Tom Voss, Ericsson Netherlands 

"In order to be able to sell services, 
you have to have a concept, a way of 
describing what you have to offer 
that acts as a door opener for Erics­
son. Until now, our product catalog 
contained more than a hundred dif­
ferent services, making it too confus­
ing for the sales force to handle. Being able to offer sev­
en service areas is a big step in the right direction. An­
other step in the right direction is that the local compa­
nies are now becoming involved in marketing strate­
gies. We often feel that the head office is too far re­
moved from the market. 

The market is demanding this kind of concept. Dereg­
ulation and the competitive situation are also increasing 
customer demands. 

Fabio Pasquazi, Ericsson Italy 
"Selling products, as we have 

done previously, is not sufficient. 
This concept creates greater oppor­
tunities for a dialogue with our cus­
tomers that allows us to meet their 
needs. It's also positive that the local 
companies and their organizations 
which are close to the customer can become involved in 
developing the concept. This is something of a revolu­
tion that really puts the focus on the customer. I think 
that creating this concept was a really great idea. 

With regard to market demand, this is something cus­
tomers have been asking for. They want to become 
more involved and want the supplier to understand 
their strategies and business goals. We have to be more 
pro-active to meet customer demands. 

Pirjo Lounela, Ericsson Finland 
"I fs really necessary. It's impossi­

ble to do anything new without a 
dear vision and concept. Otherwise 
we continue to work as before, 
based on products. That's not what 
customers want. Now we can create 
a new image through which we can 
dearly describe what we have to offer. 

"There is definitely a demand for this concept. We 
have to make it easy for the customer to understand 
what we have to offer, and now we have the tools that 
we need. Having the backing of corporate management 
is very important, because if we are to succeed with this 
concept, we must be able to invest money and resources 
in implementing the concept." 

MYSMMQa 
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in the electronic News sys­
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For further information 
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Contact no. 61997 Updated April 22 Updated April 22 

rmui.hm.i.hii— 
Ericsson Montreal (Canada) LMC 

If you are looking for a new challenge, new re­
sponsibilities, in a good work environment, read 
carefully the following: 

SYSTEM ENGINEER 
• Ericsson in Montreal is seeking four System 
Engineer. Here are the job description and the re­
quirements. 

RESPONSIBILITIES: A Systems Engineer is responsi­
ble for overall systems design, preparation of de­
tailed requirements, supervisor and coordination of 
subsystems and products. 

ACTIVITIES: Execute prestudies and feasibility 
studies according to the Prestudy and Feasibility 
study process; Execute quick studies and technical 
studies according to the technical investigation 
process; Carry out patent work according to the 
Invention and patent process; Participate in stan­
dardization work according to the standardization 
process; Participate in technical committees, e.g. TC-
A M C PC-APT and PC-CMS88; Participate in system 
evolution/architecture development" Maintain 
knowledge of industry standards and competitor 
technology; Participate/identify system improve­
ments; Provide support to the customer and the de­
velopment units; 

Ensure that change requests are issued for non 
compliances to requirements: ensuring approval of 
the change request is via the change control board; 
if required, updating the necessary documents up­
on approval to change request' ensuring that non 
compliances to requirements during projects are 
tracked/documented to ensure consistency/quality 
for future development projects; 

Participate/execute system performance mea­
surements; Educate the organisation in the latest 
systemware; Identify new design rules or design 
rules that must be used within a project Contribute 
to process improvements. 

JOB REQUIREMENTS: University Degree or equiv­
alent; Knowledge of competitor/external technolo­
gy and industry standards; Knowledge of AXE 10 
design; Knowledge of LMC Development Processes 
and/or Medax Development Processes; Knowledge 
of software development and testing; Very strong 
communication skills. 

Contact: LMON/XM/ Sonal Patel, Imcsonp. 

TECHNICAL COORDINATOR 

Ericsson in Montreal is also seeking for two techni­
cal coordinator. Here are the job description and 
the requirements: 
• JOB DESCRIPTION: One of the roles within the 
SNP systems group is to be responsible for the tecni-
cal coordination activities within the area of CMS88 
Switching Network Products. The tecnical coordina­
tor is assigned per project and has the following re­
sponsibilities to: 

Coordinate the SNP project in the tecnical areas 
from pre-study (TGO) to the conclusion phase (TG5; 
Ensure the SNP system consistency throughout the 
whole project; Ensure a SNP requirement manage­
ment within the project Ensure that the require­
ments will be fulfilled during the Feasibility and 
Execution phases-mainfy by reviews, statement of 
compliance; Coordinate the answering of all SNP 
trouble reports during the project execution; 
Initiate and follow up SNP technical investigations 
within the project 

Responsible for technical support to Project 
Management; Participating in PC review when re­
quired; Coordination of change requests; 
Supporting customer in technical discussions and 
presentations; Intellectual Properties Right issues; 
Ensure that the SNP technical coordination team 
(includes the LDC coordinators) is accountable for 
the deliverables in a project Ensure that all SNP 
technical coordination team members know their 
responsibilities and contributions; Write monthly 
Progress Report for Technical Coordination; 
Member of Project Management team; Member of 
the overall project technical coordination team. 

JOB REQUIREMENTS: Knowledge of LMC 
Development Processes; 6 to 8 years experience; 

University Degree in SW Engineering; Knowledge of 
AXE 10 design development Very strong communi­
cation, interpersonal skills; Previous experience as a 
team leader during a project Project Management 
experience; Knowledge of the RMOA PROPS Model; 
Knowledge of SNP Products. 

EXTERNAL CONTACTS: The SNP Technical 
Coordinator will establish and maintain contacts 
with other tecnical coordinators within the project 
in order to ensure cohesive and uniform tecnical so­
lutions are developed to improve the quality of our 
systems. 

TRAVELLING: Occasional traveling in North 
America and Europe shall be espected. More specif­
ically, 1 to 6 times yearly, each trip lasting less than 
two weeks. 

Contact: LMON/XM/ Sonal Patel, Imcsonp. 

CMS 8800 ARCHITECTURE 
SECTION MANAGER 
Finally, Ericsson in Montreal is seeking for a CMS 
8800 Architecture Section Manager. Again, here 
are the job description and the requirements: 

• GENERAL: The responsibilities of this section are 
to ensure optimal evolution of the CMS 8800 System 
Architecture and of the system's platforms in terms 
of capacity, quality robutness, reliability and degree 
of automation. 

RESPONSIBILITIES AND AUTHORITY: Relating to 
the various RMOA systems technology investiga­
tions covering the applications, standards and char­
acteristics aspects of CMS 8800 in order to condense 
the impacts on the systems platforms and architec­
ture; 

Interfacing within CMS 8800 System Provisioning 
Organization and with Core Unit Radio Research 
(RCUR), Basic Systems (UAB, EHPT) and other busi­
ness units regarding different architecture solutions 
and upcoming new platforms; Carrying out studies 
on architecture on the standpoint of hardware, 
software, product structures; Developing and 
Maintaining a CMS 8800 Network Reference Model; 
Identifying needs for software and hardware plat­
form evolution by close connection to product man­
agement as well as the customers; Analysing indus­
try trends towards new platforms; Supporting re­
leased CMS 8800 systems in operation (trouble 
shooting as well as answering customer questions); 
Working in Product Concept Studies, Business 
Opportunity Tracing and Technical Investigations. 

The main areas of interest for the section are: 
Application Modularity; Functional Modelling 
(Logical Network Reference Model, Ericsson 
Reference Model); Hardware platforms for AXE, 
OSS, RBS and for new nodes; Open Telecom 
Platforms; External Technology Provisioning; Self 
configuration of the system. 

JOB REQUIREMENTS: A University degree in 
Science; At least 6-8 years relevant experience; Well 
organized, flexible and professional; Effective writ­
ten and oral communication skills (in English); Good 
leadership skills; A contact network both inside and 
outside the Business Unit; Ability to make contacts 
and corporate with other people. 

Contact: LMC/SD/S Glen Schmid, Imcglen. 

Ericsson Telecommunicacoes S.A., Brazil 

RADIO NETWORK 
PLANNING MANAGER 
The Regional Network Planning Centre for Latin-
America, based at EDB in Sao Paulo, supports all 
Radio Network Planning activities in Latin-America. 
The region is one of the world's fastest growing 
markets. We are strongly increasing our activities, 
and are therefore recruiting a Radio Network 
Planning Manager. 

• You will be in charge of recruiting, training and 
managing a group of RF engineers. Your ambition 
shall be to develop the team from start, and to com­
municate and spread your enthousiasm and motiva­
tion. 

We are looking for you that: hold a B.Sc. or M.Sc. 
in electrical engineering, telecommunications or 
equivalent experience, have a broad international 
experience, have a few years experience of cell 
planning or cellular operations, preferably on D-

AMPS/AMPS markets, have at least a few years ex­
perience management in the cellular world, know 
that you are the one that will make it interesting. 

English fluency is required, Portuguese and/or 
Spanish are a strong advantage. The assignment 
will be of one year minimum. 

Contact: EDB/RAC Frederic Aran, phone +55 11 681 
02 98, Memoid ERA.ERAFAR, fax +55 11 681 20 70. 

Intracom Hellenic Telecommunications, Greece 

SW DESIGNERS FOR CME20/CMS40 
CELLULAR SYSTEMS 
INTRACOM in Athens is an ERICSSON affiliated com­
pany and its Software Design Centre (IXG SWDQ is 
working with AXEW development since 1989. 

Within IXC/DG section we are working with the 
SW development of CME20 and CMS40 applications, 
used for digital cellular mobile telephony based on 
GSM/DCS standards. 

• Within our SW projects you will learn to develop 
features used by the biggest GSM telephone opera­
tors around the world. You will learn about project or­
ganisation and team working and you will use the lat­
est methods and tools for SW development. 

We are looking for SW designers or SW testers 
with at least 1 year experience in Block and Unit 
design or Function Test. We want you to start as 
soon as possible and the assignment period will 
be at least for 6 months. 

Contact/Application: George Alevropoulos (IXG.0XG 
GAS) +301 6860408, e-mail gaseintranet.gr, or 
Argirios Diamantis (IXG.IXGADIA) e-mail adiaOin-
tranet.gr 

Ericsson Ltd, UK 

CONSOLIDATION AND MIGRATION 
OF TACS SYSTEM 
• We need a number of TACS expert for an interest­
ing project in England for aprox. one year from 
June.July -97. The project is about consolidation and 
migration of the TACS system. The aim is to replace of 
a number of TACS/MTX switches by GSM/MSC switches 
while maintaining the radio coverage of the TACS net­
work. 

This is a highly qualified and interesting job 
and we need a number of experts to participate 
in this pilot project. Experts are needed in the fol­
lowing areas. 

PLANNING AND ENGINEERING 
• Planning remodelling of the TACS network. 
Dimensioning of MTX switches. Data transcript of 
switches. Re-arrangement of interconnection of links. 

RADIO ENGINEERING 
• Radio network dimensioning,e.g. removal of voice 
channels. Cell Data Transcript. Plan site cutovers. 

NETWORK/TRANSMISSION 
• Plan Link rearrangement. Re-dimension of cross-
connects. 

Contact: Karin Skyman at ETLrGU Tel:+44-1483-
305077. MEMO: ELT.ETLKNSN or Chris Sherry at 
ETUGU Tel:+44-1483-305724. MEMO: ETLETLCSSX 

Ericsson SA/NV Brussels, Belgium 

In order to strengthen Ericsson's position in the 
Belgian market place, the local company EBR is build­
ing up the organization that is prepared to face the 
challenge to win new business in the area of cellular 
networks. 

MARKETING MANAGER 
• During the marketing phase the Marketing 
Manager is involved in detecting and collecting infor­
mation of existing and future operators in Belgium. 
He will be in contact with the customers in order to 
understand and analyze their needs and expectations. 

Marketing Manager participates the Market 
Planning and has the overall responsibility of ini­
tiating and managing the preparations and exe­
cution of the planned activities. 

During the sales and negotiation phase the 
Marketing Manager will contribute the Core3 

work as outlined in the tendering process de­
scription when applicable. 

TECHNICAL/SOLUTION MANAGER 
• During the marketing phase the Technical/Solution 
Manager has the overall responsibility of initiating 
and managing the technical preparations required for 
the planned marketing approach. These activities may 
include the coordination of nominal cell planning, 
network topology planning, transmission planning 
and hardware dimensioning. Technical Manager is ex­
pected to be able to give solution level presentations 
to customers. 

During the sales and negotiation phase the 
Technical Manager will co-ordinate and initiate 
technical works. He will be responsible for the 
network design, SoC, and the system proposal - in 
fact of the entire technical solution correspond­
ing to customer's needs. Technical Manager will 
also provide necessary technical support to both 
Marketing Manager and Customer Project 
Manager. 

EXPECTED QUALIFICATIONS AND EXPERIENCE 
FOR BOTH POSITIONS: 

Approximately five years or more of experi­
ence in the requested area. Understanding of op­
erator's business. Good communication skills. 
University degree. Fluent in English, French and 
Flamish are an asset. 

For expatriates minimum assignment is one 
year. 

Contact: Christer Ahlner, ERA/LFH, phone +46 8 404 
84 07, memo ERAC.ERACRAR or Seppo Lohikko, EBR. 
phone +32 2 745 13 54, memo EBR.EBRLOH. 
Application: Ericsson Radio Systems AB, LFHS Ingela 
vlkenfalk, SE-164 80 STOCKHOLM 

Ericsson Corporatia - ECR 

RMOG MARKETING AND SALES 
MANAGER IN MOSCOW 
The Russian cellular market is in an expansive phase 
where Ericsson has captured a total market share of 
50%. In NMT we have already today a solid base and 
late last year we got our first contacts for GSM. We 
now need a result-driven manager who can coach 
and lead our team in Moscow and in close coopera­
tion with the home organisation develop the RMOG 
business in Rissia. 

• An important part of the job will be to build up 
competence and resources locally for marketing and 
sales. 

You will be responsible f o r developing busi­
ness opportunities, sales as agreed upon with 
Business Uni t recruiting and developing of per­
sonnel resources within the agreed personel bud­
g e t to manage and own resources for offer 
preparation and commercial support. 

This position require: Master of Science, 
Electrical Engineer or similar, a solid foundation 
in communication systems technology, at least 
two years related experience, good knowledge in 
Russian and English, negotiation and manage­
ment skills. 

Contact Ulf Borison, phone + 46 8 757 1580 or Eric 
Franke, phone + 7 505247 6211. Application: Ericsson 
Radio Systems AB, SG/ERA/LP/H Liljana Sundberg, 164 
80 STOCKHOLM 

Ericsson GmbH, Germany 

Our role as network provider is to supply customers 
with complete cost-effective and revenue generating 
solutions tailored to their business needs. The solu­
tions are based on appropriate products from the en­
tire Ericsson product portfolio, as well as from third 
parties. 

Ericsson GmbH, Germany, will develop engineer 
and implement total solutions for our customers. The 
customers segments second operator (fixed), city op­
erators and international carriers are supported by 
one product management unit Within this unit we 
are urgently looking for an excellent 

SECTION MANAGER 
for Access Products 
• We offer you an interesting and ambitious position. 
The main authorities and tasks are: leading a team of 
highly qualified product managers, work with product 
strategies, sourcing, consolidation of the German 
market requirements, business cases and life cycle 
management, disucss, define and describe features, 
functions and configurati on of access products in 
close co-operation with customer experts, transfer 
your knowledge into the customers organisation, co-
ordiantion with Ericsson Global Product Manage­
ment drive improvement activities. 

As a suitable candidate, you have the follow­
ing experiences and qualifications: M.Sc. or 
equivalent. English fluently. 

Good Knowledge of Ericssons access products. 
2 to 3 years management experience. 

Be able to translate customer needs for prod­
ucts and services, enjoy working close to new op­
erators in an existing start-up phase, think an 
work customer and solution oriented, be open 
minded to work in a flexible and team-oriented 
organisation. 

http://gaseintranet.gr
http://tranet.gr
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Contact: Stefan Reuther, Phone: +49-211/534-4770, 
Memo-ID: EDD.EDDSR or Jutta Hartmann, Phone: +49-
211/534-4342, Memo-ID: EDD.EDDJUHA. Application: 
Ericsson GmbH, Division New Network Operators, 
Heerdter Landstr. 193, 40549 Duesseldorf, Germany 

Cia Ericsson de Chile S.A - CEC/Erksson Taiwan Ltd 

LOCAL PRODUCT MANAGER 
TO CHILE AND TAIWAN 
Cellular Systems - American Standards is one of the 
fastest growing business units within Ericsson Radio 
Systems. We are expanding rapidly in the world over, 
and many challenges and opportunities are awaiting 
for us. 

• Are you a person motivated in translating your 
technical knowledge into business results? - If so, you 
are a potential LPM. 

Now w e have t w o Local Product Management 
(LPM) posit ions vacant: one in Chile and the o t h ­
er one in Taiwan, (and new requirements w i l l 
come shortly) 

In t he Local Company (LC), t he main posi t ion 
responsibi l i ty is t o provide customers w i t h o p t i ­
mal technical support fo r our CMS 8800 Cellular 
products, dur ing Sales t o Order Process. Ne twork 
design and Th i rd Party Products are under t he 
LPM responsibi l i ty as we l l . 

He/She w i l l be in close re lat ion w i t h customers, 
act ing in a co-ord inated way w i t h Marke t ing and 
Sales people as we l l as w i t h others LC groups. 

The LPM w i l l be appo in ted t o per fo rm tasks 
l ike: t o p romo te CMS 8800 products by present­
ing t he clients the i r characteristics, and the ad ­
vantages they provide, t o e laborate customised 
sell ing proposals based on the Ericsson products, 
t o answer technical Statement of Compliance, t o 
make Product Planning, in close re lat ion w i t h t he 
customers, t o keep the LC staff technical ly updat ­
ed . 

The ideal candidate has an Engineer ing degree 
and t w o or more years experience in technical 
support in t he cellular industry, t he bet ter if w i t h 
AMPS-DAMPS standards. AXE experience is a 
must, as we l l as English f luency. Spanish is re­
qu i red fo r t he posi t ion in Chile. 

The persons w e are look ing fo r are sel f -mot i ­
vated, ambit ious, ou tgo ing and interested in tak ­
ing t he chal lenge of being a key person in t he LC 
and a valuable adviser fo r t he customers. Hard 
w o r k i n g is a normal a t t i t ude f o r these persons. 

As on deve lop ing the i r tasks t he LPM's w i l l be 
daily using bo th technical know ledge and human 
skills, the i r professional and personal compe­
tence w i l l be exceptional ly developed. 

Contact: Oscar Casetta, phone +46 8 757 5719, mem­
oid ERA.ERAOCAS. Application: Ericsson Radio 
Systems AB AH Gote Hedblom, 164 80 STOCKHOLM 

Ericsson Radio, S.A. (REE), Madr id (Spain) 

TECHNICAL SALES SUPPORT & 
PRODUCT MANAGEMENT ENGINEER 
• We are looking for a person to support Telefonica 
Moviles in all matters related to MIN: Services, SMAS 
and Platform. 

Job Requirements: GSM(switching), CCS-7(IN-
AP,CS-1,ISUP), AXE, MIN. Marke t oriented/cus­
tomer focus. Fluency in english and Spanish is pre­
fer red. Good communicat ion/presentat ion skills. 
Avai labi l i ty t o t ravel is necessary. Preferable ex­
perience f r o m MIN area. 

Job Descript ion: Marke t ing and Commercial 
relations w i t h Telefbnica Movi les. Design services 
and solutions t o meet customer requirements, re­
gard ing In te l l igent Network area. Presentations 
regarding MIN services and funct ional i ty . Product 
Management of MIN. 

Contact: Juan B. Perez REE/RM/F, Mobile Services 
Marketing Responsible, via MEMO: REEJBP, or Tel. +34 
1 3391353. Application: Isabel Simonet, Human 
Resources, Retama.1 - 28045 Madrid (Spain), Tel. +34 1 
3392332 - Memo ID: REEISR 

Global Response Center Richardson, USA; Rijen, 
The Netherlands; Melbourne, Australia 

GRC SUPPORT ENGINEER/SYSTEM 
EXPERT - ISDN, IN and I/O areas 
• The Global Response Center is seeking ISDN, IN and 
I/O competence. If you are up for a challange and have 
ISDN, IN or I/O competence and have possibly other 
AXE Customer Support skills then this interesting job 
is for you. The Global Response Center (GRC) provides 
technical support and service to the majority of 
Ericsson AXE customers on a 7 days * 24 hour basis. 
This is achieved via 3 hubs (Rijen, Richardson & 
Melbourne) using a 'fol low the sun' structure. You wil l 
receive exposure to the latest products via training, 
work and job rotation, and thus help us and you main­
tain the competences our customers insist on. 

Your pro f i le is probably one o f a person w i t h a 
bachelors degree in engineer ing or equiva lent 
( te lecommunicat ion, computer science or compa­
rable), w i t h 5 t o 10 years o f AXE experience (2-3 
years of ISDN or IOG11). Good command of t he 
English language is a must (another language 

such as Spanish is a plus). You should also be a 
good t e a m player w i t h s t rong customer or ienta­
t i on , the abi l i ty t o w o r k independent ly and hap­
pi ly in a lively, mixed cul ture w o r k i n g env i ron­
ment . 

Contact/Application: Peter Dicksson. (EUS.EUSD-
CKN, +1-972-583-1356). Dave Eales, (ETM.ETMDES, 
+31-161-249362) or Andreas Luiga, (EPA.EPAADL, +61-
3-9301-1814). 

Ericsson Hellas S.A. 

is the market leader in Greece and significantly con­
tributes in the upgrading of the national telecommu­
nication infrastructure both in the public and private 
sectors. The company's mission is "to understand our 
customers' opportunities and needs and to provide 
communication solutions better than any competi­
tor". 

Currently we are in the phase of dynamic expan­
sion in the sector of cellular infrastructure and ser­
vices supply for GSM-900IDCS-1800 networks. 

Our Business Unit is dedicated to one of the two 
GSM operators with a goal to exceed our customer's 
expectations by achieving absolute customer satisfac­
tion in the offered products and services. In order to 
continue meeting our mission and goal, we have 
identified two openings and we are looking for self-
motivated team players with excellent communica­
tion skills for the following positions: 

JUNIOR PRODUCT ENGINEER 

- radio/transmission network 

• As a product engineer for radio and transmission 
network, you wil l be handling technical questions 
from our customer related to Ericsson products in this 
area, prepare technical presentations and update the 
customer wi th the latest product developments. 

JUNIOR PRODUCT ENGINEER 

GSM hardware evolution/network dimen­

sioning 
• As a product engineer for GSM hardware evolution 
and network dimensioning, you will be handling tech­
nical questions from our customer related to Ericsson 
hardware products, prepare technical presentations 
and update the customer wi th the latest product de­
velopments. You wil l be also responsible for hardware 
dimensioning of new GSM switches being introduced 
in the customer's network. 

Your pro f i le : University degree in a relevant 
sector w i t h special ization in Telecoms (preferably 
cellular). 1-2 years experience pre fer red. Age be­
t w e e n 25 and 30 years o ld . Excellent know ledge 
of English. 

We of fer : Remunerat ion match ing experience 
Excellent w o r k i n g env i ronment Full benef i ts 
package Training in te lecommunicat ions 
Potent ial fo r personal deve lopment 

Contact: Mr. Dimitris Manolopoulos, ETG/PC (phone: 
+301-9697165, e-mail: etg.etgdim), or Mrs. Maria 
Boura, ETG/P/PM (phone: +301-9697167, e-mail: 
etg.etgmboa), or Mr. Tryfon Kantas, ETG/F (phone: 
+301-9697209, e-mail: etg.etgkan) Application: ERICS­
SON HELLAS S.A. (Attn.: Personnel Department), 33, 
Zeppou Street & Vouliagmenis Avenue, 16675 Glyfada 

- Athens, Greece 

MARKETING EXECUTIVE 

• As a marketing executive you wil l participate in the 
BU's marketing activities for both existing and new 
products/services, in the creation of new business, and 
assisting in end user/market studies and in communi­
cating the findings to our customer. 

Your pro f i le : 1. University Degree in Marke t ing 
Managemen t (preferably MBA). 2. 1-2 years mar­
ke t ing experience. 3. Age up t o 28 years o l d . 4. 
Excellent know ledge o f English. 5. Experienced 
PC user. 

We of fer : Remunerat ion match ing experience. 
Excellent w o r k i n g env i ronment . Full benef i ts 
package. Training in te lecommunicat ions. 
Potent ial f o r personal deve lopment . 

Contact: Mr. Dimitris Manolopoulos, ETG/PC (phone: 
+301-9697165, e-mail: etg.etgdim), or Mr. Harry 
Haralambidis, ETG/P/SM (phone: +301-9697134, e-
mail: etg.etghhs), or Mr. Tryfon Kantas, ETG/F (phone: 
+301-9697209, e-mail: etg.etgkan) Application: ERICS­
SON HELLAS S.A. (Attn.: Personnel Department), 33, 
Zeppou Street & Vouliagmenis Avenue, 16675 Glyfada 

- Athens, Greece 

Ericsson Toshiba Telecommunication Systems K.K., 

Japan 

Ericsson is supplying the CMS30 systems for the PDC 
(Japanese cellular standard) network in Japan. Our 
customers networks are now handling more than 2.3 
million mobile subscribers and are increasing rapidly. 
In addition to the tremendous growth, the network 
will also soon be added with our sophisticated AM 
based Intelligent Network. Our headquarters is situ­
ated in Shin Yokohama (near Tokyo) with regional of­
fices spread around Japan. 

To cope with the promising future, we have vacant 
positions, long term and short term, in both Sweden 

and different locations of Japan. Employment in 
Sweden includes possibilities for future assignments 
in Japan. We are looking for people from all over 
Ericsson to support us in this challenge. If you are up 
to challenges you should not skip this opportunity. 
See you in Japan. 

MSC/HLR SUPPORT ENGINEERS 
• Main tasks: trouble report handling; participate in 
24 hr emergency support; correction packages han­
dling; support roll-outs and provide technical support 
(on-site/off-site). 

You should have good AXE knowledge and at 
least 4 years f ie ld suppor t experience in t he M S O 
HLR areas. Experienced in CMS30 is an advan­
tage. We work as a team. As part of our suppor t 
t eam, you w i l l be w o r k i n g toge the r t o solve 
problems on-site/off-si te. Trouble shoot ing skills 
is mandatory. G o o d team spir i t and customer f o ­
cus are demanded . 

Start ing date: 1997-04 Locat ion: Japan 

Contact: Santoso Budiman, phone +81 45 475 6284, 
memoid: NRJ.ERJBUDI, Ulf Sundberg, phone +81 45 
475 0077, memoid: NRJ.ERJUFSG, Anders Birkedal, 
phone +81 52 586 1676, memoid: NRJ.ERJBIRK or 
Gullic Fahlgren, phone +46 8 757 1728, memoid: 
ERA.ERAFAH. Application: Ericsson Radio Systems AB, 
J/HS Ann Beer 164 80 Stockholm 

RADIO BASE STATIONS 
SUPPORT ENGINEERS 
• Main tasks: trouble report handling; participate in 
24 hr emergency support; correction packages han­
dling; support roll-outs and provide technical support 
(on-site/off-site). 

You should have g o o d AXE and RBS k n o w l ­
edge and at least 4 years f ie ld support experience 
in the Radio Base Stat ion area. Experienced in 
CMS30 is an advantage. We w o r k as a t eam. As 
par t o f our suppor t team, you w i l l be w o r k i n g t o ­
gether t o solve problems on-site/off-si te. Trouble 
shoot ing skills is mandatory. Good t e a m spir i t 
and customer focus are demanded. 

Start ing date: 1997-04 Locat ion: Japan 

Contact: Santoso Budiman, phone +81 45 475 6284, 
memoid: NRJ.ERJBUDI, Ulf Sundberg, phone +81 45 
475 0077, memoid: NRJ.ERJUFSG, Anders Birkedal, 
phone +81 52 586 1676, memoid: NRJ.ERJBIRK or 
Gullic Fahlgren, phone +46 8 757 1728, memoid: 
ERA.ERAFAH. Application: Ericsson Radio Systems AB, 
J/HS Ann Beer 164 80 Stockholm 

APZ/IOG SUPPORT ENGINEERS 

• Main tasks: trouble report handling; participate in 
24 hr emergency support; correction packages han­
dl ing; support roll-outs and provide technical support 
(on-site/off-site). 

You should have at least 4 years f ie ld suppor t 
experience in t h e APZ and IOG systems. 
Experienced in CMS30 is h ighly an advantage. We 
w o r k as a team. As par t of our suppor t team, y o u 
w i l l be w o r k i n g t o g e t h e r t o solve problems o n -
site/off-site. Trouble shoot ing skills is mandatory . 
Good team spir i t and customer focus are de­
manded . 

Star t ing date: 1997-04 Locat ion: Japan 

Contact: Santoso Budiman, phone +81 45 475 6284, 
memoid: NRJ.ERJBUDI, Ulf Sundberg, phone +81 45 
475 0077, memoid: NRJ.ERJUFSG, Anders Birkedal, 
phone +81 52 586 1676, memoid: NRJ.ERJBIRK or 
Gullic Fahlgren, phone +46 8 757 1728, memoid: 
ERA.ERAFAH. Application: Ericsson Radio Systems AB, 
J/HS Ann Beer 164 80 Stockholm 

IN EXPERT 

• The responsibilities include on-site trouble-shoot­
ing, problem analysis, technical support of IN System 
Integration Testing on customer sites, technical con­
sultation and communication wi th customers. 

We require sol id experience o f IN and w o r k i n g 
experience w i t h i n Ericsson. 

Star t ing da te : 1997-04 Locat ion: Japan 

Contact: Santoso Budiman, phone +81 45 475 6284, 
memoid: NRJ.ERJBUDI, Ulf Sundberg, phone +81 45 
475 0077, memoid: NRJ.ERJUFSG, Anders Birkedal, 
phone +81 52 586 1676, memoid: NRJ.ERJBIRK or 
Gullic Fahlgren, phone +46 8 757 1728, memoid: 
ERA.ERAFAH. 

SMAS EXPERT 

• The responsibilities include on-site trouble-shoot­
ing, problem analysis, technical support of IN System 
Integration Testing on customer sites, technical con­
sultation and communication wi th customers. The 
work also includes installation and testing of SMAS 
SW and customer training. 

We require solid experience of SMAS and 
w o r k i n g experience w i t h i n Ericsson. 

Start ing date: 1997-04 Locat ion: Japan 

Contact: Santoso Budiman, phone +81 45 475 6284, 
memoid: NRJ.ERJBUDI, Ulf Sundberg, phone +81 45 
475 0077, memoid: NRJ.ERJUFSG, Anders Birkedal, 
phone +81 52 586 1676, memoid: NRJ.ERJBIRK or 
Gullic Fahlgren, phone +46 8 757 1728, memoid: 

ERA.ERAFAH. Application: Ericsson Radio Systems AB, 
J/HS Ann Beer 164 80 Stockholm 

TEST ENGINEER CMS 30 

• You wil l work wi th installation testing, AS Rollouts 
and other software implementations within CMS 30 
networks including IN. We require previous experi­
ence from the telecommunication industry and work­
ing experience within Ericsson. 

Star t ing date: 1997-04 Locat ion: Japan 

Contact: Per Jansson, phone +81 45 475 0084, memo-
id: NRJ.ERJPEJA, Ulf Sundberg, phone +81 45 475 
0077, memoid: NRJ.ERJUFSG, Anders Birkedal, phone 
+81 52 586 1676, memoid: NRJ.ERJBIRK or Gullic 
Fahlgren, phone +46 8 757 1728, memoid: ERA.ER­
AFAH. 

IN IMPLEMENTATION AND TROUBLE 
SHOOTING 
• You wil l work wi th integration, testing, software 
rollout and/or trouble shooting during the introduc­
t ion of IN in Japan 

This in t roduc t ion wi l l t ake place in t he Apr i l -
October t ime f rame. Both short and long t e r m ap­
plications are welcome. 

Start ing date: As soon as possible Locat ion: 
Japan 

Contact: Ulf Sundberg, phone +81 45 475 0077, mem­
oid: NRJ.ERJUFSG, Anders Birkedal, phone +81 52 586 
1676, memoid: NRJ.ERJBIRK or Gullic Fahlgren, phone 
+46 8 757 1728, memoid: ERA.ERAFAH. 

LM Ericsson Ltd, UK 

PROJECT MANAGERS 

• The growth and evolution of Mobile Systems con­
tinues to expand at record levels. Consequently, our 
need to build and expand upon our skills and compe­
tences continues. 

Oppor tun i t ies now exist in the Telecom Ireland 
Business Area fo r Project Managers w h o have up 
t o 5 years experience in Mobi le Telephony 
Systems and in particular, Ne twork Performance 
Measurement Systems, Radio Propagat ion and 
Cell Planning, Cellular Network Management 
and In te l l igent Networks. 

The management of customers, contracts and 
projects w i l l also be central t o the responsibil it ies 
o f these posit ions as wel l as fo rmu la t i on o f evolu­
t i o n strategies and solut ions t o meet customers 
needs. 

Candidates should be qua l i f ied t o degree level 
w i t h a combinat ion of interpersonal , commercial 
and technical skills. Due t o a range o f posit ions 
available, vary ing levels o f experience w i l l be re­
qu i red. 

We inv i te appl ications f r o m personnel w h o be­
lieve they have acquired suff icient expertise in 
t he relevant areas t o under take this task. 

The above positions are based in Beech Hil l , 
Clonskeagh. As a screening process based on ap­
pl ications received wi l l take place, it may not be 
necessary t o interv iew al l candidates. 

Applications not later than 970502 wi th ref.nr HR/-
97:0356: Margaret Gaffney, Employee Relations 
Manager, LM Ericsson Ltd., Beech Hill, Clonskeagh, 
Dublin 4 

Ericsson (China) Company Ltd. - ETC 

TECHNICAL MARKETING 
SUPPORT DIRECTOR 
Ericsson (China) Company Ltd, ETC, is the major local 
company of Ericsson in China. ETC's organization con­
sists of 4 Regional Offices and Local Offices reporting 
to Regional Offices, Product Divisions, and Staff 
Functions. Region North, ETON, stretching from 
China's northwest border to its eastern border with 
Korea, is by far the largest of the 4 Regions and the 
most sparsely populated. 

ETC/NT, product support, is responsible for Fixed 
Networks and Radio Communications technical activi­
ties within the Region North area. ETCINTis responsi­
ble to contribute with technical competence and sup­
port during the pre-tender, offer, contract and imple­
mentation phases for GSM, TACS, (D)AMPS, PSTN, AC­
CESS NETWORKS and TRANSMISSION. ETCINT is also 
responsible for all RADIO NETWORK DESIGN activities 
in the region. 

• The successful applicant wil l have broad knowl­
edge of Ericsson's product portfolio. He/She should 
have an academic education wi th several years of doc­
umented management skills and experience from the 
international telecommunication area. The position 
requires initiative, good communication skills and 
good ability to work in an international environment 
and under high pressure. 

Contact: Moncef Mettij i, Product Support Director, 
memoid ETC.ETCMOME or Zhang Xing Sheng, 
Executive Vice President, memoid ETC.ETCZHXS 
phone +86 10 64632288, fax +86 10 64615406. 
Application: Ericsson Radio Systems AB, KI/ERA/LDH 
Britt Gustafsson, SE-164 80 STOCKHOLM, memoid ER-
AC.ERABGUS, fax +46 08 404 5311 
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Ericsson Ltd, UK 

TECHNICAL EXPERTISE 

• Covering 'rest of the world' activities of Cable and 
Wireless, i.e. outside of Asia and Europe. To develop 
business opportunities for Ericsson in telecoms mar­
kets where C&W are operating or planning to operate 
covering wireline and wireless products. 

QUALIFICATIONS AND EXPERIENCE: We are 
look ing for someone w h o can uti l ise the i r techni­
cal expertise in a creative and lateral way cover­
ing solutions fo r t he Cable and Wireless wor ld ­
w i d e operat ions and you w i l l liaise closely w i t h 
specialist teams t o support imp lementa t ion . 

In add i t ion , t o your technical know ledge o f 
b roadband, mobi le , swi tching, signal l ing and 
ne twork architectures, your so lut ion-or ientated 
background and commercial awareness w i l l en­
able you t o develop and main ta in excellent cl ient 
relat ionships and fu l l y util ise your inquisit ive and 
innovat ive m ind . 

Contact: MICHAEL CHANCE - HUMAN RESOURCES 
444 1483 305213 or FRED CHRISTMAS - BUSINESS DE­
VELOPMENT + 44 1483 305314 

Ericsson Ltd. Burgess Hil l . UK 

MOBILE PRODUCT MANAGERS 

• In the Mobile Product Management department at 
the Mobile Business Sector, Public Systems Division 
(ETL/XM/X) we are working towards various mobile 
cellular operators in the UK. 

In order t o support the various accounts, w e 
have a number o f immediate positions fo r highly 
knowledgeab le Product Managers; 

PRODUCT MANAGERS - CME 20 SWITCHING 
The responsibil i t ies include analysis o f require­

ments and preparat ion o f Requirement 
Specifications, conduct technical presentations, 
ho ld technical discussions/negotiations w i t h cus­
tomers, provide tender support , rev iew contracts, 
evaluate commercial considerations, prepare 
Statement o f Compliances, specify product con­
tents and answer technical questions t o bo th in­
ternal and external customers. 

A n interest and t he abi l i ty t o understand the 
customer's requirements is essential. 

You should have at least 3 years o f experience 
in mob i le systems w i t h t he main focus on switch­
ing . Knowledge o f Product Management , 
In te l l igent Networks, mobi le datacom (HSCSD & 
GPRS) and te lecom networks in general w i l l be 
mer i t i ng . You should be look ing for challenges 
rather t han seeing problems, be ou tgo i ng and 
dr iv ing, customer focused and have excellent 
communica t ion skills including verbal and wr i t ­
ing skills in t he English language. 

If you are look ing fo r a real chal lenge, then w e 
can of fer you an interest ing oppo r tun i t y in a cre­
at ive and inspirat ional assignment f o r a min i ­
m u m o f t w o years at Burgess Hil l in West Sussex, 
England. 

PRODUCT MANAGERS - CME 20 BSS 
• The responsibilities include analysis of require­
ments and preparation of Requirement Specifications, 
conduct technical presentations, hold technical discus­
sions/negotiations wi th customers, provide tender 
support, review contracts, evaluate commercial con­
siderations, prepare Statement of Compliances, speci­
fy product contents and answer technical questions to 
both internal and external customers. 

A n interest and t he abi l i ty t o understand the 
customer's requirements is essential. 

You should have at least 3 years of experience 
in mobi le systems w i t h the main focus on BSS 
and/or radio. Knowledge o f Product Manage­
men t and te lecom networks in general wi l l be 
mer i t ing . You should be look ing fo r challenges 
rather t han seeing problems, be ou tgo ing and 
dr iv ing, customer focused and have excellent 
communica t ion skills inc luding verbal and wr i t ­
ing skills in t he English language. 

If you are look ing fo r a real chal lenge, then w e 
can of fer you an interest ing oppo r tun i t y in a cre­
ative and inspirat ional assignment f o r a min i ­
m u m o f t w o years at Burgess Hil l in West Sussex, 
England. 

PRINCIPAL PRODUCT ENGINEER / 
TECHNICAL CONSULTANT - ICO 
• A consortium led by NEC and including Hughes 
Network Systems and Ericsson has recently won a con­
tract to supply a cellular satellite system. 

In order t o support the ICO account and the 
consor t ium, w e have an immedia te posi t ion f o r a 
h ighly knowledgeable Principal Product Engineer 
/ Technical Consultant. 

The main responsibil i ty is t o part ic ipate in a 
j o i n t team t o def ine, specify and agree the h igh 
level system design o f t he complete ne twork . 

A n interest and t he abi l i ty t o understand t he 
customer's requirements is essential. 

You should have at least 3 years of experience 
in CME 20/CMS 40 w i t h the main focus on switch­
ing . Knowledge o f Product Management , 
In te l l igent Networks and te lecom networks in 
general w i l l be mer i t ing . You should be look ing 
fo r challenges rather t han seeing problems, be 

ou tgo ing and dr iv ing, customer focused and 
have excellent communicat ion skills including 
verbal and w r i t i n g skills in t he English language. 
A key requi rement is the abi l i ty t o w o r k indepen­
dent ly and being adaptable t o a mixed cul ture 
w o r k i n g env i ronment . 

If you are look ing f o r a real chal lenge in the 
new and exci t ing f ie ld of GSM based cellular 
satell i te communicat ion, t h e n w e can of fer you 
an interest ing oppor tun i t y in a creative and inspi­
rat ional assignment fo r a m in imum o f one year 
based in t he consort ium off ice in Hammersmith, 
London w i t h fu r ther potent ia l in the UK. 

If you feel you are the r igh t candidate fo r any 
o f the posit ions above and/or have any questions 
regarding t he positions o f fe red , please 

Contact: WC4/ETL/XM/XC Thomas Bystedt, tel . +44-
1444-234389, mobile +44-802-256977, memo id. 
ETLETLBYST 

Ericsson Ltd, UK 

ENTERPRISE NETWORKS - GLOBAL 
CUSTOMER ACCOUNT MANAGER 
• Based in the UK, reporting to the Director and 
General Manager, Network Solutions, the position al­
so has a reporting line to the Director of Global 
Customer Operations,(who is based in Nacka Strand, 
Stockholm). 

The role is pr imari ly t o co-ordinate, develop 
and manage selected customers f r o m an 
Enterprise Ne twork por t fo l io of g lobal accounts. 

The indiv idual needs t o be able t o deal w i t h se­
nior management , bo th internal ly and externally. 

A proven track record in deal ing w i t h major 
customers is essential as are good project man­
agement and commercial skills toge ther w i t h 
highly developed negot ia t ing and interpersonal 
skills. 

This is a demand ing role fo r a person w i t h dr i ­
ve, enthusiasm and de termina t ion . 

Degree level educat ion and a second main 
European language an advantage. 

Contact: Kirstie Free, Human Resources ETUZ MEMO-
ID: ETLKEFE 

Ericsson Australia 

SUPPORT ENGINEERS, 
BASED IN MELBOURNE 
• Ericsson Australia (EPA)has recently acquired the 
responsibility for the Regional Service Centre (RSQ of 
the Asia / Pacific region for the global Ericsson Group. 
Substantial growth is already being experienced and is 
expected to continue well into 1998. In order to con­
tinue to meet the demand, EPA is advertising for sup­
port engineers with substancial support (trouble­
shooting and verification) experience in either of the 
following : CMS88, CME20 or AXE10. 

Major responsibil it ies include : Trouble repor t 
analysis/solution development . AS/CN-A test ing 
and support . Development o f corrections. 
Delivery o f sof tware correct ion packages. 
Consultat ion w i t h regional Ericsson Field Support 
Centres regarding support and project issues. 

Prerequisites Fluent w i t h PLEXC and 
ASA210C. Competent w i t h AXE10 t roub le shoot­
ing techniques. Exposure in AXE Sof tware test­
ing/projects w o u l d be of benef i t . Excellent 
English verbal and w r i t t en skills. Customer 
Focussed. Works wel l under pressure situations. 
Abi l i ty t o t ravel on a regular basis. 

Ideally applicants w i l l possess a relevant I.T. 
ter t iary qual i f icat ion (Engineering or Computer 
Science etc.), whi ls t experience in d ig i ta l or ana­
logue mobi le (GSM/AMPS) appl icat ions w i l l be 
wel l regarded. 

Preference and assistance w i l l be given t o can­
didates w i l l i ng t o emmigra te t o Austral ia and 
w o r k at EPA on local condit ions, however there 
w i l l be some contract ing posit ions on offer. 

Application not later than 970428: Dean Oppedisano 
and Connie Malligeorgos via MEMOID's EPA.EPADUO 
and EPA.EPACMM. 

Ericsson (China) Company Ltd., Region Central ft 
East 

PROJECT MANAGER 

- MOBILE TELEPHONE SYSTEM 

• We are rapidly expanding our market shares in 
Region Central & East in GSM and DCS 1800. We are 
therefore in an urgent need of an experienced Project 
Manager. The job opportunity is located in one of our 
provincial offices in the region. The employment con­
tract is for one year. 

REQUIREMENTS: Bachelor o f Science degree in 
electrical eng ineer ing w i t h special ization in 
te lecommunicat ions, or equivalent . Four years 
w o r k experience in the technical aspects of 
te lecommunicat ions. 

Three years proven experience in management 
o f customer projects. Good knowledge of PROPS, 
project p lann ing, budget ing and management 
methods. 

Good technical know ledge of mobi le te le­

phone systems. Good knowledge of Ericsson's 
business practices, supply organizat ion and stan­
dards. 

Result or ientat ion, f lexib i l i ty and patience are 
impor tan t personal qualit ies. Traveling is a natur­
al part o f the job . 

Previous experience f rom Asian business cul­
t u re is an advantage. 

MAIN TASKS: Lead a large mobi le te lephone 
system project w i t h fu l l responsibil ity for fu l f i l l ­
men t of Ericsson's commitments t o our customer. 
In your team, you w i l l have experienced sub-pro­
ject managers in the areas of logistics, switch, ra­
d io and system in tegra t ion . You have f inancial re­
sponsibi l i ty fo r the project w i th in the scope o f 
t he project budget . Our project method is a 
PROPS based appl icat ion ta i lored for our needs in 
China. 

Take active par t in negot iat ions fo r new con­
tracts in close co-operat ion w i t h our market ing 
and technical sales depar tment . 

Train and coach new staff in assistant project 
management positions t o become skilled and 
professional project managers. 

Contact: Project Management and Logistics, 
Manager: Peter Holmertz (ETC.ETCPETZ), Project 
Management Mobile Systems, Manager: Enneth 
Frohman (ETCETCENFR) or Human Resources, 
Manager: Huang Yanyan (ETCETCSHYY) Telephone: 
+86-21-6375 3399, Fax: +86-21-6350 9140 Applicaiton 
not later than 970515: ERA/LDH Hans Falk (fax +46 8 
404 5311). 

Ericsson Radio Systems AB, Kista 

CUSTOMER SUPPORT ENGINEERS, 
located in Totowa, NJ 
• These positions support the CMS40 networks in 
Totowa, NJ and surrounding areas. Primary responsi­
bilities include: application (software and hardware) 
system changeouts and upgrades, CN-A testing and 
implementation, loading correction packages, trou­
bleshooting and 24 hour support. 

Individuals should have a Bachelor's Degree in 
Electrical Engineering or Computer Science, a 
m in imum o f 3 years' experience w i t h AXE switch, 
and BSS/BSC experience. Also required are excel­
lent interpersonal, communicat ion and customer 
relat ions skills. 

Contact: Frederick Aw (EUS.EUSFAW), Tammi Terry 
(EUS.EUSTERR), phone (703) 397-9011 or Solveig 
Vallentin, Human Resources, ERAC.ERASOLO, phone 
+468-404 5619. Application: Frederick Aw 
(EUS.EUSFAW) or Tammi Terry (EUS.EUSTERR) 

Ericsson AS, Arendal, Norway 

MAS TESTERS 

• Our Software and Support Centre (SSQ for AXE 
Local Systems, covering the Nordic region, has the re­
sponsibility for the production and verification of new 
or modified systems and the development of the 
means for network implementation. The processes 
used are SWPV, ASM, and ASR. 

We are look ing for persons for MAS Testing 
and MAS Maintenance wi l l ing t o wo rk on con­
tract in Norway for 1 t o 2 years. 

We are o f fe r ing you : Chal lenging tasks. 
Excellent oppor tun i t ies for personal develop­
ment . 

Qualif ications: M i n i m u m 3 years o f experience 
in func t ion test ing or AS Ver i f icat ion. B.Sc. or 
equivalent. Good spoken and w r i t t en English. 
Knowledge in Norwegian is appreciated. 

Contact: Roar Walderhaug SSC manager, phone +47 
37 05 15 99, MEMO: ETO.ETORW 

Ericsson Telecomunicazioni, Roma, Italy 

PRODUCT MANAGEMENT AXE 

- EXPORT MARKETS RESPONSIBLE 

• His task and responsibility are to agree wi th the ex­
port customers the functional content and delivery 
dates of the AXE application system For this activity he 
has a support of four competence teams common for 
all the operators (Italy and export). 

Required skil l : 
- He should have a good knowledge of AXE, 3-

5 years of experience (at least 2 in ERICSSON), a 
very good knowledge o f English. Some knowl ­
edge o f French and Spanish is appreciated. 

- Good experience o f market ing activities. 
- Good experience o f work w i t h requirement 

specifications. 
- Good experience of several cultures and basic 

experience of w o r k i n g abroad. 
- Good knowledge of Ericsson current and 

p lanned product por t fo l io and its rat ionale w i t h ­
in relevant areas. 

Location: TEI Rome, Italy 

PRODUCT MANAGEMENT AXE -
COMPETENCE TEAM "SERVICES" 

• His task and responsibility are to fol low interna­
tional standards and in cooperation wi th the customer 

responsibles define wi th the customers and the prod­
uct units in ERICSSON the functions to be implement­
ed in AXE. 

The team wi l l be fo rmed by 3-4 product man­
agers and w i l l address the fo l l ow ing product 
units in publ ic networks: Residential services. 
Signal l ing. Charging. Network e lement Manage­
ment . 

Required ski l l : 
- He should have 2-4 years o f experience, a 

good knowledge of English. 
- Some technical knowledge on the above indi ­

cated areas is appreciated. 
- Basic experience of work w i t h standardisa­

t i on and regula t ion. 
- Good knowledge o f the te lecom network , its 

components and principles. 
- Basic knowledge of Ericsson current and 

planned product por t fo l io and its rat ionale w i t h ­
in relevant areas. 

- Good skills in wr i t i ng requirements specifica­
t ions. 

Location: TEI Rome, Italy 

PRODUCT MANAGEMENT AXE 
- COMPETENCE TEAM "NETWORK" 
• His task and responsibility are to follow interna­
tional standards and in cooperation with the customer 
responsibles define with the customers and the prod­
uct units in ERICSSON the functions to be implement­
ed in AXE. 

The team wi l l be fo rmed by 3-4 product man­
agers and w i l l address the fo l l ow ing product 
units in public networks: Intel l igent Networks. 
Business Comm. System/Platform Management . 

Required skil l : 
- He should have 2-4 years of experience, a 

g o o d knowledge of English. 
- Some technical knowledge on the above indi ­

cated areas is appreciated. 
- Basic experience of work w i t h standardisa­

t i o n and regulat ion. 
- Good knowledge o f the telecom network , its 

components and principles. 
- Basic knowledge of Ericsson current and 

p lanned product por t fo l io and its rat ionale w i t h ­
in relevant areas. 

- Good skills in wr i t i ng requirement specifica­
t ions. 

Location: TEI Rome, Italy 

PRODUCT MANAGEMENT AXE 
- COMPETENCE TEAM "PRODUCTS" 
• His task and responsibility is to define the products 
(HW and SW) of the application systems AXE, for all 
the customers (Italy and Export. He should handle the 
Product substitution Plans and the Product Forecast 
for HW. For SW he should be responsible to define 
MAS using PLGAS and other traditional Application 
System Handling methods. The team wil l be formed 
by 3-4 product managers. 

Required skil l : 
- He should have 1-3 years of experience, a 

good knowledge of English. 
- Some technical knowledge of product han­

d l ing in ERICSSON is appreciated. 
- Basic Internat ional experience. 
- Basic knowledge of applicable Ericsson sys­

tems and products. 
- Basic abi l i ty t o complete assigned tasks in 

t ime . 
Locations: TEI Rome, Italy 

Contact: Maurizio Montani (Human Resources and 
Organization) EITA.TEIMAMO 

Ericsson Ltd, UK - Warr ington 

REGIONAL RESOURCE CENTRE 

£71 (with LMD) has been nominated as the Regional 
Resource Centre for BM Product Market Application 
System Verfification activities. The unit will be based 
at Oaten Park, Warrington, North West of England 
(near Manchester). 

The unit will be responsible for the Production, 
Verification and delivery of worldwide Transgate 
Market Application Systems to customers of Ericsson 
Regional Marketing Units. 

PROGRAM PRODUCTION ENGINEER 
The Program Production Engineer wil l be responsible 
for all activities associated with AXE Application 
System Assembly, AS Modification and Build Handling. 
A key responsibility will be to share knowledge and 
competence wi th the System Test Engineers. 

The Program Production Engineer should have 
at least 2 years experience in a smiliar role work ­
ing w i t h GAS/MAS products. 

SYSTEM TEST ENGINEERS x 2 
The System Test Engineer wil l be a key member of a 
team which participates in all phases of AXE 
Application System Verification (ASV) and replace­
ment (ASR) activities, ensuring that the MAS product 
meets the customers' specifications. 

The Testers should have at least 2/3 years in 
AXE10 and Testing envi ronment . 

Contact not later than 970502: Nigel Bramall. +44 
1925 883054, ETL.ETLNLBL. 
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New cooling 
technique simplifies 

Sprintime in 
Vegerbol 

Lighter, quieter, 
cheaper. The 
Cooling Center at 
Ericsson Radio 
Systems in Kista, 
Stockholm, has 
developed a new 
cooling technique 
that permits the 
construction of 
considerably more 
compact ou tdoor 
base stations. The 

first proto­
type is now 
ready for 
the AMPS 
system. 

he weight, the volume 
and the cost of radio 
base station hardware 
can now be made two 
to four times less ex­
pensive," says Bjorn 

Gudmundsson, manager of the cool­
ing center. 

4 Bjorn's Magazine 
The method, known as "Bjorn's Maga­
zine" (also the name of a popular 
Swedish TV program for children -
transl.), was developed in 1991. A 
patent was applied for in 1994. 

"We have found a suitable applica­
tion in the AMPS, and the RBS 884, 
which is based on a simpler mechanical 
design. However, the principle can be 
used for basically all types of base sta­
tions," Bjorn Gudmundsson asserts. 

Many cooling techniques 
A radio base station has to have a cool­
ing system to eliminate the heat that is 
released from, primarily, the broad­
casting component. Outdoor base sta­
tions, which are becoming increasing 
common, are basically indoor base sta­
tions encased in cupboards or other 
containers for protection against the 
sun, the cold and the damp. They are 
usually cooled by any of various sys­
tems combining heat exchange and 
cooling. 

"Some models use filtration of out­
door air as a cooling system. It's always 
a gamble, however," Bjorn Gud­
mundsson claims. "Exhaust fumes, dirt 

and dampness in the air don't disap­
pear. Consequently, the design is unre­
liable in terms of corrosion resistance." 

"The disadvantage of encasing cool­
ing systems in sealed containers is that 
it's expensive. The containers aren't al­
ways airtight either, and outdoor air 
seeps in regardless." 

The prototype of the RBS 884 mi­
cro-base station weighs 80 kilos, con­
tains up to 150 liters and has a capacity 
of 400 Watts. 

"We've recycled the units and the 
wiring side of the micro-base, basically 
in toto. We've added some hardware 
details and constructed two airflows in 
one and the same base station," project 
manager Carl Tullstedt relates. 

Outdoor air 
With the new cooling method, the ra­
dio units are cooled with outdoor air, 
without the air coming into direct con­
tact with the actual electronics. The 
radio units are already sealed as it is, to 
prevent radiation leakage. 

"The unprotected units are in turn 
enclosed in a separate compartment 
with its own circulation flow, where 
the temperature is steered by heat ex­
change," Carl Tullstedt explains. 
Eventually, probably all units will be 
encapsulated. Then, only one air flow 
will be needed." 

Better back-up 
Not only does the new cooling tech­
nique make the radio base station 
lighter, smaller and cheaper, it also 

represents an improvement in terms of 
back-up facilities. 

"In many currently operating out­
door base stations, a third of the power 
supply is used to operate the cooling 
system. The new cooling device re­
quires considerably less power, so that 
if something should happen, battery 
operation can last longer," says Carl 
Tullstedt. 

Anders Lindstrom, in charge of 
hardware design for the new cooling 
technique, estimates that tools for the 
production of the new micro-base 
model should be available in about a 
year. 

The technique has caught on in oth­
er parts of Ericsson, too. A radio base 
station based on the same basic princi­
ple as that of "Bjorn's Magazine" is be­
ing built at Research Triangle Park in 
Raleigh, North Carolina, U.S. 

NILS SUNDSTROM 

L ast year was characterized by a 
sense of history here at Ericsson. 
It was the year we celebrated the 

150th anniversary of Lars Magnus Ericsson's 
birth, it was 70 years since his death and Erics­
son's 120th Jubilee. A few days ago, I finally 
had the chance to experience the countryside 
and simple home where Lars Magnus was 
born. I visited Minnesgarden (Memory Farm), 
with a capital M, Lars Magnus Ericsson's fam­
ily farm in Varmskog, not far from Karlstad in 
western Sweden. 

Nowadays, we refer to this type of rural area 
as a "sparsely populated" region, often sup­
ported by Government aid, but the Province 
of Varmland was a rather successful business 
and agricultural area in the 1800s. Even then, 
however, some were left in the wake of other 
people's success. 

The Vegerbol Home, a few kilometers from 
Varmskogs Church, was not a poverty strick­
en area when Lars Magnus Ericsson was born. 
After a few years, however, the family consist­
ed of 12 children. His father died and, by cus­
tom in those days, his oldest brother assumed 
responsibility for providing for the family. 
Lars Alagmis became a mine worker, a strenu­
ous job for many years, while his brothers and 
sisters grew up. At the age of 30, Ericsson was 
finally able to get out of mining, and he began 
his long journey toward success and feme. His 
journey began with a 350-kilometer walk to 
Stockholm! 

All this information is presented in detail at 
Vegerbol. Minnesglrden is open from June 15 
to August 15. 

What impressed me most about Lars Mag­
nus Ericsson from Vegerbol and his achieve­
ments in life was the fact that it took less than 
20 years from the time he left Varmland until 
his company was an international leader in the 
new and very exciting telecommunications in­
dustry. Just imagine the excitement that char­
acterized the prime of his life. Creativity 
abounded in a society captivated by the indus­
trial revolution as the future was built. 

We talk today about the dynamic nature of 
telecommunications, believing that develop­
ment has never progressed at the same speed, 
but we measure everything with modern-day 
yardsticks. I am convinced that Lars Magnus 
and his colleagues must have felt the same "ur­
gency" when they developed their first tele­
phones. 

Lars Magnus Ericsson understood the need 
to concentrate on the type of products the 
market demanded in his day. And he recog­
nized the importance of a strong international 
base for his business operations. 

Technical development and international 
presence were cornerstones of the Company 
from the very begin­
ning. To this day, 
Lars Magnus Erics­
son's recipe for busi­
ness success guaran­
tees a prosperous 
venture. 

LARS-GORAN HEDIN 


