
Consultants fit the bill 
EPAC, Ericsson Process and Application Consulting, is Ericsson's internal 
data consultancy company. To meet Ericsson's need to reduce costs, 
EPAC is taking over increasing numbers of assignments that were previ­
ously the task of external consultants. 17 

Undisputed king of calibration 
Correct measuring instruments are indispensable in production and 
development, but how do you know that instruments are measuring 
correctly? Christer Larsson at the Gavle plant, in Sweden, ensures 
that instruments are properly calibrated. Technology, 19 
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Cash balance 
is the main task 
During the first quarter, Ericsson's expenses cutbacks now being implemented in the corn-

exceeded its revenue by SEK18 billion. Today's pany. 

main task for management is to rapidly improve "Once the measures have been completed, we 

cash flow. will be in a fantastic position," says Sten Fornell, 

This is also the factor behind many of the Ericsson's Chief Financial Officer. 3, 8-9 

Nikolaus Frank has started to develop various work methods at the design center in Lund. "This is the beginning of the creation of a new 
design culture - but it won't happen overnight," he says. Photo: Tomas Bergman 

Where design is at the center 
Ericsson's new design center was recentiy opened in Lund, Sweden. Under the leadership of the new 

head of design, Nikolaus Frank, a new design culture and a partly new design language are being 

born. 14-15 

UMTS across 
three countries 
Ericsson is to be principal supplier for the 
UMTS system that KPN Mobile is con­
structing. The network will cover the 
Netherlands, Germany and Belgium. The 
first UMTS products and services will be 
accessible at the end of 2002. News, S 

Views broaden 
in Japan 
Sony is a company with extensive experi­
ence of collaboration with its colleagues 
in the West. Contact has made a special 
study of Sony and Japan to find out what 
similarities there are between Japanese 
and Swedish corporate culture and in 
which areas the two companies can learn 
from each other. News, 6-7 

Poland exceeds 
all forecasts 
Poland is approaching 3G with immense 
speed. The number of mobile users in the 
country has increased more substantially 
than anyone believed and the Polish 
government's goal is to make Poland a 
high-tech country as rapidly as possible. 
In the near future, four UMTS licenses 
will be awarded to mobile operators and 
Ericsson foresees an opportunity to ex­
pand considerably in Poland. 12-13 

• WORLD WATCH 

The world's first commercial 3G 
network was scheduled to be 
launched in Japan at the end of 
May. Mobile operator NTT DoCoMo 
has now postponed this event for 
four months due to instability in the 
network. 10 -11 

• AT WORK MBHMBMMB 

Employees at the new 3G plant in 
Gavle had the opportunity to select 
the color schemes and design of 
their work environment. However, 
training and attitudes are just as 
important for the creation of pleas­
ant workplaces. 20-21 
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Good cash flow is vital 
"The year has started off with a sig­
nificantly larger outflow of money 
than inflow into the company, 
which is a matter we must now 
address forcefully," says Ericsson 
Executive Vice President and CFO 
Sten Fornell. 

Ericsson's efficiency program has 
two purposes. One is to restore good 
profitability by adapting costs to the 
new reality of significantly lower 
growth. The other is to improve cash 
flow, which will have a more imme­
diate effect. 

>• Improving cash flow is important, and not 
only over the short term. It has been and 
remains a long-term objective for Ericsson -
one of several financial objectives that were 
formulated long before the economic slow­
down struck. 

"We want to see growth that is at least in line 
with market growth. We want to see profitable 
growth and a return on capital employed of 
between 20 and 25 percent. We also want to 
have self-financed growth. In order to achieve 
these, we need to have an operating margin of 
at least 10 percent. These long-term objectives 
assume that we will continue to strive to 
improve our capital management." 

What does cashflow involve? 
"Simply put, it is the change in our cash levels 
over a certain period of time. This change is 
due partly to the earnings that operations gen­
erate, and partly a change in the capital that we 
use in order to conduct our operations, such as 
accounts receivable and accounts payable. If 
we have a lot of capital tied up in accounts 
receivable and inventory, it has a negative 
effect on cash flow." 

Why is it so important to have good cash 
flow? 
"It provides us with room to operate and the 
strength to remain successful within our core 
business areas. With an immediate improve­
ment in this area we will be able to prepare 
ourselves for the future. Good cash flow based 
on steady margins from business and good 
capital management will also provide us with 
good ratings from credit rating institutes. 
Which, in turn, affects our borrowing costs." 

What is it about the current situation that 
makes this especially urgent? 
"Our major focus is on our accounts receiv­
able. Over a fairly long period of time we have 
demonstrated continuous improvement in 
this area. But customers are experiencing hard 
times now and their balance sheets are 

Cash flow, first quarter 2001 

A comDinain 
and extended 

customer pay 

"Flexibility is key. We must be prepared for both upswings and downturns in the world economy," says Sten Fornell, Ericsson's CFO. 
Photo: Lars Astrom 

strained. This is due to a slowdown within the 
industry at the same time as many operators 
are also paying large sums for 3G licenses. By 
stretching out their payment schedules, they 
are using our balance sheet, which leaves us 
with negative cash flow. While this is the cur­
rent reality, we can definitely actively work to 
change this. Accounts receivable comprise 
one-third of our balance sheet, which totals 
approximately USD 25 billion, so that is a large 
amount. Our inventory constitutes approxi­
mately 20 percent of the balance sheet." 

So what should Ericsson do? 
"There is quite a lot that we can do. Let me first 
clarify by saying tiiat even if the focus is now 
on lower costs and improved cash flow, the 
actual basis for a solid financial situation 
remains sales and new orders. Flexibility is key. 
We must be prepared for both upswings and 
downturns in die world economy. When it 
comes to accounts receivable, we can do quite 
a bit. If customers had continued to make pay­
ments as rapidly as they did last year, our cash 
flow for the first quarter would have been 
positive rather than negative." 

Suppliers within this industry sometimes 
assist customers with loans. Is that on the 
cards? 
"We are very cautious and selective when it 
comes to customer financing. We don't serve 
as a bank. On the other hand, we do work 
actively to find solutions in the financial 
market for those customers who need assis­

tance. In the rare exceptions when we act as a 
lender, it is usually more about providing a 
helping hand on a short-term basis. And 
such cases must be based on a sound busi-

How does Ericsson treat its own suppliers? 
"We're actively working on tiiat and many con­
crete steps have been taken in this regard. 
These involve finding solutions that will result 
in continued successes for both parties. We 
select suppliers for solid business relation­
ships. The ones we focus on are repaying us by 
offering competitive prices and payment 
terms. In this way, we achieve a better balance 
between our customers' payment schedules to 
us and the time it takes to pay our suppliers." 

What can individuals do to help? 
"Everyone can lend support in both big and 
small ways. During times of strained cash flow, 
it becomes more noticeable that the differ­
ences are not so great between small and large 
companies. The interaction between various 
functions is important. I'm thinking, for exam­
ple, about product development, marketing 
and finance. I have understood from all of the 
ideas and suggestions out in the organization 
that there is much that can be done, including 
hunting "time thieves" up until invoicing, 
working proactively and dealing with any 
obstacles before receivables are allowed to fall 
due, to reduce the inventory buffer, to invest 
resources on that which is really important 
and so forth." 

What is management doing to motivate 
people? 
"All employees with major financial responsi­
bilities are being included in a bonus program 
that is based on our successes with cash flow. 
Persons who have financial responsibility for a 
market unit will receive bonuses based on 
improvements within the unit. The same goes 
for market areas, divisions and so on. Excellent 
performance will also be specially recognized 
and this will be made widely known through­
out the company." 

How can I measure how things are progress­
ing over the short-term? 
"Like previously, there is close follow-up at 
the corporate level of everyone who has ex­
tensive financial responsibilities. Accounts 
receivable is such an area, where account 
managers within certain units will now be 
able to monitor current status and devel­
opments, whenever they want, even via 
their mobile phones. Personally, I monitor 
the company's cash flow on a weekly 
basis." 

What do you think will be the end result of 
these efforts? 
"Once we've made it through this difficult 
period, using our combined forces we, Erics­
son, will be in a fantastic position." 

Jesper Mott 
jesper.mott@lme. erlcsson.se 
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DID YOU KNOW THAT... 
... the number of people who own a 
mobile phone in Western Europe increas­
ed by 800 percent between 1995 and 2000. 

200 Millions of users 
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Half a billion now using GSM 
Half a biUion people around 
the world are GSM subscribers, 
according to industry bodies 
and research organizations. 
Nearly 200 million of these 
users (about 40 percent) are 
connected over a network de­
livered by Ericsson, reaffirming 
the company's global position 
as leading supplier of 2G, 2.5G 
and 3G networks. 

GSM has become the world's most 
widely deployed mobile standard, 
and customers in 139 networks in 79 
countries rely on GSM from Erics­
son for their voice, SMS and other 
mobile services. 

"An important landmark in the 
evolution and spread of global mo­
bile communications has been 
reached, and Ericsson has played a 
central, key role in making it hap­
pen," says James Borup, at Ericsson's 
Press Relations, Division Mobile 
Systems. 

Ericsson has a strong tradition of 
working with open standards and 
has been a pioneering driver in 
established standardization bodies 
such as ETSI (European Telecom­
munications Standards Institute) 
and 3GPP (3rd Generation Partner­
ship Project). 

"The extraordinary success story 
of GSM, developed as an open stan­

dard, has driven a global, multi-ven­
dor market for infrastructure, termi­
nals and applications develop­
ment," said Mats Dahlin, head of 
Division Mobile Systems at Erics­
son. 

"GSM is the most successful mo­
bile platform ever and with its global 
roaming capabilities and open struc­
ture is the optimum platform from 
which to build future mobile strate­
gies," stated Alan Hadden, President 
of the Global Mobile Suppliers Asso­
ciation, the industry representative 
body for GSM and 3G vendors. 

Kris Walmsley 
krls.walmsley@lme.ericsson.se 

FACTS/GSM N E T W O R K S 

Ericsson's strength and superiority 
in building out GSM networks and 
developing WCDMA have resulted in 
the company achieving a number of 
firsts. Among these are: 

• On April 16, 2001 Ericsson and 
Vodafone made the first call on a 
commercial WCDMA network. 

• The world's first live operational 
GPRS network was launched in 
May 2000, with Hong Kong opera­
tor SmarTone. 

At CeBIT 2001, Ericsson showed 
the first complete WCDMA sys­
tem with ready-to-deliver, com­
mercially available 3GPP compa­
tible products. 

The world's first field trial of Voice 
over IP (VoIP) was successfully 
completed in September 2000. 

Ericsson introduced the world's 
first real-time router for wireless 
networks in February 2000. 

Leaner force in sight of goal 
The Consumer Products 
Division is creating a new orga­
nization that goes into effect 
May 15 and is aimed at increas­
ing sales, reducing costs and 
cutting administration to a 
minimum. Plans call for the 
Sony Ericsson joint venture to 
be profitable from day one. 

"The new organization is simple, 
straightforward and very efficient. 
There's a much shorter distance be­
tween the customer and me now. 
The organization is adapted to the 
market situation and a considerably 
smaller workforce," says Jan Wareby, 
Executive Vice President, Consumer 
Products Division. 

The new organization will con­

centrate on product development, 
marketing and sales. Product devel­
opment will be combined through­
out the division, and will no longer 
be divided up according to mobile 
phone standards, for example. 

Product management will now 
bear full responsibility for every­
thing from deciding which products 
to develop to responsibility on the 
sales side for ensuring that products 
reach markets as quickly as possible. 

Start this autumn 

Last, but not least, the sales force 
will now report directly to sales 
management within the division, 
not to market units and market 
areas as before. 

The scheduled operational start 

date for the Sony Ericsson joint ven­
ture is October 1, with 2,500 Ericsson 
employees going to work for the new 
company. 

The first products to sport the 
new brand name will follow shortly 
after the start of the joint venture. 
However, the first jointly developed 
products will not be launched until 
the latter part of 2002. 

Jan Wareby believes that Sony and 
Ericsson will strengthen each other 
in several respects. In terms of 
market presence, Ericsson is strong 
in the US and Europe, while Sony is 
strongest in Japan. 

Sony has a very strong position 
within the consumer segment, while 
Ericsson is stronger on the operator 
side. Ericsson is contributing ad­

vanced basic technology and strong 
platforms, while Sony has special­
ized in applications and functions. 

"In many re­
spects, Sony was 
my dream part­
ner. I'm not afraid 
of cultural differ­
ences regarding 
work styles - we 
are dealing with 
two international 
companies. 

"While it is clear that all mergers 
require a great deal ofeffort, what will 
be difficult for us now will be to create 
a joint venture company at the same 
time that we are restructuring our 
organization to return to profitability 
in the near future. I am, however, con-

Jan Wareby 

vinced that this is the right way to go," 
says Jan Wareby. 

Far along 

Anil Raj has been appointed to over­
see two projects within the new 
organization: the "Back to profit -
the next step" action program and 
the integration of Sony and Erics­
son. He is optimistic about the 
future. 

"We're not only back on track 
again, we're already ahead of our in­
cremental goals. It's not possible to 
delay implementation of the Back to 
profit program - we will achieve the 
target," he reassures. 

Ulrika Nyback 
ulrika.nyback@lme, ericsson.se 

New phone without antenna 
Ericsson in China has released 
the company's first mobile 
phone with a built in antenna. 
Staffan Soderqvist, Executive 
Vice President of Ericsson 
China says reception has 
been overwhelmingly positive. 

The A2638SC is the second new mod­
el to be launched in China this year, 

after the launch of the T29SC in 
March. It's main feature is the built-
in antenna, and its sleek design. 

Staffan Soderqvist explains that 
design is of high importance to Chi­
na's growing number of subscribers 
and that the new A2638SC is attract­
ing a lot of attention. 

"The Chinese market holds huge 
potential, and it's becoming in­

creasingly important to work closer 
to the market," Staffan Soderqvist 
says. 

"The A2638SC has been re­
searched, developed and manufac­
tured here in China. It's the first 
handset specially tailor-made to suit 
local customers' needs." 

Aside from the built-in antenna, 
the A2638SC also features the Li-Ion 

battery, offering up to 200 hours of 
stand-by time and 8.5 hours of talk 
time. It also includes voice dialing 
and answering, customized start-up 
and shut-down animation and 
melody, and three games (Tetris, 
E-Maze and Erix.) 

Kris Walmsley 

A2638sc will be 
launched i China. 

Engine Integral 
gains foothold 
Ericsson has reached an agree­
ment with the Brazilian opera­
tor CTBC Telecom to upgrade 
their network in die first Latin 
American contract for Engine 
Integral. 

It will allow CTBC Telecom's network 
to handle voice, data and the Inter­
net over the same network. 

Engine Integral is the most ad­
vanced step in the development 
towards multiservice networks. 

Using the Engine Integral solu­
tion, an entire telephone network 
can be centrally controlled. More­
over, telephony customers can con­

nect to the network via a media 
gateway, without requiring tele­
phone switches. CTBC Telecom 
currently has 650,000 wireline sub­
scribers and 200,000 mobile users in 
Sao Paulo, Minas Gerais, Goias and 
Mato Grosso do Sul in Brazil. 

"CTBC selected Engine over 
strong competition from other 
suppliers," says Rog^rio Loripe 
Guimaras, who is product and tech­
nical manager at Ericsson in Brazil. 

"This means that we are feeling 
confident when it comes to future 
contracts for multi-service net­
works," he says. 

Ericsson has previously signed 

By the end of the year, Ericsson's 
multiservice solution, Engine 
Integral, will have been installed 
with CTBC Telecom. 

two Engine contracts in Brazil, but 
not of the Engine Integral type. In­
stallation will be performed during 
the latter part of this year. 

Lars-Magnus Kihlstrdm 
lars-magnus.kihlstrom@lme.ericsson.se 

Microelectronics 
lays off 175 
All module manufacturing will 
cease at Ericsson Microelectro­
nics in Kista, where 175 em­
ployees have been given layoff 
notices. By shifting manufac­
turing to plants in China and 
Kalmar, Sweden, die company 
plans to save approximately 
USD 10 million annually. 

"This decision is due to the market. 
Demand is simply too low and we 
cannot continue to operate three 
facilities with low workloads," says 
Bo Andersson, President of Ericsson 
Microelectronics. 

The 175 workers who have been 
given notice are all union contract 
employees. On the salaried emplo­

yee side, another 75 positions will be 
eliminated, although this can be ac­
complished largely through normal 
attrition and transfers. Altogether, 
the cuts affect 250 positions. 

When questioned as to why lay­
offs have been made in Kista in par­
ticular, Bo Andersson responded: 

"The facility in Kalmar is much 
larger. By moving module produc­
tion there, we can realize major sav­
ings through economies of scale. 

"We will continue to remain flexi­
ble and will be able to quickly in­
crease volumes should demand 
increase," he says. 

Elin Dunas 
elin.dunas@lme.ericsson.se 
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KPN Mobile to build 
networks in three nations 
KPN Mobile has selected 
Ericsson as the main supplier 
for its UMTS system, which 
will cover the Netherlands, 
Germany and Belgium. Erics­
son will be the sole supplier 
of the core network. 

As for its radio network, 
KPN Mobile has chosen both 
Ericsson and Lucent. 

Deliveries to the three operators -
KPN Mobile in the Netherlands, 
E-Plus in Germany and KPN Or­
ange in Belgium - will begin in 
September. Preparations for in­
stallation and roll out have already 
begun, with roll out beginning in a 
few select cities over the next few 
months in the three nations. The 
first field tests are scheduled for 
the end of this year, and the first 
UMTS products and services will 
be accessible by the end of 2002. 

Nokia is currendy the supplier 
for E-Plus in Germany, while Erics­
son is the existing supplier for KPN 
Orange in Belgium as well as for 
portions of die KPN Mobile system 
in the Nemerlands. 

With its UMTS network, which 
will provide coverage in three 
countries, KPN Mobile is marketing 
its services to a customer base of 
over 16.5 million people. The opera­
tor will be one of the largest in 
Europe to offer 3G services. 

"Togemer with Ericsson, who 
has been our supplier for a long 
time, we have built up 3G expertise 
by conducting pre-studies, orga-

The three are raising their flags over the fact that KPN has selected Ericsson as the main supplier for the 
UMTS system, that will cover the Netherlands, Germany and Belgium. From left, Torbjbrn Possne, head 
of the WCDMA/PDC business unit, Mats Dahlin, head of the Mobile Systems Division, and Anders Runevad, 
head of marketing at WCDMA/PDC. Photo: Ecke KCiller 

nizing workshops, evaluating test 
systems and developing applica­
tions. We're convinced mat Erics­
son is the right 3G partner for us," 
says Wim van den Berg, Vice Presi­
dent of KPN Mobile. 

"Ericsson and KPN have been 
collaborating for a long time, and 
mis 3G agreement is a confirma­
tion of our strength, botii within 

mobile communications and as a 
business partner offering reliable 
solutions," says Mats Dahlin, head 
of Ericsson's Mobile Systems Divi­
sion. 

The agreement wim KPN is val­
ued at approximately USD 190 mil­
lion over the first two years. 

KPN Mobile, which has its pri­
mary operations in the Nether­

lands, Germany and Belgium, owns 
15 percent of Hutchison 3G UK in 
the UK. KPN Mobile is also active in 
Hungary, the Ukraine and Indone­
sia. Royal KPN N.V owns 85 percent 
and Japan's NTT DoCoMo, 15 per­
cent of KPN Mobile. 

Gunilla Tamm 
gunilla.tamm@lme.ericsson.se 

On the way to global certification 
Energy-efficient products, 
environmentally-friendly 
designs and increased 
environmental awareness. 
Those are a few of the goals 
that Ericsson has established 
to improve its environmental 
profile. 

Recently, a number of units 
within the company 
received ISO 14001 certifica­
tion, confirmation that 
Ericsson's environmental 
program is on the right track. 

In April, the first ever review of 
Ericsson's environmental manage­
ment system was conducted. Inde­
pendent environmental auditors 
inspected the company's tools for 
environmental control, and ISO 
14001-certified the units within the 

company that use those tools in 
tfieir environmental work. 
"This is the first step towards 
certification of me entire company. 
The next certification will take 
place in June, and we are aiming to 
have all of Ericsson environmental­
ly certified by October. Those units 
mat are still not ready, will be ex­
pressly exempted from the certifi­
cate," says Martin Davies, project 
manager for environmental issues 
at Ericsson. 

Guidance and support 

A global environmental manage­
ment system has been incremen­
tally implemented at business 
units and areas within Ericsson 
since 1999. Under the system, envi­
ronmental managers at every unit 
receive guidance and support in es­

tablishing goals for their environ­
mental efforts. Environmental cer­
tification has become increasingly 
important, constituting a powerful 
sales argument in an increasingly 
competitive market. 

Clients demand certification 

"It's essential for a global compa­
ny like Ericsson to demonstrate 
that we can control our impact on 
the environment. An increasing 
number of clients are demanding 
that we be ISO 14001-certified. 
Moreover, our business concept 
includes offering solutions that 
can assist individuals and compa­
nies to reduce tiieir environmen­
tal impact. The mobile Internet is 
all about that," says Martin 
Davies. 

ISO 14001 is an international en­

vironmental management stan­
dard that was developed by the 
International Standards Organiza­
tion (ISO). Companies that wish to 
become certified must first imple­
ment an environmental manage­
ment system in accordance with 
the principles established in the 
ISO 14001 standards. 

That forms the framework for 
environmental efforts, which are 
then filled with activities and mea­
sures tailored to the particular 
company in question. 

"Environmental management 
systems help us to see where we 
stand, where we are headed and how 
we can achieve our environmental 
goals," concludes Martin Davies. 

Tonya Lilburn 
tonya.lilburnaime.ericsson.se 

Wireless Village - a group effort 
Ericsson, Nokia and Motorola 
have formed a new collabora­
tion known as the Wireless 
Village. Its purpose is to create 
standards for new mobile posi­
tioning and messaging services. 

Within the Wireless Village initia­
tive, companies are coming to­

gether to create the architecture 
and specifications for mobile ser­
vices protocols known as IMPS or 
Instant Messaging and Presence 
Services. IMPS can, for example, 
include multimedia-messaging 
services. It includes positioning 
services that are developed for 
groups of friends or colleagues, 

and which offer personal informa­
tion about users. 

"Ericsson is convinced that Wire­
less Village is a major step towards 
global messaging services that cor­
respond to the needs of users in a 
mobile world," says Jan Svensson, 
head of the GSM and UMTS tele­
phone production unit. 

Wireless Village is expected to 
develop specifications for IMPS 
by the end of this year. Other lead­
ing companies within the indus­
try are welcome to support this 
effort. 

Cari Simmons 
Jesper Mott 

Libertel-Vodafone 
chooses Ericsson 
» The operator Libertel-Vodafone has 
selected Ericsson as the sole provider for 
its UMTS system in the Netherlands. 
The contract, worth USD 45 million, in­
cludes hardware and software as well as 
installation and roll out services for the 
UMTS network. 

Libertel-Vodafone will begin to offer 
its subscribers 3G services at the end of 
next year. 

Ericsson is already a supplier of 
GSM and GPRS equipment to Libertel-
Vodafone. Libertel-Vodafone is part of 
Vodafone Group pic, the world's largest 
mobile phone operator, with over 83 
million subscribers in 30 countries. 

Board acquires 
C-shares 
»Ericsson's Board of Directors has 
made a directed offer to purchase 155 
million Series C shares from Investor AB 
and Nordinvest AB, a subsidiary of In-
dustrivarden AB. Ericsson will pay SEK 
1.005644 per share, and the purchase will 
occur in June. 

The shares have been subscribed in 
an issue directed at both companies. 
Shares will be converted to Series B-
shares and be used for the implementa­
tion of Ericsson's Global Stock Incentive 
Program. The program consists of a 
stock option plan and a stock purchase 
plan. 

The stock option program will be 
launched on May 14. 

Ericsson promotes 
mobile e-commerce 
» Ericsson was one of the main spon­
sors at Mobile Commerce World Asia 
2001, a combined trade show and con­
ference with the purpose of integrating 
mobile e-commerce into everyday busi­
ness. 

The chairman of the conference, 
Jacob Goldman, Ericsson's global sales 
and marketing manager for banking 
and finance, gave the keynote speech 
about strategies for the mobile market­
place. 

Mobile Commerce World is a series of 
trade shows that are held around the 
globe, focusing on strategies for mobile 
e-commerce. In addition to Singapore, 
other host cities this year have included 
Dubai, Stockholm, Johannesburg and 
London. 

Engine goes 
on tour in Europe 
»Ericsson's multi-service solution, 
Engine, has gone mobile. Engine studio, 
a demonstration network, has been set 
up in a trailer that is currently touring 
around Europe. 

Visitors can experience the services 
that are offered through the Engine solu­
tion. The intention is to be able to pro­
vide onsite demonstrations of Engine to 
customers in the future. 

"The Engine Road Show will assist us 
in increasing sales. It is an effective 
method for bringing customers togeth­
er, keeping them updated and for gain­
ing ideas about what we should do 
next," says David King, key account 
manager in Western Europe. 

Following its premiere in Denmark, 
the Engine Road Show will make stops in 
several Western European nations, in­
cluding Italy. 

mailto:gunilla.tamm@lme.ericsson.se
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Tomorrow's telephone 
- it won't be long now 
Ericsson hopes to launch its 
first 3G-telephone next year. 
The market has shown wide­
spread interest in the new ter­
minals, but few consumers ac­
tually know what differentiates 
a 3G-telephone from today's 
mobile telephones. 

"There are several technical applica­
tions that are impossible to imple­
ment with today's GSM-telephones 
- applications that will become a 
reality with 3G-telephones," says 
Fredrik Oijer, strategic product man­
ager for GSM/UMTS, at Ericsson 
Mobile Communications. 

The basic idea with 3G-telephony 
is that end-users will constantly be 
connected to the Internet. 

The telephones, therefore, must 

be able to receive periodic transmis­
sions comprising very largeamounts 
of text and images. 

"Imaging and messaging are two 
application areas that we believe will 
be extremely popular when use of 
3G-telephones starts to gain mo­
mentum," says Fredrik Oijer. 

Watch videotapes 

The stage between GSM and 3G-
telephony is called GPRS, or 2.5G. 
Relatively sophisticated imaging 
and messaging services are already 
available with today's GPRS tele­
phones. 

"GPRS telephones can be used to 
send pictures with text messages to 
other GPRS phones. With 3G-tele-
phones, however, it will also be 
possible to watch and listen to 

entire video clips," Fredrik Oijer 
continues. 

Imaging will be facilitated by a 
streaming function. With the sup­
port of streaming, the consumer will 
be able to devote costly transmis­
sion minutes to other functions, 
such as downloading a videotape 
before watching it on the tele­
phone's display. 

"The data that comprises the im­
age is buffered in the telephone's 
memory. As a result, the user only 
has to download the first few sec­
onds of a videotape in order to 
watch it," says sFredrik Oijer. 

Music downloading is another 
service that will be provided by the 
new 3G-network. Some telephones 
already have functions that support 
music downloads from the Internet. 

In the future, however, the actual 
downloads will be achieved much 
faster with the support of integrated 
mp3-functions in the telephones 
and higher transmission speeds in 
mobile networks. 

Popular with young people 

Positioning is another service that 
will be featured in third-generation 
telephones. 

"With the help of positioning, you 
can see where other users of 3G-tele-
phones are without actually calling 
them. This will probably become a 
popular function with young peo­
ple, but also in certain workplaces," 
says Fredrik Oijer. 

Many taxi and trucking compa­
nies already use a form of position­
ing in their present operations to 

keep track of where their vehicles 
are at any given time. The equip­
ment is relatively cumbersome, 
however, and opportunities to ob­
tain the same service via mobile 
telephony will probably attract the 
interest of many companies. Posi­
tioning can also provide a lifesaving 
service for users in emergency situa­
tions. 

Large storage capacity 

3G-telephones will also have memo­
ry capacity able to store a thousand 
times more information than to­
day's mobile telephones, and large 
color display screens to enhance the 
new functions. 

Jenz Nilsson 
jenz.nilsson@lme.ericsson.se 

A TELEPHONE FILLED WITH OPPORTUNITIES 

V\A0©^ft 
Positioning 
3G-telephones will offer a 
sophisticated positioning 
service. Users will be able 
to determine where their 
families and friends are 
situated, for example. 

Imaging 
3G-telephones will enable 
users to watch and listen 
to video clips. The 
telephones will be equipped 
with large color displays to 
enhance 

Music downloads 
Supported by integrated 
mp3-players and higher 
transmission speeds in the 
mobile networks, users will 
be able to download music 
from the Internet quickly and 
easily. 
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Messaging 

MMS, Multi Messaging 
Service, is an enhanced 
version of the SMS text 
messaging service. MMS 
enables users to add sound 
and moving pictures to their 
text messages. 
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Sony has broad focus 
A large and dominant compa­
ny with a broad range of 
products and comprehensive 
technological expertise, this 
coupled with a strong brand 
and acute awareness of con­
sumer preferences. This is a 
brief description of Sony, 
Ericsson's new partner for 
tomorrow's mobile telephones. 

With 190,000 employees, Sony is 
nearly twice the size of Ericsson. The 
Japanese company is also generally 
regarded as one of the industry's 
most innovative companies. And 
the Sony brand is one of the 
strongest in home electronics. 

"I think Sony and Ericsson are 
an excellent combination. Sony's 
strengths lie in design and its ability 
to know and meet the preferences 
of end users. These attributes, com­
bined with Ericsson's technological 
know-how in telephones and tele­
phone systems, will form the nucle­
us of a very strong alliance," says 
Hans Rhodiner, Swedish Trade Com­
missioner in Japan. 

As an example of Sony's ability, he 
points to the Japanese company's 
range of Vaio laptop computers, 
which have quickly become a major 
success in Japan. Vaio computers 
are attractive and highly functional 
laptops that can be used in combi­
nation with other Sony products, 
such as the Memory Stick, a 
portable storage facility about the 
size of a ballpoint pen, which is used 
as a Walkman tape recorder. 

Sony is well known for being an innovator in electronics. The robot dog 
Aibo can play ball or tell the owner when new a new mail has arrived. 

"A few years ago, Sony was not 
considered a major player in com­
puters, but the company has now 
risen to the top among Japanese 
manufacturers," says Hans Rho­
diner. 

Sony's new i-Mode telephone has 
also attracted widespread interest in 
the company's domestic market, 
with particularly strong attention fo­
cused on its brilliant color display 
screen. The color display is consid­

ered another one of Sony's strong 
features in the alliance with Ericsson. 

Sony is one of the absolute lead­
ers in home electronics. Its Walk­
man and PlayStation brands have 
become household words, and the 
Japanese manufacturer dominates 
the market for digital video cam­
eras. Sony has also acquired owner­
ship interests in the entertainment 
industry. World-renowned artists 
such as Mariah Carey, Celine Dion 

and Macy Gray are under contract 
with companies owned by Sony, 
which also owns several movie pro­
duction companies. 

Its affiliation with the entertain­
ment industry is considered an ad­
vantage for a company striving to 
become No. 1 in 3G telephones, an 
area in which special functions and 
content such as games, music and 
film are becoming more critical ele­
ments. 

"Several of Sony's existing prod­
ucts, including Memory Stick, will 
almost certainly serve as accessory 
equipment for tomorrow's tele­
phones. They might also provide a 
running start for the Sony-Ericsson 
alliance," says Mats Nystrom, a 
telecom industry analyst at 
Swedish firm Enskilda Securities. 

Although the alliance is not a 
patent solution to Ericsson's mo­
bile telephone problems, Mats 
Nystrom believes that investor 
confidence in the company will be 
bolstered by its cooperation agree­
ment with Sony. Overall, he also 
agrees with Ericsson's executive 
management that Sony is the per­
fect partner for Ericsson in its pre­
sent situation. 

"Sony does not have a very large 
market share for mobile tele­
phones, but the company offers a 
strong brand and a proven ability to 
develop new functions and acces­
sories," says Mats Nystrom. 

Lars-Magnus Kihlstrom 
lars-magnus.kihlstrom@lme.ericsson.se 

A fleet-footed giant in electronics 
Sony products are known and 
recognized on every continent 
in the world, and the company 
has made several major acqui­
sitions during recent years, 
including ownership interests 
in the American entertain­
ment industry. Its interna­
tional element has contri­
buted to Sony's reputation to­
day as one of the most modern 
Japanese companies in terms 
of management philosophies 
and corporate culture. 

"There is no doubt that Sony is the 
easiest Japanese company to coop­
erate with. The company has a 
great deal of experience of collabo­
ration with Western companies, 
particularly in the US, and it is one 
of the most global of all Japanese 
companies," says Jon Sigurdson, a 
Professor at the European Institute 
of Japanese studies at the Stock­
holm School of Economics. 

Sony is also leading an ongoing 
transformation ofindustry in Japan, 
a restructuring that will create a flat­
ter organization by separating its 
operations into different divisions 
and outsourcing production to in­
dependent manufacturing compa­
nies - a mode of operations familiar 
to Ericsson employees. 

"There are several indications 
that Sony's corporate culture is less 
traditionally Japanese than other 
Japanese companies. This is partic­

ularly obvious during informal 
contacts with the company," says 
Jon Sigurdson. 

The prevailing image of tradi­
tionally managed Japanese compa­
nies reflects very top-heavy control 
through a well-defined hierarchy. 
Decision-making channels are long 
and it takes time to reach decisions. 
A clearly defined advancement 
path has also contributed to a situ­
ation whereby the number of years 
within a company is valued higher 
than ability. In Sony's case, howev­
er, the picture is different. The com­
pany is focused strongly on a 
younger group of customers, and 
its employees have a relatively low 
average age of about 38. 

Have a lot in commom 

"The company is relatively uncon­
ventional - not bound by traditional 
rules and hierarchies. It does what 
needs to be done and has very suc­
cessfully learned what the market 
wants," says Hans Rhodiner of the 
Swedish Trade Council in Japan. He 
has 20 years of experience in Japan 
and, prior to joining the Trade 
Council, he worked as a systems 
engineer for Fujitsu. 

"Swedes and Japanese people 
actually have a lot in common. It is 
part of our personality to refrain 
from forcing ourselves on other 
people or boasting about our ac­
complishments. Japanese people, 
like Swedes, are also rather quiet. 

But, like us, they start to open up 
after a beer. The similarities might 
also be one explanation for the fact 
that Swedes and Japanese work 
very well together," he says. 

Several ties 

There are also several ties between 
Sony and Ericsson. Goran Lindahl 
was recently elected as the first 
European to serve on Sony's Board 
of Directors. He is also a member of 
Ericsson's Board of Directors. His 
election, however, was totally un­
related with the alliance between 
Sony and Ericsson, he says. 

But, of course, there are also dif­
ferences between Japanese and 
Swedish corporate cultures, and 
Hans Rhodiner says it's important 
to be aware of these differences, 
despite Sony's less traditional 
structure. One of these differences 
is related to what might be called a 
conference, or meeting's, culture 
and how decisions are reached. 
In Japan, the expression ne-
mawashi is used, which means to 
"drum up opinions." 

Before a meeting, accordingly, 
persons scheduled to attend the 
meeting are approached and asked 
about their opinions and view­
points, a sort of preparation of the 
issue at hand. The system avoids 
conflicts at the meeting, and the 
Japanese always prefer to avoid 
conflicts. 

Another difference lies in the 

Japanese approach to manage­
ment. In Sweden, the manager is 
supposed to be the most know­
ledgeable and enterprising person, 
the person who drives different 
issues forward. 

Management personnel in Ja­
pan, on the other hand, focus more 
sharply on ideas that come from 
lower echelons and distribute 
whatever work needs to be done. 
The Swedish type om mangarer can 
in Japan find himself left on his 
own. The staff might think that 
once the manager already knows 
everything, then let him do it by 
himself. 

Talk less and listen more 

"I have often said the Japanese 
should have bigger mouths and 
smaller ears, while Swedes should 
talk less and listen more carefully to 
what is being said and, perhaps, 
what is not being said," Hans 
Rhodiner explains. 

It is also important to learn the 
difference between one yes and 
another yes. 

"Hai hai does not mean 'yes, we 
agree,' but rather 'yes, I hear what 
you are saying.' Many Swedes have 
flown back to Sweden thinking they 
have reached a business agree­
ment, only to discover later that no 
agreement was ever reached at all." 

Lars-Magnus Kihlstrom 

COMMENTS ON 
THE ALLIANCE 

What will Ericsson gain from the 
alliance with Sony? 

Jester Chen, 
Ericsson Tai­
wan: 
"This could be 
a good strategy 
to help Erics­
son increase its 
market share. 
Sony is a lead­
ing electronics 
company; its 

share of the mobile telephone market is 
not very high, but their products have a 
good reputation. I'm looking forward to 
seeing the results of the cooperation 
project." 

Anna Konste-
nius, Ericsson 
Enterprise, 
Sweden: 
"It will offer a 
fresh start for 
Ericsson; the 
company can 
regroup and 
move forward. 
Hopefully, we 

will be able to get away from the 
"square" reputation of our tele­
phones." 

Medjda 
Baroudi, Sitel 
Algeria: 
"We don't have 
a great deal of 
mobile tele­
phony in Alge­
ria, so I'm not 
very familiar 
with the mar­
ket. But I defi­

nitely think the alliance will open up 
new markets for Ericsson." 

Lars Nilsson, 
Ericsson Inter­
net Applica­
tions, Sweden: 
"I hope the al­
liance will re­
sult in better 
designs for our 
telephones. At 
the same time, 
I think we 

should ask what Ericsson stands to 
lose from the alliance, especially since 
we are not going to use the brands of 
either company on the telephones. 
They have to establish a completely 
new brand. Furthermore, Sony does 
not have substantial sales of mobile 
telephones. 

Abdul Rah­
man, Almstari, 
Teliyemen, 
Yemen: 
"Sony's brand is 
famous. Erics­
son will also 
benefit from 
not having to 
pay so much 
to market the 
telephones." 
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Cash flow must change 
While the latest interim report 
revealed that Ericsson's earn­
ings fell, the most revealing fact 
was that the company had 
almost SEK18 billion in nega­
tive cash flow. Turning that 
trend around is currently the 
top priority of management. 

But what is cash flow really? 
Contact attempts to sort out 
the terminology. 

A company's accounting consists 
primarily of three parts: an income 
statement, a balance sheet, and a 
cash flow statement. 

An income statement reports on a 
company's earnings, either a profit 
or loss. Earnings are essentially 
equal to a company's revenues mi­
nus its expenses, such as salaries 
and other costs. During the first 
quarter of 2001, Ericsson reported a 
profit of over SEK 400 million after 
taxes. 

Summary of debts 

A balance sheet, on the other hand, 
is primarily a summary of assets and 
liabilities. Assets include claims that 
Ericsson has against customers as 
well as inventory, while liabilities in­
clude the company's debts to sub­
contractors and banks. 

So what is cash flow? And how 
can the cash flow be nearly minus 
SEK 18 billion for the first three 
months? 

Cash flow is, quite simply, the 
difference between a company's 
cash positions at the beginning and 
end of a particular period. 

The figure is based both on the 
income statement and die balance 

sheet, and shows how much money 
is passing in and out of the compa­
ny over a period of time. 

Loan to cover for cash 

As part of the cash flow analysis, in 
addition to earnings, accounts re­
ceivable and inventory since the last 
interim report are also taken into 
consideration. If accounts receiv­
able have increased during the peri­
od, tiiey are counted against hold­
ings, and the same is also true if 
inventory has increased. 

From a practical standpoint, this 
means the company is without that 
money, although expenses continue 
to accrue as usual. If this continues 
for too long, the company has to 
borrow money to avoid running out 
of cash. 

In Ericsson's case, some cus­
tomers experience a financial down­
turn and hold off as long as possible 
before paying. At the same time, 
there was a drop in demand, which 
led to more components and prod­
ucts remaining on the warehouse 
shelves. 

Had Ericsson not made a profit of 
SEK 5.5 billion from die sale of 
Juniper shares, the cashflow would 
have been even worse. 

Generate earnings 

In order to ease the situation, 
Ericsson has taken a loan of SEK 4.5 
billion, although diis is not a long-
term sustainable solution. One of 
the main requirements that man­
agement has placed is that opera­
tions must generate earnings to cov­
er expenses. 

So what can be done? 

Part of the answer involves re­
ceiving payments as quickly as 
possible, and that customers not be 
given the opportunity to delay in 
paying their invoices because the 
product has not yet been delivered 
or installed. 

Part of the solution might involve 
writing contracts in a clearer man­
ner or pressing clients that are slop­
py about making payments. 

"We've been demonstrating 
steady improvements for quite a 
long period of time. But customers 
are having a difficult time right now, 
and their balance sheets are strained 
as well. This is due to the slowdown 
within the industry, even as many 
operators have paid large sums for 
their 3G licenses", says CFO Sten 
Fornell. 

"By extending their repayment 
schedules, they are using our balance 
sheet, which is providing us with 
negative cash flow", he continues. 

Direct factors 

Yet another factor is to ensure that 
invoices are actually sent out as 
soon as Ericsson's part of the deal is 
completed. 

To change the cashflow also in the 
long run, die expenditures have to 
be restricted. This is being done now 
through the implementation of vari­
ous cutbacks. 

Part of this process involves re­
viewing contracts widi suppliers to 
ensure that inventory is not growing 
and tiiat projects are being operated 
efficiendy. 

Lars-Magnus Kihlstrom 
lars-magnus.kihlstrom@lme.ericsson.se 

FACTS/CASH FLOW 

B E F O R E T O 

A C T I V I T I E S 

F I N A N C I A L 

1999 SEK billions 
Q1 
Q2 
Q3 
Q4 

2000 
Q1 
Q2 
Q3 
Q4 

2001 
Q1 

-10.1 
-7.9 

6.7 
9.5 

-6.2 
7.2 

-6.2 
11.6 

-17.7 

As the list shows, cash flow over the 
past nine quarters has been approx­
imately minus SEK 13 billion. 

New ways to market Engine 
The Multi-Service Networks 
Division has decided to with­
draw a planned ad campaign 
for the Engine solution due to 
the current financial situation. 
Instead, Engine will be market­
ed directly to customers. 

The Engine campaign was based on 
the same strategy as die successful 
Mobile Internet campaign, and was 
to have started up in die middle of 
May, as a way to reinforce the Erics­
son brand name. 

About a dozen countries were 
scheduled to see ads presenting the 
advantages of the system, widi an ad 
campaign running in die business 
and trade press, together with a 
number of other activities. Ericsson's 
financial situation has, however, 
forced management at Multi-Service 
Networks to rediink tiieir strategy. 

"We've altered the focus of the 
marketing campaign and will forego 
purchasing advertising space in die 
media. Instead, Engine will be mar­
keted in odier ways tiiat are aimed 
more directly at customers," says 
Mitch Lewis, head of marketing 
within the division. 

Engine is Ericsson's successful so-

Due to cutbacks, the planned campaign for Engine has been scaled back. Instead of expensive advertisements, 
the multi-service solution will be marketed more directly to customers. One example is participation at trade 
shows, such as here at the CeBIT trade show. Photo: Ecke Kuller 

lurion for combining telephone and 
data traffic in the same network, and 
die division responsible for fixed net­
works has great ambitions for it. It has 
been previously stated diat the goal 
for this year was to shape the market, 

which still consists largely of unchar­
tered territory. Furthermore, 50 new 
Engine contracts are to be secured 
mis year. This will now have to be ac­
complished widiout the support of an 
advertising campaign behind it. 

One of the foremost sales argu­
ments is Ericsson's reliability, says 
Mitch Lewis. A study that was con­
ducted in conjunction with develop­
ment of the campaign, showed that 
today's operators are worried about 

die uncertain market and are more 
guided by fear of die wrong invest­
ments man a desire to improve the 
technical quality of their networks. 
This knowledge will now be utilized, 
even if die ad campaign has been 
withdrawn. 

"Marketing of Engine will con­
tinue in otiier, more cost-efficient 
ways. Customer gatherings and 
meetings with die press and analysts 
are some examples. Trade shows 
such as SuperComm in the US and 
CommunicAsia in Singapore tiiis 
summer will also provide favourable 
opportunities to promote the con­
cept that Engine can solve opera­
tors' problems," says Mitch Lewis. 

The ads tiiat were developed for 
the campaign will still be used for 
activities such as trade shows, direct 
mailings and publishing brochures. 
There will also be pages on the 
Internet and intranet with detailed 
technical descriptions and other 
information for marketers and 
customers. Altogether, Ericsson has 
secured 51 Engine contracts, includ­
ing 14 so far this year. 

Lars-Magnus Kihlstrom 
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Emphasis on quick results 
The Mobile Systems Division is 
currently conducting a cost ana­
lysis that will form the basis for 
the division's savings program. 

"The analysis should be ready in 
May, and will hopefully allow all em­
ployees to find out prior to the sum­
mer vacation how these measures 
will affect them," says Jan Ogren, 
who is overseeing the savings pro­
gram at the Mobile Systems Division. 

A program group has been ap­
pointed widiin Mobile Systems' 
management group to review the 
division's operations through a com­
prehensive plan. A consequence 
assessment will then be conducted, 

based on this information, resulting 
in a detailed plan that should be 
ready by late June. The goal of these 
efforts is to be able to notify people 
about how they will be affected. 

The Cost Adaptation Program 
(CAP) implemented in March 2001 
has already been expanded. Its over­
all purpose is to considerably reduce 
cost levels widiin Mobile Systems 
and reduce capital tied up, especial­
ly in inventory and accounts receiv­
able. This should improve cash flow 
and ensure profitability in 2002. The 
program consists of seven different 
areas and savings measures will be 
implemented within each of these. 

"We're reviewing all projects. Some 

will be terminated, while others will 
continue with some cutbacks. By 
shutting down a 
number of pro­
jects, we'll be 
able to transfer 
employees to 
projects that 
previously em­
ployed numer­
ous consul­
tants". 
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"As for internal projects, the ones 
tiiat will generate quick results will 
be prioritized. By quick we mean 
within one quarter," explains Ogren. 

The structure of Mobile Systems 
will remain the same, with certain 

additions. This will include a review 
of how product units should be or­
ganized. It is also important to have 
good coordination among die divi­
sion's business units when it comes 
to product development. 

Another important area is supply, 
which includes provisioning and 
purchasing. Currently, supply is be­
ing overseen from many Ericsson 
locations and on multiple levels, in­
cluding product unit, business unit, 
division and corporate-level basis. 
The goal is to make this work more 
efficient, widi more clearly defined 
responsibilities. The program group 
is working closely with market areas 
and market units. Among its tasks 

will be to ensure that duplication of 
work is avoided. The Mobile Sys­
tems Division already works closely 
widi the Multi-Service Networks and 
Global Services Divisions regarding 
savings and efficiency. 

"The program group meets once 
or twice a week, and we conduct fol­
low-ups to ensure tiiat what has 
been planned actually gets done. 
The most difficult aspect of the sav­
ings program is to actually imple­
ment these measures. Line man­
agers have a major responsibility to 
shoulder," says Jan Ogren. 

Gunilla Tamm 
gunilla.tamm@lme.ericsson.se 

Collaboration to reduce costs 
The Data Backbone and Optical 
Networks Division continues to 
work on its contribution to cre­
ate a more efficient Ericsson. 

The division has determined that it 
needs to reduce its costs by USD 50 
million. 

This goal is the result of discus­
sions widi the Multi-Service Net­

works and the Mobile Systems Divi­
sions. Products that die Data Back­
bone and Optical Networks Division 
manufactures are important to the 
portfolios of the other two divisions. 

This is why it is essential to make 
operational changes. The effects 
that they could conceivably have 
when it comes to customer commit­
ments, are in line with the goals set 

for CET and the other divisions. All 
tiiree divisions are working togetiier 
to maximize cost efficiency, while si­
multaneously seeking out revenue-
generating areas. 

A final budget will be completed 
by mid-May. 

Board supports actions 
Four of Ericsson's board mem­
bers will help track the 
progress of Ericsson's savings 
program. The group has been 
labeled a crisis group by the 
media, a term that Ericsson 
President and CEO, Kurt Hell-
strom, refutes. 

Jesper Mott ..Tnis i s n o t a t a i j a c r j s j s group. It is a 

group of board members who 1 can 
contact when I need to discuss the 
savings program," says Kurt Hellstrom. 

The four board members who will 
be monitoring the program are Lars 
Ramqvist, Sverker Martin-L6f, Goran 
Lindahl and Eckhard Pfeiffer. 

Jesper Mott 

mailto:henrik.nordh@lme.ericsson.se
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HELLO THERE. . . 

Photo: Lars Astrdm 

Ulf 
Pehrsson 
...the new head of the Corporate 
Public Affairs and Market Coordi­
nation unit. He was previously 
responsible for the Export Promo­
tion and Single Market unit at the 
Swedish Ministry for Foreign 
Affairs. 

What persuaded you to accept a 
position at Ericsson ? 
"I've been involved with trade-related 
issues for nearly 18 years, and I felt that 
it was time to start utilizing my skills 
outside central government. Unfortu­
nately, this is a fairly rare transforma­
tion - switching from the political arena 
to the corporate one - but it is one that I 
think more people should try. Both 
sides would benefit from it." 

How familiar were you with Ericsson 
when you received the offer? 
"You could call Ericsson one of the 
Ministry for Foreign Affairs' biggest 
clients. The ministry and its agencies 
assist companies in making contacts 
with government offices and ministers 
in various countries, as well as with 
issues such as credit guarantees. So I 
was already quite familiar with Erics­
son." 

Corporate Public Affairs and Market 
Coordination - that's quite a title, 
what are you involved in? 
"Governmental contacts in Sweden and 
in other countries are an important fea­
ture. Our unit is also responsible for 
Ericsson's office in Brussels." 

"The people working there promote 
issues to decision-makers in Brussels 
that are important to the company. You 
could call them lobbyists. Overall 
responsibility for customer organiza­
tions, the KAM and GAM organizations, 
is also based here." 

What kind of experience do you 
bring with you from your previous 
work that you think will be of use 
here? 
"1 have considerable experience in in­
ternational negotiations, and I know 
the regulations pertaining to trade is­
sues very well. Moreover, I have a broad 
network of government agency con­
tacts that will likely be of use." 

Ulrika Nyback 

Energetic campaign 
to attract young 
Keep an eye on newspaper and 
tv advertising - on May 15, 
Ericsson is to start a new 
campaign in conjunction with 
the launch of the film "Lara 
Croft. Tomb Raider." 

At about the same time, two web­
sites will be launched, one internal 
and one external, where employees 
and the general public can win 
prizes and learn more about Erics­
son, the film and the game. 

"The campaign is full of energy, 
tempo and lively music. I can't find a 
better word than 'cool' to describe it," 
says Dusyant Patel, who has global 
responsibility for the campaign. 

Most people are aware that Erics­
son is placing its products in the film, 
which is based on a computer game. 
In conjunction with the film cam­
paign, Ericsson is starting its own 
marketing campaign to make use of 
the attention surrounding the film. 

The campaign will be rolled out 
in the US on May 115 and will sub-
sequendy run in about a dozen 

"Ericssons's campaign will be cool", says Dusyant Patel, global respon­

sible for the campaign. Angelina Jolie plays Lara Croft. 

countries - including Brazil, Tai­
wan, France and Sweden - for a few 
weeks in the lead-up to the film pre­
miere. The campaign will feature in 
newspapers, as tv commercials and 
in retailers' premises. In the US, for 
example, more than 37,000 stores 
will be selling the T20 phone with 
Tomb Raider accessories. 

The advertising agency BBH CBar-
tle Bogle Hegarty) is behind the 
campaign, which is mainly targeted 
at young people aged 18-28. The aim 
is to increase sales of mobile phones 
and awareness of the brand. 

But why is Ericsson investing so 
much money in an advertising cam­
paign in these times of cutbacks? 

"We have to keep marketing our 
products. The fact is that it costs less 
to produce a global campaign than 
to mount ten local campaigns. We 
have also used messages that are 
universal," explains Dusyant Patel. 

Two websites are to be available in 
conjunction with the campaign. On 
May 11, the internal website opens, 
with the external website being 
launched on May 15. The sites contain 
information about the film, the game 
and the actors, as well as competi­
tions. The first prize in the intranet 
competition is a trip to Los Angeles, 
where the winner and a friend will vis­
it the Paramount Pictures studio. 

"Lara Croft. Tomb Raider" will be 
shown at 8,000 cinemas in 44 coun­
tries. Some 100 million people have 
played the computer game. 

Ulrika Nyback 
ulrika.nyback@lme.ericsson.se 

Ife? www.ericsson.com/tombraider 
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Breakthrough for Jambala 
Italy's Wind has become the 
first GSM operator in the 
world to implement Ericsson's 
Jambala application platform. 

Nunzio Mirtillo, Ericsson's 
account manager for Wind, 
calculates that the first appli­
cations could be introduced 
during the second quarter of 
this year. 

Jambala is a platform for applica­
tions in both fixed and wireless 
telephone networks. Some of the 
platform's advantages include the 
fact that it is built around open 
standards, has a high degree of 
scalability and an architecture that 
is open to 3G development. 

Jambala is part of Ericsson's 

larger Internet Service Platform 
solution. 

First in the world 

Wind, which operates both GSM 
and fixed telephony networks, is 
the first GSM network operator in 
the world to incorporate Jambala. 
Until now, the platform has only 
been used in TDMA networks. 

"This is a very important step. 
The market for GSM and fixed net­
works is large and diis is a good way 
for them to evolve towards UMTS 
and 3G," says Marie Large, who is 
overseeing the launch of 3G within 
the Service Capability Servers and 
Applications unit, which is part of 
Internet Applications. 

Using the Jambala platform, 

Wind will be able to offer numer­
ous applications using the same in­
frastructure. The first application it 
has chosen to offer is Virtual Private 
Network. Aimed at companies and 
serving as a kind of virtual business 
switch, it offers the option of using 
internal extensions. These exten­
sions work with both fixed and 
wireless telephony. 

3G license 

With more than five million mobile 
phone subscribers and between 
two and three million fixed tele­
phony subscribers, Wind is Italy's 
second-largest operator. It is also 
one of the Italian operators that 
have acquired a 3G license. 

According to Nunzio Mirtillo, 

discussions with the operator start­
ed in December 1999. The project 
was initiated in spring 2000. 

"They are 
very pleased. 
Now we're in 
the final phase 
of internal test­
ing. The appli­
cation platform 
and server have 
been installed 
and we are test­
ing calls over the network. A few 
months of work still remain before 
final integration, but everything is 
looking positive so far," he says. 

Jesper Mott 
jesper.mott@lme.ericsson.se 

Nunzio Mirtillo 

Time for super broadband 
Ericsson's Multi-Service Net­
works division is expanding 
its product portfolio to in­
clude a broadband solution 
based on Ethernet and fiber­
optic technology. 

The project, conceived 
within Ericsson Business 
Innovation, is now ready for 
expansion in order to reach a 
market that could grow quite 
large. 

This broadband fiber-optic Ether­
net technology was developed a 
couple years ago and has, to date, 
been a project under Ericsson 
Business Innovation, a company 
whose task it is to foster good ideas 
that might become part of Erics­

son's core competencies. Having 
matured, the Ethernet broadband 
project will become a product unit 
within the Access Networks area, 
which belongs to the Multi-Service 
Networks business division, effec­
tive May 1. 

It has already been demonstrat­
ed that a market exists for the prod­
uct, as evidenced by a general 
agreement reached with Telia-
owned Skanova. 

"Ethernet via fiber optics offers 
huge business potential. There are 
really no limits to the number of 
services that can be offered, and 
the solution itself is very cost-
effective," says Ove Anebygd, head 
of the Access Networks business 
unit. 

The combination of Ethernet 
and fiber optics provides very high 
capacity broadband connections of 
approximately 100 Mbps in both 
directions. This will complement 
Access Networks' portfolio, which 
also includes Instant ADSL and 
broadband via radio link, among 
other features. 

"We believe that the future lies 
with Ethernet access and, thanks to 
Business Innovation, we have now 
got off to a quick start," says Ove 
Anebygd. 

The first markets to receive the 
access solution, in addition to 
Sweden, are Spain, the Nether­
lands, Italy and Australia. 

The Etiternet solution was devel­
oped within die Residential Com­

munication Services unit, which is 
part of Business Innovation. 

"Introducing innovations within 
large companies is not that easy, 
but we have now developed a mod­
el for how to accomplish that, and 
in this case we have demonstrated 
mat we have succeeded," says P 0 
Sjoberg, head of the unit. 

His unit is working on three 
outer projects as well, including a 
digital converter for IP telephony 
in residential applications, the Dig­
ital Residential Gateway (DRG). 
Demonstrated at CeBIT, it has now 
been officially released. 

Lars-Magnus Kihlstrom 
lars-magnus.kihlstrom@lme.erlcsson.se 
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3G delayed in Japan 
Japanese wireless operator 
NTT DoCoMo postpones 3G 
launch until autumn. 

"It's not a question of a 
delay, but rather ensuring we 
can offer the best possible 
service," says DoCoMo spokes­
man Yuichiro Kuwahata. 

Japan's largest wireless operator 
has stubbornly maintained its orig­
inal May 30 launch date for the 
commercial 3G network - albeit on 
a limited scale. 

Due to software problems, the 
operator has had to delay the 
launch by four months to October 1. 
DoCoMo will still start up a 3G net­
work at the end of May, but is call­
ing this a test. 

Company spokesman Yuichiro 
Kuwahata says that DoCoMo wants 
to cull the experience of a limited 
group of users during the test peri­
od before opening the service com­
mercially in the autumn. The test 
group will reportedly consist of 
3,000-4,000 users in the Tokyo 
area. 

"Our job is to guarantee a reliable 
service on the commercial net­
work," says Yuichiro Kuwahata. 

While the news came as a 
shock, not many in the telecom 
industry actually expected the 
commercial launch to take place 
this year. DoCoMo competitor 
Japan Telecom (J-Phone), for ex­
ample, has postponed its 3G 
launch until the first half of 2002. 
And Japan's second-largest wire­
less operator, KDDI, is not plan­
ning to launch its 3G services until 
autumn 2002. 

"It is in fact remarkable that 
DoCoMo has stubbornly persisted 
in claiming that there would be no 
delay," says Mark Berman, telecom 
analyst with Credit Suisse First 
Boston, quoted by Reuters. 

Too small to be commercial 

Instead, the first commercial 3G 
network in the world will be 
launched on the Isle of Man by 
Manx Telecom, which is owned by 
British Telecom (BT). This network, 
scheduled to open on May 30, con­
sists often base stations and serves 
200 3G terminals from Japanese 

DoCoMo ra J-PUONE 

DoCoMo's 3G network will be tested by a group consisting of 3,000-4,000 users in the Tokyo area, before the 
service is placed in commercial operation this autumn. Photo: Lars AstrcJm 

NEC. Most industry watchers, how­
ever, consider the Isle of Man too 
small to be considered commercial. 

The postponement of the com­
mercial launch in Japan does not 
mean the conservative forecast re­
garding the number of subscribers 
has changed. DoCoMo still expects 
that 150,000 subscribers will join 
the 3G network in 2001. 

Stock prices dropped 

The news caused considerable tur­
bulence on the Tokyo exchange, 
however. The Nikkei dropped two 
percent while NTT DoCoMo's share 
price fell almost five percent. Stock 
prices for manufacturers of 3G 
terminals - Matsushita Communi­
cation Industrial (MCI) and NEC -
also plummeted in response to the 
news. 

However, both MCI (under the 
Panasonic brand name) and NEC 
do intend to deliver the 3G termi­
nals for the test period, scheduled 
to begin at the end of May. DoCo­
Mo has linked 16 terminal manu­

facturers to its 3G network. One of 
them is Ericsson, which is also con­
tracted to deliver 3G equipment to 
DoCoMo. 

Free terminals 

The participants in DoCoMo's test 
group will not have to pay for the 
terminals, but they will be charged 
between USD 0.80 and 1.25 for 
three minutes of video. An ordinary 
telephone call will cost between 

USD 0.16 and 0.24 a minute. Short 
text messages, usually e-mail, will 
cost a fraction of a cent - which is 
what it costs to send text messages 
in Japan today. 

DoCoMo's 3G services are 
offered under the brand name of 
FOMA (Freedom Of mobile Multi­
media Access). 

Mats Lundstrom 
mats.lundstrom@lme.ericsson.se 

Foot and mouth threatens 3G 
The risk of infection with foot-
and-mouth disease is threaten­
ing the launch of the world's 
first commercial 3G network on 
the Isle of Man in the Irish Sea. 

The launch of the 3G network at the 
end of May could be postponed, 
according to webzine Silicon. The 
reason is that several of the base 
stations and a number of antennas 
are in locations that have been iso­

lated to prevent the spread of foot-
and-mouth infection. 

However, wireless operator 
Manx Telecom, which is owned by 
British Telecom, obtained permis­
sion from the chief veterinarian to 
conclude its operations in all the 
locations in question, provided 
that its employees observed the 
stringent safety precautions. 

Mats Lundstrom 

Local medium soon global 
Radio is the most local of the 
mass media. The advent of 3G, 
however, will transform radio 
into an eminently global 
medium. 

Radio has long been the mass 
medium with the largest audi­
ence. Almost everyone listens 
more or less actively at some 
point in the day. At the same time, 
the medium is a commercial fly­
weight compared to television or 
newspapers. 

This is because radio is generally 
a local medium without a particu­
larly sizeable range. 

In this respect, the Internet has 
created a revolution. The possibili­

ty of listening to regional channels 
via the Internet using streaming 
audio technology has lent a new 
global relevance to Guglielmo 
Marconi's invention, which is now 
more than a century old. 

At the same time, radios have be­
come increasingly compact, and 
we now have cellular telephone 
models with built-in FM radio. 
Ericsson offers an FM-radio mod­
ule for its newer telephone models. 

No geographic strings 

Perhaps the most promising devel­
opment in radio will appear once 
3G becomes reality. The radio 
channels that are currently avail­
able through Internet radio will 

also be accessible in the 3G net­
works. This will make regional ra­
dio channels available regardless of 
the receiver's geographic location. 

At the same time, another more 
spectacular project concerning 
digital satellite radio is under way. 
At the end of March, coincidental 
with the re-entry of the Mir space 
station, the heaviest communica­
tions satellite to date was launched 
into orbit around the earth. The five-
tonne low-flying satellite, called 
"Rock," has two transponders that 
will broadcast radio at three kilo­
watts of power. In May, another 
satellite will be launched - this one 
to be called "Roll." The twin satel­
lites Rock 'n Roll will broadcast 

news, sports or music, via more 
than 100 channels. Content suppli­
ers such as the BBC World Service 
and USA Today have been engaged. 

Special device required 

The project is driven by XM Radio 
which has permission from the 
American FCC to broadcast satel­
lite radio. 

The question is whether anyone 
will listen. As with all digital radio 
broadcasting, it requires a special 
radio device. In addition, listeners 
must pay USD 9.95 a month to re­
ceive the satellite radio broad­
casts. 

Mats Lundstrom 

Siemens 
lays off more 
» Siemens has laid off a further 3,500 
employees as a result of the weakening 
business climate. The German group 
previously laid off 2,600 people primari­
ly in its cellphone manufacturing. Dur­
ing the first quarter of the 2001 split 
financial year, Siemens reported a profit 
of slighdy more than USD 700 million -
up 32 percent from the preceding year. 
Net sales were slighdy more than USD 
18.6 billion - up 23 percent over the year-
earlier period. During the first quarter of 
the current year Siemens sold 6.9 million 
telephones on a global basis. 

Vodafone purchases 
Telecom shares 
» Vodafone is acquiring BT's share in 
lapan Telecom and its subsidiary, mobile 
phone operator J-Phone. The purchase 
means that the UK's Vodafone will be­
come a majority shareholder in Japan 
Telecom, with a 60-percent ownership 
stake. In order to finance the purchase, 
Vodafone is implementing a new share is­
sue of approximately USD four million. 
The agreement means that BT will almost 
completely withdraw from the Japanese 
telecom market, which is considered to be 
one of the world's most prestigious. For 
Vodafone, the purchase will create a num­
ber of opportunities, especially regarding 
J-Phone. Vodafone CEO Chris Cent says to 
the Total Telecom news service that, "our 
goal is to make J-Phone competitive and 
challenge DoCoMo." Currendy, DoCoMo 
has a 60-percent share of the market com­
pared to J-Phone's 16.4 percent share, 
which corresponds to 10 million mobile 
phone subscribers. 

Cisco loses 
billions 
» One of Ericssons main competitors, 
US networking giant Cisco, reports a loss 
of USD 2.69 billion in the quarter ending 
28 April. The losses are the result of 1.17 
billion for reconstructing the company 
wim a plan to cut 8,500 jobs, or 17 
percent of its work force. Operating prof­
its fell a 77 percent to USD 230 million 
compared wim 1 billion a year earlier. 
President and Chief Executive John 
Chambers described the first months of 
2001 as "extremely challenging". 

"This may be the fastest deceleration 
any company of our size has ever experi­
enced. We believe that the challenges we 
face are primarily based on macro-
economic and capital spending issues, 
although there is always room for 
improvement in our own operations". 

Mobile antennas 
on high 
>• Wireless operators' hunt for suitable 
locations for mobile antennas has 
reached the church steeple. In Sunds-
vall, Sweden, antennas for a GSM net­
work have been installed in the Gustav 
Adolf Church. The reason for this place­
ment is that Sundsvall is located in a 
"basin", and it has merefore been diffi­
cult to find suitable locations for the 
antennas, writes Computer Sweden. 

"Telecom operator Telia contacted the 
diocesan administration and inquired 
as to whether they could install anten­
nas for telecom traffic in the church 
steeple," says Bengt-Olov Wallin, ceme­
tery manager and property manager for 
the Gustav Adolf Church. 

mailto:mats.lundstrom@lme.ericsson.se
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The enormous boom in the Polish economy during the past decade has been 
reflected in the development of Poland's telecom industry. The country's GSM 
networks are far from complete - yet 3G is already at the door. 

For Ericsson, the establishment of 3G in Poland represents considerable growth 
potential. The Company recendy signed a ground-breaking GPRS contract. 

F A C T S / E R I C S S O N P O L A N D 

No. of employees: Approximately 450 
No. of offices: Head Office in Warsaw (400 people) and 
one office in Gdansk specializing in GSM services. Erics­
son has been established in Poland since year-end 1996. 
Company President: Bjorn Magnusson 
Market share, fixed: 20 percent 
Market share, wireless: 17 percent 
Net sales in 2000: Slightly more than USD 300 million 

Jacek's sold on WAP 

Pace in Poland picking up D 

• When Contact visited Poland three years 
ago, only 2 percent of the Polish population 
had a cellphone. Experts predicted that the 
number of cellphone users would increase by 
10 percent after the start of a new millennium. 
As it turned out, the increase was even greater 
than that, and today nearly every fifth Pole has 
a mobile phone. 

"This is only the begin­
ning. The country has high 
hopes for mobile technol­
ogy and only state-of-the-
art will do," says Bjorn 
Welmer, who is the head of 
mobile systems at Erics­
son in Poland. 

The Polish government 
decided to install 3G in the 
country as rapidly as possible. Poland was slow 
in implementing GSM networks, and Bjorn 
Welmer believes that this will - paradoxically -
benefit the country. 

"Expensive intermediate stages were 
skipped, so Poland can proceed directly to 3G. 
There is a powerful push from the government 
and from technology companies to transform 
the country into a land of high technology. 1 
actually believe that in five to ten years, Poland 
will have progressed beyond several western 
European countries in telecommunications." 

For Ericsson, Poland's transition to third-
generation mobile telephony is a golden 
opportunity to become established in the 

Bjorn Welmer 

country. In mid-February, Ericsson signed a 
ground-breaking GPRS contract with PTC, one 
of Poland's three mobile operators. This 
spring, Ericsson's assignment is to integrate 
GPRS equipment in the PTC network, a net­
work that has currently attracted three million 
subscribers throughout Poland. 

Before this contract was signed, the Polish 
GSM network was strictly divided up between 
Ericsson and Siemens. Ericsson carried out 
projects involving GSM networks from War­
saw and areas to the north, whereas Siemens 
operated in southern Poland. 

"We now plan to implement GPRS in the 
Siemens network as well, which may enable us 
to increase our share of the wireless market in 
the future," says Bjorn Welmer. 

The contract also places Ericsson in a favor­
able position when the time comes for the 
Polish operators to choose UMTS operators. 
Like PTC, the other two wireless operators, 
Centertel and Polkomtel, have permits for 3G 
networks and are planning to roll out the 
networks some time in the second half of 2002. 
There is also a UMTS permit for a fourth oper­
ator. The batde for the contracts will mainly 
involve Ericsson, Siemens and Nokia. 

"I believe we have an excellent chance to 
obtain a UMTS agreement with PTC, and hope­
fully with one or a few other operators as well." 

Jenz Nilsson 
jenz.nilsson@lme.ericsson.se 

A formidable new player 
Energis Polska is a formidable new arrival in the 
Polish telecom market. The company has enlisted 
the help of Ericsson to capture the position of 
leading data communications operator in the 
country in the shortest possible time. 

• Last autumn, Ericsson and Energis Polska signed the first 
Build, Operate and Transfer contract (BOT) between a telecom 
supplier and an operator in Poland. Energis Polska has order a 
5,000-kilometer fiber-optic network based on Ericsson's Engine 
solution and the Erion transmission technology. 

"In choosing the BOT contract form, we 
have engaged Energis Polska to carry out es­
sentially all operations. Ericsson will build 
the operations centers and install all data 
and traditional AXE stations. We will also op­
erate the entire system for Energis during 
the first year, while simultaneously recruit­
ing and training personnel to take over the 
operation of the system," says Owe Falkena, 
account manager for the Energis account. 

The network is being constructed in two phases. When com­
plete, it will cover the entire country. The cooperation also in­
cludes a link-up of the Polish network with Germany, the Nether­
lands and the UK - countries in which Energis Polska's principal 

Owe Falkena 

owner, the UK's National Grid, already owns extensive fiber-optic 
networks. In Poland, on the other hand, the Polish railway 
Administration (PKP) owns the network and Energis Polska's only 
option to be allowed to use the network is through leasing. 

Ericsson is currently building a large operations center of 
2,000 square meters for Energis Polska, in a gigantic warehouse 
in Piasezno, which is a small community just south of Warsaw. In 
a few months, when the structure is complete, it will contain 
more control rooms, an ATM station, and offices and training 
premises for about 150 people. 

The Energis contract, which is worth USD 60 million, involves 
cooperation between the two Ericsson divisions, Multi-Service 
Networks and Global Services. The contract is Ericsson's largest 
in Poland to date, and the third-largest contract signed by any 
Polish business last year. Energis Polska's management is firmly 
focused on the company's goals and employs effective market­
ing to achieve those goals. 

"We want to be the leader in data communication in Poland. We 
are expecting Internet use to increase enormously in the future, and 
we must be able to offer customers the best service," says George 
Makowski, who is in charge of Energis' business with Ericsson. 

Ericsson was awarded the contract in competition with Cisco 
and Nortel. 

"We chose Ericsson because we are interested in its Engine so­
lutions and because we believe the company can deliver fastest." 

Jenz Nilsson 

FACTS/ENGINE A N D ERION 

Ericsson's Engine solutions enable operators 
to send both voice and data over their existing 
networks. Energis Polska has selected a solu­
tion based on the multi-service Tigris platform 
and ATM switches. 

Erion is a connection technology based on 
a DWDM (Dense Wavelength Division Multi­
plexing) solution that increases transmission 
speed and capacity in fiber transport network. 

F A C T S / P O L A N D 

Capital: Warsaw 
Population: 40 million 
President: Aleksander Kwasniewski 
Currency: 1 Zloty = 100 grossen 
Mobile subscribers: 7 million 
Subscribers to fixed telephony: 11.5 million 
Internet users: 6 million 
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Jacek Wojciechowski is a young Polish student with 
a keen interest in mobile telephony. One of his WAP 
services won first prize in a WAP competition held 
recendy by Ericsson in Poland. 

• Jacek Wojciechowski, 24, has been studying engineering software 
at the University of Technology in Biaystok for the past five years. He 
loves engineering, and his goal is to obtain a full-time job as a devel­
oper of wireless services. Mobile telephony is not part of his study 
timetable, but rather an interest he pursues in his leisure time. 

"I spend about three or four hours every evening reading engi­
neering magazines or searching the Internet for the latest news in 
mobile telephony," he says. 

Jacek is particularly interested in WAP (Wireless Application 
Protocol), and when his peers are playing sports or going to the 
movies, Jacek can usually be found his dormitory room working 
out new WAP solutions. 

"It's like any hobby, and it's easy. All you need is a basic under­
standing of computer programming, then you just let your imagi­
nation flow," says Jacek Wojciechowski. 

Last summer, he read in a newspaper ad that Ericsson in Poland 
was seeking contestants for a WAP competition. He registered and 
started working on the service that was later to be selected as the 
winner. 

"My service is called Radio WAP FM, and it helps radio listeners 
stay informed about their favorite radio programs," he says. 

Radio WAP FM provides information via mobile phone on what 
radio programs are currently being aired, who they are hosted by, 
what topics are being discussed or what music is being played. 
Listeners can send in their requests or greetings to friends directly 
to the program hosts in the radio studio via links. 

"WAP is not a major issue for Polish radio stations, but I have 
actually been in contact with a radio station that was interested in 
my invention," he says. 

Another of Jacek's big projects is a WAP Web page about his 
place of birth, Suwalki in northeastern Poland. He has filled this 
page with information about entertainment and outdoor life in 
the town of Suwalki. 

"I want people in Europe to discover Suwalki, which is a fairly 
unknown place in a beautiful natural setting. To date, all the infor­
mation on the Web page is in Polish, but I hope to have it translat­
ed to German and English eventually." 

As the prize for winning Ericsson's WAP competition, Jacek was 

Jacek Wojciechowski is a young Polish student who desires 
nothing more than to work as a developer of mobile services. In 
his spare time, he creates his own WAP solutions. Recently, he 
won a WAP competition arranged by Ericsson in Poland. 

sent on a two-day trip to Stockholm at the end of March this year. 
He visited the Ericsson head office in the Telefonplan district as 
well as the development center in Kista. 

"Impressive - I'll never forget the sight of the people in the labs 
at Kista walking around dressed like astronauts," he says. 

Jenz Nilsson 

Brains more 
important than brawn 
The monopoly in wireline networks 
in Poland was finally dissolved at the 
end of 1999, freeing Ericsson to com­
pete with the other players on equal 
terms. The Company has made deep 
inroads: in only two years, Ericsson 
has gone from zero to nearly 20 per­
cent in market share. 

• "Last year, the Company 
reaped slightly over USD 
no million in wireline-net­
work orders - compared 
with nothing in the pre­
ceding year," says Olle 
Backgard, who is in charge 
of wireline networks in 
Poland. 

Ericsson does not own 
any wireline networks in Poland, but rather 
focuses on selling modern network solutions 
based on packet-switching. Business is strong, 

Olle Backgard 

due largely to the increased number of Polish 
users of both fixed-line telephony and Internet. 

"The current wireline networks are not suffi­
cient for all new users. The operators are crying 
out for new solutions that can help to satisfy 
customer demand for services beyond ordinary 
voice telephony," says Olle Backgard. 

When Ericsson became established in Poland 
at year-end 1996, Alcatel, Siemens and Lucent 
were already there and had a monopoly on all 
switch equipment following a bidding process 
at the beginning of the 1990s. At year-end 1999, 
following ministerial-level negotiations in Brus­
sels, the monopoly was dissolved. 

Alcatel, Lucent, Siemens and Intel, which 
have traditionally been the largest suppliers of 
wireline networks in Poland, are currently fully 
occupied providing service and maintaining 
their networks. 

"Ericsson, with no such commitments, is free 
to concentrate operators' urgent requirements. 
We devote our resources to finding opportuni­
ties for us to discover better and cheaper solu­
tions than the competition," says Olle Backgard. 

The financial success of wireline networks in 
2000 was the result of three major transactions. 
Last autumn, Ericsson and TPSA, the largest 

government company in wireline networks, 
signed a contract for access systems valued at 
nearly USD 30 million. Elektrim, another gov­
ernment company that in turn owns wireline-
network operator El-tel contracted Ericsson to 
deliver ATM/IP-based switch systems - an order 
valued at more than USD 22 million. 

The single largest deal, however, was signed 
with the privately owned operator, Energis 
Polska. This contract pertains to delivery of a 
nationwide transport network based on Erion, 
and it includes a number of Engine packages 
involving the Tigris access solution and ATM 
technology. Olle Backgard believes that Ericsson 
will continue to increase its market share for 
wireline networks in the next few years. 

"We are actually no longer interested in tradi­
tional technology. We will continue to focus on 
future network solutions and support operators 
in their plans to transform their existing net­
works to multiservice networks. We expect to 
have invoiced sales of about USD 100 million a 
year, and are aiming to command not less that 
25 percent of the market within a few years." 

Jenz Nilsson 

mailto:jenz.nilsson@lme.ericsson.se
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Ericsson's new design center was inaugurated recently. Here the com­
pany's new design culture is being shaped. Nikolaus Frank, head of 
design at Ericsson, showed us around the center. 

"This was one of my first initiatives when I 
started working for Ericsson," says Niko­
laus Frank as he waves his hand around 
one of the rooms in the design center. 

The rooms are bright and project a spa­
cious image, with white walls and large 
windows. The interior design is unobtru­
sive. We have entered security zone two, a 
restricted area open 
only to authorized 
personnel only: the 
industrial designers 
who work here. On 
one wall hangs a 
large chart that 
monitors the life cy­
cle of every proto­
type. Product proto­
types can be seen 
on a nearby table. Several chairs and tables 
are placed in front of a large TV at one end 
of the room. 

"At three o'clock every afternoon, we 
have a video conference with our col­
leagues at Research Triangle Park in North 
Carolina as they start their workday," says 
Nikolaus Frank. 

Industrial designers are the only people 
working in the new facility right now, but 
the design manager wants to bring together 
several different groups of skilled personnel 
under the same roof, including, for exam­
ple, specialists working with graphic inter­
faces telephones and mechanical engineer­
ing experts. The center offers an opportuni­
ty to show bom Ericsson and the outside 
world that industrial design has a central 
and natural place in the organization. 

"This is the beginning of a new design 

This is the beginning 
of a new design culture 
- but its creation will 

take time 

culture - but its creation will take time. We 
are now developing different work meth­
ods, and the workshops and brainstorm­
ing sessions (see article on next page) are 
part of these," explains Nikolaus Frank. 

At the moment his goal is to raise the 
quality of design in the products developed 
at the center as quickly as possible. He be-

lieves that Erics­
son's T20 and T68 
reflect a change in 
attitude with regard 
to the company's 
design language. 

"The language 
of design should 
be different for 
different products 
that are aimed at 

different groups of customers, but it's also 
important mat customers see the connec­
tion between the products and that they 
belong to the Ericsson brand." 

It is still too early for Nikolaus Frank to 
discuss if and how the design center might 
be affected by the cost-cutting measures 
now being implemented tfiroughout the 
company, but he believes the program of 
corrective measures and a smaller product 
portfolio will enable Ericsson to meet its 
cost-reduction requirements. 

He also believes it is too early to discuss 
the Sony alliance in any significant detail. 

"But it's certainly exciting - I believe in 
Sony as a business partner, and I have high 
hopes for the alliance." 

Ulrika Nyback 
ulrika.nyback@lme.ericsson.se 
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temple of design 
Andrea brainstorms 
design ideas in Lund 

Nikolaus Frank sees the design office as the beginning 
of a new design culture - but he emphasizes that 
change cannot be implemented overnight. About the 
alliance with Sony, he says: "I believe in Sony as a 
business partner, and I have high hopes for the 
alliance." 

Photo: Tomas Bergman 

Ericsson's new design center in Lund was 
inaugurated a few weeks ago. Nikolaus Frank, 
head of design at Ericsson, and industrial 
designer Joshua Murray discuss a new mobile 
telephone prototype. 

Ericsson's latest mobile telephone 
models are certainly quite attractive 
and include more games than previ­
ous versions. This fact was noted by 
Andrea Ringblom, a well known 
figure from the Annual General 
Meeting, during her recent visit to 
Ericsson's design center in Lund. 

• At the Annual General Meeting in 2000, a 
teenage girl stood up in the midst of thousands 
of middle-aged men in dark suits and asked why 
Ericsson made such ugly telephones. At this 
year's Annual General Meeting, the same girl 
stood up again and asked why it takes so long to 
change the design. At that time, Kurt Hellstrom 
asked the girl to present her opinions to the 
company's industrial designers. No sooner said 
than done. A few weeks ago, Andrea Ringblom 
boarded a plane in Stockholm and flew to Lund, 
in southern Sweden, to participate in a work­
shop focused on industrial design. 

"The workshop was a follow-up to the meet­
ing Vijay Anand had arranged in London a few 
weeks earlier, which concentrated on develop­
ing new ideas about how the company can 
reach young people better by using different 
marketing activities," says Nikolaus Frank, head 
of design at Ericsson. (Vijay Anand is the new 
marketing manager of the Consumer Products 
Division's youth segment.) 

Nikolaus Frank's workshops are concentrated 
strongly on a concept whereby all participants 
are encouraged to think freely and, by using this 
approach, produce a large number of new ideas 
about how mobile telephones should be de­
signed and used. 

Participants at the meeting included industri­
al designers from the design center in Lund, 
interface designers from Kista, employees of the 
Consumer Lab in Lund, a number of specially 
invited young men and women from Lund and 
Helsingborg - and Andrea Ringblom from 
Stockholm. 

Nikolaus Frank explained that only a few but 
very strict rules would apply during the course 
of the day but that these would be very strict. 

"In this room, there are no bad ideas. If we 
don't think along these lines, we have already re­
stricted our thoughts. We have to accept a bad 
idea to arrive at a better idea. 

"All ideas must be duly noted so we can better 
understand the thought behind them and refer 
to them again later," he explained. Nikolaus 
Frank developed an affinity for the brainstorm­
ing method when he worked as an industrial de­
signer for the American company Ideo. 

Ideas are born, registered and presented 
throughout the entire session - creative, insane 
and brilliant ideas. 

"Imagine a telephone without a battery," said 
Rodolfo Deleon, an industrial designer from Re­
search Triangle Park in North Carolina, as he 
showed a sketch. 

Andrea Ringblom, the young girl from Ericsson's Annual General Meetings, recently visited the new 
design center in Lund, where she participated in a workshop focused on industrial design. "This 
was a lot of fun. It was exciting to see and hear all the ideas that were presented during the meet­
ing," she said. 
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Two of the design proposals that came up during the workshop. The design to the left was drawn 
by Andrea Ringblom, the "jigsaw puzzle telephone". 

"The telephone could be charged by kinetic 
energy generated while we walk, drive our cars 
or work out," he explained and pointed toward 
the drawing. 

The idea was registered on a whiteboard pan­
el, and Andrea Ringblom continued. 

"What about a mobile telephone with a cas­
ing sealed by different pieces comprising differ­
ent colors and materials. It would be like a tele­
phone you designed yourself," she said and dis­
played a colorful sketch. 

Andrea Ringblom has a personal interest in 
form and design, especially interior design 
work, she told us during the lunch break. She is 
an eighth-year student at Hogsatra High School 
in Lidingo, just outside Stockholm. 

Andrea shook her head when asked if she 
plans to continue to attend the company's 
annual general meetings. 

"I don't think so; it's a little boring with so 
many older men there. A company that oper­
ates in a field characterized by rapid develop­
ment also has to develop itself. There should be 
more young people on the Board of Directors," 
she says. 

The features that Andrea Ringblom would 
most like to see included in Ericsson's telephones 
are functions that support the transmission of 

pictures and allow more games to be played. 
Henrik Palsson, who is responsible for the Con­
sumer Lab, showed her the new telephones that 
were introduced recently at the CeBIT telecom 
trade show. Andrea agreed that most of the func­
tions and forms she thought were lacking in the 
older models were actually included in the new 
telephones. According to Nikolaus Frank, a much 
sharper focus will be placed on the company's 
design language in the future. 

"Work is now in progress to freshen up the 
design language. The results of our efforts will 
yield their full impact toward the end of this 
year," he said. 

When the day ended, 64 new ideas were 
crammed onto the whiteboard panel in the 
room where the workshop was held. Each one 
will be registered in the minutes of the meeting 
for further evaluation, and all of the drawings 
will be collected and saved. 

"This was a lot of fun. It was exciting to see 
and hear all the ideas that were presented dur­
ing the meeting," said Andrea Ringblom before 
rushing through the door to a taxi that was wait­
ing to take her back to the airport. 

Ulrika Nyback 

mailto:ulrika.nyback@lme.ericsson.se
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The MAX889 inverter charge-pump generates a regulated negative output voltage at up 
to -1XVIN with output current up to 200mA. Input voltage range is 2.7V to 5.5V. The 
MAX889 switches at a constant frequency of up to 2MHz, minimizing the size of its three 
small ceramic capacitors. Two resistors set the output voltage. 

• Regulated Negative Output Voltage 
Up to -1XVIN 

Up to 200mA Output Current 

• Small 8-Pin SO Package 

• Very High Switching Frequencies 
for Smallest Ceramic Capacitors 
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In-house consultants 
holding their own 

Jens Knobe 

To lower costs as required, Ericsson must reduce the 
number of consultants it employs. The majority of 
these consultants provide IT support and manage the 
company's business systems. Ericsson's own comput­
er consulting company, Ericsson Process & Applica­
tion Consulting (EPAC), is preparing to take over the 
assignments previously carried out by external con­
sultants. 

• "Our status as an internal consulting company has, at times, entailed a 
certain hesitancy from our customers. We are now working intensively to 
demonstrate that we are the supplier of choice, 
based on our merits, and that we can hold our own 
against the external competition," says Jens Knobe, 
President of EPAC. 

EPAC was launched near the end of 2000 and 
was registered as a company at the beginning of 
this year. Today, it has slightly over 1,000 employees 
and is established in Stockholm, Norrkbping and 
Ostersund in Sweden, Kuala Lumpur in Malaysia, 
Rijen in the Netherlands and Dallas in the US. 

EPAC grew out of several companies conducting various types of 
consulting operations - among them Ericsson Business Consulting. 
The operations that merged last year to form EPAC had combined net 
sales of USD 300 million. 

"The consultancies were amalgamated and reorganized as EPAC, 
which concentrates on applications, processes and Global IT-Ser-
vices, focusing on infrastructure. The aim was to create a clearer pic­
ture of what services were available, and to streamline the roles of sup­
plier and customer. 

Previously, the consulting companies had both internal and exter­
nal customers. Jens Knobe says there used to be a certain confusion 
regarding customer focus. There were far fewer external assignments 
than internal assignment. However, the external assignments re­
ceived the most attention. EPAC still has certain external assignments 
to be completed. Key links in the Ericsson chain, such as Flextronics, 
will be able to use EPAC. 

EPAC competes with external consultants and must be able to offer 
quality and favorable prices. Jens Knobe points to the advantage of a 
long-standing familiarity with Ericsson's operations. 

"We are thoroughly familiar with the Company's delivery processes, 
business processes and solutions. Moreover, it is essential that Erics­
son maintains its knowledge of the big-picture processes such as Time 
to Customer and Time to Market." 

EPAC serves Ericsson throughout the world, which enables it to 
reuse ideas and solutions. But EPAC cannot offer all the expertise 
Ericsson seeks. 

"We focus on the areas where we can be most useful to the Compa­
ny - particularly where it would be more expensive to engage other 
suppliers. It is essential to provide a contact interface. If necessary, we 
can bring in subconsultants." 

Jesper Mott 
jesper.mott@lme.ericsson.se Illustration: Bjorn Hagglund 

Company knowledge key when times are tough 
>• EPAC is on its way to becoming the leading consultancy serv­
ing Ericsson's divisions. While the new company may still have 
things to learn about the role of supplier, customers' reactions 
are positive. EPAC's familiarity with the entire Ericsson organi­
zation increases its efficiency. Last year, the Consumer Products 
division handed over responsibility for the operation and main­
tenance of the SAP business system to EPAC. 

"EPAC took over from Andersen Consulting and is now our 
No. 1 supplier of applications," says Britt Crever, who is in 
charge of IT for the division. 

EPAC has absorbed personnel from the division's own IT staff, 
and cooperating with the consultants is an important aspect of 
the division's Back to Profit program. 

"We are still in contact with other consultants, but eventually 
we plan to let EPAC take care of contacts with them, employing 
them as subconsultants. In view of the need to cut costs, it 
would be an advantage if we could focus our contacts through a 

single company only. It is time-consuming for us to have to deal 
with several." 

Britt Crevei thinks EPAC is very service-oriented, and that 
they are every bit as professional as external consultants. 

EPAC is also instrumental in integrating the web pages of the 
local Ericsson companies with ericsson.com. The local compa­
nies are provided with publishing tools, and spared the task of 
working with HTML code. 

Mats Ren6e is in charge of ericsson.com. He thinks it is im­
portant to have an internal consulting company when times are 
more difficult economically. 

"They still charge us at market prices, but their familiarity with 
Ericsson translates into efficiency gains for us. The entire erics-
son.com project is a cost-cutting project, in that we no longer have 
various people sitting doing the same jobs in different locations." 

Consumer Website is the part of ericsson.com that provides 
information on consumer products to customers, partners and 

dealers. Mats Frisk is in charge of site architecture and e-busi­
ness on the website. He explains that EPAC takes charge of pro­
ducing functional design, and is assuming more and more of 
the total process involved in creating a web site. During the ini­
tial conceptual stages, however, external consultants are still 
needed. 

Mats Frisk thinks that working with EPAC is great, but that the 
roles of customer and supplier could be made clearer. Major 
improvements have taken place in the past six months, howev­
er. Just like external consultants, EPAC staff put in long hours, 
often working late in the evening, when the customer is under 
pressure. 

"Together, we have created a web factory, and EPAC helps us 
keep our pages running once they're up on the site." 

Jesper Mott 

mailto:jesper.mott@lme.ericsson.se
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Over the next three issues, Contact will describe the technical 
platforms AXE, CPP and TSP. This article provides a general 
overview of Ericsson's platform strategy. 

Platforms under one roof 
• When Ericsson combined its new radio 
access platform CPP with AXE and TSP on 
April l, forming a new platform unit, the com­
pany took its first step towards a new way of 
developing technology platforms. 

"We're moving away from a strategy with 
one platform, like we used to have with AXE, to 
three main platforms," says Erik Ornulf, head 
of Ericsson's platform strategy. As a result, 
CNCP (Core unit Network Core Products), 
which includes the development company 
Ericsson Utvecklings AB and design offices, 
has organized itself into three product line 
units, one for each platform. Moreover, three 
common development units will be created to 
develop processes and other components that 
can be used by all three platforms, bridging the 
gaps between them. 

Platform is a term that is commonly associ­
ated within the automotive and IT industries. 
However, if you ask the average person what a 
platform is, a simple definition seems elusive. 
Even experts, such as Ericsson's Urban Hagg at 
the CNCP product unit in Alvsjo, have to pause 
and think. Not because he doesn't know what 
it is, but because the term is used for every­
thing from large technical platforms, such as 
AXE, to small subplatforms within the plat­
form, or much simpler systems. 

"Generally speaking, the term includes a 
type of technology and a certain kind of 
system architecture. One explanation, which 
could apply to Ericsson, is that platforms con­
sist of several levels, with hardware at the 
bottom, an operating system above that and 
applications at the top. There are distinct 
interfaces between levels." 

Three main platforms 

AXE, which is a deep, broad and very complex 
platform, is built around certain system prin­
ciples. It is modularly constructed in sections 
in terms of hardware and software, with clearly 
defined interfaces, and primarily uses its own 
language, PLEX. A division into central and 
regional processors is also an important 

"Ericsson has been very good at creating platforms. Now we're combining AXE, CPP and TSP 
under one roof in order to allow them to expand through the joint development of hardware 
and software," says Urban Hagg of the CNCP platform unit. Photo: Ecke Kuller 

aspect, as is how the group switch is tied into 
the rest of the system. Nothing is absolute, 
however, and AXE can be modified quite a bit 
without losing its AXE qualities. 

The task of CNCP is to develop its three 
technology platforms for the various products 
of the company's business units. That includes 
AXE, which forms the basis for numerous 
system applications in Ericsson's switching 
systems. These are located throughout the 
world and form the foundation of fixed net­
work switches, Mobile Switching Centers 
(MSC), Base Station Controllers (BSC) for GSM 
and other systems, and other support nodes. 
AXE is primarily used for voice and circuit-
switched traffic. 

CPP or Cello Packet Platform, is a relatively 
new member of the family. It is used for ATM 
and IP traffic in core network and access prod­
ucts, such as third-generation RNC (Radio 

Network Controller) units, which correspond 
to BSC in GSM, certain routers, base stations in 
WCDMA networks, and future Media Gate­
ways. 

TSP or The Server Platform, forms the basis 
for the servers for the services and network 
management that are planned for inclusion in 
the new networks. Examples include the HLR 
(Home Location Register) database, new 
multimedia servers and third-generation 
AAA servers (Authentication, Authorization, 
Accounting). 

What is happening now that AXE, CPP and 
TSP have been combined under one roof at 
CNCP in Alvsjo, is that a transformation is being 
made to a whole new development model 
known as component-based architecture. The 
idea behind the concept is that platforms have 
so much in common that it is easy to reuse many 
of the same components. That way, platforms 

can, over time, move towards greater integration 
of hardware and software, with the specific com­
binations defining what they are. Processors, 
switches and so forth will be integrated, becom­
ing the bearers of system products. 

This new architecture will be matched by a 
new organization, with the three platform 
units working with three joint development 
units - one for Switches & Devices, one for 
operating systems and one for processors. 

"AXE has previously been a monolithic sys­
tem with proprietary components, but that 
has now changed, with AXE becoming largely 
an open system like other systems," says 
Urban Hagg. "TSP has already followed suit in 
this regard and CPP is well on its way." 

Profitable base 
The concept of separate platforms has proven 
to be valuable to Ericsson. 

"We've been very good at creating systems 
with good overall qualities. Our platforms per­
haps account for a major portion of our added 
value. AXE has been very profitable for many 
years." 

At the same time, one must remember that 
everything changes. What companies used to 
manufacture themselves, is now purchased. 
Which begs the question of whether it might 
not be possible for customers to purchase en­
tire platforms and develop products them­
selves. 

"We haven't yet reached the point where 
we're selling our platforms, and I think it is 
completely understandable that we maintain 
responsibility for our platforms since our sys­
tems are so complex and affect so many users. 
Another factor to consider is that develop­
ments within the telecom industry are moving 
in the same direction as the computer indus­
try, where companies no longer manufacture 
everything tfiemselves but instead purchase 
various parts from different suppliers." 

Lars Cederquist 
lars.cederquist@lme.ericsson.se 

Record in Sydney 
While last year's Olympic Games in 
Sydney have been consigned to his­
tory in sporting terms, one technical 
record was overlooked in the general 
medal count. The Sydney Olympics 
broke the world record for the 
highest ever GSM network density. 

• Telstra's network, which provided coverage 
at the Olympic village and arena, reached 
2,000 Erlang per square kilometer. That is 
more than double the density in Hong Kong, 
which is usually considered to be very high. 
Using Ericsson equipment, Telstra provided 
GSM 900 and 1800 coverage, with 8 MHz 
blocks available to each frequency band. 

What made it possible to achieve such high 
capacity was that frequency hopping was used 
for all signals and that the radio network was 
synchronized so that all frequencies could be 

re-used in each microcell. With RBS 2000 
synchronization, both groups of transceivers 
(transmitters/receivers) and several base sta­
tions could be synchronized. 

In each cell, frequency-hopping with 16 fre­
quencies (1/1) was used, and in groups of three 
cells, 18 hop frequencies (1/3) were used. The 
1/1 and 1/3 groups were then used in the same 
cell. All radio base stations had to be installed 
in the same location. From there, RF signals 
were distributed via fiber-optic cables to an­
tennas, located primarily in and around the 
Olympic Park and Olympia Stadium. 

During the opening ceremonies, 125,000 
calls were placed from within the stadium, and 
a total of 10 million calls were placed over the 
course of the Olympic Games. 

"Everything hinged, of course, on synchro­
nization, but it all worked outstandingly," says 
Roger Nordlund and Conny Axaeus, of Erics­
son's RBS Technical Support. 

Lars Cederquist 

AF takes over 
base station 
• Ericsson has ceased production of its RBS 200 radio base sta­
tion, although it will remain on the market for another decade. A 
Swedish consulting firm, Angpanneforeningen (AF), will take 
over management and oversee continued development of the 
GSM base station. At the end of April, a new lab was inaugurated 
at AF's facilities in Kista. 

Their primary task will be to ensure that the RBS 200 keeps up 
with GSM developments, and that they function properly out in 
the field, primarily by responding to fault reports and ensuring 
the supply of components. 

Milestone for AXE 810 
• Another milestone for the next AXE genera­
tion, AXE 810, was passed in mid-April when 
a call was successfully connected through a 
complete node in the new system for the first 
time. An earlier milestone was reached last 
October when the first call was connected 
through the large group switch. 

A third-generation AXE system, the AXE 810, 
incorporates Time to Market and rapid deliver­

ies as its primary goals. It is expected to reach 
markets by the middle of this year, with work so 
far proceeding largely according to schedule. 

The AXE 810 can be described as a switching 
platform for both circuit- and packet-switched 
systems, with an extremely compact group 
switch and a standardized building practice 
with a generic equipment magazine (GEM) 
that can be configured. 

mailto:lars.cederquist@lme.ericsson.se
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Calibration 
critical 
for success 
Ericsson purchases numerous 
measuring instruments for its 
production and development 
facilities. 

At the Gavle facility, in northern 
Sweden, there are thousands of 
instruments costing anywhere from 
a few hundred to several thousand 
dollars each. It is not always so easy 
to prove that the instruments 
measure correctly, however. 

• As part of a calibration campaign, Christer 
Larsson has been named a Senior Specialist 
within the field of metrological control of 
electronic instruments. 

"Measurements are always inaccurate to a 
greater or lesser degree, that's unavoidable. 
What's important, then, is to be aware of the 
degree of unreliability and to take that into 
account when making measurements," he says. 

Measuring instruments include, for exam­
ple, signal generators, spectrum analyzers 
and power gauges. These are indispensable 
in verifying that radio base stations and 
other products are functioning according to 
specifications. 

"I sometimes question manufacturers on 
how they can verify that their new instruments 
can provide such exact measurements," says 
Christer Larsson, who oversees the instrument 
maintenance unit at the Gavle plant. 

"In their eyes, I'm a nuisance, but it's not at all 
certain that they can prove the specifications 
they promise through careful calibration. As 
for us, it's essential that we're able to calibrate 
our instruments and demonstrate that they 
perform satisfactorily." 

No clear rules 

In fact, there are no clearly defined rules for 
instrument calibration. ISO 9000 regulations 
merely stipulate that they must be calibrat­
ed, not how. And existing standards and 
international agreements are very general in 
nature. Ericsson collaborates with a handful 
of key measuring instrument suppliers, 
although small new cutting-edge companies 
are constantly offering instruments that are 
designed for a specific application. 

"While those are interesting, they fre­
quently have major shortcomings when it 
comes to calibration, requiring a great deal of 
effort on our part to ensure that they are 
correct." 

In order to deal with this problem, Erics­
son established a network group a number of 
years back called MIM, which stands for 
Metrology & Instrument Maintenance. 
(Metrology is the science of measurements 
and should not be confused with weather 
forecasting, meteorology.) Members of the 
group are evenly distributed throughout the 
company. Christer Larsson is the group's 
technical expert. 

The primary purpose of the group is to 
serve as Ericsson's representative towards 
instrument manufacturers, as well as to 
assist the purchasing organization with tech­
nical specifications and requirements for the 
purchase of instruments and calibration 
services. Another area of responsibility is 
technical revisions among manufacturers 
and suppliers worldwide. 

Pushing the limits 

"One of our problems is that we really never 
have the instruments we need. The rapid 
pace of technological development means 
that we're sometimes forced to use the most 
sensitive instruments available on the mar­
ket at the very limits of their capabilities, 
even within our production facilities. It 
becomes a real challenge to calibrate those 
instruments since there is hardly anything 
more precise to compare them with. Nor is it 
a sure thing that the calibration methods 
manufacturers suggest, will cover our areas 
of application." 

More than a gesture 

The fact that Christer Larsson has been 
named a senior specialist within this field is 
more than simply a grand gesture. It also 
indicates that Ericsson takes the issue seri­
ously, and for Christer Larsson himself, 
it provides him with greater clout when 
communicating with manufacturers and 
clients. 

"The tide on one's business card actually 
means quite a lot," says Christer Larsson. 

"Nor can I deny that it is encouraging for 
me personally. It also serves as a carrot for 
me to continue with this important work and 
to ensure that we obtain measuring instru­
ments that we can rely on. In my opinion, 
a certain amount of internal calibration work 
is absolutely essential in order for us to 
maintain the expertise we need to purchase 
the appropriate instruments and place the 
appropriate demands on manufacturers and 
suppliers." 

Lars Cederquist 

"Every measuring instrument is unique and must be calibrated prior to use in production," says 
Christer Larsson, who was recently named Senior Specialist within the field of metrological 
control of electronic instruments. Photo: Leif Jaderberg 

MASTER OF SCIENCE IN INTERNATIONAL 
ECONOMICS AND BUSINESS 

THE INTERNATIONAL GRADUATE PROGRAM (IGP) 
STOCKHOLM SCHOOL OF ECONOMICS 

The International Graduate Program (IGP) is offered by the Institute of 
International Business (MB) at the Stockholm School of Economics. The 
IGP is a three-semester program leading to a Master of Science degree 
in International Economics and Business. The program offers three main 
fields of specialization: Finance, Economics and Business. 

The goal of the IGP is to develop the students' ability to better understand 
and handle today's challenges in the world of international economics, 
finance and business. 

The IGP has strong links with the international business environment and 
emphasizes theory, models and an analytical understanding of central 
issues within International Economics, International Financial 
Management and International Business Management. The courses are 
primarily designed to prepare the participants for international careers in 
industry, finance, consulting and the public sector. 

The IGP starts in January and end of August each year and the closing 
date for application is October 1 and April 1, Applicants must hold a 
Bachelor's degree (or the equivalent) with a major in Economics and/or 
Business, and a good command of the English language. Work 
experience, particularly in the international environment is considered an 
advantage. 

For further information and application forms please visit our website at 
WWW.IGP.NU or contact Anna Dozai, Program Coordinator, IGP, 
Stockholm School of Economics, Box 6501, SE-113 83 Stockholm, fax: 
+46 8 31 99 27, e-mail: Anna.Dozai@hhs.se 

Dr. Leonardo Liberman-Yaconi, 
Program Director 

HANDELSHOGSKOLAN 
I STOCKHOLM 
STOCKHOLM SCHOOL OF ECONOMICS 

http://WWW.IGP.NU
mailto:Anna.Dozai@hhs.se
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Creating the Positive 
At the new 3G plant in Gavle, Sweden, the company has been given an 
opportunity to do everything right from the beginning. Not only is greater 
focus being placed on the environment - both physical and psychological -
major efforts are also being made in the areas of leadership and personal 
development. 

Both managers and employees are reacting favorably towards The 
Positive Workplace project. 

• The situation was virtually unique. An 
entirely new operation housed in brand new 
facilities was built from the ground up. 

"In other words, we had the opportunity to 
start from scratch, since we didn't have any faci­
lities or any particular business culture or, for that 
matter, an organization that had been staffed. 
Our goal was to create a workplace with motivat­
ed employees, and to increase profitability and 
productivity. It has a great deal to do with estab­
lishing basic values and attitudes," says Brita-
Lena Cederqvist, project and personnel manager 
at the Gavle plant's new 3G manufacturing unit. 

A research team from Chalmers University 
of Technology in Gothenburg, Sweden, is also 
participating in the project and will, among 
other things, conduct interviews with em­
ployees before issuing an evaluation during 
the first quarter of next year. 

"As far as I know, no similar undertaking has 
been made to create a positive workplace," 
says company physician Anne Peterberg, who 
also participated in the project. "The work 
at Gavle has been informative. If it proves 
successful, we might incorporate aspects of it 
throughout Ericsson." 

A major part of The Positive Workplace 
program has been the design of the physical en­
vironment. Employees have, for example, been 
involved in selecting colors and the placement 
of the coffee room. 

Visible and 1111 visible 

The people who work in production have work­
stations with adjustable tables that can be 
raised or lowered. Workplaces have also been 
designed to avoid repetitive stress injuries. 

Assembly staff have naturally occurring mini-

breaks, since they are required to manually 
retrieve their work materials. 

The most important aspect of the project is 
not visible, but consists rather of a positive 
atmosphere and general satisfaction. 

All employees participate in twenty 
hours of training, which includes personal 
development, management by objectives, 
delegating and evaluations. Employees from 
various units are brought together during the 
courses in order to generate greater under­
standing among various employee groups. 
Course content has been the same for both 
workers and managers. 

Delegating is an important aspect -
managers have learned how to delegate in 
the best manner, while employees have 
learned how to be receptive to assignments. 
By delegating more and in the correct 
manner, managers are able to find more time 
for employees, even as they assume greater 
responsibilities and increased authority. 

Training concludes with participants creat­
ing their own development plans, which are in 
line with the goals of the operation. 

These plans contain not only goals for their 
jobs, such as skills development, but also their 
personal lives, such as starting to exercise or 
quitting smoking. Plans should be up to date 
and be revised in conjunction with develop­
mental conversations or as needed. 

Our goal was to create 
a workplace with 

motivated employees 

Brita-Lena Cederqvist 

Each work group should have "inspirers," 
who serve as links between managers and 
workers and detect early signs. It is their job to 

11 are equally involved 
Through the training I received in conjunction with The Positive 
Workplace, I got to know myself better, how I react in certain 
situations and why. This has been useful to me both in my job 
and at home," says Anna-Lena Grip, who was one of the first 

to start working at the new plant. 

• The mental exercises that em­
ployees received in conjunction 
with the project were useful, 
according to Anna-Lena Grip. 
She works as a joint project 
manager in logistics, a job that 
can be quite stressful. It partly 
involves getting materials 
submitted in time so that no 
delays for customers occur. 

The plant has a creative 
room, where it is pos­
sible to relax for a 
while and listen to 
some calming mu­
sic. There are no 
computers or 
phones in the 
room, but it does 
have a small 
fountain. Lars 
Emback is pic­
tured here 
taking a cre­
ative break. 

"I've learned to handle stress and am 
more observant of myself and when things 
start going too far. It's important to be able 
to leave one's job at work and unwind at 
home. I've figured out various tricks to 
make that happen. Exercising and walking 
the dog are two of them," she says. 

Anna-Lena Grip also believes that she has 
benefited from the training in her personal 
life. There might, for example, be things that 
need doing but which are not always that 
much fun. Now she knows what to do to get 
these things done without having to nag. 

Helped influenced vision 

Anna-Lena Grip says it is noticeable that 
even the managers have gone through the 
same training. One example is that all of the 
employees in the unit, for half a day, were 
personally involved in influencing what the 
key word for the unit's vision would be. In 
that respect, everyone's participation has 
been significant. 

Lars Emback is quality control manager 
at the 3G plant. His group consists of eleven 
people. 

"The best thing for me has probably 

been that I've taught myself how I should 
clarify responsibilities to the individual em­
ployees, and that it is my responsibility to 
take charge of certain things. It took a while 
before things felt right, but now it has been 
incorporated into my work methodology. 
My managerial position has also changed, 
since I delegate more now and do so in a 
different manner," says Lars Emback. 

Challenging possibilities 

Approximately every other week, Lars 
Emback holds a half-hour conversation 
with each employee. 

"We might talk about what is going on in 
the department, or about a particular prob­
lem or perhaps just have a little private chat. 
It is valuable to have time for these conver­
sations. I didn't have that kind of time 
before," he says. 

"Although not everyone has taken advan­
tage of training, it's apparent that some­
thing positive has occurred within the 
department. We have had better results 
than I thought would be possible in such a 
relatively short time. People are talking 
about the project in a positive manner, and 
employees seem to be more motivated. I 
also think that the physical environment 
has helped. Now we have to maintain our 
new style of working and the opportunities 
that it affords. This will be the biggest chal­
lenge," concludes Lars Emback. 

Gunilla Tamm 
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Workplace 
FACTS/THE GAVLE PLANT 

On September 15, 2000, the new production 
facility in Gavle, Sweden, was inaugurated. 
The Node Production Center (NPC) manufac­
tures radio network products for UMTS, that 
is, the 3G system. 

Currently, there are 100 employees at the 
plant, a number that will increase to 150 by 
this summer, and reach approximately 400 by 
the second quarter of 2002. 

ensure that good feelings about the work­
place are maintained and to encourage em­
ployees to come forward with their sugges­
tions for improvements. 

Students evaluating 

The Positive Workplace program is designed 
to reduce personnel turnover and make it 
easier to recruit employees that possess the 
strategic skills that are needed. 

Lars-Erik Eriksson, who oversees the 3G 
plant, says that it really boils down to com­
mon sense. The success of the project is up to 
each individual. 

"Our methodology is aimed at increasing 
profits, which we will monitor over the course 
of the project. Actually, the project will never 

The project will continue 
in an ongoing process 

ofchange 

Lars-Erik Eriksson 

really end, it will continue in an ongoing 
process of change," says Lars-Erik Eriksson. 

Gunilla Tamm 
gunilla.tamm@lme.ericsson.se 

Anna-Lena Grip has learned certain tricks for relaxing. She utilizes them both at work and in 
her spare time. Photo: Lasse Halvarsson 

RoxSystem cable entry seals make way 
for fast future expansion from the begin­
ning, saving time and money throughout 
the entire project. If further cables need 

to be added just open the sealing, add 
the new cables, and close it again. Using 
RoxSystem means avoiding additional 
purchases in the future. 

Future included. 

Roxtec International AB • Box 540 • S-371 23 Karlskrona • Sweden 
phone +46-455 366700 • fax +46-455 82012 • info@roxsystem.com • www.roxsystem.com/telecom D) ROXSYSTEM 
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WINDOWED WATCHDOG TIMERS 
PROVIDE HIGHEST LEVEL OF 

SYSTEM RELIABILITY 
Windowed watchdog timers assert when falling edges occur too fast or too slow to 
reduce system lockup and data processing errors. 
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TIME BETWEEN 
WATCHDOG TRANSITIONS 

• Power-On Reset to Monitor from +2.5V to +5.0V Power Supplies 

• Eight Factory Trimmed Watchdog Timing Options (see table) 

• Separate Active-Low, Open-Drain Pulsed Watchdog Output 

• 6 Factory Pre-Trimmed Reset Thresholds 

• Debounced Manual Reset Input 

MINIMUM/MAXIMUM TIMEOUT OPTIONS 

• Push-Pull RESET (MAX6323) or Open-Drain RESET (MAX6324) 

• Low Quiescent Current (23pA Typical) 

• Available in a Small SOT23-6 Package 
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Festive inaugural event 
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The festivities at the Telecommunications Museum in Stockholm on April 26 were in commemoration of two 
events. One was the opening of a new exhibition, "The Mobile Phone," which highlights 50 years of mobile 
telephony. The other was the recently completed major renovation of the entire Telecommunications Museum. 
Ericsson's Senior Vice President of Technology, Jan Uddenfeldt, was one of the inaugural speakers. 

Photo: Denny Lorentzen 

Ericsson supports 
youth in Jordan 

Alaa El-Khatib and Mutasem Haddadin, of the Al Hus­
sein College in Amman, were the two lucky winners of 
the T20 phones that Ericsson raffled off. Here they are 
pictured together with the personnel manager at Erics­
son in Jordan, Inger Agdahl. Photo: Mohab Daquah 

FIRMA ERIC & SON 

High school students from six 
schools in Jordan participated in 
an essay contest, organized in 
conjunction with the European 
Friendship Day. Ericsson was a 
sponsor for the event, which was 
included as part of die EU's youth 
program. 

• The subject of the essay contest was what 
a person can learn from European coopera­
tion and how this knowledge can be ap­
plied at the local level. A panel of ambas­
sadors from EU member nations chose the 
two winning contributions: essays written 

by students from two schools in Amman, 
Jordan. Sweden's Crown Princess Victoria 
was on hand to present the awards to the 
winners. 

Ericsson, which was the main sponsor of 
the event, handed out gifts and even raffled 
off two T20 telephones. 

"We want to support the EU's youth pro­
ject, and show our involvement in local is­
sues," said Mohab Daquah, product man­
ager at Ericsson in Jordan. 

Ericsson's market unit in Jordan was es­
tablished one year ago, at the same time as 
an important GSM contract was secured 
from the mobile phone operator Mobile-
corn. 

Tonya Lilburn 
tonya.liburn@lme.ericsson.se 
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Mathias Radencrantz, Ewa Akerlind 
and Petronella Wacker received a 
visit from some Disney characters, 
during the Mobile Entertainment 
Forum, which was held in Paris. 

Photo: Jon Gamble 

3G applications 
at Euro Disney 
» The focus at Euro Disney in Paris 
at the end of April was on games, 
music, sports and multimedia, when 
the Mobile Entertainment Forum 
2001 was held there. Approximately 
500 delegates and 34 exhibitors, in­
cluding Ericsson, participated. 

Ericsson demonstrated several 3G 
applications, including its prototype 
phone Emil, which visitors were able 
to try out. Several other applications 
were also demonstrated, including 
myB, which offers entertainment for 
young people, and Mobile Advertis­
er, an application for ads. 

Cold Coca-Cola 
without cold cash 
» In Kuala Lumpur in Malaysia, res­
idents can now use their mobile 
phones to purchase Coca-Cola from 
vending machines. Ericsson has, in 
collaboration with the operator Cel-
com, Coca-Cola and the service 
provider WAP Portal, made purchas­
ing more convenient for thirsty city 
dwellers. Customers can dial a 
phone number to dispense their soft 
drinks, with the customer being 
billed direcdy via their phone. Initial­
ly, 30 vending machines will be put 
into service. But by the end of the 
year, some 300 of these vending ma­
chines will be available in Malaysia. 

Mobile Internet 
drew attention 
» TM@B is a Belgian telecom exhi­
bition that was recently held in 
Brussels. Ericsson in Belgium was 
on hand, demonstrating the Mobile 
Internet for the first time. The trade 
show, which lasted two days, drew 
over 2,000 visitors from the telecom 
sector, and nearly all of them visited 
Ericsson's display. 

"We demonstrated what we can 
currently do with WAP as well as what 
will be possible with the Mobile In­
ternet of the future. Our demonstra­
tions of streaming video and local 
television news segments were very 
popular," says Peter Vandenberghe, 
who is Web Communications Man­
ager at Ericsson in Belgium. The dis­
play included simulations of GPRS 
and UMTS networks and a special 
area devoted to the collaboration that 
Ericsson has with various partners. 

"During the actual trade show, we 
secured numerous valuable con­
tacts, but we've also received many 
interesting contacts afterwards," 
says Peter Vandenberghe. 
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Michele Schmidt, head of marketing and communication of environmental issues within Ericsson, tries to take public transportation to 
work as much as possible. Photo: Ecke Kuller 

Small changes 
make a difference 
Do you shut off your computer when you leave work for the day? If you 
do, you are performing a valuable service for the environment. And if 
you prefer teleconferencing to business travel, you are really making a 
difference. 

Ericsson's program for increased environmental awareness on the job 
adresses the small efforts. 

• Environmental Profile at Work (EPW) is 
the name of one of Ericsson's environmental 
programs that was launched last autumn. 
The goal is to increase environmental aware­
ness among employees and encourage them 
to think about the environment in their 
everyday work. 

Some 40,000 office workers have already 
been encouraged to visit a website to view a 
presentation of the company's environmen­
tal efforts. On the site, they were asked to 
answer a number of questions about their 
own habits. The answers have been com­
piled into an environmental profile, unique 
to the individual who completed the survey, 
allowing everyone to see just how they are 
affecting the environment. 

"We want to create an involvement in 
environmental issues by getting people to 
understand that they can make an impact," 
says Michele Schmidt, head of marketing 
and communications for environmental is­
sues at Ericsson. 

This challenge will eventually be forward­
ed to all Ericsson office workers, department 
by department. Questions cover everything 

from getting to work to use of disposable 
cups. Small changes can, in fact, make a big 
difference. A flight from Europe to the US 
consumes twice as much energy as an entire 
year of commuting on the London Under­
ground. So if a business trip can be avoided, 
much can be saved. 

Ericsson's environmental program was re­
cently featured on Swedish television as an 
example of an outstanding way to utilize IT 
for distance learning. 

"This is an interesting example of how our 
own technology can be utilized to convey an 
environmental message. We work in an 
industry that offers people unique opportu­
nities to take action for more sustainable 
development from an environmental view­
point," says Michele Schmidt. 

To date, some 17,000 surveys have been 
returned. Responses are registered in a data­
base that will form a statistical basis to be 
used in the annual environmental report, 
among other areas. The intention is to regu­
larly update the environmental profile, but 
no special follow-up has been planned. 

"We can only provide information and 

FACTS/ENVIRONMENTAL 

PROFILE 

The Environmental Profile at Work survey 
shows that Ericsson employees... 
• Turn off lights 60 percent of the time when 

leaving the office. 
• Shut down their computer 67 percent of 

the time when leaving the office. 
• Recycle 75 percent of all paper. 

Moreover... 
• One-third of Ericsson employees (33 per­

cent) take public transport, cycle or walk 
to work. 

hopefully help initiate a thought process 
among people that leads to greater environ­
mental awareness. But the final decision al­
ways rests with the individual," says Michele 
Schmidt. 

What is she, herself, doing to improve her 
environmental profile? 

"I've started to take public transportation 
to work more frequently. I also try to work 
from home occasionally." 

Tonya Lilburn 
tonya.lilburn@lme.ericsson.se 

fci http://epw.ericsson.se 

Ea http://inside.ericsson.se/environment 

UPCOMING 
May 17: 3G Tour Transcontinental visits Prague in the 
Czech Republic. 

May 26-27: EricssonOHomelands dance festival at 
The Bowl, Matterley, Winchester. Line-up highlights 
are Pulp, Orbital, The Orb, Sonique and more. 

fci http://insideuk.ericsson.se 

June 3-7: The SuperComm exhibition takes place in 
Atlanta, in the US. 

June 5-8: The Internet Society will organize the INET 
2001 conference in Stockholm. Ericsson is the princi­
pal sponsor and Kurt Hellstrom, Ericsson's President 
and CEO, will be one of the keynote speakers. 

June 19-22: CommunicAsia in Singapore. 

E2 http://inside.ericsson.se/communicasia01 / 
index.html 

May 10: Ericsson was the main sponsor of the 
Swedish EU Presidency Gala Concert in Brussels. 

NEW ASSIGNMENTS — _.~~-
Sara Mazur of Ericsson Research has been named 

Director, Access Networks. 

Christer Jungsand has been named Corporate 
Program Manager for Solectron, within the Sourcing 
corporate function. 

Rolf Hansson from Ericsson Radio Systems has been 
appointed Expert in the field of PDC Radio and Packet 
Data signaling. 

Ulf Mansson has been appointed President of Erics­
son in Indonesia. He will assume his new position 
October 1, 2001. He will succeed Mats H Olsson who 
has been appointed President of Ericsson in Malaysia. 
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An Extraordinary General Meeting of shareholders on 
September 9,1997, approved a proposed convertible 
debenture program. The conversion period extends 
through May 30, 2003. For additional information, ac­
cess the website: http://inside.ericsson.se/convertibles 
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