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The new Chairman of the Board 
Michael Treschow and Kurt Hell­
strom at the Annual General 
Meeting in Stockholm. 

"Ericsson is today a company 
that is well outfitted for the 
future. The enormous changes 
we made in the company have 
been absolutely essential to our 
survival," said Kurt Hellstrdm. 
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Treschow and Hellstrom 
look to promising future 
There's plenty of hard work ahead, but there 
are reasons for optimism. That sums up Erics­
son President and CEO Kurt Hellstrom's mes­
sage to the two-thousand plus shareholders 
who participated in the Annual General Meet­
ing in Stockholm last week. 

It was a relaxed duo, Kurt Hellstrom and the new 
Chairman of the Board Michael Treschow, that met 
the Swedish press a few hours before the share­
holder's meeting started in the Globe Arena. Their 
answers to journalists' questions were, however, 
characterized by the view that the entire telecom 
branch faces still more tough times. 

"Ericsson has managed better than most, and we 
were actually the only telecom supplier that in­
creased its market share on the systems side during 
all of last year. But we still don't see the desired turn 
in the market," stated Kurt Hellstrom. 

Goals remain firm 

He maintained that the company's goal is a 5 per­
cent operating margin (profit after deductions with 
regards to sales) this year. To the question of whether 
there will be more redundancies, Kurt Hellstrom an­
swered that Ericsson continues to examine its effi­
ciency, but he said there are no specific new savings 
measures. 

When the Annual General Meeting had started, 
Kurt Hellstrom expanded on his reasoning for the 
company's situation, and stated mat despite die 

tough times, there are reasons to believe the coming 
years will be brighter. 

"Ericsson is today a company that is well outfitted 
for the future. The enormous changes we made in 
the company have been absolutely essential to our 
survival. Changes, and working towards more cost 
efficiency, will never stop. It's part of our daily life as 
long as we are working in a competitive market," he 
said. 

Stronger in systems 

The good news for now is the company's strength­
ened market position within GSM systems (sales in­
creased by 9 percent last year.) Developments in the 
US, where many of the largest operators have cho­
sen the GSM path to 3G, are also very positive, Kurt 
Hellstrom pointed out. He added that another high 
point is the Sony Ericsson joint venture, which got a 
jump start with its recent product launches and 
which is expected to turn a profit already this year. 

"I believe that few people have realized just how 
powerful the combination of Ericsson and Sony is 
and can be," said Kurt Hellstrdm. 

He stated as well that Ericsson's deliveries of 3G 
equipment have begun in earnest, and that the mass 
market for 3G services would probably take off next 
year. 

J E N Z N ILSSON 

jenz.nilsson@lme.ericsson.se 

Mobile phone use hits one billion 
Sometime at the end of March or the begin­
ning of April, the number of mobile phone 
subscribers in the world will reach one billion. 
In conjunction with this milestone, Ericsson 
Mobile Systems will launch a global cam­
paign intended to help operators continue 
to provide the growing number of users with 
good service. 

Statistics from the respected EMC World Cellular 
Database indicate that the number of worldwide 
subscribers will top one billion within the next few 
days. This is a milestone in the history of mobile 
telephony and further proof of the tremendous 
impact that mobile telephony has had globally. A 
large proportion of these subscribers are connected 
to an Ericsson GSM network, and Torbjorn Possne, 
who heads the WCDMA/GSM unit within Ericsson 

Mobile Systems believes that the company has a 
great responsibility to operators. 

"The growing number of cellular subscribers 
places exacting demands on many operators' 
networks. We must help them with quality products 
and solutions that allow them to maintain good 
for their customers," says Torbjorn Possne. 

Together, the world's ten largest cellular operators 
account for fully 51 percent of all mobile phone sub­
scribers. Ericsson, which is a supplier to all ten, is 
now launching a global Meganetwork Program 
aimed at operators and marketing managers. 

"The campaign targets some 40 operators that all 
have large networks and very favorable prospects for 
continued growth," says Patrik Regardh, who is re­
sponsible for the Meganetwork Program. 

J E N Z N ILSSON 

First sustainability report 
in Ericsson's history 
Ericsson has published environmental reports for 
eight years. Now a further step is being taken. This year a 
sustainability report is published in which Ericsson's 
operations are reported not only from an environmental 
perspective, but also with respect to social and socio­
economic issues. 

"The background is increased pressure from stakehold­
ers such as investors, customers and employees," says Lars 
Bemau, director Sustainability and Environment 

Measures implemented during the year include a code 
of conduct that must be accepted by all suppliers. This 
guarantees that all direct and indirect employees are treat­
ed in accordance with international labor regulations. 

Yugoslavia praised 
for equality 
Ericsson in Yugoslavia has been awarded Ericsson's 
annual equality prize. Factors behind this choice are that 
equality in the workplace is high and that Ericsson 
Yugoslavia reports excellent financial results. Of the total 
number of employees, 42 percent are women, and 
among management, the figure is 46 percent. The com­
pany promotes equality at the university, in the political 
arena and in various national and international sym­
posia. This, in turn, strengthens the Ericsson brand. 

Stockholm Stock Exchange 
approves report routines 
The Stockholm Stock Exchange has finalized its 
investigation about information leaks at Ericsson and 
approves Ericsson's routines. The Stockholm Stock Ex­
change emphasizes that it regard the leaks at Ericsson as 
very serious. During one year Ericsson was hit by two 
leakages. The investigation shows that the measures tak­
en by Ericsson after the leakages in 2000 and 2001 are 
corresponding to or exceed the standards one can ex­
pect from a company of Ericsson's size. 

Two ENGINE orders 
in China and the UK 
Ericsson has recently garnered two more ENGINE 
orders in China and the UK. China Telecom in Guang­
dong province will deploy ENGINE in two major cities, 
Guangzhou and Shenzhen. China Telecom's CTO Mr. 
Wei Leping believes that the project "will not only enable 
China Telecom to migrate the world's biggest circuit 
switch network to a multi-service network, but also to 
grow into a strong Chinese enterprise with international 
competitiveness." 

In the UK, operator Your Commmunications has cho­
sen ENGINE Integral to overlay its current network and 
will continue to expand with Ericsson solutions on the 
path to a true multi-service core and access Network. 

Focused visitors 
at CTIA in Orlando 
There were fewer visitors than 
usual at the CTIA exhibition in 
Orlando, Florida, but Ericsson was 
proud to welcome a record number 
of visitors to its stand. 

"Our visitors knew what they 
wanted to see and what to expect, be­
cause we had prepared them through 
direct mailings and special invita- F 

tions prior to the exhibition," says mar­
keting communications manager Mark Wightman. 

Ericsson's demonstrations were based on four themes: 
creativity, innovation, integration and development. 

mailto:jenz.nilsson@lme.ericsson.se
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For Ericsson to return to profitability and capture 
new market shares, an overall strategy and clear 
goals are required. The main focus is on positive 
cash flow and an operating margin exceeding five 
percent. However, it is not enough to have large, 
general goals,- it is the small sub-goals that will 
show the way. 

The incentive programs are based on all 
managers and employees knowing what is expected 
of them and their units. They will be encouraged to 
make that extra effort to ensure that Ericsson 
becomes better than its competitors. 

Profitability 
essential 
Ericsson must report a profit this year. Accord­
ingly, the company's primary goals for 2002 are positive 
cash flow and an operating margin of 5 percent or bet­
ter. If the company is going to achieve these objectives, 
every employee will have to work together, towards the 
same goals. 

"Even in the challenging situa­
tion we are currently facing - one 
in which we cannot expect any 
growth and will have to be pre­
pared for lower investment levels 
- it is essential that we return to 
profitability. It is not possible to 
operate a company at a loss," says 
Sten Fomell, chief financial officer 
at Ericsson. 

When the management team realized the crisis that 
Ericsson was facing last spring, they requested permis­
sion from the Board of Directors to change the incen­
tive program so that it would be primarily focused on 
positive cash flow. The ship was leaking and every 
means available needed to be applied. Cash flow had to 
be turned around. The efficiency program became the 
primary tool in the battle to do that, and the operation 
was a success. Thanks to the combined efforts of em­
ployees, cash flow for 2001 ended on a positive note. 

I ? '.\ N ^ H OPERATING MARGIN AND OPERATING INCOME 

Sten Fornell 

The operating income is the same as the profit or loss 
calculated in kronor. The operating income is what 
remains when all of the operating costs have been 
subtracted. The operating costs correspond to 
expenses for production, development, personnel, 
etcetera. 

Financial items, that is, interest income and inter­
est expense are not included in the operating result. 

The operating margin describes the size of the 
profit or loss in relation to the operation's sales. 

Unfortunately, that did not make the company prof­
itable. 

"Cash flow is a matter of survival. No company can 
survive very long if the cash flow is negative. In order to 
mobilize everyone's energy in a single direction, we 
tied the variable portion of salaries to cash flow," ex­
plains Sten Fomell. 

If Ericsson is to continue on the path towards both 
positive cash flow and profitability, further significant 
improvements will be required. The efficiency program 
focused primarily on overheads and not so much on 
cost of sales or the supply chain. 

"This year, we'll have to combine monetary restraint 
with major customer-oriented efforts. A positive oper­
ating margin will require a reliable amount of orders 
already during the first part of this year. This is 

important if we are to retain our leading position," says 
Sten Fornell. 

According to Sten Fornell, it is essential to aim at 
achieving a favorable operating margin, which will en­
sure positive cash flow in the future. In 2001, cash flow 
benefited from the sale of non-core operations such as 
real estate holdings. This year, the primary emphasis 
will be on further trimming expenses and reducing the 
amount of capital tied up in such areas as accounts re­
ceivable and inventories, while continuing to focus 
heavily on customers. 

"The telecom industry still has problems and we are, 
of course, affected by the cautiousness of our debt-
laden operators who have adopted a wait-and-see 
attitude towards new investments. At the moment, our 
primary challenge is to monitor the market and see 

Clear goals in sight 

Efficient order intake and low production costs 
are primary concerns. But it's also important 
that capital tied up in credit to customers is 
freed up as soon as possible. 

ILLUSTRATION: LEIF ABJORNSSON 

The primary goal is a return to 
profitability. To reach this via 
positive cash flow and a positive 
operating margin. Checklist: 
Establish clear sub-goals for every 
operation. Focus on every sub-goal. 
Retain this focus all the way to the 
finish line. 

"If we are to achieve our overall goals, every unit will al­
so be required to establish goals 
that lead to achieving those overall 
goals. Every unit must know exact­
ly what it is going to produce and 
deliver and when. The sum of all 
these various goals must combine 
and correspond with our overall 
objectives," says Ericsson's Chief 
Operating Officer, Per-Arne Sand­
strom. 

Setting goals 
When establishing goals for an operation, it is impor­
tant to start at the top. First of all, it is essential to get a 
bearing on market trends. 

"This is a prerequisite for knowing what we are going 
to sell and which markets we should focus on," says 
Per-Arne Sandstrom. 

These strategies are the starting point in the goal-
setting process - based on these, overall goals are 
defined. Then, decisions are made about what must be 
achieved at the BU level in order to support these goals. 
One goal might be to define the market share that a 
business unit must acquire. BU goals are, in turn, bro­
ken down into sub-goals for various operations. 

"It is not quite so simple as making sure all business 
units achieve the same results, however. Certain units 
will have to balance for others that cannot aim as high," 
says Per-Arne Sandstrom. 

Merely establishing goals is not enough, however. 
The goals must be continuously monitored. 

l ^ i ^ ^ ^ l ^ A J ^ 
• The overall goals for 2002 are primarily financial. 
• Positive cash flow and an operating margin of 

5 percent are the main goals. 
• Each unit has established goals to support the 

main goals. 
• Company goals are followed up in conjunction 

with the quarterly reports. 
• The Balanced Scorecard model is used for 

follow-up of the unit's goals. 

"Follow-up is essential in order to steer things in the 
right direction. Moreover, I believe that everyone feels 
good when there is someone checking to ensure that 
we are moving in the right direction." 

Balanced Scorecard model 
Balanced Scorecard is the model that Ericsson uses to 
set its goals as well as to check how well the various 
units are succeeding in meeting their objectives. The 
model is comparable to a traffic signal, where green 
means that work is proceeding as planned and that 
goals will be met. Yellow indicates a warning. Red 
means that something has obviously gone wrong and 
that something radical must be done in order to suc­
ceed. 

Goals have been established for 2002, which is likely 
to be a tough year according to Per-Arne Sandstrom. All 
available resources will have to be mustered if Ericsson 
is going to achieve its objectives. The incentive pro­
gram will provide a necessary nudge in the right direc­
tion, however. 

"A huge effort will be required from all of us if we are 
to achieve our objectives for 2002. The extra effort on 
our part will determine whether or not we succeed or 
not. Consequendy, it is enormously important that we 
motivate employees to make that extra effort. The 
incentive program has been envisioned to serve as 
that carrot." 

SARA MORGE 

sara.morge@lme.ericsson.se 

l*il**M_ CASH FLOW 

In simple terms, it can be said that the operations 
generate a cash surplus, that is, a positive cash 
flow, when more money is paid in through opera­
tions than is paid out during a reporting period. 

The cash flow is a combination of the opera­
tions' results and the tied-up capital. Usually, the 
capital is tied up in accounts receivable, inventory 
and other assets. In order to improve the cash 
flow, the capital must be released as quickly as 
possible. 

If you want to know more about cash flow, play 
"The way cash flows" at: 

© university.ericsson.se 

where it is headed and adapt with sufficient speed so 
that we can achieve reasonable profitability over the 
short term without damaging future prospects. We are 
determined to once again emerge even stronger from 
this crisis." 

SARA MORGE 

sara.morge@lme.ericsson.se 

All units within the organization need to have clear goals in sight. If all of their efforts are aimed at achieving the 
same overall goals, it will increase the company's chances of success. PHOTO: ALEXANDER FARNSWORTH 

mailto:sara.morge@lme.ericsson.se
http://university.ericsson.se
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Important to reward results 
The goals behind all incentive programs are one and the same -
helping Ericsson achieve good results. The reason that Ericsson does 
not only have incentives for management is to send the message 
that all employees are able to influence company earnings. 

The money that the company sets aside for em­
ployee compensation can be divided up in several 
different ways - for example salaries, pensions, 
stock options or incentive programs. 

"When it comes to employee compensation, we 
want to place greater emphasis on paying for 
results. Incentives are all about rewarding results," 
says Marcus Sheard, vice president, Compensa­
tion and Benefits. 

Broad Base Incentive 
All Ericsson companies have different incentive 
programs for their employees. Broad Base Incen­
tive is the program used in Sweden for non-man­
agement employees. This year, the BBI-program 
for the first time includes all employees in Sweden 
who are not part of any other incentive program. 

| j r f » f | f a ^ H BBI A N D S T l 

BBI - Broad Base Incentive 

• Includes all Ericsson employees in Sweden 
who are not included in any other incentive 
program. 

• Can give a maximum of one month's extra 
salary (8 percent of annual salary) in pay­
ment if all goals are fulfilled. 

• 2 percent is based on positive cash flow 
for the company, 6 percent on operational 
targets. 

• Positive cash flow for the company is a 
requirement for the payment of BBI. 

• Each department has its own goals towards 
which the employees must work. 

STl - Short-Term Incentive 
• A global program for managers and key 

personnel. 

• Positive cash flow for the company is a 
requirement for the payment of STl. 

• Positive cash flow and operating margins 
are the main goals for everyone. 

The maximum amount that can be paid out is 8 
percent of an employee's annual salary, or almost 
one extra month's salary. 

Of this, 2 percent is based on the company 
achieving a positive cash flow. The remaining 6 
percent is based on the fulfillment of operational 
goals on a unit level. 

One of the conditions for receiving payment of 
BBI is a positive cash flow for Ericsson as a whole. 
In other words, no BBI is paid out if there is a nega­
tive cash flow, regardless of whether operational 
goals have been achieved. For full payouts, both a 
positive cash flow and fulfillment of operational 
goals are required. 

Short Term Incentive 
Short Term Incentive (STl) is the name of a global 
program that includes management and key con­
tributors. 

"We think variable pay is a positive thing. People 
are more motivated when they are rewarded for 
doing a good job. It also makes more sense finan­
cially to reward good results rather than paying out 
high salaries regardless of earnings," says Marcus 
Sheard. 

In 2002, STl will have to build on both positive 
cash flow and a positive operating margin, in addi­
tion to operational goals established for various 
units in some cases. Ultimately, the company's 
cash flow will still have to be positive in order to get 
any payout of STl. 

"Last year, when the market changed so dramat­
ically, it was important to focus the entire organi­
zation on the priority of survival. This year, while 

"Incentives are all about rewarding results," says 
Marcus Sheard. PHOTO: SARA MORGE 

business remains difficult, we want to balance the 
survival instinct in cash flow with the growth and 
cost control in operating margin," says Marcus 
Sheard. 

Half-year goals 
Goals for both BBI and STl in 2002 are based on a 
six-month period in order to provide greater link­
age between goals and rewards. 

An evaluation will be conducted at the end of 
June to determine whether goals have been met, 
and whether or not to pay out STl and BBI with the 
August or September salaries. New goals will be set 
for the second half of the year and their success 
will be measured at the end of December, with 
eventual incentives paid out in March 2003. 

SARA MORGE 

sara.morge@lme.ericsson.se 

1*̂ **.-! I N C E N T I V E Q U A L I F Y I N G C A S H FLOW 

For 2002, the calculation is somewhat stricter 
than previously, in the sense that the items not 
linked to operations are excluded from the calcu­
lation. Examples of such items are divestments of 
entire operational units or strategic investments. 

The basis for any payment of incentives is 

defined as cash flow before financial operations. 

This is an item that is reported in Ericsson's 

interim reports. 

mailto:sara.morge@lme.ericsson.se
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Decent outlook 
for mobile games 
Naturally, there is a market for mobile games, 
but keep your expectations within reason. 
Above all, don't let users believe that their 
mobile phones are going to be transformed 
into a Gameboy. This is the advice from Roope 
Mokka, an analyst with Ovum. 

"Remember that the majority of mobile users will 
never play games over mobile networks," says 
games expert Roope Mokka, who recently visited 
Ericsson in Kista. 

It must be pointed out that Ovum's estimate of the 
future mobile games market is more pessimistic 
than that of competing analysis companies. Ovum 
believes that global revenues will level off at about 4 
billion dollars in 2006, which is less than a quarter of 
Data Monitor's forecast (17 billion). ARC is also anti­
cipating higher revenues of approximately 11 billion. 

There is already a mobile games market today, but 
it is virtually negligible outside Japan and South Ko­
rea, according to Ovum. 

"Those who are playing today are primarily 'early 
adopters' who see it as their duty to test all new ap­
plications," says Roope Mokka. 

Users also include children and teenagers. 
"They use SMS as a second language and are keen 

players of SMS games." 
Another group plays games that are linked to TV 

programs or films, such as Big Brother or Who wants 
to be a millionaire? However, a small group of really 
dedicated players has already become established. 

"Mobile games are one of their most important 
leisure interests. This is noticeable in the fact that 
play is most intensive between 6:00 and 9:00 p.m. 
There are also websites where they can discuss tech­
niques, such as 'How can you play games in the 
shower in a safe manner?'" 

One problem, according to Roope, is how games 
are billed. Tariffs are generally based on time. The 
more skilled you are, the more you pay. This is a con­
tradiction - people are used to winning prizes when 
they do things well. 

Nevertheless, his advice to operators is to pro­
mote existing games more and to invest in new 
games. However, a warning should be added: Don't 
raise expectations too much. 

"If you let users believe that they are going to get 
Gameboy in their mobile phones, they will be disap­
pointed and will not come back." 

How do you know, then, which games work? 
One tip is to continuously monitor the market. If 

you find a concept that is successful in some part of 
the world, you should copy it quickly," says Roope 
Mokka. "In this case, it will probably work in other 
places." 

ELIN DUNAS 
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Revenue from mobile games is expected to 
increase sharply in the next few years. However, 
everything is relative, which can be seen in a 
comparison with SMS. Source: Ovum 

Revenues (USD billions) 

50 

45 

< Mobile games I I SMS 

The number of players of mobile games is cur­
rently negligible, but there are nevertheless many 
games to choose from. PHOTO: BLUEFACTORY 

Footnote: Roope Mokka spoke at a seminar 
arranged by the Business Intelligence Center (BIC). 

elin.dunas@lme.ericsson.se fi^S bicericsson.se 
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Ovum has divided future players of mobile games 3. Occasional players who only play if they receive 
into three groups: 
1. The real devotees who play on a daily basis: 

1.5-2 percent of mobile users. 
2. The "social players," participating in up to three 

games per month: 4.5-10 percent. 

a game as part of an offer and play up to twice a 
month. This is the largest group with between 
10 and 20 percent of mobile users. 
It can thus be seen that the majority of users will 
not play any mobile games at all. 

DoCoMo experiments 
with 4G network 
NTT DoCoMo of Japan has begun to build an experimen­
tal system for a fourth-generation mobile network. The 
system will provide up to 100 megabits per second when 
downloading data and 20 megabits when uploading. The 
operator intends to commence practical evaluation of key 
4G technologies in the summer. DoCoMo expects the sys­
tem to be ready for commercial launch in 2010. 

Networks consisting of various technologies that use the 
unlicensed frequency bands are usually referred to as 4G. 

Hutchison 3G moving 
in right direction 
It Will not be easy for new 3G operators. They must 
succeed in enticing subscribers away from established 
players. Phil Kendall, head of Global Wireless Practice at 
Strategy Analytics, has investigated the conditions for 
the new 3G operators and warns 
against price-based competition. 

"This will only lead to a price war 
that will backfire on the operators in 
the end," he says. 

"The key is to acquire the rights to 
exclusive content." 

"The Hutchison Group's purchase 
of exclusive football rights in the UK, 
Sweden and Italy is definitely a step 
in the right direction." 

The new operators should also invest in the corporate 
market with powerful applications and put considerable 
energy into positioning their brands. 

Verizon charges 
by volume 
The largest mobile operator in the US, Verizon 
Wireless, is now following the lead of many European 
operators and allowing many business users to pay by 
volume instead of per unit of time. Verizon's high-speed 
data network is called the Express Network and is an ad­
vanced version of CDMA known as lXRTT. The service 
currently covers 20 percent of the network, but the oper­
ator is planning to expand this to 30 percent before the 
beginning of April, when the new means of payment is 
launched. 

Phil Kendall 

China was the world's largest mobile market in 2001. 
PHOTO: LARS ASTROM 

China Mobile soon larger 
than Vodafone 
China Mobile, China's largest mobile operator, is 
closing in fast on Vodafone. In 2001, China became the 
world's largest mobile market, since the number of China 
Mobile subscribers increased by 54 percent to 69.9 
million. Vodafone has 93.1 million subscribers through­
out the world, but its growth seems to be slowing, accord­
ing to Silicon.com. During the fourth quarter of 2001, the 
operator acquired 2.5 million new subscribers, compared 
with 4.4 million during each of the previous two quarters. 

mailto:elin.dunas@lme.ericsson.se
http://bicericsson.se
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They have a big responsibility - developing Ericsson's next best-seller. Since its 
inception almost two years ago, guite a bit has happened within Ericsson Business 
Innovation. A number of ideas have grown into independent ventures within the 
company that have gone on to sign their first contracts. Head more about this 
stronghold of innovation on the following five pages. 

Seeking out 
the next best-seller 
Ericsson Business Innovation began operating in July 2000. It was created to cap­
italize on good ideas both within and outside Ericsson and to let the best of them de­
velop into their own operations, ending up either within our outside of Ericsson. Today, 
Ericsson Business Innovation supports approximately 20 ventures (young companies) 
and five cells, which are operations in their infancy. 

"Our operations have gone well over the past year, although we 
were also affected by the economic downturn and the Efficiency 
Program. A number of the ventures that showed up as ideas in our 
e-mail in-boxes two years ago, are today fledgling companies that 
have landed their first contracts," explains Joran Hoff, head of Erics­
son Business Innovation. 

Ethernet, a solution for broadband in the home, is one example 
of an operation that was developed within Ericsson Business Inno­
vation and which is now standing on its own feet. Today, the solu­
tion is being further developed and marketed successfully within 
the Multi-Service Networks business unit. 

Due in part to the economic downturn, it has been more difficult to secure financing 

I 'J L\ h f ti~~l ERICSSON BUSINESS INNOVATION 

Joran Hoff 

Established: In July 2000 
Headquarters: Stockholm 
Goal: To create future core operations for Ericsson. Among the items that Ericsson 
Business Innovation ventures are developing: A real-time database (Alzato), IP 
telephony for the home (DRG), advertising on mobile phones (Mediatude), video 
streaming (Popwire), and more (see website). 

for new projects during the past year. The telecom industry has had to dust off old, 
time-tested ideas that many people did not care much about just over a year ago. 

"New ideas blossom best in established companies, while time-tested ideas work 
best at new companies. That is an old business truth that nobody cared about during 
the telecom boom, but which applies now," says Joran Hoff. 

The kinds of ideas that venture capitalists are willing to invest in have also changed 
over the past year. 

"At the moment both we and other financiers are focusing on products and solutions 
that can provide income within a short period of time, between one and two years. The 
ideas that are currently making the most headway are usually solutions that contribute 
to increased demand for GPRS, EDGE and 3G services and networks," he says. 

Joran Hoff was more reluctant to answer the question of which services and prod­
ucts will become best-sellers in the future. 

"Well, 1 can't reveal that now, but I believe that all kinds of exciting services for mobile 
handheld computers will be coming out, including games, as well as lower prices for 
mobile services aided by advertising." 

"The real-time database that is being developed within Business Innovation is 
incredibly powerful and will result in more stable connections, increased capacity 
and possibly lower prices for services," says Joran Hoff. 

ULRIKA N Y B A C K 

ulrika.nyback@tme.ericsson.se 
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From concept to new venture 
Some 20 new ideas arrive every week in Ericsson 
Business Innovation's suggestion e-mail box. A number 
of people at the company evaluate which ideas have a 
future. They take into consideration such factors as tech­
nology, the market and standards. 

"First of all, we find out whether 
or not the proposed solution or 
product already exists on the mar­
ket or within Ericsson. Then we look 
at whether demand exists or could 
be created. A good idea always 
solves a problem and fulfills a 
need," saysTomas Ulin. 

He works as a technical advisor 
for Ericsson Business Innovation 
and is one of the people who evaluates incoming ideas. 

Every year, a number of innovators receive an offer to 

form a cell within Ericsson Business Innovation, some­
thing like a precursor to a company. The cell is used 
primarily to develop a business plan, and innovators 
receive assistance that they do not have themselves, 
providing answers to questions regarding personnel in 
the form of expertise and resource issues, and issues 
relating to legislation and standards. 

Work within a cell lasts approximately three to six 
months. Business concepts that are still judged to be 
sound are then formed into a venture. 

Ericsson Business Innovation sometimes provides all 
of the financing, and sometimes partial financing in 
conjunction with one or more partners. Work within a 
venture involves recruiting employees, completing the 
product or solution and initiating marketing efforts. 

Only between one and five percent of the ideas received 
by the company actually get the chance to form a cell. 

"The ideas that are turned down are seldom bad. 
In most cases, the concept needs to be developed fur­
ther and sometimes they are not ready for the current 
market. Fairly often we pass ideas along to other areas of 
the organization or to other companies, such as Sony 
Ericsson," saysTomas Ulin. 

Tomas Ulin is also responsible for ensuring that as 
many people as possible know where they can go with 
their new ideas. Building up a network of ambassadors, 
linked to Ericsson Business Innovation, is a key aspect of 
this work. 

An ambassador's task is to be on the lookout for new 
ideas within the organization and let employees who 
have ideas know where they can go with them. 

ULRIKA NYBACK 

mailto:ulrika.nyback@tme.ericsson.se
http://www.ericsson.com/innovation/
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Sara Sundvik and Per Backstrom, who both work at the Residential Communication Services venture, believe that they have been able to enjoy the best of both worlds 
by having the opportunity to grow within Ericsson Business Innovation. They are now working hard at marketing their DRG System, an IP telephony solution for the home. 
The company has already signed contracts with two operators, Sonera and Kingcom. PHOTO: GUNNAR ASK 

IP telephony with potential 
Ericsson Business Innovation believes that IP telephony will become the 
foundation for broadband services into the home. This is why the company 
made the decision two years ago to support the Residential Communication 
Services venture. It has now developed the DRG System solution and has 
already landed its first two contracts. 

According to Per Backstrom, chief technology officer for 
the venture, IP telephony now has the same sound qual­
ity as today's fixed circuit-switched telephone networks, 
with the potential for even surpassing them if so config­
ured. He believes that the time is right for IP telephony. 

"Currently, there is an intensive struggle underway 
among operators to attract Internet subscribers. One 

w 

way to differentiate oneself from the crowd is to offer 
telephony and a high-speed Internet connection bund­
led as a package," he says. 

With the DRG System, operators can offer broadband 
subscribers a high-speed Internet connection as well as 
the option of two telephone lines - one for the parents 
and another for the children, for example. Subscribers 
can also place calls and be online at the same time. 

The DRG System consists of two parts: a box 
(gateway) which is placed in the home of the subscriber, 
and a management system that enables the operator to 
remotely oversee upgrades and configuration. The 
gateway converts signals from analog telephones to IP 
telephony and vice versa. Via the control system, the 
operator can add services and download new software 
to the gateway in order to adjust voice quality levels, for 
example. 

Available on the market for the past year and a half, 
two operators have signed contracts for the system, Fin-

The white box, a gateway, converts analog signals to 
digital ones, enabling subscribers to both place calls 
and surf the Web at the same time. 

land's Sonera and Italy's Kingcom. The solution can be 
connected to all kinds of access networks. Kingcom has, 
for example, a fiber-optic network (Ethernet) and Son­
era connects the solution to an ADSL network. Current­
ly, another 50 or so operators are testing the solution. 

Sara Sundvik is product marketing manager for the 
DRG System. She believes that it is only a matter of time 
before more contracts are signed. 

"Operators are much more mature and there is 
greater understanding than there was one year ago. 
During the second half of the year, we are anticipating 
several commercial tests, after which we expect sales to 
really take off," she says. 

What advantages have you had from being able to 
expand within Ericsson Business Innovation? 

"I think we've had the best of both worlds. For one, 
there has been a real entrepreneurial spirit with many 
innovators who have had more than one role in the 
project. Moreover, we've been able to take advantage of 
the company's extensive network of contacts and broad 
expertise," explains Per Backstrom. 

Sara Sundvik nods in agreement. 
"Not being locked into a single occupational role has 

been a big advantage. I also appreciate the short path 
between what our customers want and what we actually 
develop for them," she says. 

ULRIKA NYBACK 

m www.ericsson.com/about/innovation/ 
venture_drg.shtml 
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Mediatude sees ad-filled 
Advertising an mobile phones might become popular as it should result 
in lower prices for mobile phone subscribers. A company called Media­
tude, with support from Ericsson Business Innovation, has developed a 
service for advertising on mobile phones. It expects to sign its first 
contract in the near future. 

Ericsson Business Innovation receives ideas from var­
ious sources. Frequently, it is Ericsson employees who 
contact the company, but sometimes Ericsson Busi­
ness Innovation seeks out innovators or companies if 
they have a product or a certain area that they believe 
in. When Ericsson Business Innovation first made 
contact with Mediatude, it was in search of a company 
that worked in the field of mobile advertising. 
Mediatude was formed three years ago and develops 
technical platforms for profile-based marketing. It 
also sells strategic services for mobile marketing. 

After their inirial meeting, the two parties ex­
pressed a mutual interest in working together. In the 

summer of 2000, Ericsson Business Innovation came 
forward as the company's first financial backer and 
collaboration was established. In September 2001, 
Mediatude took over Ericsson's Mobile Advertiser 
product in order to develop it further. Mobile Adver­
tiser is a technical platform that enables advertisers 
to send out profile-based ads to mobile phone sub­
scribers via an operator (see fact box). The product 
has been ready for commercial operation since 
autumn 2001. 

"At the moment, we are working hard to market 
Mobile Advertiser. A number of operators have al­
ready tested the service on their networks and we also 

demonstrated it during the telecom trade shows in 
Cannes and Hanover, where it attracted a great deal of 
attention. That's why we have high hopes of signing 
our first contract in the near future," says Hakan Lars-
son, who is technical manager at Mediatude. 

A conceptual version of Mobile Advertiser was 
demonstrated last year at the CeBIT trade show. This 
year, Mediatude has been able to demonstrate the 
finished product. The company was able to have its 
own stand at the Ericsson display, thanks to Ericsson 
Business Innovation. Jenny Carlsson, product mar­
keting manager at Mediatude, explains what the ad­
vantages have been of developing the company with 
help from Ericsson Business Innovation. 

"We've received a great deal of support in terms of 
various individual marketing and PR activities. But 
what has been most important for us is that we have 
been able to promote and sell our services and solu­
tions through Ericsson's marketing company. Mobile 
Advertiser will be offered both as part of Ericsson's so­
lutions and as a standalone product for various cus-

Advertising on mobile phones, 
tailored to the recipients, could really 
take off, at least if one is to believe 
Hakan Larsson and Jenny Carlsson 
of Mediatude. With the support of 
Ericsson Business Innovation, they 
have developed a solution that will 
enable operators to offer lower 
prices on their services if subscribers 
are willing to receive advertising on 
their mobile phones. 

PHOTO: ECKE KULLER 
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The Mobile Advertiser solution can be utilized in 
different ways, by both operators and advertisers. 
Here is an example of how it might work: 

An end user subscribes to a mobile phone 
operator and in order to obtain certain services at 
a reduced price, the customer allows advertising 
to be sent to their mobile phone combined with 
actual service content. 

In order for the advertisements to be as relevant 
as possible, subscribers disclose certain demo­
graphic facts when signing up, such as age, gen­
der and interests. 

The operator, in turn, signs a contract with 
various companies that advertise in mobile media 
channels and send out a certain amount of ad­
vertisements to end users. Details about how 
long, when during the day and how often 
advertisements are sent out are controlled by the 
advertiser. 

When a mobile phone user, for example, checks 
the weekend weather report on a WAP page, they 
might also receive an ad for a ski trip or a discount 
on winter tires or whatever it might be that corre­
sponds to their profile. 
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future 
tomers. Moreover, it means a great deal to us to have 
such a heavyweight as Ericsson as our financial 
backer, especially when we meet with customers and 
new sponsors," says Jenny Carlsson. 

When it comes to future prospects, Hakan Larsson 
and Jenny Carlsson both believe that profile-based 
mobile phone marketing is something that will be 
very big in the future. 

"What we are hoping for now is to collaborate with 
a large mobile phone operator in Europe who under­
stands the scope of mobile services," says Jenny 
Carlsson. 

Hakan Larsson agrees. 
"We also hope that within the near future it will be 

just as commonplace to send fun advertising clips 
between mobile phones as it is to send fun film clips 
on the Internet," he says. 

ULRIKA N Y B A C K 
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"I was amazed when I found out that there was an entire organization and process for implementing 
ideas such as mine," says Karl Bohman. who received help in developing a system that tracks shipping 
containers. PHOTO, GUNNAR ASK 

Karl keeps track 
of containers 
Don't give up if you have a good 
idea, a good support system 
exists within Ericsson, says Karl 
Bohman whose invention to keep 
track of container traffic made 
him the president of his own 
company. 

Two years ago, Karl Bohman was working at Erics­
son, developing logistical solutions aimed at the 
packet level. However, he quickly realized that the 
system could be developed further. 

"Funds within my project were tied up so I began 
looking around the organization for some other 
unit in which to develop the concept. In the end, I 
saw an ad in Contact that led me to Ericsson Busi­
ness Innovation, and when I found out what they 
had to offer, it sounded almost too good to be true," 
says Karl Bohman. 

His idea consists of a wireless system for tracking 
and monitoring containers. Radio transmitters, 
attached to containers, communicate with the 
vehicle, which in turn transmits data to a server via 
GSM, TDMA, WLAN or whichever technology is the 
most suitable for the location. 

The potential market for intelligent transporta­
tion systems has been estimated at USD two billion 
this year, and ten times that within a few years. At the 
same time, customers are conservative and patience 
is required when marketing a new technology. 

Ericsson Business Innovation gave Karl four 

months to show results in the form of an opera­
tional system, a business plan and a commercial 
customer contract. 

"It was a difficult job, involving a lot of pressure 
to produce tangible results. But we succeeded and 
were able to start a venture where we could further 
develop the concept. It was like working at a small 
company within a large company and it worked 
very well. There was plenty of scope and flexibility 
for our operation." 

In June 2001, it was decided that operations 
should continue outside Ericsson. Once another 
financial backer was found, Karl Bohman was 
named president of his own company, All Set Wire­
less Tracking. 

"I'm full of ideas, sometimes a few too many per­
haps. For that reason, it has been good to have the 
support of Business Innovation and more down to 
earth colleagues who can screen my ideas," he says. 

Karl Bohman believes that there are many 
people at Ericsson who, like himself, have ideas 
that they would like to implement. His advice is to 
not give up hope. 

"I was amazed when I found out that there was 
an entire organization and process for implement­
ing ideas such as mine. But you have to expect to 
work hard at it. When I developed the initial pre­
sentation, I was working two jobs for a couple of 
months - both my regular job as well as developing 
business plans that I could present to the commit­
tee. But it has been worth it," says Karl Bohman. 

L A R S - M A G N U S K I H L S T R p M 
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"Focus on customer needs. 
These are the ideas that have 
promise." Advice from Magnus 
Jandel, whose real-time solution 
for multiple computer users 
today employs 37 people. 

PHOTO: GUNNAR ASK 

"Solving problems is my driving force" 
Magnus Jandel previously worked 
as a research manager at a lab 
within Ericsson Telecom. Today his 
invention employs 37 people at a 
company called Terraplay, where 
he is the technical manager. 

It all began in 1998 when Ericsson Business Innovation 
encouraged employees at Ericsson Telecom to come 
up with proposals for new products. 

"I thought that sounded exciting and started think­
ing about what sort of technical problems needed solv­
ing. It led me to think about my children who played 

computer games over the Internet and the poor trans­
mission quality available, and 1 realized that there was 
much that could be done here," says Magnus Jandel. 

Ericsson Business Innovation "bought" the concept 
and today Magnus Jandel and his group have devel­
oped a system that enables real-time communication 
between many individuals. The system has wide 
applicability, although the first commercial application 
will be for computer gaming. 

"For me, the driving force has not been gaming, but 
radier finding new applications for telecommunica­
tions," he says. 

After starting out within Ericsson, the decision was 
made to spin off the project. About a dozen people 
joined Magnus landel at the new company, with Erics­
son's blessing. 

"It has been extremely exciting. People expected that 

I might be bitter or complain about it, but it has been 
just the opposite. I have always felt that Ericsson has 
supported us one hundred percent." 

Today, Terraplay has a delivery agreement with Erics­
son, and when Ericsson sells a solution to an operator, 
Terraplay is included as part of that. 

"My advice to others is not to work from a technical 
angle, but to concentrate on customer needs when 
developing an idea. This is how you come up with 
promising solutions. And if you don't succeed the first 
time, just remember that most of the proposals sub­
mitted to Ericsson Business Innovation are rejected. 
So don't take it as a defeat, but rather as an experience 
to build upon and try again," says Magnus Jandel. 

LARS-MAGNUS KIHLSTROM 
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The user interface for Ericsson software should resemble Ericsson, not Windows, according to Marie 
Sparr, an industrial designer who is developing a new operator interface for 3G base stations. 

PHOTO: GUNNAR ASK 

Giving software 
an Ericsson profile 
"We must have an Ericsson profile even on 
software," says Marie Sparr, an industrial de­
signer whose task is to provide 3G base sta­
tions with pleasing and user-friendly graphic 
interfaces. 

Design is not only a matter of creating attractive 
phones with simple interfaces. It is also a question of 
conveying an Ericsson feeling in all products. At the 
unit responsible for developing WCDMA base sta­
tions in the RBS3000 series, an industrial designer 
was recruited a year ago for this purpose. Her some­
what unusual assignment is to give the new base sta­
tions a simple operator interface that will be used by 
installation and maintenance personnel. 

"This is clearly a neglected area, and it will take 
some time to develop an Ericsson interface appro­
priate for all Operation and Maintenance applica­
tions," says Marie Sparr, who estimates that more 
than 400 icons will be required. 

The vision is that the user's perception of the 
graphic interface should be seamless, meaning that 
the application, help texts and e-leaming, for exam­
ple, should be perceived as a single unit. The inter­
face must function in an intuitive manner in several 
products. 

Musical metaphors 

Together with the product and marketing depart­
ments at CRND, Marie Sparr has chosen musical 
metaphors to symbolize the parts of a WCDMA net­
work. 

An RBS (Radio Base Station), for example, be­
comes a trumpet, while the RNC (Radio Network 

Controller) is a metronome, Ranos a conductor, and 
soon. 

"We must also provide a similar appearance on 
screen between the various interfaces that Ericsson 
supplies and which may be used by the same per­
son. The various functions should always be located 
in the same place, for example, and what happens 
when you click a given button must be logical," 
notes Marie. 

Another consideration is that Ericsson should 
look like Ericsson and not Microsoft. The interface 
should thus be specific for Ericsson, yet so simple 
that an operator can send out a person who is not an 
expert in telecom technology to replace a card in a 
switch or a base station. 

"Windows is designed for administrative applica­
tions, and it is not at all clear that it is optimal for our 
applications," continues Marie. 

Strengthening the brand 

During the past year, Marie Sparr has had two thesis 
students helping her with the technical design. Por­
tions of the new software are already being tested by 
users. The idea is that operators should save time 
and money, while Ericsson strengthens its brand. 

"If our customers have a choice between two sup­
pliers, usability considerations may be decisive. This 
has happened before, and in our testing we can see 
that an appealing, simple and user-friendly inter­
face is very much appreciated by our customers," 
concludes Marie Sparr. 

LARS CEDERQUIST 

lars.cederquist@lme.ericsson.se 

Whatever happened 
to mobile radio? 
During the 1990s, there was much talk of creating a 
pan-European mobile radio standard, TETRA which 
would be the equivalent of mobile telephony's GSM. 
Mobile radio is a noncellular technology for voice and 
data that is used by police, fire departments, ambu­
lances, etc., and supports group calls and broadcasting. 
It was hoped that TETRA would make it possible to inte­
grate the networks of different countries. But what hap­
pened to all this? 

The attempts to compete with mobile telephony did 
not succeed, but TETRA does serve as a useful comple­
ment to GSM, and later on, to UMTS, and it exists in 
about 30 countries. The iDEN system, which was devel­
oped by Motorola and is used in about 13 countries, is 
applied mainly by the operator Nextel, which provides a 
service similar to mobile telephony that supports roam­
ing with GSM to millions of users in the US. 

EiS bic2.ericsson.se/sources/ovum/mao// 
mark/infras/trsys.htm 

3G equipment integration 
really works 
A new world record may well have been created: in 
Japan at 4:30 in the afternoon on March 4, a 3G mobile 
phone call was sent, using equipment from three differ­
ent suppliers. 

This is an example of the trend toward MVT - Multi-
Vendor Integration - itself the result of the development 
of standardization toward open interfaces. 

The call was placed at the test facility of Japanese op­
erator J-Phone in Kita-Ikebukuro, in cooperation with 
suppliers NEC, Ericsson and Nokia. The two combina­
tions that included Ericsson were radio networks from 
Ericsson, and core networks from NEC and radio net­
works from NEC or Nokia. 

Nokia demonstrates 
new platform for M2M 
In mid-March, Nokia presented its platform for ma­
chine-to-machine communication, M2M. The platform 
consists of hardware, software and an application-de­
velopment package. 

M2M is expected to skyrocket very shortly, and reach 
100 million users by 2005. 

ESS www.allnetdevices.com 

Palm launches 
proprietary browser 
Also in mid-March, Palm launched its own Palm Web 
Browser for networked Palmtops. 

The Palm Web Browser is slated to become available 
in the US on April 8, and in Europe at the end of April. 
According to Palm, this product is more powerful than 
previous browsers. 

Meanwhile, Handspring - which produces handheld 
computers based on the Palm platform - has released its 
own browser, "the Blazer." 

LCHHITLI 

Windows users can quickly minimize all active 
windows by pressing: the Windows key and "m". 

If you press only the Windows key, you will open the 
Start menu. Go to Help and search for Natural Keyboard 
Shortcuts, which will give you a list of keyboard com­
mands that can be very useful when keyboarding. 

A tip from Gunilla Ahrens at IT Solution Manage­
ment. 
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Internet conquers 
Direct webcasting of ice-hockey games was tested two years ago. A few 
months ago, more pilot webcasting took place - this time for basketball. 
These tests are part of 'Arena' - a research project carried out joindy 
by me Makitalo Research Center in Lulea, northern Sweden, where 
Ericsson Erisoft is an important partner. The Event System product is a 
concrete result of me Arena cooperation project. 

Tommy Arngren 

The project began in autumn 1999 and includes Ericsson, the 
Center for Distance-spanning Technology (the CDI, of which the 
Makitalo Research Center is a part), the Lulea Institute of Techno­
logy and the Swedish operator Telia. The first part of the project, 
which concerned ice-hockey, also included Lulea Hockey. 

"The Arena project has shown how the 
Mobile Internet can be integrated with vari­
ous sports such as ice-hockey and basketball. 
The project continues, and current plans are 
to carry out the next tests with women's soc­
cer," explains Tommy Arngren, Arena project 
manager at Ericsson Erisoft. 

In the first test, involving ice-hockey, the 
match was shown on the Lulea broadband 
network at the same time as it was broadcast 
on television. In addition to real-time picture and sound, viewers 
had access to chat rooms, could choose camera angle and display 
certain statistics. 

The next step in the project was to get closer to the ice-hockey 
players by placing sensors on them to measure their pulse and 
breathing. Moreover, there was a camera built into the referee's 
helmet. During the game, different camera angles and sensor data 
were wirelessly transmitted to handheld computers held by spec­
tators. 

"These tests attracted considerable international attention, 
with the result that the idea of a camera built into the referee's 
helmet was used in the World Ice-hockey Championships held in 
2000 in Germany," explains Tommy Amgren. 

First basketball game 

The first webcast basketball game was transmitted just before 
Christmas. As with the ice-hockey match, residents of northern 
Sweden with broadband service could watch the match from their 
home computers. 

Apart from watching the game live, they could also communi­
cate with each other via interactive services such as chat rooms 
and read digital match programs and statistics. A post-game sur­

vey showed that basketball fans are keen on the idea of being able 
to follow their favorite basketball team via the Internet. 

"The Arena project continues, as further webcasts of basketball 
games are planned for the spring. We plan to observe how different 
access technologies - WLAN, SMS/GPRS/MMS, Internet by wire­
line connection and digital television - can be used. Our goal is to 
demonstrate interactivity between different technologies during a 
single game," Tommy Arngren relates. 

Creative cooperation 

Cooperation and creativity are two concepts that Thomas 
Brannstrom, president of Ericsson Erisoft, stresses in responding 
to the question of what the Arena project means for Ericsson. 

"Our cooperation with CDT has become even more intense, and 
the same applies to companies outside the academic sphere. Our 
contacts with the member companies of Internet Bay (see adja­
cent article) have broadened our perspective and provided useful 
contacts in other industries. Here, you can really talk about a cre­
ative ferment," he says. 

Taking advantage of creativity is important for Ericsson Erisoft. 
The Company has in fact established a "venture board" to evaluate 
new ideas. 

"It makes it easier for us to evaluate proposals and in certain 
cases launch experimental operations. At the same time, we are 
able to cultivate new ideas in an organized manner," Thomas 
Brannstrom continues. How to exploit new ideas for business pur­
poses is a key issue. The Arena project is a good example here, con­
sidering the high-end Event System server it produced. 

Event System was demonstrated in the autumn at the Comdex 
trade show in Gothenburg. In March, it was demonstrated at the 
CTIA show in the US. The considerable media attention given to 
the product proves its attraction. 

"No doubt about it, this is a product that can accelerate the 
progress of the 3G systems," Thomas Brannstrom says. 

GUN1LLA TAMM 

gunilla.tamm@lme.ericsson.se 

Valuable experience from test audience 
The Arena project has been, and continues to be, 
important for us," says Tor Bjom Minde, head of the 
Ericsson Research team working at 
Ericsson Erisoft. Wireless multi­
media, as in the Arena project, is a 
common factor throughout sever­
al of the teams' assignments. 

The Arena project has enabled 
the team to cultivate its relation­
ship with die University of Lulea. 
The high-end Event System server 
was developed. Tor Bjorn Minde 
believes that the server will stimulate interest in 3G. 

"In our work with the 3GPP standard for multimedia 
messages, we have worked closely with the Arena pro­
ject, and have acquired an understanding that has 
helped us steer standardization in the right direction," 
he explains. 

Apart from the Arena project, the Ericsson Research 

Tor Bjorn Minde 

team is working on "eStreet," an electronic commercial 
street in the Lulea city-center complex. In conjunction 
with the Christmas rush in December 2000, when the 
eStreet project was rolled out in reality, a test panel was 
created, and this panel currendy consists of about 
2,800 people. 

"For those of us who work on hi-tech projects in 
wireless Internet, tiiese testers are very useful. From 
this population, we can select different groups of peo­
ple for different tests. It is easier, too, to keep such a 
group together in a small city like Lulea, than in a larger 
city," says Tor Bjorn Minde. 

The cooperation between universities and business 
partners on end-user tests is conducted by the Maki­
talo Research Center, where several projects are in 
progress. 

"One example is eStreet, where we are now in Phase 
two. which involves testing our positioning. Another 
example is virtual queuing numbers for banks, which 

we tested last autumn," says Mats Eriksson. He has 
been on leave from Ericsson Erisoft for a year and ahalf, 
and is currently managing the Makitalo Research 
Center. 

"Our job is to bring technology 
into the community, focusing par­
ticularly on distance and how we 
can bridge it using Internet tech­
nology. There is currendy an EU 
project under way on preventive 
healthcare in the home and ser­
vices related to home-based med­
ical care. The project manager for 
this project is Ericsson Consulting 
in Germany," he says. 

Mats Eriksson 

GUNILLA T A M M 

the arena 

The first live webcast of a basketball game took place just before Christmas. Apart from watching the game 
live, viewers could communicate with each other via interactive services, such as chat, and were able to read 
digital match programs and statistics. PHOTO: STIG EIDEGREN 
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IT companies 
of Gulf of Bothnia 
in Internet bay 

The Internet Bay association for IT companies 
based on the shores of the Gulf of Bothnia was created 
about two years ago. 

"We have created a brand diat represents the entire 
IT industry in this region, and it has resulted in greatiy 
increased cooperation among the companies," says 
Thomas Brannstrom, chairman of the association and 
president of Ericsson Erisoft. 

Internet Bay began when the business community 
and the university spontaneously took the initiative to 
cooperate witti each other. 

100 companies 
The association currendy consists of about 100 compa­
nies, of which Ericsson is the largest. Most of the com­
panies have between 40 and 50 employees. 

"In cooperation with companies 
in Finland, we wanted to create a 
Silicon Valley here in the Gulf of 
Bothnia, and help this area be­
come known as an advanced IT re­
gion. With IT, there are no borders 
and distance is never an obstacle, 
so it is an appropriate industry for 
our northerly location. We have 
now created a brand that has be­
come well known," relates Thomas 
Brannstrom. 

Thomas 
Brannstrom 

Many advantages 

Cooperation within Internet Bay yields many advan­
tages from coordination, as is to be expected when 
companies with different perspectives and ideas com­
pare notes and exchange views. 

"Internet Bay is now hoping to generate more coop­
eration dirough the active participation of IT compa­
nies from the Finnish side of the Gulf of Bothnia," says 
Thomas Brannstrom. 

GUNILLA TAMM 
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Free Net-Based Courses / / / 
liversity can now offer more than 250 free net-

for all Ericsson employees around the world. Many new titles are available in 
the areas of Business, Information Technology and Interpersonal skills! 

The courses are accessible via Internet until the end of 2002.This means you 
can take them at work or at home. 

university.ericsson.se ERICSSON 5 
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On March 19 and 20, the Ericsson Project 
Management institute held a workshop in 
Stockholm for representatives of Erics­
son's market regions. Here, Ake 
Rundqvist, center, advises Ulf Sandberg, 
project office manager in Sweden, and 
Kate Lynn, project office manager with 
PDU IP Access in the US, on how to 
manage projects more efficiently. 

P H O T O : T O M M Y JOHANSSON 

The better projects project 
By managing projects more efficiently, Ericsson can save a great deal 
of money Project Portfolio Efficiency, PPE, is a program designed 
to make Ericsson market-leading in project work as well. 

Hundreds of projects are started within the Company 
every year. However, at present. Ericsson has no 
uniform approach to managing these projects and 
determining what types of projects are worth pursuing. 

"The result is that we make incorrect project man­
agement decisions - we discontinue projects that 
ought to proceed and start projects that are not worth 
the effort." says Ake Rundqvist. who works at the Erics­
son Project Management Institute. EPMI. and is in 
charge of the program. 

At Ericsson, we're good at carrying out specific parts 
of the process properly, but no so good at identifying 
the right parts to conduct. This has to change," he says. 

Enormous savings 
Ericsson managers Mats Dahlin and Bert Nordberg 
pointed out the problem some time ago. They in tum 
have directed the EPMI to create a "healthier" project 
culture throughout Ericsson. 

"We have set a goal of reducing costs by 1-5 percent 
by running projects more efficiently. Ericsson manages 
projects amounting to a total value of about USD 12.6 
billion a year, so even saving a small percentage of costs 
would amount to something in the millions," Ake 
Rundqvist explains. 

PPE consists of two different focuses: the project 
office model and the career guide for project managers. 
The project office model is a tool for coordinating a 
number of projects. It is also an aid for linking up differ­
ent project elements such as the project owner, control 
functions and the project team. 

The career guide helps project managers find a 
career path, so that they stay with the role within the 
Company. 

"Solid leadership is essential to the success of any 
project. Too often, someone in charge of several paral­
lel projects jumps off to work on something entirely 
different," says Ake Rundqvist. 

I ^ ; 1 »^ jj-HI EIGHT FACTORS FOR SUCCESSFUL PROJECTS 

• Good communication between all project stake- • Ensure that capable substitutes are available in 
holders case personnel resign 

• Clear allocation of roles among project partici- • Give proper priority to the project in relation to 
pants other operations 

• Carry out a thorough risk analysis prior to project • Ensure that the workload on individual project 
start members is reasonable 

• Have clear plans and goals for the project • Follow recommended project procedure 

PPE's initial phase has just been concluded. The pur­
pose of this phase was to analyze the need for better 
projects and more efficient project management with­
in each market area. 

Holding workshops 
"We are now in the midst of implementing our con­
cepts in the market areas, beginning with the market 
units in which the need is greatest." 

This involves holding workshops with the market 
units involved. One such workshop was held in Stock­
holm on March 19 and 20. 

"At these workshops we examine the particular con­
ditions facing the units, update their requirements and 
help them launch local projects." 

According to Ake Rundqvist, there is plenty of enthu­
siasm for the project throughout the company. 

"Even the market units we have not begun to work 
with have produced many initiatives to become better 
at projects." 

J E N Z N ILSSON 

jenz nilssonOtme encsson.se 

For further information on PPE, visit: 

KS props.ericsson.se 
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The Mobitel team got some reinforcement from Ericsson. Jure Cuderman at the front with Suzana Laznik 
(Ericsson), Leopold Sulc and Roman Zitnik. 

PHOTO: ALES FEVZAR 

Skis switched for rope 
The excitement was intense at Ericsson in 
Slovenia as employees prepared for the fifth annual 
ski competition against the company's biggest cus­
tomer Mobitel. Only once has Ericsson enjoyed vic­
tory over Mobitel, when the Swede Mats Arnamo 
won the prestigious competition in 1998. Now he 
had been brought in again to Slovenia to participate, 
so it was a confident Ericsson team that met up with 
Mobitel's skiers by the ski slope not far from the cap­
ital Ljubljana. Unfortunately, the weather was far 
from ideal. A thick, impenetrable fog enveloped the 
mountain, making skiing impossible. However, the 
competition-hungry skiers did not let the weather 
stop their plans to determine a winner. A rope was 

produced, and soon the competitors were engaged 
in a lively tug-o-war. After a long and even struggle, 
an Ericsson team - with a little help from Slovenian 
ski legend Bojan Krizaj - pulled their way to victory. 
The happy winners were rewarded with Slovenian 
Olympic team jackets, and then it was of course time 
for the After ski party. 

TONYA LILBURN 
tonya.lilburn@tme.ericsson.se 

SUZANA LAZNIK 
suzana laznik@evn.ericsson.se 

l iUbl jUiWMd 

In the 1960s, the telephone network in Tunis 
had to be upgraded. Telephone traffic in the 
Tunisian capital had increased exponentially 
after the country's independence from 
France, as the country gradually constructed 
Its own state institutions. Ericsson was 
chosen to be the supplier from among ten 
suppliers in different countries, and 
installation commenced. The photo shows 
technicians connecting up the new cables 
to Carthage. 

CORPORATE EDITOR, PUBLISHER 

Will Code Zero 
be the hero? 
Many people have discovered the Web game Code 
Zero. Not only is Code Zero Ericsson's most-visited site 
ever, the game is now in the finals for the annual Flash 
film festival in San Francisco. 

The festival awards prizes to films and animations de­
veloped using the Flash software, and Code Zero is one 
of five finalists in the international category of Best 
Commercial Flash Film. 

E3 www.ericsson.com/mobileinternet/codezero/game 

Virtual wine-sniffing 
of French wines 

Wine lovers will 
soon be able to enter 
the website of the 
Vins de Bourgogne 
and experience the 
atmosphere of the 
vineyards and the 
earthy smell of the 
wine cellars - thanks 
to a scent spreader 
and downloadable 
software. The system 
was developed jointly 
by France Telecom 
and partners. 

The scent spread­
ers, which are plugged into the computer like loud­
speakers, are currendy expensive. However, prices are 
expected to drop. France Telecom is also planning scent 
games and scent-TV - reports Swedish tech magazine 
NyTeknik. 

E3 www.vins-bourgogne.fr 

nhyfrWhiliiHOl 
Starting March 2002, Bengt Bergvall 
is key account manager for UTS and 
TELBO, as well as the head of Erics­
son in Curagao (Netherlands) and 
the Antilles. 

He succeeds Juan Rangel. 

Thomas Walldeen at Ericsson Radio 
Systems has been appointed expert in 
Radio Network Control Systems. 
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Mobile communication has always been attractive. Lars Magnus Ericsson and his wife Hilda 
performed some early experiments. ILLUSTRATION: CLAES-GORAN ANDERSSON 

The century-old 
lure of mobility 
There are now one billion mobile phone subscribers in the world, and 
judging by the growth rate, demand is still enormous. Much has 
happened since the first mobile phones were taken into operation, but 
interest in mobile communications was already high 1D0 years ago. 

Lars Magnus Ericsson was himself an early 
innovator and user of mobile telephony. This was 
not an early application of radio, however, but 
rather another ingenious experiment. Together 
with his wife Hilda, Lars Magnus sometimes 
motored around the Swedish countryside during 
the early 1900s. 

The couple brought along a telephone appara­
tus which was connected to two fishing rods with 
contact hooks at the top. When the Ericssons 
found a pair of suitable telephone lines by the 
roadside, they stopped the car and hooked the 
fishing rods onto the lines. Lars Magnus turned 
the crack on the phone and thus made contact 
with an operator, who connected him to the de­
sired number. Thus was born an early form of 
personal mobile communication. 

During the 1900s, mobile telephone services 
were offered using similar principles in many 
parts of the world. Telephone carriers roamed 
the streets with a telephone apparatus strapped 
to their stomach. For a small charge, they con­

nected the telephone so that customers could 
make calls. 

Ericsson was involved in the many mobile 
systems that were operated and tested during the 
1900s, but it was not until 1981 that Ericsson de­
livered the world's first NMT (Nordic Mobile 
Telephone) system to Saudi Arabia. Four years 
later, Ericsson had built large mobile networks for 
all standards established at that time: NMT, AMPS 
(Advanced Mobile Phone System) in the US, and 
TACS (Total Access Communications System) in 
the UK. 

In 1990, Ericsson received its first order for the 
digital GSM system, a standard that resulted in a 
veritable explosion in the number of subscribers 
during the 1990s. 

JESPER MOTT 

L A R S - G d R A N HEDI I 

corporate editor 

In search of a 
good story 
The other day I was listening to a presentation of Erics­
son's new branding platform. The presenter John Giere, 
responsible for branding at the corporate level, described 
how Ericsson can master the considerable challenge of 
continuing to build a strong brand without the help of 
mobile phones. In recent years, it has been mobile phones as 
consumer products that have increased general awareness 
of the Ericsson brand. 

For the company to succeed in building a strong platform 
for the brand, it is extremely important that everyone working 
in the company contributes. This in rum naturally presumes 
that everyone acquires knowledge about how the company 
wishes to be perceived. Several different descriptions are 
possible. Naturally, we can recite the qualities that have been 
established as typical for Ericsson - openness, intelligence 
and innovation - and try to describe them. This is not the most 
effective way, however. John Giere and his colleagues have 
found a much smarter method. By relating stories from Erics­
son's daily work, we can illustrate exactly what distinguishes 
our company from others. Let me give an example. 

An important customer in the Far East, renowned as a 
tough businessman, was meeting with Ericsson for contract 
negotiations, which were expected to be lengthy and de­
manding. In the elevator on the way down to the meeting, the 
back of this distinguished gentleman's trousers happened to 
split at the seam, resulting in a very revealing opening. Upon 
discovering this mishap, he naturally felt extremely embar­
rassed when the elevator doors opened and he stepped out 
into the hotel lobby where the Ericsson representatives were 
waiting. An awkward silence followed during which no 
one knew quite how to handle the situation until one 
of the Ericsson negotiators resolutely strode up to the 
reception, picked up a stapler and quickly and without the 
slightest hesitation stapled together the torn trousers. With­
out showing the slightest reaction, the customer returned to 
the elevator with the words: "Come up to my room with the 
contracts in a few minutes, and I'll sign them." 

Do you, dear reader, have a better story? I hereby invite 
you all to send in your best stories to Contact. We promise to 
publish the best ones and forward them to John Giere and 
his branding experts! 

e ericssati 

jesper.mott@lme.ericsson.se 
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