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MissionMission
Design and ManufactureDesign and Manufacture
 IndustryIndustry--leading display product.leading display product.
Committed to be the best in all respects toCommitted to be the best in all respects to

provide the best value to customersprovide the best value to customers
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VisionVision
 Increase personalIncrease personal

communicationcommunication
Voice servicesVoice services

driven by data anddriven by data and
multimediamultimedia

Constant innovationConstant innovation
Customer servicesCustomer services
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ProductsProducts

WCDMAWCDMA
 3GPP for 3G3GPP for 3G
GSMGSM
 ISS (InternetISS (Internet

Security Systems)Security Systems)
WAPWAP
TDMATDMA
CDMACDMA
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External EnvironmentExternal Environment
TelecommunicationsTelecommunications

NetworksNetworks
Growth in the InternetGrowth in the Internet
Transition from secondTransition from second

generation to 3Ggeneration to 3G
 Increase in need forIncrease in need for

fixedfixed--line broadbandline broadband
accessaccess

Wireless developmentWireless development
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Industry AnalysisIndustry Analysis
 DeregulationDeregulation
 US Telecomm. grew toUS Telecomm. grew to

91.5 Billion in 199991.5 Billion in 1999
 Wireless DevelopmentWireless Development
 Demand for DigitalDemand for Digital

network equipmentnetwork equipment
 Consumer demand forConsumer demand for

more bandwidthmore bandwidth
servicesservices
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Porter AnalysisPorter Analysis

 Economies of Scope:Economies of Scope:
HighHigh

 Technology: HighTechnology: High
 Fixed Cost: HighFixed Cost: High
 Brand Awareness:Brand Awareness:

HighHigh
 R & D: HighR & D: High
 Economies of Scale:Economies of Scale:

HighHigh
 Government Policy:Government Policy:

NormalNormal

 Suppliers’ Level ofSuppliers’ Level of
Intensity: LowIntensity: Low

 Chip Makers: NormalChip Makers: Normal
 Transfer cost ofTransfer cost of

Appliances: LowAppliances: Low
 Transfer Cost ofTransfer Cost of

Switching Chips: HighSwitching Chips: High

Threat of New Entrants Power of Suppliers
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Porter AnalysisPorter Analysis

 Buyers’ level ofBuyers’ level of
intensity: Lowintensity: Low

 Transfer Cost: LowTransfer Cost: Low
 Buyers’ Information:Buyers’ Information:

RichRich
 Buyers’ forwardBuyers’ forward

integration power: Lowintegration power: Low
 Buyers’ Loyalty: HighBuyers’ Loyalty: High
 Buyers’ Choices: RichBuyers’ Choices: Rich
 Purchase quantity: EndPurchase quantity: End

users (low)users (low)

 PagerPager
 PDAPDA
 SmartPhoneSmartPhone
 Toll PhoneToll Phone
 3G Products3G Products
 ConsolidatedConsolidated

ProductsProducts

Power of Buyers Product Substitutes
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Porter AnalysisPorter Analysis

 The Growth Industry: HighThe Growth Industry: High
 Capital Intense: HighCapital Intense: High
 Product differentiation: shapeProduct differentiation: shape--high, functionhigh, function--

mediummedium
 Brands: HighBrands: High
 Transfer Cost: LowTransfer Cost: Low
 Information Complexity: LowInformation Complexity: Low
 Competitiveness: HighCompetitiveness: High

Intensity Among Rivalry
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Market OpportunityMarket Opportunity
 DeregulationDeregulation
 TechnologicalTechnological

EvolutionEvolution
 Worlds largestWorlds largest

consumer electronicconsumer electronic
industryindustry

 Voice centric toVoice centric to
personal data centricpersonal data centric

 Access to the InternetAccess to the Internet
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Competitive AdvantageCompetitive Advantage
 Design/BrandDesign/Brand
 InnovativeInnovative

ManufacturingManufacturing
 Product firsts/AwardsProduct firsts/Awards
 PartnershipsPartnerships
 Management trainingManagement training
 International programsInternational programs

to develop managerialto develop managerial
competencecompetence
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SWOT AnalysisSWOT Analysis

 Brand RecognitionBrand Recognition
 ManufacturingManufacturing
 DesignDesign
 InnovationInnovation
 Market Share in GSMMarket Share in GSM

MarketMarket
 Management teamManagement team

 Market Share in US &Market Share in US &
JapanJapan

 A majority of ProfitsA majority of Profits
depend on Mobiledepend on Mobile
Phone BusinessPhone Business

 Perceived as a MobilePerceived as a Mobile
Phone ManufacturerPhone Manufacturer

Strengths Weaknesses
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SWOT AnalysisSWOT Analysis

 3G Cellar Market in US3G Cellar Market in US
& Asia& Asia

 Convergence ofConvergence of
technologiestechnologies

 Expand throughExpand through
partnershipspartnerships

 Further reducingFurther reducing
environmental impactenvironmental impact

 Japanese 3G mobileJapanese 3G mobile
phone manufacturesphone manufactures

 Consumer electronicsConsumer electronics
 Microsoft's WindowsMicrosoft's Windows

CE operating systemCE operating system
 Missing a cycle of newMissing a cycle of new

and innovative phonesand innovative phones

Opportunities Threats
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FinancingFinancing

Nokia Networks
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FinancingFinancing
Nokia Mobile Phone
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ForecastingForecasting
 Improving MarketImproving Market

conditionsconditions
 Total Market raisingTotal Market raising

by 10by 10--15%15%
 Replacement sales toReplacement sales to

increase by 55%increase by 55%
 Operating Margins toOperating Margins to

increase from 10increase from 10--15%15%
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RecommendationRecommendation
 Expand the NokiaExpand the Nokia

RevolutionRevolution
 Develop 3G NetworksDevelop 3G Networks

in US and Asiain US and Asia
 Maintain Design &Maintain Design &

InnovationInnovation
 Select Partnerships forSelect Partnerships for

expansionexpansion
 Investment in 3GInvestment in 3G

NetworksNetworks


