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and General Manager

With both revenue and bookings lower, these
are clearly difficult times for everybody within
Op e n w a ve EMEA. Howe ve r, I’m convinced that
we’ve bottomed out of our near two year decline
and that the picture is beginning to look brighter.
Be f o re Q3 we had six straight quarters of decline.
At least Q3 was flat, now the challenge for Q4
is to get the curve back up. If we can do it, it
will be like leaving the coal face and coming out
into the light above ground. We need to adjust
our vision and find a new seam to mine. In
addition, it will be hard saying goodbye to col-
leagues and friends as a result of the current RIF
programme,  but I believe this process will draw
a line in the sand and, as a result, we will begin
to move forwards again. 

FLEXIBLE FOCUS
Obviously there will be a lot less resource avail-
able post RIF, so resource alignment is crucial.
Everybody in the organisation, whether in IT,
marketing, financial or legal, will need to get
involved in selling, or at least in doing whatever
it takes to help the sales team get the job done.
We must all focus on new bookings, new deals,
new business. And we must all be flexible. For
example, if we launch a big promotion, we’ll
need internal IT teams to help out and we’ll
need marketing people to work closely with the
sales teams. The legal department will also share
fully in the new perspective and are driving their 
own proactive program to improve customer
perception of us.

Our move forward is very much in line
with the e:motion plan to align our organisation
to common goals. I have a fundamental belief in
mobile and mobility solutions and there will be

large market opportunities in mobile internet,
MMS, location and Java download. I believe the
pick up will come as operators gradually get
over paying for 3G licenses and 3G services get
launched - the launch of ‘3’ by Hutchison will
be a wake up call to the industry. Currently the
pace of change is too slow, the focus too narrow,
although the launch of the new Vodafone live!
and Sharp GX10 phone with our browser soft-
ware will be a big step forward.

MOVING FORWARD
I see two major ways forward. Firstly, we have a
large installed base for gateways and messaging
and we must maximise eve ry opportunity to gain
additional business and re venue from existing
customers. We must show increased levels of
customer focus and understanding in order to
grow our customers’ business and, in turn, help
them to grow ours. For example, driving our
mobile IQ has many opportunities to create
valuable n ew re venue streams for service prov i d e r s .

Secondly we must tirelessly seek out new
business, find opportunities to insert new soft-
ware and services to new operators. To do that
we need to develop a hunter/killer mentality 
and that’s why the sales force is being re s t ru c-
t u re d to create hunter/killer teams with wider
responsibilities. I described this at the opps.
review as launching a fleet of Los Angeles class
hunter/killer submarines, so consider yourself 
in the Navy!!!

To sum up, the coming months will be 
difficult, but they will be positive. As demon-
strated by the e:motion programme, we have a
clear vision for EMEA with a bias for action.
Designed to drive a new round of success.

A three year, $2.1m contract has been signed
with Swisscom to upgrade and maintain their
current MAG (Mobile Access Gateway). The
deal, signed in October, was ‘a great start to 
the new quarter’, said territory manager Neil
Griffiths. 

The new contract, signed on behalf of the
customer by Swisscom CEO Karsten Schlotter,
continues an existing three year relationship
with the Berne-based operator. It includes
licenses for a software upgrade to MAG version
5.1 and on-going maintenance cover.

Previous experience with Openwave gave
Swisscom confidence in renegotiating the new
contract. ‘The customer has been very happy
with the apparatus side,’ said Neil. ‘They found
the software stable and the whole system easy to
operate and monitor.’

In the face of stiff competition from other
suppliers, this was an important contract to win,
and it was very much a team effort. As Neil
explained: ‘Eve rybody pulled together on this one.
The sales team worked closely with the legal team
who gave vital support to the whole bid.’
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A day in the life of ALEX HAWKER

In my life, regular 13 hour days are normal

(apologies to those of you that do more!!!!).

Unfortunately I’m a slave to my PC. One day’s

emails can take three hours to deal with. In fact

I’m often still working on them at home, sitting

up in bed until midnight, but I need to clear

them, otherwise I would get buried. I can also

spend anything up to four hours each day sharing

information on conference calls. Hours can pass

very quickly in the office so I also try to leave

four to five hours each day free for customers

and partners! Actually I would not have a chance

of coordinating it all without Nanda my assistant

(thanks Na n d a ) .

We had a big success in South Africa

recently, winning a significant contract with

Vodacom (thanks Brett and team). A recent trip

I made out there included numerous customer

executive and delivery team meetings, a phone

press interview with the Financial Times and a

conference call with Hewlett Packard to plan a

go-to-market strategy for our new emergency

s e rvice location application. Then it was a re g u l a r

briefing call  with  IBM to discuss the ongoing

relationship and deal opportunities followed by

a one-to-one call with my boss (ouch!!!). 

Finally, I called my direct reports to get an

update of what was happening elsewhere (better

- thanks guys). Then I flew back overnight to

Europe for another meeting the following day.

Our region stretches from Helsinki to

Johannesburg and from Dublin to Oman, so I

spend a lot of my time travelling, visiting

Openwave offices and customers. On a typical

day I get up at 5.30am and set off for the airport ,

sending a series of voicemails on the way. When

I arrive in whatever country I’m visiting, I might

hold a couple of customer meetings in the local

office, download my emails in a taxi, then hold

a conference call when I get back to the airport.

That’s when it’s useful to know where the mute

button is! 

We have great teams in Europe and I very

much enjoy working with them. We have offices

in some special locations. In Rome the building

is very old and very beautiful, and in Madrid,

even though the office is in a modern block, it

does overlook the Bernebeu stadium, which can

be interesting.

JUST DESERTS
Following our success in southern Africa we’re

now exploring Africa further, up to the sub-

Saharan region. We’ve also got a new focus in

Eastern Europe, so can I put in a requisition for

a company jet please!

I used to have hobbies before I joined

Openwave. Since then, I’ve only managed one

afternoon of golf (and that was with IBM). My

current project is to build a new office above the

garage at home. That will give me a better work /

life balance, allowing me to do the late evening

stuff at home. I’m replacing an old 56k modem

with ADSL which will also make it easier to

keep in touch. 

Another change I have decided on will be

giving up my office in Hemel Hempstead and

moving out to work in the shared desk area. I

believe in management by wandering about.

Open plan environments allow cross pollination

of ideas and talk over the coffee machine can be

valuable for communication. In fact, I’m going to

suggest the policy and encourage other managers

to do the same, especially post RIF, when with

our reduced size communications and office spirit

will be more important than ever.

OPEN DAY:

I believe in management by wandering

about. Open plan environments allow

cross pollination of ideas and talk over

the coffee machine can be valuable for

communication.

Alex Hawker is EMEA Vice
President and General Manager.

He joined Openwave in May from
Hewlett Packard, where he was
General Manager for telecom in

Europe. Alex moved to Openwave
to build an independent software-

based enterprise that can truly 
be the 800 pound gorilla of 
the mobile e-service world.

In a difficult time for the 
telecoms sector, Alex is full of

optimism for the future and 
still fits as much as he can 

into each day.

Alex contemplates the benefits 
of open plan seating.

Photo taken with a Nokia 7650
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VODACOM GOES LIVE WITH OPENWAVE MMS

Op e n w a ve has pulled off an exceptional coup in
South Africa - our first ever MMS installation
within three months from trial installation to
m a rket launch. The first meeting was in June,
the resulting proposal was accepted in Ju l y, which
set us a re a l challenge. From Ju l y, the trial system
was to be installed by 1s t August (done √) with
the go live target of 1st Oct if the trial was
accepted (done √). In the event, Vodacom’s
MMS launch was postponed until October 4th,
because of GPRS infrastructure delays.

Openwave  designed, planned and
installed the  first commercial MMS application
complete with real applications and a photo
album for the Vodacom4me portal. In Europe,
Vo d a f o n e’s Ericsson-based solution was announced
last Fe b ru a ry. Vodafone UK currently expect to
launch their service Vodafone l i ve ! on 25th
Oc t o b e r. 

First MMS installation to support Prepaid

This installation includes support for Intelligent
Network prepaid billing, Openwave have imple-
mented real-time billing based on IP. The full
service is on offer to both prepaid and post paid
customers, the easy way to more than double
your addressable market. Most of the European
operators are currently only offering MMS 
service to post paid customers. 

First MMS installation with published
MM7 API for third party developers

Vodacom want good content and plenty of it.
They have adopted the DoCoMo business

model - and set good commercial terms for
developers and opened their MM7 API. Anyone
who wants to develop for them can and, what’s
more, they’ll get paid! Typically, Vodafone 
corporate has adopted the walled garden/own
brand portal elsewhere in the world. However,
we will monitor the success of this endeavour
and report any successes in due course.

Another successful Siemens partnership

This deal was done in conjunction with Si e m e n s ,
South Africa who supply the Vodacom billing
system. The co-operation and development of the
billing support means that Siemens can now
boast their pre-paid MMS billing capability to
enhance our chances of penetration elsew h e re in
the world.

Handset support

There are a number of very exciting handsets
launching with this sevice. Principally, both the
new Panasonic and the Sharp camera phones -
as well the latest camera phones from Ericsson
and Nokia. Openwave software features heavily
in the Sharp phone, so expect to see more news
about that once the Vodafone live! launch has
hit the streets.

Total Integration

Integration with the Intelligent Network, the
billing system and the Portal. Not bad for three
months concerted effort! To view the portal go
to www.vodacom4me.com.

The following is a list of forthcoming
events where Openwave personnel will
be speaking:

November 2002
The European LBS Forum, Nice,
France

November 18-21, 2002

Tim Dunn - E112: Examining the
Current Status of the EU’s Planned
Directive for Emergency Services in
Europe

For information: 

www.iir-conferences.com/lbs

Lehmen Brothers Multi-media
Systems Seminar, London, UK

November 24, 2002

Mark Taguchi

December 2002
Wall Street Journal Europe’s 3rd
Annual Entrepreneurship Summit,
Paris, France

December 4 & 5, 2002

Rikard Kjelberg - The Future of
European Entrepreneurship

OPENWAVE
TALKS

(and others listen)

The Vodacom4me portal home page
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LOYAL TO THE END

As announced in the last issue of New Wave,

Sarah Lock from the finance department in

Hemel Hempstead became Mrs Sarah Garner

on Saturday 5th October when she married Ray.

The wedding took place in the elegant

Georgian surroundings of the 18th century

Harpenden House Hotel in Hertfordshire. 

Husband-to-be Ray had only three words

to say in his vows and still managed to forget

his lines. He had to be discretely reminded to be

loyal (presumably by Sarah).

We also hear that two anonymous guests

at the ceremony, both Openwave e m p l oye e s ,

spent the entire day pursuing a young lady (with

the best of intentions). She turned out to be 15

years old! Hard luck Alan and Kapil.

We wish Sarah and Ray every happiness in

their life together.

Once again, over the past few weeks, Openwave has been helping to set the 
industry news agenda. In the October 16 edition of the Financial Times, David Hose, VP

Location Services, was interviewed about the effects of LBS (location based services), while in a
four page article on the Japanese mobile revolution, in the latest BA Business Life, the BA in-
flight magazine with a total readership of 2.5 million, CEO Don Listwin was quoted extensively,
during a trip to Japan, on the exciting future for mobile. The article describes how Don used a
camera-equipped J-phone to snap a picture of himself in his car and email it to his wife in
California. Said Don: ‘When she opens her email today, she’s going to open it up and there’s a
picture of me in the car, saying: ‘Honey, I love you, miss you. . .’ and it cost me 8 cents.
Photomessaging has become very big here.’

PRESS AND MEDIA 
COVERAGE



The Sharp GX 10 a worthy MMS handset
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LOOK,SHARP

There is a well-known military aphorism that
says a convoy can only travel at the speed of
the slowest ship.Similarly, handset technology
governs the uptake of mobile data services, but
at last a range of excellent new devices is coming
to market. 

A great example is the Sharp GX 10, flag-
ship of Vodafone live!(their branded MMS 
service) launched in the UK at the end of
October. Vodafone is reported to have ordered
one million of the new handsets for sale in

Europe, of which they expect to sell 440,000 in
the run up to Christmas. 

A multi-media, java-enabled, polyphonic,
GPRS camera phone, the GX 10 has an exc e l l e n t
colour screen (Sharp being the worldÕs leading
colour screen OEM) and comes complete, of
course, with the Openwave Mobile Browser 6.1,
messaging toolkit and java support. The new
handset is lighter, smaller and, with a UK retail
price of £199, substantially cheaper than many
of its competitors.


