
1st and 2nd October 2003
Kensington Marriott Hotel, London

Mobile Device
Developments 2003

Booking Hotline: +44 (0) 20 87676711

Speakers include:

n How to optimise handset features and functionality

n Achieving synergy between content and terminal

n Segmenting the mobile device market: analysing the key trends in leisure
and business sectors

n How can device features help to stimulate demand for mobile data services?

n Establishing what the trade-offs are in terms of cost, battery life and 
processing power associated with advanced features

n Key factors to increase ARPU and shorten the replacement handset cycle

Key themes:

Changing Customer Needs For 2.5G & 3G Services 

Pre -Conference  In te rac t ive  Workshop

Alex Gerstner, Product Design Terminals,  Vodafone

Carlos Melendo, Handsets and Smart Cards Senior Manager, Telefónica Móviles

Dr Alex Hum, Senior R&D Manager,  Orange Imagineering

Neil Fletcher, Device Strategy, MmO2

Cedric Nicolas, i-mode Roadmap & Expertise Manager, Bouygues Telecom

Jukka Helin, Head of MediaLab, TeliaSonera

Richard Fletcher, 3G Applications & Services Manager, Manx Telecom

Christophe Nivelet, Advanced Projects Manager, Bouygues Telecom

Peter Chou, Vice President - Wireless Mobile Division, HTC

John Williamson, Director of Technology,  Carrier Devices

Susan Macke, Vice President - Smartphones, Sendo

Dirk Hofmann, Director Consumer Marketing, Business Unit 3G & Convergence, Siemens

Cyrus Allen, Content Alliances, Applications & Development, SonyEricsson

Mike Phillips, Director or Marketing, Wireless and Broadband Systems Group EMEA, Motorola SPS

Sponsored by:

Enabling the convergence of voice, data, video & picture capabilities

V Customer need evolution

V Segmenting the market

V Service creation theory

V Early money

V Totally new service ideas

V Case examples

Supporting publications:

Tuesday 30th September 2003 - Led by: Tomi T Ahonen



08:40 Registration and coffee

09:10 Opening remarks from the chairman
Tomi T Ahonen
Independent 3G consultant & author - books: m-profits, Services for UMTS 
& 3G marketing

09:20 Operator Keynote - Device strategy at Vodafone
• Assessing the advantages of branded handsets 
• Outlining the key features Vodafone looks for when selecting a handset
• The role of personalisation in device strategy
• Differentiating the needs of business and leisure users and developing 

device strategy accordingly
Alexander Gerstner
Product Design Terminals
Vodafone 

10:10 Achieving vendor differentiation in the mobile handset 
market
• HTC's experience of smartphone handset development with Orange and 

T-Mobile
• An insight into the fundamentals of building a successful relationship 

with operators 
• Key principles of achieve device differentiation in a competitive marketplace
• Strengths of HTC devices and prospects for the future
Peter Chou
Vice President, Wireless Mobile Division
HTC 

10:50 Coffee

SMARTPHONE DEVELOPMENT

11:10 Case Study: Orange SPV
• How do you define a 'smartphone'?
• Unique features of the Orange SPV in comparison to existing Orange 

handsets and competitor Smartphones
• Assessing the current uptake and potential for the SPV
• Understanding the market for the SPV, has the reality mirrored Orange's 

expectations?
Pete Ford
Head of Device Strategy & Category Development
Orange *

11:40 Qtek 1010 Windows powered Smartphone
• Expanding the Smartphone paradigm
• Customisation examples from multiple network deployments
• Vertical applications on horizontal devices
• Hosted v Provided services
John Williamson
Director of Technology
Carrier Devices

12:10 Update on the progress of Smartphones from Sendo
• Key features of Sendo manufactured handsets and an assessment of the 

major issues in building a successful relationship between operator and 
handset manufacturer

• Assessing the importance of high speed data access
Susan Macke
Vice President, Smartphones
Sendo

Questions and discussion

13:00 Lunch

14:00 Sony Ericsson smart phones - first lessons in mobile multi-
media
• Mobile multi-media: hype or reality?
• Features that will drive mobile content uptake
• Sony & Ericsson: the power of an integrated mobile business model.
Cyrus Allen
Head Global Content Alliances
Sony Ericsson

PERSONALISATION AND INTERACTIVITY

14:35 The role of personalisation in device development
• Assessing the advances made in the developments of the SX1 and outlining

its unique features 
• Explaining Siemens viewpoint that personalisation is the key issue in 

Smartphone development rather than the uniformity of a PC  based system
• Advantages of the Series 60 platform. Realising the potential to allow a full

range of applications, location services, e-payments, picture messaging, 
video messaging and movies

Dirk Hofmann
Director Consumer Marketing, Business Unit 3G & Convergence
Siemens 

15:10 Coffee

15:40 Balancing standardisation and differentiation at Telefónica 
Móviles
• Developing handsets that allow interactivity and observance of standards 

yet leave scope for personalisation
• Overview of the implications of standardisation initiatives at the different 

fora (OMA, 3GPP, M-Services).
• Examples of personalisation and differentiation of services and platforms at

Telefónica Móviles
Carlos Melendo
Handsets and Smart Cards Senior Manager
Telefónica Móviles 

16:10 Bluetooth: enhancing mobile service offerings
• Understanding how Bluetooth can enhance service offerings for mobile 

operators
• Outlining future revenue opportunities for operators through bluetooth
• Evolutionary path of terminals and business drivers
Dr Alex Hum
Senior R&D Manager
Orange Imagineering 

16:40 Bluetooth - an alternative content delivery channel
• Using Bluetooth and the PC to deliver content to the handset
• The dwindling significance of time critical content
• Cutting out the mobile operator as a content delivery channel
• Replacing the PDA with the Bluetooth enabled handset
Nick Hunn
Managing Director
TDK Systems Europe 

17:10 Questions and discussion

17:25 Summation of day one from conference chair

Day One Wednesday 1st October 2003

Booking Hotline: +44 (0) 20 87676711

Mobile Device Developments 2003



09:00 Opening remarks from the chair

ENABLING 3G SERVICES
Handset development and the provision of 3G services

09:10 Case study: Manx Telecom & trial 3G network
• Experience of establishing the first 3G network in Europe to go live
• Key parameters and targets in the trial
• Which applications gave positive customer feedback?
• Lessons from the IOM 3G showcase
Richard Fletcher
3G Applications & Services Manager
Manx Telecom 

09:50 Transferring Samsung's expertise in Asia to the European 
mobile handset market
• Key lessons in device development from the more developed 2.5G & 3G 

markets in Asia
• Leveraging Samsung's experience of developing handsets that work on 

Microsoft Smartphone, Palm and Symbian operating systems
• Key advances in handset strategy at Samsung
• How camera phones were launched in Asia and the implications for 

European operators
• Predicting the timeline for take-up of GPRS and UMTS handsets
Samsung *

10:20 Coffee

10:50 Addressing the challenges for component vendors to deliver
increasingly advanced feature sets and improved user 
experience on mobile handset solutions
• Implications of increased data bandwidth and compelling application

requirements
• Enabling design options - advantages and disadvantages
• Motorola's platform approach
Mike Phillips
Director or Marketing, Wireless and Broadband Systems Group EMEA
Motorola SPS

DRIVING DATA SERVICES THROUGH DEVICE DEVELOPMENT

11:30 Developing content services and applications for Symbian 
Smartphones on 2.5G+ networks
• Assessing functionality vs. compability in developing services for

mobile devices
• Diversity of mobile devices and its implication to application

development
• Introducing mobile video services in GPRS networks
• Case study: Sonera Colour service - mobile music, games, location 

based services, news, etc. for mobile phones with colour displays
• Turning the requirement for mobile digital rights management and

P2P superdistribution into a significant business opportunity
Jukka Helin
Head of MediaLab
TeliaSonera 

12:20 Lunch

13:30 Developing mobile devices with both voice and data 
functionality
• Focus on the XDA, convergence of voice and data services
• Key device considerations to drive data service uptake

• What needs to be compromised on a voice and data device
• Overcoming MMS interoperability and integration with legacy messaging 

systems
Neil Fletcher
Device Strategy
MmO2

14:10 Bouygues Telecom's experience of wireless Java
• Key factors and future opportunities of wireless Java
• MIDP status for Bouygues Telecom
• JAVA for i-mode TM
• Key features of i-mode handset design
• Assessing the advantages and disadvantages of the Java platform
• Wireless Java applications forecasts - examining take-up i-mode services
• Experience of working with i-mode alliance operators and NTT DoCoMo 

around i-mode handset specifications
Cedric Nicolas
i-mode Roadmap & Expertise Manager
Bouygues Telecom
&
Christophe Nivelet
Advanced Projects Manager
Bouygues Telecom

14:50 Incorporating wireless Java capabilities into handset design
• Examples of the current use of wireless Java 
• Key factors and future opportunities of wireless Java
• Assessing the advantages and disadvantages of the Java platform
• Wireless Java applications forecasts - examining take-up of services
• Harnessing wireless Java as an effective bridge to 3G
Gabor Weiner
Strategic Alliances Manager
Sun Microsystems 

15:20 Coffee

15:40 Shifting brand values in the mobile industry
• How network operators can claw back brand equity from handset 

manufacturers
• The role of personalisation in device strategy
• Content services and targeted development for the consumer and 

enterprise markets
• New market entrants, phone applications and Java games
Doug Goodwin
Business Development Director
Tao Group

16:10 'Phoneware': real market impact for operators and 
manufacturers
• Mass market phones or 'smartphones' - what does the future hold?
• The roles of operating systems, execution environments and phone 

middleware in the changing data phone market
• Market overview of developments in the mobile device software industry
• Real-life implications for operators and manufacturers
Brian Dally
Director Product Marketing, Client Software
Openwave Systems

16:40 Questions and discussion

17:00 Close of conference

* invited subject to confirmation

Day Two Thursday 2nd October 2003

Booking Hotline: +44 (0) 20 87676711

Mobile Device Developments 2003



The 'Mobile Device Developments 2003' event covers the key issues
concerned with ensuring continued revenue growth in the handset market
and increased take-up of data services.

The event will be a meeting point for telecom operators, MVNO's, handset
manufacturers and applications developers.   In the current highly

competitive wireless sector, 'Mobile Device Developments 2003' has
unrivalled opportunities to promote your companies products and services
to a highly targeted client base. Bespoke exhibition and sponsorship

packages are available on a first come first served basis.

If you would like more information on the range of sponsorship or

exhibition possibilities for 'Mobile Device Developments 2003' please
contact Andrew Oliver.

Andrew Oliver
Tel: +44 (0) 208 767 6711
Email:  andrew.oliver@visiongain.com

Promotional Opportunities
Mobile Device Developments 2003

09.00 Registration

Customer need evolution
Recent research findings, end-user studies, theories; discussion

Segmenting the market
Traditional, evolution, future of telecoms segmentation; discussion 

Business vs Residential Early Adopter customers
Chicken and Egg, B2C, P2P, B2B, B2E, M2M; discussion 

How services evolve, building addiction
SMS to WAP to GPRS to 3G and beyond; discussion 

12.30 Lunch

13.40 Service creation for profit - The Five M's
Movement, Moment, Me, Money & Machines; discussion 

Early money opportunities
Mobile phone and absolute competitive advantage; discussion 

Totally new service ideas
Recent examples creative innovation in mobile telecoms; 
discussion

Case examples: Japan, Korea, Norway, Finland
Discussion; further sources of information

16:30 End of workshop

Changing Customer Needs For 2.5G & 3G Services 

Pre-Conference Interactive Workshop

Schedule: The workshop will run from 9.00 until 4:30 with lunch and refreshments at appropriate intervals

Tuesday 30th September 2003
Led by: Tomi T Ahonen - Independent 3G consultant & author - books: m-profits, Services for UMTS & 3G marketing

Mobile Device Developments 2003
Enabling the convergence of voice, data, video & picture capabilities

Booking Hotline: +44 (0) 20 87676711

Sponsored by:

About Siemens Mobile

The Siemens Information and Communication Mobile Group offers the
complete range of mobile solutions including mobile devices,
infrastructure and applications. Devices include mobile phones, fashion

accessory phones, wireless modules, mobile organizers and cordless
phones as well as products for wireless home networks. The
infrastructure portfolio includes GSM, GPRS and 3G mobile network

technologies from base stations and switching systems to intelligent
networks, e.g. for prepaid services. Mobile Applications cover end-to-end
solutions for Messaging, Location Based Services or Mobile Payment.

For fiscal 2002 (September 30), Siemens mobile recorded sales of EUR
11 billion and employed approximately 28,600 people worldwide.

You can access further information about Siemens IC Mobile on the
Internet at 

http://www.siemens-mobile.com

Your Workshop Leader:

Tomi T Ahonen is an independent 3G consultant and bestselling
author based in London. Previously he has been employed by
three operators in Finland and USA where his accomplishments
include creating the world's first fixed-mobile service bundle and
setting the world record for taking market share from the
incumbent. He then worked for Nokia developing mobile internet
gateways, running segmentation, heading Nokia's 3G Business
Consultancy, and overseeing Nokia's 3G Research Centre.
Presenting at over 60 conferences on six continents and lecturing
on 3G business at Oxford University, Tomi has been quoted on 3G
topics in over 100 periodicals including the Wall Street Journal, the
Economist, Total Telecom and 3G Mobile. With many years of
telecoms standardisation work, Tomi is currently involved in IEEE's
preliminary work on how services evolve from 3G to 4G. His books
are m-Profits: Making Money from 3G; Services for UMTS; and 3G
Marketing. Tomi holds an MBA from St Johns NY.

For more see www.tomiahonen.com



The current mobile device market is characterised by a number of new
dynamics, with new market entrants and technological advances resulting in
an acceleration of device diversity. Canalys estimate an increase in handset

shipments (EMEA only) in Q1 2003 to be a massive 125% increase over Q1
2002. They particularly note an increase in sales of devices running the
Symbian OS, resulting in a 53% share of total devices shipped. This would

indicate a strong European market for Smartphone devices.

With the advent of content and data services and the evolution of GPRS and
UMTS capabilities consumers now have markedly different handset
requirements.  The onus is on handset manufacturers to optimise functionality

and advanced features whilst the operator seeks to achieve the best possible
synergy between content and terminal.  With an increasingly high saturation
rate in Europe, the challenge is to shorten handset replacement cycles and

segment the business and leisure markets so that consumers use more than
one device.

This event will examine ways to improve your wireless handset strategy
through accelerated convergence of data and voice functions together with

video and picture capabilities.  The conference will provide a forum for mobile
operators, MVNO's, handset manufacturers and software developers to discuss
the issues that are currently defining the wireless industry.

Conference Background

• Mobile Operators

• Handset Manufacturers

• MVNO’s

• Application Developers

• Terminal Component Suppliers

• Mobile OS/Platform Vendors

• Multimedia Software Developers

• Consultants

3G Bulletin
visiongain's flagship newsletter

3G Bulletin is a 60+ page monthly newsletter analysing the major developments in

the 3G telecommunications market. Providing you with independent analysis on

national markets. From China to the U.S, bringing you the most up-to-date

intelligence on policies, projects, markets and strategies.

This leading source of specialised business intelligence will outline regulatory and

strategy developments, regional reports and major infrastructure projects. 3GB

includes a monthly review of the latest 3rd Generation mobile news with industry

features from around the world. 3G Bulletin also provides invaluable coverage on

joint ventures, technology, equity investments, procurement contracts and all major

3G activities for all operators across Europe. Also included in your monthly

subscription is a separate project tracker supplement that monitors international 3G

auctions and contracts. 

For your free sample copy please email: sara.peerun@visiongain.com 

or go to: www.ewirelessnews.com

Supporting Publication:

Who should attend

Replacement Handset Shipments (% of total)

Latest visiongain wireless reports - for your business information needs

V SMS TV Forecasts 2002-2007

V Nokia’s™ 3-Tier Expansion Strategy:
High volume, high fashion & high tech

V SMS 2003

V GPRS Forecasts 2002-2007

V Blackberry™ In Europe

V Microsoft™ In Wireless 2003

V Public  WLAN Forecasts 2003-2008

V Mobile Marketing Forecasts 2003-2008

V Camera Phones 2003

V Samsung™ Report

To order or to view table of contents go to:  www.ewirelessnews.com

lvisiongain
™

Companies

• VP - UMTS Implementation

• VP/Director Product Innovation

• VP Smartphones

• GPRS & UMTS Project Directors

• Device Specialist

• VP Application & Services

• VP/Director New Technologies

• Business Development Director

• Director 3G Strategy

• Head of 3G Taskforce

• VP Product Marketing

• Director Product Development

Job titles

Mobile Device Developments 2003
Enabling the convergence of voice, data, video & picture capabilities

Source: visiongain



Forename:

Surname:

Job Title:

Company:

Main line of Business:

Address:

Country:

Postcode:

Phone:

Fax:

Email:

For multiple bookings please photocopy this form

Payment must be made in sterling
By Mail: Complete and return your signed Registration form together with
your cheque payable to visiongain Ltd and send to: visiongain,
40 Tooting High Street, London, SW17 0RG. UK
By Fax: Complete and fax your signed Registration form with your credit
card details to +44 (0) 20 8767 5001
By Phone:  Call us on +44 (0) 20 8767 6711 with your credit card details 
By Credit Card:  Fill in your card details below and fax back on
+44 (0) 20 8767 5001

Venue: The Kensington Marriott Hotel has excellent transport links to all London airports,
with train and tube stations nearby. Nearest underground stations are Earls Court
(Piccadilly/District line) or Gloucester Rd (Circle/District & Piccadilly lines). Piccadilly line goes
direct to Heathrow airport. The nearest mainline station is Victoria which is a 15 minute taxi
ride from the hotel.

Payment terms:  visiongain require the full amount to be paid before the event. visiongain
Ltd may refuse entry  to anyone who has not paid their invoice in full. A credit card guarantee
may be requested if payment has not been received. visiongain Ltd reserves the right to
charge interest on unpaid invoices.

Substitutions/name changes or cancellations: There is a 50%  liability on all bookings
once made, by post fax, email or web. There will be no refunds for cancellations received on
or after one month before the start of the conference. If you decide to cancel after this date
the full invoice must be paid. Conference notes will then be sent to you. Unfortunately we are
not able to transfer places between conferences and executive briefings. However if you are
unable to attend the event you may make a substitution/name change at any time as long as
we are informed in writing by e-mail, fax or post. Name changes and substitutions must be
from the same company and are not transferable between countries.

Invoice alterations: There will be an administration charge of £50 for any alterations to an
invoice, excluding substitutions/name changes, requested by the customer. This will be
charged to the customer by credit card prior to the changes being made.

Indemnity: visiongain Ltd reserve the right to change the conference/ executive briefing
content, timing, speakers or venue without notice. The event may be postponed or cancelled
due to unforseen events beyond the control of visiongain Ltd. If such a situation arises we will
try to reschedule the event. However, visiongain Ltd cannot be held responsible for any cost,
damage or expenses, which may be incurred by the customer as a consequence of the event
being postponed or cancelled. We therefore strongly advise all customers to take out
insurance to cover the cost of the registration, travel and expenses.

Data Protection:  visiongain Ltd gathers and manages data in accordance with the Data
Protection Act 1988. The information about you contained on this form may be used to update
you on visiongain Ltd products and services via post, telephone, fax or email, unless you state
that you do not want us to do so. We may also share your data with external companies
offering complimentary products or services. If you wish for your details to be amended,
suppressed or not passed on to any external third party, please send your request to the
Database Manager, visiongain Ltd, 40 Tooting High Street, London, SW17 0RG.  Alternatively
you can visit our website www.visiongain.com and amend your details. Please allow
approximately 30 days for your removal or update request to be applied to our database.
Following your removal or update request, you may receive additional pieces of
communication from visiongain Ltd during the transitional period, whilst the changes are
coming into effect.

The fee includes lunch, refreshments and conference papers provided on the day. It does not
include travel, hotel accommodation, transfers or insurance (which we strongly recommend
you obtain)

VAT will be charged at the local rate on each conference. Delegates may be able to recover
VAT incurred by contacting Eurocash Corporation plc +44 (0) 1273 325000,
eurocash@eurocashvat.com. Eurocash are specialists in recovering cross border VAT.

How we will contact you:  visiongain Ltd’s preferred method of communication is by
email and phone. Please ensure you complete the registration form in full so that we can
contact you. 

Signature:

I confirm that I have read and agree to the terms and conditions of booking

Please debit my credit card

q Access q Mastercard q Visa q American Express

Card number: |__|__|__|__|  |__|__|__|__|  |__|__|__|__|  |__|__|__|__|

Expiry Date: |__|__|  |__|__| 

Signature:

Registration Form

PRICING:

q Conference and workshop Fee: £1,400 VAT: £245 Total: £1,645

q Conference only Fee: £1,099 VAT: £192.33 Total: £1,291.33

q Workshop only Fee: £650 VAT: £113.75 Total: £763.75

METHODS OF REGISTRATION & PAYMENT

2 day international conference & workshop
1st & 2nd October 2003
Venue: Kensington Marriott Hotel
147 Cromwell Rd, London SW5 OTH

Telephone: +44 (0) 20 8767 6711
Fax: +44 (0) 20 8767 5001

Address: b2b Conferences, visiongain Ltd.
40 Tooting High St, London, SW17 ORG

Email: b2bconferences@visiongain.com

Web: www.visiongain.com

visiongain ltd
Barclays Bank
Mayfair Group
27 Regents Street
London SW1Y 4UB, UK

a/c: visiongain ltd

Sort Code: 20-71-64
Account No: 6038 7118
Swift Code: BARC GB22  

Bank transfer:

Obviously nothing compares to being there but you do not need to miss out.

Simply tick the box and send with your payment. You will receive your copy of the
event CD Rom 2 weeks after the event.

Yes, please send me a copy of the CD for £399 (+ 69.83 VAT) = £468.83

Are you unable to attend the event?

How to contact us:

Mobile Device Developments 2003

Conf. code - b2bc


