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Main events 
in 2002

 1 Jan Comptel opened a new office in São Paulo, Brazil.
 1 Jan Comptel implemented the International Accounting  
  Standards (IAS) compliant sales revenue recognition  
  principles for delivered customer projects in 
  the preparation of its financial statements.
 17 Jan Comptel increased its holdings in Mobicus Ltd 
  to 20 per cent.
 14 March Comptel acquired a 20 per cent holding of the Irish  
  company Tango Telecom Ltd.
 13 June Comptel’s Board of Directors decided to merge 
  its subsidiary Comptel PASSAGe Ltd with 
  Comptel Corporation.
 8 Aug Comptel published the first prepaid mediation 
  solution delivery agreement with P&TLuxembourg.
 1 Sep Tero Laaksonen started as President and CEO of  
  Comptel, as Heikki Tetri retired.
 10 Sep Logica and Comptel published a global VAR 
  (Value Added Reseller) co-operation agreement.
 16 Sep Comptel lowered its estimate for the turnover for  
  2002 and started rearranging the company’s cost  
  structure. The economy measures included reducing  
  personnel capacity, reducing the amount 
  of subcontracting and cutting real estate costs.
 16 Oct Comptel published a framework agreement on 
  delivering mediation solutions to mmO

2
.

 19 Dec Comptel published an agreement on delivering a 
  Customer Care solution to the TETRA public  
  authority network, operated by Suomen Erillisverkot.

Group turnover, EUR million Group operating profit, EUR million

Key indicators 2002 2001

Turnover, EUR million 49.3 58.2

 Change from previous year, % -15.3 -

Operating profit, EUR million -6.7 10.9

 as % of turnover -13.5 18.7

Earnings per share (EPS), EUR  -0.05 0.07

Equity per share, EUR 0.33 0.40

Dividend per share, EUR 0.00* 0.03

Dividend payout ratio, % - 41.1

R&D costs, EUR million 10.4 8.5

 as % of turnover   21.1 14.7

Equity ratio, %  83.6 86.6

*) The Board’s proposal
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 Comptel supports operators and service providers in the development of their technology and business. E.g. the Multimedia Messaging 
Service (based on the transmission of wireless pictures messages and initialised during 2002) requires operators to create new 
interfaces and functionalities for their information systems. Comptel’s products have, on a global scale, been part of this new business 
from the outset. Consumers benefit from efficient service use, and operators can charge their customers on the correct basis. 

Comptel in brief

Comptel is the leading software provider in its business area glo-
bally. The highly packaged mediation and provisioning software 
solutions serve as intelligent links between the operators’ and 
service providers’ business support systems and the telecom-
munications network. Solutions of the Comptel Link product 
family enable, for example, the collection of usage data from 
the operator’s network, new subscriber provisioning and service 
activation in the network, as well as effective management of 
content services in all network environments. 

By the end of 2002, Comptel had delivered its software 
solutions to more than 210 customers in 64 countries. The 
number of personnel at the end of 2002 was 595. The com-
pany’s turnover for 2002 amounted to EUR 49.3 million. 
Comptel was established in 1986 and is listed on the Helsinki 
Exchanges (HEX: CTL1V). Comptel is a subsidiary of Elisa 
Communications Corporation. The parent company has a 58.1 
per cent interest in the company. Comptel is headquartered in 
Helsinki, Finland.  Additional information: www.comptel.com.

Comptel’s business areas

Comptel has two business areas: Product Business and System 
Services. 

Product Business conducts the company’s key business, in 
other words it provides packaged mediation and provisioning 
solutions to service providers. It represents approximately 80 per 
cent of the Comptel Group’s turnover. 
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System Services develops customer-specific software 
solutions for Finnish teleoperators’ core businesses. The busi-
ness area represents approximately 20 per cent of the Comptel 
Group’s turnover. 

Comptel’s strategic objectives

Comptel’s strategy is to deliver packaged software solutions globally 
to both network and service operators, as well as service providers. 
The company’s market position has become stronger even during 
the economic slump, thanks to superior products, high-quality 
customer service and a performance-oriented sales organisation. In 
addition to quality, Comptel’s customers appreciate the company’s 
viability, which has been a priority and continues to be so.  

The most important success factors for the company are 
technology competence within telecommunications and IT and 
familiarity with telecommunications operators, as well as over 
16 years experience of customer deliveries all over the world. 
Comptel is constantly renewing itself, which means increasing 
competence, arranging operations with the focus placed on cus-
tomer needs in all areas, as well as maintaining and developing 
relationships with the right partners.

Comptel continually strives to improve its product fea-
tures, and maintain high service quality. Organic growth is the 
company’s primary objective. However, the company strategy 
can be complemented by way of company acquisitions, as well as 
with third party product representation.

Comptel’s objective is to grow faster than the market 
within its own narrow field of operations, at the same time 
ensuring that profitability and cash flow are secured under 
all circumstances. Business partnerships are important to 
Comptel, both as sales channels and as a means of ensuring 
that the company’s technologies are up to date. The partnerships 
do no affect Comptel’s independence or the chosen strategy, 
according to which company solutions are applicable for all 
technology environments in use by the customers.

Vision

People use an increasingly large 
number of various services 
irrespective of time and place. 
As a respected forerunner in our 
industry, we are actively engaged in 
the construction of a growing 
telecommunications market. We 
act globally in co-operation with 
operators and service providers.

Mission

We help our customers succeed. 
Together with our partners, 
we offer software solutions 
that make service management, 
use and charging more efficient.  

Values

• Respect for individuals
• Innovative thinking
• Ongoing development
• Reliability

Turnover distribution, 
EUR million

Product Business:
Licences

Product Business:
Services and maintenance
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Comptel is established

• Comptel diverged into 
 a separate company. 
 Comptel began operations  
 with a workforce of 
 approximately 30 employees.

1986 1991 19981992

The chart presents Comptel's development during three 
different time periods. During its 16 years of existence, the 
company has developed its operations and solutions according 
to customer needs. Knowledge of operator and service provider 
business models and technological operating environments 
is a central success factor for Comptel, and it has been 
continuously expanded to meet the demands of the field. 
The timely launch of solutions on the markets has also 
been a central factor of Comptel's business operations.

Comptel’s 
development in 
the evolution of 
telecommunications 
market

ANALOGUE NETWORK 
TECHNOLOGIES 

INTERNATIONALISATION 
AND PRODUCTATION OF SOFTWARE

DEREGULATION OF THE TELECOMMUNICATIONS MARKETS STARTS

DIGITAL NETWORK TECHNOLOGIES ARE IMPLEMENTED AND     STANDARDISED

Comptel’s first mediation 
delivery to GSM network

• The world's first GSM operator, 
 the Finnish company Radiolinja, 
 began using Comptel's 
 mediation solution

First export delivery

• Comptel's products received international attention.  
 Significant export delivery was carried out to 
 the Hong Kong operator SmarTone, with whom  
 Comptel still maintains a close working relationship.

Sales through partners 
exceeds direct sales

• The partners of Comptel  
 are vitally significant to
 the company in their
 role as international   
 ambassadors, opening
 doors to new markets.
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2000 2001 20021999 2003

2002 2010

2 bn

1 bn

DEREGULATION OF THE TELECOMMUNICATIONS MARKETS STARTS

DIGITAL NETWORK TECHNOLOGIES ARE IMPLEMENTED AND     STANDARDISED

CONVERGENCE OF TELECOM, IT, MEDIA AND CONTENT INDUSTRIES

EXPANDING THE PRODUCT OFFERING

One billion mobile subscribers
 limit broken

• Two billion user limit is 
 expected to break at the 
 turn of the next decade. 

Fixed broadband solutions 
becoming more common

• According to some research
 institutions, around 75% 
 of company connections 
 in Asia will be broadband 
 by the year 2006, but 
 only 17% in the US 
 and 7% in Europe.

Operators begin offering
MMS messaging

• According to leading
 mobile phone manu-
 facturers, the mass   
 markets of picture   
 messaging are expected 
 to open fully in the years  
 2003 and 2004.
 According to some
 estimates, the MMS
 business turnover will
 exceed that of SMS
 in 2005.

EXPANDING TO NEW CUSTOMER SEGMENTS

200 customer limit 
exceeded

First content service 
mediation customer

First prepaid 
mediation deliveryComptel listed on the 

Helsinki Exchanges

First
GPRS customer100 

customer limit 
exceeded

First 
3G customer

SMS services new growth 
area for operators

• The share of text messages 
 in the turnover of certain
 operators has grown to  
 significant sums. Their share  
 in the global mobile messaging  
 markets was approximately 
 10 per cent in 2002.

First customers in service provider segment

• In addition to teleoperators, companies
 with business operations grounded in
 telecommunications were also becoming
 interested in Comptel's solutions.
 The first agreements were reached 
 during the current year.  
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President and CEO's review

The year 2002 was a year of refocusing for Comptel. We 
initialised measures to ensure long-term profitability, by cut-
ting costs as well as functions that were not part of our core 
business operations. We combined e.g. the business operations 
of subsidiary Comptel PASSAGe Ltd, responsible for service 
operator solutions, with our own product business operations. 
Additionally, the business of associated company Arcus was 
discontinued.  

Regardless of the rearrangements, we continued to focus 
heavily on product development, sales and high quality of our own 
core products and services. This enables us to offer our customers 
the solutions that will suit them best in a narrow but global 
market segment. Comptel’s core business will continue to be the 
offering of mediation and provisioning software in the future.

Position strengthened in challenging markets

We managed to strengthen our comparative market position 
irrespective of hardening competition, particularly as the soft-
ware provider for large operators and operator groups. During 
its 16 years of existence, Comptel has delivered its solutions to 
over 210 customers in 64 countries globally.  During 2002 we 
reached very significant delivery agreements and managed to 
reach entirely new customer groups with our core products. The 
good financial position of our company was proof of our vitality 

Comptel countered 
slower market 
growth by 
focusing on core 
business areas  
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and provided further support for our business operations.
Although the telecommunications infrastructure markets 

as a whole did not grow during 2002, the significance of media-
tion and provisioning software for the business of operators 
and service providers continued to become more important. As 
technologies grow more complicated and the amount of services 
offered increases, operators are streamlining their processes and 
making their production environments more efficient. Based on 
our view, it is the efficient management of services and a reliable 
billing process that are going to take a more central role from 
the point of view of competitive advantage for operators.  

Operators invested carefully in new technologies, which 
is the reason why the implementation of these and the devel-
opment of new services progressed at a moderate pace. The 
decrease in new investments and the slowdown in the growth of 
mobile users in the most progressive markets lowered the sale 
of new licenses and licenses upgrades for Comptel. Despite low 
demand for new licenses, the turnover for customer services and 
maintenance remained at the same level as in 2001.  

Geographically speaking, the areas where we succeeded the 
most were Europe, the Middle East and South America. The mar-
kets of Asia and North America still proved the most challenging.

In co-operation with partners, we selectively focused on 
intensifying existing business relations, as well as forming new 

ones with systems integrators and technology partners. The 
significance of the partners was still highly important during 
2002, in order to ensure Comptel’s global presence. 

Objectives still intact

In my view, 2003 will be another challenging year in telecom-
munications. Most operators focus even more on improving 
cost-efficiency rather than new investments. Comptel’s products 
are the solution in many of these cases. As a result, we are not 
dependent only on new operator investments in network tech-
nology or services. And this is the reason why the company has 
the possibility to make 2003 a successful year. 

Our objective is to continually strengthen our own global 
position by offering the best mediation and provisioning solu-
tions on the market. This requires our company to make an 
even stronger investment in developing personnel competence, 
valuing efficiency and focusing on sales and marketing.

Thank you

I would like to thank our personnel, customers, partners, 
shareholders and board of directors for the confidence you have 
shown in Comptel over this last year. 

Tero Laaksonen
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Intelligent links 
process and transmit 
information

Products and solutions

Comptel provides mediation and provisioning software to opera-
tors and service providers. The company’s solutions serve as intel-
ligent links between the operators’ business support systems and 
the telecommunications network. At the beginning of 2003, com-
pany named its major solutions as the Comptel Link product family.

What are Comptel’s products?

Mediation and provisioning software process and relay data 
between a telecommunications network, for example, a mobile 
phone network, and the operator’s billing and customer care 
systems. The software forms a joint interface between them and, 
thus, simplifies the links between them facilitating the manage-
ment of the operator’s operating environment.

The basic function of the mediation software is collecting 
usage data from the operator’s network and sending it further 
to the operator’s customer care and billing system. The provi-
sioning software enables new subscriber provisioning and service 
activation in the network. 

Fixed broadband subscriptions, already popular with businesses, are also becoming increasingly more common in 
private households and the public sector. The possibilities of distance learning and studying are thus significantly 
increased. The utilisation of telecommunications connections at educational institutions offers students a window to 
information sources in their study environment. In the collection of usage information and optimisation of network 
use, Comptel’s solutions also support the cost-efficiency of information traffic usage of operators and communities. 

BUSINESS SUPPORT SYSTEMS

ACCESS AND SERVICE NETWORKS Services
Network 
Elements

Provisioning Event Mediation Online Mediation

Network 
Management CRM Billing Prepaid

Control Nodes
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The strengths of Comptel’s products

Comptel’s software solutions are among the best in the field all 
over the world. As they are highly packaged, the products can be 
easily integrated with a variety of different technical environ-
ments. 

The solutions offer more than 300 different interfaces 
between the operators’ business support systems and the tele-
communications networks. They are, therefore, independent of 
all vendors of business support systems and networks. They are 
compatible with 2G, 2.5G, 3G and IP, WLAN and TETRA 
networks, traditional fixed networks and satellite networks.

Besides operators’ different technological environments, 
Comptel’s mediation and provisioning software also supports 
the different business models in the technological environment. 
The solutions support all the payment methods (for instance, 
mobile phone bill or credit card) used by the operators’ customers, 
as well as all the charging models (for example, prepaid sub-
scriptions or monthly billing) chosen by an operator. Comptel’s 
solutions include both traditional voice services and modern 
content services.

Comptel’s main products

EVENT MEDIATION: COMPTEL EVENTLINKTM

Comptel EventLinkTM is a mediation solution that collects 
usage data (for instance, calls made, transferred data packages 
and sent multimedia messages) from the network, verifies and 
processes them in the billing form, as well as relays them further 
for example to the operator’s billing system. The mediation soft-
ware helps an operator to rapidly collect the required data about 
the services used by the customer and, consequently, to bill the 
customer accurately.

The real-time information provided by the mediation 
software allows operators to monitor the events of individual 
customers. The information gained can be used for, among 
other things, creating new consumer profiles and pricing struc-
tures, as well as for improving the service offered to individual 
customers. 

Comptel EventLink is also ideal for monitoring and 
managing the traffic in the telecommunications network, since it 
gives immediate information of the network usage and makes it 
possible to optimise the network capacity.

As far as its functionality is concerned, the Comptel 
EventLink mediation software is an evolution of the earlier 
Comptel MDS/AMD solution. 

SUBSCRIBER PROVISIONING AND SERVICE ACTIVATION: 
COMPTEL INSTANTLINKTM

Comptel InstantLinkTM is a provisioning product for activating 
new customers and the services they order from an operator in 
the network.  

When an operator gains a new customer, it enters the 
customer data and the information about the services ordered 
in its business support system. The provisioning software relays 
the data to the network, at which time it activates the subscrip-
tion and the ordered services, such as MMS and SMS or data 
services for the customer.

Comptel’s provisioning software allows operators to 
flexibly expand and tailor their service provision to meet the 
needs of different customer segments. Furthermore, Comptel 
InstantLink provides operators with more detailed reporting 
on the success of the service activation in the network. Reliable 
service activation and management constitute important pre-
conditions for the development of the operators’ customer 
satisfaction and cost-effectiveness.

Comptel InstantLink was earlier called Comptel 
MDS/SAS.

MANAGEMENT OF MOBILE PREPAID SERVICES: COMPTEL ONLINELINKTM

Comptel OnlineLinkTM is mediation software for managing 
prepaid mobile subscriptions. It allows operators to bill their 
customers as regards the use of SMS and MMS messages, 
GPRS connection and content services.  

The popularity of the prepaid payment method has greatly 
increased all over the world, and it has gained a solid standing 
among the operators’ customers. At the same time, the signifi-
cance of new content services such as multimedia messages to 
the operators’ business is on the increase. Charging customers 
for content services is a great challenge for operators, a challenge 
for which Comptel OnlineLink offers the solution.

Comptel OnlineLink ensures that the customer’s balance is 
sufficient both before and during the transfer of data or content. 
In addition, Comptel OnlineLink monitors the balance of the 
prepaid account in real-time and ensures that the customer’s 
access to mobile services is terminated as soon as the balance 
runs out.

Comptel OnlineLink was earlier called Comptel Prepaid 
Mediation.

MANAGEMENT OF MOBILE CONTENT SERVICES: COMPTEL SERVICELINKTM

Comptel ServiceLinkTM is mediation software for managing 
mobile content services. The software enables operators to 
charge their customers for the use of multimedia messages and 
WAP services, for example. With the help of Comptel ServiceLink, 
operators can quickly offer new services to both their prepaid 
customers and post-paid customers. Comptel ServiceLink and 
Comptel OnlineLink complement one another in the manage-
ment of content services.

The Comptel ServiceLink solution provides operators with 
a clear and interactive charging model for content services. It 
is important to the operator’s customers that the software pro-
cesses each service request as an event of its own, whose price is 
based on rules agreed in advance. Consequently, the operator’s 
customers know at any time what each content service costs and 
will find no surprises in their phone bills.

What is of great importance to an operator is that with 
the help of the Comptel ServiceLink product they can ensure, 
in connection with the service request, that the customer has 
access to the services. Therefore, the possibility of abuse remains 
extremely low. 

Comptel ServiceLink is a new product in Comptel’s prod-
uct offering and is based on the Comptel Chinchilla solution, 
published earlier.
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Research and product development

The supporting leg 
of business

The implementation and utilisation of various technologies as they are becoming more common offer new, promising 
business opportunities for e.g. wireless tracking and mapping services. The aim of the usage profiles created based 
on the customers’ usage habits is to make everyday functions easier, regardless of time and place. With the help of 
Comptel’s products and solutions, technological diversity can be easily, quickly and cost-efficiently implemented.

Development of R&D expenditures,  % of turnover

99 00 01* 02

7,0 9,2 14,7 21,1

*) Pro forma figures are unaudited.
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Comptel’s Research and Product Development (R&D) creates 
and develops products and solutions enabling operators to manage 
services in a cost-efficient and reliable manner and to charge for 
service usage. 

In 2002, Comptel continued its strong investment in 
research and product development. Direct R&D investments 
increased by 22.1 per cent from last year and amounted to 
EUR 10.4 million. Their share in the total company 
turnover was 21.1 per cent.

Most significant product launches

During 2002, Comptel introduced new versions of each of its main 
products as well as a completely new prepaid mediation solution. 

Comptel EventLinkTM mediation software (the follower 
to Comptel’s MDS/AMD software) offers wide support for 
example for IP networks and related services, as well as stan-
dardised interfaces. In 2002, the company received the esteemed 
“IPDR Compliant” certificate from the IPDR.org organisation 
for developing IP-based mediation solutions.

With the help of Comptel InstantLinkTM provisioning 
software (previously Comptel MDS/SAS), operators can flex-
ibly expand and tailor their product offering to suit various 
customer profiles. The software also supports the management 
of IP/VPN services.

Comptel OnlineLinkTM (previously Comptel Prepaid Mediation) 
is mediation software designed for the management of content 
services for prepaid mobile subscriptions. It covers the mediation 
of GPRS services, text messages and multimedia messages.

Extensive research work

In its research operations of 2002, Comptel focused on investi-
gating provisioning and billing models in new operator services 
for next generation fixed and wireless networks. Comptel carried 
out research in close co-operation with Elisa Communications. 

Comptel participated in the eMporio joint project, the aim 
of which was to clarify billing models related to content services 
together with European operators.  The research aim of  the 
National Technology Agency’s W-VAS II project was wireless 
information security and the management of billing transac-
tions arising from wireless service usage. Additionally, Comptel 
took part in the Nationel Technology Agency’ project dealing 
with mobile and network solutions for payment and micropay-
ments, as well as the Next Generation Networks research project 
by Elisa Innovations. 

Internal research projects for the company included e.g. 
the evolution of mobile and wireless technologies (3G, WLAN), 
business models and services, integration platforms between appli-
cations (Enterprise Application Integration) as well as provision-
ing and billing models for the MMS picture message service.

Comptel submitted ten patent applications in 2002.

Ringside co-operation

Comptel is a member of the GSM Association and IPDR.org, and 
actively monitors the standardising development of the field. 
Comptel has the opportunity to participate in the operations of 
several standardising organizations through the memberships held 
by Elisa Communications Corporation, covering the entire Group.

The analysis of network technologies and defining of operator 
business models form the foundation for all of Comptel's product 
specifications, for example in different network technologies. The 
aim of the specialist teams is to find new solutions, through which 

both the operators and the service providers can increase the 
effectiveness of their operations as well as create new business. 

The testing of user interfaces for Comptel's products is a crucial 
stage in ensuring product usability in different terminals.
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New market entries 
in core business

Product Business

The integration of different business areas breaks down traditional branch limits. Take for example the media and entertain-
ment business, which is utilised by the music industry both locally and globally. It applies new information technology to its 
distribution channels thanks to which products are more quickly and widely introduced to the markets. Comptel supports 
the convergence of different business areas and signed the first contracts with service providers during 2002.
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Comptel’s Product Business develops mediation, provision-
ing and charging solutions for operators and service providers 
globally. 

In 2002, Production Business constituted 77.9 per cent of 
Comptel’s overall turnover. Product Business’ turnover for 2002 
decreased by 14.3 per cent from the previous year and was EUR 
38.4 million. This consisted of licence sales and upgrades, whose 
share totalled EUR 17.9 million (46.6 per cent of Product 
Business’ turnover), as well as of services and maintenance, 
whose share amounted to EUR 20.5 million (53.4 per cent of 
Product Business’ turnover).

Comptel’s subsidiary Comptel PASSAGe, responsible for 
service operator solutions, was merged into the parent company 
in July 2002. The merger aimed at making the company’s opera-
tions more effective and to standardise the processes towards 
both customers and partners. 

At year-end, Comptel had more than 210 customers in 
64 countries.

Europe remains the most important market area

The geographical distribution of turnover from Product Busi-
ness was as follows: Europe, the Middle East and Africa 72.8 
per cent; Asia Pacific 16.7 per cent; and North, Central and 
South America 10.5 per cent. 

Comptel has eight representative offices around the world: 
Helsinki, Düsseldorf (Germany), Kuala Lumpur (Malaysia), 
Beijing and Hong Kong (China), Sydney (Australia), Arlington, 
Virginia (the USA) and São Paulo (Brazil). 

EUROPE, THE MIDDLE EAST AND AFRICA

In Europe, the importance of big operator clusters in Comptel’s 
business increased, because they continued to standardise and 
outsource their key data systems, such as mediation and provi-
sion software.

In 2002, Comptel concluded several agreements with 
operators belonging to large clusters. These included, among 
others, Vodafone Omnitel (Italy), the mm02 group’s operators 
in the Netherlands, the UK and Germany, as well as Westel 
(Hungary) and Slovenské Telekomunikácie (Slovakia), which 
belong to the Deutsche Telekom cluster.

Comptel also gained ground in new customer segments. 
The company concluded an agreement with Suomen Erillis-

verkot, which chose Comptel’s customer care solution for its 
TETRA mobile network. With regard to product deliveries, the 
most important market entry was the company’s first prepaid 
mediation solution delivery to P&TLuxembourg.

Besides Europe, the Middle East is among Comptel’s most 
successful market areas.

ASIA PACIFIC

The Asia Pacific market remained a challenge to Comptel, since 
many operators postponed their expansion projects. Besides 
capacity increases, operators’ challenges included versification of 
services and content provision. 

In some parts of the region, for instance, in Thailand, 
India and Indonesia, the number of subscribers continued to 
grow steadily and in these markets, the importance of prepaid 
customers to the operators increased further. In more advanced 
markets like Taiwan, Singapore and Australia, the growth in the 
number of subscribers, nevertheless, diminished. 

NORTH, CENTRAL AND SOUTH AMERICA

The American markets were both challenging and succesful 
to Comptel. In South America, investment continued and the 
market situation was good. The North American market, how-
ever, presented challenges, because operators further postponed 
their investments. 

At the beginning of 2002, Comptel strengthened its pres-
ence in Latin America by establishing a new representative office 
in São Paulo, Brazil, by winning over new customer relation-
ships. These included, among others, a delivery agreement on the 
Comptel Balance Management solution, signed with TIM Peru.

Comptel maintained its strong position 
in fragmented markets

The general telecommunications market in 2002 was character-
ised by delays in the operators’ decisions to make investments, 
which was largely due to the slow adoption of next-generation 
networks and services. This decreased Comptel’s licence sales 
and upgrades.

In spite of the difficult market situation, Comptel main-
tained its strong position in the mediation markets. In 2002, 
the telecommunications consulting company Chorleywood 
published research, according to which Comptel was the world’s 

Development in the number of customers 1986–2002
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leading provider of mediation solutions, based on agreements 
published between January 2000 - April 2002.

The mediation and provisioning markets still remained 
fragmented, and it was estimated that more than forty software 
vendors all over the world were engaged in the business. Never-
theless, consolidation also took place among the competitors.

Sustaining top quality dictates Customer Services

Comptel offers delivery, support, training and consultation 
services to the company’s customers. 

Delivery Services guarantee that the customers are pro-
vided with the product solution they purchase in a high-qual-
ity and effective manner, delivered to their own environment. 
Support and Maintenance Services are available to customers 
24 hours a day, every day of the year, anywhere in the world. 
Training Services cover usage, development and maintenance 
related to Comptel’s products, tailored training packages, as 
well as Comptel Competence Centres on partner and customer 
premises. Consultation Services consist of services related to 
status and requirement analyses, system planning and technical 
evaluation. 

High service quality is the most important factor dictating 
customer service operations. The average customer satisfac-
tion with deliveries in the year 2002 varied between good and 
excellent. Quality maintenance has been ensured by systemati-
cally focusing on product and technology competences, on key 
processes and tools as well as on familiarity with the operators’ 
business and data systems.

In 2002, the majority of the customer service personnel 
were based in Helsinki and Kuala Lumpur. In addition to these 
Customer Service were held from other Comptel offices and 
at customer premises. 

Key partner relationships deepened

Partners are an important sales, marketing and support channel 
for Comptel’s solutions. Comptel’s partners consist of system 
integrators and software vendors, as well as platform and 
network technology vendors. In 2002, the partner’s share of 
Comptel’s exports amounted to 42.6 per cent.

Last year Comptel and UK based solution provider Logica 
signed a global VAR (Value Added Reseller) agreement that 
further intensifies the companies’ long-standing co-opera-
tion. According to the agreement, Logica markets and delivers 
Comptel’s mediation and provisioning solutions on a global 
basis and offers operators the maintenance services related to 
the solutions. Comptel also increased its co-operation with 
T-System, part of the Deutsche Telekom Group, which opened 
a Comptel Competence Centre in Germany. Thanks to the 
competence centre, T-Systems can now better utilise Comptel’s 
product porfolio in its own business.

Last year, Comptel signed a significant co-operation 
agreement with webMethods, a leading vendor of integration 
software. According to the agreement, Comptel utilises the 
integration platform developed by webMethods to link its pro-
visioning and mediation solutions to the software applications 
of other operators.

Geographical turnover breakdown 
of Product Business 2002

Europe, the Middle East 
and Africa 72.8 %

Asia Pacific 16.7 %

North-, Central- and 
South-America 10.5 %

Direct sales
Partner sales

Export channels of Product Business, 
EUR million
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*) Pro forma figures are unaudited.
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Comptel’s System Services develops customer-specific appli-
cation solutions for the central business areas of Finnish 
telecommunications operators. Many operators within Elisa 
Communications Corporation are currently using systems 
developed by Comptel’s System Services, for example in sales, 
delivery management and billing, as well as the planning and 
documentation of telecommunications networks.

The current, strict IT investment policy among telecom-
munications operators was also reflected on the business of 
System Services. The turnover of System Services for the year 
2002 decreased by 8.5 per cent from the previous year and was 
EUR 10.7 million. System Services represented 21.7 per cent of 
Comptel’s total turnover.

Significant projects for System Services during 2002 included 
a rating system project as well as a project for Invoicia, the billing 
company of Elisa Group, launched to develop the billing system. 
The other large operational entity was formed by development 
projects related to new products and services for the customers as 
well as maintenance and integration services for systems delivered.

System Services continued its strong emphasis on training 
the personnel in J2EE technology, and this technology was widely 
used in new application projects. J2EE is a Java-based architecture 
applicable for building Internet applications for companies.

System Services held an important role when Comptel 
implemented the SAP software. SAP functions as a support 
system for the company’s operating system.

Solutions for 
Finnish operators

System Services

The customer-specific solutions developed by System Services are widely used 
in the core business areas of Finnish operators such as sales, delivery management 
and billing, as well as in the planning and documentation of the telenetwork.
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Personnel

 

A year of changes

Comptel’s subsidiary in 
Arlington sees their 
largest growth potential 
in the Latin America region.

At the end of 2002, the Comptel Group employed 595 people; 
a decrease of 29 employees (4.7 per cent) on the previous year. 
Comptel’s personnel represent more than 20 nationalities, 
spread over eight offices around the world in addition to Finland.

The difficult market situation in the telecommunications 
industry also affected the Group’s personnel last year. In Sep-
tember, Comptel started adjustment measures with the objective 
to reduce the Group’s personnel capacity by 15 per cent. This 
objective will likely be achieved in the beginning of 2003.

Development and motivation

The main HRD tools consist of various training programs (for 
example, technology, project and language training) as well as 
encouraging the employees to develop their professional skills.  
All of Comptel employees have regular career development dis-
cussions with their immediate supervisors, in which individual 
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The Kuala Lumpur 
subsidiary is Comptel’s 
largest office abroad. 
It has a strong focus 
on research and 
development.

 

Number of personnel at year-end

Educational background of personnel
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career possibilities and personal wishes are discussed. 
In November, Comptel adopted SAP software to comple-

ment the company’s ERP (enterprise resource planning) system 
to support company’s long-turn human resources planning.

Comptel runs incentive schemes for the personnel, which 
include option schemes, bonuses and performance-based incentives.

Comprehensive well-being

Comptel employees are welcome to participate in the activities 
of the company’s employee club, Sportel. Comptel employees are 
responsible for the club activities, which include both physical 
exercise and cultural subdivisions.

An occupational safety and health inspection was con-
ducted at Comptel Corporation and the company was praised 
for the outstanding display terminal ergonomics provided for 
the personnel. 

Comptel adopted SAP software 
to complement the company’s 
ERP (Enterprise Resource Planning) 
system to support company’s long-
turn human resources planning. 
This facilitates the making of various 
human resources analyses.

Average age of employees
 34 years

Gender distribution
 men 70 %  
 women 30 % 

Distribution of personnel
 Finland 83 %
 other countries 17 %

University 
degree 33 %

Vocational 27 %

Polytechnic 
degree 25 %

Others 15 %
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Company management

THE BOARD OF DIRECTORS 
OF COMPTEL CORPORATION

Under the provisions of the Finnish Companies Act and Comptel's 
Articles of Association, the supervision and corporate govern-
ance of the company is vested in the shareholders represented 
at the Annual General Meeting, the Board of Directors and the 
President and CEO.

Annual General Meeting

The Annual General Meeting decides on the adoption of the 
financial statements, the discharge from liability for members of 
the Board of Directors and the President and CEO, any action 
warranted by the profit or loss in the adopted balance sheet, 
any increase or decrease in the company's share capital and on 
any donations. The Annual General Meeting elects ordinary 
members to the Board of Directors and the company's auditors, 
deputy auditors or the public accounting firm.

Board of Directors

The Board of Directors comprises between three and six 

members as determined by the Annual General Meeting. The 
Board of Directors elects a chairman and deputy chairman from 
among its members. The Board of Directors convenes at the 
invitation of the chairman as often as the company's business 
requires. Under the provisions of the Finnish Companies Act, 
the Board of Directors is responsible for the corporate govern-
ance of the company, and for supervising the proper organisa-
tion of the company's business, bookkeeping and financial 
management. 

President and CEO

Under the provisions of the Finnish Companies Act, the 
President and CEO is responsible for the everyday administra-
tion of the company acting in accordance with the instructions 
and orders issued by the Board of Directors. The President and 
CEO is responsible for ensuring that the company's bookkeep-
ing has been legally arranged and that the company's finances 
have been reliably managed.

Ann-Maj Majuri-Ahonen 
(born 1946) 
MSc (Economics and 
Business Administration) 
Executive Vice President,
Corporate Planning,
Elisa Communications Corporation 
Member of the Board 
since 1994 

Other positions of trust  
Chairman of the Board: Elisa Ventures Oy
Member of the Board: Rahoituslinkki Oy

Erik Anderson 
(born 1943) 
LLM 
Retired 
Deputy chairman 
of the Board since 2000 

Other positions of trust 
Member of the Board: 
Stockmann Oyj Abp

Markku Alava
(born 1943) 
MA
Deputy Managing Director of 
Fennia Mutual Insurance Company
Member of the Board since 2002

Other positions of trust 
Chairman of the Board: eFennia Oy
Deputy member of the Board:
Fennia Life Insurance Company Ltd

Matti Mattheiszen 
(born 1942) 
MSc (Eng)
President and CEO of Elisa 
Communications Corporation
Chairman of the Board since 2000

Other positions of trust 
Chairman of the Board: Elisa Networks 
Oy, ElisaCom Oy
Member of the Board: Radiolinja Oy
Member of the Supervisory Board: 
Lounet Oy, Sampo Life Insurance 
Company Ltd, Suomen Messut Oy

Vesa-Pekka Silaskivi 
(born 1966) 
Licentiate of Science (Economics 
and Business Administration), LLM
Executive Vice President, 
Corporate Finance, 
Elisa Communications Corporation
Member of the Board since 2000 

Other positions of trust 
Member of the Board: 
Elisa Kommunikation GmbH, Yomi Oyj
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Harri Palviainen
(born 1968) 
MSc (Computer Science)
Senior Vice President,
Deliveries and Customer Services 
Member of the Executive 
Board since 2000

Tero Laaksonen
(born 1946) 
MSc (Mathematics)
President and CEO 
of Comptel Corporation
Member of the Executive 
Board since 2002
Chairman of the Executive 
Board since 2002

Markku Penttinen 
(born 1961) 
MSc (Eng) 
Executive Vice President,
Account Management
Member of the Executive 
Board since 1999

Leena Suviranta 
(born 1954) 
MSc (Economy and Business 
Administration), MBA 
Senior Vice President, 
Human Resources
Member of the Executive 
Board since 2002

Katri Sahlman 
(born 1967) 
BSc 
Senior Vice President,
Product Business
Member of the Executive 
Board since 2002

Ilkka Salonen 
(born 1965) 
MSc (Economy and Business 
Administration), CEFA
CFO, deputy to the 
President and CEO
Member of the Executive 
Board since 2000

Jarkko Jylhä 
(born 1949) 
MSc (Computer Science) 
Senior Executive Vice President, 
System Services, R&D
Member of the Executive 
Board since 1986
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To the shareholders 
of Comptel 
Corporation

Auditor's report
We have audited the accounting, the financial statements and 
the corporate governance of Comptel Oyj for the period from 
January 1, 2002 to December 31, 2002. The financial state-
ments, which include the report of the Board of Directors, 
consolidated and parent company income statements, balance 
sheets and notes to the financial statements, have been prepared 
by the Board of Directors and the Managing Director. Based on 
our audit we express an opinion on these financial statements 
and on corporate governance.

We have conducted our audit in accordance with Finnish 
Standards on Auditing. Those standards require that we per-
form the audit to obtain reasonable assurance about whether 
the financial statements are free of material misstatement. An 
audit includes examining on a test basis evidence supporting the 
amounts and disclosures in the financial statements, assessing 
the accounting principles used and significant estimates made 
by the management as well as evaluating the overall financial 
statement presentation. The purpose of the audit of corporate 
governance is to examine that the members of the Board of 
Directors and the Managing Director have legally complied 
with the rules of the Companies Act.

In our opinion the financial statements have been prepared 
in accordance with the Accounting Act and other rules and 
regulations governing the preparation of financial statements. 
The financial statements give a true and fair view, as defined in 
the Accounting Act, of both the consolidated and parent com-
pany's result of operations as well as of the financial position. 
The financial statements with the consolidated financial state-
ments can be adopted and the members of the Board of Direc-
tors and the Managing Director of the parent company can 
be discharged from liability for the period audited by us. The 
proposal by the Board of Directors concerning the distributable 
assets is in compliance with the Companies Act. 

Helsinki, March 3, 2003
PricewaterhouseCoopers Oy
Authorised Public Accountants

Henrik Sormunen   
Authorised Public Accountant
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Shares and 
shareholders

Shares and voting rights

Comptel has one type of share. Each share is equal to one (1) 
vote at the Annual General Meeting. Under the Articles of 
Association, the minimum and maximum share capital is EUR 
2.1 million and EUR 8.4 million respectively. Within these 
limits, the share capital can be increased or decreased without 
altering the Articles of Association. The company’s share capital 
on 31 December 2002 amounted to EUR 2,141,096.10, and the 
total amount of votes to 107,054,805.

Authorisations to the Board of Directors

AUTHORISATION TO INCREASE THE SUBSCRIBED CAPITAL

At the Annual General Meeting on 20 March 2002, the com-
pany’s shareholders resolved to authorise the Board of Directors 
to decide, whether to increase the subscribed capital by one or 
more new issues, to decide whether to take one or more con-
vertible bond loans and/or issue warrants, provided that such 
taking of convertible bond loans, issuance of warrants or new 
shares may not result in the issuance of more than 21,400,000 
new shares, and the company’s share capital may be increased 
by a maximum total of EUR 428,000. The authorisation will 
remain valid until the Annual General Meeting of 2003, how-

ever for no longer than a 
maximum period of one 
year from the decision 
of the Annual General 
Meeting.

At the same 
time, the authorisation 
granted by the Annual 
General Meeting allows 
the Board of Directors 
to disapply the pre-emp-

tion rights of existing shareholders to subscribe for new shares, 
convertible bond loans and/or warrants, and to decide the 
determination principles, issue prices, the terms and conditions 
of subscribing for new shares and the terms of the convertible 
bond loans and/or warrants. The pre-emption rights of exist-
ing shareholders may be disapplied if an important financial 
reason to do so exists, such as financing, implementing or 
enabling corporate acquisitions, strengthening or developing the 
company’s financial or capital structure, or carrying out other 
arrangements related to developing the company’s operations. 
The Board of Directors has the right to decide on the distribu-
tion of the entitlement of pre-emption rights, but may not make 
such a decision that benefits any member of the company’s inner 
circle. The Board of Directors has the right to decide whether 
the shares issued in a rights issue, convertible bond or option 
can be subscribed for in kind or otherwise subjected to certain 
conditions by using the right of set-off.

OTHER AUTHORISATIONS

At the Annual General Meeting on 20 March 2001, the com-
pany shareholders resolved to authorise the Board of Directors 

 1 Jan-31 Dec,2002 1 Jan-31 Dec,2001

Closing price, EUR 1.00 3.12

Highest price, EUR 3.93 15.6

Lowest price, EUR 0.69 1.5

Weighted average trading price, EUR 1.75 6.54

Shares traded, (1000 shares) 53,811.8 87,474.0

Shares traded, EUR million 94.4 572.0

Market capitalisation, EUR million 107.1 334.0

Stock information 2002

Comptel ( EUR)

HEX: Telecommunications 
and electronics ( POINTS)

HEX: All shares ( POINTS)
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to decide on the purchase of own shares at a maximum value 
of EUR 5.35 million, as well as the disposal of the said shares. 
Within the limits of these authorisations, not a single one of 
the company’s own shares was purchased or disposed of in the 
year 2002. The acquisition authorisation and the power of 
disposition will remain valid until the Annual General Meeting 
of 2003, however for no longer than a maximum period of one 
year from the decision of the Annual General Meeting.

Warrants 

WARRANT PROGRAMME 1999

At the meeting on 8 November 1999, the Extraordinary General 
Meeting authorised the Board of Directors to issue 400,000 
warrants to the company’s employees. Each warrant entitles 
the holder to subscribe five (5) of the company’s shares having 
a counter-book value of EUR 0.02. As a result of subscrip-
tions, the company’s share capital may rise by a maximum of 
2,000,000 new shares, in other words by a maximum of EUR 
40,000. Warrants endorsed with the letter A began to be 
exercised from 15 June 2001 and those with the letter B may 
be exercised from 15 December 2002. The exercise period for 
both series of warrants expires on 15 June 2004. The total issue 
price for five shares is EUR 20.89 for both series of warrants*). 
The issue price will, on the record date for each payment of 
dividend, be reduced by the amount of any cash dividends paid 
subsequent to the determination period and before any subscrip-
tion.  Nevertheless, the issue price of the shares shall be no less 
than the counter book value of the share, as registered in the 
Trade Register. By the end of the year under review, 400,000 of 
these options had been issued, giving entitlement to subscribe to 
2,000,000 Comptel Corporation shares. 200 of these warrants 
had been exercised in 2001, 1000 new shares had thus been 
issued and the share capital had increased by EUR 20.

Comptel Corporation’s warrant A and B have been listed 
on the Helsinki Exchanges with the code CTL1VEW199. The 
total exchange sum during the period under review was 37,265, 
and the closing quotation was EUR 0.25.

WARRANT PROGRAMME 2000

At the Annual General Meeting held on 3 April 2000, the 
Board of Directors was authorised to issue warrants to key per-
sonnel in the Comptel Group and to Comptel’s wholly-owned 
subsidiary. It was decided to disapply the pre-emption rights of 
existing shareholders, since the warrants are intended as part of 
an incentive scheme for key personnel. The number of warrants 
amounts to 1,000,000. Of the warrants issued, 200,000 are 
to be endorsed with the letter A, 400,000 with the letter B and 
400,000 with the letter C. The warrants may be exercised to 
subscribe to a maximum of 1,000,000 Comptel Corporation 
shares in total. The issue price for holders of warrants endorsed 
with the letter A is the weighted average price of the company’s 
shares traded on the Helsinki Exchanges in April 2000 (EUR 
19.36), for holders of warrants endorsed with the letter B, the 
weighted average price of the company’s shares traded on the 
Helsinki Exchanges in April 2001 (EUR 8.96), and for war-
rants endorsed with the letter C, the weighted average price of 

the company’s shares traded on the Helsinki Exchanges in April 
2002 (EUR 2.44). The issue price will, on the record date for 
each payment of dividend, be reduced by the amount of any 
cash dividends paid subsequent to the determination period 
and before any subscription. Subscription commences in stages 
as follows: 1 December 2001 (warrant A), 1 December 2002 
(warrant B) and 1 December 2003 (warrant C), and shall end 
on 31 January 2006 in respect of all warrants. As a result of 
subscription, Comptel Corporation’s subscribed capital may be 
raised by a maximum of 1,000,000 new shares, in other words 
EUR 20,000. By the end of the year under review, 1,000,000 of 
these options had been issued, giving entitlement to subscribe to 
1,000,000 Comptel Corporation shares.

WARRANT PROGRAMME 2001

At the meeting on 27 March 2001, the Annual General Meet-
ing decided to issue warrants to the personnel of Comptel 
Group, and to Comptel Corporation’s wholly owned subsidiary. 
It was decided to disapply the pre-emption rights of exist-
ing shareholders, since the warrants are intended as part of an 
incentive scheme for the personnel. The number of warrants 
amounts to 4,000,000. Of the warrants issued, 1,000,000 are 
to be endorsed with the letter A, 1,000,000 with the letter B, 
1,000,000 with the letter C and 1,000,000 with the letter D. 
The warrants may be exercised to subscribe to a maximum of 
4,000,000 Comptel Corporation shares in total. The issue price 
of shares purchased by virtue of the warrants endorsed with the 
letter A and D is the trade volume weighted average price of the 
shares traded on the Helsinki Exchanges between 1 February 
and 31 March 2001 plus 15 per cent (EUR 10.11), and for 
holders of warrants endorsed with the letter B and C, the trade 
volume weighted average price of the shares traded on the 
Helsinki Exchanges between 1 May and 31 May 2002 plus 
15 per cent (EUR 2.51). Subscription by way of warrants com-
mences in stages as follows: 15 June 2003 (warrant A), 15 June 
2004 (warrant B), 15 June 2005 (warrant C), and 15 June 2006 
(warrant D), and shall end on 31 December 2008 in respect of 
all warrants. As a result of subscription, Comptel Corporation’s 
subscribed capital may be raised by a maximum of 4,000,000 
new shares, in other words EUR 80,000. By the end of the 
year under review, 4,000,000 of these options had been 
issued, giving entitlement to subscribe to 4,000,000 Comptel 
Corporation shares.

Management interests

Members of the Board of Directors and 
the President and CEO own:
• a total of 0.113 per cent of the company’s 
 outstanding shares and warrants
• 0.093 per cent of the votes and share capital
• the warrants can provide them with 
 0.026 per cent of the votes and share capital

Quotation and trading

Comptel Corporation shares are quoted on the 
Main List of the HEX Exchanges under the 
code CTL1V. 

*) Dividends for 1999, 2000 and 2001 taken into account
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SHAREHOLDERS BY OWNER GROUP SHARES % OF TOTAL

Public companies 52,575 0.05

Private companies 68,099,556 63.61

Finance and insurance companies 9,050,768 8.45

Public sector entities 5,327,005 4.98

Non-profit making entities 1,779,246 1.66

Private households 22,566,458 21.08

Foreign 179,197 0.17

Nominee registered 4,234,366 3.96

Joint accounts and waiting list 0 0

Number of shares issued 107,054,805 100

 
Largest shareholders SHARES % OF SHARES

31 December 2002  AND VOTES

1. Elisa Communications Oyj 62,250,000 58.1

2. State Pension Fund 1,170,000 1.1

3. Ilmarinen Mutual Pension Insurance Company 821,425 0.8

4. Etola Erkki Olavi 506,100  0.5

5. Local Government Pensions Institution 420,925 0.4

6. Placeringsfonden Aktia Secura 407,575 0.4

7. Suomi Mutual Life Assurance Company 400,000 0.4

8. Suomi Insurance Company Ltd 400,000 0.4

9. Tapiola General Mutual Insurance Company 340,000 0.3

10. Sitra National Fund for Research and Development 333,075 0.3

11. Fortum Pension fund, Department B 303,000 0.3   

12. Central Fund of the Lutheran Church 301,400 0.3

13. Indemnity Insurance Company Pohjola 300,000 0.3

14. Tapiola Mutual Life Assurance Company Ltd 284,900 0.3

15. Forssan Seudun Puhelin 277,350 0.3

16. Suomen Postin Eläkesäätiö 266,976 0.2

17. Kaleva General Mutual Insurance Company 253 375 0.2

18. Nordea Life Assurance Finland Ltd 249,575 0.2

19. Rautaruukki’s Officials’ Pension Foundation 234,500 0.2

20. Tapiola Mutual Life Assurance Company Ltd 225,000 0.2 

Nominee registered and foreign ownership  4,413,563 4.1

Analysis of shareholdings 31 December 2002

 NUMBER OF  NUMBER OF
NUMBER OF SHARES  SHAREHOLDERS %  SHARES %

1–10 96 0.29 687 0.00

11–25 612 1.82 14,722 0.01

26–50 1,031 3.06 49,922 0.05

51–100 2,046 6.08 189,215 0.18

101–500 21,065 62.62 4,046,699 3.78

501–1 000 3,580 10.64 2,949,251 2.75

1 001–5 000 4,272 12.70 9,772,850 9.13

5 001–10 000 516 1.53 3,840,471 3.59

10 001–100 000 378 1.12 9,047,439 8.45

100 001–1 000 000 41 0.12 10,243,995 9.57

yli 1 000 000 3 0.01 66,899,554 62.49

Total 33,640 100.00 107,054,805 100.00
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Information 
for shareholders

Annual General Meeting

Comptel Corporation's Annual General Meeting will be held at 
the Helsinki Fair Centre at Messuaukio 1, 00520 Helsinki on 
Friday 21 March 2003 at 1 pm. Shareholders should give notice 
of their intention to attend the Meeting by 5 pm Finnish time 
on 11 March 2003, either by telephoning +358 800 98733, 
by facsimile to +358 10 262 2727 or in writing to Comptel 
Corporation, Ruoholahdenkatu 4, FIN-00180 Helsinki.

Shareholders wishing to attend the Annual General Meet-
ing should be registered in the company's share register kept by 
the Finnish Central Securities Depository (APK) on Tuesday, 
11 March 2003. Shareholders are requested to send any proxies 
to the above address when registering to attend the meeting.

Dividend

Comptel Corporation's Board of Directors is to recommend to 
the Annual General that a dividend for 2002 will not be paid.

Changes of name and address

Shareholders should notify the bookentry securities register 
where their book-entries are registered of any changes in name 
and/or address.

Shares

On the balance sheet date, the company had 107,054,805 
shares. The subscribed capital was EUR 2,141,096.10. The 
counter value of each share is EUR 0.02. Detailed share infor-
mation about Comptel Corporation shares is given on pages 
43–45 of this annual report. Comptel's shares are listed on the 
Helsinki Exchanges.
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Financial 
analysts 
monitoring 
Comptel

Aktia Securities 
Paavo Ahonen
Tel. +358 10 247 6581
paavo.ahonen@aktia.fi

Alfred Berg Finland

Mikael Rönnblad
Tel. +358 9 228 32 706
mikael.ronnblad@alfredberg.fi

Conventum Brokerage

Marko Maunula
Tel. +358 9 2312 3323
marko.maunula@conventum.fi

Crédit Agricole Indosuez Cheuvreux

Sasu Ristimäki
Tel. +468 723 5178
sristimaki@indocdv.com

D. Carnegie AB Finland

Raoul Konnos
Tel. +358 9 61 8711
raoul.konnos@carnegie.fi

Deutsche Bank

Ronny Ruohomaa
Tel. +44 20 7545 3934
ronny.ruohomaa@db.com

Pontus Grönlund
Puh. +358-9-2525 2552
pontus.gronlund@db.com

Enskilda Securities

Mikko Koskela
Tel. +358 9 6162 8718
mikko.koskela@enskilda.se

Evli Bank Plc

Karri Rinta
Tel. +358 9 4766 9641
karri.rinta@evli.com

FIM Securities

Hannu Rauhala
Tel. +358 9 613 4600
hannu.rauhala@fim.com

Handelsbanken Securities

Mikko Vanhala
Tel. +358 10 44 411
mikko.vanhala@handelsbanken.fi

HSBC Investment Bank

Viking Kjellström
Tel. +44 207 336 3138
viking.kjellstrom@hsbcib.com

Mandatum Stockbrokers

Mikael Ilmari
Tel. +358 10 236 4708
mikael.ilmari@mandatum.fi

Opstock Investment Banking

Michael Schröder
Tel. +358 9 404 4351
michael.schroder@opstock.fi

West LB Asset Management

Thomas Langer
Tel. +49 211 826 6938
thomas.langer@westlbpanmure.com
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Glossary

2G. "2nd Generation". Second generation mobile communications system. 
General standards GSM and CDMA (CodeDivision Multiple Access).

2.5G. "2.5 Generation". A development phase introducing more 
advanced data transfer features in 2G already before 3G. General 
standard GPRS.

3G. "3rd Generation". Third generation broadband mobile communica-
tions system. Standard known in Europe is UMTS (Universal Mobile 
Telecommunications System).

Comptel Balance Management . Comptel's product, by which the 
operator can offer its customers service usage follow-up, e.g. on a 
monthly basis. 

Comptel EventLinkTM. Comptel's mediation product for collecting 
and processing usage data from the network. 

Comptel InstantLinkTM. Comptel's provisioning product for activating new 
customers and the services they order from an operator in the network.

Comptel Online LinkTM. Comptel's mediation product for managing 
prepaid mobile subscriptions.

Comptel ServiceLinkTM. Comptel's mediation product for managing 
mobile content services.

Corporate Licence. Licence, through which a Group can licence 
Comptel's solution for joint usage by all Group companies with one 
single agreement.

EAI . Enterprise Application Integration. Platform integrating different 
applications.  

GPRS . General Packet Radio Service. Packet-switched mobile 
communications system, enabling e.g. continuous connection to 
the Internet. The abbreviation 2.5G is also used.

IP. Internet Protocol. General standard for packet-switched transfer 
on the Internet and local networks.

J2EE . Java 2 Platform, Enterprise Edition. Platform for building
web-based applications.

Mediation. Traditionally, the term "mediation" has referred to 
software that collects customer usage data from the operator network 
and transmits it onwards to the operator's billing system. Comptel has 
expanded the mediation layer to also comprise subscriber provisioning 
and service activation as well as content and service mediation. 
Comptel's product offering also covers other than mediation software.

MMS. Multimedia Messaging Service. Message which combines 
different formats to represent information. It may consist of, for 
example, text, sound, still pictures, or moving images. 

Postpaid. Invoicing. An invoice regularly sent to the customer for 
services used (for example monthly phone bill). Compare Prepaid.

Prepaid. Payment solution. The operator's customer can pay for 
content services in real-time, from a network account, onto which 
money has been charged ahead of time. Compare Postpaid.

Provisioning. Subscriber provisioning and service activation. 
Provisioning software activates new customers and services into the 
telecommunications network.

SMS. Short Message Service.

TETRA . Digital Trunked Mobile Radio. Suitable for multipoint 
communications

WAP. Wireless Application Protocol. Enables wireless terminals 
with services similar to the Internet services. 

VAR . Value Added Reseller. An arrangement, through which the 
company sells another company's product under the original 
manufacturer's brand name, as well as for example, complementing 
products and services on the side. 

WLAN Wireless Local Area Network, broadband wireless local network. 
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Headquarters

Comptel Corporation
Mailing address: Ruoholahdenkatu 4, 00180 Helsinki, Finland
Visiting address: Lapinrinne 3, 00100 Helsinki, Finland
Tel. +358 9 700 1131
Fax +358 9 700 11375
info@comptel.com

Investor relations

Ilkka Salonen
CFO
Tel. +358 9 700 11461
Fax +358 9 700 11491
ilkka.salonen@comptel.com

Pellervo Hämäläinen
Communications Manager, Corporate Communications
Tel. +358 9 700 11787
Fax +358 9 700 11367
pellervo.hamalainen@comptel.com

Representative offices 

Comptel Communications
Prinzenallee 5
D-40549 Düsseldorf, Germany
Tel. +49 211 522 8060
Fax +49 211 522 80666
emea@comptel.com

Comptel Communications Inc.
1655 North Fort Myer Drive, Suite 700
Arlington, Virginia, 22209 USA
Tel. +1 703 351 1141
Fax +1 703 351 1143
americas@comptel.com

Comptel Communications
World Trade Center São Paulo
Av. das Nações Unidas, 12.551 - 9º andar
Cep: 04578-903 - São Paulo - Brazil
Tel. +55 11 3443-7459
Fax +55 11 3443-7607
americas@comptel.com

Comptel Communications Sdn Bhd
Unit 819, Block A, Kelana Centre Point
SS7 / 19 Kelana Jaya
47301 Petaling Jaya, Malaysia
Tel. +60 3 7803 1998
Fax +60 3 7804 0407
asia@comptel.com

Comptel Communications
Air China Plaza Room 809 
Xiaoyun Road No 36
Chaoyang District (100027) Beijing, China
Puh. +86 10 8447 5050 
Fax  +86 10  8447 5060
asia@comptel.com

Comptel Communications
Room 1001, 10/F, 1 Lyndhurst Tower
1-7 Lyndhurst Terrace, Central, Hong Kong
Tel. +852 2530 0879
Fax +852 2530 0325
asia@comptel.com

Comptel Communications
Level 11, Suite 15, 100 Walker Street
North Sydney NSW 2060, Australia
Tel. +61 2 9956 7855
Fax +61 2 9956 7955
asia@comptel.com

Contact
Information
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