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LARS TORSTENSSON:  Good morning, everyone, and a warm welcome to Tele2’s first quarter 2011 interim report presentation.  I’m very happy to see that a few of you have managed to come here this morning, we tried to provide some light core(?) service to ensure that as many as possible could make the presentation live.  I would also like to warmly welcome everyone joining us via the webpage.  I would assume that there’s a lot of people trying to be time-efficient, they’re spending time in front of the screen today rather than running around in the Stockholm central area.

We have a great team with us today, we have our CEO, Mats Granryd, and we also have our CFO, Lars Nilsson.  In the crowd we also have a few representatives from the operational team as well that potentially could participate in a Q&A session if necessary.  But without any further delay I would take the opportunity to give the floor to Mats Granryd.

MATS GRANRYD:
Thank you very much, Lars.  Good morning, everyone, it’s a great pleasure to be here to present the first quarter results.  Maybe we should start with saying that we’re going to go through Q1, Lars is going to talk a little bit about the financials, and then I’ll do the conclusion and summing up.


So the first slide then is, we’re now passing 31 million customers, we added almost 400,000 customers during Q1.  Sales grew with 0.5% but forex-adjusted with 7%, and EBITDA grew with 4% and forex-adjusted with 11%.  The margins now in the group is raised from 25% to 26%.  So all in all we would say from a financial perspective a solid quarter.  I will go through the four market areas: Russia; Sweden, the Nordics; Western Europe; and Central Asia, in due course as well.

So let’s dive into Russia.  Adding almost 550,000 customers, 547,000 customers.  Sales grew to 27% from 17% not forex-adjusted; forex-adjusted was 27%.  Customer intake is very much in line with what we have forecast, we were happy with that, and EBITDA is also progressing nicely, we’re now up to 36% EBITDA.


And as you can see, we have added the four new regions in the Far East that were announced a week ago, and today we will know more about the coming five or six regions and coming Tuesday we will know more about the balance five or six regions.


A fairly basis line, but if we start up into the left-hand corner we can see that minutes of use and ARPU are flat, as we have said in the Q4 result, we believe it will be flattish, even though we've been criticised as maybe being slightly too prudent, but we think that’s the way to do it.  ARPU will most likely be flattish throughout the year.

We can see, if we take a look at the right-hand corner, we can see that postpaid is becoming a little bit of a market, it’s very small, it’s only 10% or so, but from that position we believe that the SME segment, or the business segment is a segment for us to target and we’re working actively with that small 10%.

The left-hand corner, which I think is really interesting, the net additions, you can see here quarter over quarter, the last two bars are January and February, and you can see we are punching well above our weight, we are gaining some 20% of all net adds, despite the fact that we only have 8% or so market share total in Russia.  And you can also see the different aggression from the different big three in the market, so sometimes it’s MTS, sometimes it’s Vimpelcom, and sometimes it’s MegaFon.


And of course our churn is a phenomenal powerful tool  we have a very, very low churn, down to 6-7% per quarter, and I think that is almost world-class, it’s a very good churn.  So the customers in Russia, they are very loyal to us.


A slide that we have shown before, revenue market share 6%, subscriber market share roughly 8%, so we do have a way to go when it comes to volume to value.  Just focusing on the number of subscribers will not do the trick, we do need to get more revenue from those subscribers that we have, and that’s an opportunity for us.  But, as you can see, 29% is our subscriber market share in total in the new and old regions.


Just one slide on the data, despite the fact that we’re not present in 3G or 4G in Russia, our 2G networks, EDGE and GPRS, are serving us very well.  You can see our market share in all regions is roughly 17% when it comes to data, and we are also 8% of the total revenue for subscriber is on revenue, well on par with our competitors, and this is despite the fact that we are only on EDGE.  So EDGE is serving us very well, we have great pricing with very smart packaging, we’re trying to make an intangible asset like SMS/MMS more tangible by having them in more packages, like we have in Sweden, so we’re rolling out the same type of store concept in Russia as we have in Sweden.  And of course there is a large difference between being present in larger cities as well as the rural, so I think the price point might be more important out in the rural Russia.


Yes, as I said, the Far East, four regions that we happily received a week ago, there are 1 million people roughly, two of them are roughly half a million and then the other two are very, very small, 50,000 or thereabouts.  So it’s a good contribution, it’s not going to change the outlook that significant, but it’s a good position to be in.

All right, talking about Sweden, mobile revenue grew with 17% in Sweden, which I think was a very good result.  Postpaid grew with 45,000 new subscribers, predominantly taking from the Comviq prepaid over to the postpaid, so I don’t think that we can sort of say that we are actively taking the customers from our competitors here in Sweden, it’s more of a natural migration from the prepaid over to the postpaid segment.

EBITDA is in line with what we have said, 30%, on sequential from Q4 a slight improvement, but very, very slight, I think we were at 29.6% or 29.9% even, so it’s a very slight improvement, so it’s very much in line with what we have said.  And we also launched 4G, as I said, in some major cities, and we’re going to continue to roll out 4G throughout the year.


First on the graph up to the left-hand corner, it’s good to be mobile, mobile is growing, fixed is not growing, mobile is growing and that’s basically what we want to say on that one.  Up to the right-hand corner, which I think is really interesting, this is the forecast over number of subscribers, 2G, 3G and 4G, and last year there was actually as many 2G as 3G subscribers in Sweden.  This year it’s slightly more 3G and slightly less 2G, and in five years’ time 2G and 4G subscribers will start to meet, so in four or five years’ time, 2015, roughly 20% of Swedish subscribers will be on 4G, so it takes quite a long time to see the penetration of 4G increase, and of course the usage of data is exploding, literally doubling, or a little bit more than doubling per year, which is also really interesting for us.


More graphs saying pretty much the same thing; that 400% of data packages is increase in sales over a year, so data packages is really a hot item, and maybe the right-hand corner I think it’s important to say as well that prepaid customers moving over to our postpaid, 60% of them are opting for a smartphone.

The smartphones for us is really very, very important, and I think you can see this here.  Nine out of ten phones that we’re selling, either in our stores or online, are smartphones, and if you see to the graph to the right there, I think that is only smartphones, and that is, if you just look at our stores, we’re just selling smartphones, heavily dominated of course by Apple and Android type phones.  And smartphones for us is a sign of more traffic being generated into the network, and then of course around the corner we have tablets, we have pads and so on that will also be coming our way.


4G, as I said, we launched at November, we’re building out city by city this year, and we are aiming to have a coverage of roughly 100 cities or so by 2011, and 99% coverage by the end of 2012.  So it’s going to be a full good coverage.


A couple of words on Western Europe.  Fairly non-eventful quarter, delivering what they are supposed to deliver.  Netherlands is doing fine with the BBned acquisition; that is doing perfectly okay.  Germany is also doing fine, losing some customers, but all according to plan, and Austria as well.  So I would say sort of a non-eventful quarter in the Western Europe segment.


Of course in the Netherlands it is important for us, we have a 2.6 GHz licence, you can see Tele2 here, and we know that in roughly a year’s time the Dutch government will reissue a lot of spectrum and we are aiming to participate, given the right circumstances of course, and the 800 MHz that is something that is really interesting for us, given the right circumstances.


The Baltic regions, not so much to say about the Baltic regions, maybe that the economy is levelling off, it is not going down further, it is levelling off and possibly you can see a little bit of a positive trend.  Consumer spending is still weak, not a major change from Q4 I would say.  Cashflow is slightly improving as well and also EBITDA slightly up, but not in any major way.

Croatia, possibly the -- I would have been more happy to present a better result in Croatia, but we are EBITDA positive and we remain firm on our guidance of having a positive cashflow by the second quarter of this year.  Customer intake positive, but less positive than a year ago, and the EBITDA also positive, but only just, I would have hoped to see a better and more positive EBITDA in Croatia.  We feel however hopeful for the future in Croatia, we do have a fantastic network now, we’re building our 3G 21 megabits per second in Croatia and we’re making that more dense as well.


Kazakhstan, the new company that we acquired a year ago, we are just about to launch, we have said we’re going to launch during Q2 and we stay firm on that, and we’re going to launch region by region, the same way that we’re doing in Russia.  We think Kazakhstan is going to be a fantastic good market for us, however difficult and vast area it is.


Okay, Lars.

LARS NILSSON:
So, hello, everyone, now we should just dig a little bit more into the numbers and the details, so as always I start with the P&L and there you can see that we are, in Swedish krona we are quite flat on face, but I will come back to that, but you also see an EBITDA growth of some 4% and the margin now reaching 26%, 1% better compared with last year.  Including one-offs, we are now at almost SEK 1.7 billion in EBIT result, a normalised EBIT of 16%.

If you look at the financial items, you see that they are worse compared with last year, but last year we had some currency gains in the P&L, and now it’s some interest costs and we also are paying for every quarter we book some SEK 40 million while we increase the value, or you can say the liability of the put option regarding the operation in Kazakhstan.  So cashflow and financial items is very, very low.  That leads us to a very stable result I would say for the first quarter and that’s overall a result in line with what you saw last year.


FX, we will talk a little bit about FX.  Year-on-year, if you look at our currencies, you can see that the Swedish krona has actually strengthened by 11% compared with Euro, and our Euro-pegged currencies, i.e. the rest of Baltics and Croatia, they are then Euro-pegged, and when it comes to Russia we are talking about 8%; that you should bear in mind when you compare the numbers.  If you look at this year, for the first quarter, if you compare where we are or where we were at the end of the first quarter compared with end December, it’s 1%, the Swedish krona.


And if we then try to currency-adjust and use the same currencies this year as for the first quarter last year, you can see that when it comes to sales we are flat when it comes to Western Europe; that is an offset, I would say we have a declining operation in Germany, as we know, the fixed telephony, but that is offset by improvements in the Netherlands.  And when it comes to market area central, we are down 3%, but bear in mind that in the Baltic countries we have cuts in the mobile termination rates that has impacted their sales by an average 7%, and that will also have -- I mean the starting point is also an impact in the result.  And then Russia, 27%, and the Nordics are up.

When it comes to the results, I think it’s even worse, I’ll mention once again, with the Baltics.  First of all let’s look at the market area central, we have plus 17%, of course they are driven from the turnaround in Croatia, but also a stable result in the Baltics, and once again, despite the fact that mobile termination rates were down, and that has the mobile termination rate as such has impacted the result by 6%, so that’s where I think we are, we are kind of happy with what’s going on there, and the rest I think is obvious, and you see 43% improvement in Russia.

Taxes, not so much to talk about right now.  Stable development, and there you can see that we always have a higher cost in NRP compared with cashflow, we are using our deferred tax assets, we have now deferred taxes of SEK 3.1 billion, and we are also happy now to tell you that the ruling regarding the SEK dispute is over now, so now the ruling is now the law.

Cashflow, if you look at cashflow from operating activities, we have actually tied up some more capital with the working capital, and there are some temporary effects.  First we are also adding receivables as a result of us taking on more smartphones, selling more smartphones on instalments, so that will have a negative effect on the cashflow this year, so year-end I will say that maybe the change in working capital will be some plus SEK 400-500 million, depending on how successful we are with the smartphones.  Otherwise the CapEx, SEK 1 billion, and we have for costs, we have talked about the guidance that that should not be higher than SEK 5.5 billion.


Group financial profile leverage, as you know we have -- I used to say we hardly know that the depth you see in this chart is off balance sheet liabilities linked to all the joint ventures and also to the put option related to Kazakhstan, but on sort of we have no bank loans.  What I have done here in this chart, I have also added actually our commitment when it comes to proposed dividends, the dividend, which will be paid out in May, so if the AGM decides in line with what the board proposes, and we use that as a liability right now, you can see that we are leveraged, using 2010 year’s EBITDA, we are north of 1.2, so that is sort of the starting point.

Then we get a lot of things about our balance sheet, a lot of questions about our balance sheet, and also about how we are thinking around leverage, and what to use with the cash we have, or the cash we generate, and of course there are three alternatives, we can use them for new ventures, mergers and acquisitions, and that we are always looking into, but, as you know, we have quite strict financial rules and we will follow them over time, but that is also one alternative.  Then of course we have the remuneration to the shareholders, and the third pocket in a way is if for some reason we’d like to be more prudent.  But we are always a balance between how we should use our funds, but in a way you can say, if we don’t find good enough investment opportunities then of course the money belongs to the shareholders.


And so this is something we should always bear in mind, and you know that we have now a clear dividend policy as well as leverage policy, and over time we’re talking about the leverage between 1.25 and 1.75, and we also know that we are talking about an ordinary dividend, which should be at least 50% of the result.  This is how we will manage the company going forward and, as you can see, perform right now, we are sort of a little bit above 1.20, but then of course we hope that the EBITDA this year will be somewhat better than last year and then maybe we will make some money also for the rest of the years.

Here you have sort of an overview of where we are, just to say that on the EBITDA margin we are growing the margin compared with the first quarter last year, and it’s more and more mobile of course, and the same you see in group sales, mobile is taking a bigger and bigger proportion of our revenues.  And when it comes to CapEx, you can see the development and comparison with last quarters, and then you should bear in mind, if you look at the first quarter this year, and compare it with our forecast, we have not booked so much CapEx from CapEx bought here, so that is to come.  So if you look at our guidance on CapEx and compare that with actual for the first quarter, you can see that we will have a quite significant cashflow impact for the remaining part of the year.  As Mats said, we are soon in a position to launch in Kazakhstan.  Return on capital employed is sort of a lighthouse or a star for us, and we have a target, as you know, of 20%, or at least 20%, and we are in that range.


Here is more of the same when it comes to the mobile margin, and you know that we have an overall target of the EBITDA margin for mobile on own infrastructure should be 35%, and we are actually not far away from that, of course driven from the huge success in Russia.

Finally, a deep dive into what’s going on in Sweden, what’s going on in Sweden mobiles.  First of all if we look at the sales and we compare that with the first quarter last year, you can see that we have an underlying revenue growth of 7%, and then we have the rest, the mobile is SEK 189 million, it’s related to mobile equipment, so that’s related to us selling smartphones on instalments, so that in itself is sort of 10% of the revenue growth.  So all in all, 17% but the underlying is 7%.

And then of course the question from your side is, “Hey, why didn’t the results go up by 7%?” that would be the question.  And we tried to explain what’s really going on right now here, you see the EBITDA result for last year, SEK 664 million, and then we actually have an improvement in the gross margin of SEK 112 million, so far so good.  But then we felt we’ll point out this SEK 101 million here in increased expansion and call centre costs.  If I talk about the call centre costs, it's related to many different things.  First of all, when adding on more advanced customers, they, especially at the beginning, they demand more from our call centres, but we are also working a lot with the sort of -- doing the call centre operation more effectively, putting in more IT tools, etc, etc.  So the increased call centre part is one-third of the costs here, of the growing costs, and that we will definitely size back and we have a clear ambition of taking it down.  Increase in the call centre costs and taking down the call centre costs, so there is a real opportunity for us.  Then we are making a shift now from prepaid customers to postpaid customers, not only by adding more customers who are in the postpaid segment, also by renewal of, and also taking old customers, which are now on sort of smartphones and more expensive contracts, so that has also, on a temporary basis, brought up the costs.  But the basic idea is that the new customers here coming in will, over time, add more revenue.  And we have also there some more SUNAB and Net4Mobility.

By that, Mats, I conclude.

MATS GRANRYD:
Thank you.  Just concluding then, just reiterating what is our group targets.  You know, it’s all about the best deal, and that’s why we have Best Deal all across here, the best deal for us is pivotally important, a combination of price leadership and good quality.  EBITDA, long-term 35%, return on capital employed of 20% on our own infrastructure, and the capability to reach top two positions in any given market or country where present; that is sort of the company’s target.


Looking into the different -- just a word on each different market area: Russia, strong customer intake, well in line with the forecasts, good EBITDA margin; Nordic, solid growth, the 17%, 7% underlying of Norse went through; Western Europe, further strengthening our position and also delivering a solid result; and of course in Central Asia, Kazakhstan is going to be really interesting going forward.  Remember, 2011 is for us an investment year, we have Norway, we have Sweden, we have Kazakhstan, we have Croatia, all going to grow and spend quite a lot of capital.


Lars, thank you very much.

LARS TORSTENSSON:  Thank you very much.  That concludes our formal presentation and I would like to take the opportunity to open up the floor and also the conference call for questions.  We’re going to start with the floor, so we’ll take (inaudible).
QUESTION FROM THE FLOOR:  Good morning, (several inaudible words), first a question on Russia.  You mention on the form here that it’s increasingly competitive in Russia.  How do you see that in the marketplace in practice?

MALE SPEAKER:
Well I mean the prices are not going up, put it that way, I mean we need to find -- we are Best Deal, and we need to fight for being in a best deal position, so prices are not coming up, if anything they are stable or coming down.

QUESTION FROM THE FLOOR:  But is that increasingly competitive?

MALE SPEAKER:
I would say so.  I mean it is a market that is more and more competitive, the big three are viewing us as -- they see that we are taking sort of a more fair share than our net intake, as they show we’re taking 20% of all net intake, and of course they’re trying to come to grips with how to handle Tele2 and one way is of course to lower prices, and we then need to fight back on that.  So for us it is an increasingly competitive market.

QUESTION FROM THE FLOOR:  Can you say something about the churn rates in Russia?

MALE SPEAKER:
Yes, as I showed you, churn rates are very, very low, we’re down to 7% on a quarterly basis, and I think the customers that are joining us, they’re very faithful to us, and I think our retail distribution chains, if you would like, is working very well, you would normally say it’s sort of buying a cigarette or buying some more minutes, whatever.  In that space; that’s where we are present; that’s where we need to be present.

MALE SPEAKER:
If I may build just on the competitive situation, I think that Tele2 Russia has done a fabulous job, but of course becoming even more cost-efficient, and I think we’re seeing that.  Even though competition increased during the quarter, we have been able to expand more into old regions, so they are now up to 47% again, despite the fact that we have more competition out there.  And also if you look at the trend in the quarter, it’s been a good and solid improvement over the quarter as such, and we see that, for example, the new regions are developing according to plan, and we are able to break even in the first half of 2011.  So even though we are being pushed harder, we stretched ourselves longer, and by that we are able to map even better margins.  But just as Mats said on price, yes, there is more competition.

Okay, we take another question (several inaudible words).

QUESTION FROM THE FLOOR:  Thanks, (several inaudible words).  On Russia, mobile data, you show that it’s 80% of your revenue was data revenue, is that including SMS revenues, or is it ‑‑

MALE SPEAKER:
No.
QUESTION FROM THE FLOOR:  Okay.  The same thing, I mean it’s been a lot of talks about, speculation about the 3G and 4G situation in Russia, could you just give us an update on where you are and what you think is going to happen from here?
MALE SPEAKER:
Sure, that’s a million-dollar question, and, you know, as you rightly said, a lot of discussion on 3G/4G.  We possibly view 3G as already a done deal, I think that we will find it difficult to get in on 3G.  4G is definitely an opportunity for us, there is no clear process that we are aware of, of how to obtain the licence.  Maybe you saw the Scartel Yowta(?) announcement a couple of months ago; that is on hold (inaudible) spectrums, there is no effectively new 4G spectrum being issued.  So I mean we’re eagerly understanding and trying to figure out how to get our hands on a data licence and data spectrum.  Technology neutrality would of course be something really attractive for us, both in 900, but also in 1,800, and we do have spectrum sort of available for that, if it would become such an opportunity for us.  But we are eagerly watching that because I think what I showed here on EDGE and 2G, data is doing fine, but of course over time it’s not going to be as efficient, we do need to have some sort of data.
QUESTION FROM THE FLOOR:  What would your best guess be on the 4G licence process?  There’s nothing for this year or for next year or ...?

MALE SPEAKER:
If this year, it’s going to be very late this year, I would more think sometime next year, but ask me that question next quarter again and maybe I’ll have a better idea.
MALE SPEAKER:
I think the spectrum neutrality is earlier than maybe a 4G licence, but just so you’re aware of it, I mean 4G licences in Russia is regulated and there is a clear path on what frequency basis that’s going to be used, both in 2.6 as well as in 1,800, and also spectrum neutrality is also managed, and 1,800 being the cleanest spectrum is the one that, not just we would like to see tech neutral, but also our competitors would like to see tech neutral as well, so hopefully that can come through faster.
MALE SPEAKER:
But do please ask that question next quarter again, I’m sure you will.
MALE SPEAKER:
Shall we take Thomas Heath(?) at (inaudible) as well, and then we should open up for some questions from the phone conference.  Please, Thomas.
THOMAS HEATH:
Thank you.  Thomas Heath here.  Just a question on spectrum in the Netherlands.  So you’re changing -- do you see this as a sort of change in strategy in terms of a whole new infrastructure versus other’s infrastructure, or are you just looking for licences if they’re really cheap?  And the second question is on the gearing targets, good old favourites, 1.75, is that only if you sort of acquire something, or are we aiming for 1.25 for ordinary payouts?  And then my third question, if I may, Norway is rough as always, any plans on exiting that market?
MALE SPEAKER:
All right, good, I’ll take the first, you take the second, you take the third, is that okay?
MALE SPEAKER:
Fantastic.

MALE SPEAKER:
So the first one, the spectrum in the Netherlands, I think that, as I said, 800 for us is really important, we know how to work in a JV structure, we don’t know yet, and nor has the NRA in the Netherlands given out the terms and conditions, we need to view that first and see if we can get the preferential treatment like we got in the 2.6, because they do really want to get new companies in on the playing field in the Netherlands, so we need to view that first and then see how best do we form, if we’re going to form, something in the Netherlands to roll out the 4G network.

MALE SPEAKER:
Between 1.25 and 1.75 you have sort of a neat point of 1.5 and that’s probably where we in the normal cases should be with our leverage, but then of course on M&A opportunities of sort of a decent size, then of course we can increase the leverage, but you should see some kind, which we have talked about, before that midpoint is 1.5.  If we sort of think it’s the best -- if we can’t find sort of alternative use for the money then it belongs to the shareholders.
MALE SPEAKER:
But 1.75 we could go beyond if we find ‑‑

MALE SPEAKER:
Of course, we are always talking about some target, what it normally should be, but then of course, if the right target shows up then we have to look at that as a special case.

MALE SPEAKER:
When it comes to Norway, I guess we have been a little bit fussy on the answer there, but what we have said in 2011, something has to give, the safest course(?) is not an alternative in the Norwegian market and where will the value (inaudible), either be it consolidate ourselves, or being consolidated, but just maintaining the operation as is, is not an alternative.


Okay, then I think we should open the floor for some questions from the telephone conference.  Do we have an operator available?

OPERATOR:
Ladies and gentlemen, if you have a question for the speakers, please press 01 on your telephone keypad and you enter a queue.  After you are announced, please ask your question.  We have a question from Mr Andrew Lee at Goldman Sachs, please go ahead.

ANDREW LEE:
Good morning, everyone.  A couple of questions on Swedish mobile.  You saw EBITDA margin pressure in the first quarter, as you said, because of smartphone subsidies and expansion costs, but would you expect smartphone sales that you’ve seen towards the backend of last year and the first quarter to drive service revenue growth acceleration through 2011?  And then since you expect reduced call centre costs through the year, do you expect that will put pressure on EBITDA versus your guidance in Swedish mobile?  And finally, on Swedish mobile, do you see risk of competitor retaliation at all here, given your strength of equipment sales versus TeliaSonera in the first quarter.  Thank you.

MALE SPEAKER:
I’ll see if I can remember them all.  First of all, we’re not subsidising handsets in Sweden, and yes, we do have increased costs when it comes to selling smartphones, equipping the smartphones with SMS/MMS and so on, and also taking care of the maintenance of a smartphone, people calling in to our customer care team with difficult questions.  And of course from a cost perspective that is something we’re working hard on, to reduce both the cost of acquiring new smartphone customers, but also how to serve them better and more cost-efficiently, because staying on 30% EBITDA; that is what we have guided the market for 2011, and of course we do want to increase that margin going forward.
MALE SPEAKER:
I guess we can call it success-based, or the initiatives that we have in the Swedish market when it comes to acquiring new postpaid customers.

MALE SPEAKER:
Yes, absolutely, and we have not seen any retaliation from our competitors, I think that we are very big on prepaid today in Sweden and the movement we're seeing, the 45,000 new postpaid customers, I would say the majority really comes from our own prepaid stock moving over to being a postpaid customer, but not sort of stealing customers from other operators or them stealing from us, it’s sort of  a migration within the one family, if you would like.

MALE SPEAKER:
I think, Andrew, that we have on the slide pack that we have distributed to you, is of course that when you look at the consumer segment and on postdate, 90% today are taking a contract with us, 18-24 month, so over time hopefully that is going to have a positive effect on churn, and you can see on that slide as well, it’s in the Swedish part of the presentation, that this trend has definitely improved over the quarter, so we are peaking now on 90% of consumers prolonging with us with a contract.  So there are two movements here, one is of course grabbing market share, but the one is of course to upgrade, so to speak, our own customer base, and that is also happening.

MALE SPEAKER:
And also getting a customer base that are more sort of loyal to us.

MALE SPEAKER:
And the question about customer care costs, as such we have definitely targets to take them down, so we have action on its way now and we have seen improvements if we compare the January to what we see in March, so that will hopefully also see good trends going forward, but still much to do on that.

ANDREW LEE:
Thank you.

MALE SPEAKER:
Did we answer the question?

ANDREW LEE:
That was great, thank you.

MALE SPEAKER:
Operator, do we have another question on the telephone conference please?

OPERATOR:
We have a question from Mr JP Davids at Barclays Capital, please go ahead.
JP DAVIDS:
Hi, guys, two questions please, first one on Russia.  On Russia specifically, you have mentioned a push into the business environment.  Can you give us some of your aspirations or targets there?  And specifically you mentioned that there’s a very large difference between rural areas and urban areas when it comes to data, is this also true within that rural business environment?  Then the second question is on Sweden mobile, and the question there is, with these initial costs you’re putting into smartphones and into upgrading customers on to postpaid, what is the sort of timeframe you need to hang on to a customer for before you start seeing accretion to customer lifetime value?  Thank you.
MALE SPEAKER:
Okay.  When it comes to Russia then, the difference in data on urban versus rural, and if that is valid to SME, I would definitely say it is valid to SME as well.  We see of course a different pattern of usage in rural Russia, where we are present, it is from one aspect less important to have a really fast connection, as we would assume it is in Moscow.  We are present inside Petersburg but we have some knowledge of how it is to compete in an urban area, but the big difference is of course, Sweden being one thing, Moscow being another thing, and then we have the rural areas or regions in Russia, which is then something completely different.  Then, as I said, EDGE technology is serving us very well in that region and we are well on par with the big three that do have 3G capabilities in the regions.


Then maybe, Lars, you can take the -- or that Lars maybe.

MALE SPEAKER:
I can try on it first and then Lars can -- I think that it was well worth the exercise to upgrade a prepaid customer to become a postpaid customer, or even a postpaid customer becoming a smartphone customer.  I don’t have an exact number about when it comes to payback time, but what I can say is that churn is definitely lower, (inaudible) is higher, therefore this volume to value game that we would like to play, so the lifetime value of that customer is higher than the equivalent feature phone user or the prepaid user.  So we’re not doing this just to give out smartphones, we believe that this is going to give us some good and solid payback over the coming years.
MALE SPEAKER:
And I think it is really important for us to have a long-standing relationship with our customers, and you get that through postpaid and you get that through contract; that’s a way of better understanding the needs of the individual customers than “just” having the prepaid relationship.  So it’s something that we look forward to and we’re working hard to try to understand our customers better.
JP DAVIDS:
Thanks, and just a quick follow-up on Russia business, have you got any aspirations or targets you want to share with us in terms of market share there?

MALE SPEAKER:
Market share on data, JP, or what are you referring to?

JP DAVIDS:
the Russian SME market, so, you know, what sort of market share are you targeting for that segment?

MALE SPEAKER:
That seems a good question, but I think it’s still very, very small, and we are trying to make a business out of it, one can say, and as I showed in a slide, the market in Russia has been prepaid, 100% prepaid, and now in the last months of last year we are seeing that there is actually a postpaid market available, maybe 10% or so, but it’s not more than that, and then 10% postpaid, and I’m taking that postpaid segment over to the SME market, is a journey that we’re now starting on, so we do have internal targets but it’s nothing that I really would like to share here I think.

MALE SPEAKER:
But it should be pretty much in line with what we consider to be our fair share maybe.

MALE SPEAKER:
Yes, possibly, but I think that let’s come back to that during Q2.

JP DAVIDS:
Very clear, thanks very much.

MALE SPEAKER:
Can we take another question from the floor while we’re waiting for more people asking questions on the phone conference, so, Mr Heath.

THOMAS HEATH:
Thank you.  Just a follow-up on Sweden, is it right to understand that margins are falling a bit in the prepaid segment?  It seems to me that they might have been coming down.  Should we be concerned about profitability in Comviq as you move customers over to (inaudible)?
MALE SPEAKER:
No, you shouldn’t be concerned over that, but I mean the focus now of course of taking a new customer, and also market share, is for the postpaid segment and what you saw before that people are coming in, and also coming in with better access and sort of driving the offer, but I mean overall the prepaid is a stable business.

MALE SPEAKER:
And there’s also been some changes how we allocated SMS between postpaid and prepaid as well having some impact there, so it’s more a technical allocation of SMS traffic to be at the right place, so to speak.


Operator, can we have another question from the telephone conference please?

OPERATOR:
We have a question from Mr Stefan Goffen(?) at Noddy(?), please go ahead.

STEFAN GOFFEN:
Yes, I have three questions, the first one relates to margins in Russia.  You have earlier talked about that the margins in the old regions should stabilise around 45% and this quarter you stated that the margins on the old regions reached 47%.  Would you say that you have a slightly more positive view on the development on margins in the old regions now?  Second question relates to Norway, there you have guidance for 100 million in EBITDA loss for full year 2011, and this quarter you reported a positive EBITDA.  What explains this positive development and are you too cautious in your guidance?  And then thirdly on Swedish mobile, looking at the growth year-over-year, it’s flat, despite the heavy growth in data usage.  I believe this is a mix effect with mobile broadband having a lower ARPU so diluting the overall ARPU, but with your push in smartphone sales, would you believe that the mix effect should improve during the year?

MALE SPEAKER:
Maybe I can start with Russia there, and then, Lars, can you take the following two then.


45% EBITDA, exactly like you said, up to 47% in the first quarter, and I think that’s despite the price pressure that we have discussed and the fierce competitiveness in the market, the Russian organisation has really pushed down costs in a nice way.  I don’t think that we can say that this is a trend shift of any sort, 45% is still where we think we’re going to end up, we’re not guiding anything lower, 47% is good and we hope to stay at 47%, but it’s nothing that I would say is a big change than what we have previously communicated.

MALE SPEAKER:
When it comes to Norway, there are of course some uncertainties going forward when it comes to the mobile termination rates, and we are still waiting for a final decision there, and this will not come before Easter, so it will probably come end of this month, so therefore we see no reason -- I mean we are happy to sort of come out with this, slightly better than expected, but we can’t draw the conclusion that we should change the forecast for the year; there are some uncertainties.  As my colleagues here said before, when it comes to Norway, it is really a more strategic question with what we should do there.

MALE SPEAKER:
And then also when it comes to ARPU development for smartphones, smartphone trends impacting the overall ARPU I should say, I think it’s still quite early days for us.  I mean we have indicated that we see, on the smartphones side, that we see a fairly decent uplift, we shared that last quarter, talking about slightly south of 20% ARPU increase.  But of course we have other products coming in here, which have lower ARPU, fixed mobile network is one product, of course prepaid mobile broadband, also postpaid mobile broadband have lower ARPU, and we also have ambitions over time of course in the machine-to-machine space, so there will be other areas that will have maybe a little bit lower ARPU, but if you just look at the same customer, yes, there should be an uplift.  It’s hard to just generalise on the total ARPU right now, but obviously -- I’m sorry, Stefan, we probably have to wait a few more quarters before we can really talk about a trend here.
STEFAN GOFFEN:
Okay, fair enough, thank you.

MALE SPEAKER:
Operator, do we have another question?

OPERATOR:
We have a question from Mr Laurie Fitzjohn at Citigroup.  Please go ahead.

LAURIE FITZJOHN:
Hi, good morning.  Two questions if I may, one question on freedom(?) mobile, could you update on how the take-up of products, which are targeting replacing fixed with mobile, and in particular the mobile broadband side.  And then also, do you have further plans, given the roll-out of 4G, to sort of increase the targeting of replacing fixed broadband with mobile broadband?  Second question on Germany, again we saw quite a deterioration in the revenue side, but the margin remains relatively good.  Could you provide us with an update on the sort of dynamic we’re seeing in this market and how you’re able to give top line declines to maintain margins?  Thank you.

MALE SPEAKER:
That one is for you, Lars?

MALE SPEAKER:
I’m sorry, Laurie, we had a bad line there, but I think we’re talking about sixed mobile versus mobile broadband, and what are we doing when it comes to the roll-out of 4G services, would that be correct?

LAURIE FITZJOHN:
That’s right, yes, so what you’re targeting replacing fixed with mobile.

MALE SPEAKER:
Yes, I think that, when it comes to mobile broadband products, we have a lot of different initiatives right now, fixed via mobile is one, where we are selling off some mobile broadband service on top, and I think that really (several inaudible words) but ‑‑

MALE SPEAKER:
Exactly, I couldn’t really hear your question, but 4G is definitely something that we feel strongly about and, as I said, we are rolling that out as we speak, 99% of the people have 4G coverage end of next year, and during this year we’re going to roll it out in 100 cities or so.  And I mean, just as a titbit, in my office down here, 200 metres away from where we are right now, I have 85 megabits per second on my laptop, which is a phenomenal high speed, and also, more importantly possibly, is the very, very short latency, it’s an instant reaction when you click on something.  And I mean of course 85 megabits per second will not be the sort of average speed, it’s more of a theoretical speed, I'm sure I’m possibly alone in that cell(?), so I think that you can, as a rule of thumb I think we’re saying ten times faster than 3G, so if you get 3 or 4 megabits per second today in 3G, you will get 30-40 megabits or so per second on 4G.  And with those speeds, we do see a mobile to fixed sort of conversion, if you would like, to be able to offer a Wi-Fi connection in the home and in the background it would be -- transmission would be through 4G and not through the fixed cable, and for many, many people that would be absolutely sufficient, if you want to have an HDTV in every room, for sure it's not going to be sufficient, then you need fibre or cable, but for a lot of people 4G connection transmission would be absolutely fine.  So we are rolling it out and we are still on very, very low volumes, small volumes, and, as I said, it’s going to take several more years before we get to any sort of penetration.  By 2015 we believe we will have roughly 20% or so of the Swedish population on 4G.

MALE SPEAKER:
I think maybe just answering a question that you didn’t ask, Laurie, but the good thing though with building this 4G, but (inaudible) 2G network is of course that we’re doing this for the 2G network pretty much as well, and that will lead to of course that we’re going to close down our old 2G (overspeaking)

MALE SPEAKER:
So right now we are actually running 2G networks you can say, rolling out 4G and in the 4G network we are also deploying 2G at the same time, and then of course we have the old 2G network in Sweden, so by the end of this year or the beginning of next year we will gradually start to shut down our old 2G network and only have one network left, together with the network ability together with (inaudible).

MALE SPEAKER:
Can I add that, if you look at the operational costs for running the network, plus depreciation, will actually peak this year, and next year we will start to see savings overall.  I mean we will run the 2G, 3G, 4G, at less cost than when we are running 2G, 3G today, and in 2014 we will ‑‑

MALE SPEAKER:
The costs in Germany, Laurie, I heard your question there, I think our friends at (several inaudible words) put up a blog post on our webpage today around Germany, just for you to enjoy.  (inaudible) but I can answer it still.  We do have seasonality effect when it comes to Germany; believe it or not weather has an impact when it comes to fixed telephony.  If it’s good weather you stay outside, you call with your mobile, bad weather inside, call with your fixed line, supposedly.  In the first quarter we have the very good weather in Germany, hence we saw lower callings on the fixed line side.  Take a look at Q1 2010, we had a similar trend there, seasonality does exist in fixed line, otherwise I think we’re quite happy when it comes to (overspeaking)

MALE SPEAKER:
No, I mean, as I said, it’s sort of a stable world doing good EBITDA, so a good bottom line for us.

LAURIE FITZJOHN:
Thank you very much, very interesting.

MALE SPEAKER:
Thank you.  Can we take a question from the floor, it’s (inaudible) please.

QUESTION FROM THE FLOOR:  Yes, hello again.  I was just wondering about the fixed broadband business, and it’s not EBITDA loss-making for the moment, but on EBIT highly loss-making.  What’s your plan for the fixed broadband, or is it only mobile you’re going for in the Swedish market?
MALE SPEAKER:
Yes, it’s a very good question.  You know, we are a mobile company, no doubt about it, and we are focusing on mobile.  However, fixed is not important, it is important, and with our ambition in the 4G domain we are building out a fibre ring to cater for the transmission, and possibly, if we need to, we will be able to connect households to that fibre ring and offer fixed broadband.  Right now we are focusing heavily on the mobile domain in Sweden, so fixed is a little bit in our back pockets, you can say.
QUESTION FROM THE FLOOR:  Retention too, this is a complementary ‑‑

MALE SPEAKER:
Yes, complementary to it, I mean it’s -- but I think your observation is absolutely true, it’s something that we need to start to deal with pretty soon, one way or another.

MALE SPEAKER:
Okay, operator, can we have another question from the telephone conference please?

OPERATOR:
We have a question from Mr (inaudible) at Jeffries, please go ahead.

QUESTION FROM THE FLOOR:  Yes, thank you.  I was just wondering about the monthly progression in Russia.  You do report this sort of monthly customer intake.  I don’t want to over-interpret this, but I was just wondering where you attribute the accelerating customer intake that accelerated from January to February to March, what you attribute that to.  Is that increased marketing, i.e. sort of connected to an also lower margin, or is this sort of a change in the external environment, the competitive environment, or any other effect?  Thank you.

MALE SPEAKER:
No, I would say that the forecasted run, January is, as we know in Russia, January, which means that a lot of occasion and literally Russia is closed for the first couple of weeks.  February is also a slower month.  March is picking up and this is, as I said, you know, well in line with our forecasts.  We haven’t done any significant changes in pricing, nor have we done it in marketing, but it’s an ongoing effort to continue to get our subscribers in.  You can say that, you know, we have old regions and new regions that we’re trying to sort of get away from, from that description, because we’re getting newer regions, but the old regions, we have the EBITDA of 47%, as we have discussed, and we have a very good market share of 36%.  In the new regions that’s where we see the growth, we are growing phenomenally well in the new regions.  But of course over time it’s not going to be that significant because even more volume, we need to do the trick that we’re trying to do in Sweden, go from volume to value.  And you should also be mindful of that the new regions in Russia, they cover roughly 20 million people, whilst the old regions, they cover 40 million, so the population or the density in the new regions are slightly less, or half actually, of the old regions.  So there will be a natural saturation, if you like, over a time.  If you compare our Q1 numbers this year with Q1 last year, it’s a huge difference, I think we were up at almost a million, 900,000-plus subscribers, so I’m glad that you did not do that comparison, because it’s not really right, and in Q2 I’m sure we’re going to continue to show good growth, but not in line with the growth that we showed last year; that’s all according to plan.
QUESTION FROM THE FLOOR:  Great, thank you.
MALE SPEAKER:
Okay, operator, can we have another question please?
OPERATOR:
We have a question from Mr Dominic Harman(?) at HSBC, please go ahead.

DOMINIC HARMAN:
Yeah, hi there, just one question left on Swedish mobile, just generally, would you open your network to any MVNO, or is that something you wouldn’t consider at all?

MALE SPEAKER:
I think we could consider that maybe.  We’re not big fans of MVNOs though, we haven’t really seen anything successfully implemented elsewhere.  We do have an MVNO playing in the Netherlands, but otherwise we’re not all that keen on it.  I don’t know, Lars?
MALE SPEAKER:
I think, depending on the sort of the offer.

MALE SPEAKER:
I mean we never reject a good deal as long as it's the best deal, but MVNO as such, we don’t think has the greatest future, we are more into the joint venture, sharing networks, we think that’s a fantastically attractive way of going forward.  But I mean everything that can help us to save costs is sort of welcome, so if there’s some big good setup, if we can sell some spare capacity to someone, that’s phenomenal, we’ll do that.

MALE SPEAKER:
Operator, let’s have another question, we are getting a little bit limited on time here.

OPERATOR:
We have a question from Mr James Britton at Nomura.  Please go ahead.

JAMES BRITTON:
Hi, thanks very much.  I have three questions, firstly on Russia.  Your margins are heading in a different direction to the rest of the market, which is interesting.  Can you just highlight where Tele2 Russia is investing in on the distribution side to remain competitive in the more heated market?  The second question on Russia, is the target breakeven point for the new region in Russia still around two years?  And then thirdly, just a financial one for Lars, can you provide the acquired revenues and EBITDA from BBned so that we can calculate a truly organic growth rate, less FX, as I expect?

MALE SPEAKER:
Yes, so the breakeven in the new regions, yes, we are firm on 18-24 months and we are well on track with that.  We are almost breakeven now, very, very close, so Q2 I hope that I can announce that.  Then the first question.  Can you repeat the first question?
JAMES BRITTON:
Yes, absolutely, and just sort of interested that your profitability is going up when the profitability of your main competitors is heading down in Russia, can you just highlight specifically on distribution where you are developing your distribution to remain competitive in a more heated market?

MALE SPEAKER:
Okay.  I think that, you know, we are having phenomenally skilled men, we are having a very skilled customer care operation as well, and as you can see our churn rate, I don’t know if it’s the best, but it’s certainly very, very low, 7% for the quarter, and those things make it easier to run a profitable organisation.  So good customer care, very low churn, and then (static) and a very tight organisation (static), I think those are our (static) in Russia.

And as for BBned maybe (static).

MALE SPEAKER:
BBned’s impact on (static) but I mean (static) but they have (static), which could be deducted then from (static).
JAMES BRITTON:
Guys, the line’s gone very, very faint, and so I didn’t hear much of that.  Just a quick follow-up, can you just talk about how you’re investing in distribution or developing distribution in Russia.  I sense that obviously the competitors are developing their distribution channels quite aggressively, what are you doing on distribution in Russia?

MALE SPEAKER:
We are not changing any distribution channels, but we are opening up more stores, we are (static) and we’re upgrading the stores, you can say, to get the more coherent look and feel across Russia, and that has yielded good results so far, but I don’t think that we can say that we have changed the distribution channels or done anything different.
MALE SPEAKER:
I mean last year we changed the way how we (static) ‑‑

MALE SPEAKER:
The commissions.

MALE SPEAKER:
Yes, the commissions, yes.  Now (static).

MALE SPEAKER:
We have decided to go for a very low dependency on (static) distribution chain (static) have I think less than 5% when (static) channel, but for us it’s more a wide ambition we have, the Russian postal as well as (inaudible) has got its own stores and (static).
MALE SPEAKER:
There are a lot of points (static), and exactly what I have said at the beginning here with the average Russian (static) shall I buy a pack of cigarettes or more (static) and it’s that decision that that’s where you need to be, you need to have all these kiosks, and you also need to have the (static).
MALE SPEAKER:
We have seven more questions on the telephone conference, out of time, but if we can limit ourselves to one question each, so let’s go speeding, so please, operator, could you take the next question please?

OPERATOR:
We have a question from Mr Andrew Parness(?) at UBS, please go ahead.

ANDREW PARNESS:  Yeah, hi there, guys, this is Andy Parness at UBS.  Just one quick question then: on the Net4Mobility joint venture, how do you expect the costs line to develop there in Swedish mobile EBITDA and at what point should the increased costs in Net4Mobility get offset by the 2G network shutdown?  Thanks.

MALE SPEAKER:
I’m sorry, I can’t sort of give you detailed numbers, but what I said before is that overall the costs for us to run in the networks will peak this year, and from next year you will see more costs for Net4Mobility, but less costs from the two operations, and then there will also be a shift in the way that the same thing as we have for SUNAB and the costs from SUNAB and Net4Mobility, they also include depreciation of (inaudible), but that we have to explain to you going forward.  This year, the Net4Mobility cost is in a way a sunk cost, because we don’t have so much traffic on the network, but next year we (several inaudible words).
MALE SPEAKER:
So, operator, let’s have another question.

OPERATOR:
We have a question from (several inaudible words).  Please go ahead.
QUESTION FROM THE FLOOR:  Yes, a very short question, can you remind us about the ARPU differences in Sweden between prepaid and postpaid?
MALE SPEAKER:
The difference between prepaid and postpaid ARPU?
QUESTION FROM THE FLOOR:  Yes, when you shift from being a prepaid on a normal phone to using a smartphone, I think you have mentioned 20% difference before.
MALE SPEAKER:
The 20% is, if the same customer has gone from a contract feature phone to a contract smartphone, so we don’t have that shift from prepaid to postpaid.  I don’t know if we have anything from our guys in the Swedish organisation, is that too early to talk about what the prepaid customer becoming postpaid, if we have any uplift?
MALE SPEAKER:
We have of course a bit lower ARPU on prepaid as such, going on to postpaid, but the uptake on when a prepaid customer goes to postpaid is about the same as before.
MALE SPEAKER:
Okay, so we can talk about the 20% there as well then.  Okay, can we take another question, operator?
OPERATOR:
We have a question from (several inaudible words).  Please go ahead.

QUESTION FROM THE FLOOR:  Yes, I was wondering a little bit, you alluded to it, but could you say a little bit more about the costs for the JV for the rest of the year?  I think the beginning of last quarter you said that the costs would be roughly the same because you had some higher costs in the fourth quarter and now they’re going up.  Should we expect them to stay at this level or will they continue to increase?  And then I was also wondering if you could say something about, if you receive the licences that you expect to receive in Russia, what would the impact on CapEx and EBITDA be?
MALE SPEAKER:
I can do the last one first and then you do the first one.  So CapEx, we’re not expecting to have any significant CapEx for two reasons this year, we believe, it would take more time to get the spectrum (static).
QUESTION FROM THE FLOOR:  Sorry, you’re breaking up, it’s very hard to hear.
MALE SPEAKER:
I’m sorry.  No significant CapEx this year on the new regions.
QUESTION FROM THE FLOOR:  And for next year?
MALE SPEAKER:
For next year, yes (static) but I mean how much I have no idea, we need to come back to that.  Lars, can you take ‑‑

MALE SPEAKER:
When it comes to the costs from Net4Mobility, they have been rather low here for the first quarter, but of course they will increase for the coming quarters, and I don’t think we have mentioned a number there, have we?
MALE SPEAKER:
No, we have not.
MALE SPEAKER:
But that is a sort of -- when we made the projection for this, that will have an impact on the result when we talked about that the market, there is not an absolute cost in the same level as last year, but you will see more costs actually coming in for the rest of the year.
QUESTION FROM THE FLOOR:  Okay, thank you.
MALE SPEAKER:
We need to speed up even more, so, operator, let’s take another question please?
OPERATOR:
We have a question from Mr Barry Latini(?) at Berenberg.  Please go ahead.

BARRY LATINI:
Good morning, it’s Barry Latini from Berenberg here.  I was just wondering, I know we’re expecting to hear about some of the other licences being offered in Russia today, I was just wondering whether you’ve got any news on that as yet, and then I was also wondering, in Norway, what MTR rate(?) are you currently using, are you actually using the old MTR rate, is that why we’ve got a positive EBITDA this quarter?  And then in Sweden I was just wondering, the 100 million on call centre costs, how much of that is one-off in nature?

MALE SPEAKER:
Okay, the first question on the licences in Russia, we have not heard anything more, we got four out of four last week, and we do not think that we will be as successful going forward, the competition is becoming increasingly heavy, if you like, the more west we go, and we will be happy if we get a couple more.

When it comes to - if I understand the question correctly - you referred to call centre costs of 100 million, it was not call centre costs of 100 million, it was the call centre and expansion costs, and the call centre was 35 million, or one-third of the costs, but this was a one-off, but we assume that going forwards we will be more effective and actually take down the costs.

MALE SPEAKER:
When it comes to mobile termination rates in Norway, we have used a blend between the old and the proposed new level by the NRA in Norway, you could say that we are using an average.


Thank you.  Operator, could we have another question?

OPERATOR:
We have a question from Mr Piers de Neilson(?) at Chavieur(?), please go ahead.
PIERS DE NEILSON:
Yes, thanks, just a question for Mats please, one of the things you seem to have brought to Tele2 since you arrived has been an increased focus on the business segment, I was just wondering how this will impact the way you operate, and your organisation, thank you.
MALE SPEAKER:
(static) need to put it that way, and we are also seeking different (static).
MALE SPEAKER:
Operator, can we have another question please?
OPERATOR:
We have a question from Mr John Dorinsky(?) at Handers Bank(?), please go ahead.

JOHN DORINSKY:
Thank you.  John Dorinsky,  Come back to Russia and the margin improvement in the old regions, is that from lower OpEx or gross margins, or a combination of both?
MALE SPEAKER:
It is actually I think, maybe they don’t like the answer, but it is actually a combination, we have slightly higher margins, but also been able to manage the costs.
MALE SPEAKER:
Operator, how many questions do we have left?
OPERATOR:
One question left from (several inaudible words),  Please go ahead.

QUESTION FROM THE FLOOR:  Thank you very much (several inaudible words) just a very quick follow-up on Sweden, if you totalled up the costs picking for running the network this year, if you can give an idea of the potential synergies to come from the network sharing and in terms of magnitude how they will be split or achieved into 2012 and 2013.  That would be the first follow-up, and he second one is about the spectrum auction in the Netherlands, if you can say what are the right circumstances you refer to for the upcoming auction?  Thank you very much.
MALE SPEAKER:
Okay, in the Netherlands, very short, favourable conditions means very low prices, a nice treatment for new entrants, I think, and also a bail-out criteria that would be sort of acceptable to us.  Yes, and when it comes to the other course ‑‑

MALE SPEAKER:
For the network on Sweden, we can’t be so specific, but I can tell you, as I said before, the total costs will peak this year and we will be able to run on the 4G network together with the 3G and 2G network at lower costs than we’re having today.  I think that’s the best we can give.
MALE SPEAKER:
And we will of course take the opportunity sometime soon to also have teaching together with you to recap the market (static) so stay tuned when it comes to that, maybe that could be a topic (overspeaking)


So, operator, do we have any questions left?

OPERATOR:
There are no further questions at this time.  Please go ahead speaking.

MALE SPEAKER:
Very good, then we have answered all the questions, so thank you very much for staying with us for so long and I would take the opportunity to also remind you that the interim report for the second quarter, we will present 19 July, and in the meantime of course we look forward to keep our dialogue going with you guys, so feel free to give either me or someone in my team a call if you have any other uncertainties, but without anything else, I guess, thank you very much, and have a great Easter.  Bye-bye.
MALE SPEAKER:
Thank you.
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