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2009 Targets and Results

Slide 2

ÅRestructuring of the cost 
base 

ÅGenerate a significant, 
positive cash flow

ÅImprove earnings

ÅMobile business at break -
even

ÅPlanned restructuring programs 
almost completed ïcost 
reductions significantly above 
plan 

ÅFree cash flow exceeded the 
increased guidance of ñaround 
DKK 500 millionò 

ÅSignificant improvement in EBITA 
from ongoing business despite a 
decrease in revenue 

ÅReached break -even in terms of 
EBITA in Q4 2009 ïthe first time 
in four years

2009 Targets 2009 Results
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Financial Highlights

Slide 3

ÅGNôs Q4 revenue was consistent with the 
updated full -year guidance of "around 
DKK 4.7 billion" provided in the Q3 
Interim Report on November 11, 2009.

ÅTotal Q4 revenue was DKK 1,227 million 
corresponding to organic growth of 
(10)%.

ÅExcluding a legacy - related one - time 
provision GNôs Q4 EBITA was DKK 111 
million (Q4 2008 DKK 27 million) 

ÅThe free cash flow was DKK 100 million 
versus DKK 35 million in Q4 2008.

2009 Revenue : 
DKK 4,729 m

2009 EBITA : 
DKK 93 m*

2009 NIBD
DKK 1,029 m

2009 Cash Flow
DKK 566 m

2008 
DKK 5,624 m

2008 
DKK 1,592 m

2008 
DKK 65 m

2008 
DKK (95) m

Q4 2009 Full year

(* Excl . DKK 85 m one - time provision)
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Additional Highlights
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ÅWe anticipated a decision from the Arbitration Tribunal on DPTGôs claim for the 
period 1994 to mid -2004 before year -end 2009. The Arbitration Tribunal has 
not yet rendered its decision.

ÅIt is expected that the Federal Supreme Court will issue a ruling on April 20, 
2010.

Å

ÅGN has decided to appeal the case.

Arbitration Case against TPSA

Appeal Case about the Prohibition of the Sale of GN ReSound to Sonova

Beltone Tax Case
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GN Netcom
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GN Netcom ïFinancial Statements

(DKK million) Q4 2008 Q1 Q2 Q3 Q4 2009

Revenue 615 2,430 421 435 412 468 1,736

Organic growth (23)% (9)% (36)% (30)% (32)% (19)% (30)%

Gross margin 37% 40% 35% 42% 43% 50% 43%

SG&A, R&D etc. (248) (1,039) (229) (224) (187) (284) (924)

EBITA (18) (71) (82) (43) (11) (48) (184)

EBITA margin (2.9)% (2.9)% (19.5)% (9.9)% (2.7)% (10.3)% (10.6)%

Non - recurring costs 49 107 41 36 25 126 228

Free cash flow excl. 
tax & financial items

50 218 43 46 13 50 152

ÅMobile Headsets reached break -even in Q4 2009, for the first time in 4 years.
ÅQ4 EBITA exclusive of non - recurring costs was DKK 78 million ïa margin of 17%.
ÅDespite the negative full -year earnings, GN Netcom managed to generate a 

positive cash flow mainly as a result of the successful restructuring of the supply 
chain as part of the FAST program.

Slide 6
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Improving Profitability and preparing for 
Growth
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FAST

Business model

Products

Growth

2009 2010

ÅTargeted sales and marketing 

initiatives

ÅCapture Unified 

Communications market

ÅContinue to launch new and 

innovative products

ÅContinue to build a sustainable 

Mobile business model
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CC&O Market Potentially Tripling by 2014

Source: Frost & Sullivan, Nov 2008. 

CC&O World Market Projections
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According to Frost & Sullivan ï
the CC&O Market will potentially 
triple by 2014 ïmainly driven 
by Unified Communications (UC)

http://www.jabra.com/NA-US/headsetsolutions/Pages/JabraPRO9400.aspx
http://www.jabra.com/NA-US/headsetsolutions/Pages/JabraBIZ2400.aspx
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GN Netcom - Embracing Unified Communications

Slide 9

UC integrates technologies such as voice, email and instant messaging

GN Netcomôs UC headsets are plug-and -play with all leading UC applications

http://www.jabra.com/NA-US/headsetsolutions/Pages/JabraPRO9400.aspx
http://www.jabra.com/NA-US/headsetsolutions/Pages/JabraGN9300.aspx
http://www.jabra.com/NA-US/headsetsolutions/Pages/JabraBT530.aspx
http://www.jabra.com/NA-US/headsetsolutions/Pages/JabraBIZ2400.aspx
http://www.jabra.com/NA-US/headsetsolutions/Pages/JabraGN2000.aspx
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Mobile Market and Prospect

Source: Strategy Analytics, Sep 2009. GNN Estimates
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Mobile Headsets ïNew Business Model

Slide 11

Jabra STONEJabra HALO Jabra CRUISER

High-end Products Portfolio

Partner Strategy ïExclusivity on Selected Markets

Build to Order

APAC fulfilment centre Customers

http://www.att.com/
http://www.google.com/imgres?imgurl=http://www.emporialife.co.uk/images/o2_logo.gif&imgrefurl=http://www.emporialife.co.uk/index.php?id=big_button_mobile_phone_payg_guide&h=243&w=250&sz=13&tbnid=gIiFAEz7-AewdM:&tbnh=108&tbnw=111&prev=/images?q=o2+logo&usg=__7S6Kb84fDg6lfSf1spGFgQO3Lcg=&ei=QA9gS5KlL4zF4gaG_5DsCw&sa=X&oi=image_result&resnum=2&ct=image&ved=0CAkQ9QEwAQ
http://www.google.com/imgres?imgurl=http://www.emporialife.co.uk/images/o2_logo.gif&imgrefurl=http://www.emporialife.co.uk/index.php?id=big_button_mobile_phone_payg_guide&h=243&w=250&sz=13&tbnid=gIiFAEz7-AewdM:&tbnh=108&tbnw=111&prev=/images?q=o2+logo&usg=__7S6Kb84fDg6lfSf1spGFgQO3Lcg=&ei=QA9gS5KlL4zF4gaG_5DsCw&sa=X&oi=image_result&resnum=2&ct=image&ved=0CAkQ9QEwAQ
http://www.google.com/imgres?imgurl=http://www.emporialife.co.uk/images/o2_logo.gif&imgrefurl=http://www.emporialife.co.uk/index.php?id=big_button_mobile_phone_payg_guide&h=243&w=250&sz=13&tbnid=gIiFAEz7-AewdM:&tbnh=108&tbnw=111&prev=/images?q=o2+logo&usg=__7S6Kb84fDg6lfSf1spGFgQO3Lcg=&ei=QA9gS5KlL4zF4gaG_5DsCw&sa=X&oi=image_result&resnum=2&ct=image&ved=0CAkQ9QEwAQ
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Drivers and Challenges for GN Netcom

ÅProspect of significant long - term 
market growth ïespecially from 
UC.

ÅNo additional investments are 
required to participate in the 
attractive UC opportunity.  

ÅAttractive margins in the CC&O 
industry.

ÅReduced working capital and a 
scalable cost base.

ÅVery strong product portfolio 
from both Mobile and CC&O 
Headsets.

ÅBuild a long - term sustainable 
business model for Mobile.

ÅLeverage on GN Netcomôs strong 
UC base and remain a key 
player on the UC market. 

ÅGain market share in North 
America.

Slide 12

Key Value drivers Challenges
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GN ReSound
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GN ReSound - Financial Statements

ÅHearing Instruments generated revenue of DKK 2,662 million 
corresponding to organic growth of (7)% relative to 2008.
ÅAudiologic Diagnostics Equipment generated revenue of DKK 319 million, 

equal to (2)% organic growth.
ÅThe cash flow from operating and investing activities excluding tax and 

financial items significantly improved from DKK (147) million in 2008 to 
DKK 458 million in 2009.

Slide 14

(DKK million) Q4 2008 Q1 Q2 Q3 Q4 2009

Revenue 843 3,178 774 757 693 757 2,981

Organic growth 10% 5% (4)% (7)% (13)% (3)% (6)%

Gross margin 62% 60% 62% 61% 60% 60% 61%

SG&A, R&D etc. (465) (1,754) (448) (405) (364) (367) 1,584

EBITA 56 163 29 54 55 87 225

EBITA margin 6.6% 5.1% 3.7% 7.1% 7.9% 11.4% 7.5%

Free cash flow excl. 
tax & financial items

34 (147) 97 104 179 78 458



February 24, 2010

15

Solid Long - term Market Growth

Slide 15

ÅAgeing population

ÅHigher prevalence

ÅImproving adoption rates

ÅImproving binaural fitting rates

ÅAdditional replacement cycles

ÅDeveloping countriesô potential

Market Volume Drivers
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World HI market

Solid long - term 
market growth 
rates expected 
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Continued Focus on Fundamentals

Slide 16

2009 Restructuring

V Leaner and more customer - focused organization in place 
V Operating expenses reduced significantly during the year
V New important partnerships
V Effective Q4 global launch of Surround Sound by ReSound Ê 

families

Å Competitive new launches based on innovative technology
Å Continued cost containment except selected growth initiatives
Å Accelerate end - to -end supply chain transformation
Å Further develop and leverage collaborations with key accounts
Å Expand position in Emerging markets

2010 Focus
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2010 Focus per Area

ÅWin top end share
ÅGrow share in Veterans Affairs 
ÅExpand distribution 
ÅGrow and protect market share 

in Canada

North America

ÅRefocus Germany and France
ÅGrow Strategic Accounts 
ÅEuroShape - focus on sales & marketing

Europe

ÅChina and India strategy execution
ÅOptimize key account management 

in more mature markets

APAC/Emerging markets

ÅChina strategy execution
ÅLaunch new products

in fitting and new screening category
ÅGlobal launch of product roadmap

GN Otometrics

17
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Veterans Affairs Contract

ÅNew contract commenced November 1, 2009.

ÅReSound branded hearing instruments available to VAôs more than 300 clinics 
across USA.

ÅGN ReSound is satisfied with the start and has invested in resources to support 
market share growth expectations.

Slide 18

http://www.va.gov/



