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Financial Highlights

ÅOrganic growth turned positive ïup 2% 
compared to Q1 2009.
ÅDeployment of UC is accelerating

ÅQ1 showed strong improvement in 
EBITA ïup DKK 151 million compared to 
Q1 2009.

ÅGN ReSoundôsEBITA outlook for 2010 
increased to DKK 300 -350 million ïon 
top of the higher outlook for GN Netcom, 
announced on April 19.

ÅNet interest -bearing debt was down and 
landed below the DKK 1 billion mark at 
DKK 987 million compared to DKK 1,522 
million in Q1 2009.

Revenue : 
DKK 1,174m

EBITA : 
DKK 86m

NIBD:
DKK 987m

Free cash flow:
DKK 58m

Q1 2009 
DKK 1,198m

Q1 2009 
DKK 1,522m

Q1 2009 
DKK (65)m

Q1 2009 
DKK 72m

Q1 2010
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Å GN has now received the complete wording of the ruling by the German 
Federal Supreme Court stating that the decision made by the German 
Federal Cartel Office (Bundeskartellamt) on April 11, 2007 prohibiting the 
sale of GN ReSound to the Swiss hearing aid manufacturer Sonova was an 
error. 

Å GN is considering all legal opportunities in order to claim compensation for 
the significant loss imposed on GN Store Nord. 

Å The German Federal Supreme Court has already confirmed that GN will 
receive compensation from the Bundeskartellamt for the costs incurred in 
connection with the appeal.

Prohibition of GN ReSound Sale to Sonova 
Was an Error
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Å GN is awaiting a decision from the Arbitration Tribunal on DPTGôs claim for 
phase 1 (1994 to mid -2004). The Arbitration Tribunal has informed us that it 
is still conducting intense deliberations on the award for phase 1. A further 
deliberation among the arbitrators is scheduled for the second half of June 
2010.

Å During the summer, GN will announce its dividend and share buy -back policy, 
including the timing of a potential share buy -back program.

Å During the fall, GN will define and communicate its long - term financial 
targets. 

Additional Highlights
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GN Netcom
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GN Netcom ïFinancial Highlights

(DKK million)
FY

2008
Q1

2009
Q2

2009
Q3

2009
Q4

2009
FY

2009
Q1

2010

Revenue 2,430 421 435 412 468 1,736 446

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

Gross margin 40% 35% 42% 43% 50% 43% 52%

SG&A, R&D etc. (1,039) (229) (224) (187) (284) (924) (205)

EBITA (71) (82) (43) (11) (48) (184) 26

EBITA margin (2.9)% (19.5)% (9.9)% (2.7)% (10.3)% (10.6)% 5.8%

Non - recurring costs 107 41 36 25 126 228 -

Free cash flow excl. 
tax & financial items

218 43 46 13 50 152 59

ÅOn the important US market, GN Netcom achieved significant double -digit 
organic growth rates compared to Q1 2009.
ÅDeployment of UC is accelerating.
ÅMobile Headsets experienced significant double -digit organic growth for GN 
Netcomôs own brand, Jabra .
ÅExcluding the OEM business in Mobile Headsets, organic growth was 21%.
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GN Netcom Balance Sheet and Cash Flow

Balance sheet selected items 
(DKK million)

FY
2008

Q1
2009

Q2
2009

Q3
2009

Q4
2009

FY
2009

Q1
2010

Inventories 271 179 128 101 - 87 74

Trade receivables 362 279 275 270 - 289 265

Trade payables 208 97 118 102 - 140 127

Cash flow (DKK million)

Cash flow before working capital 213 14 34 36 72 156 61

Change in working capital & 
restructuring/non - recurring costs 
paid 150 49 37 2 (2) 86 11

Cash flow from investing activities (145) (20) (25) (25) (20) (90) (13)

Free cash flow excl. tax & 
financial items

218 43 46 13 50 152 59
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ÅBy the end of Q1 2010, net working capital was at a record low ï
DKK 58 million.



May 7, 2010

8

9% Organic Growth in GN Netcom in Q1

Slide 8

FAST

Business model

Products

Growth

2009 2010

ÅTargeted sales and marketing 

initiatives

ÅCapture the accelerating Unified 

Communications market

ÅContinue to launch new and 

innovative products

ÅCapture growth in the 

speakerphone and stereo 

headset categories
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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 Selected as Avaya Gold Partner

ÅIn January 2010, GN Netcom was selected for gold membership in 
Avayaôs DevConnect program 

ÅIn April 2010, GN Netcom became ñAvaya compliantò ï a portfolio of 
Jabra wireless headsets are now compatible with key Avaya IP 
Telephony solutions 

Slide 10

Hewlett Packard, a global company that specializes in 
information technology, now benefits from the 
interoperability of Jabra and Avaya solutions

http://images.google.dk/imgres?imgurl=http://www.mobilewhack.com/612px-Hewlett-Packard.svg.png&imgrefurl=http://www.mobilewhack.com/hp-to-embed-sprint-mobile-broadband-service-in-business-notebook-pcs/&usg=__u8AM_6j41cFZP-ltMCEhfG6QrcI=&h=314&w=477&sz=37&hl=da&start=1&um=1&itbs=1&tbnid=AlyI6pE628_BQM:&tbnh=85&tbnw=129&prev=/images?q=hewlett+packard&um=1&hl=da&sa=N&rls=com.microsoft:da&tbs=isch:1
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Mobile Market and Prospect

Source: Strategy Analytics, Sep 2009. GNN Estimates
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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.

ÅHigh operational leverage and 
low working capital.

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.
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Key Value Drivers Challenges
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GN ReSound
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ReSound Alera TM
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Lars Viksmoen New CEO in GN ReSound as 
of April 1, 2010
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Resume ïDr. Lars Viksmoen

Professional experience:

Biotec Pharmacon ASA
October 2006 ïMarch 2010: Chief Executive Officer. 
Based in Norway.

Merck & Co. Inc. 
2003 - September 2006: Regional Director Mid -Europe 
Region & VP Europe, Middle East & Africa. Based in Belgium.
1999 ï2003: Regional Director Central Eastern Europe 
Region & VP Europe, Middle East & Africa. Based in Austria.
1996 ï1999: Regional Director Scandinavia & VP Europe. 
Based in Norway.
1994 ï1995: VP US Human Health, HT/HF & Specialty 
Business Groups. Based in USA.
1992 ï1995: VP Worldwide Human Health Marketing, ACE 
Inhibitors. Based in USA.

Merck, Sharp & Dohme 
1990 ï1992: Managing Director MSD Norway.
1986 ï1989: Medical Director MSD Norway.

County and University Hospitals in Norway and Sweden
1975 ï1986: Surgeon. 

Born : January 14, 1949 
Nationality : Norwegian
Family : Married; two children
Education : Medical Doctor, Medical 
Faculty, University of Oslo, Norway (1968 -1974)


