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AINA Introduction
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Aina Group History and Businesses
Regional player with strong background in three 
information industry sectors

Telecom 
and 

Datacom

Over 100 years of local 
telephony, strong expansion 
into SME segment & datacom

IT and 
Software 

Developmen
t

ITservices for VAS development and 
system integration

Aina Group 2005

Turnover 64,2 MEUR

EBIT   7,8 MEUR

Equity ratio 51,9%

Return on Equity 10,3%

Shareholders ~29.000

Personnel 586

Media and 
Electronic 
Publishing

Almost 130 years of local 
newspaper publishing, active 

in new media businesses
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Kanta-Häme

Tuulos
2 000

Janakkala
15 000

Hattula
10 000

HTK

Lammi
6 000

Kalvola
3 000

Hauho
4 000

Renko
2 000

Hämeenlinna
50 000

The Region of Hämeenlinna
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Media home

Broadband

Fixed Telephone

Mobile Telephone

Newspaper

TV

Radio

Music Video Games

Information Entertainment

Broker Business
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MultiChannel
Advertising Business
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Telecom
and 

Datacom

IT and 
Software

Development

Brands and Businesses in AINA

Regional newspaper
circulation 30’000

Free paper, 2x week
print 40’000

Regional radio station
population coverage
100’000 people

Regional teleoperator and a national MVNO
40’000 fixed line, 25’000 CATV subs, 
12’000 broadband and 10’000 narrowband

ICT services for SME companies, 
serving 7’000 customers 

Multiplay concept for 
media based mobile, 
broadband and CATVIn Hämeenlinna

http://www.radiojanne.fi/
http://www.finnetcom.fi/
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Operator Business Environment
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Traditional 2G Business model

Subscribers VendorsOperator

Single product delivery model
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3 © NOKIA           11-Jan-2005/ MIT Customer Confidential

IP backbone network

Multi-access Environment

Internet

Operator IP  Core 
Network

3G/HSDPA

Hot Spot WIFI
Home WIFI

xDSL/CATV

UMA/WIFI

ERER

ERER

IMSIMS

Application
Gateways

Application
Gateways

Service 
Control
Service 
Control

Application
Servers

Application
Servers

Circuit Switched Core

OSS/BSS

ISN 
(BRAS)

ISN 
(BRAS)

Enterprise
IP Network

Service Provider/
MVNO

GPRS/EDGE

ISN
(GGSN)

ISN
(GGSN)

MGWMGW

Internet 
Applications

Internet 
Applications

Partner 
Applications

Partner 
Applications

MGWMGW

SBCSBC

WIMAX/Flarion
I-HSPA MSSMSS
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Operator Ecosystem
           

Equipment
Vendors

Content
Aggregators

Corporate 
clients

MVNOs

Core Network 
Operator

Access Network 
Operator

End Users
Value Added

Service 
Providers

Regulator

Fixed operators

IT PartnersOutsourcing License Owner

Investors

Service OperatorContent Providers

Content 
Producers/Owners

Site landlords

Network Operator
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Mobile Markets in Finland
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Vielä jatketaan hintakilpailua Suomessa?

Hintakorin kehitys 2001-2005 €/kkHintakorin kehitys 2001-2005 €/kk
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NO (Network Operator) 
SO (Service Operator) ja 
VNO (Virtual Network Operator)

Customers

Independent Service 
Operator 

GoMobileGoMobile

Service 
Operator 
of the NO

Radionetwork of the Network Operator

Core Network  of the 
Network Operator

Service Operator of 
the VNO

Core Network of the Virtual 
Operator

http://www.globetel.fi/
http://www.kolumbus.com/index.html
http://saunalahti.fi/
http://www.sonera.fi/
http://www.elisa.fi/
http://www.dnafinland.fi/
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Sonera
Elisa

Saunalahti

ACN

”Branded Resellers”

Full House Operators

”No Frills”

”Network Marketers”

Price

Mobile Markets in Finland

Cubio

Globetel

Tele2

Terraflex

Calltoall

PGFree

Kolumbus
TeleFinland

GO Mobile
(Spinbox)

Fujitsu
Service

”Segmented 
Service”

Service

AINA
Armas

DNA

Stockmann 
Dial

Choice
Passeli

SK Mobile

Hese

´MVT3
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Three Phases of the Mobiles Business
- there is no return back

aikaaika

High MarginsHigh Margins
High InvestmentsHigh Investments
Traditional DistributionTraditional Distribution
Full Service HouseFull Service House
Telecom OperatorsTelecom Operators

Price WarPrice War
Cost Efficient OperationsCost Efficient Operations
Only Basic ServicesOnly Basic Services
WEB as a distribution channelWEB as a distribution channel
Independed Service OperatorsIndepended Service Operators

Service WarService War
Segmented CusomersSegmented Cusomers
Distribution InnovationsDistribution Innovations
Virtual Network OperatorsVirtual Network Operators

11

33

22
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MVNOs – Cheapest way of increasing Network 
Operators market share

• In Finland, price war is over
• Mobile subsription is becoming a commodity

– Niche segments and brand budling is inreasing
– E.g. Virgin Mobile, Universal Mobile in France

• Brand loyalty to traditional telco brand is low
– Appr. 60% of the subscribers are not interested of the telco 

brand, but the see no reason to change (except price)

• With ARMAS concept 10% market share was reached 
in 15 months
– Same 10% (over 500’000 subsc) market share can be 

taken in Finland with other new / existing brand offering 
more than just telco 
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AINA Communication Services
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Aina Group MVNO Target Segments and 
Approach

Consumers SOHO

SME & Public Sector

• Direct customer relationships in 
traditional region

• Other areas covered through 
MVNE sales to regional 
newspaper partners

• Bundled media offering 
including printed newspaper, 
mobile, BB and later also VoIP 
services

• Sales partly 
through resellers

• Pre-packaged 
solutions

• Focus on three most population 
rich cities (SME) and selected 
counties (public sector)

• Customer specific service offering 
and integration leveraging Aina 
Group’s internal resources

• Packages including mobile, 
internet, IT options, 
additional services & 
hardware
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AINA as a Mobile Virtual Network Operator 
(MVNO)
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Consumers
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Subscription
   - for consumer customers

• Normal GSM subscription
• Assistant for every day situations

– Local Services provide concreate help
• news, events, wheather, contact 

informations, …

• Competitive Prices
–  ”cheaper than your current subscription”
– Special offers every day from local shops 

and offers-of-the month (discount channel)

• Quality and Care
– Based on Sonera and DNA Networks
– Local Familiar Customer Care without 

queues

http://www.armas.fi/service/gpublisher/action.do?operation=frontpage&area=1
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Regional Wap Directory

Sää HML 0° C
Hämeen Sanomat
KiekkoSanomat
Sääpalvelu
Puhelinluettelo
Tapahtumakalenteri
Tarjouskanava
Viihdepalvelut
Minipalat

Local Weather Report

Mobile Newspaper

Icehockey News

Weather Reports

Regional Phonebook

Regional Events Calender

Discount Channel

Jokes and Horoscopes

Tested Links to Most Useful Wapsites

http://www.aina.fi/gpublisher/service/aina/action.do?operation=printpage&pageid=32
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Mobile Newspaper Directory

Local News

Paikallisuutiset
Uutiset
KiekkoSanomat
Urheilu
Uutiskommentti
Päivän kysymys
Lukijoilta
Viidestä poikki

Other News Categories

Icehockey News

Sports News

Editorials

Daily Poll

Reader’s Forum

Daily Quizz
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Discount 
Channel Adds
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A new distribution mechanism 
for a post-paid subscription

http://www.info.fi/
http://www.anttila.fi/
http://www.topsport.fi/
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Aina Group MVNO Achievements so Far

• Consumer mobile business implementation in 
just 6 months from project kick-off to 
commercial launch

• Armas mobile market share in target group has 
exceeded 10% with very low churn

• Discount channel combining newspaper 
advertisement sales and mobile subscription 
business has proved to be a success

• After initial disbelief, the concept has raised 
significant interest among local newspaper 
publishers. First co-operation agreements have 
been signed 

• Broadband was lauched 8/05 (25% market 
share in 7 months) and CATV 3/06, Free WLAN 
6/06
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AINA as a Mobile Virtual Network Enabler (MVNE)
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The basic idea 

• There are 2,5 million newspaper subscribers in Finland 

• Maybe, some of the households would like to get the 
telecommunications services and content from the same old 
traditional content brand

• Content needs channels and channels need content

⇒ Let’s combine products together in a different way
⇒ Let’s put the mobile subscription as a part of the newspaper 

business and not the vice versa as every else is doing
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Elements of a mobile business

• Customers

• Brand

• Distribution and marketing channel

• Content and value added services for differentiation

• Telecom knowhow and processes

• 1st line Customer Care organisation

• Customer Care and Billing System (+other IT)

• Personell

• GSM network

OK

OK

OK

OK

MVNE

OK

MVNE

OK

MNO

newspaper

MVNE, mobile virtual  operator enabler

MNO, mobile network operator
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”We’ll invest in a telco machine and press 
GSM subscriptions”

Telco machine

printing 
press

printing 
press

printing 
press

printing 
press
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Value chain and roles

NO, Network
Operator
(networks)

SP, Service 
Provider
(services, 
content)

Media based 
MVNO/E

Sales Support, Customer 
Support, Products, Logistics,
brand marketing, … 

IT systems, Billing, 
Contracts, Regulatory 
issues, Service Development,
 NO relations, …

My Press
(sales, marketing, 
brand, customers)

Turn key solution
for a media company

”Telco Machine”

Your Press
(sales, marketing, 
brand, customers)

http://www.uta.fi/lehdet/aviisi/9604/kuvat/mplo.gif
http://www.uta.fi/lehdet/aviisi/9604/kuvat/mplo.gif
http://www.armas.fi/service/gpublisher/action.do?operation=frontpage&area=1
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Benefits for a newspaper

Deepening customer relatioships 
- true customer benefits for loyal subscribers – new and different 
- reducing churn, maybe even increasing circulation

New product for media sales 
- Discount Channel, combination of printed and electronic coupons 
- new business for the media sales, new customers

New community service 
- mobile newspaper and service catalog – which also brings money

New tool for CEO
- in order to make the change happen
- new earnings from mobile subscriptions and a mobile traffic
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New media based 
concept was launched 
in May 2006 in Helsinki 
Metropolitan Area

Total of 480’000 prints 
3x a week

http://www.helsinginuutiset.fi/
http://www.lansivayla.fi/
http://www.vantaansanomat.fi/
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Ramping Up a MVNO operations
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Earlier we did not have any mobile 
business
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We started the mobile business in 2004

• Concept creation 2Q/2004
• GO decision 17.6.2004
• Project kick off 11.8.2004

    IT WAS UP AND RUNNING IN 2,5 MONTHS
• System testing 1.11.-14.11.2004
• Friendly user phase started 15.11.2004
• Commercial launch 15.2.2005

• We gain 7% market share is 12 months
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AINA Mobile Infrastructure

WCDMA

GSM

BaseStations

HLR
MSCi
(GW)

Circuit Switched
Core Network

SGSN

Packet Core

 Network
Service Platform

Messaging
Platform

IN SRRi

GGSN
SMS MMS

WAP

Why?Why?
2.2. Service CreationService Creation
3.3. Better Margin on Air TimeBetter Margin on Air Time
4.4. Interconnection FeesInterconnection Fees

http://www.nokia.fi/


THANK YOU!

kalle.tarpila@aina.fi

+358-40-868-2218


