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Launched in 2005, LOCAL, Brazil is owned by Ruralfone, N ETWORK

USA, a start-up company which invests in niche markets
which can be bypassed by major operators. LOCAL
offers low cost telephony services to low income regions

Growing operator LOCAL, works with

in Brazil, initially in Quixada, a city in the north east of Ericsson to build on the opportunities
the country with a largely agricultural economy. The in rural Brazil

operator plans to expand nationally and internationally

while staying true to its goal of bringing affordable Ericsson is a long-term partner of LOCAL, Brazil, having
connectivity to remote communities. assisted with business planning up to three years prior to
Website: www.localtelecom.com.br the operator’s launch and supplied its GSM radio access

and core network.
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Most operators would agree
that there are opportunities in
low income markets but very
few have an exclusive focus
on that segment.

Denis Coté,
President and CEO, LOCAL, Brazil

LOCAL specializes in serving Brazil's low income
telecommunications segment. An innovative business model
based on a decentralized organization and a creative retail
strategy developed together with Ericsson, give LOCAL a
strong position in the market. Jesper Rhode, Vice President,
Multimedia, Ericsson, Brazil elaborates: “| would say that
the key to LOCAL's success is they have managed to serve
the low income population in remote cities while maintaining
healthy profits. Ericsson participated in early discussions and
supported LOCAL in the creation of the business model,
taking into account the needs of lower income users in
remote cities and global trends for this segment.”

With a presence in rural Brazil, LOCAL sought to address
the billions of low income subscribers who were not served
by the larger operators. Launching their first operations in the
city of Quixada, LOCAL offered 75 000 inhabitants a new
channel for reliable and low cost commmunication. The set-up
phase was made easier by cooperation with the regulator in
Brazil, which has opened up the possibility for operators to
acquire geographically limited fixed licenses at a low price
and take advantage of unused mobile frequencies. As a
result LOCAL has been able to use mature GSM technology
without the need to subsidize handsets.

LOCAL has established its operations in the villages as
opposed to having city-based headquarters and, along
with the use of very cost-efficient technology, this has
resulted in low operational expenses. The average revenue
per Base Transceiver Station is kept high as the cost
savings enable affordable prices for a large part of the
population. Employees are recruited from the immediate
area and local businesses are used for printing and
promotions, creating a sustainable business model which
strengthens the regional economy. This vision is in line with
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Ericsson’s Communications Expander proposition and
Ericsson continues to work closely with LOCAL on the
development and implementation of sustainable solutions.
Denis Co6té, President and CEO, LOCAL talks about the
business model: “Most operators would agree that there
are opportunities in low income markets but very few have
an exclusive focus on that segment and have found the
key to addressing them profitably.”

Uptake has been impressive and LOCAL's presence in
Quixada and other remote cities has had a huge impact on
residents. The local economy is already seeing the results
and small companies are now able to find more business
opportunities, communicate with clients and improve quality
of life for the local people. LOCAL has always considered
its business model to be scalable and has proven this by
signing a new contract with Ericsson to cover a further
30 villages. There are similarities across all low income
segments and LOCAL believes that the business model it
has chosen can be replicable across the world.

Overview

Customer
LOCAL, Brasil

Customer Objective

e Offer a quality service at a low cost

e Keep opex to a minimum

¢ A successful and sustainable business model

Ericsson Solution
e GSM radio access and core network

Customer Benefits

e Possibility to make new user segments profitable
e Low initial investment and low opex

e Scalable model for future expansion.
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