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Rita Uotila 
 
Welcome to Outotec’s Q1 interim report.  My name is Rita Uotila.  Welcome to all of you here in 
Helsinki and also we have participants at the website and teleconference.  We will hear today a 
presentation from our President and CEO, Pertti Korhonen soon.  I will go through some technical 
things before.  We have also here today our CFO, Vesa-Pekka Takala and Jari Rosendal who is our 
Business Area Leader of the non-ferrous business area. 
 
Before we go to the presentation, this webcast will be recorded and it will available online on demand 
from our website.  There will be also a transcript available.  After the presentation we will have a Q & A 
session.  First we will take questions from Helsinki and then we will have questions from the telephone 
line.  Do please state your name and your company before making the question. 
 
Now, we’re actually ready to start so if you can put your phones on silent and I will turn the floor over to 
Pertti Korhonen.  Please Pertti. 
 
Pertti Korhonen 
 
Thank you, Rita. 
 
Welcome, ladies and gentlemen, also on my behalf on this webcast both here in Helsinki and there on 
the line.  I will go through the highlights of our first Quarter results and then take you through our view 
for the rest of the year and then we will go to the Q & A after that.   
 
Let me start with the highlights of our operating environment.  It’s very clear that the market sentiment 
in the mining and metals industry improved however there is still idle production capacity.  Strong metal 
prices and reduced inventory levels are clearly suggesting recovery in the real economy.  This is quite 
strongly polarised between the East, which is going forward with high speed, meaning China and India 
and then on the other hand to a slower start of recovery in the West.  Many mining and metals 
companies have continued to upgrade their investment plans and this, of course, has been leading to 
increased activity.  On the customer front, we are in active negotiations on several fronts for winning 
new orders.  The long term outlook for all metals seems to be solid if we, for example, look at the Brook 
Hunt, RBS or CRU statistics; unanimously there is a forecast of strong continued demand for metals 
globally. 
 
Investments are taking place into new capacity especially in the developing economies and in those 
market areas which are supplying resources to the developing economies.  The competitive situation 
continues to be intensive.  There were still fewer projects on the move and, of course, that means that 
companies are fighting to win the orders, however we have been able to defend our cross margins 
thanks to our asset light operating model. 
 
If we then take a look at the largest orders in Q1, first of all our overall order intake amounted to €420 
million compared to 140 million in the first Quarter of last year so this is, of course a very delightful 
improvement here.  We received large orders from South Africa, the Kalagadi sintering plant, 
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manganese sintering plant and then from Codelco for the copper roasting and sulfuric acid plant and 
then also in China in the metals smelting area.  All in, all our order intake improved strongly in the first 
Quarter. 
 
If we then look at the order book, the development of our backlog, our book to bill ratio was actually 
more than two and this resulted in a nice strengthening of our order backlog.  At the end of the Quarter 
the order backlog was one billion, 166 million and roughly 54% of the current backlog is estimated to be 
delivered still this year.   
 
Moving forward to the profit and loss statement, our revenue recognition in the first Quarter was low, it 
was €187 million.  This is coming from the casualties (?) that the order intake across the whole of last 
year was low so that is reflecting to the low revenue recognition in the first Quarter.  Also, as our 
business is very much project business, in the first Quarter we had a situation where several projects 
were in a phase where we didn’t recognise high amounts of revenues and that is reflected in the lower 
sales revenue of the first Quarter.  But, this is very typical and normal in our type of project business.  
Our cross margin was 24.4% so very strong.  This came mainly from the earlier than estimated 
completion of one large project where, also, we did not have to use the provisions that we had booked 
for the risks so we were able to book them as profits and this resulted in this higher than normal cross 
margin.  But, also, the underlying cross-margin, if we exclude this one project, also continued to be on 
a very healthy level. 
 
The operating profit from operations was €3.3 million and when giving guidance for this year we were 
estimating that we will be booking one time restructuring costs in the first Quarter and the second 
Quarter.  In the first Quarter we booked 12.4 million one time restructuring costs related to the 
restructuring of our fixed cost base so that we will achieve a sustainable lower fixed cost level.  We had 
also 3.2 million of purchase price allocations as per IFRS coming from the acquisition of Larox and 
Ausmelt and then we had a revaluation of Ausmelt’s shares 2.2 million.  Part of the shares that we 
bought in the early phase of the acquisitions were bought with lower value and then, of course, 
according to IFRS we, with normal practice, re-valued the shares.  This resulted in a reported operating 
profit of minus €10.1 million and profit before taxes being minus €10.3 million. 
 
Moving forward, earnings per share, because of the net loss was minus 16 cents per share and as 
already stated order intake 419.4 million all in all and the order backlog we’ve already been through.  
The cash flow from the operating activities was 7.5 million positive and the return on investment was 
minus 11.11, return on equity minus 8.9%. 
 
If we then look at the sales by division, minerals processing division, sales revenue was just short of 50 
million, 48.2, base metals 31.9, metals processing 72.5 and Larox 31.2 million and, all in all, 187 
million.  In other businesses we are recording the revenues of our research centre, which is also 
serving customers for their research needs and then, also, some internal manufacturing operations. 
If we then look at the operating profit by divisions, in minerals processing we recorded a small loss of 
€300,000, in base metals a loss of €1.8 million and then in metals processing a profit of €9.1 million.  
Larox recorded a €3 million loss which basically means that operationally it was on break even.  This 
loss of three million includes PPA amortisation worth €2.9 million. 
 
We made good progress in the services business.  The share of services revenues in the first Quarter 
was 27% of our sales so the services business grew by 63% compared to the year 2009, first Quarter.  
This growth came from the services business of Larox and we remain on track to achieve our strategic 
target of 250 to 300 million revenues from services by the end of this year. 
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If we then look at the capital structure, naturally, our balance sheet continued to be very strong.  The 
increase in the equity is coming from the issue of shares for the Larox acquisition and the operative 
result from 2009 and as the dividends will be paid out in the second Quarter this explained the increase 
in the equity.  But, really, all in all, going forward our balance sheet continues to be very strong.  Our 
working capital continues to be negative so in this sense things are in very, very good shape. 
 
At the end of the first Quarter we had 3,167 employees.  This increased by 610 individuals, 557 coming 
from Larox and 45 from Ausmelt and we employed some 230 full time equivalent contracted people in 
our projects.  We concluded the employee negotiations in Finland and we made 84 employees 
redundant in April.  All in all the amount of personnel in Finland will be reduced by 120 by the end of 
this year.  All in all, globally, we are forecasting that the number of our personnel will be reducing by 
170 by the end of this year. 
 
I would like to make a summary on the implementation of strategy.  The key milestones in the first 
Quarter in our strategy implementation were, of course, reaching the milestone of owning 98.5% of 
Larox’s shares and starting to squeeze out process.  We expect that the squeeze out will be through by 
June and in June we will then have 100% of Larox and it will be de-listed.  In March we acquired 
Millteam to strengthen our services business.  Also in March we completed the acquisition of Ausmelt 
and then we made progress during the first Quarter in the restructuring of our cost base.  We 
announced the cost savings programme in February and then completed the personnel reductions in 
Finland in March and in April we started to operate with our new operational model and organisation 
structure. 
 
I would like to take this opportunity also to little bit open the reasoning for the acquisitions of Larox and 
Ausmelt and how they complement our technology portfolio.  Outotec, we are very much a technology 
company and our strength is based on the technology IP and if we look at how Larox completes our 
technology portfolio by bringing in the world leading filter product portfolio, really Outotec now has an 
end to end solution offering from grinding all the way to the concentrate in the minerals processing 
chain and, of course, this further strengthens our position as a solution supplier in the concentrator 
solutions.  The acquisition of Larox increased our services business by approximately €70 billion 
annually.  Ausmelt complements our smelting technologies in a very nice manner.  After the Ausmelt 
acquisition we are covering the whole space of smelting in a very, very strong manner.  We can cover 
primary and secondary smelting and also residues and then are able to cover the multi metal portfolio.  
We also have a very nice fit between the different smelting technologies in our portfolio so we can 
really be a very versatile and flexible solutions supplier in the smelting area globally.  Millteam offers 
maintenance services for mills in the mining area.  It really supports our strategy of expanding the 
service business nicely.  It will add, to start with, only four million to the sales volume; however, we 
believe that this is a business that we can scale when it is now part of our structure.  And, of course the 
same applies to Ausmelt and Larox; we are looking at these as acquired businesses which we then 
want to continue to scale up. 
 
We started to operate with the new operational model on 1st April and we will be reporting as externally 
reported segments, the solution business areas, non-ferrous solutions, ferrous solutions and energy, 
light metals and environmental solutions.  From services business we will report the revenues 
externally but the profit and loss of services will then be consolidated into the segment reports of these 
three solution business areas.  The logic with this new operational model is that we have strengthened 
our approach in the market areas.  With this new structure we are seeking growth from all global 
market areas and want to drive the business from the market areas.  The business areas are 
responsible for driving growth and profitability globally in their own application areas and then all this is 
supported by shared global functions providing the global business platform for Outotec to operate on, 
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therefore making us more flexible, more agile, more productive and also helping us to combine the full 
offering to our customers. 
 
Regarding the progress in the cost savings programme, we announced at the beginning of the year 
that we are targeting for 25 million annualised sustainable savings in our operational fixed costs 
compared to the level at the end of 2009.  This will be achieved through organisational restructuring 
and then by gaining synergy benefits from the acquisitions by adjusting our personnel capacity in line 
with our revenues and then developing our global purchasing function.  In the first Quarter we booked 
12.4 million of one-time costs and this will result in approximately seven million sustainable annualised 
cost savings, which will be fully effective from the beginning of the second Quarter.  Mostly, these one-
time costs came from write offs of some fixed assets related to certain IPR portfolios, old patents, some 
technologies and also some IT systems which will be obsolete as a result of adapting the new 
operational model where we will be standardising our global IT platform.  Also, it came from the 
provisions related to the personnel reductions in Finland. 
 
What then comes to the priorities of 2010, of course, winning new orders continues to be the top 
priority for us.  This is important to secure the revenues in 2011 and also securing the revenues in the 
second half of this year.  We, of course, have been very busy in planning the new operational model 
and now the focus is on the implementation of it and getting it to operate smoothly globally.  Successful 
integration of the acquired businesses, Larox, Ausmelt and Millteam are of course important priorities 
for us, making sure that we achieve this 25 million sustainable cost savings and then continue to 
accelerate the growth of our services businesses.  These are the five top priorities for us at Outotec for 
this year. 
 
Let me then move forward to the outlook and financial guidance.  First, our view on the market.   Our 
view is that the overall market sentiment is supported by improving macro economic outlook, growing 
metals demand and strong commodity prices.  Most of the growth in global metals consumption will 
come from developing economies, China and India.  China is expected to represent nearly 50% of the 
growth this year, however, as a positive sign metal demand outside China is also showing signs of 
recovery.  There is also, which is very good from Outotec’s viewpoint, a continuous demand for 
modernisation and de-bottlenecking at mine sites, more capacity is needed there and then metals 
processing plants as well as for energy efficient and sustainable technology solutions.  Several mining 
and metals companies have announced that their investments in 2010 will increase compared to the 
last year.  We have many active sales projects and we are expecting them to turn into orders this year 
or later according to the normal industry lead times and despite the strengthening market outlook there 
is still some idle production capacity in the value chain. 
 
We are reiterating our guidance for this year.  Substantially, the guidance remains the same as it has 
been.  We have just made the articulation a little bit more explicit so based on the actual order intake 
during the first Quarter we expect that the order intake for this year will be significantly higher compared 
to last year.  Our sales will grow approximately to €1 billion due to the Larox and Ausmelt acquisitions 
and our operating profit including ten million purchase price allocation amortisations will remain on the 
same level as 2009 excluding the one time items.  This year the one time costs, which are included, the 
one time items are estimated to be in the range of 20 to €25 million.  Previously we estimated this to be 
approximately €20 million so we have found a few more areas where we can achieve savings.  One-
time costs which are related to restructuring initiatives are estimated to be recorded in the first half of 
the year and then the one time costs which are related to the integration of the acquired businesses are 
estimated to be recorded in the third Quarter results.  Previously we estimated this to happen in the first 
half but, of course, the de-listing process of Larox causes certain limitations here so it is more realistic 
to expect that most of it will be happening in the third Quarter. 
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Now, I believe it’s time to move to the questions and answers.  Rita will facilitate this one, so please. 
 
Rita Uotila 
 
Thank you, Pertti for a very thorough presentation.  We are ready to take some questions from Helsinki. 
 
 
Questions and Answers 

 
Erkki Vesola – Swedbank Markets 
 
I would like to address this to V-P.  The division of the 25 million savings, how would that be between 
selling and marketing and admin assuming that RD costs will not be cut going forward? 
 

Vesa-Pekka Takala – Outotec 
 
Thanks, Erkki.  The majority of the savings will be seen in selling and marketing and admin lines, 
however, part is going to be a little bit invisible due to the fact that we also include the fixed costs of 
goods sold, in other words, the fixed cost of our production machinery, that is taken into account.  So, 
some will come to… or affect, already, gross profit and due to the P & L structure it is not clearly that 
visible, that part, and therefore we report that separately. 
 
Erkki Vesola – Swedbank Markets 
 
Thanks. 
 
Rita Uotila 
 
Any more questions from Helsinki? 
 
Harri Taittonen – Nordea 
 
Just with the healthy order inflow, does it change the picture of the resource base and need and how 
the sort of demand for resourcing matches the current resource base.  Do you have to sort of 
accelerate at one point and sort of brake down in another area? 
 
Pertti Korhonen – Outotec 
 
Yes.  Our operational model is very much based on, let’s say, orchestration of the resources which are 
both in house and then with our partners.  So, our strategy is that we operate a very flexible model.  We 
extensively use our partners’ resources both in engineering and then in the supply chain and this gives 
us the agility both to accelerate and also to brake and this is one important explanation why, for 
example, last year this was part of the fact that our revenues plummeted 27%.  We still remained quite 
healthy, profitable so this is really the built in model and this is the way we plan to keep it. 
 
Harri Taittonen – Nordea  
 
So, it’s a bit too early to say whether there are any sort of bottlenecks or sort of a squeeze? 
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Pertti Korhonen – Outotec 
 
My view is that this organisation has learnt to scale in a very nice manner.  If you think about the boom 
years before the financial turmoil started the company was growing roughly 35% annually so being able 
to address the bottlenecks and then on the other hand the company was able to brake quite nicely in 
2009.  So, I remain confident that we can scale.  Yes, there will be some bottlenecks and some pains 
but that’s always the best problem to have ie how to respond to the increasing demand. 
 
Harri Taittonen  – Nordea 
 
Thank you. 
 
Rita Uotila 
 
We now have some questions on the telephone lines.  Please go ahead. 
 
Nico Dil – J P Morgan 
 
Good afternoon.  Three quick questions please.  First of all you highlighted that there was an earlier 
completion of a larger project which affected the gross margin quite healthily.  Could you tell us what 
the underlying gross margin was and which project this was?  The second question is about the project 
enquiries:  you had two very large orders this Quarter.  Are there any, you know, such larger order 
coming through in the coming couple of Quarters and thirdly I just wanted to clarify how much in 
savings is about to filter through in the second half of this year if you’re looking at about 70 million 
underlying EBIT in 2010?  Thank you. 
 
Pertti Korhonen – Outotec 
 
Thank you for the questions.  I’m not prepared to disclose which project this was which positively 
impacted the cross margin, however, the underlying cross margin, excluding the impact of this project 
remained on a solid and constant level so there was basically no change in the underlying cross margin 
of going concerns.  And, then to your question regarding large orders, yes, we have in our sales funnel 
several projects which, if they realise, could turn to be significantly large orders so we continue to have 
a normal mix of small orders to large orders in our funnel.  We will, of course, be fighting hard to win 
such orders.  Regarding the savings, we have included to our guidance of profit the savings impacts 
which will be realising during the course of this year so it’s all included to the profit guidance. 
 
Nico Dil – J P Morgan 
 
Just one quick follow up.  Has the project in Ma’aden,  the sulfuric acid plant project, has that been 
completed yet? 
 
Pertti Korhonen – Outotec 
 
No.  It has not yet been completed.  We have executed our part exactly to the plans.  However, it is a 
very, very large overall project and also some other things there on the site need to be completed, 
supplied by other vendors.  So, we are still active with that project. 
 
Nico Dil – J P Morgan 
 
Thank you. 
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Rupesh Madlani – Barclays Capital 
 
Good afternoon, Rupesh Madlani from Barclays Capital in London.  A couple of questions.  Could you 
please comment on the split of new orders that you expect between your existing end markets and 
some of the newer markets that you have been targeting over the last year or so and second could you 
comment on the seasonality that you expect to see for the remainder of the year with respect to 
revenue and profitability and perhaps particularly comment on how fourth Quarter loaded you expect 
the operating profit to be for this year?  And, could you perhaps give a bit more colour on the additional 
increase in one time charges – do you feel comfortable that you’ve completed all the investigations 
there to not have a further revision over the coming Quarters? 
 
Pertti Korhonen – Outotec 
 
Thank you very much for the detailed questions.  When it comes to the split between our current, let’s 
say, traditional market and then the new markets we are entering, yes, most of our business is still 
coming from the current core businesses and it will take some time before we will start to book 
significant revenues from the new areas.  Then when it comes to the seasonality, our business is very 
much driven by these large projects and, therefore, it is the timing of those projects which mostly define 
how much the different Quarters will be brothers or sisters and normally in some areas there tends to 
be more waiting towards the fourth Quarter.  It didn’t happen last year, let’s see if it happens this year 
but all in all I would say that mostly this is driven by the project completions.  Then when it comes to the 
completion of the investigation of these structural savings and whether we would making any further 
adjustments to the estimated one offs, we believe that we have now more or less completed our 
homework and we believe that we could stay in this window of 20 to 25.  However, if we find more 
opportunities to save, of course we will not be hesitating to take those actions.  But, the current 
estimation is that we will be able to live with that window. 
 
Rupesh Madlani – Barclays Capital 
 
And, could I just have one follow up perhaps on do you feel like you have completed the number of 
acquisitions that you were looking for or are you still looking and if you are still considering even while 
you’re integrating the existing acquisitions?  Could you perhaps comment on whether they’ll be focused 
on the service segment and perhaps the kind of size that you are currently considering? 
 
Pertti Korhonen – Outotec 
 
Of course the company is not yet ready so we will continue to scan for good acquisition opportunities.  
We will not take these on, let’s say, an opportunistic basis but we are constantly planning the strategies 
of all our business areas and we are proactively looking what kind of IP enhancements we should be 
bolting on to our IP and technology and product portfolio.  We will also be scanning opportunities to 
accelerate our growth in new areas such as energy and water through acquisitions and, yes, in the 
services area acquisitions like Millteam, we are looking for further opportunities there.  So, we are 
running a continuous radar and continuous funnel and when good opportunities can be materialised 
then we will be acting on those.  Naturally, we need to make sure that our capability to integrate has to 
be in balance so that we need to be watching on but I believe that we have the needed capabilities to 
digest what we have done and what we have in the funnel. 
 
Rupesh Madlani – Barclays Capital 
 
Thank you very much. 
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Sasu  Ristimäki - Carnegie 
 
Good afternoon.  It’s Sasu Ristimäki from Carnegie.  A question relating to the structure of your order 
intake, looking at the orders that you have actually disclosed in terms of project names, it seems that 
most of them are in the downstream activities and specifically kind of base metals and metals 
processing in the previous structure.  Could you talk a little bit about what is the kind of nature of the 
smaller business that you have not actually Press released and then how does that fit between the 
divisions and basically what I’m getting at is what is the situation in minerals processing?  Is there more 
interest at the moment on  downstream rather than actually being at the mine end of the business 
cycle? 
 
Pertti Korhonen – Outotec 
 
So, yes, these big orders that we recorded in the first Quarter, as you quite correctly say, they have 
been more in the downstream, however, we have also increased activity in the smaller orders and 
across the chain and we are optimistic that going forward in all areas of business we are seeing an 
improving trend happening.  When it comes, if I understand your question correctly, to the concentrator 
plant area or into that part of the chain, we have activities both in normal equipment business and 
service business and then also in large solution businesses.  As a summary I would say that all in all in 
all areas the activity level has been picking up. 
 
Sasu  Ristimäki - Carnegie 
 
If I can still continue on the same note.  It looks from the numbers as if you have a bit of a utilisation 
problem in what is currently the minerals processing division and I’m really after the kind of answer in 
that will there continue to be a utilisation issue in Q2 or are you getting an order pick up to the extent 
that you’ll be comfortable with sufficient activity to actually kind of deliver to customers and bill as 
revenues in the subsequent Quarters? 
 
Pertti Korhonen – Outotec 
 
Of course the utilisation is still somewhat uneven across the businesses, that is clear.  However, we 
believe that the activity level is picking up and in that sense also the utilisation is smoothing out with our 
new structure.  We have had a design criteria that we want to have a more flexible resourcing structure 
in place and this is also helping us to smooth out the utilisation differences between the different 
businesses which will always be there. 
 
Sasu  Ristimäki - Carnegie 
 
Okay.  Finally in the concentration area do you think you have lost orders to competition or is it just that 
there have not been orders in the market? 
 
Pertti Korhonen – Outotec 
 
We have also lost some orders to the competition. We have not wanted to fill our capacity with orders 
that would represent unhealthy margin levels so we have then rather not wanted to go to the extreme in 
the price competitions but rather wanted to protect the margins and that’s normal business, I think.  We 
cannot win every order, we shouldn’t win every order. 
 
 



 
 

INTERIM REPORT Q1-2010 

 

 

 

April 23, 2010 

 
9 (11)

 

 
Sasu  Ristimäki - Carnegie 
 
Excellent.  Thank you very much for that. 
 
Jussi Uskola – Deutsche Bank 
 
Thank you, it’s Deutsche Bank.  I would like to continue on the topic Sasu initiated.  You were saying in 
your report that you will ship 54% of your order book in 2010 which essentially implies 620, 630 million.  
On top of that you still have €200 million as service sales for this year in order to meet your guidance 
which looks realistic to me and this is probably coming in with very short order cycles so probably… I 
mean, this is not yet in your order book.  In that respect you would have already 625 plus 200 million to 
be shipped during this year which would already take you comfortably ahead of… or at least your sales 
guidance for the full year.  I’m just wondering what is your delivery capability as we speak in regards to 
new equipment orders.  If we are still getting new orders this year which looks pretty likely to me 
wouldn’t that easily mean that your sales guidance, what we are currently seeing, is too conservative 
and we should be expecting you to raise your guidance going into the upcoming Quarters? 
 
My second question relates to advances received.  I was a bit surprised that the massive order intake 
together with the large projects that you were able to book did not boost your advances more than it 
did.  Can you please discuss about the dynamics in this respect and what’s the realistic level of pre-
payments in the current market environment in these kind of larger deals?  Thanks. 
 
Pertti Korhonen – Outotec 
 
If I can start with the second question, this is purely related to the timing of the actual money 
transaction so there is nothing unusual or extraordinary there.  Then to your first question I think that 
you went through a very good analysis of the situation.  Yes, indeed, the turnover cycle of sales 
revenue, sales orders is fast so not at all everything that we will be capturing in services sales is in the 
order book, quite vice versa, it’s very fast turning and then, of course, we need to continue to win new 
orders to achieve the full year guided one billion revenue.  That is still the best estimate that we have at 
the moment.  Looking forward to the market we have guided what is to our best knowledge.  We have 
to realise that there are still uncertainties in the market place but we have guided that we should be 
reaching approximately €1 billion of revenue this year. 
 
Jussi Uskola – Deutsche Bank 
 
Thank you. 
 
Pertti Korhonen – Outotec 
 
V-P, would you like to add anything to the cash flow question? 
 

Vesa-Pekka Takala – Outotec 
 
To the advances received I think your observation is very accurate.   Those could have been a little bit 
higher given the very massive order intake and actually in one of these big contracts the payment 
schedule happened to be such that the advance payment came in only in early April but contractually it 
was fully binding so we announced it and it became effective. 
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Jussi Uskola – Deutsche Bank 
 
Great.  Thanks. 
 
Erkki Vesola – Swedbank Markets 
 
Regarding the idle production capacity you see in the mining industry, could you be more precise and 
tell us what metals we are actually talking about and how rapidly will this idle capacity disappear 
considering the current demand growth rates that we foresee? 
 
Pertti Korhonen – Outotec 
 
I believe that perhaps more valid than describing it by metals is actually to look at it by market areas so 
I think this is mostly a Western problem or a Western phenomenon.  Also, it is quite dependent on the 
company.  Some companies have been successfully securing the feed, the ore or concentrate their 
concentration feeds and then some companies have had problems in the raw material supply so this is 
how I would describe it rather than metal by metal. 
 
Erkki Vesola – Swedbank Markets 
 
Good.  Thanks. 
 
Michael Feniger – Merrill Lynch 
 
Hi.  Merrill Lynch.  I just wanted to ask a quick question about the financial situation.  What do you see 
in a financial environment for certain projects, is there a big difference between large projects, small 
projects, different geographical areas.  I’d just like a little more colour on it.  Thanks. 
 
Pertti Korhonen – Outotec 
 
V-P, could you please elaborate this a little bit? 
 

Vesa-Pekka Takala – Outotec 
 
Yes, I think more important is it’s a question of what sort of a customer we are talking about rather than 
the size of the project.  If it’s a major customer who has kind of diverse financing sources available they 
are able to finance the projects and continuously companies are making very good cash flow from their 
ongoing operations so that certainly helps the situation as well.  For junior companies raising financing 
for projects whether they are big or small that is still a bit challenging as the capital structure 
requirements are so much more conservative than two years ago, for instance. 
 
Michael Feniger – Merrill Lynch 
 
Thanks. 
 
Rita Uotila 
 
We still have questions here in Helsinki. 
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Harri Taittonen  – Nordea 
 
One thing caught my eye.  You are right in that the orders that you booked in they have normal gross 
margins and customer repayment terms and when I looked at this they have a lot of sort of… or at least 
some of your proprietary technology which would have, let’s say two or three years ago, there would 
have been a reasonable licence fee attached to their pricing. I know that you cannot sort of very 
specifically comment about this but do you sort of see in general that you have been able to kind of 
negotiate a similar sort of a fee for the technology that is more on your proprietary sort of side? 
 
Pertti Korhonen – Outotec 
 
I would say that there is no change there.  We continue to have various kinds of solution packages that 
we sell.  We continue to sell technology packages involving licence fees and then also proprietary 
equipment and then on the other hand we have very large solution deliveries where, naturally, then the 
share of the licence can be very small or even sometimes nil, so it’s really a very large range of type of 
solutions we are selling.  Proprietary technology continues to be extremely important for Outotec.  We 
regard ourselves as global leaders ie amongst the top three in all of the technologies that we are 
providing and we believe that going forward in the future this proprietary technology continues to be a 
very important part of our competitiveness because through proprietary technology we can then offer to 
our customers, better solutions, where their profitability when looking at really across the whole life 
cycle of the investment so not only the CAPEX but then also the operating costs will be attractive.  So, 
we continue to invest in proprietary IP, we continue to seek for acquisitions where we can augment our 
IP portfolio. 
 

 
Closing Comments 
 
Rita Uotila 
 
Okay.  Do we have any more questions here?  I think we are all done here with questions.  Thank you 
Pertti for answering them. 
 
Pertti Korhonen – Outotec 
 
Thank you.  Thank you very much, all. 
 


