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Digital services have, in the past few years, become a

significant channel for business and communications

alongside analog channels. From the public’s point of

view, digital services enable, for example, information

that already exists on the Internet and organizations’

information networks to be used easily. Digital services

enable people to take care of their banking, shopping

and other everyday affairs anywhere, anytime. Art, culture

and interactive communications and experiences have

their own digital dimensions.

The accessibility and usability of digital services are

constantly improving as the industry develops. In addition

to computers and digital televisions, these services can

be accessed through a multiplicity of portable equipment

(smartphones, entertainment devices, digital cameras,

wrist and car computers) and their combinations.

New digital equipment and channels enabling web

connections are launched around the clock. The demand

for services will nevertheless be driven by contents and

user experience.
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At Satama, the year 2005 was a time of growth and

active development of operations. The organization was

restructured to make it more able to respond to the

challenges brought by international growth. Four business

acquisitions and well-developed client cooperation resulted

in significant growth for Satama in comparison with the

previous year. Satama’s share ownership structure also

changed markedly during the year.

Early in the spring, Finnair Catering Oy and Satama

started cooperation, as a result of which Satama provided

Finnair Catering with an Internet-based pre-order system.

Passengers can use the system to shop duty free in the

comfort of their homes before setting out on their journey.

In March, Satama initiated an extensive program of

changes in order to improve profitability. The program,

implemented during the year, included changes in job

descriptions, reassigning of experts and developing the

organization to support strong international growth.

In June, Satama completed two major business acqui-

sitions. The purchase of the German NeoMotion provided

Satama with 10 experts designing future solutions for the

telecommunications industry. The acquisition of the Turku-

based interactive marketing communications company

G5 Digital Design broadened the Satama range of services

in Southwest Finland.

In July, a world-leading travel group TUI selected

Satama as its main cooperation partner in the Nordic

countries for e-commerce. The aim of the cooperation is

to help TUI Nordic to significantly increase the share of

Internet sales.

In July, the District Court of Helsinki ruled in favor of

Satama Interactive in the legal proceedings that addressed

the suspected delay in Satama's profit warning in the

spring of the year 2000. According to the District Court

ruling Satama did not delay the profit warning concerning

the company's performance in the financial year 2000.

In August, Satama strengthened its service portfolio

in interactive marketing communications by the acquisition

of the Dutch company OER. The purchase also serves to

support Satama’s position in strategic partnerships with

clients.

In September, Talentum announced it had sold its 60%

stake in Satama. As a result of the stock trading, Satama’s

ownership is now more evenly distributed among mainly

Finnish institutional investors. Concurrently, Satama’s

international ownership increased.

In December, Satama completed the largest business

acquisition in its history by acquiring the full ownership

of Quartal Content Management Oy (QCM), the leading

Finnish Microsoft partner focusing on public Internet,

intranet and CRM implementations. QCM is now known

by the name Satama MST. The acquisition significantly

strengthened Satama’s capacity in its e-commerce service

area, and supported the growth targets of QCM. In the

acquisition, nearly 60 technology experts joined Satama.

During the year, Satama’s most significant clients were

ABN-AMRO, Finnair, Fonecta, IBM, Nokia, Otava-

Kuvalehdet, Pfizer, Reed Business Information, Skoda,

Talentum Group, TeliaSonera Group, Vodafone and

Wataniya Telecom.

Year 2005 in Brief
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DEAR SHAREHOLDER,

The year 2005 was a good year for Satama and for our

profitable growth strategy. We increased our net sales

by a fifth from the previous year and after a slow start

we reached a reasonable result. Growth was fast both in

Finland and in Satama’s international business units.

During the year, we also undertook four strategically

important business acquisitions. The acquisitions of the

Finnish G5 Digital Design and the Dutch OER support

the service portfolios that Satama provides in the

Marketing service area. The acquisition of NeoMotion in

Germany widened our portfolio in the Future service area

particularly in terms of telecommunications clients. At

the end of the year, we acquired the full ownership of a

leading provider of Microsoft technology-based solutions,

renamed Satama MST. The merger of the two companies

serves to significantly strengthen Satama’s service portfolio

in the Productivity service area and also supports the

growth objectives of Satama MST.

All the acquired businesses have already been smoothly

integrated into Satama, and they have continued to

operate profitably. Experts transferring to Satama from

these companies have magnificently added to Satama’s

most important asset, our specialist personnel.

A Year of International Growth

Business acquisitions and well-developed client

cooperation have markedly speeded up the growth of

the international operations of Satama in particular. Our

net sales from outside Finland grew during the year by

about 60 percent and during the last quarter nearly 80

percent. Over a third of all net sales was generated in

projects outside Finland. Roughly 15 percent of our

personnel are employed in the Dutch, German and Swedish

offices.

Many projects carried out for our internationally

operating clients are executed by means of cooperation

between the client and our personnel in offices located

in different countries. Our operating model is based on

networking and often means involving external partners

to implement projects. Substantial experience in projects

involving numerous organizations is one of Satama’s

strengths, particularly when supplying solutions to large

international telecommunications companies. Our client

cooperation developed well in this sector during the past

year with Nokia, KPN, TeliaSonera, Turkcell, Vodafone and

Wataniya, to name but a few.

In addition to the telecommunications sector, Satama

increased international business in the finance sector,

amongst others. Our Dutch office cooperated successfully

with, for example, ABN-AMRO, ING and Postbank, gene-

rating first-rate growth.

Our internationalization will continue strongly in 2006.

We will focus on developing business operations in our

strongest client sectors. Satama is actively investigating

possibilities for developing its business further through

business acquisitions and partnerships in Western Europe,

particularly the Benelux countries. We are also looking

into the possibilities of extending business operations in

Russia and the Baltic States. The company estimates the

growth potential for the professional digital services

market in these fast growing economies to be relatively

high.

CEO’s Review
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Jan Sasse

CEO

Finland Plays a Major Role

The role of Finnish clients is important for Satama. Our

distinct strength in Finland lies in the various web services

that aim to improve the productivity of companies and

enterprises. A marked, but also the most invisible, part

of web services implemented by Satama is connected to

the internal communications within companies, and their

online transactions with each other. In this sector, the

significance of Satama is further improved by Satama

MST, which diversified Satama’s service portfolio

technologically as well.

I want to mention a few of the online services that

Satama implemented for Finnish consumers during the

past year. The Uratie service for Talentum and the website

of the Valo supplement for the Aamulehti newspaper are

examples of our successful, growing cooperation with

media companies. In the travel industry, Satama imple-

mented web and mobile services for Finnmatkat and an

online tax-free sales service for Finnair. These serve to

highlight the change in focus for travel sales and marketing

towards digital channels.

Improving Profitability as a Key Target

Satama will continue to implement measures for improving

the company’s profitability. In this respect, taking

advantage of synergies with the newly acquired businesses

is particularly important, not only in terms of savings in

administrative and other costs, but also in terms of the

possibility of utilizing the wider and more international

network of professionals that Satama now has, in client

projects.

An important method of meeting our long-term

economic targets is standardizing Satama’s service

portfolio. This work is carried out within the three service

areas, always bearing in mind innovativeness. We will also

aim for better sharing of the views of our experts on

changes in consumer behavior, for example, with our

clients.

Market studies indicate that the growth in Satama’s

business sector – professional digital services – is going

to continue in 2006. Competition within the Productivity

and Marketing service areas in particular will remain fierce.

Our strong market position in the Finnish market and the

growth rate of our international activities provide a good

foundation for boosting both growth and profitability

during the new year.

I wish to take this opportunity to thank Satama’s

personnel, clients and partners for the results we have

achieved together in 2005. I believe that Satama’s role

as an innovative designer and implementer of digital

services will be further strengthened in the future.
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Satama’s values of curiosity, respect, openness, and focus

translate into a constant awareness of our clients' needs

and objectives at every stage of a project. The values

guide our operations from strategic planning to personnel

development and managing the time of our experts. We

believe that Satama’s values can be consistently found

in the attitude that Satama’s employees adopt toward

their work.

CURIOS ITY:  in each client’s unique business;

a passion for continuous learning; a desire to find the

optimal solution

RESPECT:  for clients, shareholders, the company, colleagues

and the industry; a commitment to listening and to

constant communication

y
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OPENNESS:  to change and to new things;
openness in communication; the courage to give one’s own

point of view when working in cooperation

FOCUS ING :  on client needs; a focus

on high quality delivery, cost efficiency; an

emphasis on core expertise



Trends that continued as significant drivers for the demand

for digital services included the continuing strong increase

in the number of broadband connections and 3G mobile

telephones.

The number of broadband Internet connections in-

creased significantly during 2005, and at the end of the

year estimates placed the global figure in the region of

over 200 million individual connections (Point Topic,

2006). The number of broadband connections has grown

by almost 40 percent in a year. The EU was reported as

having over 85 million broadband connections towards

the end of the year (IAB, 2005). In Finland, the number

was just over one million at the end of the year. On

average, having a broadband connection doubles the

amount of time spent on the Internet, which makes the

web a significant channel for enterprises to market their

products and services to consumers.

The number of 3G mobile telephones, which make

surfing the web faster and easier, corresponded to ap-

proximately six percent of all mobile telephones in Western

Europe at the end of 2005. However, the number is

expected to rise to approximately 14 percent during 2006,

and in 2007 the figure should fall just short of a quarter

of all mobile phones. Services available for 3G mobile

telephones are expected to develop accordingly. The

development in 2005 shows that Satama’s clients are

also seriously thinking of investing in the online services

that run on the next generation of mobile phones, and

of turning them into a substantial element of their com-

munications and service portfolios.

In terms of Satama’s strategy in the Marketing service

area, the trends that have the most significance are the

increasing demand for more and more efficiency in

marketing communications and the increasing number

of consumers who prefer doing their shopping and

banking online. For example, the amount of time con-

sumers spend in front of the television is no longer in

proportion to how much money is invested in TV

advertising: according to EIAA (11/2005), 34 percent of

Europe’s media consumption (approximately 10 hours

and 15 minutes per week) happens online, while other

sources reveal that only around a tenth of all advertising

investments target digital channels. As a result, the impor-

tance of digital media as a channel for advertising and

marketing communications in general will increase: for

example, in the five largest EU countries (France, Germany,

Italy, Spain and the UK) online advertising increased by

38 percent during 2005 (eMarketer 01/2006). In Finland

too, the Internet is amongst the fastest growing advertising

media (Association of Finnish Advertisers 2006).

The strategy of Satama’s Productivity service area is

based on the increasing need for businesses and public

organizations to improve their profitability by moving

their internal processes and information flow as well as

their external communications and services to the Internet.

An example of such a case is the travel industry, which

is amplifying the role of the Internet all the time. According

to Forrester Research (03/2005), browsing for travel

destinations on the web has already become the second

most common online activity after e-mailing, and holidays

represent the fifth largest product group amongst Euro-

pean online sales.

The trends that mould the strategy of Satama’s Future

service area are the continuously intensifying development

cycles of products and services, the increasingly integrated

nature of products and services, the birth of new service

channels and the development of mobile technology.

Operating Environment
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At the end of the year, estimates placed the global figure in the region of over

200 million broadband connections.

The development of 2005 shows that Satama’s clients are

also seriously thinking of investing in the online services that run on the

next generation of mobile phones, and of turning them into a substantial element of their

communications and service portfolios.

The number of 3G mobile telephones is expected to rise to

approximately 14 percent during 2006 and in 2007 the figure

should fall just short of a quarter of all mobile phones.

In 2005, online advertising increased in

the five largest EU countries (France, Germany, Italy, Spain and the UK) by

38 percent.



Satama’s Vision and Mission

Satama's vision is to be the most highly respected com-

pany in its field in Europe.

Satama's mission is to help its clients do better business

online.

The main starting point for the digital services designed

and implemented by Satama has been and still is the

drive towards a positive user experience. Satama’s strength

lies in the company’s experience in combining business

goals and the right technology with an understanding of

the true needs of the people using the services.

Strategic Economic Goals

Satama’s long-term economic goals are:

Growth Supported by Well-thought-out
Business Acquisitions

Satama aims at reaching the aforementioned growth

targets through both organic growth and business acqui-

sitions. The primary means for reaching the profitability

target are increasing internal efficiency and utilizing

synergy benefits with acquired businesses. Satama aims

at achieving its target return on investment by improving

balance sheet structure. Satama’s plan is to reach its

financial objectives by following the principle of profitable

growth.

In addition to organic growth, Satama is actively

investigating possibilities of developing its business further

through business acquisitions and partnerships not just

in its principal market area of Western Europe but also

in Eastern Europe and especially in Russia and the Baltic

countries. The company estimates the growth potential

for the digital consultancy services market in these

countries to be relatively high.

Increasing Satama’s core business operations –

professional digital services – is still considered as the

starting point for developing business operations.

Strategy
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> operating profit accounting for
over 10 % of net sales
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BUSINESS ACQUISITIONS 2004-2005



Satama has simplified the portfolio of services it provides

in the professional digital services market by categorizing

both its existing and new services into three service areas:

Marketing, Productivity and Future.

Satama’s service portfolios within these areas are

developed with the aim of enabling us to meet the needs

of our clients by combining elements from the service

areas as well. The company’s strategy for customer

relationship management also extends to providing clients

with innovative services that go beyond the remits of the

three service areas.

Client Cooperation in a Key Role

Satama’s relationships with its clients typically take the

form of long-term strategic partnerships that are built

around developing the client’s business.

In 2005, Satama continued to grow its business strongly

within the client segments where the company has ac-

quired unique expertise. Within the telecommunications

sector in particular Satama has achieved international

recognition as a pioneer in mobile solutions. The media,

travel, finance and public administration are amongst

Satama’s core areas of expertise.

The telecommunications sector accounted for 66

percent of Satama’s net sales in 2005 (74% in 2004),

media contributed 8 percent (5%), the share of travel

was 5 percent (2%), finance represented 4 percent (2%),

and public administration 2 percent (3%). Other client

sectors accounted for a total of 15 percent (14%).

Satama intends to boost its business by using its recent

business acquisitions (such as Quartal Content Manage-

ment Oy) to target its services more strongly at small

and medium-sized enterprises operating in industries

other than Satama’s core sectors as well.

- Within the Marketing area Sata-

ma creates marketing communi-

cations that attract consumers

into a continuous interaction with

the product and service providers.

MARKETINGMARKETING

- The solutions provided in the

Productivity area help Satama’s

clients to implement interactive

services that promote productivity

and facilitate work and daily life.

PRODUCTIVITYPRODUCTIVITY

- Within the Future service area

Satama helps its customers

identify behavioral, technological

and/or economic development,

capture new opportunities and

evolve their services into the future.

FUTUREFUTURE

Service Areas



The most important capital for a professional services

provider is a skilled and motivated staff. In order to succeed

and grow Satama must be an attractive employer for top

international experts, and our people must be very satisfied

in their work. The key goal in Satama's human resources

management is indeed to develop the company as a

functional, professional workplace where personnel skills

can be developed and the working environment is inspiring

and innovative.

The number of personnel increased by nearly a hundred

during the year under review. At the end of the year,

Satama employed 375 people, of which the majority is

based in Helsinki. In addition, Satama's Tampere office

employs a staff of around 30, our Amsterdam office over

40 and our Turku office around 20 professionals in digital

service development. During the year, Satama completed

four business acquisitions. The NeoMotion, G5 Digital

Design, OER and Quartal Content Management Oy (cur-

rently Satama MST) business acquisitions increased

Satama’s personnel by 90 new employees.

Multifaceted Employee Development

In terms of personnel management, various growth phases

have turned Satama into a company whose organizational

model and human resources management processes also

allow for rapid, controlled growth at the international level.

As a leader in its field, Satama stresses the importance

of in-house training for competence development, on-

the-job learning, tutoring, and mentoring. We also invest

a great deal in the smooth transitioning in of new em-

ployees. For example, new personnel joining Satama by

way of a business acquisition can be quickly integrated

into its operations as part of a greater whole.

Development Opportunities for Seasoned
Staff

Satama employs a large number of committed experts

who have been with the company for its entire nine-year

existence. At Satama, the challenges facing personnel

development include career advancement opportunities

within Satama for long-standing employees as well as

recruiting for highly specialized areas. In order to fill the

gaps during fluctuations in demand, we also maintain

close, long-term relationships with subcontractors and

partners.

In the summer of 2005, Satama conducted its company-

wide Satama Vibes job satisfaction survey, the results of

which were comparable to a survey conducted in the

previous year. The survey response rate was 75%, which

can be considered excellent. Survey responses were evenly

distributed among the various personnel groups. The

survey results indicated that Satama employees are sat-

isfied with and committed to their work. According to the

Vibes survey, Satama employees are most motivated by

the opportunity to utilize their own expertise, adequate

challenges, a job well done, and a good working environ-

ment.

Reputation as a Good Employer

Industry professionals are interested in Satama. This is

evident in, for example, the over 1,300 job applications

we received in 2005. Employees leaving Satama have

primarily been placed in top professional positions by

their new employers. Like university alumni, contact is

also maintained with these ex-Satama professionals. Our

good employer reputation is also reflected in the fact that

many who leave Satama find their way back.

Personnel
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Corporate Responsibility

Satama wants to be a responsible member of society.

We have found that, in addition to ensuring financial

success and employee wellbeing, we can have an impact

on social development by sharing our expertise.

In this endeavor our most important partners are

institutes of art and science. For example, Satama has

worked in educational cooperation with the Helsinki

School of Economics and University of Art and Design

Helsinki. Wherever possible, Satama offers internships

and opportunities for thesis work to students planning

to work in the field.

From time to time, as part of its social contribution,

Satama also carries out pro bono work for select charitable

organizations, including website design and other projects.

These projects are also an excellent opportunity for

Satama's own designers to further develop their skills

and expression with what are often brilliant results.

 According to the Vibes job satisfaction survey,

Satama’s employees are most motivated by the

opportunity to utilize their

own expertise, adequate

challenges, a job well

done and a good working
environment.
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Satama Interactive Oyj (Satama) is a public limited company

registered in Finland and headquartered in Helsinki. Sata-

ma's management complies with Finnish law and Articles

of Association, according to which control and adminis-

tration are divided between the Annual General Meeting,

the Board of Directors and the CEO. Satama implements

the Corporate Governance Guidelines drafted by the

Helsinki Stock Exchange, the Central Chamber of Com-

merce, and the Confederation of Finnish Industries (EK).

General Meetings

The Annual General Meeting (AGM) is held every year

within six months from the end of the financial year; at

Satama this is usually in March. The Board of Directors

calls the AGM and decides the time and venue of the

meeting. The invitation to the AGM is announced to

shareholders in at least two print publications designated

by the AGM two months before the AGM at the earliest

and 17 days before at the latest.

The AGM elects Satama's Board of Directors and audi-

tors, decides on their compensation, and discharges the

company's management from liability. Matters to be

discussed at the AGM and the shareholders' right to

attend are defined in Satama's Articles of Association

and in the invitation to the AGM. The Board of Directors

will call an Extraordinary General Meeting when it considers

it necessary or when it is required by law.

Board of Directors

In accordance with the Articles of Association, the Annual

General Meeting elects three to eight members to Satama's

Board of Directors, the majority of whom must be inde-

pendent of the company. In the term 2004-2005,

the Board of Directors comprised five members. The term

of office of the members of the Board expires at the close

of the first AGM following their election. The Board of

Directors elects a Chairman from among its members.

Since 2004, Mr. Jussi Länsiö has acted as the Chairman

of the Board.

The Board of Directors oversees Satama's management

and the appropriate organization of operations, and

ensures that all accounting is in full compliance with the

law and that the financial statements are drafted in

compliance with applicable regulations. Satama's Board

of Directors sets the company strategy and decides on

other matters of great importance, such as business

acquisitions and major investments. The Board of Directors

appoints the company CEO and sets his/her salary,

benefits and terms of employment.

Chief Executive Officer

Satama's Chief Executive Officer is Mr. Jan Sasse. He is

responsible for the company's operative management in

accordance with legislation and the instructions provided

by the Board of Directors, and he operates under the

Board's authority.

CEO Sasse is directly responsible for strategic planning,

strategy implementation, and any investments these

necessitate, and for ensuring the legal compliance of

accounting practices and the reliable organization of

asset management. He is also in charge of the practical

organization of bookkeeping, accounting, and reporting.

Moreover, Satama's investor relations, communications,

and marketing functions report directly to him.  The CEO

supervises all decisions concerning executive level per-

sonnel as well as important operational decisions. He is

Corporate Governance
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also in charge of ensuring that the Group's subsidiaries

act in the interest of the parent company and follow the

Group’s strategy.

The Board of Directors approves the salary level offered

to the CEO and to people reporting directly to the CEO,

including grounds for bonuses and the allocation of option

schemes.

The bonus paid to the CEO is determined annually. The

targets are set on the basis of the company's results,

sales targets, customer satisfaction, human resources

development, and certain personal quality objectives.

The salaries, bonuses, and fringe benefits paid to the

CEO in 2005 totaled EUR 333,913.55. His share and option

holdings are disclosed on Satama's investor website in

the CEO's CV. The period of notice of CEO Jan Sasse's

service contract is six months. If the contract is terminated

without the CEO's negligence, he will receive severance

pay equal to a 12-month salary. The CEO's right to retire

is determined under the terms and conditions of the laws

valid at any given time.

Operational Management

The CEO, assisted by a management team, is responsible

for managing the business operations of Satama. The

CEO's deputy is Mr. Risto Koivula, Chief Operating Officer.

Mr. Koivula is a member of the management team where

his responsibilities include Satama's competence devel-

opment and the delivery process. Satama's business

operations that are managed from Finland are divided

into three customer-focused business units. The directors

of the business units are members of Satama's manage-

ment team. Directors in charge of Satama Amsterdam's

local business operations are not members of the Group's

management team, but they participate in the work of

the extended management team.

The management team also includes the Chief Financial

Officer and the directors in charge of development and

service innovation. The responsibilities of the management

team include strategic planning and strategy implemen-

tation, business operations management, financial per-

formance review, annual planning and discussing invest-

ments, acquisitions, and expansion or downsizing plans

that are crucial for the Group. The management team

meets once a week.

Internal Control

The General Meetings of shareholders, the Board of

Directors and the CEO share the responsibility for internal

control and management. Internal control refers to all

practices, systems, and procedures with which the com-

pany management aims to ensure efficient, economic

and reliable operations. Satama's Board of Directors is

responsible for organizing the internal control framework.

The Board approves the entire Group's shared internal

control guidelines. At least once a year the Board evaluates

the status of the Group's internal control. The CEO, with

the assistance of the management team, is responsible

for day-to-day business operations. The company's exe-

cutive management is responsible for internal control,

auditors for external audits, and internal auditors for

internal audits.

Risk Management

Risk factors affecting Satama's business, financial perform-

ance and market value can be divided into four main

categories: market and business risks, personnel-related



risks, technological and information security-related risks,

and financial risks. Satama protects itself against the

negative impact of other risks with comprehensive insur-

ance policies. The level of insurance coverage, insurance

rates, and excess are audited every year together with

the insurance company. Satama carries out continuous

operative risk assessments and makes every effort to

protect itself as effectively as possible from the risk factors

identified.

Internal Audits

The purpose of internal audits is to systematically evaluate

Satama's processes in terms of risk management and

control, the company's operational management and

decision-making as well as the development of these

processes. Internal audit services are currently purchased

from an external, independent, professional, and sufficiently

resourced service provider, Tuokko Tilintarkastus Oy (PKF

International), as chosen by Satama's Board of Directors.

The Board of Directors is responsible for ensuring that

internal audits have been appropriately arranged and can

be carried out independently.

Auditors

According to the Articles of Association, Satama's auditors

are elected at the General Meeting of shareholders. The

auditors must represent an auditing firm approved by the

Finnish Central Chamber of Commerce. Satama's current

auditors are PricewaterhouseCoopers Oy with Kari Miet-

tinen, Authorized Public Accountant, as the principal

auditor. Performance-based compensation to Satama’s

auditors totaled EUR 56,972.28, which consisted of auditing

fees of EUR 46,516.50 and fees for other services procured

from PricewaterhouseCoopers at EUR 10,455.78.

Insider Administration

Satama's insiders (public and non-public permanent

insiders, project-based insiders) comply with the compa-

ny's own Guidelines for Insiders, which are based on the

insider guidelines provided in the rules of the Helsinki

Stock Exchange. The so-called "closed window" in Satama

(the period prior to the publication of financial reports

during which permanent insiders are prohibited from

trading in securities) is 21 days. Satama's Guidelines for

Insiders require that permanent insiders notify the com-

pany's insider officer of their intention to trade securities

in advance. The guidelines recommend that company

shares be purchased for long-term investment and to

time any share transactions so that they take place as

soon as possible after the disclosure of interim reports

and financial statements.

Satama’s public insiders include, in accordance with

the insider guidelines provided in the rules of the Helsinki

Stock Exchange, the Chairman of the Board, the members

of the Board of Directors, the principal auditor and

Satama’s CEO and Chief Financial Officer. The non-public

permanent insiders include, in addition, the members of

Satama’s management team, the CEO’s secretary and

Satama staff in charge of financial administration, reporting,

and communications who, owing to the nature of their

work, regularly receive information that could materially

affect the company's share price.

Mr. Martti Ojala, Satama's Chief Financial Officer, is

currently the company's insider officer. A register of

insiders is maintained in the SIRE system of the Finnish

Central Securities Depository Ltd. The share and stock

option holdings of public, permanent insiders are presented

on Satama's investor website at investors.satama.com.
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In accordance with the Articles of

Association, the Annual General

Meeting elects three to eight mem-

bers to Satama's Board of Directors,

the majority of whom must be inde-

pendent of the company. The term

of office of the members of the

Board expires at the close of the first

AGM following their election.

Jussi Länsiö

Chairman of the Board, independent member
of the board since 2004
Year of birth: 1952
Education: B.Sc. (Econ.)
Main occupation: Full-time Board
Professional

Primary Working Experience
Scottish & Newcastle Plc, Member of Man-
agement Team 2002-2003 // Hartwall Oyj,
CEO 1994-2003 // Langnese-Iglo Gm-
bH/Unilever Germany, Marketing Director
1992-1994 // Jalostaja Oy Huhtamäki, CEO
1983-1992 // Huhtamäki Oy, marketing and
sales positions 1978-1983

Other Simultaneous Positions of Trust
Talentum Oyj, Chairman of the Board 2004-
 // Elisa Oyj, Member of the Board 2004- //
Solifer-Polar Ab, Member of the Board 2004-
 // Lumene Oy, Chairman of the Board 2003-
 // Mezera Oy, Chairman of the Board 2000-
 // J.L. Westement Oy, Chairman of the Board
1998-

Ownership
Does not have ownership in Satama
Interactive

Manne Airaksinen

Independent member of the board since
2004
Year of birth: 1966
Education: Master of Laws
Main occupation: Chief Adviser,
Confederation of Finnish Industries EK

Primary Working Experience
Ministry of Justice Finland, Counselor of
Legislation 1993-2005 // University of Hel-
sinki, The Institute of International Economic
Law, researcher 1992-1993 // Headline Com-
panies, lawyer 1990-1992 // Consultant 1992-
 // Mr. Airaksinen has published several books
on competition and corporate law, as well
as publishing a wide selection of scientific
articles on jurisprudential topics. Mr. Airaksi-
nen also chairs and participates in working
groups, acts as an arbitrator and lectures.

Other Simultaneous Positions of Trust
Talentum Oyj, Member of the Board 2003-

Ownership
Does not have ownership in Satama
Interactive

Pekka Aula

Independent member of the board since 2005
Year of birth: 1967
Education: Doctor in Social Sciences
Main occupation: Professor, University of
Helsinki, Department of Communication

Primary Working Experience
University of Helsinki, Department of Com-
munication, acting professor, 2003-2004 //
University of Helsinki, Department of Com-
munication, researcher, 2003 // Academy of
Finland, Post-doctoral Research Fellow, 2001-
2002. // During 1994-2001 Professor Aula
held different research and teaching positions
at the University of Helsinki as well as visiting
scholarships in the Netherlands and United
States. Professor Aula has published several
books and a wide selection of scientific art-
icles on communications. He is the editor-
in-chief of the Maine magazine.

Other Simultaneous Positions of Trust
PR Consultancy Pohjoisranta, Member of the
Board 2000-

Ownership
Does not have ownership in Satama
Interactive

Harri Palviainen

Independent member of the board since
2005
Year of birth: 1968
Education: Master of Science (Comp. Sc.)
Main occupation: Senior Vice-President
(Member of Executive Board), Customer
Services, Comptel Corporation

Primary Working Experience
Comptel Corporation, Head of Department,
R&D, 2001-2002 // Satama Interactive Oyj,
Technology Director, 2000-2001 // Elisa Com-
munications Corporation, Head of Develop-
ment Unit at Elisa's Research Center, 1998-
2000 // During 1991-1998 Mr. Palviainen held
different product development and consul-
tation positions at Merita Bank and Teleste
Oyj as well as IT development positions at
Nokia Group.

Other Simultaneous Positions of Trust
Comptel Communications AS, Member of
the Board 2005-

Ownership
Does not have ownership in Satama
Interactive

Harri Roschier

Independent member of the Board since
2005
Member of the Board since 2002
Chairman of the Board 1997-2002
Year of birth: 1957
Education: M.Sc. (Econ.)
Main occupation: Talentum Oyj, Managing
Director

Primary Working Experience
Oy Talentum Ab, Tekniikka&Talous magazine,
Director 1991-1992 // Erikoislehdet Oy, Sport,
Marketing Director 1989-1991 // Skimbaaja
Ky, CEO 1982-1988

Other Simultaneous Positions of Trust
Rostek Oy, Chairman of the Board, 1998- //
Finnish Periodical Publishers' Association,
Member of the Board 1996- // Finnish Audit
Bureau of Circulations, Member 1996- //
Ilmoittelun yhteisneuvosto IYN, Member 1996
- // Viestintätyönantajat VTA, Member 1997-

Ownership
Owns 7 000 Satama Interactive shares

Board of Directors
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Management

Career Summary
Satama Interactive, CEO 10/2001- // Satama
Interactive, Director of International Operations
04/2001-10/2001 //
Satama Interactive, Country Manager - Germany
11/1999-04/2001 // Arthur Andersen Business
Consulting Oy, Senior Manager 08/1996-11/1999
// Arthur Andersen Management Beratung Gm-
bH, Senior Consultant 08/1995-08/1996 // Arthur
Andersen Oy, Senior 09/1991-08/1995 // Kone
Oyj, Business Controller 08/1989-04/1991

Ownership
27,500 Satama Interactive shares

Jan SasseJan Sasse

Chief Executive Officer
Year of birth: 1967
Education: M.Sc. (Econ)

Career Summary
Satama Interactive, Director, Future 1/2006- //
NeoMotion, Director 09/2003- // Satama Inter-
active Amsterdam, Head of Mobile Service Of-
fering 1/2002-8/2003 // Satama Interactive,
Dallas, Vice President, Mobile Innovations
5/2000-12/2001 // Satama Interactive, Dallas,
Integration officer/Acting country manager
10/1999-5/2000 // Satama Interactive, Senior
consultant 5/1999-10/1999 // Andersen Consult-
ing, Consultant 12/1997-5/1999 // The Perform-
ance Group, Management consultant 1/1993-
11/1997

Ownership
10,000 Satama Interactive stock options 2002

Kari AaltoKari Aalto

Career Summary
Satama Interactive, Director, Corporate Develop-
ment 04/2004- // Satama Interactive, Director
01/2000-04/2004 // Satama Interactive Oyj,
Business Controller 10/1999-01/2000 // Outo-
kumpu Oyj, Controller 02/1997-10/1999 // SVH
Coopers & Lybrand Oy, Auditor 05/1994-02/1997

Ownership
15,500 Satama Interactive shares

Tuomas AiristoTuomas Airisto

Director, Corporate Development
Year of birth: 1969
Education: M.Sc. (Econ)

Career Summary
Satama Interactive, Director, Service Innovation
04/2004- // Satama Interactive, Group Director
03/2000-03/2004 // Satama Interactive, Key
Account Manager 11/1997-02/2000 // Computer
2000 Finland Oy, Product Group Manager
03/1996-11/1997 // Computer 2000 Finland Oy,
Product Manager 11/1993-02/1996

Ownership
9,539 Satama Interactive shares, 100,000 Satama
Interactive stock options 2003

Minna HäkkinenMinna Häkkinen

Director
Year of birth: 1969
Education: BBA (marketing)

Director, Future Service Area
Year of birth: 1968
Education: Master of Science, Helsinki
University of Technology; MBA,
Kingston University, England



Career summary
Satama Interactive, CFO 11/1997- // Garantia
Insurance Company, Director 05/1994-11/1997
// Scribona Suomi Oy, CFO 05/1987-05/1994 //
Digital Equipment Corporation Oy, Sales Exe-
cutive 12/1985-05/1987 // Digital Equipment
Corporation Oy, Controller 02/1981-12/1985

Ownership
133,500 Satama Interactive shares

Martti OjalaMartti Ojalaj

Chief Financial Officer
Year of birth: 1952
Education: B.Sc. (Econ)

Career Summary
Satama Interactive, Director, Marketing 12/2005-
 // 3 (HI3gAccess AB), Head of
Customer Experience 06/2004-12/2005 // Par-
adiset DDB/DDB Stockolm, Account Director
12/2002-06/2004 // The Bearded Lady DDB,
Founder/ Partner/Account Director 12/1999-
12/2002 // Adera, Account Director 06/1998-
12/1999 // Icon Medialab, Planner/Account Di-
rector 01/1997-06/1998 // Propaganda Films
Los Angeles, Assistant Producer 03/1996-
01/1997 // Aestrom & Co, copywriter 02/1995-
03/1996

Ownership
25,000 Satama Interactive stock options 2003

Jacob StjärneJacob Stjärnej

Director, Marketing Service Area
Year of birth: 1973
Education: Marketing and
Organizational Development, Stockholm
School of Economics

Career summary
Satama Interactive, Chief Operating Officer
03/2004 - // Satama Interactive, Country Man-
ager - Finland 05/2000-03/2004 // Satama
Interactive, Chief Technology Officer 07/1998-
05/2000 // Otaverkko Oy, R&D Manager
03/1998-07/1998 // Edita Oy, Head of Electronic
Publications Unit 01/1996-03/1998 // Edita Oy,
Software Developer 5/1992-12/1995

Ownership
16,000 Satama Interactive shares

Risto KoivulaRisto Koivula

Chief Operating Officer
Year of birth: 1968
Education: M.Sc. (Eng)

 Kai Koskela Kai Koskela

Director, Productivity Service Area
Year of birth: 1966
Education: BBA (information
technology)

Career Summary
Satama Interactive, Technology Director 10/2001-
 // Satama Interactive, Technology Manager
7/2000-10/2001 // Satama Interactive, Technical
Designer 5/1999-7/2000 // Oy EDS Electronic
Data Systems Ab, Systems Analyst/Project Man-
ager 1/1997-4/1999 // Sycon Yhtiöt, EDP Design-
er 1/1989-1/1997 // Oy Shell Ab, Programmer
6/1986-12/1987

Ownership
13,700 Satama Interactive shares
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Financial Information

Satama Interactive Oyj (OMX: SAI1V) publishes financial reports

and stock exchange releases in Finnish and English. Satama's

financial reports and stock exchange releases are posted on our

investor website at http://investors.satama.com. To order copies

of the Annual Report and releases, please write to our headquarters,

send us an e-mail at investors@satama.com or register on our

mailing list at http://investors.satama.com/english/contact_us.html

In 2006, Satama will release its quarterly reports
as follows:

January-March 2006 on Wednesday, April 26th,

January-June 2006 on Friday, August 4th, and

January-September 2006 on Thursday, October 26th.

Annual General Meeting

Satama Interactive Oyj’s Annual General Meeting will be held on

Wednesday, March 29th, 2006 at 2.00 P.M. at the company's

headquarters on Henry Fordin katu 6, Helsinki, Finland.

Investor Relations Policy

Satama's investor relations are committed to the following:

- We communicate openly and accurately in a timely manner.

- We serve all stakeholders efficiently and equally.

- We do not meet with investors within three weeks before 

publishing our quarterly results, or within five weeks before 

releasing our annual financial statements.

Investor Relations Contact
Information

CFO Martti Ojala,

Tel. +358 (0) 207 581 637

martti.ojala@satama.com

Communications Director

Rauno Heinonen,

Tel. +358 (0) 207 581 764

rauno.heinonen@satama.com

Satama Interactive Oyj

Henry Fordin katu 6

00150 Helsinki, Finland

Tel. +358 (0) 207 581 581

Fax. +358 (0) 207 581 899

investors@satama.com
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