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With No Way Back, Success 
Is Our Only Way Forward
—Mr. Ren Taking Photos with Representatives of 2021 Gold Medal Award Winners

Mr. Ren taking photos with representatives of 2021 gold medal award winners
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“

VOICE

At 2:00 p.m. 
on June 13, 
2022, an 
extraordinary 
commendation 

event was just getting underway at 
the library of A3 at Huawei's Bantian 
Base in Shenzhen, China.

A total of 35 winner 
representatives of the company's 
Individual and Team Gold Medal 
Awards in 2021 came together in 
high spirits. Mr. Ren Zhengfei met 
with these outstanding individuals 
to commend the contributions they 
had made in 2021, after which he 
joined them for a photo. The energetic 
atmosphere at the time was hugely 
enjoyable.

"With no way back, success 
is our only way forward!" Everyone 
chanted this slogan loudly and 
clearly while posing for the photo. 
Their smiling faces and contagious 
enthusiasm were captured by camera. 
This event was organized to encourage 
them to keep up their excellent work 
and make even more contributions in 
the future.

"I was so excited to take a photo with Mr. Ren."

"This is the biggest honor I have ever received. It has inspired 
me so much."

"Mr. Ren really stands with us. We have to face challenges 
head-on and embark on new journeys."

The participants expressed their 
joy and excitement one after another.

Among these winners were: 
a technical expert who proposed 
using recursive coding to resolve 
the key challenge of a major project; 
a system engineer who created a 
vehicle-cloud collaboration solution 
for autonomous driving from scratch 
and made tremendous contributions 
to the autonomous driving project 
for the Port of Tianjin, China; a 
member of the Coal Mine Team who 
extensively explored and researched 
coal mines in order to learn about 
customer requirements and brought 
about the successful completion of 
the company's first smart coal mine 
project; the general manager of the 
enterprise business of a municipal 
office who had worked diligently in 
Western Africa and West Europe for 
10 years, and now works tirelessly 
to delve deep into the Chinese 
market; an engineer specializing in 
precision manufacturing R&D and 
application who effectively helped 

address the unique requirements 
of product lines and projects; and 
a procurement expert who dared 
to take on challenges presented by 
new businesses and safeguarded the 
lifeline of the company.

The Gold Medal Award is the 
highest honor that Huawei grants to 
its employees. It is intended to reward 
individuals and teams who have 
made outstanding contributions to the 
company's continued business success. 
In 2021, 2,374 individuals and 607 
teams, representing 8,440 employees, 
were granted the Individual and Team 
Gold Medal Awards.



4 HUAWEI  PEOPLE



HUAWEI   PEOPLE 5

EXPLORERS



6 HUAWEI  PEOPLE



HUAWEI   PEOPLE 7

EXPLORERS



8 HUAWEI  PEOPLE

Steve Jobs once said, 
“Innovation has 
nothing to do with 
how many R&D 
dollars you have. 

When Apple came up with the Mac, 
IBM was spending at least 100 times 
more on R&D. It’s not about money. 
It’s about the people you have, how 
you’re led, and how much you get it.”

Workplace innovation starts 
with hiring the best people, retaining 
them, and nurturing a creative 
environment where individuals can 
openly share their ideas and debate 
with fellow colleagues on “how to 
solve a customer’s problem in an 
innovative way”. 

Innovation needs to be part of 
a company’s culture, part of daily life 
– it needs to be in the blood, and it 
needs to be in the DNA.

In this story I would like to 
share with you my experiences on my 
journey with Huawei since joining. 

Huawei: 
Innovation in 
the Blood
By Deepak Junnarkar/South Africa 
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My First Week at Huawei, 
Shenzhen 

In 2016, I left my family in India 
for Shenzhen, China, where I was 
to work in Huawei Carrier Business 
Group as a consultant for SmartCare 
Customer Experience Management 
(CEM)/Service Operations Centre 
(SOC).

Before arriving in Shenzhen, I 
was a bit self-doubting and scared as 
I was still thinking, “Did I make the 
right choice joining Huawei?” I was, 
however, amazed when I saw the city 
of Shenzhen, Huawei HQ Campus, 
Huawei people and its working 
culture.

In just a few days, my doubts 
and concerns about Huawei were 
dispelled; about the company I 
had too many positives and very 
few negatives. I was wowed by the 
positivity I saw all around on the 
Huawei campus, where people were 
talking about innovation, discussing 
new ideas passionately, and embracing 
the customer-first culture. In my first 
week at Huawei, I said to myself, 
“Yes, I made the right choice joining 
Huawei”.

My Fearless Risk-Taking 
Attitude and Huawei

It seemed that my manager 
knew my fearless attitude; or maybe 
he wanted to check and see if I could 
really tackle challenges.

Immediately after joining, I was 
assigned to promote the SmartCare 
customer experience presales projects 
in the Congo, Turkey, Cameroon, Cote 
d’Ivoire and many other countries. 

During my three years’ tenure 
at Huawei HQ as a consultant, I 
traveled to many countries promoting 
the SmartCare Customer Experience 
Solution to various global operators, 
and managed to convert many 
opportunities into successful projects. 

I remember an interesting 
presales case to an operator in South 
Africa and how I helped to win a big 
project contract. 

At the time, we received a 
CEM request for proposal (RFP, or a 
tender). Meanwhile, the other vendor’s 
solution was already deployed, which 
had been monitoring the 2G and 3G 
networks for over ten years and with 
which the customer was comfortable 
and happy as they had been using it 
for years. 

We took it as a challenge to 
promote the SmartCare solution; 
and we would surmount it by 
demonstrating our technical solution’s 
strengths and value, identifying the 
customer’ pain points, highlighting 
our solution’s unique business value, 
and proving how we could help them 
achieve their business goals. 

Thanks to the expertise I 
gained based on my past experience, 
I succeeded with the right strategy 
in highlighting Huawei solution 
strengths and unique business 
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value. The project was successfully 
delivered. Soon I started delivering 
more sales projects successfully and 
won a few breakthrough projects for 
the SmartCare CEM solution. 

That was quite satisfying for 
an individual who just joined and 
was able to help sales teams to win 
complex breakthrough projects in a 
short span of time.

In 2019, I joined Huawei 
South Africa as a full-time employee 
supporting South African customers. 
This is when I became part of Huawei 
processes. Over time I deeply learned 
Huawei’s customer-centric culture 
and it was very impressive when I 
saw that my superiors and all fellow 
colleagues had customer success as 
their key focus. 

My Growth at Huawei, 
South Africa 

In South Africa, Huawei 
management’s main focus is on 
building the right capability – not 
only by recruiting the right talents, 
but also by giving them exposure and 
encouraging them to develop multi-
skilled talents through innovation and 
technology collaboration. 

I was encouraged by my 
management to perform a dual role as 
“Solution Sales and Business Analyst 
(BA)”, using my multiple skills to 
support South African customers. As 
for Solution Sales, I was responsible 
for selling or expanding the CEM 

Innovation needs to be part of a company's culture, 
part of daily life – it needs to be in the blood, and it needs 
to be in the DNA.
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solution business in South Africa 
and, as a business consultant, I was 
responsible for customer success, 
ensuring that CEM business value-
added and top-level consulting 
services were provided for the top 
executives of customers.

I took this as a challenge 
because this could help to demonstrate 
my skills in a multi-dimensional way 
where I could support my product 
business unit (BU) with purchase 
orders (POs) and could also contribute 
to customers achieving their business 
success.  

During my competency & 
qualification (C&Q) presentation 
to the Huawei industry experts, I 
personally felt very proud and positive 
– where I got to demonstrate not only 
my technology and business skills but 
also my contributions to customers’ 
success and to the industry’s 
development.

It was a very satisfying and 
fulfilling experience when I saw 
customers realize and appreciate my 
contribution to their business success. 
After one of my customer’s annual 
results had been published, its general 
manager (GM) personally called and 
thanked me for my contribution to his 
overachieving his “active-data-user 
and data-revenue targets”. 

What Problems Am I 
Solving at Huawei? 

While the CEM solution 
plays a key role in an operator’s 
customer experience strategy, it is 
one of the most complex solutions 
for all operators. After procuring 
this solution, customer executives 
are often seen complaining about 
not getting full value out of such a 
huge investment they have made in 
the solution and questioning future 
expansions. 

While working as a BA, I tried 
to understand why top executives 
resisted making expansion investments 
in CEM solutions. After thorough 
research and many interviews with the 
top executives, I understood that they 
were expecting ironclad, quantifiable 
business results.

That was not an easy task as 
we needed to ask a question: “How 
can we demonstrate the tangible and 
intangible business values of our 
solution by ensuring that it is not 
only used by the operator’s entire 
organization but also helps them 
leverage their advantages for business 
success?”

Out of my many success stories, 
I chose to follow two cases about 
how a powerful combination of a 
“Solution Sales and BA” can be used 
as an approach to consultative selling, 
which aimed not only to achieve 
success for Huawei but also to help 
operators realize the business value of 
the solution by making it contribute to 
the achievement of their own business 
goals.

Impossible Is Nothing: 
Keeping the Innovation 
Button On 

In 2017, operator T in South 
Africa floated a very complex Service 
Quality Management (SQM) RFP. I 
played a key technical consultant role 
and was responsible for us achieving a 
superior technical rating in the RFP.

Leveraging my product 
knowledge, strategies, industry insight 
and presentation skills, I demonstrated 
our solution’s technical superiority 
to the customer’s engineers and 
executives. 

But due to internal budget 
constraints, the project could not 
receive management approval and 
was about to get scrapped. As per the 

Chief Technical Officer (CTO), the 
project required huge investments and 
they did not see any business value 
contribution from this project.

It seemed that we were 
somewhat at the end of our rope. So, 
we had an internal discussion on how 
to go for it, and suddenly an idea 
popped up: “Why don’t we propose 
a pilot, where operator T can try the 
solution to see if they can realize the 
business value before making the final 
decision?”

It was a really bold but risky 
proposition. Before putting it forth 
to the customer, we had to follow the 
Huawei internal review processes and 
we needed to highlight the business 
benefits and risks, and to obtain 
management approval. We were glad 
to see that the management was with 
us and gave us the go-ahead. 

The following day we came up 
with a plan to go along a top-down 
approach. We started engaging with 
operator T’s executives from different 
departments like the CTO from the 
technology team, the Chief Marketing 
Officer (CMO) from the marketing 
team and the Chief Customer Officer 
(CCO) from the customer care team. 
We presented our solution, global 
success stories and how the solution 
contributed to the business success 
of other operators. While engaging 
with executives, we also identified 
their pain points and finalized use 
cases to be proposed aligning to their 
challenges and pain points.

We freshly designed the solution 
scope and proposed customized 
use cases for each team of operator 
T. During one of our engagement 
meetings with the network operations 
and planning team, they said to us: “We 
have a multi-operator core network 
(MOCN) sharing agreement with 
another operator but we have no clue 
what’s happening at the other side. 
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We cannot measure our customers’ 
experience. Do you have any solution 
for us to save on costs and increase 
revenue?” 

Yes was our reply. We told them 
that we could customize our solution 
and give the network operations and 
planning team a “bird’s-eye-view” 
dashboard by complying with the 
sharing agreement. The dashboard 
was to be so designed that they 
could know which subscribers were 
roaming and measure their experience 
to ensure seamless coverage and 
the best network quality. We could 
also deliver per-site MOCN traffic 
reporting so that they could locate the 
highly utilized MOCN sites. With all 
this in mind, they could plan their new 
sites in advance to offload traffic, save 
on costs and expand revenue. The 
network operations and planning team 
was very satisfied with our solution 
offering. 

In our meeting with the 
customer care team, they also showed 
us their concerns and pain points: 
“When our service subscribers call 

us complaining about poor network 
experience and data usage billing 
issues, our agents have no clue how 
to handle such complaints and they 
usually refer all such complaints 
to level-3 or network teams. This 
impacts the working efficiency of our 
Customer Care Department and also 
compromises customer satisfaction. 
Additionally, we will have great 
difficulties meeting our department 
KPIs. Do you have any solution for 
us?”

Knowing their concerns, 
we quickly worked out a solution 
exactly meeting their requirements. 
We proposed a “Customer Care 
Assistance” solution empowering their 
agents to address complex network 
and data billing-related complaints 
effectively and help improve the 
efficiency of the Customer Care 
Department in a big way. The solution 
was greatly welcomed by the customer 
care team.

When meeting operator T’s 
marketing team, we did not forget 
to address their concerns in terms of 
marketing campaigns. We designed 
a solution which could not only 
help them in precise and real-time 
marketing campaigns, but also give 
them deep insights to improve the 
campaign efficiency. The marketing 
team members were very pleased 
with the solution. They commented 
with joy: “Huawei is not only known 
mainly for its excellent equipment 
on the network side, but is also 
professional in helping customers with 
their marketing campaigns!” 

So, we had clearly identified and 
collected pain points and requirements 
from all relevant teams of the 
customer. We started approaching the 
top executives of each department 
and showed them how we could help 
their department with an innovative 
solution and use-cases to address their 

During a presentation
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respective pain points for potential 
business benefits in terms of operation 
efficiency improvement, revenue 
increase and to explore new revenue 
opportunities. After receiving their 
agreement, we launched the pilot 
project.

Ensuring timely delivery of 
each use-case, I have led a team of 
business analysts, with a clear target: 
to demonstrate technical superiority 
and solution benefits of our SmartCare 
solution, and to ensure that the pain 
points of all the teams would be 
addressed and the solution’s value be 
realized. 

Even during the project 
deployment phase, we used the “keep-
warm" strategy and visited each 
executive and their teams to share 
with them the project status updates 
and to keep their expectations alive. 

Finally, the day arrived when 
we reached each executive and 
demonstrated the value of our solution 
addressing their pain points in the 
agreed scope. After looking at the 
delivered solution and its value, the 
executives were very delighted. 

Also, with our solution in 
real-time location-based and user’s 
application behavior-based marketing 
campaigns, operator T became the 
first operator in South Africa with 
real-time campaign executions. The 
customer achieved a more than 10% 
take-up rate. 

We also delivered a real-time 
“bird’s-eye-view” dashboard showing 
the user experience and traffic per site 
to help identify areas for prioritizing 

new sites. As a result, our customer 
can now offload roaming data traffic 
to the self-network, showing a direct, 
significant revenue growth.

Looking at the solution and its 
value, operator T decided to buy the 
solution and we received POs for this 
project. And as the moral of the story, 
we should “keep the innovation button 
on and move on!”

Customer’s Success Is Our 
Success 

As we at Huawei always 
believe, if the customer is successful, 
we will be successful. 

Now another operator comes to 
my mind. Let me use them as a case 
to illustrate how we contributed to 
the customer’s business success and 
increased their confidence and trust in 
us at Huawei – as a true partner. 

During the second half of 2020, 
I was leading the business consultant 
team and working with operator M’s 
marketing department. Our target 
was to identify the reason why the 
growth of their 4G data subscribers 
and data revenue had been flat instead 
of increasing greatly, and to help them 
achieve their business targets.  

At the time, operator M had 
been recognized as a leading mobile 
network operator in South Africa for 
many years, but its 4G subscriber 
growth had been flat, which was not 
encouraging, to say the least. For 
the past few years the 3G device 
penetration had decreased whereas 
4G devices had increased by a small 

percentage. 
The SmartCare CEM solution 

had been deployed since 2017, thus 
providing a goldmine of customer 
insights, but the marketing team had 
never used the solution before. One 
of our targets was also to extend the 
business value of the SmartCare CEM 
to the marketing teams. 

In August 2020, we approached 
operator M’s CMO. Together we 
discussed and analyzed their pain 
points, showing him why operator 
M had been struggling in 4G data 
subscriber growth. We identified 
a huge potential opportunity in 
extending Huawei’s support to help 
increase the “Active Data Subscribers 
& Data Revenue”. 

We proposed a Joint-User-
Migration project and set a target 
of migrating xxx thousands of 
subscribers. 

No one, including the CMO and 
GM, believed that we could migrate 
such a huge number of 4G subscribers. 
But the CMO took a leap of faith and 
decided to let us try. 

In this project I played the 
role as a key business consultant. 
Capitalizing on my SmartCare 
CEM solution skills, South African 
market insights and business analysis 
skills, I shared innovative subscriber 
migration marketing campaign ideas 
with the GM of marketing. 

After persuading the GM, we 
successfully launched a joint-user-
migration campaign trial in October 
2020. With regular engagements, 
we started to understand what their 

As we at Huawei always believe, if the customer is 
successful, we will be successful.
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challenges and obstacles were and 
where we could help them. 

Our post-trial analysis showed 
exceptional results. Well exceeding 
the initial estimate of xxx,000 
subscribers for the migration, we 
ended up doubling the target number.  

Seeing these unbelievable 
results, the CMO was amazed and 
decided to launch a formal subscriber 
migration project in 2021 and gave 
us a higher target by increasing the 
number by five times.  

Again, we followed the same 
four-step approach and, by July 2021, 
we had successfully migrated the 
number of subscribers as set in the 
target.

Impressed by our huge success, 
the CMO decided to challenge us 
for the third time with a target of 
migrating x.x million subscribers for 
2021 – the largest target ever; and the 
CMO pledged all necessary support 
for this new target. 

Rising to this formidable 
challenge, we managed to outperform 
the subscriber migration target by 
30% by December 2021.

In fact, the “Subscriber 
Migration Project” is not the 
only thing we did. We extended 
our engagements to other CMO 
teams, such as prepaid Customer 
Value Management (CVM) teams, 
product teams, and residential home 
broadband teams, sharing with them 
market insights, subscriber insights, 
and target addressable market and 
potential opportunity assessments. We 
also gave many recommendations on 
the go-to-market strategy, branding, 
new product launch and home-
broadband strategy. 

As a result of this, many of our 
recommended products were not only 
launched by operator M, but also 
became wildly popular in South Africa 
helping the operator overachieve their 

sales targets.
We contributed to the customer’s 

business success by greatly increasing 
the number of active data subscribers 
and boosting data revenue; in doing 
so we demonstrated Huawei as a true 
partner committed to their success. 

My Amazing 
Transformation at 
Huawei 

My 15 years of experience 
before Huawei had been specialized 
in the CEM/SOC domain, where I 
was supporting customers in CEM 
solutions and SOC transformation.

With Huawei I have got an 
opportunity to transform myself from 
a technical expert to an expert and 

business consultant, a position that 
has enabled me to convert complex 
technology into meaningful business 
recommendations and support 
operators’ teams, such as marketing, 
customer care and networks teams.

As I said in the beginning, 
“innovation starts with hiring 
the best people, retaining them, 
nurturing a creative environment 
where individuals can openly 
share their ideas and debate with 
fellow colleagues on how to solve a 
customer’s problem in an innovative 
way.” And this is what I have 
observed here as the “innovation” part 
of Huawei’s culture, part of our daily 
life as Huawei members – it is in our 
blood, and it is in our DNA.

On a jungle trail
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Before writing this story, I 
asked myself how my life had 
changed in the past five years 
since my joining the Huawei 
family, and what kind of 

summary I could make of my personal life and 
career. Primarily, all I had considered was the title 
of the story about me working at this international, 
multicultural, and multi-language company for 
those five consecutive years. After several days of 
brainstorming, I got the idea of a play on words 
with the letter “y” and the question word “why” – 
I had had five years (Ys) onboard and many “why” 
questions I was asking. So, in this story that 
follows, I will provide the answers for myself and 
for the people who want to read it. 

 
Year One (2017)
Why Huawei? 

Before my Huawei story started in December 
2016, I had had six years of experience working 
in the media industry, first as a graphic designer 
and then a website editor. I felt like having some 
new challenges to make my life and career more 
meaningful and fulfilled. When a job vacancy at 
Huawei came to my attention, I applied for it. Half 
a year after my first interview, I finally got an offer 
from Huawei. Why such a long time, you may 
wonder. There were several reasons for that. The 

My Story of Five Years and Five Whys  
By Shukhrat Mirzaev/Uzbekistan
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first time when I received a call from 
the company for the last interview, 
I was going back to my hometown 
because on that day I became the 
father of my cute baby girl. The 
second call came, also for the last 
interview, at a time when I had to be 
with my sister in the registry office 
where she got married. 

But I was waiting for the offer 
for such a long time because I really 
wanted to be part of a global leading 
company in the information and 
communications technology (ICT) 
industry. At that time it was the best 
offer for me compared with the others. 
Also, as one of the best employers 
in Uzbekistan, Huawei would have 
a promising future in the telecoms 
sphere in the country, I firmly 
believed. 

Finally, I got the offer and set 
out on my journey with Huawei as 
Network Design Engineer. Without 
any prior experience in telecoms, 
I went through a very tough 
probationary period for the first three 
months. There were a lot of things for 
me to learn, understand and grasp. 
With the help of my mentor and by 
working hard, fortunately, I completed 
the probationary period with good 
results. The first “why” question was 
answered, with the challenge accepted 
and overcome by myself. At the 
beginning of 2017, I officially became 
a Huawei staff member.

Year Two (2018)
Why Hard Work Helps to 
Win?

As my mentor had told me from 
the very beginning, the company was 
a fast-paced environment where you 
had to be ready for “horseracing”; it 
was where you needed to catch up 
and overtake your colleagues at the 
same time. It would all depend on you 

and only on you. So I was puzzled: 
How could I pull off all that? The 
only means to the end, as I came to 
realize after thinking long and hard, 
was working hard and never stopping 
moving toward my target. 

The beginning of 2018 was a 
time when the 5th-generation mobile 
communications technology (5G) 
started to be deployed globally. I 
got opportunities to be involved 
in supporting some 5G projects 
with totally new standards and 
technologies. By the end of 2018, I 
was already in the core team working 
on high-level projects. 

In the more than 40 projects 
where I was involved, I showed an 
excellent performance in quality 
control and was thus honored with the 
“Quality Star 2018” award. In many 
of those projects I played the role as 
project team leader.

In my university years I liked 
tutoring very much. Now at Huawei, 
I showed my excellent tutoring skills 
to the wireless team. So I won the 
trust of my managers, who later gave 
me some opportunities to mentor 
newcomers. I was mentor for two 
newcomers at the same time in 2018. 
Both of them passed the probationary 
period with good results and joined 
our team officially.

The whole year of 2018 saw 
us working on complex projects 
furiously. We would work on 
weekends and overnight. Personally, 
thanks to the team leaders of our 
department, I grew fast in the basic 
skills required of engineers and project 
team leaders. At the end of 2018, 
my progress was highly appreciated 
by the management team, and I got 
an opportunity of taking my first 
business trip to a Eurasian country. As 
a general rule, a business trip is where 
your professionalism is tested and 
where you can show your experience 

and abilities. 
At the time, operator A in the 

Eurasian country invited tenders 
for a major project with more than 
10,000 base stations. For the tenders 
I prepared complex bills of quotation 
(BoQ) for products including some 
totally new radio products. And I 
knew that our success would depend 
on teamwork, a word whose meaning 
I came to understand when I worked 
together with my experienced 
colleagues in supporting projects as 
a green hand. We would solve all 
problems together, while I still had to 
take care of my own tasks by myself. 
The team would function best when 
each person took charge of his/her 
own responsibility and shouldered 
common responsibility for the team. 

Again, the massive project of 
operator A. It is the most memorable 
of all the projects I supported during 
my days on the business trip. The 
project scope was so broad that I 
had to make a complex BoQ for the 
first time, which involved more than 
10,000 base stations and would be 
impossible to complete in a few days. 
Understanding the complexity of my 
work on the BoQ, the frontline team 
still told me that they really needed 
it as soon as possible. So I decided 
to work extra hard to finish the BoQ 
as fast as I could to help them in our 
common cause. By asking some of 
my experienced colleagues to help me 
with the review in time, I worked on 
the BoQ with all my efforts for three 
days in a row. Finally, I submitted the 
BoQ to the product manager, who was 
pleasantly surprised by its high quality 
and quick preparation. 

In the end, the frontlines 
wrote a letter of thanks to our team 
for supporting them for one month 
without stopping. Before long, it was 
announced that Huawei won the first 
contract for a new radio project in the 
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Eurasian region.
After the trip, I felt a little tired 

and took a vacation. For ten days I 
was in Germany undertaking some 
language classes; I also had fun with 
my old friends. On my last day in 
Germany, I was on my way to the 
airport by train when I got a phone 
call from my manager asking me to 
go on another business trip to Riyadh, 
Saudi Arabia. He told me, however, 
that I would not have an experienced 
team this time. I would have to solve 
most problems by myself and talk 
with product managers independently. 
Before the trip, I stayed with my 
family just for two days; then I left for 
Saudi Arabia, a new country to me and 
a new region to Uzbekistan Bidding 
Shared Services Center (BSSC). As I 
understood later, this trip would last 
for six months.

There, I provided support for a 
full range of tasks such as BoQ, Low-
Level Design (LLD), Solution Design 
(SD), and Pricing Book (PB). The 
frontline team, who had recognized 
my performance during the previous 
support, invited me to continue 
supporting that project for the next 
rounds until May 2019. 

At the beginning of June 2019, 
operator B of Saudi Arabia and 
Huawei signed a contract, which 
was our first commercial contract 
for a new radio project in the Middle 
East Region. And I was overjoyed 
to see my name on the list of project 
teams for receiving the “CEO’s 
Commendation”.

I came back home at the end of 

December 2018, just on New Year’s 
Eve. I thought that the year had been 
productive and I was on a roll. 

Year Three (2019) 
Why Was 2019 “A Year 
Away From Home”?

In 2019 Uzbekistan BSSC 
started a transformation toward sales 
support and became Uzbekistan 
Technical Sales Support Center (UZ 
TSSC). That meant that our office had 
from then on taken some new business 
such as sales and that I could find 
new markets and projects by myself. 
This new approach impressed me 
because I started to understand that 
I wanted to be a product manager or 
sales engineer. I was appointed person 
responsible for several countries in the 
Central and Eastern Europe & Nordic 
Region. 

I started to contact all the 
product managers of those countries, 
explaining our transformation 
and how we could help with sales 
projects. I received the first feedback 
from operator C, which had a new 
radio project in an Eastern European 
country. At the end of July 2019, the 
operator announced a New Radio and 
Swap Project Tender, and for this I 
came to support the frontline team. 
The difference between leading that 
project and taking charge of others 
was that I was not only responsible 
for routine bidding tasks but also 
for analyzing the network, making 
solution presentations based on 
making a commercial evaluation, 

attending clarification meetings with 
the representatives of customer, and 
so on.

Some interesting stories 
happened in one of the customer 
clarification meetings. When our team 
was discussing technical problems 
with the engineers of operator C, a 
product manager of Huawei started 
to talk to his counterpart on the 
operator side to explain how the 
solution worked. A couple of minutes 
later, the engineer from the customer 
team asked a question in his native 
language, without even thinking 
about whether I could understand 
or not. Then he realized this and 
stopped his question to say that he 
was sorry because he did not talk in 
English. With a smile, I told him that 
I understood his question. All the 
team was surprised, wondering how 
I understood their language. Briefly I 
explained to them that I once studied 
in Poland where I learned some 
Polish and I discovered that their 
language was very similar to Polish. 
Thanks to my bilingual abilities, both 
teams could continue the discussion 
in their native language, while I 
could provide my clarifications and 
answers in English accordingly. 
This communication approach was 
recognized and welcomed by the 
customer's team because sometimes 
they could speak up and express in 
a much easier and more accurate 
manner. It is good to work in a multi-
language environment in Huawei! 

The last “race” of 2019 started 
in November with project S in 

During the break time, I went to the bathroom to wash 
my face, where I stared at myself in the mirror and said to 
myself, “Man up! You cannot lose faith. Be confident.”
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Luxemburg, a small but beautiful 
country. That was my first onsite 
project experience in Western Europe. 
Project S started at the end of the fall. 
For some geographical reasons, the 
trip to Luxembourg was a very long 
one – it took me two days to get there.

Project S was launched to 
support Operator D Group operating 
company (OpCo)’s new radio project 
for 14 European subsidiaries. As never 
before, together with the Luxembourg 
Office team and my supervisor I 
attended a customer meeting with 
some high-level executives from one 
of the leading telecom operators in the 
world. Honestly, I felt very nervous 
at the beginning of the meeting. 
During the break time, I went to the 
bathroom to wash my face, where I 
stared at myself in the mirror and said 
to myself, “Man up! You cannot lose 
faith. Be confident.”

Why was I so nervous? You may 
ask. One night before the customer 
meeting day, I had to prepare an 
Executive Summary (ES) for the 
presentation. One of our colleagues 
in Spain worried whether I could 
handle well this critical task. He 
called my supervisor, asking whether 
I could prepare such an important 
document for such an important 
meeting. My supervisor showed his 
trust in me and encouraged me to go 
on. The presentation required me to 
clearly explain Huawei’s solution 
to the customer’s high-level experts 
in several slides. Based on my 
understanding of the project progress 
over the past whole month, I managed 
to include all critical information 
in several pages by refining the 
highlights of our solution, which was 
recognized by the customer team. 
Finishing the presentation, I also 
found out how hard it was to prepare a 
CXO-level presentation. That meeting 
in Luxemburg, lasting a whole day, 

was truly an eye-opener for me. 
At the end of July 2020, I 

was honored to be on the list of a 
great team of project contributors 
for an Official Corporate 
Document dedicated to the “CEO’s 
Commendation - Operator D Group 
Project”. 

Year Four (2020)
Why Pandemic Gave Me 
Opportunities?

On February 13, I took a 
flight from Tashkent to an Eastern 
European country. The next day I 
joined the operator E project team 
and started to support them. For one 
month, we worked together on the 
project. The final project documents 
to the customer was scheduled to be 
submitted approximately in the middle 
of March.

Before midday on March 
15, Uzbekistan reported its first 
COVID-19 case. The country closed 
all its borders and canceled some 
international flights. It so happened 
that I planned to fly to Tashkent that 
day. Thanks to the iTravel system of 

Huawei, I could urgently change my 
tickets to an earlier flight. With my 
suitcases packed, I hurried and arrived 
at the airport at 5 p.m.. When I got 
to the airport, the staff told me that I 
could not fly due to the cancellation 
of the flight. I had to get back to my 
apartment.

On March 16, the local office 
of Huawei was closed because the 
government started quarantining the 
whole country. I had discussed the 
situation from the beginning with the 
Head of the Wireless Department of 
the local office. As I would stay in 
the country for an indefinite period of 
time, I needed to think about how to 
plan my time well to assist the local 
office. I thought that it should be 
useful if I could help out as a product 
manager while exploring this unique 
opportunity to learn more from my 
experienced colleagues in the office. 
Besides the need to solve different 
things onsite, I also worked as an 
interface person to identify and send 
back a lot of tasks to my teammates 
in the wireless, fixed network, and 
microwave departments of Uzbekistan 
TSSC. 

With transformation team of Uzbekistan TSSC (author is 2nd from left at back row)
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From that day on, I had been 
staying in the apartment until May 
8, when I suddenly noticed a charter 
flight to Tashkent. I successfully 
booked the ticket and came back to 
Tashkent on the night of May 9. At the 
beginning of June, I got to rejoin my 
team at UZ TSSC.

The whole world then faced 
a COVID-19 pandemic with a 
catastrophic global impact. A lot of 
people could not come back home. 
As for us back at home, we had to sit 
and work from there for a long time. 
But that time could be an excellent 
opportunity for us to get some benefits 
and think about the future.

Here I want to say thank 
you to Huawei, my company and 
my colleagues who supported me 
during that tough time, including our 
managers, team leaders, the whole 
Uzbekistan TSSC team in Tashkent, 
and all the kind people from the 
Huawei local office. United as a 
family, we are invincible!

Year Five (2021)
Why More Focus on Sales?

Another transformation in 
Huawei Carrier BG and other 
opportunities were waiting for us in 
the middle of 2020. Uzbekistan TSSC 
also started its transformation into 
a Marketing Sales Support Center 
(MSSC). The purpose of the change 
was to prepare not only engineers 
but also sales managers who could 
support network consulting tasks and 
be active participants in customer 
communication. 

For me, the consulting case 
after the transformation was operator 
F’s “Network Insight for Impact of 
Coronavirus” in an Eastern European 
country. We analyzed with the team 
how COVID-19 influences the user 

experience in the country. And we 
came up with a report analyzing the 
weaknesses of the network in the case 
of a high traffic load.

Besides network consultation, 
I have supported projects in many 
countries with their sales tasks. 
The support efforts spanned a large 
geographical area, from Western 
Europe to Eastern Europe, and 
from Azerbaijan to Tajikistan in the 
Eurasian region. I am sure that all 
those communications with country 
product managers and customer 
relationships will help to get me more 
opportunities to show my ability and 
expand our supporting markets.

I summarized my sales support 
experience in 2021 and shared them 
with more than thirty new employees 
of Uzbekistan MSSC. I hope that my 
experience sharing will motivate fresh 
guys for their future work and life at 
this great company. Also, I made some 
onsite training material for product 
managers in the Eastern European 
country and for remote sharing with 
the Tajikistan office. 

The results for 2021 were 
delightful. In the first half-year, I 

won the “Excellent Individual for 
Bidding Project” award. But the most 
gorgeous award waiting for me was 
at the “TSSD&MSSD Annual Award 
Ceremony for Carrier BG”. And I was 
thrilled to know that my name was on 
the list for the “2021 Annual Excellent 
Individual Award”. 

Summary of My Five Ys’ 
Story

Ending my story for the past 
five years with Huawei, I can say, with 
confidence, that my decision to choose 
this company was right. I know what 
I am doing now and know where I am 
going. The company gives the same 
opportunity to everyone, but we have 
to be prepared, deeply analyze where 
we are good, and use our abilities in 
the right place at the right time. And I 
think that I understand what it takes to 
be successful at Huawei.  

I hope to have more years and 
“y” letters. I look forward to getting 
answers to new “why” questions.

I will continue to meet 
challenges head on, as a fearless 
Huawei member!

Experience sharing for new employees (author is presenting at the screen)
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I have been with Huawei for more than 
six years, which has been an exciting, 
challenging journey. I started out 
as an outsourced staff member 
before becoming a regular Huawei 

employee; and I have since grown personally, 
playing such roles as team leader (TL), solution 
architect (SA), and technical director (TD) at the 
company.  

 Debut of My Huawei Journey

Near the end of 2015, I graduated with a 
master’s degree in Engineering Networking and 
Communications from Queensland University of 
Technology in Australia. At the beginning of 2016, 
a week after I had come back from Australia, I 
received a call from Huawei Thailand, asking me 
if I would be interested in joining Huawei as an 
outsourced staff member with the title of Assistant 
Engineer. At that time, I just thought that joining 
Huawei would be an opportunity of a lifetime. 
Therefore, I accepted the invitation and passed 
the interview. On the contract-signing day, I was 
not concerned about the contractual terms and the 
salary. I realized that, for me, a fresh graduate, 
what was truly important was gaining experiences 
as much as I could. Eventually, I signed the 
contract and started to work as Assistant Engineer 
at Huawei. That was the day when my Huawei 
journey began.

 Graduation ceremony before joining Huawei

Great Success Is a Series of Small Wins 
 By Aniwan Uthit/Thailand

STORIES OF HUAWEI PEOPLE
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Before I officially started to 
work, I took the new employee 
orientation (NEO) training program 
offered by the company for us new 
recruits to get familiar with the 
company. The corporate introduction 
made me feel so excited, because I 
realized that I would be part of the 
leading ICT solution provider in 
the world. I was even eager to start 
working as soon as possible. Soon 
after my NEO, the director of Network 
Performance Service (NPS) assigned 
me to work on a SmartCare project for 
one of the major operators in Thailand. 
The interesting part was that, although 
I was only a fresh graduate with 
zero working experience, I was fully 
trusted by all my teammates, quite to 
my surprise. Trusting and caring for 
my team in turn, I made up my mind 
to do my best and contribute to it. 

The project team members were 

very professional. In the first month, 
I contributed nothing. I thought a 
lot, wondering how I could handle 
the difficult tasks and become a 
professional like the other members 
of the project team. I discovered that 
there was only a straightforward 
way to achieve it, which was to 
work harder. I decided to devote 
more effort and time to my work. 
As a result, I could catch up on the 
project progress in the second month. 
In the third, I got to understand the 
project objectives and what I had to 
do to contribute to the project – my 
main tasks were to maintain, upgrade 
and solve the SmartCare Platform 
and to do anything that could assist 
the project team members. I used 
three laptops at once to fix issues 
with hardware and software, which 
amounted to more than 200 in the first 
year. As I still remember, I worked for 

so many hours a day without feeling 
any fatigue, making myself wonder 
how I could have pulled that off. That 
year, I received a Best Outsourced 
Employee award, which was my first 
achievement at Huawei.

Working Smart 

In early 2017, it seemed that 
the management had realized and 
recognized my hard work. I received 
an offer from Huawei HR to transfer 
me from an outsourced staff member 
to a regular Huawei employee.  I 
jumped at the opportunity and passed 
the interview a week later. A few 
months later, I was promoted to Team 
Leader, responsible for managing all 
network operations in the project. 
I was anxious, doubtful whether I 
was qualified for the position or not, 
given that I had only been Assistant 

With my teammates during the first project (author is 3rd from left)
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Engineer with just one year of 
experience at Huawei. As I mentioned 
before, I cared more about gaining as 
much experiences as I could during 
my young age. So I accepted the 
promotion straight away. Being Team 
Leader was not easy. I had to manage 
all the project members, while I was 
the youngest one in the team. The 
challenge for me was how to manage 
a team more efficiently and how to 
operate appropriately. I thought a lot 
about how to handle this difficulty. 
Finding that working hard was not 
enough, I had to work smart. I decided 
to read, outside my working hours, 
several books on management skills, 
which I had never done before. My 
efforts paid off. At the end of 2017, 
more than 100 network operations had 
all been successful since I took charge 
as Team Leader.  That year, I received 
an Excellent Huawei Employee 
award. That was my second time to 
receive an award at Huawei.

Difficulty Leading to 
Personal Growth 

2018 was a challenging year. 
After our project manager (PM) 
resigned, our project had to go on even 
without a leader – a new challenge we 
had to face head-on. Our TD came to 
me, and we consulted with each other 
many times for a proper solution to 
enable our project to survive without 
the PM.  We did not know whether 
or not we could reach the same ideal 
level as could otherwise have been 
possible if the PM had still been 
available. 

To overcome the challenge, 
the TD acted as an internal PM, 
managing all interior job activities 
with HQ, while I served as an external 
PM, managing the customer and the 
local team. Initially, it was hard to 
perform the TL and PM roles at once, 
especially since I had only three years 
of working experience. I felt that it 
was too hurried for me to play two 
crucial parts. Nonetheless, I chose to 
move forward and fight harder.  In 
the beginning, I did not know how to 
work as a PM. So, I just started doing 
the same things as I could remember 
how my predecessor had done. I 
tracked the project progress with team 
members every morning and updated 
the project progress to the customer 

on a weekly basis. The new role had 
an upside, though. I had a chance to 
talk more with the customer people. I 
listened to them for their pain points 
and learned how to engage with the 
customer to build a relationship and 
ensure customer satisfaction. As a 
result, our project team achieved the 
revenue target for that year. Better 
still, I sharpened my skills as PM by 
coping with that problematic situation. 

In Control of My Destiny 

At a certain point between 2018 
and 2019, I was asked to play a new 
role as solution architect (SA). And I 
was willing to try. I had stayed close 
to our project SA, trying to learn his 

With my teammates during the second project (author is 2nd from right)

Trusting and caring for my team in turn, I made up my 
mind to do my best and contribute to it.

STORIES OF HUAWEI PEOPLE
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skills. Sometimes I asked him to teach 
me personally; I even tried to design 
use cases myself. Eventually, with the 
help from some SA experts, I started 
to perform this role by myself, and 
I could develop use cases for Call 
Center Department, Core Network 
Department, Marketing Department, 
Value-Added Services (VAS) 
Department, Operations Support 
System (OSS) Department, and Radio 
Frequency (RF) Department. As a 
result, by delivering those use cases, I 
attracted more than 30% of customer 
employees (more than 1,000 users) to 
use the SmartCare Platform. From this 
I learned that, if I wanted to gain some 
new skills, I must begin with trying a 
new thing. In 2019, I received another 
Excellent Huawei Employee award. 
That was my third time winning the 
award.

Rising to Challenges

In 2019, the TD was transferred 
to another position. As a result, 
I became the new TD to lead the 
project. After four years with Huawei, 
I realized that the company would 
always enable me to grow up in 
surmounting new challenges. So, 
instead of being afraid of them, I have 
welcome and embraced challenges 
down the road. But it has not been 
easy. Before COVID-19 hit, my TD 
job had already been tricky enough 
for me; now with the virus ravaging 

globally, I had to be a pandemic-
time TD. On my tough road as a TD, 
I suffered many setbacks; there were 
many things I could not overcome 
with ease. I did not give up, however, 
and I doubled my efforts. In the end, 
the project team attained significant 
growth in terms of revenue and 
gross profit, which were beyond my 
expectations. During those years, 
I received the Thailand CNBG 
Excellent Mentor award and the Cyber 
Security Outstanding award, which 
were the new awards I won as a TD. 

Leaving the Comfort Zone 

Starting from 2016 I was 
already with the project for almost six 
years. I had been in many important 
positions in the project team, each of 
them presenting quite a few of new 
challenges. I knew that if I wanted 
to improve myself, I had to take on 
the new challenges. I should leave 
my comfort zone to seek more new 
knowledge and skills outside of it. 
Hence, I decided to move on to a 
new project should there be one. In 
2021, another SmartCare project of 
a different operator was launched in 
Thailand, and I joined the project team 
as an SA. This new customer and new 
project came with new colleagues 
and a new working environment, 
which drove me to improve myself 
every day. It was more complex than 
staying in a comfortable place where I 

was familiar with every single detail. 
However, after I went out, I felt 
that I grew faster in the new area. I 
consulted many people about leaving 
my comfort zone. Some people did 
not agree with me about my decision 
to leave a stable and familiar job 
position. I respect those differences in 
views, but I prefer to believe in myself 
and take the risk to improve myself 
further. If I fail, I will try again until 
the failure changes into a success. I 
am always prepared for failures, and I 
am not afraid of them.

Future in Huawei

2022 will mark my seventh 
year at this company. After all the 
past years, I am confident that I 
will continue to make contributions 
to the company where I have been 
given opportunities and have grown. 
While looking forward to seeing 
a greater success in the Huawei 
SmartCare product, I take it as my 
personal mission to help bring about 
more changes that will deliver more 
benefits and value to our customers, 
our country, and the world. I will go 
all out to make my dream come true. 
Huawei is known for its working 
culture, which has helped to ensure its 
success and to create a lot of great and 
successful people. I am proud to be 
part of the company and its success. 

While looking forward to seeing a greater success in the 
Huawei SmartCare product, I take it as my personal mission to 
help bring about more changes that will deliver more benefits 
and value to our customers, our country, and the world.
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Editor’s note: Jean Louis Gashumba joined Huawei Belgium in 
2007 as a Wavelength Division Multiplex (WDM) engineer and then moved 
to Germany in 2014 as the leader of Network Design Center. Four years 
later, in 2020, he decided to take on a new challenge working as Project 
Finance Controller (PFC). During his long career with Huawei, he has 
undergone several special experiences: from technical to finance where he 
is currently responsible for one of the biggest wireless projects in Western 
Europe (WEU).

Foreword

I have always wondered why 
the lion is widely considered the 
king of the jungle although it is not 
the strongest, not the biggest, not the 
smartest, and not even the fastest.

The only reason I could find is 
its mentality. Very rarely is a lion seen 
to run away from a fight. That is the 
only difference between the lion and 
the other animals in the jungle.

 
Why I Choose to Work for 
Huawei

Besides the fact that Huawei is 

a leader in the ICT industry, what has 
made a difference in my career choice 
is the philosophy of the company. 
Another fact affecting my choice is 
that at Huawei you are defined by and 
evaluated on your performance and 
effort regardless of who you are or 
where you come from. On top of that, 
it has a learning platform that is wide 
open and made available to whoever 
wants to benefit from it.

Customer Trust Regained 
and Market Share 
Enlarged in Design Team

In the summer of 2014, while 

“Impossibility” Is Nothing More Than 
a Mindset Barrier
By Jean Louis Gashumba/Germany

finishing my project as a back office 
engineer in Huawei Switzerland, 
my former Team Leader (TL) who 
knew that I was interested in network 
design, although I had no experience 
in that area, called to tell me that in 
Huawei Germany the only designer 
was about to leave the project. He 
reminded me that the customer's 
expectations would be very high since 
the biggest share of the design task 
was in the hand of another vendor 
which had worked for several years 
with our customer. 

Despite the fact that I was not 
speaking German and had no design 
experience, I chose to rise to the 

HUAWEI WORLDWIDE
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challenge, convincing myself that 
I could adopt the “lion’s fighting 
mentality”. Indeed, when I arrived 
in Hamburg, I faced several issues, 
such as a lack of handover, lack of 
German language skills, as well as 
a huge amount of pressure from the 
customer on the delivery deadline. 
Finding myself in such a situation, 
I immediately decided to take the 
following actions: taking online 
courses and tests to improve my 
design skills especially in Internet 
Protocol (IP) & Wavelength Division 
Multiplex (WDM) network; taking 
some evening intensive German 
courses to improve my German skills 
as soon as possible; and organizing 
weekly meetings with customer 
designers to fully understand their 
pain points and requirements. Yet the 
implementation of these measures 
presented some challenges because 
of the short time available and high 
expectations from our customer, 
especially because of the fact that 
the majority of the meetings were 
conducted in German, where we 
were required to provide input and 
feedback. 

As I remember, I took two 
German course modules at the same 
time (one for the basic conversation 
and the other one for the business 
language) so that I could catch up in 
a short time. On top of that I used the 
Christmas vacation to meet up with 
my German friends and practice the 
language as much as possible. After 
three months, my relentless efforts 

finally paid off. In fact the pilot project 
was delivered successfully in time and 
accepted by our customer, customer 
trust was restored beyond expectation; 
and in January 2015 we won the lion’s 
share of the design project.

Responsibilities as 
Designer and Technical 
Installation (TI) 
Coordinator

I began to assume the position 
of lead designer about four years ago. 
At the end of 2018, a new position, 
Technical Installation Coordinator 
in the west of Germany (where we 
have four delivery areas, namely the 
North, East, South and West Regions 
based on the geographic location), 
was created. I told my TL and Project 
Manager (PM) that I was interested 
in that position and hoped that I could 
have it. However, the representative 
of our customer preferred me to stay 
in our design team; the only option 
they could offer me was to combine 
both responsibilities. Although this 
was quite challenging to me because 
either of both responsibilities required 
me to be fully involved, particularly 
in the West Region, which I was 
supposed to take over and which was 
suffering from an unexpected issue in 
TI delivery. 

Once again, I decided to adopt 
the “lion’s fighting mentality” and 
face the challenge head-on, knowing 
that this experience would provide me 
the important end-to-end knowledge 

I badly needed. Though I had been 
engaged in project designs so far, I 
had not had any involvement with 
their implementation. So I took this 
challenge as a great opportunity to 
implement my designs at the real 
implementation phase; meanwhile 
I wanted to take advantage of it to 
improve my expertise in both areas 

At the awarding ceremony (author in the middle)

Challenges lying ahead should not be seen as obstacles, 
but as opportunities where we can demonstrate better aspects 
of ourselves.
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and to achieve synergy whenever 
possible.

Since most of the projects to be 
implemented had been designed by 
me myself a year earlier, this allowed 
me to apply synergy, thus improving 
team efficiency. In fact we were no 
longer installing one project at a time. 
Instead, since I had a big picture of 
all the designs, once the technical 
team went onsite, I requested them to 
perform several installations related to 
the projects at the same time.

After one year of such 
synergy between the design and 
the implementation as well as close 
communication between the design 
team and the implementation team (as 
I was working as a bridge between 
these two phases of the project), I 
managed to deliver all the design 
projects, helping the West Region 
achieve its highest number of 
“installed and approved” sites since 
the beginning of the project.

Smooth Move from GTS 
Engineer to PFC

At the end of 2019 I attended the 
C8 (Core 8, or the eight critical roles 
for project management) training and 
was convinced that it was time for me 
to move forward and try something 
more challenging than what I had 
experienced so far. In fact, I knew 
that I could handle it as I had studied 
telecom engineering and then worked 
as an engineer for 12 years in the IT 
industry; more importantly, I needed 
to challenge myself to move out of my 
comfort zone and grow personally.

While exploring the available 
options, I was approached by one 
manager, who asked me if I was 
interested in a PFC role. Back then I 
did not have a clear understanding of 
this role and the responsibilities going 

along with it. I knew that I needed to 
know more about it and check out if it 
would be in keeping with my longtime 
career plan so that I could make an 
informed decision.

My biggest disadvantage was 
that neither in my studies nor career 
I had absolutely had no financial 
background. But I made a very quick 
decision when I had read the role and 
responsibilities of a PFC.

After the reading, I came to 
realize what the missing part of my 
puzzle was. Once again, I decided 
to resort to the “lion’s fighting 
mentality”.

Unfortunately, once I started this 
role in January 2020, the COVID-19 
pandemic broke out, forcing us all 
to work from home. Knowing my 
weakness in finance skills, exactly 
like six years ago when I started as a 
designer, I decided to take immediate 
measures and began to take courses 
and exams available online to enhance 
my financial knowledge; I also worked 
closely with the project team to learn 
from them and gain their trust.

My lack of a financial 
background was not an absolute 
handicap; in fact it made me humble 
enough, spurring on me to learn from 
the very beginning. Thanks to help 
from the people and team around 
me, I made quite fast progress. Until 
now I still benefit from that learning 
curve which from my point of view 
has helped me to adapt myself 
successfully to a new environment.

It did not take long to start 
seeing the results of my efforts: I 
not only passed the examinations 
from Competence and Qualification 
(CQ)-entry level to CQ-level 3 but 
also grew from a new PFC with two 
small projects to an experienced PFC 
responsible for more than ten projects 
including several A-level ones.

Conclusion

I believe that nothing is 
impossible. Challenges lying ahead 
should not be seen as obstacles, 
but as opportunities where we 
can demonstrate better aspects of 
ourselves. We may not know the 
destination of our long journey, but if 
we give the best of ourselves for each 
step of it, we will surely reach the 
best destination. Anything is possible, 
always, as long as we firmly believe 
in our own capabilities.
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I joined Huawei in 2006 and became a full-time coder.
Since then, I have worked on dozens of data communications product 

versions, participated in the end-to-end development process of service 
processing unit (SPU) boards, including hardware and software, and taken 
charge of all L2 services of the V5 of our NetEngine & CloudEngine 
(NE&CE)  routers and their upgrade to V8. I have also worked on quality 
of service (QoS), traffic classification, forwarding adaptation, and multicast 
services. My code and me are best friends at this point. We take care of 
each other and improve together. During all this time, I have never stopped 
thinking about the relationship between simplicity and complexity and this 
concept has become a defining part of my life.

 

A Nightmare Beginning

Before I graduated from 
university, I had participated in several 
commercial software development 
projects and thought that I was a 

decent programmer. After I joined 
Huawei, the first software project I 
took over was software-based media 
access control (MAC) learning.

This project is all about creating 
the MAC learning function using 

software. Before the project, MAC 
learning was realized on microcode, 
or hardware. MAC learning can be 
implemented faster with hardware, 
but software-based MAC learning 
can control and process information, 

A Successful Turnaround
By Chen Kun/China

Editor's note:
Huawei adopted a five-year plan for thorough transformation in order to build trustworthy, 

high-quality products and solutions, and become the most trustworthy supplier and partner in the 
ICT industry. With this plan, the company aims to systematically enhance its software engineering 
capabilities throughout the product lifecycle, covering product design, complete build, delivery, 
and operations and maintenance (O&M). This is necessary as building trustworthiness is vital to 
the survival of Huawei.
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play a role in service deployment and 
isolation, address flooding, and ensure 
security. It is better for migrating 
services from core networks to wide 
area networks (WANs) and makes our 
products more competitive.

However, at the beginning of 
the project, none of our team knew 
how exactly we could replicate this 
function with software, and none 
of us had realized how different 
hardware-based and software-based 
MAC learning would be. During 
my first try, I just applied the logic 
we used with hardware to software. 
I took the simulation strategy and 
followed the principles we would use 
with hardware: Create, read, update, 
and delete. This seemed so easy and 
natural to me. Within one single 
month, I delivered the first version of 
software-based MAC learning.

I was actually a little proud of 
myself. But then the disaster began. 
Back then, three floors of a building 
at the Beijing Research Center were 
used for testing. One day, someone 
from testing called me over to locate 
a problem. When I got to their floor, 
someone yelled, "Chen Kun is 
coming." A third of the guys there 
all stood up and stared at me. I felt 
extremely embarrassed, and began to 
turn red.

I took a notebook and wrote 
down the problems my coworkers 
started listing. Then I left, with 
tons of trouble tickets waiting to be 
addressed. For a long time after that, 
the testing team would joke, "Test 
MAC learning if there is no trouble 
ticket."

I knew I would have to get back 
to basics and solve the root cause 
of these problems. I talked with our 
project manager Feng Jinliang and 
promised to him, "Give me one week 
and I will rewrite the code."

Seeing my determination, Feng 

agreed, "Okay. You can have one 
week, two weeks, or even one month. 
Since you have made this promise, 
I will not calculate your density of 
issues for this period."

At that time, I had to handle 
nearly 100 tickets every week. A 
more experienced coworker, Wang 
Zhongzhen, was also assigned to work 
with me on the code refactoring. We 
categorized all the problems, cleared 
all the tickets, and refactored 5,000 
lines of code.

Though the restructured 
software-based MAC learning 
function passed the technical review 5 
(TR5) acceptance check, it produced a 
lot of jitter during testing on a carrier 
network. I got called into the office at 
2 a.m. and by the time I arrived, the 
conference room was full of people 
discussing the problem. The final 
temporary solution was rated by the 
customer as "software performance 
that is not understood by human 
beings."

The customer called our 
software-based MAC learning that 
came on the first commercial version 
of our new equipment "useable", 
despite system issues caused by the 
poor coordination between hardware 
and software. This was the first time 
I had met a customer face-to-face. 
Their comments made me extremely 
depressed and plagued me for a long 
time.

Since the project ended, I 
have spent a long time reviewing 
the software-based MAC learning 
function. Looking back, I realize the 
main reason it failed was because the 
service interaction was more complex 
than I had realized, and I did not dive 
deep enough into the service itself. 
This led to poor software design. They 
say that services and software are 
like two legs. In my project, both legs 
were lame.

If I Have the Chance to 
Do It Again...

I had never expected that my 
story with software-based MAC 
learning did not stop there. After 
delivering the commercial version of 
our first software-based MAC learning 
function, we revisited the whole 
process and became more careful 
during development. They rolled back 
the MAC learning function, reverting 
to our hardware-based solution, but 
that still failed to meet the customer's 
service requirements. 

Then, when we started planning 
our first 58XX chip, we were given a 
second chance to work on software-
based MAC learning. My department 
assigned me to handle this task again. 
Five years had passed since I had first 
worked on MAC learning, and this 
time, the function needed to play a big 
role in our newest chip.

But we had learned from the 
mistakes of the past and had a better 
understanding of services. So we 
analyzed and found the root cause of 
all the problems that occurred on the 
live networks. As the function would 
be implemented in the secondary core, 
we spent a month visiting and talking 
with experts and developers that 
understood the issue. At first, we even 
did not know what to ask them. Then, 
we had more and more questions, and 
in the end, we had a thorough analysis 
of the surrounding environment, 
interaction, and constraints. Five 
years before, when I worked on the 
first project, the whole process took 
just one month. This time, however, 
I spent nearly two months just on 
communication and analysis in the 
design phase.

During that time, I wrote daily 
reports, listing what problems we had 
analyzed that day, how the problems 
were resolved, and their possible 
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impact. I did not start designing and 
writing code until I sorted through 
all the problems. There was a lot of 
thought and trade-offs made during 
this process. From reliability to 
performance, from complex services 
to simple software, and from net 
stream backpressure to service 
robustness, we simplified code as we 
better understood the approach we 
would take and optimized software 
design. This was not just about solving 
problems in the code; it was more 
about using architecture and design to 
ensure that no matter who wrote the 
code in the future, there would be no 
problems.

Then came the time for testing 
and acceptance. After running the use 
cases again and again, no problems 
were found. The testing team was 
confused.

Then we worked with them 
to redesign the use cases from a 
code-based perspective to try and 
uncover any hidden issues that might 
cause a system failure. After we 
delivered the function, one of our 
microcode colleagues took care of its 
maintenance. When I came across the 
guy six months later, I asked about 
the function. He said he had not had 
the chance to study it because he did 
not receive any complaints or tickets 
about it.

The new software-based MAC 
learning function was much more 
reliable than its predecessor and it 
ended up delivering 20 times higher 
performance.

For me, this was a successful 
turnover and I was no longer haunted 
by this product. Now, when I talk 
with my colleagues about this project, 
I often sigh with relief, saying that 
this turnover was the most successful 
thing I have done since joining the 
company. In the end, there were two 
key factors that led to this success: 

The first was how we learned from 
our previous failure. The second was 
the time and effort we invested into 
software design. Once these two 
"legs" to our project were steady, we 
were able to run.

Top Coder Award: 
Balancing Simplicity and 
Complexity

Not long after, we were 
welcoming in 2019. As the 
company placed a higher priority on 
restructuring, the multicast framework 
reconstruction that had plagued us 
since V5 was finally being put on 
the agenda. Between V5 to V8, the 
number of boards surged from just 
a dozen to a few hundred. The issue 
was further complicated by the fact 
that the boards were in multiple 
form factors. Meanwhile, we knew 
we had to be extremely careful in 
modifying every line of code, because 
we did not know how big the impact 
would be. It was almost impossible 
to add more requirements. The main 
objective of the multicast framework 
reconstruction was to address the 
multiple replication models in the 
multicast framework and reduce the 
impact modification would have when 
we installed new boards.

At the beginning, I was thinking 
about the possibility of object-
oriented software modeling as it could 
increase scalability. Implementing it 
though would involve two parts: First, 
we would have to move hardware 
downwards and abstract software. 
Second, while leaving all other 
attributes the same, we would have 
to make the different modules of 
different paths configurable.

Here is an analogy. Say we have 
three parties: a factory, a store, and a 
customer. The factory is responsible 
for producing parts of different colors 

and shapes. The store is responsible 
for assembling the parts into a product 
and selling it to the customer. If the 
customer wants a kitty toy, they do 
not need to know how it is made; all 
they need to do is to order it from the 
store. If the customer orders a regular 
product that is already available to 
order from the store, and if the parts 
are already available in the factory, 
it can be delivered directly. This is 
a test-free product. If the customer 
orders a customized product, but 
the required parts are available in 
the factory, the store will assemble 
the parts into a product and test it. 
Other standard parts are still test-
free, though. If the customer orders a 
custom product that requires custom 
parts, the factory will have to first 
order the parts. In this analogy, the 
responsibilities of the different roles 
are very clear and products are highly 
scalable. The cost and scope of testing 
can be controlled, making subsequent 
coding easier. This was exactly what 
we wanted.

In fact, we had been considering 
the reconstruction when we worked on 
V5. The methods we worked out had 
been discussed with the product lines 
several times. We had actually made 
full preparations before we started. 
After we began the reconstruction, 
we consulted with multicast experts 
and discussed previous issues, current 
status, and future requirements. In 
the end, we applied the open-closed 
principle, the dependency inversion 
principle, the least knowledge 
principle, as well as the template 
method and strategy design patterns to 
separate the framework layer from the 
application layer. When we finally got 
to the design phase, things were much 
easier; most of the work was about 
tweaking.

The reconstructed multicast 
architecture normalizes multicast 
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replication models. It is now 
perfectly compatible with the 58XX's 
new multicast forwarding model 
and reduces the development and 
maintenance costs of the multicast 
framework. We also restructured the 
low level testing (LLT), which covers 
85% of code and ensures that each 
responsible individual takes care of 
the code they wrote. Code is high-
quality and has a simple logic, a 
solid architecture, and a high level of 
scalability. In the end, I was presented 
the Top Coder Award for this project 
by the Datacom Product Line in 2020.

Software reliability depends on 
code simplicity. The more complex 
the code, the less reliable the software 
and the more likely problems will 
occur. Maintenance is a routine task 
that occurs over the entire software 
lifecycle. But maintenance is only 
possible if the code is clear and easy 
to read, understand, expand, and 
refactor. Writing complex code is 
much easier than writing simple code. 
To write simple code, you have to 
think more.

We now have hundreds of 
millions of lines of code and use 
simple code to realize complex 
functions. This is not an easy task. 
Coding is not something you can 
do however you want. The optimal 
solution to each coding lays the 
groundwork for the next optimal 
solution, so we have to keep the 
overall architecture in mind and never 
get obsessed with individual parts.

All advanced design patterns 
and concepts are, in essence, about 
how to control, abstract, encapsulate, 
and isolate the most variable parts 
in software. Simple code is not the 
shortest code; simple code is not the 
least intelligent code. Writing simple 
code does not mean rejecting design 
patterns, rules, and techniques. Just as 
a simple life makes us happier, simpler 
software works more efficiently.

It took five years for me to 
get from the second delivery of 
the software-based MAC learning 
function to the restructuring of the 
multicast framework. During the five 
years between my first and second 

With my teammates (author in the middle)

MAC learning projects, I worked on 
code refactoring for the first time. 
During this second five years, I had 
the chance to work on it again, but 
this time, there was solid progress 
in theories and methods. It was a 
perfect experience of how to translate 
complexity into simplicity.

Is Coding a Young Man's 
Game?

I have been working as a coder 
for more than 10 years now. I have 
often heard that coding is a young 
man's game. Coding is a job that 
requires both physical and mental 
strength, because coders operate in 
a fast-paced working environment, 
and need to be constantly learning as 
technology evolves rapidly. We often 
joke that programming is all about 
repeated work, but in fact, we are 
in a constant pursuit of excellence. 
Software engineers need to have the 
patience to work on their code for 
years, dive deep into the details, and 
hone their skills. We also need to build 
on a deep understanding of services 
and lessons learned, which usually 
takes years. Software abstraction is 
not something that can be achieved 
overnight. Extensive coding practice 
and a deep understanding of services 
are not enough; we must continuously 
reflect on our past work, extract 
best practices, and come up with 
mature ideas. High cohesion and 
low coupling is the basis for creating 
simple software.

We must work to maximize the 
value of code, extend the lifecycle 
of code, and make our code both a 
science and an art. Though I am not 
as physically young as I was, I still 
think I am a young coder. So I am still 
doing a young man's job.

HUAWEI WORLDWIDE
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News & Events

[Shenzhen, China, June 27, 2022] The 2022 Huawei Global Mobile Innovation & Development Competition 
officially started for registration last Friday. This competition comprises two contests — the Huawei Global App 
Innovation Contest (Apps UP) and Global AI Challenge. Apps UP, which has now entered its third consecutive year, has 
received nearly 10,000 submissions from almost 10,000 developers. Under the theme of "Together We Innovate", Apps UP 
has set aside over US$1 million as prize money this year. Launched on the same day as Apps UP, the Global AI Challenge 
aims to rally global campus talent to explore new AI frontiers.

"Huawei hopes to gather global developers to bring a seamless AI experience to more consumers worldwide, 
for a digital future," said Wang Yue, President of Huawei Consumer Cloud Service Application Ecosystem BU, at the 
competition's launch event.

 
Apps UP: Enticing prizes and 
upgraded rules

Apps UP launched in Europe, Asia 
Pacific, Latin America, Middle East & 
Africa, and China simultaneously.

New awards have been set up for 
specific competition regions to localise the 
HMS ecosystem, including the Best Arabic 
App in Middle East & Africa, the Best 
Game Innovation Award in Latin America, 
and the AppGallery Rising Star App in Asia 
Pacific.

A range of incentives are provided 
for this year's contestants, including the 
serverless service vouchers from AppGallery 
Connect.

2022 Huawei Global Mobile Innovation & Development 
Competition Now Underway

The Global AI Challenge: Exploring new AI 
frontiers

The Global AI Challenge has invited acclaimed international AI 
experts to provide contestants with advice and mentorships. Experts 
includes Zhi-Hua Zhou, Professor and Head of the Department of 
Computer Science and Technology at Nanjing University and a foreign 
member of the Academy of Europe; Pascal Van Hentenryck, AAAI 
Fellow, A. Russell Chandler III Chair, and Professor at the H. Milton 
Stewart School; and Giuseppe De Giacomo, AAAI Fellow, ACM 
Fellow, and Full Professor at Sapienza University of Rome. 

The contest will include two stages — preliminary and elite 
final. Following the 
preliminary stage, seven 
teams will be selected 
from each proposal to 
enter the elite final, where 
a total of 21 teams will 
compete for cash prizes 
via an online competition 
and presentation. Huawei's 

Shining Star Program, a long-term developer engagement program, 
has set aside US$210,000 as prize money for the contest. The 
champion will be awarded US$35,000, the first runner-up US$15,000, 
and the second runner-up US$10,000. In addition, four teams will earn 
an honorary mention, with each winning US$2,500.

Huawei has been passionately pursuing its seamless AI life 
strategy, of which the HMS ecosystem is supported across multiple 
devices worldwide. The 2022 competition aims to stimulate 
innovations and continue to provide seamless AI experiences for users.
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[Beijing, China, June 24, 2022] 
China Mobile and Huawei jointly 
released the 5G Wireless Network 
Energy Efficiency Evaluation 
White Paper 1.0 at the cloud-based 
"Technology Enables Dual Carbon, 
Green Leads the Future" Forum of 
the 2022 Science and Technology 
Week & Mobile Information Industry 
Chain Innovation Conference. This 
white paper provides the industry's 
first definition of a multi-dimensional 
energy efficiency evaluation system 
for 5G wireless networks. It helps 
accurately measure network energy 
efficiency and guide network 
development towards optimal 
performance and energy efficiency.

Green and dual carbon are 
the two strategic focuses of the 
communications industry. The 
industry still faces challenges in 
scientifically measuring and evaluating 
green 5G networks and guiding the 
industry to continuously innovate in 
green products and networks. Ever 
since proposing the green network 
evaluation concept featuring multi-
dimensional energy efficiency 
metrics in May last year, Huawei 
has actively carried out research on 
and verification of innovation in 
hardware, software, site, and network 
collaboration. Huawei also defined a 
multi-dimensional energy efficiency 
evaluation system that combines 

China Mobile and Huawei Release White Paper on 5G 
Energy Efficiency Evaluation

experience and energy-saving performance together with China 
Mobile and other industry partners.

Aiming at proposing effective energy efficiency evaluation 
metrics for building networks, this white paper puts forward 
new evaluation criteria, such as service experience, to add to 
existing ones such as the ratio of traffic to energy consumption. 
It analyzes and proposes a multi-dimensional network energy 
efficiency evaluation method that covers metrics such as traffic, 
energy consumption, and performance of wireless networks, to 
guide logical and scientific evaluation and lead wireless networks 
towards optimal performance and maximum energy saving.

Gan Bin, Chief Marketing Officer of Huawei Wireless 
Solution, said: "We hope more industry partners will join us to 
further standardize and promote the multi-dimensional energy 
efficiency evaluation system across the world to form unified 
criteria, paving the way for global operators to achieve their green 
strategic goals."

China Mobile and Huawei release the White Paper on 5G Wireless 
Network Energy Efficiency Evaluation
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[Essen, Germany, June 
20, 2022] Today, Huawei's new-
generation APM5950 cabinet won 
the Red Dot Award: Product Design 
2022, a prestigious industrial design 
award, in the award ceremony for 
the Red Dot Design Award in Essen, 
Germany. The cabinet was chosen for 
its simplified design and innovative 
intelligent linkage between site and 
base station equipment. This award 
represents the industry's recognition 
of APM5950's industrial design and 
engineering capability and Huawei 
products' industry-leading advantages.

Simplified design: The 
APM5950 cabinet is simplified 
in appearance, installation, and 
maintenance, which makes it a 
perfect combination of function and 
industrial designs. Its high-efficiency 
modules can increase the energy 
efficiency of sites to 90%. In addition, 
the cabinet adopts a modular and 
human engineering design, which 
enables flexible installation and fast 
and safe maintenance and improves 
the capability of sustainable product 
evolution.

Huawei's New-Gen APM5950 
Cabinet Wins the Red Dot 
Design Award
Facilitating Global Commercialization of 
Green Sites

In Poland, the modular design 
and sustainable evolution architecture 
of the APM5950 cabinet facilitate 
PV access, greatly increasing the 
proportion of green energy use in 
the network and reducing carbon 
emissions.

Intelligent convergence: 
The new-generation APM supports 
intelligent service-based energy, 
power, and temperature adjustment to 
further increase the energy efficiency 
of sites by 10%. Service-based energy 
adjustment allows for dynamic off-
peak charging and discharging, 
reducing electricity costs by 5%. 
Service-based power adjustment 
enables low-efficiency modules to 
intelligently hibernate, improving the 
conversion efficiency by 3% to 5%. 
Service-based temperature adjustment 
supports precise cabinet temperature 
control through association with base 
station services, reducing the power 
consumption of air conditioners by 
more than 10%.

In China, the APM5950 cabinets 
help build green sites together with 
base station equipment such as 

MetaAAUs, ultra-wideband RRUs, 
and energy-efficient SDIF antennas, 
helping operators achieve green 5G 
target networks.

Aaron Jiang, President of 
Huawei's SingleRAN Product Line, 
said: "Winning the Red Dot Design 
Award is testament to our strength in 
industrial design and technological 
innovation of products. We will 
continue to improve the 'Green Site, 
Green Network, Green Operation' 
solution through technological 
innovation to support operators' green 
and sustainable development."

The Red Dot Design Award is 
among the top three design awards 
in the world, the other two being 
the iF Design Award of Germany 
and the IDEA of the United States. 
It is recognized globally as a mark 
of creativity and quality design. 
Under the motto of "In Search of 
Good Design and Innovation", it 
is awarded to the most outstanding 
products among tens of thousands of 
submissions each year.

Huawei's new-generation APM5950 cabinet wins the 
Red Dot Design Award
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[Shenzhen, China, June 8, 
2022] Huawei announced a batch of 
key inventions as part of its biennial 
"Top Ten Inventions" Awards at 
the "Broadening the Innovation 
Landscape 2022" forum held at its 
Shenzhen headquarters.

The award is designed to 
recognize inventions that could create 
new series of products, become 
important commercial features of 
existing products, or that generate 
considerable value for the company 
and the industry.

The awarded inventions 
range from an adder neural network 
that significantly reduces power 
consumption and circuit area to a 
game-changing "optical iris" that 
provides a unique identifier for optical 
fibers. It is designed to help carriers 
manage their network resources, 
cutting time and costs associated with 
broadband deployment.

The announcement came in the 
context of intellectual property rights, 
the protection and sharing of which 
Huawei believes is critical to the tech 
ecosystem.

"Protecting IP is key to 
protecting innovation," said Huawei’s 
Chief Legal Officer, Song Liuping. 
"We are eager to license our patents 
and technologies to share our 
innovations with the world. This will 
help broaden the innovation landscape, 
drive our industry forward, and 
advance technology for everyone," he 
added.

Huawei Announces New Inventions That Will 
Revolutionize AI, 5G, and User Experience
Company Discloses Progress in IP, Innovation at Themed Event

By the end of 2021, Huawei 
held more than 110,000 active patents 
across over 45,000 patent families. 
It has more granted patents than any 
other Chinese company, has filed 
the most patent applications with the 
EU Patent Office, and ranked fifth in 
terms of new patents granted in the 
United States. For five straight years, 
Huawei has ranked No. 1 worldwide 
in terms of Patent Cooperation Treaty 
applications.

Alan Fan, Head of Huawei’s IPR 
Department, said the value of Huawei 
patents has seen wide recognition in 
the industry, especially in mainstream 
standards such as cellular technology, 
Wi-Fi, and audio/video codecs.

Huawei is also discussing joint 
licensing programs for 5G patents 
with licensing experts and other 
leading industry patentees.

Liu Hua, Director of World 
Intellectual Property Organization Office 
in China, praised Huawei’s sustained 
focus on innovation, saying: "We look 

forward to seeing Huawei continue to 
take part in high-level global competition 
with innovation at its core."

For Manuel Desantes, former 
Vice President of European Patent 
Office, given the vast number of 
changes in the world these days, what 
matters most is no longer the number 
of registered patents or inventions. 
"The IP system should assure that 
the creations that merit protection are 
those that bring actual value," he said.

This marked the third 
innovation and IP-themed event 
Huawei has hosted on its innovation 
practices. Every year, Huawei invests 
over 10% of its sales revenue into 
R&D. In terms of R&D expenditure, 
Huawei ranked second in the 2021 
EU Industrial R&D Investment 
Scoreboard. In 2021, the company 
increased its R&D investment to 
CNY142.7 billion, representing 
22.4% of our total revenue. Over the 
past decade, Huawei’s total R&D 
investment surpassed CNY845 billion.

Song Liuping, Huawei's Chief Legal Officer
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Everything Starts from 
Zip

Every person has a story of their 
own, and so do I. Waking up with a 
smile, no matter how stormy the night 
was, is itself an achievement creating 
a space for myself in this competitive 
world; as a matter of fact, it is not 
less than a victory for me. So, the 
distance between a mediocrity and an 
independent woman is my course of 
action.

Persistence and Patience

On January 12, 2021 during 
the COVID-19 pandemic, I got an 
opportunity to work as an outsourced 
employee with NCSI (Network 
Consulting and System Integration) 
Shared Service Delivery Department, 
Huawei GSC (Global Service Center) 
India; at the time, onboarding was 
quite challenging, as it was already 
tough enough to remain strong and 
optimistic. I became part of this 
telecommunications giant. Honestly 
speaking, my early days with Huawei 
were by no means easy. Gradually I 
met my teammates but I had not seen 
any of them in person yet. Even my 
induction was virtual. I thought that 
in some day I could go to the office 
and I was looking forward to that 
day. But for the sake of safety, that 
did not happen. At my new job I did 
not know anyone at the workplace! 
Meeting people physically really 
helps you integrate with a new team, 
but that was not a choice for me to 
make. I was completely clueless on 
my first two days when I had to work 
from home. Then someone as clueless 
as me joined me two days later, and 
luckily our wavelengths synced 
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very well. I had a huge amount of 
information to process and prepare for 
weekly presentations. Fortunately for 
me, my friendly team and my desire 
to learn helped me pull through. As 
I learned from this experience, if 
you want to thrive in this company 
you have to improve yourself 
continuously, not being afraid of new 
challenges. I still keep improving. 
Unlike most organizations, Huawei 
does not measure its employees’ 
efforts by work hours, but by results. 
From that period of time I also learned 
to be patient. As for me, a very social 
person, staying away from home most 
of the time was a thing I had to learn 
to get used to.

 
Home Office 
Opportunities

Home office challenges every 
employee to find a special place to 
work from home, just as each of us 
has a space for cooking or one for 
sleeping. The initial days of working 
from home are often hard, when your 
mom calls you for dinner or lunch 
and your team leader calls you at the 
same time, which can cause friction. 
In my case I underwent a change in 
the way for me to accept a person: I 
could accept one without meeting and 
understanding him or her; sometimes 
people may seem to be rude in online 
chats but if you talk to or meet them, 
you will know that they are not. 
And I have come to realize that it is 
always important to have personal 

time because this allows us to create a 
healthy environment and have a work-
life balance. So I have an action plan 
that has been working for me during 
the lockdown:

• Arrange meetings or perform 
activities that require my whole 
attention.

• Organize my daily working 
schedule.

• Take a five-minute break to 
help my parents.

• Enjoy my time after work with 
my family.

Positive Attitude Towards 
Work

Such positivity in attitude 
gives rise to opportunities for 
personal growth and learning in an 
engaging, challenging and rewarding 
company with a winning culture and 
a promising future. The company also 
recognizes each individual as unique 
– different perspectives, backgrounds 
and experiences of different people 
influence and inform their ideas and 
opinions which should be valued. 
These differences lead to innovative 
ideas and better decisions which 
contribute to success. Learning 
virtually and delivering activities 
without any flaws within given 
timelines is what we have been taught. 
During a certain project, I got a first-
hand understanding of Huawei’s 
core values such as teamwork and 
dedication. As for our work, the 
principle was “Project First”. Every 

day I aligned the target and plan with 
everyone. If someone encountered any 
difficulties and did not meet his target 
on time, others who had finished their 
work earlier would lend a helping 
hand. This kind of teamwork model 
motivated us to help each other and 
to work more efficiently as a united 
team. But, as I can assure you, every 
working day is not without challenges 
from which you will learn many new 
things. Solutions are always more than 
problems. Each specific case that you 
encounter in your job will enrich your 
knowledge and broaden your horizons. 
Honestly, we all have our own 
purposes when we work. There are 
many purposes, such as promotions, 
living environments, good incomes, 
and career aspirations. But, personally, 
I think that we need to have a common 
purpose for us to work towards, with 
which you have the ultimate tie or 
a lifetime connection. As for me, I 
have a positive and grateful attitude 
towards my work because it is what 
supports me and my family. I do not 
want to give it up. Thankfully, I set 
my priorities and was cheered up with 
Huawei’s corporate core values – 
“Staying customer-centric, inspiring 
dedication, persevering, and growing 
by reflection”. Furthermore I took 
into account the fact that I needed 
to provide for my family of which I 
was the bread earner. Hold on, I told 
myself, keep fighting, and all obstacles 
would disappear before you in the 
end. And I realized that overcoming 
challenges would be an approach 

During a certain project, I got a first-hand understanding 
of Huawei’s core values such as teamwork and dedication.
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understanding the entire process. 
Most of the activities were carried 
out online before our site engineers 
would visit the installation area for 
further investigation; and we would 
monitor the ongoing activities through 
online communication. Is it not crazy 
to connect with some people in other 
countries when you are new to an 
organization? Our maintenance team 
tried all possible means to guarantee 
the smooth running of customer 
business and the effective operation 
and communication in some hard-
hit areas. Therefore, as a united and 
dedicated team, we stood side by 
side with our customers to further 
consolidate our ties both in business 
and in livelihood. Such a friendly 
relationship among us team members 
has facilitated our efforts to achieve 
more project targets in the spirit of 
“one team, one goal”.   

Benefiting from Each 
Specific Challenge in Your 
Job

During my work at Huawei for 
nearly one year, I have experienced 
and learned a lot of new things from 
managers, colleagues and customers. 
It is hard for me to assure you that 
every day is a happy day. But I can 
assure you that every working day 
is a challenging day from which you 
will learn many new things. You will 
benefit from each specific challenge 
in your job, which will enrich 
your knowledge and broaden your 
horizons. At Huawei, everything is 
fair. If there is something you are not 
satisfied with, it is not injustice but 
a temporary challenge. Fairness will 
soon come to you if you look beyond 
your goals. Hopefully, my stories will 
serve as a useful reference for you.My crafting activity

to my growing up. Fortunately I 
survived it all, and I am still here 
today, working with my teammates 
for Huawei. 

 “One Team, One Goal” 
Leads to Success

I was assigned a new task by 
the FL (Front Line) team. They were 
quite sure that I could handle the task 
well, which started with training and 
leading a team. But teaching verbally 
and working practically were two 
different things. As I did not want 
to disappoint anyone, I boldly took 
on the challenge and tried to grasp 
as much I could. Then came the day 
when I needed to lead the team and 
assign them tasks and supervise them. 
At first, I had a great deal of difficulty 

During my 
work at Huawei 
for nearly one 
year, I have 
experienced 
and learned 
a lot of new 
things
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Have an experience worth sharing? Drop us a line! Huawei People can help amplify your 
voice and spread your story to Huawei colleagues around the world. We are now seeking 
contributions from any employee who has a good story to tell. Get your work published, 
get remunerated, and see your article in print in Huawei People magazine. So if you 
fancy yourself a wordsmith, contact us NOW for a chance to flex your storytelling skills!

You Are a Writer at Heart!

We Want:

Life Stories of Individuals 
 

What Do I Do in Office? is a 
story about how a daddy explains 
his work in Huawei to his 5-year-
old son. Share with us your own 
touching, inspiring or life-changing 
experiences during your career at 
Huawei. Your readers around the 
world may feel quite connected.

Team/Project Stories 

 Read Stars Along the 
Mountaintops and share your own 
touching team/project stories. We 
believe the best team and project 
stories reflect our company's purpose 
and core values, on which the 
company was built and still rest on 
today.

Work Stories of 
Individuals

Go to our website and read A 
Man, a Cook, and a Dog, and write 
us your unique work stories. We 
want to highlight the contributions of 
ordinary people who do extraordinary 
things, because good examples are 
like a beacon in the dark, they lead 
and inspire us.

Opinions 

Read Why Protecting IPR 
Should Matter to Us All and share 
your opinions on issues and policies 
at Huawei. The best submissions offer 
fresh insight, critique ideas, actions, 
and policies – not people, suggest 
solutions, and align with the core 
values of Huawei.

More articles for your 
reference:

 
Dad, What Should I Do 

to Become a Huawei Project 
Manager?

Everything is Possible, if 
We Believe in It

My Huawei Interview - 
Chasing Goals and Seeking 
Results
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