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Continents with expansive landmasses and burgeoning populations 
require supportive, interactive communication between govern-
ments and third-party providers for those populations to attain 

equitqble lifestyles. And no more so than for the citizens of Africa, the 
Middle East, the Caribbean, Central and South America — effective com-
munication in these regions of the world is no longer a dream, but more 
and more a reality. 

As technologies continue to improve living standards, third world popula-
tions are being coaxed into millions of  new customers. Their village is no 
longer the boundary of  their lives — the entire world has suddenly been 
opened to them, thanks to the capabilities of  satellite communications and 
its attendant technologies. 

World View
As of  mid-October, 2008, The U.S. Census Bureau’s World POPClock Pro-
jection indicates the total World population is 6,731,607,699. Internet 
penetration, worldwide, according to Internet World Stats is 21.9 percent 
— and usage growth from 2000 to 2008 is 305.5 percent. The chart on 
Page 4, courtesy of  Internet World Stats, reveals the estimated popula-
tions of  the seven continents as well as the Internet access percentages for 
those regions of  the world.

CARIBBEAN + LATIN AMERICA
Definitions can be confusing… is Central America the same as Latin Amer-
ica and/or South America? For those not residing or working in this re-
gion of  the world, the fine line when researching statistics to help build a 
business plan can cause shrugged shoulders. Generally speaking, Central 
and South America comprise Latin America. All of  the countries in Latin 
America speak Spanish, save for Brazil, where Portuguese is the national 
language. Think of  South America as the large landmass south of  Panama, 
while Central America is comprised of  the countries north of  Colombia 
and includes the islands of  the Caribbean. The term “Latin America” en-
compasses Central and South America.

Internet World Stats has the combined population (as of  June of  2008) 
of  the Caribbean, Central, and South America as about 576 million. Com-
pared to the rest of  the world, South America has an above average Inter-
net penetration of  27.1 percent, as opposed to the rest of  the world at 
21.6 percent (as of  the second quarter of  2008, analyzed by Miniwatts 
Marketing Group). However, when it comes to the actual number of  South 
American Internet users, that currently rests at 7.1 percent, while the re-
mainder of  the world averages 92.9 percent usage.

In the Caribbean (26 countries), with 0.6 percent of  the world’s popula-
tion, Internet penetration is hovering around the 17.3 percent mark for 
a population estimated at just over 40 million. The greatest usage of  the 
Internet occurs in Antigua and Barbuda, with 85.9 percent penetration, 
while the least active are the Monserrat, the Turks and Calicos islands, and 
Cuba, with little to no Internet use whatsoever. Usage growth? How about a 
whopping 1,143.5 percent!

mailto:jill@satnews.com
mailto:hartley@satnews.com
http://www.internetworldstats.com/stats.htm
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Central America’s (eight countries) statistics reveal 
the highest Internet usage is in Costa Rica (perhaps 
due to all of  the ex-pats moving to that country), 
with the least usage being in Nicaragua. There’s a 
total region-wide penetration of  18.5 percent for 

their 151+ million populations and a use growth of  
770.7 percent.

Of  South America’s (14 countries) nearly 385 mil-
lion residents, 27.1 percent account for the Internet 

World Regions Population
(2008 Est.)

Internet Usage
Latest Data

% Population
(Penetration)

Usage
% of World

Usage Growth
2000-2008

Africa 955,208,348 51,065,630 5.3 3.5 1,0312

Asia 3,775,181,949 578,538,257 15.3 39.5 406.1

Europe 800,401,065 384,633,765 48.1 26.3 266.0

Middle East 197,090,443 41,939,200 21.3 2.9 1,176.8

North America 337,167,248 248,241,969 73.6 17.0 129.6

Latin America/Caribbean 576,091,673 139,009,209 24.1 9.5 669.3

Oceania/Australia 33,981,562 20,204,331 59.5 1.4 165.1

WORLD TOTAL 6,676,120,288 1,463,632,361 21.9 100 305.5

WORLD INTERNET USAGE AND POPULATION STATISTICS
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market penetration, with the Falkland Islands at the 
highest rate of  76.5 percent mark, and Paraguay ac-
counting for 3.8 percent. For the countries comprising 
this region of  the world, the use growth is 627.9 per-
cent. In comparison, North America, with 73.6 percent 
of  the population using the Internet, the growth rate 
was a healthy, but far less significant, 129.6 percent.

AFRICA
According to Internet World Stats, the 2008 estimate 
regarding Africa’s population (the second largest of  
our planet’s seven continents, comprised of  57 coun-
tries) is, give or take, approximately 955 million who 
speak at least 2,000 distinctive languages. You may 
well look at the Internet Users in Africa chart and note 
a slim 3.5 percent usage — that’s currently only about 
33 million or so folk currently online. With a little 

REGION Population
(2008 Est.)

% Pop. of 
World

% Population
(Penetration)

User 
Growth

% Usage of 
the World

Latin America Only 558,961,029 8.4 24.2 659.2 9.2

Rest of the World 6,117,159,259 91.6 21.7 287.1 90.8

WORLD TOTAL 6,676,120,288 1,463,632,361 21.9 305.5 100

LATIN AMERICA INTERNET USAGE STATISTICS

REGION Population
(2008 Est.)

% Pop. of 
World

% Population
(Penetration)

User 
Growth

% Usage of 
the World

Total for Africa 955,206,348 14.3 5.3 1031.2 3.5

Rest of the World 5,720,913,940 85.7 24.7 296.3 96.5

WORLD TOTAL 6,676,120,288 1,463,632,361 21.9 305.5 100

AFRICA INTERNET USAGE STATISTICS
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more than 14 percent of  the world’s population, Af-
rica’s penetration as a percentage of  the population is 
5.3 percent, but a most significant statistic is the use 
growth from 2000 to 2008 being 1,032.2 percent!

MIDDLE EAST
Comprised of  14 nations, the total population ranges 
in the 197 million range, and accounts for 2.9 percent 
of  the world’s Internet use. Penetration in the Middle 
East hovers just above 21 percent. With 52 percent 
Internet penetration, Israel leads the list of  countries, 
with Iraq at 0.2 percent and Yemen at 1.4 percent pen-
etration. For the entire Middle East, the average pen-
etration percentage is 21.3 percent, with user growth 
for 2000 to 2008 ranging in at 1,176.8 percent.

Reviewing the stats certainly leads one to a most in-
teresting conclusion — the business potentials are 
enormous! Yes, there are geographic and geopolitical 
challenges to overcome. However, with growth rates in 

MENA and South America in excess of  500 percent 
and, in many cases, more than 1,000 percent growth 
over an eight-year period of  time, those companies 
who are able to provide a fairly priced solution will 
find consumers at the ready for such offerings. In fact, 
clients and customers will knock, if  not pound, on 
your door.

REGION Population
(2008 Est.)

% Pop. of 
World

% Population
(Penetration)

User 
Growth

% Usage of 
the World

Total for Middle East 197,090,443 3.0 21.3 1,176.8 2.9

Rest of the World 6,479,029,845 97.0 21.9 297.5 97.1

WORLD TOTAL 6,676,120,288 1,463,632,361 21.9 305.5 100

MIDDLE EAST INTERNET USAGE STATISTICS
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Please note... 
All statistics updated for June 30, 2008•	

Population numbers are based on U.S. •	
Census Bureau data

Bermuda is included with the North •	
American countries, according to the 
United Nations Statistical Division—not 
included in this report

Mexico is included with the Central •	
American countries, according to the 
UN’s Statistical Division listings.

The most recent usage information is •	
derived mainly from data published by 
Nielsen/NetRatings, ITU, and other re-
liable sources

Our thanks to Internet World Stats for their population 
and Internet usage statistics. You can learn more at 
their website…just follow this link…

Recent Accomplishments
Let’s review some of  the business being conducted in 
these areas of  the globe.

ARABSAT
EADS ASTRIUM completed their in-orbit tests of  AR-
ABSAT’s BADR-6 satellite, and the satellite officially 
became part of  the Company’s fleet at 26° E. The 
launch occurred on July 7th. BADR-6’s payload is com-
prised of  44 active C- and Ku-band transponders and 
provides the largest coverage area offered by ARABSAT, 
with the key target being DTH service offerings.

ARIANESPACE
There’s a new comsat scheduled to serve the pan-Af-
rican market, thanks to an agreement signed between 
Arianespace and Thales Alenia Space. The Service 
& Solutions contract is for Rascom-QAF 1R, which is 
planned for a launch in 2010 from Europe’s Spaceport 
in French Guiana aboard a Soyuz or Ariane 5 rocket. 

This new comsat is part of  a turnkey contract with the 
Regional African Satellite Communication Organiza-
tion by Thales Alenia Space, with the goal of  provid-
ing telecom services to rural areas of  Africa over 15 
years. Additionally, direct TV broadcast and Internet 
accesses are part of  the planned offering. Rascom-
QAF 1R is based on the Spacebus 4000B3 platform 
and will bring in to play 12 Ku- and 8 C-band tran-
sponders with 6.4 kW of  end-of-life power. The satcom 
will replace Rascom-QAF 1 and will occupy the orbital 
slot at 2.85° E.

ARQIVA
this company’s core busi-
ness, for more than 50 years 
has been the delivery of  in-
ternational program services 
directly to consumers, cable head-ends, as well as 
broadcasters. Using their U.K. and European teleports, 
Arqiva is able to deliver 200+ channels to the Middle 
East and Africa (as well as Europe).

Thanks to Arqiva’s expansion in the United States, 
through the acquisition of  BT’s satellite assets in 
2007, the Company has been able to expand coverage 
throughout Latin America (as well as the Pacific Rim) 
via their Los Angeles teleport. Moreover, via the Com-

http://internetworldstats.com
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pany’s own, dedicated fiber network, all of  their tele-
ports are securely linked, allowing for global delivery 
of  product. We recently caught up with Matthew Ivey 
the Director of  Occasional Use for Arqiva Satellite and 
Media to learn his thoughts regarding these regional 
market segments. He certainly sees MENA as a vital 
market.

“The Middle East and North Africa are both key mar-
kets for the industry today. In particular, Africa has 
been the largest emerging market in the satellite in-
dustry for many years now. This is for various reasons, 
but primarily due to its lack of  connectivity, and the 
fact that it relies heavily on satellite for communication 
and content distribution.
 
“Despite the fact that some fibre is now springing up 
in some regions, it is expected that the African market 
will continue to grow considerably. The second reason 
is due to its valuable position in the globe. Because 
of  its location, Africa can be served by one of  several 
European satellites. As a result, distribution compa-
nies with operations in the U.K. are able to uplink and 
directly feed the African market from their base — if  
they have the required facilities. In some other coun-
tries, this is not the case, and the antennas used are 
of  a low orientation, which means the signal has to be 
sent via satellite to another provider in that country 
and then turned around for download via a second sat-
ellite. This valuable position also brings benefits to the 
platforms themselves in Africa as the ability to cut out 
this turnaround brings reduced costs for them.”

When it comes to the challenges for the MENA market, 
Matthew said, “Due to the sheer size of  these markets, 
the main challenge for anyone wishing to service them 
is having the required infrastructure to uplink and feed 

directly into the region, in order to provide the con-
tent which is in such high demand. In these regions, 
platforms are driven by a demand for content from 
abroad, particularly sports, such as football.  In order 
to provide this content, distributors need to have the 
appropriate infrastructure in place.”

Why did Arqiva enter this market in the first place? “Ar-
qiva, being a global organization, has the appropriate 
infrastructure to enter these markets. As a result, the 
Company has been able to work closely with new Pan-
African pay-TV service, GTV. In 2007, GTV launched 
18 channels into the Sub-Saharan market. In response 
to consumer demand, GTV is designed to make pre-
mium international and local entertainment content 
more accessible to more Africans. Arqiva supported 
the launch and rollout of  GTV in multiple markets in 
Africa and the delivered content is derived from a va-
riety of  sources, including Sony, Time Warner, and the 
African Movie channel. Before the content is broad-
cast, it needs to undergo basic editing, quality control, 
technical correction, and normalization. This process 
is undertaken at Arqiva’s Chalfont Grove studio facility 
in the U.K. where transmission master tapes are cre-
ated through the addition of  metadata (including time-
codes, tape IDs and program IDs) to support custom-
er-scheduling requirements. Master tapes are ingested 
and digitized before being played out and digitally ar-
chived from the Chalfont Media Centre. Following this 
initial success, a further 11 channels were launched in 
June 2008, all in the French language.”

As far as the opportunities and challenges for next 
year in these markets, Matthew added, “It is likely that 
a number of  new platforms will launch in these re-
gions over the next year, all of  which will need content, 
both from abroad and potentially some home-grown 
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also. As a result, uplinking facilities will be required, 
offering a great opportunity for any company able to 
offer this service into the market.”

ASC SIGNAL CORPORATION
The Company produces antennas 
and RF electronics for enterprise 
and consumer satcom apps. Their 
anten-
nas 
range 

in size from 45-cm to 9.4-
m, with various solutions 
available for the VSAT and 
Earth Station antenna 
markets. ASC Signal is in-
volved with new activities 
within MENA and South 
America, The firm just 
appointed a Dubai and 
Beirut-based company, 
MenaNets, to become a 
master distributor for all 
of  ASC’s products in the 
MENA markets. In ad-
dition, to ensure South 
American coverage, Atlas 
Sistemas is now the dis-
tributor for the company in 
Brazil and Argentina. ASC 
Signal also has a presence 
in Chile, Perú, Columbia, 
and Venezuela.

C-COM
Satellite
Systems
An agreement was signed 
early last month between 
C-COM and Movilsatcol 
S.A., based in Bogota, 
Colombia. The latter will 
resell the former’s iNetVu 
Mobile antenna system in 
South America. “C-COM’s 
auto-deploying satellite 
antenna systems fit per-
fectly with the integrated 

satellite solutions 
we provide to the oil 
and gas, mining and 
governmental sec-
tors in Latin America” 
said Pat Ostaszewski, 
General Manager of  
Movilsatcol S.A.” Our 
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professional staff  in Bogota is fully certified to engi-
neer, install and support the iNetVu Mobile platforms 
throughout Latin America.”

EUTELSAT
Eutelsat’s W2M satellite was part of  a dual Eutelsat 
payload for the most recent Ariane 5 mission, which 
joined 
the Eu-
ropean 
telecom-
munica-
tions pro-
vider’s 
HOT 
BIRD 9 
satellite 
on the 
same 
launch 
vehicle. 
W2M was developed by a European-Indian alliance of  
EADS Astrium and ANTRIX (the commercial arm of  
ISRO – the Indian Space Research Organisation), and 
will have a lift-off  mass of  3,460 kg. The spacecraft is 
based on ISRO’s I-3K satellite bus and will have a span 
of  15.7 meters with solar panels fully deployed. Posi-
tioned at an orbital slot of  16° E, W2M will typically 
operate 26 transponders in Ku-band, and up to 32, 
depending on operational modes. W2M will be able to 
deliver a wide range of  services from television broad-
casting to data networks and broadband with fixed 
beam coverage of  MENA and Europe. The satellite’s 
steerable beam can be re-oriented in-orbit according 
to market requirements, notably towards Africa and 
central Asia. This was Arianespace’s wrap-up flight 
for 2008. The photo shows the W2M satellite removed 
from its protective shipping container at Spaceport’s 
S5 payload preparation facility.

FINDWHERE
Now fully available in Arabic is this company’s new 
website. This new offering arrived directly after the 
Company announced a joint venture with Dubai-based 
I2TC, which created the Middle East’s leading location-
based service provider. The new website provides Find-
Where’s MENA customers with secure, user friendly 
access to current and historical locations of  their GPS 

tracked devices and mobile phones, including address, 
time, and even speed. Services also include “on-the-
move” notifications, panic alerts, and notification of  
entry or exit of  pre-determined geo-fences. FindWhere 
delivers advanced Global Positioning Satellite tracking 
features and functionality in an accurate and easy to 
use solution.

HUGHES NETWORK SYSTEMS
The Company’s HughesNet broadband services are be-
ing implemented by their Hughes do Brasil subsidiary, 
with new Ku-
band capacity 
on Intelsat’s 
Galaxy-28 
satellite. De-
lio Morais, the 
president of  
Hughes do 
Brasil, said, 
“The Galaxy-28 satellite offers us strategic infrastruc-
ture, as it ensures that we will have the capacity nec-
essary to keep pace with the growing demand for 
broadband services in Brasil and across this region.” 
Hughes is going to intensify their efforts in the South 
American markets with MPLS networks backup, cor-
porate networks management, networks for distance 
learning, high-speed Internet access, as well as IPTV 
solutions. Echoing Mr. Morais statement is the regional 
vice president, Latin America and the Caribbean, Car-
men Gonzalez-Sanfeliu, “The rate of  adoption of  more 
robust data services is accelerating rapidly throughout 
Latin America and Intelsat has been providing satellite 
capacity for Hughes since its entry into the provision 
of  broadband satellite services in the region.” (See her 
article, Innovations Fuel Growth in Latin American Re-
gion, later in this issue of SatMagazine.)
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JUMPTV
This media compa-
ny now offers Baghdad TV broadcast on the web, all 
delivered via satellite. This is a positive programming 
approach and examines various solutions for the 
problems of  violence, ethnic differences, extremist 
threats, and other issues, all with an eye to country 
unification on an Arab and Islamic basis. The object 
of  Baghdad TV is to adopt a moderate Islamic con-
cept through a modern and unbiased angle, encour-
aging effective contribution in building the country, 
concentrating on the people, and hopefully creating a 
comprehensive political vision for Iraqi citizens.

NORSAT INTERNATIONAL
The Company has established a WiMAX business unit 
to pursue satellite-enabled WiMAX opportunities in 
emerging markets throughout Africa, South America, 
and Asia. Satellite technology is critical to reliably and 
cost-efficiently expand the coverage reach of  WiMAX 

networks in areas where tra-
ditional terrestrial networks 
are not a feasible option, 
as satellites can effectively 
link remotely located WiMAX 
base stations to a central-
ized switching infrastructure. 
With an increasing number 
of  WiMAX deployments in 
rural regions, there is an 
emerging demand for satel-
lite-enabled networks. Norsat stated that its satellite 
systems technology expertise enables the company to 
provide the optimal satellite backhaul solution in a hy-
brid WiMAX-satellite communication network.

“Satellite-enabled WiMAX is a strategic extension of  our 
core capabilities,” said Dr. Amiee Chan, president and 
CEO, Norsat International. “We believe by capitalizing 
on our understanding of  satellite capacity optimiza-
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tion, remote satellite communication management and 
network engineering, and partnering with players in the 
WiMAX space, we will be well positioned to establish 
a strong foothold in this burgeoning market.” Norsat 
plans to leverage its satellite communication expertise 
and work with telecommunications operators and other 
technology partners to provide end-to-end satellite-
enabled WiMAX network solutions for wireless broad-
band access and voice, data and video communication 
services. These solutions are expected to include: base 
stations, voice, data and video content servers, opera-
tions support systems, satellite backhaul solutions, and 
satellite capacity.

SATAMATICS
This firm provides satellite telematics, asset tracking, 
and monitoring services, and the Company has relo-
cated their U.S. operation to larger premises in Mari-
on, Illinois. This follows last year’s Satamatics U.K. HQ 
move to larger, more 
suitable premises, 
and sits in line with 
their current expan-
sion plans. Elonda 
Wallace, Operations 
Manager, said: “To reflect our continuing success and 
to enable us to deal with our future growth plans, it 
was necessary to expand into bigger and more suit-
able office space. The office in Marion will become the 
central point for all our South American and U.S. busi-
ness” The new office address is Satamatics USA, 4503 
W. DeYoung St., Suite 204C, Marion, Il — 62959 — 
USA All other contact details will remain the same and 
customers will see seamless customer service through-
out the office move. 

SES NEW SKIES
Last September, SES NEW SKIES announced SkyVi-
sion had renewed contracts for four transponders and 
contracted additional capacity on the NSS-10 satellite. 
Terms of  the multi-year agreement remain confidential. 
SkyVision, from its key gateways in the Middle East, 
Europe, and the 
United States, of-
fers ‘end-to-end’ so-
lutions for standard 
or custom-tailored IP connectivity services for Internet 
Service Providers (ISP’s) and telecommunications solu-

tions to enterprises and NGO’s. The company first con-
tracted SES capacity in 2005. 

SPACENET
The Company has expanded their coverage for its 
commercial grade Connexstar service to include se-
lect countries across MENA and Europe. The new 
Connexstar International Satellite Services will con-
nect remote overseas locations via satellite directly 
to a secure teleport facility in the United States. The 
new Spacenet services provide carrier class commu-
nications for voice, video, or data applications, and 
includes toll quality telephone service, high-speed 
broadband Internet access, and two-way video capa-
bilities, 
all via 
satellite. 
Stan-
dard 
service 
packages are available in speeds ranging from 256 
Kbps to 2 Mbps, with the option for up to six tele-
phone lines, and include remote terminal equipment, 
in-country installation and field maintenance.

The new Connexstar International services are based 
on the industry-leading SkyEdge VSAT platform as well 
as the Cisco VSAT Network Module, enabling seam-
less integration into popular models of  Cisco routers. 
Spacenet’s international services will initially be avail-
able using Ku-band satellite services, with C-band ser-
vices coming online in the near future.

SPACECOM
David Pollack, the president and CEO of  Spacecom, 
discussed the Company’s challenges in MENA and said 
they “have been of  a type that would be experienced 
by any satellite services company operating anywhere 
in the world: delivering capacity to customers where 
and when they need it.” 
Spacecom is a native 
player in the Middle 
East and, as the com-
pany intimately under-
stands this region, it 
made a great deal of  sense to offer their services for 
this area of  the world.
David added, “Of  course, even for native players, there 
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are challenges, regional politics being an important, 
although certainly not insurmountable one in our case. 
If  anything, these challenges have made Spacecom 
even more committed to the aggressive pursuit of  op-
portunities between the region and other under-served, 
high growth ones in Africa, Asia and Central and East-
ern Europe.

“To conduct business in 
the region, we identified 
and partnered with inte-
grators and companies 
offering complementary 
services that can provide 
the terrestrial component 
of  the complete satel-
lite services solution our 
customers need. These 
strategic partnerships al-
low the Company to focus 
on those services in which 
we have developed an ex-
pertise — namely, deliver-
ing capacity in space for 
our customers.”

When queried regard-
ing the opportunities and 
challenges for Spacecom 
over the next year, David 
replied, “Spacecom has 
a strong business mod-
el and presence in the 
Middle East and Europe. 
Consequently, our primary 
challenge in 2009 will be 
to maintain our strong 
market position in the re-
gion. We will also be busy 
laying the groundwork for 
future satellites that will 
join the Spacecom con-
stellation in the near- and 
medium-term.

“For instance, Spacecom 
is rolling out an ambitious 
satellite launch schedule 

starting in 2010, which will see the deployment of  
AMOS-5 to a new orbital location with C- and Ku-band 
coverage over the Middle East, Africa, Central Asia, 
and Europe. In fact, because of  the economic slow-
down in North America and Europe, we have commit-
ted ourselves in the years ahead to diversifying our 
potential service and coverage areas beyond these re-
gions by aggressively expanding our satellite constella-
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tion to enable value-added services within and between 
the Middle East and the under-served, high growth ar-
eas of  Africa and Asia.”

TALIA SATELLITE & TELECOM
The Company has extended their DVB-S2 services into 
Africa and offers shared iDirect service on the follow-
ing satellites:

Arabsat BADR-4 at 26° E•	

Express-AM22 (53° E)•	

NSS-703 (57° E)•	

Telstar-12 (15° QW)•	

There are also dedicated ser-
vices available via Arabsat-2B 
(30.5° E). A number of  dedicated bandwidth solutions 
are also offered, from 18 Mbps downstream to 8.4 
Mbps upstream. For full details on all of  the satellite 
footprints, select the diagram below.

TESACOM
Tesacom, Stratos Global Corp. and Addvalue Commu-
nications joined forces 
last month to success-
fully deploy a 1,200-
site BGAN mobile sat-
ellite network in sup-
port of  the first round 
of  Brazil’s municipal 
elections that occurred 

on October 5th. Tesacom, a StratosELITE Partner, is 
a provider of  remote telecommunications solutions in 
South America, while Addvalue designs and supplies 
BGAN terminals. Tesacom was selected by the Brazil-
ian Electoral Superior Court to deploy the BGAN network 
at voting precincts in rural communities nationwide. 
Their selection of  Tesacom for these elections repre-
sents the world’s largest single contract for the pur-
chase of  the BGAN service. 

Moreover, there’s additional good news for this Brazil-
ian telecom company. Iridium Satellite now has a stra-
tegic partnership with them, due to their growth in the 
South American market. Licenses that Tesacom holds 
include Non Geostationary Satellite Global Mobile Service 
(SMGS), Multimedia Communications Service (SCM) 
and Limited Specialized Service (SLE). Tesacom serves 
markets such as maritime, oil and gas, utilities, agri-
culture, emergency communications, mining, transpor-
tation, government, and the military. “Our alliance with 
Tesacom, a well-respected leader in the South Ameri-
can telecommunications sector, will provide an impor-
tant boost in offering Iridium services to the growing 
South American market,” said Greg Ewert, executive 
vice president, Iridium Satellite.

VIZADA
Martijn Bos, the General Manager Vizada FZE, is re-
sponsible for the 
Vizada mobile 
satellite services 
(MSS) activ-
ity in the MENA 
region. He has 
been based in 
the Vizada office 
in the Jebel Ali 
Free Zone, Dubai, 

for two years… 
and he notes, 
“First of  all, this 
region is char-
acterized by sig-
nificant growth potential and presents many mobile 
satellite business opportunities. At the same time, 
we are very conscious that a lot of  work needs to be 
done on our side to help potential customers under-
stand the usefulness and benefits of  mobile satcoms 
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within their respective 
organizations. 

“Secondly, this growth 
potential can be further 
narrowed down to IP-
based mobile satellite 
services for which we’re 
seeing increasing up-

take. These include services like Inmarsat BGAN and 
ThurayaIP on land, as well as Inmarsat FleetBroad-
band and Iridium OpenPort for the maritime com-
munity. Many of  our service providers hail from the 
traditional mobile handheld world (GSM and so on), 
which has typically focused on voice services. Right 
now, how we help them is by explaining the value of  
IP and highlighting the oppor-
tunities the technology opens 
up when selling communica-
tions solutions to the end 
customer.

“Another particular char-
acteristic of  this market 
is the importance of  mo-
bile satellite solutions 
within the end-user, retail 
market.‘Traditional’telecoms 
infrastructure (fixed line; 
GSM) is less developed here than in other regions 
of  the world. As a consequence, the number of  indi-
vidual customers using mobile satcoms handsets for 
their everyday private and professional calls — such 
as those produced by Thuraya — is quite high.

Lastly, the customers in this region are very price-
conscious. That can admittedly be said about many 
regions, but particularly so in this region of  the world! 
There is a level of  economic insecurity in a number of  
markets that leads our customers to focus heavily on 
price. However, we can also say that this is universal in 
the sense that it applies to all industries, not just the 
MSS business. We have an in-depth understanding of  
customers’ communications needs in this region and 
have developed a highly tailored approach to the four 
main points outlined above.”

YAHSAT
For the MENA envi-
rons, YahClick has 
debuted from Al 
Yah Satellite Com-
munications Com-
pany PrJsc. Known as 
YahSat, this new satellite broadband Internet service 
will be offered in the Middle East, North Africa, Sub-
Saharan Africa, as well as South West Asia. Enterprise 
and home users will be able to access these new ser-
vices through the company’s new Yahsat-1B satellite, 
their second to be launched. Yahsat happens to be the 
United Arab Emirates’ 
first, nationally owned 
satellite operator. 
The investment firm, 
Mubadala Develop-
ment Company, wholly 
owns YahSat. 

YahClick will fast track 
the deployment of  broadband service and bring the In-
ternet to millions of  underserved and unserved people 
and organizations at costs comparable to terrestrial 
services,” said Jassem Al Zaabi, CEO of  Yahsat. Yahsat-
1B will deliver this connectivity through Ka-band multi-
spot beams, and reusable frequencies will maximize 
spectrum efficiencies, such as the use of  a smaller an-
tenna size with a lower power amplifier.

You Must Possess The Know-How
One critical area to consider as far as your business 
investment in MENA and South American markets is 
acquisition of  the workforce. Qualified individuals who 
can operate your equipment, understand the technolo-
gies, and complement your business efforts, need to 
be located and trained. This is not an easy task. Out-
sourcing critical work back to the home company, or 
transferring personnel to an overseas region, is expen-
sive, worrisome, and time consuming.

If  VSAT is your bread and butter, enter NetHope… this 
is a U.S.-based global information technology alliance 
of  25 of  the world’s larg-
est aid agencies. NetH-
ope operates in part-
nership with the Global 
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VSAT Forum (GVF), the African eDevelopment Re-
source Centre (AeRC), and iDirect, and has initiated an 
advanced VSAT installation and maintenance-training 
program in Nairobi. The training was delivered through 
a new regional capacity-building facility that was estab-
lished to enable the African communications communi-
ty to fully realize the objectives of  ‘Connect Africa’. This 
project is an initiative of  the International Telecommu-
nication Union (ITU). Attending the first workshop were 
staff  from five NetHope aid organizations that repre-
sented five countries that included Kenya, Sudan, Be-

nin, Eritrea, and Tanzania. 
The course is one part of  
three levels of  increasing 
complexity, culminating in 
Level 3 GVF VSAT hands 
on training, skills testing 
and certification. In many 
areas in the developing 

world, and especially Africa, VSAT is the only practical 
solution. However, as mentioned earlier, the technical 
expertise to set up and maintain systems is hard to 
find and expensive to contract. Training the local NGO 
workforce will enable faster, less costly installations 
and increase “up time” once sites are operational.

“Delivering local training is one of  the pillars of  Net- 
Hope’s operations,” said Bill Brindley, NetHope Direc-
tor and CEO. “We plan to build upon our collaboration 
with GVF, AeRC, and iDirect to train 150 local workers 
over the next 18 months in Nairobi. The GVF training 
will also be offered through training centers in West 

and South Africa in early to 
mid 2009.” 

“The satellite industry is 
proud to serve as a partner 
of  NetHope and of  the ITU 
Connect Africa initiative,” said 
David Hartshorn, Secretary 
General of  GVF. “Likewise, iDi-
rect donated three complete 
VSAT systems and installation 
tool kits to NetHope to enable 
sustainable training.”

David Wren, Director of  Field 
Services for iDirect, said, 

“Having the right knowledge without the right tools is a 
weak link in the chain. We want to ensure that NetHope 
technical staff  have the means, knowledge, and experi-
ence to do a proper field installation the first time.”

The Nairobi pilot program will become a standardized 
component of  NetHope’s ICT Skills Building program 
and will be offered to all member organizations, start-
ing in January 2009. Plus, in support of  the NetHope 
program, and as part of  its commitment to the ITU 
‘Connect Africa’ initiative, GVF matched each paid reg-
istration with delivery of  an additional complimentary 
seat in the training course.

NetHope aid organizations plan to install hundreds of  
new VSAT sites in the next 18 months. VSAT solutions 
are also especially critical to deploying relief  in the 
wake of  disasters. Donations for tuition and VSAT tools 
kits are needed to scale local workforce development. 
Select the NetHope webpage graphic for further details.

Come On In...
MENA and South America markets are enthusiasti-
cally open for satcom business. We hope many will be 
able to apply the funding and technologies required to 
provide the clamored-for communication solutions in 
these regions of  the world, where usage growth rates 
continue to climb. MENA and South American markets 
are a call to heed to those in need.

Hartley Lesser, Editorial Director, SatNews Publishers
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by J. Steven Rich, Attorney
Paul, Hastings, Janofsky & Walker LLP

Earlier this year, Arab ministers of commu-
nication meeting in Cairo adopted a set of 
guidelines entitled “Arab Satellite Broad-

casting Charter: Principles for Regulating Satel-
lite Transmission in the 
Arab World.” Only Qatar 
(home of the controver-
sial Arab news channel 
Al-Jazeera) and Lebanon 
initially withheld support 
for the document, and 
conflicting reports sug-
gest that Lebanon may 
have reversed its posi-
tion and later signed the 
document. The contents 
of this charter already 
have generated a great 
deal of controversy, par-
ticularly among human 
rights organizations and 
free speech advocates.

The charter applies to

“transmission entities in 
any of the member Arab 
states in the League of 
Arab States, as well as to 
any entity which practices 
any acts or activities relat-
ed to satellite broadcast 
transmission or satellite 
rebroadcast transmission 
from or directed to the 
Arab states territories, 
[provided] that they have 
a representative office or 
offices in any of them.” 

Thus, even a satellite oper-
ator providing transponder 
capacity to a local service 
provider could be subject 
to these restrictions if  it 

has a single office within any country that is a member 
of  the Arab League.

On its face, much of  the charter appears to be support-
ive of  a free press. For example, Article 1 states that the 
goal of  the charter is to “regulate broadcasting trans-
mission, rebroadcasting transmission and reception in 

Arab League’s SatBroadcasting Charter
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the Arab world, to ensure the right to express opinions, 
preserve Arab culture and promote cultural dialogue 
through satellite broadcasting.” Similarly, Article 5 re-
fers to freedom of  expression as “the cornerstone of  
Arab media.” However, when the above statements are 
considered in the context of  the entire document, it be-
comes apparent that freedom of  expression is support-
ed only within certainly tightly defined limits.

Article 4 of  the charter contains one of  the most 
widely criticized provisions, and provides useful con-
text for the statements concerning free press that are 
contained elsewhere in the charter. That article pro-
vides that, among other things, each satellite broad-
cast transmission or retransmission entity must act 
in a way that will not jeopardize “social peace, na-
tional unity, public order and general propriety.” Such 
language, particularly the references to “national 
unity” and “public order,” could be construed as 
prohibiting satellite broadcasters from carrying any 
commentary or news that would reflect poorly on a 
country’s ruling party.

While Article 5 of  the charter, as noted above, refers 
to freedom of  expression as “the cornerstone of  Arab 
media,” the same sentence provides insight into the 
limitations on such freedom. Taken in its entirety, that 
sentence reads as follows: 

“[each regulated entity] shall abide by freedom of ex-
pression as the cornerstone of Arab media, provided 
that such freedoms are practiced with full responsibil-
ity, for the protection of the supreme interests of Arab 
countries and the Arab world.”

This leads to the distinct possibility that a regulator 
in a single country will make a determination of  what 
is in the best interest of  the “Arab world”—a determi-
nation that may differ markedly from one country to 

another. For example, a regulator in Saudi Arabia may 
have a very different view of  what is in the best inter-
est of  the “Arab world” than would a regulator in the 
United Arab Emirates, and an Egyptian regulator might 
see things differently from his Jordanian counterpart. 

The recent actions of  Egypt—which, together with 
Saudi Arabia, co-sponsored the charter—provide fod-
der for critics of  the charter. For example, state-owned 
NileSat dropped the Al Hiwar network within weeks 
after the adoption of  the charter; Al Hiwar, based in 
London, is viewed as sympathetic to the Muslim Broth-
erhood, Egypt’s main opposition group. Egypt also has 
either temporarily or permanently suspended the oper-
ations of  several other satellite channels this year, and 
has prevented the launch of  others. In addition, Egyp-
tian police confiscated the transmission equipment of  
a news syndicate that provides footage to news agen-
cies such as Al Jazeera and the Associated Press.  
Saudi Arabia also has stepped up its activities against 
satellite broadcasters since passage of  the charter.

Many of  the restrictions contained in the charter, not 
surprisingly, focus on broadcasts that would be offen-
sive to the Muslim faith. Article 6, for example, pro-
vides that satellite broadcasters must 

“refrain from insulting God, revealed religions, proph-
ets, [religious sects], and religious symbols” and “com-
ply with the religious and ethical values of Arab society 
and maintain its family ties and social integrity.” 

Other restrictions address similar concerns, such as a 
prohibition on “inciting hatred based on ethnic, color, 
or religious discrimination” and a requirement to “re-
spect human dignity and the rights of  others.” Such 
restrictions arguably could be viewed as prohibiting 
not only commentary such as the controversial cartoon 
depicting the prophet Mohammed wearing a bomb-
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shaped turban, but even news coverage of  the con-
troversy, or of  the ensuing fatwa, that was announced 
against the Danish cartoonist who drew that cartoon 
and others considered offensive to Islam. 

Certain portions of  the charter go well beyond pro-
hibiting broadcasts that insult the Muslim faith, and 
essentially prohibit the broadcast of  entertainment 
programming that could be viewed as inconsistent 
with such faith. For example, Article 6 requires each 
covered entity to

“prevent from satellite broadcasting transmission or 
satellite retransmission any materials that would in-
clude obscene scenes, or dialogue, or pornography.”

The same article requires broadcasters to

 “eliminate from satellite broadcasting any material 
that would promote smoking and/or alcohol drinking, 
but rather highlight their dangers.”

and to 

“refrain from describing crimes of all forms and kinds 
as an alluring act or portraying the perpetrators as 
heroes or justifying [their] motives.” 

Such restrictions could reasonably be viewed as pro-
hibiting the broadcast of  any films with morally ambig-
uous heroes—including, for example, such blockbust-
ers as The Italian Job or Ocean’s Eleven—and requiring 
heavy censoring of  films, even classic ones, in which 
characters smoke and/or drink. 

Defenders of  the charter have observed that other 
parts of  the world—including the United States and 
the European Union—impose restrictions on the adver-
tising of  tobacco and/or alcohol. It is also noteworthy 
that even Hollywood studios have increasingly moved 
away from on-screen portrayals of  smoking in an at-
tempt to avoid encouraging young people to smoke. 
Whether the restrictions contained in the charter go 
much beyond those found in other parts of  the world 
will turn in large part on how broadly Arab regulators 
interpret the term “promote” in the context of  tobacco 
and alcohol use.

Interestingly, the charter does guarantee freedom of  
expression, or more precisely, freedom of  viewing, in 
one respect. In a political acknowledgment of  the pop-
ularity of  sports in the Arab world, Article 5 provides 
that each broadcaster must 

“ensure the Arab citizen’s right to view the major na-
tional, regional and international events including na-
tional figures or teams through a free to air or encrypt-
ed signals regardless of the ownership of these sports 
events rights, whether inclusive or exclusive.”

This provision reportedly arose as a result of  the deci-
sion in 2006 by Saudi-owned Arab Radio and Televi-
sion to enforce its exclusive right to broadcast World 
Cup matches, which went out on encrypted satellite 
channels and was unavailable to millions of  viewers in 
North Africa. However, the language is broadly worded 
and could be read as covering virtually any national, 
regional, or international event of  significance if  any 
Arab figures are involved. Conversely, the charter 
would not appear to prevent a local regulator from 
banning an international sporting event such as the 
Olympics if  the portion in question included no ath-
letes from that country. 

The charter, which sets forth a general set of  prin-
ciples rather than detailed policy prescriptions, con-
templates that national enabling legislation will be re-
quired in order for it to become effective. For this rea-
son, many commentators have argued that the policy 
is not yet binding and is of  no legal effect. However, 
some signatories—including Egypt—have taken the op-
posite position, and based on Egypt’s actions the char-
ter has clearly had an effect regardless of  its technical 
status. It is still difficult to gauge the practical effect 
of  this charter elsewhere, as it remains to be seen 
whether more progressive Arab League countries such 
as the United Arab Emirates will be willing to take ac-
tion against satellite operators within their borders 
because of  content that is deemed offensive in more 
conservative places such as Saudi Arabia.

About the author

J. Steven Rich is an attorney in the Washington, D.C. office of 

Paul, Hastings, Janofsky & Walker LLP. Mr. Rich specializes in 

corporate and regulatory matters involving communications, 

media and information technology companies, including com-

panies in the satellite industry.
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by Hartley & Pattie Lesser

With the tagline “African Rooted, Globally 
Positioned,” NIGCOMSAT LTD. Is well posi-
tioned to be one of the leading satellite and 

service operators in Africa. Their satellite, NiCom-
Sat-1, was launched on May 13th of 2007, to provide 
communications throughout the Pan-African region. 
The comsat is able to provide full link availability, 
regardless of the weather conditions, even during 
rainfall, which can be quite  intense. Plus, the dense 
African vegetation is of less concern for connectivity 
thanks to high power Ku-band strength that negates 
attenuation and rain fade.

This hybrid satellite was manufactured using radiation-
hardened technology and; is able to reprogram opera-
tions using onboard software; is fault tolerant; and 
is equipped with redundant, high-powered amplifiers 
(an average EIRP (Effective Isotropic Radiated Power) of  
43dB and a peak of  53dB).

With better look angles and shorter latency, due to its 
footprints and beams located directly over the African 
continent, NiComSat-1 is able to provide shorter la-
tency and better look angles. Customers are able to 
obtain services with small equipment requirements, re-
sulting in lower cost, with small dishes and low power 
BUCs and LNBs.

The Nigerian Federal Government invested approxi-
mately $450 million in the project, which covered the 
satellite’s cost, ground station, engineer’s training and 
other related expenses. Elrased Electronic Trading and 
Investment Limited of Sudan invested an additional 

Featured Satellite: NigComSat-1
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$250 million in this satcom project, with $200 million 
factored for the firm’s equity participation and $50 
million for the purchase of  transponders.

In December of  2005, the contract for the satellite was 
signed with China Great Wall Industries (CGWIC) for 
the manufacture and launch of  NigComSat-1. Telesat 
Canada provided management and technical services.

The satellite is based on a DFH-4 platform and is 
3-axis stabilized. There are 14 Ku-, 4 C-, 8 Ka- and 2 L-
band transponders and the satellite deploys seven an-
tennas. The NigComSat-1 was delivered into orbit via a 
Long March 3B launch vehicle on May 14th, 2007. 

NIGCOMSAT offers full teleport support services as well 
as virtual network operators (VNO), the ability to purchase 
bulk bandwidth, full WiFi and WiMAX broadband Internet 
distribution and a community tele-center (CTC) option.

NIGCOMSAT-1 Mission Requirements

Orbit Location      42.5°E•	
Launch Vehicle     LM-3B•	
Launch Mass        5150 kg•	
Service Life         >15 years•	
Reliability           >0.70 at end-of-life•	

NIGCOMSAT is offering a variety of  business opportu-
nities, such as distribution partnerships, transponder 
leasing with affordable pricing, collaboration on re-
search, and more.

Approximately 150,000 engineers, techs, and telecom 
service provider jobs are expected as a result of  this 
satellite. For more information, head over to the NIG-
COMSAT at www.nigcomsat.com

http://www.nigcomsat.com/
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by François Riendeau and Claire Gosselin

The ever-increasing capacities of Earth observa-
tion (EO) satellites and related technologies 
have opened new opportunities for countries 

with incomplete cartographic coverage and/or outdat-
ed maps. For a long time, costly aerial photographic 
surveys were the only way to gather the high-resolu-
tion basic information needed to make maps. Today, 
stereoscopic images from EO satellites covering the 
entire world are sophisticated enough to comply with 
many strict cartographic standards for a fraction of 
the price of aerial survey maps. However, the effec-
tive exploitation of this huge and diversified data 
source requires cartographers to master new tools 
and techniques.

A technology transfer project wherein Canadian ex-
perts trained Peruvian government officials had pre-
cisely this objective in mind. Last June, some 80 par-
ticipants of  this joint project met at the Miraflores 
Park Hotel in Lima. They attended the Final Results 
seminar. The event was organized to highlight how 
each of  the eight Peruvian agencies involved would 
benefit from the use of  Earth observation (EO) satel-
lite images for large-scale, cartographic purposes. The 
project served to introduce the satellite image map-
ping solution developed by VIASAT GeoTechnologies: 
StereoSat™ in their respective mapping programs.

StereoSat is an innovative, economical, and efficient 
EO-based technology designed to produce topograph-
ic, thematic, and cadastral data that complements 
conventional aerial photography-based methods. This 
approach combines remote sensing image analysis 
techniques (image fusion, spectral composites, radio-
metric pre-processing, and such) with digital photo-
grammetry principles (block triangulation, stereoscop-
ic interpretation, and rigorous geometric correction). 
The StereoSat branding not only stands for a set of  
methodologies and applications that capitalize on the 
increased capabilities of  EO satellites, but also reflects 
nearly 20 years of  Company experience in using satel-
lite imagery for cartographic purposes.

Department heads and mapping specialists from 
Peruvian governmental agencies in the base map-
ping1, mining2, natural resources3, agriculture4, public 

works5, as well as municipal7 and cadastral8 sectors 
attended the seminar. Presentations by VIASAT Geo-
Technologies team members and a Canadian Space 
Agency9 official supplemented those of  the Peruvian 
participants. 

The Head of  the Department of Photogrammetry at 
the Instituto Geográfico Nacional (IGN), Captain Percy 
Guillermo, started the technical session by announc-
ing the launch of  the new national topographic map-
ping program at the 1:25 000 scale, entirely based on 
satellite imagery. He described how his team, after a 
relatively short training session by VIASAT GeoTech-
nologies specialists, had initiated the production of  
25 topographic map sheets at 1:25 000 scale using 
SPOT-5 imagery and StereoSat technology. The Peruvi-
an mapping agency estimates their costs, in both time 
and money, will be reduced by roughly 30-35 percent 
by using stereoscopic satellite imagery, rather than 
aerial photography for the production of  these new 

New Mapping Perspectives in Peru

References

1Instituto Geográfico Nacional (IGN)
2Instituto Geológico, Minero y Metalúrgico (IN-
GEMMET)
3Instituto Nacional de Recursos Naturales (INRE-
NA)
4Ministerio de Agricultura (MINAG)
5Universidad Nacional Agraria La Molina 
(UNALM)
6Ministerio de Vivienda, Construcción y Sa-
neamiento (MVCS)
7Servicio de Agua Potable y Alcantarillado de Lima 
(SEDAPAL)
8Comisión para la Formalización de la Propiedad 
Informal (COFOPRI)
9This project was equally financed by the Cana-
dian Space Agency through its Earth Observation 
Applications Development Program, the Quebec 
Ministry of Economic Development, Innovation and 
Export, and VIASAT GeoTechnologies, a member 
of GéoQuébec, a not-for-profit organization com-
posed of 11 private companies and 8 educational 
institutions working with the provincial Govern-
ment to promote Quebec expertise in geomatics 
and land governance.
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topographic map sheets.
During the testing phase, the Company lent technical 
support to IGN photogrammetrists for block triangula-
tion, ground control planning, digital elevation model 
production, and image processing. Validation, per-
formed entirely by IGN staff, revealed that the quality 
standards for that map scale had been fully met. In 
addition to the 1:25 000 topographic maps, a 1:5 000 
map was also produced for demonstration purposes 
(see figure 1 on Page 24). 

Another thrilling moment occurred when the Instituto 
Geológico, Minero y Metalúrgico (INGEMMET) presented 
the first 1:25 000 geological map ever produced in 
Peru. Until then, geological maps had been produced 
at the 1:50 000 scale from aerial photographs.

With StereoSat and using SPOT-5 (5-m resolution) and 
ASTER (30-m resolution) satellite imagery, INGEMMET 
was able to produce a larger scale map containing 
geological/lithological information of  even better qual-
ity than those previously produced. Mapping special-
ists may doubt that satellite imagery can produce bet-
ter results than aerial photography, but Flor Rodriquez, 
geology specialist at INGEMMET, provides an explana-
tion: ”the fact that we can simultaneously view detailed 
spatial features and patterns and a wide spectrum of  
colours greatly facilitates lithological discrimination.” 

That is because a set of  StereoSat techniques allows 
the combination, in a single 3D view, of  the relatively 
high spatial resolution of  SPOT-5 and the high spectral 
resolution of  ASTER. ASTER has nine very near infra-
red and shortwave infrared bands to select from, as 
opposed to a single near infrared band for SPOT-5. 

Moreover, the possibility to interpret on the screen 
and directly produce digital files significantly reduces 
the time needed for the actual map production and 
simplifies fieldwork planning. Normally, to produce 
such a map using the conventional 2D image and 
photo interpretation method would have taken three 
months or so. INGEMMET was able to complete the 
1:25 000 sheet (see figure 2 on Page 25) in half  the 
time, largely due to the increased accuracy obtained 
with the 3D interpretations of  high spatial/spectral 
resolution satellite imagery. 
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Figure 1 : Topographic map (1:5 000) of urban area in Lima produced by Instituto 
Geográfico Nacional using stereoscopic IKONOS imagery
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Other presentations included one by the Instituto Nacio-
nal de Recursos Naturales (INRENA). The 3D interpreta-
tion of  high-resolution (1-m IKONOS) satellite imagery, 
made possible with StereoSat, greatly facilitated their 
task of  producing diverse thematic maps including 
those of  land use (see figure 3), forest cover, geomor-
phological land units and others.

In a specific case, a color composite made of  a mul-
tispectral SPOT-5 image and a synthetically derived 

Figure 2: First ever 1:25 000 geological map produced in Peru through 

satellite photogrammetry

stereoscopic10 RADARSAT-1 image pair helped detect 
and correct interpretation errors produced from ear-
lier 2D work.

References

10Synthetic stereoscopy is a technique that allows 
for the production of an artificial stereoscopic im-
age pair from a single orto-image and an existing 
digital elevation model. 
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They found that topographic context, which can be eas-
ily appreciated using StereoSat techniques, significant-
ly enhanced their satellite image interpretation work. 

Simultaneously, many scientists, including geologists 
and geomorphologists, were interested in the potential 
of  EO satellite images, but were frustrated by the fact 
that they were limited to 2D interpretation. The project 

Figure 3: Map of vegetation cover and land use (1:5 000 scale) produced by 
the Instituto Nacional de Recursos Naturales using stereoscopic IKONOS imagery

This joint Canada-Peru project, initiated in October of  
2006, aimed to demonstrate the advantages of  the 
StereoSat solution in the Peruvian context through the 
creation of  a set of  cartographic products. At that time, 
Peruvian officials considered their topographic database 
to be incomplete and/or outdated — several agencies 
were looking for an economical means that could com-
plement analog aerial photography-based methods.

 

started with a series of  training/work sessions (see 
figure 4) using data acquired over high-priority areas 
in urban and rural settings with varied topographic 
and climatic conditions. Stereoscopic optical (IKONOS, 
ASTER and SPOT-5) and radar (RADARSAT-1) images 
were made available to the Peruvian experts to pro-
duce topographic, thematic, and cadastral maps.

StereoSat had previously been successfully used by 
the Quebec Ministry of Natural Resources and Fauna for 
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1:100 000 topographic mapping in sparsely inhabited 
regions between the 51st and 53rd parallels as well as 
for forest mapping in the North. It had also been tried 
in sub-Saharan Africa as a tool to provide up-to-date 
information for water management.

More information can be obtained on the StereoSat-
Peru project by visiting the Company’s website.

Contact information:
Claire Gosselin
Manager, Business Development
Earth Observation
VIASAT GeoTechnologies
cgosselin@viasat-geo.com

About the author
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CASE STUDY

by Tom De Baere
Director of  Marketing Communications, Newtec

Nigeria-based CobraNet 
is a leading provider of 
broadband Internet ser-

vices. Since 2003, the Company 
has provided the Nigerian Mar-
ket with a highly reliable Inter-
net service and plans further 
expansions in this region as well as into West Africa 
in the near future.

In order to continue its pattern of  growth, CobraNet 
needed to improve the bandwidth efficiency of  its sat-
ellite link between the Intelsat Teleport in Fuchsstadt, 
Germany, and its own teleport in Lagos, Nigeria. When 
dimensioning the initial satellite link, the average and 
extreme climatic conditions at the transmission sites 
and the acceptable probability of  losing the signal due 
to rain fade had to be considered. The transmission 
power and the level of  error correction overhead were 
selected accordingly in order that the signal-to noise-ra-

tio remained above the minimum threshold to guaran-
tee an error-free transmission at all times.  This means 
that most of  the time, when the weather is clear or 
fair, the signal to noise-ratio is well above the minimum 
threshold. During this period, the additional margin 
corresponded to a significant portion of  the available 
data throughput that was wasted with unnecessary er-
ror correction overhead. The satellite link uses 18 MHz 
of  satellite capacity on the forward link (towards Nige-
ria) and 9 MHz on the return and was dimensioned to 
take rain, back-off, and interference into account.

In the case of  CobraNet, due to rain fall which occurs 
only a few days each year, the service had to use the 
minimum threshold to guarantee constant, error-free 
transmissions. Instead of  using the highest possible 
modulation scheme and the lowest possible level of  er-
ror correction, CobraNet needed to dimension its link 
for heavy rainfall. A less efficient transmission method 
(8PSK) had to be used, limiting the throughput to 
38 Mbit/sec in forward and 14 Mbit/sec in return. In 
some cases, very heavy rainfall would cause the link to 
degrade completely—unacceptable to CobraNet.

CobraNet’s Nigerian Connection
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In general, link conditions are influenced by rain fade 
as well as other interference conditions. The latter in-
cludes ground noise due to extreme heat, low elevation 
angles, phase noise, C-band interference with WiMAX 
and microwave, adjacent satellite interference, point-
ing losses, satellite gain variations… all can cause im-
portant quality changes of  the link. The challenge for 
CobraNet was to find a solution that increased the effi-
ciency of  the link and also 
offered a stable, flexible, 
and reliable solution.

The ACM Solution
Adaptive Coding and 
Modulation (ACM) is 
a technology incorpo-
rated into the DVB-S2 
standard and provides 
significant increases in 
bandwidth efficiency 
for a number of  satel-
lite applications. For IP 
trunking and satellite 
backbone links, this rep-
resents a doubling of  
the data throughput, or 
possible savings of  up to 
50 percent of  the satel-
lite costs. 

ACM allows modifica-
tion of  the modulation 
parameters of  a satel-
lite signal on the fly 
without interrupting the 
transmission and with-
out losing data. When 
combined with a mea-
surement of  the instan-
taneous link conditions 
and a system that au-
tomatically adjusts the 
modulation parameters 
every few seconds,

ACM allows use of  the 
highest possible modu-
lation schemes and the 

lowest possible level of  error correction at all times. 
In some instances, the amount of  data transmitted 
in a given satellite segment can be doubled (on aver-
age), compared to a fixed modulation system. When 
the condition of  the link gets worse due to rain fade or 
other interference conditions, the system automatically 
changes the parameters to avoid loss of  signal recep-
tion. An ACM system, therefore, always maximizes the 
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throughput of  a satellite link, while guaranteeing 100 
percent availability of  the link reception. This is partic-
ularly useful for IP transmission, where higher through-

put is always welcome, but where users never want to 
lose their connection. The only downside of  ACM was 
the complexity of  its implementation: the technology 
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requires special transmission and reception equip-
ment, together with a control system that enables the 
communication between the downlink and the uplink 
and manages the variation in the traffic rate. To this 
date, there had been no commercial ACM system avail-
able for point-to-point and point-to-multipoint SCPC/
MCPC systems.  

For point-to-point applications, the ACM solution is 
particularly simple. FlexACM consists of  a software 
controller option enabled on the IP modulator and a 
software client option to be enabled on the IP demodu-
lator.  For bidirectional links, a combined ACM control-
ler and client is available on the Newtec modems. The 
ACM controller automatically communicates with the 
ACM client on the other end of  the transmission chain. 
This communication can be in-band (if  there is a re-
turn satellite channel), or via a terrestrial IP connec-

tion.  If  modems are installed at both ends of  the sat-
ellite link, ACM can be implemented in both directions. 

CobraNet upgraded its network from DVB-S to DVB-S2 
modems and implemented the ACM solution of  New-
tec. Newtec’s technology was incorporated into both 
ends of  the link introducing 16APSK and 32APSK ca-
pabilities for the modulators and demodulators cou-
pled for the first time with Newtec’s Adaptive Coding 
and Modulation (ACM) FlexACM technology.  

Following the upgrade, CobraNet tested the link for 
differences to the efficiency readings and found that 
after the implementation, the satellite link gained 70 
percent in throughput for an average of  300 days a 
year. Plus, the link was able to achieve, in clear skies, a 
forwards efficiency of  65Mbps with 32APSK and a re-
turn efficiency of  32 Mbps with 32APSK. The satellite 
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transmission is now much more robust, guaranteeing 
100 percent service availability.  The system is able to 
sustain very heavy rain fades by dynamically chang-
ing the modulation parameters and progressively add-
ing more error correction when needed. During severe 
thunderstorms with rain fades as deep as 20dB, the 
modulation parameters are changed gradually to QPSK 
2/3 and the data throughput drops momentarily to 
20Mbits/sec in the forward, but the system does not 
loose synchronization. This is the only satellite system 
in the region to maintain its service in the presence of  
such heavy rain. 

This configuration turned out to be particularly simple 
to operate — all functions are integrated in the mo-
dems that talk to each other and automatically config-
ure themselves, negating the need for link budgets or 
transmission tests.

In other network topologies, such as in point-to-multi-
point systems, ACM may also be used: the IP traffic is 
distributed to several receiving points on a single satel-
lite carrier, and each receiving point provides feedback 
on the local reception condition. The ACM system at 
the uplink will automatically and dynamically select 
modulation parameters for each IP packet, depending 
on the destination of  this packet.

If  one of  the receiving points is affected by rain fade, 
the traffic for that point will use more bandwidth, result-
ing in a reduction of  the total available throughput on 
the forward.  The system must then decide how the re-
maining capacity is distributed among the services and 
receiving points. This requires a dynamic shaping of  
the IP services and a QoS management in line with the 
bandwidth variations caused by the ACM behavior. For 

these reasons, the ACM controller, the IP encapsulation, 
and the traffic shaping function are best combined for 
optimum interworking.

The remote sites of  the network are implemented with 
IP demodulators equipped with the ACM client option 
(one way system) or with the modems with a com-
bined ACM controller and client options.

The secrets that make these ACM implementations 
particularly efficient are an accurate measurement 
of  the link margin, which allows the ACM system to 
work optimally while guaranteeing the link availabil-
ity. Second, when adding IP traffic enhancement and 
acceleration technology that takes the ACM behavior 
of  the system into consideration, a full synchroniza-
tion between the ACM part and the IP software part 
can be achieved. This ensures the optimum use of  the 
available bandwidth and avoids any traffic congestion 
in the system.

As Nigeria’s leading Internet provider, it was impor-
tant to continue to stay ahead of  the competition, 
especially in terms of  connection speed and technol-
ogy. That is exactly what was achieved according to 
Karim Boulos, Chairman of  CobraNet: “Newtec has 
given us the chance to experience the significant en-
hancements of  the DVB-S2 standard providing major 
gains in performance and throughput and with the 
addition of  Newtec’s adaptive coding and modulation 
technology, our customers can be sure that they will 
receive a stable, flexible and highly reliable connec-
tion during all weather conditions.”

About the author
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by Carmen Gonzalez-Sanfeliu
V.P., Latin America + Caribbean Sales, Intelsat

With the steady growth of Latin America’s 
largest economies, the region’s telecom-
munications companies (telcos and celcos) 

are working diligently to meet increasing demand for 
more powerful communications networks for enter-
prises and government agencies. These same telcos 
also seek new solutions 
to help meet surging de-
mand for mobile voice 
and Internet connectivity 
from the region’s consum-
ers and businesses. The 
world’s leading satellite 
operators assist Latin 
American telcos by help-
ing them integrate satel-
lite transmissions into 
their service offerings, 
ensuring maximum cover-
age, performance, reli-
ability and continuity.

At the same time, major 
satellite operators are as-
sisting Latin American 
broadcasters on two im-
portant fronts. First, they 
are helping broadcasters 
expand their audience by 
distributing programming 
to the maximum number 
of  cable and DBS provid-
ers worldwide. Second, 
operators are helping 
broadcasters proliferate 
international programming 
into the region from other 
parts of  the world.

Helping TELCOS 
& CELCOS 
At an ever-increasing rate, 
satellite service providers 
are assisting the region’s 
telcos by providing infra-

structure solutions that extend their network. These 
solutions enable communications to reach remote 
and rural areas lacking access to major fiber routes, 
thereby allowing telcos to increase their service of-
ferings into new markets.

The satellite solution is often used for expansion of  
existing networks to cell sites and/or cellular sub-net-
works constrained by conventional terrestrial systems. 

Innovations = Latin American Growth
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The use of  satellite technology is often selected for 
rapid deployment, or as the most cost-effective, avail-
able alternative. 

In areas not accessible by terrestrial circuits, due to 
infrastructure or anti-competitive constraints, satel-
lites have proven to be an ideal solution to help celcos 
meet their network backhaul needs. To enhance cellu-
lar backhaul solutions, progressive satellite operators 
encourage the use of  efficient techniques to optimize 
capital and operating expenses, thus delivering more 
value to their customers.

Quickly deployable, satellite-based solutions provide 
telcos with the ability to expand their offerings rap-
idly on a local, national, and international scale. Latin 
American telcos depend upon satellite technology, with 
fully redundant networks and transmission reliability 
levels of  99.99 percent, to help them deliver uninter-
rupted service for mission-critical applications.

Business Continuity and 
Disaster Recovery
Telcos also depend on satellite technology for enterprise 
networking, supporting a variety of  transactional and 
multimedia applications (including video conferenc-
ing, LAN/WAN interconnections, multicasting, virtual 

private networks, Internet, distance learning, point-of-
sale transactions and VoIP), especially during times 
of  natural and manmade disasters. After decades of  
experiencing the effects of  one of  the world’s most ac-
tive hurricane zones, Caribbean enterprises have placed 
an urgent emphasis on business continuity. Similarly, 
Latin American governments have renewed their focus 
on disaster recovery to better prepare for earthquakes, 
floods, and other natural disasters. Both of  these mar-
ket segments have come to depend upon the versatility 
of  satellite technology.

Every organization depends on its voice, data, and vid-
eo communications to keep operations running at peak 
efficiency. Whether the mission at hand is for a na-
tional bank, a hospital, or a government organization, 
downtime of  just a few minutes can cost thousands 
in lost revenue and unforeseen expenses. A severed 
communications line can paralyze a business, creat-
ing not only financial concerns, but also employee and 
customer safety issues. Any company that has experi-
enced even a minor network outage knows that operat-
ing without critical communications disrupts immedi-
ate operations and can have long-term, negative im-
pacts due to lost data, transaction errors, and eroded 
customer confidence.

Because of  corporate accountability, senior manag-
ers are increasingly 
concerned with the 
reliability of  net-
work systems and 
communications. 
To guarantee that 
business-critical 
networks will be 
dependable, Latin 
American telcos are 
collaborating with 
satellite communi-
cations providers to 
complement wire-
line networks. Un-
like DSL, cable, and 
wireless services 
that depend on lo-
cal facilities, satel-
lite networks bypass 
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the local terrestrial in-
frastructure. With rapid 
switch-over capability, 
nationwide coverage, 
and easy integration 
into an existing IT in-
frastructure, a satellite 
solution can enable a 
company to maintain 
nearly constant op-
erations right through a 
wireline network failure. 

The combination of  wireline and satellite technolo-
gies enables businesses to minimize, or eliminate, lost 
revenue from frozen financial transactions, decreased 
productivity from off-line applications, and safety and 
security concerns over disabled telephone systems.

The Benefits of New Services
In the energy sector, satellite technology provides 
highly reliable service delivering broadband, IP-based 
voice, video, data, and Internet packages to offshore 
platforms, tankers, and remote energy facilities with-
out interruption, regardless of  how many sites need to 
be networked or their geographic location. A satellite-
based infrastructure provides complex networking so-
lutions to keep vessels and stabilized platforms con-
nected to their servers and mainframes, enabling real-
time communications.

By working together with the region’s telcos, 
businesses and governments, the satellite industry 
continues to meet Latin America’s growing 
communications requirements. 

Expanding Audiences for Broadcasters 
In a time when the quality and quantity of  program-
ming is growing rapidly, Latin American broadcasters 
face two distinct challenges: 

How can they expand their audience by dis •	
 tributing programming to the maximum number  
 of cable and DBS providers worldwide, and,

How can they improve customer satisfaction by  •	
 offering the maximum amount of programming  
 from other parts of the world?

The answer is simple: Identify and become a part 
of  a premier satellite neighborhood, one that offers 
leading cable and DTH penetration and world-class 
video content. 

Major satellite operators offer robust Latin American 
video neighborhoods that reach millions of  homes. 
Those satellite video communities offer redundancy, 
reach, and connectivity for cable networks and DTH 
providers transmitting into the Latin American re-
gion. The most innovative operators combine lead-
ing penetration of  cable headends with a network of  
highly qualified channel partners to provide value-
added services.

Leading operators also provide the distribution infra-
structure of  satellite, teleport, and fiber that enables 
effective solutions for global video transmissions. 
These solutions provide seamless connectivity into and 
out of  Latin America. 

Recently, Latin American broadcasters began fac-
ing the growing challenge of  bringing HD content to 
customers. To meet growing regional HD demand, 
major operators use satellites that provide enhanced 
power and filtering to support digital services, high 
levels of  redundancy, and optimal cable and DTH 
system penetration.

By establishing strong partnerships in Latin America, 
leading operators have become ideally suited to meet 
increased demand for satellite capacity from all of  the 
region’s growing markets. These operators will contin-
ue to play a critical role by providing reliable connec-
tivity alternatives that ensure constant access to com-
munications that improve business productivity, safety 
and quality of  life for all Latin Americans.

About the Author
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by Carlos Placido
Analyst, Satellite Communications, NSR

Latin America and the Middle East & North Africa 
(MENA) are regions with (some) similar macro 
economic and telecom conditions. Economic de-

velopments driven by commodity exports have been 
reflected in telecom infrastructure upgrades and 
have lead to increased demand for satellite services 
to support broadcast, broadband, GSM backhaul, 
VSATs, and military applications. The current situ-
ation in both regions is one of demand for satellite 
capacity outpacing supply. One wonders if the current 
supply-constrained situation could shift to a demand-
constrained condition, given the amount of capacity 
planned to be added into these markets, just in time 
for a potential retraction in demand as a consequence 
of a global slowdown. Telco DTH and military de-
mand could have a pivotal effect on the supply-de-
mand structure of satellite capacity in these regions.

The Macro Picture
Latin America and MENA are quite similar, at a mac-
ro level. These regions are essentially net exporting 
economies with abundant natural resources, having 
benefited from the recent global expansionary cycle. 
Their regional GDP growth rates are above 5 percent 
for several years. Population in these regions ranges 
between 300 and 400 million. IMF GDP forecasts for 
2008 range between US$2 and $3 trillion for both re-
gions, and economists tend to suggest that, in view of  
tough economic times, the short-term picture for these 
regions will be relatively good, given growth inertia and 
twin surpluses in many countries. Clearly, there are 
downside risks associated with weakness in the U.S. 
economy and the continuing squeeze in the credit mar-
kets. However, downturns among these net exporter 
and commodity producing regions could lag those of  
Europe and North America.

With more than 60 percent of  the world’s oil reserves, 
MENA has enjoyed the benefits of  rising oil prices, a 
situation reflected on satellite-delivered vertical appli-
cations, which together with demand for the military, 
has lead to quite a solid satellite business. Latin Amer-
ica’s economic growth in recent years, driven by rising 
global prices for commodities such as food and oil, 
has also resulted in good times for the satellite sector. 

About half  of  Latin American exports consist primarily 
of  products such as food, fuel, metals, and minerals, 
and the VSAT sector has clearly benefited from such 
expansion. 

Satellite Supply During 
Challenging Times
Generally speaking, demand for satellite connectivity in 
both regions 
currently 
outpaces 
supply, a 
situation 
clearly re-
flected in 
the rising 
capacity 
costs. It 
appears 
that this 
scenario 
will not 
begin to 
change 
with the 
satellite launches and reconfigurations planned by 
large and small satellite operators until 2010.

In MENA, capacity is limited as a result of  strong de-
mand for TV broadcasting and government use for the 
conflicts in Iraq and Afghanistan. New satellites are 
essentially 
full. There 
are plans 
for the con-
struction of  
a number 
of  satel-
lites that 
will con-
siderably 
augment 
satellite ca-
pacity over 
the next 
five years. 
These sat-
ellites in-

Latin America + MENA Markets
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clude Badr-5, Arabsat-5A, W2A, W3B, W7, NSS-12, 
Yahsat-1A and -1B, Intelsat-17, Amos-4, Nilesat-201, 
and Telstar-11 N.

In Latin America, a similar situation of  demand out-
pacing supply has taken place. Economic growth has 
facilitated the business of  satellite connectivity for 
VSAT networks, cellular backhaul, and more recently 
for telco DTH. It is expect-
ed that between 2010 and 
2011, the supply-demand 
situation could change 
with the planned launches 
that include Satmex-7, 
Simon Bolivar, ArSat, In-
telsat-14 & -16, Amazo-
nas-2, Telstar-11, NSS-14 
and Hispasat-1E.

With so much capacity 
planned, it is important 
to keep in mind that Latin 
America and MENA are 
net export economies, 
thus these regions are 
subject to global economic 
shifts. There are concerns 
about the lagging effects 
of  the U.S. financial crisis 
and how a global econom-
ic slowdown could affect 
these emerging econo-
mies. The supply-con-
strained satellite scenario 
could shift to a demand-
constrained situation rela-
tively quickly, as demand 
could be hampered just in 
time for the planned sup-
ply boosts.

Latin America, in particu-
lar, has a recently experi-
enced this situation. Ca-
pacity tends to be initiated 
in waves, and the number 
of  planned launches raises 
big questions about how 

fast the market can absorb this maximum amount in 
light of  uncertain economic times.

In a hypothetical oversupply scenario, capacity prices 
could drop through competition in these two regions, 
which have shown simultaneous processes of  consoli-
dation and fragmentation in satellite supply. On one 
end of  the spectrum is the world’s largest operators, 
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including Intelsat and SES, with global economies of  
scale, which have augmented their fleets and coverage 
via acquisitions, (i.e., Panamsat acquisition by Intelsat 
and New Skies by SES). 

On the other end of  the spectrum are national govern-
ments and local private groups seeking technological 
independence that have launched, or are in the pro-
cess of  launching, national satellites with domestic 
and regional footprints. This is the case for satellite 
operators such as Simon Bolivar (Venezuela), ArSat 
(Argentina), NileSat (Egypt), and Yahsat (UAE).

Turning Points in Military and
Telco Demand?
One application that could have a pivotal effect on de-
mand in MENA is clearly military applications. In the 
Middle East, a considerable amount of  capacity is be-
ing used for U.S. military operations and, should the 
U.S. pull out quickly from Iraq, a fair amount of  this 
capacity demand could evaporate quickly. The results 
of  the U.S. presidential election will be a proxy of  how 
this situation could unfold, given the presidential can-
didates’ divergent views on the subject.

There will possibly be demand to support cellular ex-
pansion as well as satellite broadband solutions (ex-
ample is Yahsat Ku/Ka band satellite), but NSR ex-
pects broadcast to continue to be the main satellite 
capacity driver. One trend that could substantially af-
fect the supply-demand situation will be linked to how 
fast incumbent telcos and PTTs introduce television to 
complement triple-play offerings.

Latin America and MENA show growing, but still low 
penetration rates of  broadband connectivity, a situation 

that, when combined with the low penetration of  satel-
lite pay TV (MENA has high penetration for Free-to-Air 
satellite TV) and high piracy rates, could facilitate the 
case for telco-led DTH and telco-DTH partnerships. 
Latin America and MENA have upside prospects for 
pay TV. With roughly 15 percent pay TV penetration, 
Latin America is expected to cross the 30 percent pay 
TV penetration mark in less than five years. 

MENA can also see its pay TV subscriber base growing 
over 30 percent. The prospects are, however, not evenly 
spread in these regions of  wide disparities. Argentina 
has more than 54 percent cable TV penetration (larg-
est in Latin America), but it is Brazil that has the larg-
est potential. Similarly, Qatar has over 40 percent pay 
TV penetration (largest in MENA), but it is larger econ-
omies like Saudi Arabia and Egypt that have growth 
potential. The situation for telco TV could involve both 
sector growth as well as churn fighting fronts.

As pointed out by NSR in recent studies, in the race 
to provide bundled services, players are increasingly 
adopting pragmatic moves across traditionally compet-
ing platforms. The business of  telco TV is not absent 
from this push for cross-platform play, and NSR ex-
pects that in regions such as Latin America and MENA 
with good prospects for Pay TV, but limited penetration 
of  DSL broadband, satellites can play a major role in 
facilitating the transport of  bandwidth-hungry televi-
sion to consumers.

Challenging economic times provide opportunities for 
strong telcos to gain market share in television. In 
contrast with past challenging times when consumers 
would eliminate certain services such as cable TV or 
broadband, it is quite likely that consumer spending  
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retraction this time can accelerate the move to effec-
tively priced service bundles.

A good example of  the bundling telco-DTH power can 
be found in Telefonica’s DTH service launch in Chile. 
With aggressive pricing and the bundling advantage, 
Telefonica was able to hook more than 250 thousand 
DTH subscribers since the launch of  the service in 
2006, having captured almost 20 percent of  the pay 
TV market in just two years — perhaps such sounds 
like a small number, but it is considerable, given the 
Chilean market size and especially when considering 
the fact that historical player DirecTV has reached only 
about 100,000 subscribers.

New DTH operations could naturally consider the use 
of  advanced modulation and compression techniques 
like DVB-S2 and MPEG-4 AVC (H.264), but the low-AR-
PU environment will discourage these until the arrival 
of  HD (possibly in 2009) and STB prices decline.

DTH bundled with two-way DSL could also help offset 
serious piracy issues. In Latin America, piracy is a con-
sequence of  users splitting analog cable TV signals. 
MENA piracy is more sophisticated as it involves DTH 
smart card cloning (some believe a 10:1 ratio of  pirat-
ed versus legal pay TV users).

Cable digitization and the push for two-way connec-
tions to STBs provide better piracy fighting tools. Ca-
ble digitization also facilitates the case for the launch 
of  “headend in the sky” platforms and the introduc-
tion of  HDTV. The costs associated with upgrading 
headend infrastructure will prompt small cablecos to 
take this route.

Shifting Needs
The demand-supply scenario for satellite connectivity 
will be subject to economic, political, and technology 
shifts. Military operations in the Middle East and tel-
cos deploying satellite television could mean turning 
points for the demand structure of  satellite capacity in 
MENA and Latin America. Such is a situation that will 
need to locate a healthy match against current and 
planned capacity supply.
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by Marc LeGare and Edward Topasna
CEO + Program Manager, Proactive Communications

The first decade of the 21st Century has offered 
satellite telecommunications providers plenty 
of lessons, challenges, and opportunities from 

the military customer. As the CEO of Proactive Com-
munications, Inc. (PCI), I will address some of the 
broader implications for satellite telecommunications 
providers, lessons that we have learned over the past 
four years of increasing business. True Command, 
Control, and Communications (C3), from the military 
world to corporate environs, is a process whose time 
has come.

Lesson 1: The War On Terror
The two broadest lessons emerging from the long-
term deployments of  U.S. military and their support 
forces revolve around the close integration between 
military satcom and commercial satellite capacity and 
the use of  satellite communications to jumpstart re-
construction efforts. It should come as no surprise not 
all of  the military satcom requirements are met via 
their dedicated fleet of  satellites. In fact, DISA report-
ed in 2008 that the current mix of  military to com-
mercial satellite segment use was 20 to 80 percent 
and is projected to evolve in three to four years to five 
to 95 percent.

This should be good news to the commercial sat-
com (comsatcom) industry and an ongoing integra-
tion challenge for military communications plan-
ners. This integration effort will significantly influ-
ence network security, service delivery, and O&M 
(operations and management). 

Lesson Two:
Jumpstart Success + Satcom
The second learning opportunity, and one that PCI 
has experienced over the past four years, is the use 
of  satellite telecommunications to jumpstart recon-
struction efforts.

In any U.S. military campaign, we can expect enemy 
communications infrastructures to be targeted. Once 
U.S. forces liberate and occupy, reconstruction starts. 

For any number of  practical and strategic reasons, cre-
ating a robust communications infrastructure is an im-
portant step in creating stability.

In Iraq, this was accomplished in support of  the elec-
tions effort and was a significant, ongoing program for 
PCI. The Iraqi C2 Network (IC2N) was the Iraqi Govern-
ment’s largest satellite telecommunications network 
and spanned 258 nodes — every province and every 
major city. The original program did not specifically 
address transitioning the network to Government of  
Iraq (GoI) funding, but this did occur and was a strate-
gic success for the USG.

All elections were supported with secure and non-
secure voice and data. In fact, the network eventually 
became the largest secure Voice over IP (VoIP) network 
over satellite in the world. The ultimate goal for the GoI 

From Military to Corporate, True C3
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is to reduce their total cost of  ownership by migrating 
to wireless, microwave, and fiber connectivity to main-
tain the integrity of  their investment. Satellite telecom-
munications proved to be an invaluable tool in the Iraqi 
reconstructions effort.

The “20-80/5-95” paradigm presents some challenges 
to the industry. As the field 
soldier, airman, sailor, and 
marine become increas-
ingly networked, real-time 
imagery and converged 
communications will in-
crease the demand for 
more bandwidth. The chal-
lenge for milsatcom and 
comsatcom providers is 
how to increase throughput 
without the high invest-
ment costs of  more satel-
lites. We are seeing this 
process occur with DVB-S 
standards, network acceler-
ators, and embedded com-
pression devices. However, 
having this “free capacity” 
means an almost constant 
capital investment on the 
part of  service providers. 
This will be a challenge to 
the industry in balancing 
investment strategies and 
constant technical change. 

A second challenge is 
one we have seen in the 
military and is now ap-
pearing in the commercial 
arena — migrating from 
space segment provider to 
service provider. The cus-
tomer, whether military or 
commercial, looks increas-
ingly for companies that 
can deliver a communica-
tions network in an inte-
grated fashion. Just as the 
military has seen radio, 

telephone, and VTC delivered over microwave and 
satellite, the same is now expected from the 
commercial customer.

In the near future, advanced telecommunications 
providers will have the ability to provide a variety of  
communications services, including VoIP, radio, VTC, 
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and surveillance. This will create a greater quality 
of  service thereby placing more engineering require-
ments and necessitating the placement of  more per-
sonnel in the field on the provider.

As a former war fighter and commander, I can very 
easily visualize PCI as a multifunctional theater com-
munications brigade. For myself, this is a role rever-
sal as well as an adaptation challenge.

Finally, these challenges offer real opportunities to sat-
ellite telecommunications companies who are nimble 
and aggressive. The first opportunity is the ability to 
deploy and support converged communications for 
customers. “Converged communications” can mean 
almost anything from the well-understood Cisco model 
of  data, VoIP, and video, to the DISA concept of  ser-
vice delivery to the fringe.

The company that can design, deploy, and operate 
these converged networks will be the “go to” provider 
for communications requirements that also need satel-
lite space segment for delivery. Customers may include 
the U.S. military, foreign governments, first responders, 
disaster assistance organizations, global corporations, 
or small/medium businesses that require links to glob-
al customer bases.

The diagram above depicts PCI’s converged communi-
cations capabilities as demonstrated at the recent De-
partment of Defense Interoperability Communications 
Exercise (DICE), an annual event sponsored by the 
Joint Forces Command and conducted by the Joint In-
teroperability Test Command. During DICE, PCI dem-
onstrated that our SPaRTAN Communications on the 
Halt vehicle was able to interface and communicate 
with Army North (ARNORTH) and FEMA. PCI was able 
to conduct VTCs, VoIP calls, and email exchange with 



43

FEATURE

SatMagazine — November 2008

various Army units as well as federal and state emer-
gency agencies.

ComSatCom Opportunities Ahead
We see the broader implications of  command, con-
trol, and communications delivered over satellite to 
the military customer surfacing in other customer 
groups. Constrained capacity, growing demand, 
broader uses, converging networks, and technical 
complexity are providing insightful lessons, complex 
challenges, and real opportunities for satellite tele-
communications companies.
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by Jacob Gullish

The government of Cameroon has initiated a 
strategic evaluation of the country’s VSAT seg-
ment. This study highlights an intriguing op-

portunity to understand the impact of the rapid in-
troduction of fiber to the African continent via new 
subsea cables as well as the construction of national 
information communications technology (ICT) back-
bones. The increasing availability of terrestrial fiber 
fundamentally redefines the marketplace for satel-
lite-based communications services. In particular 
the West African VSAT market has been negatively 
impacted as many customers have switched over to 
newly available fiber connections via the SAT-3 sub-
sea cable.

Prior to the cut-over of  the SAT-3 cable in 2001, 
which connects nine West African nations to Europe 
and Asia, most West African countries lacked access 
to international fiber. As this connectivity became 
available, there was a striking migration of  customers 
from satellite access technologies to fiber services. 
This transition forced satellite operators and VSAT 
service providers to adapt to a significantly different 
landscape. Yet at the same time, the Cameroon expe-
rience underscores the strategic value of  satellite con-
nectivity, and the need to liberalize the VSAT sector to 
ensure the development of  a robust ICT sector. Hence, 

the government has initiated the process of  sizing and 
segmenting the VSAT market to determine the optimal 
structure and number of  local satellite 
access providers. 

An underlying element of  the Cameroon VSAT initia-
tive focuses on the need to provide redundancy for in-
ternational communications, while ensuring the broad 
development of  ICT services such as mobile backhaul 
services, rural connectivity, and corporate networks. 
The week-long outage in 2007 along the SAT-3 cable 
certainly emphasized the need for backup infrastruc-
ture. However, policy-makers throughout the region 
increasingly realize that satellites provide far more 
benefit than alternative access. The satellite business 
model has, in fact, evolved beyond point-to-multipoint 
services (e.g., broadcasting and international corpo-
rate networks) to meet critical society benefits for ru-
ral connectivity, disaster planning and recovery, and 
back-end support for broadband wireless. 

For these applications and others, satellites are com-
petitive and superior — they support the development 
of  ICT infrastructure and the information economy. 
While there has been a dramatic decline in VSAT ser-
vices where fiber has been installed, there is a new re-
alization among governments, operators, and consum-
ers that a diversified ICT network using a combination 
of  infrastructures optimizes a mix of  applications. 
Such provides opportunities for emerging hybrid ser-
vices, and ensures continuity of  use during disasters 
and network failures. 

Within the African 
context, the Camer-
oon experience pro-
vides a fascinating 
case that illustrates 
the relationship, competitive and complementary, be-
tween satellite operators and terrestrial service pro-
viders. Cameroon, with 18.5M and a GDP per capi-
tal of  just over US$1,000, is characteristic of  other 
emerging African markets. This is a partially liberal-
ized telecommunications sector.

Monopoly, government-owned operator, CAMTEL, 
provides fixed local and long distance services. The 
marketplace for fixed and mobile terrestrial wireless 

The Cameroon Experience
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services, as well as most other ICT segments, is open 
to competition, and this has resulted in tremendous 
growth of  subscribers and access.

According to the International Telecommunication 
Union (ITU), the VSAT segment remains partially open 
to competition. With an eye of  convergence services, 
the government is also in 
the process of  privatiz-
ing CAMTEL, with mobile 
operators as potential 
bidders. CAMTEL also 
controls access to Cam-
eroon’s sole landing point 
to SAT-3 and addition-
ally maintains the satel-
lite access infrastructure 
with three teleports, VSAT 
hubs, and they work with 
Intelsat and Inmarsat to 
offer satellite transmission 
solutions for voice, data 
and image. 

The introduction of  com-
petition into the Camer-
oon telecommunications 
market produced dra-
matic, positive impact 
on teledensity. In some 
ways, this parallels similar 
growth in other emerging 
worldwide markets follow-
ing the introduction of  
competitive mobile licens-
es. The explosive growth 
of  its mobile sector corre-
sponds to relatively stag-
nant growth in fixed line. 

Based on 2007 ITU data 
over the last five years, 
cellular services grew 
more than 45 percent an-
nually and represent ap-
proximately 96 percent of  
all telephone subscribers. 
At the close of  2007, in 

the region of  80,000 fixed lines were in use, versus 
4.5M cellular subscribers. The relatively small size of  
the broadband market, with some 25,000 subscribers 
in 2007, illustrates the substantial opportunity for new 
ICT business models and applications. The industry 
hope is that the government’s VSAT strategy will justify 
the potential for satellites to provide widespread rural 
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services, two-way, Internet access, as well as support 
deployments of  broadband wireless access. 

The evolution of  fiber in Cameroon also offers impor-
tant lessons for future development of  a robust ICT 
environment. Prior to the cutover of  the SAT-3 subsea 
cable in 2001, Cameroon effectively lacked access to 
international fiber. Cameroon connectivity to SAT-3 
occurred in 2002, and an intercity link between the 
country’s two principal cities, Yaoundé and Douala, 
was implemented in 2005. Initially, a few larger cus-
tomers such as the electricity company AES Sonel 
took advantage of  fiber connectivity. However, large 
scale migration was slow due to the lack of  “last 
mile” infrastructure. In essence, an underdeveloped 
terrestrial network prevented customers from access-
ing newly lit global fiber. 

According to David Hartshorn, Secretary General of  the 
Global VSAT Forum (GVF), the impact on satellite ser-
vices when fiber is first introduced into the market is 
huge and follows a similar process. There’s an initial 
market disruption followed by the reallocation of  satel-
lite resources to segments where satellite capabilities 
surpass, or support, terrestrial ICT services. 

Based on the accounts of  GVF members around 
the world, “There is a pattern triggered when fiber 
first appears on the scene in a developing country. 
Before the fiber is deployed, and in the absence of  
links to support strong demand for point-to-point 
communications, satellite is often the default op-
tion.” In other words, in markets that lack fiber con-
nectivity, local VSAT operators provide thick-route 
links between cities. As terrestrial operators light 
up fiber-optic cable along those links, satellite pro-
viders are unable to compete on price, latency, and 
throughput. While satellite continues to have an im-
portant role as backup, VSAT terminals are often re-
moved from the customer premises.

According to VSAT providers in Cameroon, the country 
experienced a similar process. The true transforma-
tion didn’t occur until 2006 when substantial last mile 
solutions were implemented. The effect of  global fiber 
on satellite demand became obvious. Brian Ayres, Di-
rector General of  Avilyos, S.A., a leading Cameroon-
based networking company with significant VSAT     

expertise, said, “During this period, Avilyos managed 
a network of  some 40 C-band VSATs for MTN. Com-
mencing in late 2005, MTN Network Solutions acti-
vated DOCSIS wireless local loop systems in the eight 
major cities of  Cameroon. From late 2007 until mid-
2008, they installed WiMAX networks in all major cit-
ies of  Cameroon. Now, 90 percent of  the VSATs that 
Avilyos managed for MTN have been migrated to the 
terrestrial network.” 

Avilyos Teleport
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Mr. Ayres points out, however, that while access to the 
SAT-3 cable represented a major milestone in the de-
velopment of  Cameroon’s ICT, the market has not fully 
digested the complex role that satellite plays on market 
competition, hybrid services, and infrastructure securi-
ty. As customers migrated to subsea fiber, they did not 
address the key issue of  backup connectivity, and as a 
result, Avilyos experience a surge of  activity in Novem-
ber 2007 when a major fault occurred along the SAT-3 
line which cut off  internet access for several days.  

“In their excitement [to migrate to subsea fiber] they 
overlooked two important points,” said Ayres. “First, the 
service would be managed by the traditional operator, 
which frequently has the speed and efficiency of  a di-
nosaur. Second, the service would be subject to failures 
just as any other service.  Thus, the end users with deep 
pockets have the potential to experience the possible 

advantages of  low latency broadband, but are frequent-
ly disappointed with the quality of  service, which is of-
ten inferior to that provided through satellite services.” 

To adapt to this new market environment, companies 
such as Avilyos will increasingly look to service tradi-
tional markets such as television broadcast, distribu-
tion, and newsgathering. They will then become the 
prime services to be provided by satellite as well as 
all services to remote areas — indeed, to any point on 
the planet. These market segments are where satellites 
continue to offer cost-effective service. 

In addition, satellites ensure that multinational ser-
vices provide a single point of  interaction and pay-
ment. This is particularly valuable for redundancy 
and for support of  international corporate networks. 
According to Mr. Ayres, “The simplicity of  the satel-
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lite model should not be overlooked: if, for example, a 
corporate head office wishes to maintain links to all of  
its branches in Africa, this can be done with one link 
via satellite directly to all of  the branches. In the fiber 
model, it is far more complex.”

David Hartshorn agrees, citing that while fiber is cost 
effective for point-to-point links, satellite is the optimal 
solution for geographically distributed applications 
and point-to-multipoint services. As Cameroon’s mar-
ket matures, operators should look at how satellites 
and VSATs are integrated into more advanced econo-
mies such as Europe and the United States, “Look 
no further a field than the U.S. market where, despite 
the abundant availability of  fiber, the single largest 
installed base of  VSATs of  any nation in the world is 
alive and well!” 

More relevant to Africa, Mr. Hartshorn explains the evo-
lution of  VSAT services in emerging markets such as 
Brazil, Mexico, and Peru. In Brazil, VSAT operators have 
migrated from point-to-point links for traffic between 
major cities such as Sao Paulo and Rio to providing 
wide-area-network enterprise services, often to rural 
areas. As an example, in Brazil, the GESAC project has 
been cited as major success in delivering communica-
tions to the “have-nots” in rural Brazil, and the proj-
ect is currently being expanded into follow-on phases. 
“We’ve seen this trend emerging elsewhere in the re-
gion — FITEL in Peru, Compartel in Colombia, Enci-
clomedia in Mexico, UNOPAR in Brasil — as well as in 
every other major region of  the world.” 

As the government of  Cameroon moves forward with 
its strategic needs assessment of  the country’s VSAT 
market, there is a growing international consensus 
that satellites play a pivotal role in the development 
and maintenance of  a robust ICT sector. Of  course, 
terrestrial fiber and wireless infrastructure plays a sim-
ilarly valuable role, yet understanding the relationship 
and reliance between technologies is critical to maxi-
mizing the economic and social benefits of  informa-
tion technology. 

As new subsea fiber goes live in East Africa along the 
EASSy and SEACOM cables, local VSAT providers will 
likely experience a swift rebalancing between terres-
trial and satellite-based services. As the African fiber 

network expands and becomes fully integrated in the 
ICT backbone, the local satellite industry must prepare 
itself  for change and articulate areas of  advantage 
over fiber solutions. As we have seen in other parts 
of  the world where fiber has been introduced, the de-
mand for satellite continues to grow, but from different 
sources. As the government of  Cameroon reviews its 
VSAT market, the country should keep its eye on the 
full potential of  satellite solutions to provide distrib-
uted communications, rural services, and complement 
the country’s terrestrial fiber and wireless networks.
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The SAT-3 landing points:

1. Sesimbra, Portugal
2. Chipiona, Spain (though this landing is considered to 
be part of the Telefonica domestic network)
3. Altavista, Gran Canaria, Spain and in Africa:
4. Dakar, Senegal
5. Abidjan, Côte d’Ivoire
6. Accra, Ghana
7. Cotonou, Benin
8. Lagos, Nigeria
9. Douala, Cameroon
10. Libreville, Gabon
11. Cacuaco, Angola
12. Melkbosstrand, 
South Africa meeting 
undersea cable “SAFE”

mailto:jgullish@yahoo.com
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by Robert Bell
Executive Director, World Teleport Association

When thinking about the satellite communi-
cations industry, most people will immedi-
ately look upwards where hundreds of sat-

ellites are orbiting the Earth transmitting the voice, 
video, and data communi-
cations we all rely heavily 
upon — however, the real 
value lies much closer 
to home. The $13 billion 
teleport sector produces 
more than 15 percent of 
the world satellite com-
munications revenue. 
Teleport operators are no 
longer simply providers 
of basic uplinking and 
downlinking services.

Today’s teleport operators 
have evolved into provid-
ers of  complex solutions 
ranging from TV program 
production and post-pro-
duction to content hosting 
and distribution, systems 
integration to network 
management. While mo-
nopolistic national carri-
ers continue to operate in 
many regions, the com-
petitive commercial play-
ers in this sector include 
independent “uplinkers,” 
global hybrid carriers, and 
specialized service provid-
ers for whom satellites are 
a means to the end of  pro-
viding a high-value service 
to their customers.

Strong Growth
Every year the World  
Teleport Association 
(WTA) issues the Top 
Teleport rankings. Sur-

veying teleport operators around the world regarding 
their revenues, revenue growth, facilities, services, 
and business results develops this ranking. Based 
on this information, WTA publishes rankings of  the 
Global Top 20 (companies by revenue including in-
dependents, carriers, and technology companies, 
the Independent Top 20 (companies by revenue ex-

What Makes A Top Teleport Operator?
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cluding satellite and fiber carriers), and the Fast 20 
(based on year-over-year revenue growth, including 
independents, carriers, and technology companies).

All of  the companies comprising the 2007 Top Tele-
port Operators experienced strong growth over the 
prior year. The 2007 Global Top 20 had $9.5 billion 
in annual revenues, up 11 percent from the total reve-
nues of  the 2006 Global Top 20. The Independent Top 
20 had a higher growth rate at 15 percent, with total 
2007 revenues of  $2.2 billion. The Fast 20 grew an av-
erage of  35 percent to $7.5 billion in 2007 revenues.

While membership in the Top Operators rankings 
changes from year to year, more than 30 companies 
have submitted data consistently for the past three 
years. These companies show the same pattern of  
strong top-line growth with $5.4 billion in revenue, 
up 39 percent from the total two years before. That’s 
an average 20 percent annual growth rate, including 
small, mid-size and large companies.

Show Me the Money
According to the survey, the average teleport operator 
earns revenues in several categories: “Teleport and val-
ue-added services” which includes traditional transmis-
sion services including up/downlinking, modulation/
demodulation, encryption, standards conversation, 
switching, and routing; “Satellite” which is the resale 
of  transponder capacity; and “Fiber and Microwave” 
which covers sale or resale of  terrestrial capacity. 

In terms of  transmission, there has been a noticeable 
shift in 2007 with teleport operators earning slightly 
more of  their revenue from the resale of  transponders 
and slightly less from fiber/microwave capacity sales. 
Yet looking forward three years, operators expect that 
the percentage of  their revenues from transmission 
will decline while non-transmission services will jump 
by 33 percent from today’s levels.

Where’s the Money Coming From?
Since 2006, there has been a shift in the mix of  ser-
vices teleport operators are offering. A higher percent-
age of  operators reported offering transponder sales, 
systems integration, and systems design, portable/
flyaway uplinking, network management, voice ser-
vices, site commissioning, and post-production and 

production services than in 2006 — fewer offered ter-
restrial connectivity, enterprise data services, SNG, or 
non-broadcast content distribution. While fewer opera-
tors seem to offer enterprise data services, those that 
do have seen strong growth. Forty percent of  respon-
dents in 2007 reported generating at least half  of  
their revenue from enterprise networking compared to 
20 percent the year before. That’s a surprising shift for 
an industry that once was driven almost exclusively by 
broadcast-quality video.

Will the Growth Trend Continue? 
The 2007 Top Operators are an optimistic bunch. 
Asked which markets they expected to grow most 
strongly, Africa was put at the top of  the list, followed 
by Europe, Latin America, North America, and the 
Caribbean. About half  of  the Top Operators expected 
growth even in the weakest West Asian market.

The nominations for the 2008 Top Teleport Operator 
rankings closed in mid-October and the ranking will 
appear in November. However, the financial crisis that 
has rocked Wall Street and brought the global financial 
markets to their knees over the last couple of  months 
will most likely have a significant impact on the 2009 
results. While we won’t know what the effect will be on 
the teleport sector for some time, it’s safe to assume 
that the industry will be keeping a close eye on their 
business plans.
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The Inside the Top Teleport Operators of 2007 report, as 
well as a host of  other research reports, can be found 
on the World Teleport Association website. The reports 
are free to WTA members and available to non-mem-
bers via the online store.

About the author
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Since 1985, the World Teleport Asso-
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service providers to global hybrid carriers. They provide 

a broad and expanding range of  value-added services, 

from origination of  TV and radio channels to the integra-

tion and management of  complex networks, and from IP-

based content distribution to mobile telephony backhaul. 

For Teleport Operators

WTA is dedicated to helping the operators of  teleports to 

improve their operations, develop their markets, and grow 

their businesses within the $13 billion teleport sector of  

the global satellite industry. WTA helps members under-

stand how big market changes will affect them, and offers 

information and advice on best practices in teleport op-

erations and technology.

 

Market Development

Through ongoing public relations campaigns, annual 

Awards program, participation in events and market re-

search, WTA works to build recognition for the teleport 

sector among satellite communications customers in me-

dia, enterprise and government. 

Building Businesses

WTA provides its members with access to business oppor-

tunities around the world, with companies featured in the 

SATCON Marketplace, the searchable online directory of  

providers with detailed information on products, services, 

and connectivity.  Alerts are sent to them by email regard-

ing sales opportunities in the media, enterprise, and gov-

ernment markets. The WTA guides companies to potential 

customers and strategic allies within our membership and 

open the door for them with personal introductions. 

 

For Companies That Do Business

With Teleports

New channels to the industry are opened.  Non-teleport 

members include:

Satellite and hybrid network operators•	

Providers and integrators of satelite  •	
communications technology

Producers of system, network and con-•	
tent management software

Consultants on technology, business and marketing•	

Business support services for the industry•	

For more information regarding the World •	
Teleport Association, from membership op-
tions to the services offered, select the or-
ganization’s web page graphic below.
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by Troy Brandon
Product Manager, Entropic Communications

Over the last five years, the satellite market has 
continued to increase subscribers globally and 
is projected to grow at 10.5 percent compound 

annual growth rate through 2012. 

This growth is largely driven by the attractive packages 
and the availability of  HD content, live sporting events, 
ethnic programming, local content, and premium mov-
ies which provide entertainment value to the end con-
sumer. Consumer demand for advanced entertainment 
options such as digital video recorder (DVR), or personal 
video recorder (PVR), and their high satisfaction with 
the experience is lowering service provider churn rates. 
The phenomenon is helping service providers offset the 
investment required to deploy these advanced services 
and remain competitive. 

Installation Complexity
Changes in the TV viewing experience and the adop-
tion of  DVRs, sometimes multiple DVRs per household, 
have created an increasingly complex, difficult, and 
expensive installation for DBS service providers. Tradi-
tional DBS installations consist of  one or more dishes 
with an applicable low noise block (LNB) converter. 

The output(s) of  the LNB is either run directly to each 
satellite set top box (STB) in the home, or to a multi-
switch in which the outputs are then run to the STB. 
An individual cable run is required from either the 
LNB, or multi-switch, to each tuner in the STB. A typi-
cal DVR/PVR has at least two tuners to support watch 
and record functionality. For a traditional DBS installa-
tion, this DVR would require two cable runs to the STB. 
A home with three DVR STBs would require six cable 
runs. One can see how this complex cabling architec-
ture would be an area of  concern for the DBS Operator 
and homeowner alike. 

Changing DBS Delivery
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Many new customers are unaware of  these cabling 
complexities when signing up for a new DBS subscrip-
tion or DBS service. In San Diego, local installers re-
port initial installation rejection rates as high as 15 
percent. For the operators, consumer rejection not only 
represents lost subscription revenues, but also higher 
operating costs. For example, at the point of  rejection, 
the DBS Operator has invested in the installer’s truck 
roll and all the equipment required for the expected in-
stallation, but has nothing to show for it. The custom-
ers, who do not reject the DBS installation, have to live 
with unsightly large cable bundles required to support 
the complex cabling network. 

However, in most U.S. homes, there is a cabling net-
work already in place. This usually consists of  a single 
point of  entry at the curb or garage with splitters used 
as required to support multi-room outlets. This preex-
isting network goes largely unused during a traditional 
DBS installation, resulting in a lost opportunity to le-
verage the existing cabling and extra labor and mate-
rial costs to the Operator.

DBS customers and operators alike face another prob-
lem with traditional installations when upgrades or 
additional services are implemented. For most instal-
lations, an installer would typically add exactly enough 
cabling to support the customer’s initial order. For 
example, if  the customer wanted a DVR in the main 
viewing location and a single tuner STB in the master 
bedroom, the installer would run the required three ca-
bles, hook up the STBs and leave. A few months down 
the road after the customer has fallen in love with the 
DVR convenience, they call up the Operator to swap 
out the single tuner STB in the master bedroom with a 
DVR. This upgrade will require another truck roll to the 
premise, another cable run to the master bedroom, 
and then the simple swap out of  STBs.

With most large DBS Operators offering some form 
of  Pay Per View (PPV) or Video on Demand (VOD) ser-
vices, each STB is typically required to connect to a 
phone line. In many cases, the DBS installer must 
install a phone jack near the STB or run long phone 
lines around the room. In addition to these advanced 
services, DBS Operators need to incorporate Home 
Networking capabilities such as Multi Media over Coax 
(MoCA) into their systems. Traditional DBS systems re-
quire the full 950MHz to 2150MHz band to be used to 

support all the channels, below this band is Cable and 
Terrestrial TV. This does not leave large gaps of  open 
bandwidth on a cable network.

The Single Wire Solution
Satellite service providers are investing in ways to re-
duce the problems associated with providing advanced 
services to their subscriber base and simplify the over-
all installation and upgrade process. The viable solu-
tion should allow for easy installation, easy upgrades, 
multiple tuner support and enhanced aesthetics for 
the subscriber. 

This solution exists and is being adopted today by DBS 
providers in the U.S. and Europe. The solution lever-
ages the coax infrastructure already in the house and 
delivers DBS programming over a single wire.

Channel Stacking Switch (CSS) products support mul-
tiple polarity bands down a single cable. Instead of  
switching the entire polarity band down the cable as in 
traditional multiswitch products, a CSS IC allows just 
the customer requested 32MHz channel to be switched 
down the cable. This allows many tuners to be sup-
ported inside the home across the 1.2GHz of  total 
BW available. There is filtering required to ensure that 
each video channel (or User Band) does not interfere 
with each other, which bumps the channel spacing to 
~102MHz. This allows for 12 unique tuners to be sup-
ported down a single cable run. 

With a CSS integrated solution the DBS Operator can 
provide a customer installation experience without 
the complexities tied to typical installations. A single 
cable feed into preexisting coax wiring not only drasti-
cally simplifies the installation but also provides sub-
stantial material costs savings. The “No New Wires” 
ideal is a reality with CSS products. The Installer is 
in a much better position to up-sell equipment at the 
customer site and utilize best practices for the instal-
lation. Fewer HW connections lend to higher reliability 
and an improved HD experience for the end user.

This product provides the future proofing needed for 
allowing plug and play upgrades. When a user wishes 
to upgrade to a DVR the DBS Operator can ship the 
product directly to the customer versus an expensive 
service call. 
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A single cable network allows VOD and PPV support 
with only a central conveniently located phone line 
connection versus a connection at each STB location. 
Additionally, with the CSS frequency agility, a DBS   
Operator is able to create large chunks of  BW within 

CSS Is Cool

A Channel Stacking Switch IC is a multiple-
input multiple-output device. It typically has 
N 1.2 GHz inputs that can be cascaded to ad-
ditional chips as required (to expand output 
capacity). These inputs are fed into a large N-
pole M-Throw switch that outputs to M mixers. 
Each mixer path then translates only the user 
requested transponder to a predetermined 
fixed frequency within the 950-2150 MHz band.

This fixed frequency is unique for each tuner 
on the single cable output.  Each tuner in the 
STB always stays at this fixed frequency while 
the CSS IC translates the user requested con-
tent down the cable to this exact frequency. 
This architecture requires no hardware change 
to the STB design.  Communications protocol 
between the CSS IC and the STB is handled 
via the CENELEC EN50495 standard or pro-
prietary systems.

Banding Together

At the output side of the LNB, the DBS band 
is 950-2150MHz; this is 1.2GHz of BW avail-
able for the Operator to use to support all of 
their channels. Typically there is 4GHz of BW 
required per satellite. This is usually broken 
into 500MHz to 1GHz bands in order to fit into 
the 1.2GHz BW available on the cable.

As operators add satellites, their BW needs 
increases accordingly. With only 1.2GHz of BW 
available on a cable, the DBS industry has de-
veloped communications standards that allow 
the applicable polarity band (500MHz to 1GHz 
of BW) to be switched down the cable. Which 
band is switched down the cable depends 
upon which channel the end user is requesting 
at the viewing location.

A single channel is ~32MHz depending upon 
the operator modulation scheme. The viewer 
only wants to look at the single channel, but 
to see the individual channel the whole band 
needs to be switched down the cable. The STB 
tuner then tunes across this band to the re-
quired channel. Additional satellites require 
complex switching configurations in the LNB.
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the 950MHz -2150 MHz band. This entire band is re-
served for DBS service, which provides the Operator 
means to incorporate a whole home networked system. 
Providing a solution for advanced services has a major 
positive impact on the DBS Operator’s ability to com-
pete in the competitive business of  Pay-TV.

A CSS solution enables DBS Operators to lower their 
Subscriber Acquisition Cost (SAC) by reducing equip-
ment and installation costs, increase Annual Revenue 
Per User (ARPU) by enabling churn reducing DVRs 
and advanced commercial services such as VOD and 
Whole Home Networking. Installation complexities are 
removed as a barrier to entry and upgrade costs are 
drastically reduced. A single cable network increases 
reliability and quality of  service while providing a 
shielded closed network to each home viewing loca-
tion. When CSS and home networking solutions such 
as MoCA are combined, DBS Operators increase their 
competitiveness and ability to satisfy the consumer.
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by Chris Forrester

Super HDTV, NHK’s 8K format ‘next generation’ 
broadcast technology, was displayed in all of 
its visual and audio glory at IBC. In the view of 

most of the observers, Super HDTV represents the 
‘next step’ for higher definition (HD).  NHK’s demon-
stration theatre will almost certainly be present at 
NAB in April of 2009,  so be certain to take a peek at 
the technology — I think you’ll be impressed. 

In the words of  many industry professionals who wit-
nessed the NHK demo at IBC, it isn’t so much that the 
images are stunning (they are!), and the audio phe-
nomenal (which it is!), but in the manner in which the 
technology has progressed and matured over the past 
two years. The other dramatic change over that time-
frame is that the actual ‘delivery date’ has shortened. 
A couple of  years ago, NHK was stating 2025 for the 
mass-market — that’s now 2018 or 2020. 

That’s quite a considerable difference. With detailed 
trials and tests likely to start in Japan in about 4 years 
time, the prospects of  a 2016 Olympics (perhaps in 
Chicago) being transmitted to Japan on Super Hi-Vi-
sion is now a distinct possibility. Moreover, the world’s 
satellite operators must be rubbing their hands with 
glee at the thought of  all this extra contribution as well 
as DTH transmission being in Super HD. 

“It is the next big technology jump,” said Hans Hoff-
mann, the European Broadcasting Union’s (EBU) se-
nior engineer. “Broadcasters around the world are now 
migrating to HDTV. We know HD has two standards — 
720p or 1080i. The next step is 1080p at 50 or 60 Hz. 
Then the industry has to look at the next big technol-
ogy jump. Investment is all-important, while we must 
also remember that there are other interested parties, 
like the gaming sector, interested in what we are do-
ing, or the role broadband and a home storage device 
might play.”

Peter Symes, the Society of Motion Picture and Televi-
sion Engineers (SMPTE) director of  standards and en-
gineering, agreed that Super HDTV is a very forward-
looking development from NHK. “In some ways, we 
are at the same point today that high-definition was 
in during the late 1970’s. We are already at the same  

position HD was in the mid-1980’s. The main point 
here is that people are now looking at developing ap-
plications based on standards.”

Asked whether a ‘World Standard’ for Super HD might 
now emerge, Symes replied  “It could, but don’t ask 
me if  it will!”  He added that NHK’s demonstration 
showed what was possible with today’s technology. 
“However, 140 Mb/s for distribution to the home is 
not practical.”

Hoffman said the EBU welcomed the fact that Super HD 
was a Progressive standard. “However, for the moment, 
it concentrates only on spatial enhancements. We might 
also see the enhancement of  temporal resolution, for 
example, and this might result in us taking the frame 
rate up to 100 or 200 or even 300 fps, not at 8k but us-
ing 4k in order to keep bandwidth manageable.”

Super HD – But When?
There’s been remarkable progress on the NHK Super 
HD project over the past two years. While the cameras 
are still best described as ‘advanced prototypes’ they 
now have everyday flexibility in terms of  zoom and 
focus. This, together with the progress being made 
in projector technology as well as flat-panel develop-
ments has given NHK the confidence to significantly 
reduce their anticipated service date introduction.  
Two years ago NHK were predicting a introduction date 
2025 date (and coincidentally the 100th anniversary 
birthday for NHK). 

“Today,” says NHK’s R&D chief  Dr. Keiichi Kubota, “a 

Super HD: Technology Jump?

NHK Headquarters —Shibuya
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2025 introduction is too long.  In my view 10 years 
is enough. It is our responsibility to show broadcast-
ers and network operators that Super High Vision is 
not just a dream but a real future television system.”  
Kubota said the system was best viewed on large flat-
panels of  at least 70 to 100-inches and these would 
start appearing in the next 2-3 years, and then at in-
creasingly affordable prices.          

NHK’s team leader Dr. Kubota highlighted two big dif-
ferences since Super H-Vision wowed visitors to IBC 
06. First was the optical fiber and satellite transmis-
sions from London and Turin (handled by Cable & 
Wireless and Eutelsat, respectively). 

Second was the concerted R&D support of  the BBC, 
RAI and the EBU. More partners are being sought. It is 
no coincidence that, a few months ago, a senior engi-
neer from NAB was in Tokyo talking to NHK.

“NHK’s goal is for Super Hi-Vision to be enjoyed in ev-
ery home,” said Kubota. “ It is our responsibility to 
show broadcasters and network operators that it is 
not just a dream but a real future television system.”  
Kubota believes public attended applications will be 
possible before a full production system is possible 
around 2020. 

Examples were given of  museums and galleries where 
‘transmission’ wasn’t a problem. Same with city centre 
venues for high-quality concerts, ceremonial occasions, 
and the like. 

Speaking for the BBC, Dr. John Zubrzycki, principal 
research engineer, BBC Research & Innovation, said: 
“We started our practical work at the beginning of  
2007 with Dirac coding. I think Dr Kubota is probably 
right about the 12-year program, because although 
the transmission demo shows NHK has come a long 
way we still have prototype cameras and projector 
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systems,” he added. “And of  course, the big thing to 
wait for is full 8K resolution of  domestic displays.”

[Editor’s note: Dirac coding is a prototype 
algorithm for the encoding and decoding of  
raw video.]

The prototype cameras used for the demo used offset 
4K sensors to record the 
8K images. NHK has now 
developed a full 8K sen-
sor with 33 mega pixels. 
The compression used for 
the satellite transmission 
from RAI in Turin (16 par-
allel H264 encoders) took 
the obvious toll on the 
projected image, which 
Zubrzycki acknowledged.

“There are still a lot of  improvements to be completed 
with video coding, and that’s really the core of  our 
research with NHK. We need to improve on the qual-
ity and reduce the bit rate further to make it more ef-
ficient for satellite broadcasting,” he said. “The next 
step we’d like to see is the BBC’s Dirac hardware and 
move away from software coding. There will be further 
developments towards making contribution links more 
practical for doing outside events,” he added. 

Andy Bower, the BBC’s head of  Broadcast Research & 
Innovation, speaking at IBC, said the world would em-
brace next-generation HDTV. “Audiences demand and 
expect increasing levels of  picture quality and user 
experience,” he said. “Past developments, from John 
Logie Baird’s 30-line television system in the 1930’s, 
right up to today with the launch of  digital HD services 
in many countries over the past year, have been the 
“high-definition” systems of  their time.”

He explained history reveals that as technology ad-
vances, affordable receivers become available to meet 
audience’s demands for quality and user-experience. 
“The acquisition of  large flat-panel displays is grow-
ing quickly across the world. They are getting larger 
and thinner, with increasingly better picture quality. 
Consumers will get higher resolution content from re-
cordable media, such as Blu-ray. Higher resolutions 

will become available for gaming and computer ap-
plications. Digital Cinema and 3D in digital cinemas is 
growing — consumers will eventually expect this con-
tent and experience in their own homes. So broadcast-
ing must keep up, or even set the pace!”

Bower also believes the next level of  HDTV will not 
require 25 years to occur. “While it probably will not 
take that length of  time for the next generation of  sys-
tems, we need to research the foundations for ‘Beyond 
HDTV’ now. However, it is too early to know exactly 
which system or systems will eventually succeed our 
current HD services.”

He described NHK Japan’s Super HD development as 
a “prime candidate” for further work, and was a great 
start. “With greater spatial resolution, higher frame 
rates of  several hundred frames per second or more 
are likely to be needed to preserve picture detail on 
moving objects, or when the scene pans. Fundamen-
tal studies are underway within a number of  research 
laboratories to investigate this.”

“To date, development of  Super HD has very much fo-
cused on increasing spatial resolution, interest in the 
use of  higher frame rates to improve dynamic resolu-
tion on moving objects or for panning, is now growing. 
It is likely that frame rates well beyond the current 60 
Hz, and of  the order of  240 Hz, are needed as you 
quadruple linear resolution of  current HD, said Bower.”

Besides the NHK efforts, there was some considerable 
heavy lifting done by some other consortium members. 
Siemens (the old BBC Technology arm) handled this ex-
perimental format of  the future, which is 16 times the 
resolution of  ‘ordinary’ HD.  Project management for 
the London demonstration was in the hands of  Siemens 
IT Solutions and Services, who designed, tested, and 
implemented the IT and broadcasting infrastructure. 

Part of  the overall circuitry came from Eutelsat, which 
supplied a pair of  satellite transponders for the exer-
cise. This portion of  the scheme was handled by SIS 
Live (formerly BBC Outside Broadcast). Italy’s RAI 
public broadcaster was also involved. At RAI’s research 
centre in Turin, the content was played out into the 
IBC demonstrations and was compressed using 16  
MPEG-4 encoders to a bitrate of  140 Mb/s. Eutelsat is 
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provid-
ing two 
full tran-
spon-
ders on 
Atlantic 
Bird-3 
to carry the signal to Amsterdam.

The live feeds were broadcast via the Siemens Lon-
don Media Gateway and 1Gbit/s international links 
from partner Cable & Wireless. Siemens and Cable & 
Wireless say they worked together to supply a resilient 
circuit architecture that would provide error free and 
minimal IP packet jitter and loss for the transmission. 
Then, Siemens subjected the circuits to testing, using 
the standard IP network testers as well as techniques 
developed with WAN and LAN tests for the transmis-
sion of  streamed broadcast content.
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by John Stone
Partner, Near Earth LLC

Something important happened quite recently! 
The price of reaching the final frontier went 
down by ~75 percent. If it appears as though 

I’m being obscure with that statement, it’s because 
I’m talking about a comparatively remote effect rather 
than its much more heralded proximate cause: The 
successful flight of Space Exploration Technologies 
(SpaceX) Falcon 1 launch vehicle. 
 
Following three successive attempts that came heart-
wrenchingly close to success, on September 28th, 
SpaceX’s Falcon 1 achieved orbit and met all tech-
nical objectives for the mission. Rocket science is 
hard stuff, as the bodies of  American Rocket, Rotary 

The Big Picture. REALLY BIG.

Falcon-1 Flight 4 lift-off

Rocket, Kistler, Beal Aerospace, Pioneer Rocket-
plane and others prove. (Granted, in different hands, 
the technology from one of  these companies may yet 
put a satellite in orbit…) 
 
In the process, this launch demonstrated a privately 
funded company based more closely on the culture of  
a Silicon Valley startup than an aerospace contractor 
can deliver payloads to space — and that it can do so 
all the while manufacturing in America (more specifi-
cally, in California, which is not noted for its business 
friendly climate). 
 
To achieve this success, SpaceX had to develop new 
components that were not just technically effective 
(as demonstrated by fact of  the flight), but that were 
cost effective, as demonstrated by their rate card for 
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missions (we also note that SpaceX is the only launch 
vendor that publicly lists their prices on their web 
site!). This greatly increased the technical challenge 
of  their task — in contrast, most new satellites and 
launchers draw as much as possible from previously 
flight proven designs to minimize risk. While it did 
impose greater technical risk, it gave SpaceX the abil-
ity to control their fabrication costs throughout the 
production chain. 
 
When this strategy is combined with a corporate culture 
that insists “we’re going to change the economics of  
space, and we’re going to make ourselves rich doing it,” 
the result is fanatical attention to costs on the part of  ev-
ery employee. In turn, SpaceX’s customers enjoy pricing 
that is a quarter of  competing American-built rockets, 

and far below world market levels. While SpaceX doesn’t 
release its financials, its ability to recently attract outside 
investment capital in the midst of  trying economic times 
indicates that they aren’t doing this just for fun — low 
pricing clearly leaves room for profit. 
 
While the Falcon 1 rocket has modest capabilities for 
placing small payloads into orbit, most of  the technology 
employed by SpaceX’s much larger Falcon 9 vehicle is 
drawn from its smaller stable mate. Thus, going forward, 
SpaceX is going to enjoy the same technology heritage 
advantages it lacked when developing Falcon 1. In other 
words, and at the risk of  minimizing the still consider-
able work left to do, a lot of  the heavy lifting is already 
done (sorry folks, I couldn’t resist that one). 
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Falcon 1 + 1e 
Upgrade

Falcon 9

While I don’t mean to minimize the technical accom-
plishment of  reaching orbit (and all the smaller de-
velopments along the way), changing the economics 
of  space is the real achievement from last month’s 
launch. With less expensive access to space, new busi-
ness plans unable to close last month now manage to 
do so. With less expensive launch access and ever in-
creasing satellite capabilities, new plans that have yet 
to be conceived are now possible. As a consequence, 
I suspect there was almost as much cheering from 
SpaceX’s customers (they have 10 additional launches 
already sold) and prospective customers as from its 
own team. 
 
Last month, thanks to the SpaceX team, the universe 
just got a little smaller. … changing the economics 
of  space is the real achievement surrounding last 
month’s launch…

About the author

Mr. Stone is a partner with Near Earth LLC. He brings a wealth 

of finance and industry experience to the with a background 

in corporate finance and as a senior re-

search analyst for equity and debt securi-

ties. He also has an extensive background 

in science and engineering. Previously, 

Mr. Stone worked in the corporate finance 

unit of National Securities where he was 

involved in sourcing, banking, and dis-

tribution of private placements for early 

stage technology companies. From 2000 

to 2002, he worked as a senior equity 

and debt analyst at Ladenburg Thalmann 

and Company where he covered satellite 

and cable broadcasting equities as well as satellite/launch 

vehicle manufacturer and the debt of a networking company. 

While primarily dedicated to research during his tenure at 

Ladenburg, Mr. Stone also worked in a support role for the 

company’s corporate finance activities. He has also worked 

as a senior project engineer with Boeing, Hughes Electronics, 

General Dynamics and Computer Sciences Corporation. John 

holds an MBA from UCLA’s Anderson Graduate School of Man-

agement, a Master’s of Science in Astronomy from the Univer-

sity of Maryland, and a Bachelors of Science in Physics from 

the University of Rochester.

To learn more about Near Earth LLC’s strategic and 
financial consulting services, please select the banner 
graphic on Page 61.



63SatMagazine — November 2008

CASE STUDY

by Tim O’Neill

When a million-dollar-a-day drilling rig cannot 
communicate efficiently, many serious prob-
lems can, and do, occur. The rig operator 

usually does not have time to fly in an expert to fix 
the communication issues — so, who will you call? 

The industrial Ethernet surrounds the “Must Be Up” 
network world. Production environments, especially in 
the Petrochemical industry, demands available com-
munication to address issues ranging from explosions 
to oil spills. Such occurrences result in physical and 
financial losses as well as a loss of  lives. Unaccept-
able! When a problem occurs in those areas, opera-
tors must have a proven and focused strategy to get 
their systems back online and with 100 percent ca-
pabilities  in a hurry. This is an example of  one such 
problem, which manifested itself  in a slow response 
environment. 

The rig is a major offshore platform that costs approxi-
mately $500K and more per day to operate. Iff  the 
drilling operations or production are halted for any rea-
son, the losses can easily push upwards of  one million 
dollars a day. Rig operators need a strategy that calls 
in a team that can locate and solve the problem before 
it can affect the safety and/or the production of  the 
site. The rig needs on the experts on site today — in 
fact, “now” would be best. 

How To Solve The Problem—QUICKLY
The problem can exist anywhere — at the end to end 
transmission — the satellite WAN configuration — the 
client computer — the offshore LAN — the WAN it-
self  — the onshore LAN — the servers — the appli-
cations — perhaps even a single transducer. Or, there 
could be a combination of  these, and other, concerns.

There are three distinct needs for big rig networks…

Human communications (phone,  •	
e-mail, video, and so on)

Business communications (reports, ac-•	
cess to data bases, and so on)

Who Are You Going To Call?
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Access and control of the technology on the rig, •	
which includes the monitoring and management ac-
cess for flows (total and instantaneous) data, tem-
perature, pressure, RPM, or speed and more.

If  the network, such as the one being discussed at this 
particular site, starts revealing response issues, such 
needs to be isolated and fixed before a poor situation 
becomes worse.

Locating The Problem
Here is how YR20 located the root cause of  this rig’s 
communication issue. Probes run all the time, exactly 
what is needed for immediate problem recognition and 
quick solutions. The probe was connected at the edge 
router offshore and the data collection process was 
started. The first analysis of  the collected data indicat-
ed there were three active VLANs on the trunk.

VLAN #1 showed light traffic and the •	
WAN QoS was very good. It was OK.

VLAN #2 was carrying “process instrumenta-•	
tion” information traffic and was responsible for 
about 7 percent of the packet traffic. The WAN 
and LAN QoS was very good. It was OK.

VLAN #3 was carrying the “General Services” traffic •	
and was responsible for about 91 percent of the pack-
et traffic. The WAN QoS was very unstable and that 
resulted in significant packet loss in the Offshore to 
Onshore traffic. This resulted in numerous retransmis-
sions from both ends. The average Round Trip Time 
was OK, with times in the 560 ms to 800 ms range.

The important traffic on this VLAN was the business 
traffic – Citrix on port 1494, Email on port 25, Micro-
soft Distributed services for file, print and other MS 
Remote Procedure Calls, with a variety of  common 
ports including 139 and 445.

The first generated report was a TCP Time/Event 
Graph of  Offshore to Onshore Database Traffic. The 
graph was extremely busy, and that’s not a good. The 
X axis represented time, and the Y axis represented 
sequence offset. A normal TCP/IP conversation would 
result in a near perfect 45 degree straight line on the 
graph, with few, if  any, deviations. However, when a 
flat line, is observed, such indicates there were no re-
sponses during that time period — and that’s definite-
ly that’s not a good sign!

The report showed a small associated packet loss on 
the Onshore to Offshore network traffic, but at a much 
lower rate-of-loss than the Offshore to Onshore loss-
rate. With a 60-second view of  the report, the user 
experienced three major “blackouts,” which lasted 
approximately 10 seconds. In each case, there was a 
packet loss event on the Offshore to Onshore packet 
stream. The Onshore system sends a TCP SACK and 
the Offshore client system attempts to recover by re-
sending packets. Evenutally, after  10 seconds, the cli-
ent system re-sends all the outstanding data.

Although the Onshore system has received most of  
the intermediate packets, they cannot be passed to 
the end-user application, as there is data missing, 
revealed by green “flat lines” on the chart. The user 
would perceive each of  these three events as a 10-sec-
ond, near-total hang-up of  the application, followed by 
a burst of  activity at the end of  each hang-up, then 
another hang-up. This renders most interactive appli-
cations almost unusable.
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CASE STUDY

Within a period of  about one day, the YR20 remote 
team had pinpointed the problem area causing the 
data blackouts, as well as the cause of  the poor and 
unreliable communications of  the critical data. The 
problem was resolved when the team changed the 
WAN queuing and corrected a duplex miss-match in 
the setup of  an onshore switch.

The good news was the 
other probe data revealed 
the other VLANs were 
working well within speci-
fications. The accumula-
tion of  the data on all the 
VLAN’s and WAN is useful 
as it provides benchmarks 
for future comparative 
analysis. If  one does not 
know what is good, then 
how can you know what is 
bad? Benchmark analysis 
data offers the best basis 
to define network issues.

Today’s Industrial Produc-
tion networks support 
many critical operations. 
Not having an onsite de-
vice with a technically 
competent 24x7 support 
team could cause many 
costly consequences. For 
rigs, this is not an accept-
able option. The YR20 first 
responders are your net-
work rescue team, ready 
to use their experience 
and sophisticated equip-
ment and resources to find 
the problems and repair 
the situation.

Tim Everitt, one of  the 
three founders of  YR20 
points out, “Another      
dimension to offshore 
situations is that if  there 
are problems, there are 

usually no IT people on board. This situation en-
hances the need for remote diagnostics across the 
satellite links and access to a probe that offers his-
torical information about the network — not just on 
the WAN traffic, but also using the satellite WAN in 
order for the support team to have access to the 
LAN traffic for analysis.”
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CASE STUDY

Even with all of  the new satellite link offerings, 
with multiple classes of  traffic with complex QoS/
SLA arrangements and signaling/marking (e.g. Diff-
Serv), problems still occur — having instant response 
to issues is extremely important.

The worst-case situation for rigs or production facili-
ties is export pipeline control. If  this fails, production 
may need to be drastically reduced or even halted, and 
that is quite expensive!

On dive-supported vessels or rigs, network failure that 
affects voice communications usually requires divers 
be pulled out of  the water, due to safety concerns. The 
divers and their vessel find their work is suspended, 
meaning a loss of  income, as well as the resulting  
production loss.

Other important communication needs include infor-
mation and access to weather web sites, marine, ice-
berg, and aeronautical movement information.

Another serious situation is a lack of  email. Usually, 
offshore email has no special support, but is becoming 
more and more critical to the business processes and 
production co-ordination. If  email fails, the complain-
ing starts immediately. If  real time systems are failing, 
more workers will have to be put offshore — another 
huge expense and, once again, production is reduced, 
and that means an even larger cost.

Pumping Up The Solution
In this aforementioned case, the rig was equipped with 
the YR20 PCAP-Probe. Once the problem was identi-
fied, the rig personnel called YR20’s team and, within 
a short period of  time, the experts isolated the prob-
lem and had assured the rig operator the issue would 
not affect production. However, the problem still re-
quired fixing to ensure business operations would con-
tinue as required.

One of  the unique aspects of  YR20 is that the Company 

rents their PCAP-Probe technology to rigs and other 
production sites, such as refineries. In addition, YR20 
stands ready to respond to any call for help — they 
are 24X7 First Responders! A seasoned technologist is 
ready to assist at any time — rigs no longer have to fly 
in experts to solve their communication emergencies.

The name of  the company, YR20, actually refers to the 
fact that every technical employee has more than 20 
years of  experience in the networking industry. This 
experience includes Ethernet and TCP/IP as well as 
satellite, RF, industrial control, as well as actual experi-
ence in the Oil and Chemical arenas, from rigs to off-
shore facilities and more.

The need for quick remote analysis is essential for any pro-
duction facility — the quick response from an experienced 
technologist is essential in preventing major losses. Oh, by 
the way, the actual customer was not named for, as we all 
know — company networks never have any problems!
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by Bhumika Bakshi, C-COM

Developments in the Satellite News Gathering 
(SNG) industry over the last 20 years have 
been dramatic. They have changed the way we 

consume news and view world events. No longer is 
“reporting the news” enough — consumers want to 
become “part of the news.” This expectation trans-
lates into having Live News available for every major 
story. Innovations in satellite and Internet technolo-
gies have enabled much 
of this advancement.

The emergence of  a new 
generation of  satellite 
communications equip-
ment combines encod-
ing, modulation, and up 
conversion in a compact 
footprint and lightweight 
package. Such is ideal for 
newsgathering applica-
tions that require flexibil-
ity, responsiveness, and 
maneuverability. Once at 
its destination, the equip-
ment can be inserted into 
the heart of  action, wher-
ever that may be, allowing 
for a live broadcast.

Technology Shift
The earliest SNG com-
munication systems used 
analog modulation, simi-
lar to conventional televi-
sion and radio. During 
the 1990s, digital modu-
lation supplanted analog 
modulation, giving rise  
to the newer technology 
of  Digital Satellite News 
Gathering (DSNG).

A modern DSNG vehicle, 
once equipped with an iN-
etVu mobile auto-deploy 
antenna system and the 

associated equipment required to convert the Video 
signals so they can be transmitted directly up to a 
satellite, can be deployed practically anywhere. The 
video stream is transmitted between the vehicle and a 
geostationary satellite, and between the satellite and 
a control room run by a broadcast station or a TV net-
work. In the most recent DSNG systems, Internet Proto-
col (IP) is used to accommodate this feed.

SatCom in the SNG Market
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When deployed in the 
field, the auto-deploy 
iNetVu antenna auto-
matically aligns itself  
with the appropriate 
satellite at a press 
of  a button, reducing 
the need for a highly 
skilled operator to 
be present. It can be 
equipped with a number of  different controllers offer-
ing solutions for a varied range of  applications, with or 
without the need for an external computer to operate 
the system. The equipment is highly reliable and flex-
ible and can be deployed from a transportable case, or 
it can be mounted on the roof  of  a vehicle. The iNetVu 
antennas are easy to configure and are sturdy. They 
operate even in the toughest of  environmental condi-
tions. The demand for mobility, lightweight, ease of  
use, and fast deployment, all were the key drivers in 
the development of  such systems.

Mobile broadcasters have become increasingly inter-
ested in establishing direct communications between 
the DSNG vehicle and the home studio. If  the mobile 
vehicle is not able to communicate with the studio 
once it has reached its destination, the only option is 
to record the event for eventual retransmission. Unfor-
tunately, however, that news will be often be stale by 
the time it can be presented.

More often than not, the site of  the news to be cov-
ered is outside cell phone coverage areas. This adds 
an extra layer of  difficulty to the reporter’s dilemma. 
With a two-way IP link between the studio and the 
DSNG vehicle, the iNetVu system allows the vehicle to 

connect to the corporate network within minutes of  
arriving at the location. This can even include Voice 
Over IP (VOIP), which delivers standard voice commu-
nication (telephone) in addition to data and video.

Extending the range of  the corporate network over a 
two-way satellite link into the DSNG vehicle has re-
vealed additional news reporting efficiencies. Once a 
corporate LAN is established inside the vehicle, journal-
ists are able to start accessing video material from the 
studio library. This extends the artistic ability of  the 
journalist and makes it possible to build a complete 
news report using live clips from the site of  the event, 
as well as library clips and contributions from journal-
ists in other vehicles located anywhere in the world. 
The idea is to enable journalists in the field to manage 
delivery of  broadcast quality MPEG-2/4 content.

Using an iNetVu 1200 system, a nine megabits per 
second uplink to the satellite was successfully dem-
onstrated. This allowed the broadcast of  one HD feed 
and one SD feed, both simultaneously. The feeds were 
also returned to the vehicle for monitoring. Customers 
in the SNG segment are using iNetVu systems with 40, 
80,125, and higher wattage transmitters (BUCs) for 
high rate of  data transmission from remote locations. 
In fact, the system is capable of  being used with up 
to 185 Watt BUC that fits on the feed arm of  the 1.2M 
iNetVu platform.

SNG On The Halt
One of  the innovators in the field of  mobile satellite 
communications, C-COM has developed a range of  
mobile auto-deploying antennas and controllers named 
iNetVu™, that allows the delivery of  satellite-based, 
broadband Internet, video, and VoIP services into ve-
hicles while stationary, virtually anywhere one can 
drive. In conjunction with SNG specific equipment, the 
iNetVu™ antenna systems makes it possible to deliver 
live content to the audience. Journalists deploy the an-
tenna then acquire an Internet connection, all with the 
push of  a button. This convenience makes it possible 
to deliver cost effective ‘on the spot’ news reporting 
without the need for in-depth technical knowledge re-
garding the ins-and-outs of  satellite technology.

HD (High Definition) broadcasting requires broadcast-
ers examine new ways in which to acquire HD footage. 
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The emergence of  DVB-S2, an enhanced version of  the 
DVB-S standard traditionally used for SD broadcasting 
over satellite, further adds to the efficacy of  HD deliv-
ery. The iNetVu Controllers support DVB-S and DVB-S2 
broadcast standards. The DVB-S or DVB-S2 tuner is an 
integrated part of  all iNetVu controllers and provides 
the option to find the satellite, with and without the 
use of  a satellite modem. The latest iNetVu 7000 Con-
troller offers the user the option of  configuring all of  
the required parameters by simply using the control-
ler’s front panel buttons.

The iNetVu in combination with the various advanced 
broadcast technologies available today presents a 
great opportunity for efficient and cost effective deliv-
ery of  HD broadcasts. Broadcasters can increase their 
high-value, premium offerings with the introduction of  
HD standards.

Opportunities
The demand for SNG solutions started in the 1980s 
when the first Fixed Satellite Antenna was mounted on 
a truck for mobility. Most of  these solutions required 
the presence of  a highly qualified broadcast engineer 
to operate the equipment and to manually establish 
the desired satellite link from a remote site. Today, us-
ing the iNetVu mobile auto-deploy antenna systems, a 
simple ‘One Button Solution’ makes antenna operation 
possible by anyone.

With newsgathering opportunities on the increase in 
the United States, Europe, the Middle East, as well 
as in China and other Pacific Rim countries, iNetVu 

systems are being deployed for DSNG applications in 
increasing numbers around the world. C-COM Satel-
lite Systems develops, manufactures, and deploys fully 
automated, auto-deploy mobile antenna systems in 
six antenna sizes, with three different controller types 
and an endless configuration of  modems, modulators, 
BUCs, and LNBs. 

Though this segment is a new market for C-COM, its 
CTO Bilal Awada says, “The SNG market is a new op-
portunity for us and we believe that we have the abil-
ity to provide our existing platforms for this market 
place and deliver cost effective solutions to customers 
who can benefit from the versatility and reliability of  
the iNetVu products. Our systems have been proven to 
work well in this market segment and we are excited 
to cater to new customers interested in deploying this 
technology for their varied applications.”

One of  C-COM’s European dealers, Multi Media Satel-
lite Services (M2Sat), has been offering broadband 
satellite solutions, equipment, systems, and services 
to their customers in the press and media markets. 
Their signature DriveAway DSNG terminal is a vehicle 
with an integrated iNetVu antenna system. According 
to M2Sat, “We have selected the iNetVu antennas due 
to their high quality and cost effectiveness.”

The iNetVu system, when used during the Chinese Si-
chuan earthquake relief  effort, delivered remarkable 
results. Whether the vehicle was parked on a slope or 
a cliff, it would quickly find the needed satellite and 
journalists obtained instant communication and trans-
mitted video in real time. Even during strong winds, 
the iNetVu system would re-peak and automatically re-
establish communications and maintain the live link.

iNetVu on Mount Everest
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“We have used the iNetVu systems during wind speeds 
of  100 km/h, and the live broadcast did not get inter-
rupted. This unit was deployed every day more than 
15 times each day for around 40 days. It always found 
the satellite in less than two minutes and it operated 
flawlessly and reliably each and every time it was de-
ployed. We are very impressed by the quality and reli-
ability of  the iNetVu product and look forward to buy-
ing more of  them,” says Mr. Yao Zhongbo, broadcast 
engineer for China based CCTV, China’s largest nation-
al TV network.

With other customers such as PLA news department, 
SVT, ESL, 2nd City SNG, Sohu and the like, C-COM’s 
customer base spans the U.S., Europe, and the Asian 
continent. With the introduction of  new auto-deploy 
products, C-COM further aims to provide a new spec-
trum of  DSNG solutions that will offer greater ease 
of  operation.

“We are looking forward to becoming a key player in 
the DSNG market place. The iNetVu antennas have 
been field proven on all continents with over 1800 in-
stalled sites. We expect to see this momentum to be 
carried over to the DSNG market place that is a rapidly 
growing and will be an important market segment for 
us,” says Dr. Leslie Klein, President & CEO, C-COM Sat-
ellite Systems Inc.

DSNG is a vibrant and technically demanding sector of  
the global satellite industry. Keeping abreast with the 
latest trends in the DSNG market, players such as C-
COM Satellite Systems Inc. are hoping to expand their 
customer base by delivering high quality, cost effective, 

and reliable auto-deploy products to meet the needs of  
the rapidly growing, global DSNGmarket segment.
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The IPTV Revolution

New Opportunities, New Challenges For 
Satellite Communications Systems

by Thomas Parish
Vice President, Globecomm Systems

Advances in technology, improvements in com-
munications infrastructure, and growing user 
demand are driving toward the creation of a 

single, common digital medium. It will be a unified 
global platform capable of enabling transmission of 
digital information in virtually any form across broad-
band networks. We call it digital convergence.

While the term has been used (and perhaps misused) 
for years, it is clearly the right term for the revolution-
ary paradigm shift that is taking place in the telecom-
munications world today. 1

With the advent of  Internet protocol television (IPTV), 
the vision of  a universal communications platform 
is quickly becoming a reality. The convergence of  IP-
based content delivery networks with traditional voice 
and data communications is creating exciting new ser-
vices in multiple markets. In the coming years, con-
sumers will enjoy access to customized content, rich 
applications, and personalized interactive entertain-
ment in homes, automobiles, and hand-held devices, 
all enabled by IP-based communication networks.

IPTV Defined
Internet Protocol Television (IPTV) is the television 
element of  a multimedia offering that may also in-
clude Internet, telephony, gaming, cellular, mobile, 
and/or home networking services. In the context of  

this article, IPTV is not streaming television broad-
cast over the Internet, but is a part of  an overall man-
aged service provided to a subscriber base through a 
closed network.

More than likely, that network is an existing telephone 
company’s broadband network, developed for voice 
and data communication, and rapidly transitioning into 
a digitally convergent multimedia network using IPTV 
to deliver television content. Necessitated by the fear 
that cable operators will, and are, addressing their res-
idential voice markets, carrier operators are embracing 
IPTV as a weapon to not only counter the cable attack, 
but to capture new revenue from a market that they 
are not presently serving.

The major advantage of  IPTV is its ability to provide a 
much richer television experience to the viewing audi-
ence through its addressability and interactive func-
tionality. In today’s fast paced world, the subscriber 
wants to watch what they want, when they want, and 
where they want. Instead of  paying for channels that 
are rarely viewed, because of  its addressability, IPTV 
allows the service provider to deliver to the subscriber 
only those channels that he or she wants to see. Pro-
gramming is available to anyone who wants to see it 
and a la cart pricing will become the norm.2

The most unique and compelling feature of  IPTV is 
the promise of  its interactive functionality. Unlike 
most legacy cable television architectures, IPTV ser-
vice necessitates two-way communications between 
the subscriber and the service provider. For IPTV, that 
communications medium is Internet protocol over the 
service provider’s broadband network. Two-way com-
munication gives the subscriber access to customized 
television content as well as networked gaming, video 
conferencing, home networking, catalogue shopping, 
video-on-demand, information-on-demand, interactive 
education, and much more. In turn, the service pro-
vider has the ability to provide targeted advertising, 
focused programming, and other value added features 
that will add to their revenue stream.

Today’s incumbent telephone companies are at a dis-
advantage when compared to multiple service opera-
tors (MSOs) who can deliver triple play service (Voice, 
Internet and Television). As such, they are in a race to 
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achieve video-service parity with cable operators and 
are looking at IPTV as means to compete and leapfrog 
the offerings of  the competition.

The Cost of Content Aggregation
While a cable network transmits all channels to each 
user, the IPTV network transmits only the channels the 
viewer is actually watching. That means an
IPTV network can offer an effectively unlimited num-
ber of  channels. The number of  channels that can be 
offered on a cable network, however, is limited by the 
850 MHz spectrum allotted on its hybrid fiber coax 
plant. In order to provide unlimited channels, hun-
dreds of  video program channels must be aggregated 
and made available for distribution to the subscriber. 

This lends itself  well to point-to-multipoint distribution 
over satellite. That is, a central content receive site or 

“IPTV Super Headend” will aggregate content from 
satellite downlinks and then distribute that content to 
local access points or regional headends over IP all the 
way to the subscriber.

Building an IPTV Super Headend can impose a high 
capital expenditure burden as multiple antennas are 
required to receive existing video content from multiple 
satellites across the satellite arc. Each video stream 
must be transmitted in its own self-contained single 
program transport stream (SPTS) as opposed to a multi 
program transport stream (MPTS). Each channel must 
be received, decoded, de-encrypted, and then en-
coded, encrypted and IP-encapsulated for distribution 
to the regional sites. With hundreds of  channels and 
redundancy, the cost for a large IPTV Super Headend 
can exceed 20 million dollars. Even more difficult for 
the uninitiated service provider is the acquisition of  

IPTV Diagram
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content where each individual channel of  video content 
must be negotiated with the individual content owners. 
This can be long and burdensome process with both 
legal and financial considerations.

As a solution to the issues described above, compa-
nies including SES Americom with its IP PRIME ser-
vice and Intelsat with its Ampiage service are building 
IPTV Super Headends and 
offering pre-packaged, 
bundled, programming to 
the telephone companies.3 
This alleviates the signifi-
cant initial capital burden 
on the service provider 
and allows them to focus 
on their access network 
and new product offerings. 
Prior to these new offer-
ings, some of  the smaller 
telephone companies have 
developed shared super 
headends and/or built 
their own smaller capacity 
headends.

Inside the IPTV 
Super Headend
At the IPTV Super Head-
end, the Satellite Program 
Acquisition System receives 
video content from geo-
synchronous satellites in 
the local orbital arc for 
turnaround retransmis-
sion. Because the content 
is coming from diverse 
providers, the received 
video formats and stan-
dards may be different. 
Some of  the programs 
will be analog and some 
will be digital. They may 
or may not be encrypted. 
Some analog signals will 
use the NTSC video for-
mat and some may be 
PAL or SECAM. 

For digital transmission, there may be programs that 
are in the clear and others that are encrypted. In the 
U.S., depending on the encoding, the encryption may 
be Videocipher (Motorola), PowerVu (Scientific-
Atlanta), and/or DVB (Tandberg, Scopus and others). 
Until the individual channel acquisition rights have 
been negotiated, there is no way of  knowing the exact 
receive channel composition.



74

FOCUS

SatMagazine — November 2008

The initial approach is to provide a flexible design for 
the Super Headend that can accommodate multiple 
formats and make provision for standard converters 
and video processing equipment for some of  the chan-
nels. The Super Headend antenna diameter and type is 
provided in accordance with the expected EIRP of  the 
carriers to be accessed and broadcast quality signal-
to-noise reception of  the carriers. Low Noise Block 
(LNB) converters with L-band outputs are typically 
used allowing reception of  the entire satellite band.

If  the distance between the antenna and receivers is 
greater than 100 meters, usage of  L-band fiber op-
tic transmission of  these wideband-received carriers 
for distribution within the facility is recommended. 
The sizes and type of  satellite receive-only antennas 
is determined by the proposed channel line-up. If  the 
majority of  the channels can be accessed via satellite 
transponders located within a 70° viewing arc from the 
Super Headend location, then a multibeam receive-on-
ly antenna system may be a good.

For its IP PRIME service, SES Americom uses a 7-me-
ter Simulsat multibeam antenna. The Simulsat an-
tenna is parabolic in one plane and spherical in the 
other. At its maximum capacity, this unique design al-
lows the Simulsat to perform similarly to nearly three-
dozen parabolic earth station antennas. The Simulsat 
antenna is 2° FCC compliant and can capture satellite 
signals from as many as 35 satellites within a 70° arc 
view. SES Americom has a 4.5-meter full motion anten-
na in reserve as a backup in case of  a failure of  a feed 
or low noise block converter (LNB). Signals from the 
low noise block converters (LNB’s) are routed to L-band 
patch panels located in an environmentally controlled 
equipment cabinet mounted on the antenna pad.

The equipment cabinet houses the subsystems re-
quired to support the antenna-located equipment, 
which includes patch panels, fiber optic transmit-
ters and test facilities. This equipment cabinet can be 
mounted on the Simulsat antenna foundation or on a 
small foundation in close proximity to the antenna sys-
tem. Once terminated at the patch panel, the LNB out-
puts interface to the fiber optic transmitter assemblies.

Fiber-optic L-band interfaculty links (IFLs) offer a high 
performance, cost effective alternative to conventional 

coaxial-cabled systems. They cover the range of  950 
to 2150 MHz and are used for transmission over single 
mode fiber optic cables of  block down-converted C, ex-
tended C, X or Ku-band signals. The fiber-optic IFL func-
tions as a transparent link between the satellite antenna 
and the Network Operations Center (NOC) or control room. 
System limitations in using coaxial cable are overcome by 
the simplicity and performance of  fiberoptic connections 
to provide the highest levels in signal quality.

The Value of Redundancy
For a Super Headend content aggregator, such as SES 
Americom, providing a highly reliable service offer-
ing is paramount. Meeting this requirement requires 
providing 1:1 redundant Integrated Receiver Decoders 
(IRDs) with switching.

That may require row upon row of  cabinets with as 
many as 400 IRDs and switches, as well as associated 
support equipment. As the content is coming from 
diverse providers, video formats and standards may 
vary. Some of  the programs will be analog and some 
will be digital. They may or may not be encrypted. 
Some analog signals will use the NTSC video format 
and some may be PAL or SECAM. For digital transmis-
sion, there may be programs that are in the clear and 
others that are encrypted. There will be programs that 
are standard definition (SD) and programs that are 
high definition (HD).

All of  these programs must be received and trans-
formed into one common format and, therefore, final 
selection of  Integrated Receiver Decoders (IRDs) de-
pends on the channel line-up, who the content provid-
ers are, and where their resources are located, as well 
as other factors.

As the telephone companies are new to providing 
television to their customer base, they are able to 
take advantage of  the latest technological advances. 
The latest IPTV systems use advanced MPEG-4 AVC 
(H.264) compression techniques to reduce bandwidth 
requirements significantly as compared to legacy 
MPEG-2 compression systems. These new encoders, 
repurposed specifically for IPTV, not only compress 
and encode the program channel, they also IP-encap-
sulate the stream and output it via 10/100 base-T 
Ethernet ports.
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Each individual video channel is encoded, IP-encap-
sulated, and processed as a separate stream using 
User Datagram Protocol (UDP). Following that, all 
of  the individual video channels are multiplexed to-
gether using an Ethernet Service Switch (ESS) and are 
distributed to regional headends or other edge loca-
tion via fiber or by satellite. For an IPTV Super Head-
end such as SES Americom, the most cost-effective 
method of  distribution to 
many headends is via sat-
ellite. In this case, a 
dedicated satellite with 
multiple IPTV transpon-
ders is used for distri-
bution, with each tran-
sponder carrying a mini-
mum of  20 SD program 
streams, or one HD and 
ten SD program streams. 
The transponder’s capac-
ity can be improved using 
the new DVB-S2 
modulation standard.

Protecting
Intellectual 
Property
The IPTV Super Headend 
provider has to guarantee 
that the content owners’ 
valuable program mate-
rial reaches only autho-
rized paying customers. 
As a minimum, they have 
to provide a Conditional 
Access (CA) system that 
encrypts the programming 
over the satellite link. 

They may instead provide 
a Digital Rights Manage-
ment (DRM) system that 
protects the program ma-
terial from the source to 
the subscriber. Integrators 
of  IPTV Super Headends 
are presently offering ser-
vice providers the option 

to receive the content with managed middleware and 
CA/DRM provided along with product life cycle sup-
port. The decision as to what is ultimately provided 
depends upon the capabilities of  the service provider 
(telephone company).

The multi-channel IPTV stream also requires automated 
monitoring to ensure signal quality during acquisition 
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and distribution. Within the Network Operations Center 
(NOC) at the Super Headend, there is a video monitor 
wall that provides the visual indication of  quality as 
well as measures video and audio parameters for qual-
ity. In addition, the Super Headend has IP transport 
test equipment such as an IP Multicast Media Analyzer, 
which monitors each stream at the headend for jitter 
and delay, and an IP Probe to monitor the downstream 
remote sites for packet arrival. Satellites can and do 
play a significant role in content aggregation and dis-
tribution of  IPTV to not only the telephone carrier com-
munity, but can also provide the same service to the 
enterprise and mobile markets.

Regional Headends
The Regional Headend (RHE) is the local gateway to 
IPTV programming for telephone companies, broad-
band carriers, enterprises, and other new entrants into 
video services. The Regional Headend provides for con-
tent acquisition, content management, subscriber man-
agement, packaging, and delivery of  the programming 
to the carrier’s distribution network. An effective RHE is 
also the access point for other revenue generating ser-
vices, including ad insertion and video on demand.

With the advent of  IPTV Super Headends, a new model 
of  operation has become available. In the “old model,” 
the Regional Headend negotiated for and purchased 
all programming, built a program acquisition facility 
for acquiring content, encoded and IP-encapsulated 
all channels, purchased a Middleware System, and in-
stalled an Encryption System.

In the “new model” pioneered by SES Americom and 
Intelsat, the Regional Headend…

Purchases pre-packaged, bundled, •	
programming

Builds a regional program acquisition fa-•	
cility consisting of one 3.7 to 4.5-meter 
antenna

Acquires the packaged program-•	
ming already MPEG-4 encoded and IP-
encapsulated

Has the option to receive the content •	
with managed middleware and CA/DRM 
provided

Has the option to receive product life cycle •	
support

This approach offers low initial capital expenditure, a 
pay-as-you-grow philosophy, proven technology, a prov-
en integration solution, lower operating costs, 
aggregated buying, and one source for content and 
distribution rights

Assuming that the Regional Headend subscribes to 
the new model, small 3.7 to 4.5–meter antennas are 
installed and pointed at the each satellite of  interest 
carrying aggregated video content. Multiple edge re-
ceivers located within the Regional Headend acquire 
the IPTV streaming content where, typically, one Edge 
Receiver will down-convert a full satellite transponder 
with 20 to 25 programs (SD) in each IP stream.

The Edge Receiver subsystem is designed to monitor, 
aggregate and distribute the outputs of  multiple re-
ceive streams simultaneously to an Ethernet Service 
Switch (ESS) for distribution to the subscriber base. 

IPTV providers typically need to receive local channels 
either off-air or via local cable or fiber sources and in-
tegrate them into the overall content provided to the 
subscribers. After local reception, the content must be 
digitized, encoded, IP-encapsulated and aggregated 
for transfer to the ESS. All of  these channels, as well 
as the channels received from the Super Headend, 
must be monitored to ensure signal quality during ac-
quisition and distribution. This requires a multi-view 
processing system that not only provides the visual in-
dication of  quality but also measures video and audio 
parameters for quality much the same as described 
for the Super Headend, but sized for the number of  
operating channels.

The Power of Middleware
Unlike satellite Direct to Home (DTH) service, where 
the Conditional Access (CA) System is key to the opera-
tion of  the system, IPTV networks are managed by a 
Middleware System. Middleware is the “operating sys-
tem” of  IPTV, which supplies all of  the essential tools 
for end-to-end management. The Middleware System is 
involved with service/content/subscriber management 
as well as marketing, transactional processing, data 
interchange, and reporting and more.

IPTV Middleware interfaces with the operator’s legacy 
subscriber management and billing system. As such, 
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it is responsible for the management and creation of  
bundled packages of  content, the pricing of  packages, 
and the assignment of  packages. As a content man-
ager, IPTV Middleware is used to create, configure and 
manage the metadata associated with the video con-
tent, determining asset location, integration of  con-
tent synopsis, posters, trailers and is used to assign 
ratings and genres, and rate codes. IPTV Middleware 
also provides for channel management, interfaces with 
the Electronic Program Guide, web portal and most 
important provides for the Graphical User Interface 
(GUI) and navigation system within the subscriber’s 
set top box (STB).

Video on Demand
With today’s demanding constraints on time, viewers 
prefer to watch programming when it is convenient 
rather than when it is broadcast. Video On-Demand 
(VOD) provides the viewer with that option. Described 
as a “killer application,” IPTV video-on-demand pro-
vides each user with a world of  choices — not in more 
channels to view, but in the ability to enjoy what they 
want, when they want. VOD is one of  the most impor-
tant value-added products that the Regional Headend 
operator can offer subscribers. It provides the viewer 
with the ability to pause, fast-forward, and rewind pro-
gramming as often as they like.

Satellite plays an important role with regard to VOD 
where content aggregators, such as TVN, “pitch” the 
content over satellite to “catchers” at video distribu-
tion headends. At the Regional Headend, VOD servers 
are deployed so that frequently accessed content can 
be cached and delivered efficiently.

As was the case for “live” content, Middleware is the 
central foundation for VOD as well. The VOD Server is 
the playout engine of  the system. It interfaces with the 
Middleware Server, which controls STB configurations, 
channel lineups, and access to VOD content. The VOD 
Server also has the appropriate software to interface 
with the catcher in order to transfer the video assets 
and metadata on an automated basis.

As VOD content can come from multiple sources, an 
Ingest Gateway is used to provide an appropriate inter-
face to each of  the incoming sources. VOD content is 
delivered as a file transfer, which may be used upon re-

ceipt or stored for later use. The incoming VOD usually 
consists of  a package of  two to three files. For exam-
ple, the video and/or audio source material is encoded 
and converted to a digital file; with it is a metadata file 
of  descriptive material about the content, and also a 
file that is sometimes known as a “smile page,” which 
provides the television user interface screen related to 
the content.

Local content is extremely important with regard to 
VOD services. As a part of  the Regional Headend pro-
vider’s offering, a local encoding studio can generate 
local content for storage in the VOD Server. The lo-
cal encoding studio includes VTRs and other playout 
equipment, MPEG encoders, metadata generation soft-
ware, VOD file packaging software, and other enhance-
ments. The security and management of  the VOD con-
tent is also critical, which requires the VOD System to 
interface with the existing CA/DRN system.

Interactive Enhancements
One of  the main attractions of  IPTV is its ability to 
provide a much richer television experience through its 
addressability and interactive functionality. That inter-
active functionality includes:

Provision of customized content both with •	
streaming video and VOD.

Instead of paying for channels that are •	
rarely viewed, IPTV subscribers receive 
only those channels that they want.

Communications capabilities such as video •	
telephony, e-mail, chat, and other options 
are all available on the television screen

Multiple Picture-in-Picture•	  (PIP), with the 
option to chose any specific one and to 
change camera angles, follow a favorite 
sports player o watch a favorite car in  
a race.

Networked Gaming, where viewer can play •	
any game they want, when they want, with 
whomever they want.

Home networking, where the viewer can •	
control electronic devices within the home 
from the television screen or by remote 
web access.

Real-time shopping from the television set.•	

Targeted Advertising, where the operator •	
knows the subscriber’s preferences along 
the lines of the Amazon.com model.
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Interactive enhancements mean an added source of  
revenue for telephone carriers, greater subscriber sat-
isfaction and lower churn, bringing benefits to the op-
erator and subscriber alike.

Conditional Access and
Digital Rights Management
The ability to acquire licenses from content owners 
is critical to the IPTV service provider’s deployment 
plans. Content owners want assurance that their con-
tent is secure from piracy from the moment it leaves 
their hands to the instant that it is played out of  the 
subscriber’s set top box. In order to provide that as-
surance, service providers must demonstrate that they 
are providing a totally secure conditional-access and 
digital rights management system from end-to end.

At the same time, all of  the elements associated with 
the IPTV distribution network must be compatible 
with and integrate with the CA/DRM system,4 from the 
streaming video platform and the VOD platform to the 
middleware and the subscriber’s STB.

The encryption process must ensure that the content 
stays encrypted and secure as it moves from one de-
vice to the next and at the same time guarantee that 
interactive options such as the VOD “trick play” (pause, 
fast forward, rewind) work without any problems.

IPTV Issues
In the rush to deploy IPTV, the major issue facing the 
new technology is the lack of  standards. This is par-
ticularly strange as the telephone industry has always 
been standards-conscious and has previously had 
some of  the most comprehensive industry standards 
available. As of  this writing, there is no standardized 
solution for an end-to-end system to deliver rich con-
tent over IP.5

Presently, all operational IPTV systems are operating 
as closed networks. The system elements are pur-
chased from various providers, integrated together to 
insure interoperability, and placed into service. One 
manifestation of  this lack of  standards becomes evi-
dent when selecting STBs. Manufacturers must design 
their STBs to work with multiple middleware software 
providers, multiple CA/DRM providers, multiple com-
pression schemes, and multiple access networks. The 
number of  permutations is too many to count. For 
example, there are operational IPTV systems using 
MPEG-2, MPEG-4 AVC (H.264), Windows Media 9 VC1, 
and various other proprietary versions of  video com-
pression all marketed for IPTV.

Another area where standards could play a critical 
role is in the management of  quality of service (QoS), 
particularly in the metrics needed to create a refer-
ence design for end-to-end QoS testing that takes all 
traffic into account. Several organizations, such as the 
Alliance for Telecommunication Industry Solutions (ATIS) 
and the International Telecommunications Union (ITU)6, 
have announced that they will be developing stan-
dards for IPTV. It remains an open question whether 
deployment will outrace the generation of  these new 
standards. As identified by the ATIS IPTV Interoperabil-
ity Forum (IIF) “there is a need for industry-accepted 
standardized metrics and requirements for content 
security and the quality of  content delivery; the need 
for end-to-end QoS functionality to support multiple 
services on the same network; and the need for in-
teroperability standards and testing of  components in 
the video delivery network.7

The Future of IPTV and Satellite’s Role
With all of  the major and many of  the smaller tele-
phone companies around the world either deploying or 
committed to deploying IPTV, it seems apparent that 
Internet Protocol Television is an important driver of  
digital convergence. The catalyst for this transforma-
tion is the competitive environment that exists today 
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because of  MSOs providing “triple play” services to 
the telco customer base.

The emergence of  IPTV is enabling telephone compa-
nies to rapidly transform their business model in order 
to compete and survive in this new environment. While 
IPTV has been identified as the technology of  the fu-
ture for the transmission of  television over telephone 
networks, these same fundamental concepts can be 
applied to Digital Cable Broadcast, Digital Multimedia 
Broadcast, DVB-T, DVB-H, Enterprise Networks, and 
other applications. This is because IPTV is a digitally 
convergent element of  a much larger universal IP plat-
form. It therefore benefits from IP’s fundamental archi-
tecture, which makes the transmission medium inde-
pendent of  the Internet layer.

Satellite has both a present and future opportunity to 
provide content aggregation and edge distribution via 
Super Headend providers. Satellite will also provide a 
key role in the delivery of  video-on-demand content to 
the edge.

Northern Sky Research foresees a healthy niche market 
for IPTV via satellite that reaches more than US$500 
million by 2010, up from only $50 million in 2005. This 
increase will primarily come from revenue-sharing ar-
rangements among satellite-based service providers, 
content providers, and IPTV service providers.

Worldwide IPTV service revenue estimates vary any-
where from $17 billion to $38 billion by the year 2010, 
depending on whose report you read. Forecasts aside, 
it is clear that IPTV Super Headends are presently in 
service and the future of  Internet Protocol Television 
appears bright.

About the Author

As Vice President, Broadcast Technology for Globecomm Sys-

tems, Thomas Parish is a veteran satellite communications 

engineer with experience designing, integrating and develop-

ing broadcast and uplink centers for companies including Di-

recTV, ASkyB, NileSat, Shinawatra, TVB/ERA, and Israel DBS. 

He has made presentations to conferences including the Na-

tional Association of Broadccasters, SATELLITE and SMPTE. 

Acknowledgements

The author would like to thank all of his colleagues at Globe-

comm Systems who have helped develop the IPTV solutions.

References

Unpublished Papers and Books
1 Parish, Thomas G., “Digital Convergence; The 
Obstacles and Opportunities of the Communica-
tion Revolution,” March 7, 2002, Globecomm Sys-
tems Inc. (Unpublished) Reports
2 Northern Sky Research Report, “IPTV Via Satel-
lite, Assessing the Market Opportunity for Satellite 
Delivered IPTV Services” September 2005 Peri-
odicals
3 Brown, Peter J., “IPTV: Super Headends and 
High Expectations,” Via Satellite, April 2006, pp. 
19-30
4 Widevine Technologies, “Company Opinion: Digi-
tal Rights Management,” IPTV International, No. 2, 
2005, pp. 42-43.
5 Fleury, Jean-Francois, “IPTV: The Need for Stan-
dards,” Communications Technology, Vol. 22, No. 
11, November 2005, pp., 30-37. Electronic Publi-
cations
6 International Telecommunications Union, “ITU 
IPTV Focus Group Announced,” Newslog Tues-
day, April 11, 2006, URL: http://www.itu.int/osg/
spu/newslog/
7 Alliance for Telecommunications Industry Solu-
tions, “IPTV Standards Off to Fast Start,” ATIS 
Press Release, September 15, 2005 URL: http://
www.atis.org/press/pressreleases2005.



80

FEATURE

SatMagazine — November 2008

by Chris Forrester

There are three giant global players in children’s 
television: Disney, Viacom (Nickelodeon) and 
Turner (Cartoon Network). Over the next few 

months there will be a fourth offering, arriving in 
the shape of KidsCo. Very much the ‘new kid on the 
block’, KidsCo will prove that, even in a massively 
crowded genre such as children’s TV, a savvy entrant 
can find a profitable market.

KidsCo is truly the new baby, 
with its content delivered 
around the globe via various 
cominations of  satellite, and ca-
ble systems. Founded originally 
by Canada’s Corus/Nelvana, 
DiC Entertainment (now part of  
Cookie Jar Entertainment) and 
U.K.-based Sparrowhawk Media 
Group in April 2007, NBC-U ac-
quired Sparrowhawk at the close 
of  last year.

KidsCo’s first channels went 
on air in September 2007. 
KidsCo’s CEO is Paul Robin-

son, well known to the industry from his time at Dis-
ney. He explains his channel is now on air in many 
central and Eastern European countries plus Turkey, 
as well as the Philippines, Mid-East, Singapore, Hong 
Kong, Indonesia and elsewhere.

“Our big MIPCOM news is that we’re launching in Ger-
many this month on Unity Cable which has just passed 
1 million subs. As far as the U.K. and France are con-
cerned, we are at an advanced stage of  negotiations, 
and I’d hope to see us launch in those two markets in 
2009. As far as Italy is concerned, I’d hope we could 
launch during the first half  of  2009. Western Europe 
is a much more advanced market, where, by and large, 
the platforms have consolidated, and where the play-
ers now have a lot of  muscle in their countries. Timing 
is also an issue. They already have what they consider 
to be lots of  channels, which means you cannot just 
go and launch as an individual broadcaster, and so you 
have to join the queue.” KidsCo is also in German ne-
gotiations with Premiere and KDG.

KidsCo claims a special niche within children’s en-
tertainment. Robinson says KidsCo has three special 
attributes: “The three giants, Turner, Viacom and Dis-
ney, all have channels just about everywhere and they 
provide a good service. None of  them are slouches, far 
from it. Increasingly they are vertically integrated, with 
their own production and they have cut back on third-
party acquisitions. The second element is the commer-
cial structure of  TV. There’s production, broadcasting, 
and merchandising, and in kids TV, much of  the real 
income comes in the form of  merchandising and li-
censing. If  you produce content, then you have to win 
eyeballs, otherwise there no income from merchandis-
ing and licensing.

“Because the main players are now so vertically struc-
tured, there are may excellent content producers who 

cannot get traction with 
the main — to date — 
broadcasters of  kids chan-
nels. This is a major prob-
lem for content producers, 
and an opportunity for 
us. Our solution is to offer 
these independent content 
producers, like Nirvana, 
like DiC, like TV Loonland, 
a partnership with us. We 

said we’d like to create a new network using your con-
tent and in place of  a usual licence fee for the show, 
offer a revenue share. In other words we guarantee a 
rapid access to the airwaves, delivering eyeballs, and 
helping drive their merchandising business.”

Robinson says this financial model has a valuable ad-
vantage for the channel in that it caps its program-
ming fees. “Our overall cost structure is smaller than 
our competitors. It means we can go to a platform and 
say ‘we’ve great content that otherwise you wouldn’t 
be showing, and you can have the channel at a very 
commercial rate’. They seem to like the idea, and see 
us a good value for money.” 

He adds that unlike some of  its rival channels, KidsCo 
is not a library channel, playing out material that can 
sometimes be older in production age. “We are creating 
new material, and audiences recognise that. Our third 

KidsCo Racing For #4 Position

Paul Robinson

The Wiggles
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key attribute is the quality and 
reliability of  our programming. 
Parents are worried about the 
TV their kids are watching, es-
pecially commercialism in the 
very programmes being shown. 
Look at Disney, which is increas-
ingly going ‘live action’ with 
shows like High School Musical. 
Or look at Cartoon Network or 
Jetix, both focussing on boy’s entertainment. In our 
view there is a gap for a channel that serves boys and 
girls, but in a very safe environment.” Robinson says the 
lack of  on-screen fighting was a strong message from 
the channel, which deliberately targets preschoolers, 
boys and girls aged 6-10, and their families. “Platforms 
love us because we do not create complaints, which is 
not always the case with other channels,” he added. 

Robinson said in Asia, and especially Eastern Europe, 
there are still plenty of  rival platforms operating in the 
same territory, making it somewhat easier to get on 
air. “Seven in Romania, and five in Poland, for example. 
In Italy you have just one shot, and there’s no cable. 
So getting a channel on a player like Sky Italia is a lon-
ger, slower operation than it might be in Romania!”

KidsCo sees itself  as having a unique proposition for 
kids viewing. Robinson: “We’ve gone first for the lower-
hanging fruit in order to get some traction, building 
up distribution which leads to some advertising which 
means cash coming into the business. We have mas-
sively grown our distribution in Asia and Eastern Eu-
rope and have lots more to do in those regions as well 
as closer to home. We are still very much on target to 
be in most Western European market by next year. We 
are already in Spain, and we expect to be in Portugal 
early next year, probably on TV Cabo.”

Robinson explains that France, following the merger 
between Canal Plus and TPS, is now a more difficult 
market to enter, as far as DTH is concerned. “This 
means we are likely to be launching in France on a 
combination of  cable and IPTV,” and said that Or-
ange’s Neuf and Numericable platforms were high 
on his hit list. “Add France’s IPTV distribution onto 
Numericable and you have very decent distribution. 
Naturally, I’d hope that one day we can do a deal with 

Canal Plus, but if  we don’t, we will still have a very 
good business out of  cable and IPTV, and the NBC-U 
relationship helps.”

Robinson explains that Japan is always going to be a 
tough nut to crack, but it is very much within the plan, 
although probably not for a while. “India and China are 
more immediate. India is easier to penetrate and we 
are looking closely at what we could do. We have start-
ed conversations with NBC-U’s local partner (NDTV). 
There are challenges, however. India’s multiplicity of  
languages is one such, and we’d probably have to con-
sider, at the very least, English, along with Hindi and 
Tamal as the minimum basic options, but maybe many 
more. And the local DTH scene is exciting at the mo-
ment. China is very challenging from a [local] owner-
ship point of  view. I must admit that our China strate-
gy is still evolving, and the market cannot be ignored.”

Meanwhile, Robinson and his team are focusing on 
those markets where the door is a little easier to push 
open, and that includes more work in Australasia, fill-
ing in the gaps with markets such as Indonesia, Tai-
wan and Sri Lanka all likely to see speedy progress 
made, and KidsCo has applied for a linear retransmis-
sion licence in South Korea. 
 
Next on KidsCo agenda is long-form movies, where 
Robinson and his team will draw on the experience of  
sister channel Hallmark. 

Robinson says that break-even for the already launched 
services are very much in sight. “The first feed to 
breakeven is the central and Eastern Europe feed. The 
financial model has us with a lot of  centralised costs, 
so the issue is how much of  those centralised costs do 
you allocate to the early launch markets? As a stand-
alone set of  markets then the eastern and Central 
European efforts will breakeven in about 18 months. 
Launching Feed No. 2 adds another slice of  costs, so 
I guess the best answer is that individual feeds look 
like breaking even in about two years, which is very 
acceptable. The overall business will see us move into 
breakeven, because of  those centralised costs, in 
about three years. The trick is to keep those overhead 
costs under control, and at the moment we are slightly 
ahead of  plan.” 
 

Dino Squad
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ORBITZ — Late Breaking News

There’s a new com-
sat scheduled to 
serve the pan-Afri-
can market, thanks 
to an agreement 
signed between Arianespace and Thales Alenia 
Space. The Service & Solutions contract is for Ras-
com-QAF 1R, which is planned for a launch in 2010 
from Europe’s Spaceport in French Guiana aboard a 
Soyuz or Ariane 5 rocket. This new comsat is part of 
a turnkey contract with the Regional African Satellite 
Communication Organization by Thales Alenia Space, 
with the goal of providing telecom services to rural 
areas of Africa over 15 years.
LINK

atrexx has completed 
major contracts for 
the provision of satel-
lite communications 
to European suppliers 
in the Libyan oil and 
gas industry. The dedi-
cated, IP-based Virtual Private Network (VPN) will be 
used to provide communications to remote explora-
tion sites and to drilling teams based in the region, 
which has experienced significant growth as a result 
of the lifting of an eleven-year UN economic and mili-
tary embargo. Interest in the region has heightened 
due to the, as yet, unexplored areas of Libya, where 
oil may potentially be identified and the presence of 
foreign — mainly European — companies and inves-
tors is promising a positive future. One center of the 
company’s activities is based at Marsa El Brega, the 
gateway to the desert oil fields and the main refin-
ing and petrochemical centre in Libya. The solution 
boasts dedicated bandwidth services into the des-
ert using the iDirect 5100 service modems, enabling 
iSCPC links to be implemented. The global 2way2sat 
IP-based solution enables the provision of ubiquitous 
IP-based voice, data, and video services to businesses 
at almost any location worldwide.
LINK

It pays to cooper-
ate is the mantra 
for C2SAT who has 
signed a frame 
agreement with 
Seanet Maritime 
Communications AB for the delivery of 60 stabilized 
VSAT antenna systems. Initially, two antennas will be 
delivered to Seanet for immediate test installation 
on ships. Seanet recently announced the company 
will focus on maritime GSM services, and decided to 
cancel their antenna project C-Max. C2SAT will take 
over some equipment from Seanet’s discontinued 
antenna project.
LINK

China has successfully launched a Venezuelan tele-
communication satellite into space. This is China’s 
first manufacturing contract as well as a launch for 
a Latin American 
country.  A Long 
March 3II rocket 
carried the Ven-
ezuelan comsat 
into space from 
the launch pad at 
the Xichang Satel-
lite Launch Center, 
southwest China’s 
Sichuan Province, 
on October 30, 
2008. The satellite 
was produced by 
China Aerospace 
Science and Tech-
nology Corporation 
with an all-up weight of 5,100 kg and an expected 
lifetime of 15 years and is based on the DFH-4 bus. 
The satellite is called Venezuela-1 and is also known 
as Simon Bolivar Satellite or by the official United 
Nations designation, VENESAT-1.
LINK

Comtech Telecommunications Corp.’s Arizona-based 
subsidiary, Comtech EF Data Corp., has received 
three orders totaling $6.2 million for satellite com-
munications equipment. Two Asian operators and 
one Middle Eastern operator will use this equipment 

http://www.satnews.com/cgi-bin/story.cgi?number=594567408
http://www.satnews.com/cgi-bin/story.cgi?number=776727169
http://www.satnews.com/cgi-bin/story.cgi?number=331258889
http://www.satnews.com/cgi-bin/story.cgi?number=1391888960
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to support and expand their satellite-based cellular 
backhaul networks using Comtech’s CDM-625 satmo-
dem equipment.  While the orders specify a range of 
different products, the anchor product for all three 
orders is the CDM-625 Advanced Satellite Modem 
with DoubleTalk Carrier-in-Carrier.
LINK

Satellite TV service provider DIRECTV has launched 
History en espanol on DIRECTV Mas, DIRECTV’s 
Spanish and English-language programming service. 
History en espanol combines programming from the 
U.S. and Latin America highlighting Hispanic culture 
in Spanish, 24-hours a day. The addition to DIRECTV 
Mas now makes History en espanol available on 
all major distributors and brings the network’s rich 
historically based programming to Hispanic custom-
ers nationwide.
LINK

Glowlink has won a competitive contract award 
from Turksat A.S. for geolocation and carrier moni-
toring equipment. Under the contract, Glowlink will 
deliver, install, and conduct training for the com-
pany’s Model 8000 and Model 1000 systems at Turk-
sat’s facilities in Ankara, Turkey. The Model 8000 is 
a compact, state-of-the-art geolocation system—the 
industry’s first such system to have built-in interfer-
ence detection and analysis features essential for the 
fast, accurate, and effective geo-location of interfer-
ence transmitters.
LINK

Honduras’ office of the UNDAC (the United Nations 
Disaster Assessment and Coordination) requested 
Télécoms Sans Frontières’ (TSF) support after dev-
astating rains killed at least 24 people — thousands 
have been evacuated after several days of heavy 
rain leading to mud-
slides and floods. 
According to the 
government, more 
than 200,000 have 
been affected, 
25,000 have been 
left homeless, and 
eight people are 
missing. The Presi-
dent of Honduras, Manuel Zelaya, declared a state 

of emergency throughout the country and requested 
international assistance. UNDAC requested TSF install 
Emergency Communications Centers for the United 
Nations and to provide technical assistance to fa-
cilitate aid coordination and enable relief organiza-
tions to communicate from the most remote affected 
areas.
LINK

The United Arab Emirates is encouraging Arab and 
North African countries to participate in the efforts 
to set up an Arab space agency (ASA), Dr. Omar Al 
Emam, Advisor, Arab Science and Technology Foun-
dation told the Khaleej Times.  Satellite technology 
can boost the efforts of governments to enhance the 
studies on environment, geology, aerospace and pol-
lution and it can also be used for security purposes. 
Some of the Arab states, Dr. Omar said, have inde-
pendent space programs and they use satellite tech-
nology quite often.
LINK

MARKET FOCUS: JSAT MOBILE
Stratos has established a joint venture company 
with satellite operator SKY Perfect JSAT Corporation. 
The JV was designed to serve the mobile satellite 
services (MSS) needs of Japanese businesses and 
government agencies.  SKY Perfect JSAT is Japan’s 
first private-sector satellite operator and has be-
come the largest operator in the Asia-Pacific region, 
with 12 satellites. 

The new company, called JSAT MOBILE Communica-
tions Inc. (JSAT MOBILE), combines Stratos’ portfolio 
of Inmarsat and Iridium services with SKY Perfect 
JSAT’s vast support infrastructure and Japanese mar-
ket expertise.  The Stratos portfolio includes a wide 
range of value-added services to help customers 
achieve optimal communications performance and 
cost efficiency.

JSAT MOBILE builds upon the Japanese market suc-
cess Stratos has enjoyed over the past seven years.  
The new joint venture also makes it easy to bring 
high-performance, L-band MSS to SKY Perfect JSAT’s 
extensive customer base, which has depended upon 
SKY Perfect JSAT for C-band and Ku-band services. 

http://www.satnews.com/cgi-bin/story.cgi?number=227337893
http://www.satnews.com/cgi-bin/story.cgi?number=1950813397
http://www.satnews.com/cgi-bin/story.cgi?number=1529785726
http://www.satnews.com/cgi-bin/story.cgi?number=759191660
http://www.satnews.com/cgi-bin/story.cgi?number=1635810947
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As part of its broad solution offering, JSAT MOBILE 
will provide MSS powered by the last generation of 
Inmarsat I-4 satellites. Those services are expected to 
be available worldwide, including full service capabili-
ties in Japan and the Asia-Pacific region, starting on 
March 1, 2009. 

The Inmarsat I-4 F3 satellite 
was successfully launched 
on August 19th. Once test-
ed and operational, the I-4 
F3 will form a complete 
constellation (together 
with its two sister satellites 
that are already in orbit) to 
deliver full and seamless 
global coverage of all the 
latest Inmarsat broadband 
mobile satellite services. 
Those services include 
BGAN, FleetBroadband, 
and SwiftBroadband.

In recent years, it has been 
easy to detect a growing demand for MSS in the Japa-
nese market. In fact, Stratos expects the market for 
MSS services in Japan to continue to expand over the 
next five years, thanks to especially high demand for 
MSS applications that support the growing Japanese 
maritime industry.

The 2007 introduction of Inmarsat’s FleetBroadband 
service was met with enthusiasm from Japanese 

ship owners and ship managers who are constantly 
searching for faster, more reliable, and more eco-
nomical data and voice communications to help re-
cruit and retain well-trained seafarers. FleetBroad-
band demonstrates Inmarsat’s ability to keep pace 
with rapidly evolving maritime communications re-
quirements.  It is the maritime version of Inmarsat’s 
successful Broadband Global Area Network (BGAN) 
service.  (Since its introduction to the Japanese and 
worldwide markets in late 2005, BGAN has been 
widely adopted for land-mobile applications by mili-
tary and NGO agencies, media organizations, first re-
sponders, and professionals in numerous industries.)

To ensure they are receiving optimal communications 
performance and cost efficiency from FleetBroad-
band, Japanese ship owners and managers can now 
turn to JSAT MOBILE.  As the largest MSS provider to 
the maritime industry, Stratos provides communica-
tions services to more than 40,000 maritime termi-
nals worldwide.  

FleetBroadband provides cost-effective, high-speed 
data and voice communications – available simultane-
ously – at speeds up to 432kpbs.  It also provides on-
demand guaranteed IP data rates, regardless of the 
vessel’s location. The above-deck, stabilized, compact 
directional antennas are smaller than most existing 
Inmarsat Fleet products used today.

FleetBroadband from Stratos represents an exten-
sion of Stratos’ broadband maritime portfolio, which 
is designed to improve crew calling and business 
productivity.

JSAT MOBILE also expects to capitalize on strong de-
mand for the newest aviation MSS solution, Inmar-
sat’s SwiftBroadband.  SwiftBroadband is the first 
network delivering high-speed mobile data services 
to aeronautical customers.  With global coverage 
delivered via fully integrated aeronautical systems, 
SwiftBroadband services will provide access to email, 
Internet, and corporate networks.  JSAT MOBILE will 
offer Japanese government and commercial users ter-
minal management, traffic control and security ser-
vices, bringing a new level of communications to the 
cockpit and cabin.

Inmarsat-4 F3 satellite 
launch

Stratos President & CEO Jim Parm (left) and 
JSAT President & CEO Masanori Akiyama at the 

Tokyo signing ceremony on August 21, 2008.
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JSAT MOBILE has already started offering mobile 
satellite services to end users that operate interna-
tionally.  By the first quarter of 2009, JSAT MOBILE 
expects to receive all necessary regulatory approvals 
to provide its MSS portfolio for use in Japan and on 
Japanese-registered vessels and aircrafts.

In JSAT MOBILE, Japanese businesses will find a large 
local team that is intimately familiar with their re-
quirements. It will combine a dedication to the Japa-
nese market with a strong sales and support network 
to ensure all MSS solutions are deployed quickly and 
cost efficiently.  

Officials of Stratos and SKY Perfect JSAT Corp. are 
confident the new JSAT MOBILE joint venture will ac-
complish their carefully crafted mission — the suc-
cessful delivery of high-performance MSS to the 
growing Japanese market.

At the Tokyo signing ceremony on 
August 21, 2008.

Left to Right: 
JSAT Executive Officer 

Kei Shibuya  
JSAT Senior Managing Executive Officer 

Hideaki Kido  
JSAT Board Member & EVP Osamu INOUE  
JSAT President & CEO Masanori Akiyama  

Stratos President & CEO Jim Parm 
Stratos Senior VP, MSS Marketing, 

Ronald Sphitout
Stratos Vice President, Asia Pacific, 

Gerbrand Schalkwijk
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Last September, after nearly a year in the mak-
ing, Stratos established a joint venture com-
pany with satellite operator SKY Perfect JSAT 

Corporation. The JV was designed to serve the mo-
bile satellite services (MSS) needs of Japanese busi-
nesses and government agencies. SKY Perfect JSAT 
is Japan’s first private-sector satellite operator and 
has become the largest operator in the Asia-Pacific 
region, with 12 satellites. 

The new company, called JSAT MOBILE Commu-
nications Inc. (JSAT MOBILE), combines Stratos’ 
portfolio of  Inmarsat and Iridium services with 
SKY Perfect JSAT’s vast support infrastructure and 
Japanese market expertise. The new joint venture 
brings high-performance, L-band MSS to SKY Perfect 
JSAT’s extensive customer base, which has depended 
upon SKY Perfect JSAT for C-band and Ku-band ser-
vices. As part of  its solution offering, JSAT MOBILE 
will provide MSS powered by the last generation of       
Inmarsat I-4 satellites. Those services are expected 
to be available worldwide, including full service capa-
bilities in Japan and the Asia-Pacific region, starting 
on March 1, 2009. 

The Inmarsat I-4 F3 satellite was successfully launched 
on August 19th. Once tested and operational, the I-4 
F3 will form a complete constellation (together with its 
two sister satellites already in orbit) to deliver full and 
seamless global coverage of  all the latest Inmarsat 
broadband mobile satellite services. Those services in-
clude BGAN, FleetBroadband, and SwiftBroadband.

Strong 
Maritime Market Demand
In recent years, it has been easy to detect a grow-
ing demand for MSS in the Japanese market. In fact, 
Stratos expects the market for MSS services in Japan 
to continue to expand over the next five years, thanks 
to especially high demand for MSS applications that 
support the growing Japanese maritime industry.

The 2007 introduction of  Inmarsat’s FleetBroadband 
service was met with enthusiasm from Japanese ship 
owners and ship managers who are constantly search-
ing for faster, more reliable, and more economical 
data and voice communications to help recruit and 
retain well-trained seafarers. FleetBroadband 

demonstrates Inmarsat’s ability to keep pace with 
rapidly evolving maritime communications require-
ments. It is the maritime version of  Inmarsat’s suc-
cessful Broadband Global Area Network (BGAN) 
service. (Since its introduction to the Japanese and 
worldwide markets in late 2005, BGAN has been 
widely adopted for land-mobile applications by mili-
tary and NGO agencies, media organizations, first re-
sponders, and professionals in numerous industries.)

FleetBroadband provides cost-effective, high-speed 
data and voice communications – available simultane-
ously – at speeds up to 432kpbs. It also provides on-
demand guaranteed IP data rates, regardless of  the 
vessel’s location. The above-deck, stabilized, compact 
directional antennas are smaller than most existing In-
marsat Fleet products used today.

Aeronautical Market Promise
JSAT MOBILE also expects to capitalize on strong 
demand for the newest aviation MSS solution, Inmar-
sat’s SwiftBroadband. SwiftBroadband is the first 
network delivering high-speed mobile data services to 
aeronautical customers. With global coverage deliv-
ered via fully integrated aeronautical systems, Swift-
Broadband services will provide access to email, In-
ternet, and corporate networks.

JSAT MOBILE will offer Japanese government and 
commercial users terminal management, traffic con-
trol and security services, bringing a new level of  
communications to the cockpit and cabin.

Next Steps for JSAT MOBILE
JSAT MOBILE has already started offering mobile 
satellite services to end users that operate interna-
tionally. By the first quarter of  2009, JSAT MOBILE 
expects to receive all necessary regulatory approvals 
to provide its MSS portfolio for use in Japan and on 
Japanese-registered vessels and aircrafts.
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