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NOTE FROM THE

The Military Satcom Market:
Not a Panacea

e recent events in the Middle East demonstrated
dramatically the pivotal role of satellite
communications in modern warfare. It is therefore

appropriate this month’s issue focus on the military
satellite communications (milsatcom) market. With the
commercial satellite industry experiencing the worst
downturn in recent memory, many are pinning their hopes
on the milsatcom market to make up
for the negative trend in the
commercial market. Major satellite
operators such as Intelsat, PanAmSat
and SES Americom have strengthened
their Goverment/military businesses
by setting up specific subsidiaries to
focus on this important market.

The U.S. Goverment/ military satcom
market is about $400- 500 million
per annum and is expected to grow
15-20 percent in the next three years. While the milsatcom
market is indeed in the short-to medium term growing, it
still comprise a relatively small part of revenues for
satellite operators—averaging between 10-20 percent of
total revenues.

Moreover, the government/military satcom market is not
immune from cyclical downturns. | remember in the early
’90s right after the first Gulf War, how U.S. defense budget
cuts forced California to reinvent its heavily defense-
oriented industries to commercial.

Though an important market and a growing one, milsatcom
is not a panacea to a struggling industry nor a substitute
for the commercial market. The future of the satellite
industry is in commercial applications. Commercial
telecommunications, video and data comprise the majority
of traffic on geostationary satellites—and will continue to
do so. The key to surviving the recession is not so much
looking for the next killer application, as we painfully
learned from the telco and dot.com meltdown, but rather
to continue to provide reliable and quality service to
various traditional and non-traditional markets that

satellites serve. .
Vk:y-' Lol
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ReApeERgs LeTTERS

I wanted to take this oppor-
tunity to congratulate Satnews on
its successful launch of
Satmagazine.com, which gets
high marks on every count: The
online medium is what the in-
creasingly global satellite com-
munications community wants -
and needs.

The layout is both engaging and
well presented.

And most important, the content
was informative and focused on
the most relevent topics in the
world of satellite communica-
tions today. From broabdband
solutions to market intelligence,
and from news to events infor-
mation Satmagazine.com deliv-
ered on its promise.

Sincerely,

David Hartshorn
Secretary General
Global VSAT Forum
London, UK

As the satellite industry prepares
for a renaissance of activity fol-
lowing the most difficult eco-
nomic slump in recent memory,
new answers to old problems
must be found at every level.
Those that demonstrate a signifi-
cant re-thinking of old business
models and effectively restruc-
ture antiquated processes are a
pleasure to see.

The premier issue of
SatMagazine has achieved just
that. It fully addresses the chang-
ing environment of the busier-
than-ever satellite executive by

delivering clear and concise data
and news that is specific, mea-
surable, accurate, reliable and
timely. In a word: smart.

Moreover, it does so in a format
that fosters and in-depth under-
standing of the issues based

on Design Publishers re-
nowned experience and in-
sight and is a wonderful comple-
ment to Satnews Weekly.

Congratulations.

Graeme Maag
Director, Public Affairs
EMS Technologies Canada, Ltd.

Super Publication, how does one
advertise?

Anthony.J. Mullarkey
Director, Precision Marketing
International

Just wanted to let you know that
I read and greatly enjoyed the
new publication. Began reading
the magazine off my monitor and
then printed a few articles for
more relaxed review late last

night.
Congratulations.

Spencer A. Freund

Associate Vice President for Aca-
demic Affairs/ Telecommunica-
tions Calif. State University, Sac-
ramento

The new magazine has a nice
look and feel to it. Best wishes
for another success.

Altan Stalker
Altan Stalker and
Associates
Darien, CT

The magazine
looks great. Congratula-
tions!

Ravi V. Patel

President and CEO

FiberSat Global Services, LLC,
Chatsworth, CA

Thanks, your inaugural issue
looks great!

Aloha,

Jim Crisafulli

Research & Development
Coordinator Energy, Resources &
Technology Division
DBEDT/State of Hawaii

What a nice magazine! Beautiful
layout and interesting articles.
Congratulations on the new
publication.

Betsy Kulick
Mobile Satellite Users Association

The e-Magazine is very nice and
my Hearty Congratulations to
you and your team.

Dinyar Contractor
SCAT Consulting
Bombay, India
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CommunicAsia2003,
BroadcastAsia2003
Canceled Due to SARS

Threat

Singapore/May 1, 2003/—
CommunicAsia2003 and
BroadcastAsia2003, billed as the
biggest annual telecom and
broadcasting events in Asia
scheduled from June 17-20 have
been cancelled because of the
growing threat of Severe Acute
Respiratory Syndrome
(SARS).Stephen Tan, chief execu-
tive of Singapore Exhibition Ser-
vices, organizer of
BroadcastAsia2003, said the out-
break of SARS in Singapore has
shown little improvement over
the past few weeks and some-
what worsening in other parts of
Asia. Because of this, Tan said,
exhibitors and visitors alike had
expressed concerns about their
safety at the show.

Tan said CommunicAsia2003,
which was to be held concurrently at
the Singapore Expo, will also be can-

celled.

CommunicAsia2003 was to
showcase ICT and bring a plethora
of cutting-edge enterprise I'T tech-
nologies. CommunicAsa includes
four other subshows:
MobileCommAsia, NetworkAsia,
EnterpriseT2003 and SatComm

M

Boeing, Lockheed's
Launch Divisions Re-
ported to be in Merger
Talks

May 12, 2003/ — Boeing Co.
and Lockheed Martin Corp.
have been in discussions for a
joint venture to combine the
rocket operations of both compa-

A Boeing Delta IV rocket
successfully delivered to space
the first satellite for the U.S. Air
Force's Evolved Expendable
Launch Vehicle program last
March 10. (Boeing photo)

nies, The Wall Street Journal re-
ported on Tuesday.Citing un-
named government and industry
officials, the newspaper said that
talk of a joint venture started at
least six months ago and was
intended to reduce the
government's cost to launch sat-
ellites and to lower the costs of
the rocket makers by combining
assets such as launch facilities
and crews.

Ajoint venture between the two
rivals would help them by lowering
their operating costs amid a slump in
commercial demand for telecommu-
nications-satellite services. But WSJ
said Justice Department and Air
Force inquiries into the earlier rocket
competition have left company offi-
cials, especially at Lockheed, wary of
continuing with such a process, in-
dustry officials said.

Spokesmen for both companies
declined to comment on the pro-
posed joint venture. Boeing and
Lockheed are the only providers of
the advanced rockets used to put U.S.
military satellites into space under
the Evolved Expendable Launch Ve-
hicle program.

The Air Force has earmarked

$538.8 million in additional
support for the companies
over five years beginning
in fiscal year 2004 to en-
sure U.S. access to space.

Court Approves ICO
Global Communica-
tions Acquisition of
Globalstar

San Jose, Calif., and London/
April 29, 2003/ — Globalstar,
L.P. and ICO Global Communi-
cations (Holdings) Limited have
received court approval for ICO
to acquire a majority interest in a
reorganized Globalstar.Late last
Friday, the U.S. Bankruptcy
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Globalstar is bailed out by ICO
Global Communications.
(Globalstar photo)

Court in Delaware approved the
sale of Globalstar's assets to a
new company to be controlled by
ICO in exchange for an invest-
ment of $55 million for which
ICO will receive a 54% equity
stake in the new operating com-
pany. The Court-approved sale
supercedes an earlier proposal
that had been made by Thermo
Capital Partners earlier this
month.

" Approximately $12 billion
has now been spent for mobile
satellite communications and
handheld devices. The numerous
bankruptcies throughout the in-
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dustry have been indicative of
the risks associated with provid-
ing innovative new services and
the failure, to date, of mobile sat-
ellite service (MSS)," said ICO
Chairman Craig O. McCaw. "We
believe that the $4 billion spent
thus far on Globalstar, however,
will result in useful services for
governments, corporations and
communities around the world.
We like the Globalstar system
architecture and see this as a
turning point for the MSS indus-
try and for Globalstar in particu-

lar." BINA

EchoStar's DISH
Network Adds 350,000
Net New Subscribers

Littleton, Colo./May 6, 2003/—
EchoStar Communications Corp.
said its Dish Network satellite
television service added approxi-
mately 350,000 net new subscrib-
ers during the first quarter of
2003. Dish Network had approxi-
mately 8.53 million subscribers

as of March 31, 2003.

For the quarter ended March 31,
2003, EchoStar reported total rev-
enue of $1.36 billion, a 23 percent
increase compared to $1.10 billion
for the corresponding period in
2002. EBITDA totaled $277 million,
an improvement of $100 million
compared to $177 million for the
corresponding period in 2002. Free
cash flow from operations totaled
$125 million for the quarter ended
March 31, 2003, an improvement of
$36 million compared to $89 million
for the corresponding period in
2002.

European Parliamentar-
ians Urge Rapid Deploy-
ment of Galileo

April 28, 2003/— The Joint Sky
and Space Committee of the Eu-
ropean Parliament has presented
a petition signed by over 200 Eu-
ropean and national members of
parliament to the Council and
European Commission, urging
Heads of State and Government
to launch Galileo as soon as
possible.Since 2001, the Euro-
pean Parliament has supported
the vast majority the European
Commission proposals aimed at
providing Europe with its own
satellites navigation system.

Galileo is a large-scale pro-
gram that will allow for the de-
livery of a wide range of services
and applications in the fields of
transport, earth-monitoring, pub-
lic safety, risk prevention and
response to natural disasters. [

JSAT Corp. Awards
Lockheed Martin Con-
tract For A2100 Satellite

Newtown, Pa./May 1, 2003/ —
Lockheed Martin Commercial
Space Systems (LMCSS) has been
awarded a contract by JSAT
Corp. of Japan to build its latest
geostationary telecommunica-
tions satellite. The satellite, des-
ignated JCSAT-9, will provide sat-
ellite communications services
throughout Asia and Japan fol-
lowing its scheduled launch in
2005.JCSAT-9, a high-power hy-
brid satellite, will be located at
132 degrees East longitude. The
spacecraft will be based on the
award winning A2100AX plat-

£ ,

JCSAT-9 based on the A2100
platform. (Photo by Russ
Underwood, Lockheed Martin)

form, manufactured by Lockheed
Martin Commercial Space Sys-
tems, Newtown, Pa. with a mini-
mum service life of 12 years.

The A2100 geostationary
spacecraft is designed to meet a
wide variety of telecommunica-
tions needs ranging from high-
power Ka, Ku and C-band fixed
satellite and direct broadcast ser-
vices to high power mobile satel-
lite services using the L- and S-
band frequency spectrum. g

Hutchison Withdraws
Proposed Stake in
Global Crossing

Hong Kong and New York/
May 1, 2003/ — Hutchison Tele-
communications Limited said it
has decided to withdraw its pro-
posed acquisition of a 30.75%
stake and $125 million invest-
ment in bankrupt Global Cross-
ing Ltd. But ST Telemedia will
exercise its rights to acquire
Hutchison Telecommunications'
planned stake in a newly consti-
tuted Global Crossing and will
now make the full $250 million
investment, according to an an-
nouncement of the companies.

Reports say Hutchison with-
drew because the U.S.
government's Committee on For-
eign Investment managed by the
Treasury Department that re-
views investments by foreigners
in United States companies an-
nounced that it had begun an
investigation of the deal. g

Back to Contents



Paul David Miller to
Continue as ATK Chair-
man; Dan Murphy to
Become CEO October 1

Minneapolis/May 13, 2003/ —
The board of directors of ATK
(Alliant Techsystems) has ap-
proved an executive leadership
succession plan aimed at con-
tinuing the company's strong
performance.Under the plan,
Paul David Miller (PDM), chair-
man and chief executive officer,
will retain his post as board
chairman and will turn over his
responsibilities as CEO to Dan
Murphy on Oct. 1. Murphy is cur-
rently group vice president, Pre-
cision Systems. In a separate
news release issued today, ATK
announced that Murphy was
elected to the board of directors
on May 6.

Murphy joined ATK in 2000
as president of ATK Tactical
Systems in Rocket Center, W.
Va., and was named group vice
president, Precision Systems in
early 2002, when the new busi-
ness group was formed. A
graduate of the U.S. Naval
Academy, he previously served
as a naval officer for 30 years,
attaining the rank of Vice Admi-

ral. BN

Breckon Promoted to
Vice President of SBCA

The Satellite Broadcasting and
Communications Association
has promoted Alex Breckon to
vice president, business devel-
opment, reporting to SBCA
President Andrew Wright.
Breckon’s responsibilities will
includebuilding association

membership as well as creating
and developing programs that
benefit the satellite industry.

Breckon has been with the
SBCA since 1998 and was most
recently a Senior Director. Dur-
ing his tenure Breckon was
chiefly responsible for the suc-
cessful launch of the SBCA Na-
tional Standards and Testing
Program, which he will continue
to oversee.

Under his supervision more
than 21,000 satellite system in-
stallation technicians have been
trained and tested, helping the
industry to retain its edge in cus-
tomer satisfaction and service.
Breckon has also worked on
SBCA programs including
SkyFORUM and the upcoming
Retailer Rally, authored reports
on competitive industry issues
for SBCA members, and man-
aged a staff including the PR,
marketing, education, member-
ship and administrative divi-

sions. BV

Mike McCulley to
Replace Turner as
United Space Alliance
President & CEO -
Boeing's Brewster Shaw
to Become Chief Operat-
ing Officer

Houston, TX/May 6, 2003/ —
Chief Operating Officer Michael
J. McCulley has been named to
succeed Russell D. Turner as
President and Chief Executive
Officer of United Space Alliance,
effective May 15. Boeing Vice
President and Deputy General
Manager of NASA Systems,
Brewster H. Shaw, has been se-

lected to replace McCulley as
USA COO, later this

spring. Turner has accepted the
position of President of
Honeywell Engines, Systems
and Services in Phoenix, AZ,
after serving in the top leader-
ship position at USA since June
1998.

As COO, McCulley has had
primary responsibility for the
day-to-day operations and over-
all management of USA. Prior to
being named COO, McCulley
was vice president and deputy
program manager for the Space
Flight Operations Contract. He
previously served as the vice
president and associate program
manager for Ground Operations
at the Kennedy Space Center
where he was responsible for
directing the integration of all
processing activities associated
with the Space Shuttle program.

Boeing Satellite Pioneer
Harold Rosen Inducted
to National Inventors
Hall Of Fame

St. Louis/May 1, 2003/ — Dr.
Harold Rosen, a consultant and
former 37-year employee of The
Boeing Co., is among 17 seven-
teen aviation and aerospace in-
ventors being inducted into the
National Inventors Hall of Fame
on May 3 in Akron, Ohio.Rosen
was selected for his pioneering
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work developing the world's first
24-hour commercial communica-
tions satellite and his subse-
guent contributions to satellite
communications. As a founder
of the modern communications
satellite industry, Rosen lead the
team at Boeing Satellite Sys-
tems in El Segundo, Calif. that
developed Syncom, the world's
first synchronous communica-
tions satellite.

From the early 20th cen-
tury, theories held that an object
placed over the equator at a
height of 22,238 miles and a
speed of 6,878 mph would
match, or synchronize with,
Earth's daily rotation. To a
ground observer, an object in
this orbit would seem to stand
still, thus the term "geostation-
ary."

In 1959 at BSS, Rosen
and his team of Donald D. Will-
iams and Thomas Hudspeth be-
gan work on a geostationary
communications satellite. At that
time, communications satellites
used low orbits and huge swivel-
ing ground antennas. Expensive
tracking computers were needed
to stay in contact with them dur-
ing the brief time they raced
overhead. In contrast, a syn-
chronous satellite could commu-
nicate directly and continuously
with any ground station in its line
of sight, using fixed antennas.

Dr. Edward Crawley
Appointed to Orbital's
Board of Directors

Dulles, Va./May 2, 2003/— Or-
bital Sciences Corp. has ap-
pointed Dr. Edward F. Crawley,

Dr.
Edward
F. Harley

Professor and Head of the Aero-
nautics and Astronautics Depart-
ment at M.L.T., to the company's
Board of Directors. He replaces
Dr. Jack L. Kerrebrock, also of
M.IL.T., who retired from the
Board at this year's annual meet-
ing of shareholders after 19 years
as a company Director. In addi-
tion to his teaching, research and
administration duties at M.I.T.,
Dr. Crawley also leads the
M.I.T./Cambridge University Co-
operative Institute, is a member
of the National Academy of Engi-
neering and the NASA Advisory
Council, and is a Fellow of the
American Institute of Aeronautics
and Astronautics. BN

Richard Townsend
Elected Executive Vice
President of Loral Space
& Communications

New York/May 1, 2003/— The
board of directors of Loral Space
& Communications has elected
Richard J. Townsend executive
vice president and chief financial
officer of thecompany. Town-
send, who was formerly senior
vice president and CFO, joined
Loral in October 1998. He re-
ports to Bernard L. Schwartz,
chairman and chief executive

officer, and is responsible for
overseeing all finance and trea-
sury functions.

Townsend, 52, joined Loral
from ITT Industries, a defense
electronics and engineering
company, where he served as
corporate controller and director

of strategy. BN

Kim Hatamiya Joins
Sony Pictures Television
International as Senior
Vice President, Sales
and Marketing

Culver City, CA/May 1, 2003/
Kim Hatamiya has joined Sony
Pictures Television International
(SPTI) as Senior Vice President,
Sales and Marketing, Michael
Grindon, President of the divi-
sion said.With 20 years of expe-
rience in the entertainment and
new media industries, Hatamiya
brings extensive expertise in
marketing for international televi-
sion ventures, Internet content
and children's television.
Hatamiya has launched and
managed international channels,
including Canal Fox, Fox Kids
U.K. and Fox Kids Latin
America. Hatamiya also has in-
depth experience with new prod-
uct launches and business de-
velopment.

Hatamiya will lead the mar-
keting efforts in support of
SPTI's three lines of business,
which consist of program distri-
bution and licensing of motion
picture and television product,
international networks and local
production for the global market-

place. BV
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Good war, bad war &

By Chris Forrester

ulf War IT (GWII) seems
o have been good for
satellite.

Most major operators,
while not gloating about the
business won, saw significant
traffic gains during the build up
and action. Broadcasters also
took thousands of circuits, with
non-stop coverage boosting rat-
ings at home. The sat-phone spe-
cialists also had a good war, es-
pecially Thuraya which with
Inmarsat was able to supply
more than 1200 of its latest-gen-
eration Regional B-GAN termi-
nals.

As to mainstream satellite op-
erators, PanAmSat and Intelsat also
boosted military traffic while
Eutelsat reportedly won a new US
military contract for Gulf coverage.
There can be little doubt that the
military’s use of commercial satellites
is growing at a pace. A major military
space conference last year talked of
demand growing exponentially.

Klaus Becher, senior Fellow at the
European Institute for Security Stud-
ies, said he expected US defence
bandwidth requirements to grow
from a typical sub-1 Gigabits/s de-
mand today to in excess of 10 Giga-
bits/s by 2010. Of that amount
some 40-45% would be satisfied by
the US’ own sat-coms build
programme, with the balance coming
from leases within the commercial
sector.

Last month’s Iraqi action seems
to confirm the demand. General

Ed Eberhart, Commander in
Chief: North American Aerospace
Defense Command/US Space
Command, speaking at the con-
ference, denied the military were
so-called “bandwidth hogs”, stat-
ing “[bandwidth] simply makes
us more efficient and effective,
allowing for fewer casualties.”
While much of GWII’s televisual
action concentrated on ground-
based military units, both air and
sea services also see demand in-
creasing. Captain Dave Markham,
head of the US Navy’s Space &
Communications Branch, said the
navy’s demands (typically per vessel)
had grown from a 75 baud teletype
service back in the Vietnam War

period to 9.6

| Kb/s during
Desert Storm to
3Mb/s for air-
craft carriers
operating in the
Persian Gulf
and Arabian Sea
ahead of GWII.
He also pre-
dicted signifi-

| cant increase in
bandwidth,
even down to
supplying
troops with
multi-channel
TV as well as
more specific -
and demanding
- operational
equipment.

Eugene
Staffa who works within Intelsat’s
strategic and business develop-
ment department, said that the
operator has long and valuable
links with the US military which
traditionally takes around 10% of
its capacity. While war and con-
flict always make headlines, few
of us realise that since the Gulf
War there have been around 100
significant military actions across
the globe, each requiring increas-
ingly sophisticated communica-
tions. Intelsat has beefed up its
monitoring sites in Germany
(with a new Teleport opening in
Fuchsstadt, Germany last June 4),
Bahrain, Qatar, India, Ukraine
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Editor's note:

Satmagazine EMEA Editor Chris Forrester examines the impact of the recent Gulf War on the satellite industry.  The Global milsatcom demand is projected to reach 15 Gb/s by 2010.


FEATURES

Gulf War I, the UK demand:

Using Paradigm’s welfare communications ser-

vice

- Over 40,000 troops serving in the current Gulf
conflict keeping in touch with home

- 15 self-contained, air-conditioned cabins cur-
rently deployed in 5 countries across the Gulf
region, containing around 350 telephone hand-

sets and 200 PCs

- Paradigm supplied some 1,000 IRIDIUM and
GLOBALSTAR satellite communications hand-

and elsewhere. Intelsat is directly
involved in the US navy’s ‘Direct
to Sailors’ programme which
takes TV signals to around 20
large platforms (carriers and
other command vessels) with
three channels of TV, 3 of radio
and an EPG.

Intelsat say that they were
supplying the US Navy with full
duplex, high data-rate comms
(1.544 Mb/s) for imagery dis-
semination, intelligence data
transfer, video tele-conferencing,
tele-medicine and training. Staffa
forecast a growing military
satcom bandwidth demand rising
from today’s 2 Gb/s throughput
to more than 12 Gb/s wideband

SATMAGAZINECOM

sets into the Middle East for welfare calls

- RN / RFA access is provided via 35 Maritime

INMARSAT terminals and 34 MENTOR lines

- 700,000 disposable welfare phone cards,
40,000 account cards and 100,000 £10 private
cards — available to purchase in theatre — pro-
duced specifically

- 1,500,000 minutes of calls were connected in

demand, plus a
further near-2
Gb/s of
narrowband sup-
ply, by 2010. His
source was the
Joint Chief’s De-
cember 2000
forecast sce-
nario, and he
gave a strong
hint that the es-
timate might be
inadequate.

But there’s also another sce-
nario: it suggests that while mili-
tary traffic will build, that of us-
ing satellite for news gathering
(SNG) will dwindle. Associated
Press Television News is the
well-known video news agency,
a wholesaler of news, entertain-
ment and sports coverage and a
huge user of satellite capacity
usually from the world’s trouble
spots. But CEO Ian Ritchie pre-
dicts next generation cellular te-
lephony is taking over the once
exclusive domain of satellite. “I
increasingly expect that the use
of satellites will disappear over
time, and that might be in 5 or
10 years time.”

the first 6 weeks of the deployment
Source: Paradigm g

APTN came into being in
1998 as the result of the merger
of Associated Press TV and
Worldwide Television News
(WTN). Ritchie says APTN’s satel-
lite broadcast services division
represents some 30%-35% of its
annual income. APTN’s camera-
men and women have won
praise for their heroic efforts,
sometimes even giving up their
lives as with award-winning
Miguel Gil who died in Sierre Leone
only afew months after receiving an
RTS award for his Kosovo coverage.
APTN won another RTS award last
year for its extraordinary September
11 coverage. Its reporters were very
much in the front line during GW1IL.

“The way we are structured
commercially is that our clients are
on long-term contracts and we sim-
ply have to cover this breaking news
whatever the cost. We cannot go
running back to clients saying,
‘by the way we want more cash’.
The major networks, whether
American or European have
tended to put their own anchors
into these major [war] stories and
try to maintain a balance, draw-
ing on us for, say, satellite links
as well as filling in gaps that they
have missed.”
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US military bandwidth needs*

Desert Storm 70 Mb/s
Allied Force 170 Mb/s
Op. Enduring Freedom 470 Mb/s

2010 total military satcom
demand

Global projection 15 Gb/s

*Data: Intelsat/US Space Command/JC

Ritchie paints a somewhat gloomy picture for
future satellite demand. “We look at the huge at-
traction of the Internet as a delivery tool for our
sort of ingest, and we have looked at having our
own distribution system. The thing is that real time
will always be important, and we have to remem-
ber that cost will also be a part of the equation, as
will the cost of getting decoders to our clients. The
ideal is that in 5 or 10 years from now, and at an-
other [war]-type situation, we would be able to use
live, real-time, internet-based distribution systems
using cell-phones, 3G or similar telephone connec-
tivity. We could, in theory, abandon the dishes.
Add in the growing dependence on fibre and you
can see which way the wind is blowing.” BM

" London-based Chris Forrester, a well-
| known broadcasting journalist is the
Editor for Europe, Middle East and
Africa for SATMAGAZINE. He reports
on aII aspects of the industry with special emphasis on
content, the business of television and emerging
technologies. He has a unique knowledge of the Middle
East broadcasting scene, having interviewed at length
the operational heads of each of the main channels and
pay-TV platforms. He can be reached at
chrisforrester@compuserve.com
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Military Satellite Applications

The Invicible Advantage

Defense Meteorological Satellite
Program (DMSP)

Collect weather data for American
military operations assessing conditions
in target areas. Atleast two DMSP
satellites in polar orbits 500 miles above
Earth continuously send down visible
light phetos and infrared images of
cloud cover. They also report
atmospheric moisture-and temperature.
Military weather forecasters use such
data to predict regional and global
weather patterns, including severe
thunderstorms, hurricanes and
typhoons. DMSP pictures show areas
as small as 1,000 feet in diameter.
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National Oceanic and
Atmospheric Administration
(NOAA) Satellites

NOAA's operational satellites,
GOES and POES, provide
complete global weather
monitoring system. Send weather
information to antennas on
battlefields and ships and military.
command centers. Satellite data
is used to create forecasts for TV,
radio and weather advisory
services. The satellites carry
search and rescue instruments
that help save lives. The satellites
are also used to support aviation
safety (volcanic ash detection),
and maritime/shipping safety (ice
monitoring and prediction).

Keyhole Satellites

Digital-imaging satellites that can deliver
very high-resolution pictures in visible
light and infrared. Advanced KH-11
infrared-heatssensors detect camouflage
and buried structures, and.can be used
to determine whether factories are
operating or not. KH-11 satellites
transmit images in real time to ground
stations.via Milstar communications relay
satellites. The most-advanced of these
satellites has a resolution of around 10-
15 centimeters.

£

=

F |

l"lr

Lacrosse Satellites (Also known'as Onyx,
Vega or Indigo)

Lacrosse-can-see through clouds and send
down photographic-quality images. Lacrosse
satellites pass over its assigned observation
target on the ground twice a day, peering
down through bad weather to.show military
commanders:elsewhere on the ground where
to strike and what damage was caused by
strikes. Lacrosse satellites can show objects
as small as a foot across at night and in bad
weather.

By Satnews Publishers Graphics Dep't

Defense Satellite Communication System (DSCS)
The workhorse of the U.S. military’s super-high
frequency communications, DSCS provides military
communications to troops in the field as well as
commanders at multiple locations. DSCS I, the
most recent configuration, provides uninterrupted
secure voice and high data rate communications. It
was used throughout Operation Desert Storm and as
the primary communications link for U.S. forces in
Bosnia.

Global Paositioning System (GPS)

24 satellites that orbit the earth every 12 hours provide
24-hour navigation information. Controlled by the U.S. Air
Force, the constellation provides situational awareness
and precision weapon guidance for the military. It also
supports a wide range of €ivil, scientific, and commercial
functions — from air traffic control to the Interhet — with
precision location and timing information.

Defense Support Program (DSP) Satellites

DSP satellites watch from 22,000-mile-high stationary
(geosynchronous) orbits for missile and space
launches and nuclear detonations. Their infrared
sensors detect heat from missile and booster rocket
exhaust plumes. They even can detect launch of small
missiles to.warn of an attack by short-range missiles
against any target anywhere in the world. A new
system of spy satellites known as Space-Based
Infrared System will replace DSP in coming years.
SBIRS will have multiple constellations of infrared
satellites, some in high orbits and some in low orbits
— known as SBIRS High and SBIRS Low.

MILSTAR

The Defense Department’s most technologically
advanced telecommunications system allows all
branches of the U.S. Armed Services (including
ships, submarines, aircraft and ground stations) to
communicate with one another on the same secure
network. Milstar’s “switchboard-in-the sky” handles
all processing and traffic management chores
without ground station relays, greatly enhancing
data security and jam resistance. The system
consists of five satellites positioned around the
Earth in geosynchronous orbits.



Asian Businesses Change Plans

to Cope with SARS 5

By Stuart P. Browne

ncellations and post
poned travel have been
e main disruptions for

doing business in Asia due to the
recent outbreak of sever acute
respiratory syndrome (SARS).
This writer traveled through
Hong Kong and Singapore in
February prior to the media hys-
teria and was aware that there
had been a bit of a panic in De-
cember and January in
Guangdong, but Hong Kong
didn’t seem to be much affected
on Valentines Day with hoards of
lovers strolling the streets with
bouquets of cut flowers. In
March, just as Hong Kong au-
thorities was realizing that there
was a real outbreak, I passed
through Chep Lak Airport and
saw the odd masked traveler, but
didn’t worry much about it.

Then the WHO and the ac-
companying media scare coupled
with the war in Iraq, put a major
damper on travel throughout
Asia. Cathay Pacific, Hong Kong’s
flag airline carrier, nearly shutdown
as travel around the region virtually
stopped. Hotel occupancy in Hong
Kong fell to 20% and Singapore en-
forced quarantines on thousand of
food workers and others. In
Guangzhou, attendance at the Can-
ton Trade Fair, a major stop for
commercial buyers worldwide,
was a fraction of the usual num-

ber of attendees. The real im-
pact of course has been on the
regions economics with the Asian
Development Bank now predict-
ing 2 0.1 to 0.2 per cent reduc-
tion in their forecast for gross do-
mestic product (GDP) growth.
Emma Fan, an ADB economist,
also has noted that “the reduc-
tion in business travel and other
transport-related cutbacks could
start to affect the manufacturing
export orders such that the im-
pact of the epidemic would be
felt across a broader swathe of
the economies affected.”

In an area of the world
where international business is
largely built on personal relation-
ships, the curtailment of Asia-
Pacific travel has made it difficult
to “press the flesh” and has really
stimulated telecommunications
use, as businesses have had to
rely on e-mail, phone calls and
videoconferencing to get the job
done.

Here in Hawaii, where travel
and tourism is the key economic
engine, the state Department of
Business, Economic Develop-
ment and Tourism, who views
China as a new market for Ha-
waii tourism, conducted a
videoconference with China busi-
ness leaders, which was so well
attended that the venue was
moved to the Hawaii Convention

Center to accommodate the large
attendance. Hawaii has an inten-
sive tie to the Asia-Pacific region.

Looking at the big picture,
having been an international
“road warrior” for the last 25
years, and being intimately famil-
iar with the rigors of interna-
tional travel (both before 9/11
and after), teleconferencing using
WebX like services, e-mail, SMS
and plain old telephone are
something that I’ve begun to rely
on more and more, simply to
avoid the hassles of business
travel.

Relying on telecom as a
travel alternative has long been
touted by the our industry and
the SAR’s outbreak may actually
be the most stimulating factor to
come along to push video tele-
conferencing.
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Editor's note:

Satmagazine Editor for Asia-Pacific, Stuart P. Browne, examines the impact of the SARS epidemic on the Asian economy in general and the telecommunications business in particular.  With the cancellation of the largest show in Asia next month, CommunicAsia, Browne looks at various ways  in which tAsian countries are coping with this crisis and how satellite technology, particularly VSATs can play a vital role.


For high quality video tele-
conferencing to succeed, broad-
band networks are clearly a key
component. With desk-top video
conferencing now just another
Internet application, and Web
based collaborative conferencing
becoming all pervasive, the only
impediment to the adoption of
good quality 2-way
videoconferencing, is cost-effec-
tive and easy access to broad-
band networks. That’s where
VSAT networks offer a perfect
solution for multi-point
videoconferencing.

Today, VSAT networks are
being widely adopted by enter-
prises in North America because
they are easier to manage then
terrestrial networks, where mul-
tiple telco’s, carriers and ISP’s,
make for time consuming and
“messy” problem solving and
billing nightmares.

Security of course in any
business meetings is paramount,

and VSAT’s operating with triple
DES encryption are super secure,
so decision makers can feel com-
fortable doing business, where
proprietary info is discussed. As
an example, a VSAT network
for a banking organization can
provide a complete network so-
lution, with TCP/IP data tele-
phony, data, and video being
easily implemented and network
security maximized, all ata
monthly cost that is less than a
terrestrial solution and far more
manageable.

In developing
countries in the Asia-
Pacific region, where
long distance telecom
services are often unre-
liable and expensive, a
VSAT network solution
offers high reliability,
security and ease of
management, not found
in the terrestrial alter-
native. Video telecon-
ferencing is clearly an
application where road
traffic in a city like
Bangkok can be a
headache and in China
where air travel is ex-
pensive and time con-
suming.

Now that the Asian
SAR’s flu scare seems to be sub-
siding, it appears that a “killer
virus” may have spawned a
“killer app” - satellite
videoconferencing. Of course,
travel and personal relationship
building will always be required
to conduct business in the Asia-
Pacific region, but if I have the
option, I’ll rather meet you on
the Ku-band at 800 kbps for a
little face-to-face videocon. [l

Hawaii based - Stu Browne has more than 28 years in
satellite communications as a network engineer, plan-
ner and developer. He is the editor, Asia-Pacific of
SatMagazine. He has been involved with VSAT net-
works since the early 1980’s and has worked in
Alaska, Europe, Africa, the Middle East and across
Asia developing telephony, transactional data and

- broadband solutions for telco’s, governments and en-
terprises. He is currently the Vice President and Managing Director,
Asia-Pacific Region for iDirect Technologies Inc., a US manufacturer
of broadband VSAT network systems headquartered in Reston,
Virginia. He can be reached at:sbrowne@idirect.net.
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Eutelsat offers Ka for DTH%CMS Forrester

telsat has been making international head
Elines just recently with PanAmSat grumbling

about its Paris-based rival success in winning
short-term contracts for capacity into and out of
Iraq and the Gulf war zone. How much the com-
plaint is exploiting the current very real negative
opinion in the US of all things French can only be
guessed at. Joe Wright, PAS’ CEO is quoted saying
that American commanders ought not to be using a
French company to communicate with troops in the
field. The Wall Street Journal stated Eutelsat had
picked up $40m-worth of extra war-related busi-
ness from the US Defense Department and other
US security agencies alone. Eutelsat’s satellites are

well-placed to tap into this business, as well as its
busy ‘Hot Bird’ fleet of DTH satellites

However, the PAS complaints may also be the
latest in a line of pointed observations from Wright
(echoed by Intelsat’s Conny Kullman) over their
thwarted bids to acquire Eutelsat last year. But
while Eutelsat’s CEO Giuliano Berretta may justifi-
ably smile having seen off these two would-be con-
solidators, he now has an even greater challenge:

making Ka-Band earn its keep. The problem is that
Eutelsat’s planned usage of Ka-band for broadband
or multimedia reception has not materialised. Con-
sequently, Berretta is pushing for Hot Bird 6 (HB6)
and its four Ka-band transponder capacity to be
opened up to DTH usage, and in particular what he
describes as low-cost micro-television. Eutelsat also
confirmed it has switched the planned orbital posi-
tion of E-Bird and EuroBird 2.

In terms of Ka-band capacity, Berretta says:
“We are launching a completely new type of ser-
vice. On HB6 we have a very sophisticated payload
with [SkyPlex] on-board processing. The payload is
highly flexible allowing for very small uplink an-
tennas with beams over Italy, Spain, France, the
UK, and Germany. This makes an interesting sys-
tem because they have one common downlink
beam,” says Berretta. He adds that Eutelsat is delib-
erately seeking new applications. “The transpon-
ders could be configured with up to 72 different
channels being uplinked from all of these countries
using small uplink antennas in what we call “micro-
television” of 2 Mb/s. These channels can be for

= ATLANTIC BIRD™ 1 126°W
*EXPRESS A3 11"W *
= ATLANTIC BIRD™2 8'W
4 = EUTELSAT li=-F&
TELECOM 2D BW‘ ‘

= ATLANTIC BIRD™3 5W

1

= W3 TE

+{-W] I0E
* HOTBIRD™s1.2.3. 4 &6 13E

Source: Eutelsat

# TELSTAR 12 15W

=WZ 16E

= EUTELSAT I-F1 76E

=W3 70.5E
| E-.-EU TELSAT Ii-F2 48°E
+ ‘—5&5“ I6E
- Wi 3E
| &ﬁ—c BIRD™ 33°E "
= EUROBIRD™ 1 2B5E
= EUROBIRD™2Z 255E

= EUTELSAT II-F2 21 5E

= Principal satellites
Owned satEIEiIEsl:
<= Inclined orbit satellites
* Capacily leased through other operalors
e-BIRD™ planned lo be launched mid-2003

Situation March 2003

Back to Contents


123
Editor's note:

After a failed  takeover bid from major operators, PanAmSat and Intelsat--Eutelsat is continuing to find ways to provide new services to its customers.  Eutelsat is pushing its HotBird -6 and it's four Ka-Band transponders for DTH applications.  This article includes a wide-ranging interview with Eutelsat CEO, Giuliano Berretta.


Berretta on...

Trading results

“All of our competitors are suf-
fering to a certain extent the down-
turn in what is a worldwide difficult
situation but this is not a sign that
they’re not working hard. We are
lucky or we have the right type of
satellites which hasled to arevenue
increase over the last six months. In
our [financial] year to July 2002 we
saw an increase, and this year in the
recent half year we saw a further
increase of 6.7% in revenue which is
satisfactory for us with conditions as
theyare.

Fill Rate

“We have added 42% to our ca-
pacity, which is alot and yet we have
achieved a 74% utilisation. Our half-
year revenues are €346 M, which is
slightly better than budgeted and
EBITDA margins are at 75%. Our
target for this year (end July 03) is
€705 M overall (last year was €659
M) and we are on target. If we con-
tinue to experience the growth we’ve
had in the first six months of the
year then we’ll be perhaps a little
above our target. In this day and age,
it’s good to be above the forecast.
Our backlog at the half year was
€4bn.”

Hispasat

“We have to be prudent. We
have all seen the news from
DirecTV and how that affects ev-
eryone, in particular PanAmSat.
Amazonas is an excellent project
and we wholly support it but I
expect we would want to see it
verified, even if this means a
slight delay for the market entry
of a second craft.”

;Sm.'

F
Ul

OpenSky

“It has been in full operation
since its commercialisation in May
2002, and now with several thousand
terminals in use. T have to admit that
progress has been slower than we
had hoped, butIdo not think it is
performing differently to other on-
way services. But the publicity being
given to broadband DSL helps
us, it builds awareness and that
is good for us, and has resulted
in a huge increase in interest
over the past few months. For us
we have had to understand some
new challenges, not least build-
ing our own network and sys-
tems to support users.”

Smaller national systems

“National satellites, like the
Turkish satellites [or proposed Greek
craft] will have very limited appeal.
Small operators are disappearing.
Even if these operators hide behind
unfair rules and regulations the
satellites will always be difficult
to support economically. Cus-
tomers want large satellites, with
viable back-up.”

Africa

“Before we did not have the

right capacity, but now with the
C-Band (on board Stellat) it is

A
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n the G

almost full. We had 12 C-Band
transponders and have sold 11.
We still have Ku-band capacity,
but even this has gone better
than we expected. Stellat is prov-
ing to be a great satellite [Now
officially dubbed Atlantic Bird 3,
and operating from 5 deg West]
and is an example of why our fill
rate is still as high as it is.”

DARS

“Thave not changed my opin-
ion. They are not services for us, and
I am still at the same level of
scepticism about these services
over Europe.”

“In Europe we are suffering,
and the [box maker] industry needs
these guarantees to produce some-
thing at a low price, of no more
than €350”

“National satellites, like the
Turkish satellites [or proposed
Greek craft] will have very lim-

ited appeal” HNA
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business television, local television or even what
we would all recognise as normal television.
Eutelsat has been developing an antenna-re-
ceiver with twin LNB’s, one at 20 GHz and the
other at 11 GHz, which allows the viewer to re-
ceive our normal HotBird transmissions and the
new Ka-band transmissions at 20 GHz.”

“The Ka-band payload is totally flexible so
this potential use could be television, in the con-
ventional sense or for multimedia going to PCs.
The onboard processing is extremely flexible al-
lowing for DVB as well as IP-type applications.
The uplink antennas need only be one metre or
1.1 metre diameter. The downlink would then be
totally compatible with existing models, provided
the user had the twin LNBs and a set top box
and additionally a 20 GHz tuner in the box.”

Berretta says Eutelsat is already in conversa-
tion with Korean box manufacturers. “We only
have four transponders so it’s not an enormous
market but we do see it as an opening for a new
generation of HotBird-type satellite co-orbiting in
the same orbital position at 13 degrees East. This
could be an interesting proposition because in
Ka-band we have more spectrum available then
in Ku. It is perfect for business and local TV, and
even shopping and education channels.”

He recognises that at the moment there sim-
ply are no receivers in the market, but that same
condition applied at the start of the digital broad-
casting revolution. Besides, Eutelsat is pricing the
capacity at ultra-low rates. “Thanks to this type
of payload and the lower bit-rate, it becomes af-
fordable and available to everybody. A channel
like this need only cost (in space segment) about
US$200,000 a year, and with a station doing its
own uplink at a cost of around US$5,000. This is
a real revolution in broadcasting, although it
might take time because of the economic cli-
mate, but I am certain it could be a success.”

Three weeks ago, at a Brussels conference
on space policy, Berretta was unequivocal saying
mass-market broadband-by-satellite remained too
risky an investment for broadcasters. He says
when digital TV was launched in Europe two
broadcasters (Kirch and Canal Plus) took the fi-
nancial risk to underwrite DVB’s first low-cost
chip-set development costs. “In terms of two-way
satellite multimedia. There is currently no a Kirch

Back to Contents


http://www.andrew.com

Agile Communication Systems

Finally... True Mobile

wireless 2-way Broadband for
your ENG, SNG or

Emergency Response

Vehicles

The mobile satellite dish mounts on top of
your ENG, SNG, truck, trailer or RV. Software
on your computer makes the dish
automatically raise up and lock on the
satellite in about 5 to 10 minutes. Once
locked on, you're online at broadband
speeds anywhere, anytime, all the time.

There are No-Per minute fees and no extra
bandwidth charges.

e Automatic “Hands Free” all weather
positioning

® True Broadband Mobile Internet
® Always On. No idle disconnects

® Flat rate monthly billing - no unexpected
charges

® Quick reacquiring of a satellite that was
pointed at last GPS location, heading and
altitude

@ Nationwide Installation
® 24-7 Technical Support

ge

Agile Communication Systems
16080 Caputo Drive #160

Morgan Hill, California 95037

Tel: 408-782-1371
www.agilecoms.com

SATMAGAZINECOM

FHEATURES

or Canal Plus-type figure who will invest in order
to bring the prices down for everyone else. Who
is going to invest $100m?” he questioned. He
says Europe should step in with the €100m. “I
suggest Europe takes this responsibility. More-
over I know the $100m is not lost, because it be-
comes a virtuous circle, where the investment
can be recovered by the European Commission
later on. An investment would give the industry
the kick-start it needs, and would be a very suc-
cessful investment in regard to the billions of ex-
penditure it would generate from the public
down the line.”

“In Europe we are suffering, and the [box
maker] industry needs these guarantees to pro-
duce something at a low price, of no more than
$350. We also need a European industry, because
most of the products in the [two-way] market are
either American or Israeli. There are plenty of
European factories capable of producing high-
quality products, and Europe needs the courage
to take this initiative. In fact I am sure that Eu-
rope is already spending much more money on
smaller and maybe less efficient initiatives than
this.” Berretta says he will be pushing his theory
aggressively at an upcoming EU strategy meeting
in May, “and I know other organisations are also
pushing very hard for this investment to be
made. The investment we are talking about is
much less than that needed by Galileo, for ex-
ample, and the rewards would be enormous,” he

adds.
E-Bird/EuroBird 2

Berretta also told us that Eutelsat had
switched orbital locations for E-Bird (a 376 ‘Spin-
ner’ originally intended for 25.5 deg E) and
EuroBird 2 (the former HB5 now at 33 deg E,
launched in October 1998, and with a major tran-
sponder customer in ArabSat). Berretta: “Math-
ematically, E-Bird’s design is complex and this
has contributed to its delay, given that Boeing
have had a real challenge in design work. Unfor-
tunately, the launcher is now not ready [it will
launch this summer/Ed] and the craft is in stor-
age. Boeing have done a great job, and the per-
formance is even better than we hoped. In fact, it
is so good that we have decided to change the
satellite’s orbital position. EuroBird 2 was going
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to be at 33 deg East, and E-Bird at 25.5. We are
switching them around, because 33 deg E is a
much more interesting position for the UK, and the
markets that are connected to the UK. For example,
I cannot put a double feed at 25.5 that works with
28.5. But I can put a double LNB feed at 28.5 and
33 deg East, which means E-Bird will be perfect for
UK reception.”

“Had we left E-Bird at 25.5 there would have
been complications with Germany, and reception
from our competitor [Astra] at 23.5 deg E, and this
would have forced us to limit the power over Ger-
many. Now with the satellite at 33 degrees these
limitation no longer apply. At the same time we
have moved EuroBird 2 we have moved its beams
further to the South so that it is not covering Ger-
many and will not interfere with the German notifi-
cations,” added Berretta. “EuroBird 2 also boosts
our Southern European coverage, and into the Arab
world. It also means, helped by our absolute prior-
ity at 33 deg East, that E-Bird can now completely
cover Europe, while leaving Intelsat (also at 33 de-
grees E) to cover India and that part of the world.”

Murdoch'’s Italian risks

Italy remains Eutelsat’s next big market, helped
by the merging of Stream with Telepiu. “Italian
DTH is second-only to the UK in digital enthusi-
asm. Italy has 6m dishes, just behind the UK. We
know that there have been piracy problems, but
many people install dishes to view free-to-air chan-
nels. We have dozens of these channels and this
has created a certain market. Now that Telepiu has
changed its smart cards the piracy problem has
been drastically reduced. Piracy was all too easy,
and over time this will be totally eliminated by Mr
Murdoch, but in my view there will be many view-
ers who will stay with the 30 or 40 free channels.
The RAI bouquet is free, and this includes news
and films.”

Staying in Italy, Eutelsat on March 21 inaugu-
rated its wholly-owned Turin teleport, trading as
SkyLogic Italia and specifically targeting at least
$10m-worth of business over the next two year.
SkyLogic’s MD is Arduino Patacchini, and his facil-
ity provides a full range of value-added broadband
services for businesses, public administrations, ser-
vice and content providers. Berretta added: “[At

SATMAGAZINECOM

Turin] we have 4 major dishes ranging from 4.5m
to 6.5m diameter, and we look at W3, AB1 and
AB2. We use the premises of Euphon, a leading
Italian multimedia group, in Turin. We have a con-
tract with them, and they run it for 24 hours a day,
and make use of the teleport themselves. Skylogic
Italia will support the development of new multi-
media activities in Italy.”

Pattacchini is on record saying Eutelsat is look-
ing to replicate this service at Eutelsat’s existing
back-up teleport at Rambouillet, near Paris. Berretta
also conirmed that Eutelsat was considering further
investment activity in this area. “It is easy to buy
teleports today, there are plenty available. Turin
was a good opportunity, not too expensive and by
using another company easy to operate. We do the
same with Telespazio in Fucino, especially for link-
ing to W5. Turin has an advantage in that it has ex-
cellent Internet connections. Here, near Paris, we
have the use of the Rambouillet teleport [where] we
already have our [back up] second control centre
and they also have excellent facilities for multime-

dia.” BN
back to contents

London-based Chris Forrester, a well-known
broadcasting journalist is the Editor for Europe, Middle
East and Africa for SATMAGAZINE. He reports on all
aspects of the industry with special emphasis on
content, the business of television and emerging
technologies. He has a unique knowledge of the
Middle East broadcasting scene, having interviewed
at length the operational heads of each of the main
channels and pay-TV platforms. He can be reached
at chrisforrester@compuserve.com
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20 launches a year to 2012

=

Space tourism a valid market

by 2021 &y chiis Forrester

tron’s latest market study (Analysis of Space

Concepts Enabled by New Transportation

ASCENT, April 10), supplies on the one hand
an optimistic and encouraging suggestion of new
markets for space utilisation (see table). Equally
impressive, especially in terms of the current mori-
bund satellite launch sector, Futron suggest that
typically the market will demand an average of
about 20 launches per year between now and 2012.
However, Futron also suggest that Space Tourism,
despite the obvious risks, will become a buoyant
market in the decade following 2012.

“While the trend in the overall launch forecast is
fairly flat, several individual markets experience more
pronounced trends. For the Existing Commercial Markets
(Telephony, Television/Radio, Data Communications,
On-orbit Sparing, and Commercial Remote Sensing), the
outlook hovers around 20 launches a year globally until
around 2012, when there is an increase due to the replen-
ishment of a number of satellites. After a few years of
higher-than-average launches, the demand for Existing
Commercial Markets returns to the previous average of
around 20 launches a year,” says Futron’s White Paper.

Futron suggest there will be a gradual decline in
launch demand from Government Markets, from a high
of over 60 to less than 40 launches per year. While
there are many factors contributing to this overall

decline (the Government Sector
forecast includes launch require-
ments from all space-faring and
near-space-faring nations and 13
individual markets), sizable de-
creases are seen in non-ISS space
science missions and Russian mili-
tary launches. Additionally, gov-
ernment-sponsored launch activity
will during this period fall from
around 75% of the overall total to
50%, and by 2021 have achieved
50/50 parity between military and
commercial launch activity.

One dramatic increase in launch activity is sug-
gested by Futron: public space travel. The report
states that Evolving market activity will become in-
creasingly important to the launch industry, and
that public space travel could account for 10 of the
14 launches in 2021. This forecast is outside the
NASA-funded study and emerged from Futron’s
own additional research studies. They state that
public space travel, despite being derided by cur-
rent industry professionals, remains a “real and ro-
bust” market. Futron’s examination looked at afflu-
ent Americans, being the segment of the population
most able to fund a trip into space.

Some 450 millionaires were surveyed and the
hazards of such a trip explained. Futron developed
a public space travel forecast for the ASCENT Study
assuming a US$20m price tag for launch on a Rus-
sian Soyuz, the only vehicle currently capable and
available to provide public space travel services.
Even with all the constraining factors (i.e., limited
supply, relatively high price, long training times in
Russia), Futron are happy to suggest a growing
market for public space travel beginning in 2011 (2
launches) and growing to a 10 annual launch status
by 2021.
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Editor's note:

FUTRON's latest market study on the space business identifies various emerging  markets for satellite launch services which includes Space Tourism, which it envisions to be a buoyant market following the decade after 2012.


Futron’s Aggregated Launch Forecast for All ASCENT Study Markets*
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Futron Corp. April 2003
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Current Launch Price per Pound by Market Sector (in 2001

Notes

$-Por- $-Par-
Poundto | Pound to
LED GSD

Telephony 38,516 513,830
Ciata 38,816 $13,830
TW/Radio MIA 513,830
Commercial Satellite 317,195 528,758
Remote Sensing
Fublic Space Travel 32,983 R
Commercial 155 Medule 310,000 EA
Space Product Promotion (529) A&
Space Hardware R&D 310,000 NFA
Space Burial 313,832 LI
On-orbit Sparing 54 200 511,500
Orbital Asset Servicing and 34,200 511,500
Salvage
Space Solar Power - On 34,000 /A
orbit Uses
Propellant Depot 54,000 i
Govemment 322 577 530,088

*Data: Futron Corp

Average effective price per pound (launch price divided by
payload masses) from telecom launches 1996-2001. LEO
bazed on Irdium and Globalstar.

Wide variety of payload sizes and vehicles - vehicle
capacity ofien in excess of payload mass.

Based on Soyuz capsule.

Pressurized cargo.

Revenue represents an offset of 5291b.
Baszed on Shuttle.

Based on Pegasus vehicle.

Based on commercial telecom markets: vehicle price
divided by capacity.

Assumes heawvy lift launch vehicle to LEC.

Assumes heavy lift launch vehicle to LEO.

For U.S. and European government payloads on ELV's
1996-2001. Titan 1V, with the largest effective 3k, is
responsible for the high average.

Futron’s report takes on the chin the obvious
risks associated with space travel. The challenge,
says Futron, is for the aerospace industry is to de-
velop a vehicle that can cost-effectively meet this
demand. “The company that ultimately meets this
challenge may come from the X-Prize competition;
it may be a traditional aerospace company (perhaps
leveraging some OSP-developed technology); or it
may come from a company not based in the United
States (this last option is becoming more and more
likely). However, regardless of where the company

comes from or how it meets the challenge, the de-
mand for the public space travel is real, robust, will
eventually make someone very wealthy, and is one
of the few areas where growth can be predicted for
the launch industry.”

One other fascinating set of numbers to emerge
from Futron’s work is the launch cost in terms of
different market areas (see table). However, one
potential new product, that of the much-talked
about Re-usable Launch Vehicle (RLV) has the abil-
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Existing & Evolving Markets

Telephony

Television/Radio

Data communications
Commercial satellite-remote sensing
On-orbit sparing

Commercial ISS module

Orbital asset servicing/salvage
Propellant depot

Public space travel

Space burials

Space hardware R&D

Space product promotion

Space solar power — On-orbit uses

“Source: FUTRON"

Government Markets

Asteroid detection — negation
Civil remote sensing
Human space exploration
Int. space station missions
Law enforcement

Military & civil
communications

Military remote sensing
Other government missions
Positioning

Space science (Non-ISS)
Space traffic control

Space weapons

SATMAGAZINECOM

Other emerging markets

Artificial space phenomena
Hazardous waste disposal
Non-terrestrial mining
On-orbit construction

On-orbit education

Orbiting billboards

Public space travel — hotels
Space agriculture

Space athletic events

Space crystal growth

Space debris management
Space hospitals

Space settlements

Space solar power — terrestrial
Space theme park

Vacuum deposition processing

not detract from the fact that if an RLV could be
produced, anywhere in the world, there would be
business case for the RLV remains unproven be- a need for a major reassessment of the offerings
cause of the unknown development costs to pro- and prices within the ELV industry,” says Futron.
duce the vehicle. However, such considerations do M

ity to dramatically influence launch costs and the
number of launches per annum. “Currently, the
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ISCe

2002 |

International Satellite &
Communications
exchange (ISCe)
Conference and Expo

“Where Innovative
Satellite Technologies
and Business Meet”

Long Beach Convention
Center - Long Beach,
California

August 18 — 21, 2003

The International Satellite
& Communications ex-
change (ISCe) Conference

and Expo is the premier

West Coast annual event
that highlights the innova-
tion and use of satellite
technologies and services
in the global commercial,
government and military
sectors. The event, billed
as the place “where inno-
vative satellite technolo-
gies and business meet,”
will be held August 18-21,
2003 at the Long Beach
Convention Center in
Long Beach, California.

SATMAGAZINECOM

Key Industry Executives
to Highlight I1SCe 2003

Conference

Conference Keynotes

Kicking off ISCe 2003 will be a
keynote on “Global Assurance
and Homeland Defense: Im-
plications for Our Infrastruc-
ture.” Presented by the re-
nowned James R. Woolsey, a
vice president with Booz Allen
Hamilton and the former director
of the Central Intelligence
Agency (CIA), this session will
provide a view into how changes
in global politics and the global
economy are shaping the need
for resilience in our infrastruc-
ture, including telecommunica-
tions. The role of the Depart-
ment of Homeland Security will
be discussed, along with the
many other implications for com-
panies as they consider how
these new realities both shape
market opportunities and
threaten their very survival.

On the second full day of
the conference, the keynote ses-
sion will bring together top ex-
ecutives from some of the
world’s most experienced satel-
lite operators to discuss and de-
bate the topic, “Growth and
Momentum: Key Drivers for
the 21 Century.” The outlook
for the satellite industry is start-
ing to look a little brighter, with
continuing technology advance-
ments, increased government
spending, and signs of a possible
recovery in the telecommunica-
tions sector. In a discussion
moderated by DK Sachdeyv,
president of SpaceTel
Consultancy and COO of

Nirvano Technologies, the dis-
tinguished panel will outline
strategies for moving the industry
forward and realizing maximum
short and long-term benefits.
Confirmed participants include
Dr. Carson Agnew, president and
COO of Mobile Satellite Ven-
tures; Patrick DeWitt, president
and COO of Space Systems Loral;
Dean Olmstead, president and
CEO of SES Americom; and
Ramu Potarazu, president and
COO of Intelsat.

The final keynote session of
ISCe 2003 will feature a lively
discussion among leading global
competitors, including: Yousuf Al
Sayed, CEO of Thuraya Satellite
Telecommunications; Ted
Gavrilis, president of Lockheed
Martin Commercial Space Sys-
tems; Tom Eaton, president of
G2 Satellite Solutions and execu-
tive vice president of sales and
marketing for PanAmSat; and
Ramu Potarazu, president and
COO of Intelsat. These are the
individuals responsible for lead-
ing their companies out of the
current downturn and positioning
them for financial success. Last
year, many satellite operators
pursued this objective through
consolidation. The question re-
mains, though, whether strategic
alliances and M&A activities are
purely survival tactics in a stag-
nant market or visionary profit-
ability strategies. In “Survive
and Thrive: Global Alliance
Strategies and Tactics for the
Satellite Industry,” attendees
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will gain an inside look into how
some of the industry’s top execu-
tives address issues such as the
viability of regional operators,
opportunities for new satellite
communications companies, and
imperatives for established play-
ers to forge the right relation-
ships while retaining optimum
independence. This can’t-miss
panel will be moderated by Dr.
Gerhard Franz, president of
AG Franz Associates.

Areas of Focus

ISCe is an event designed to
provide valuable information and
networking opportunities for profes-

sionals across the satellite indus-
try. Many of the sessions are ap-
propriate for a broad audience
interested in general industry
trends and overall policy and
regulatory issues. Select sessions
are geared to specific segments,
including: Commercial/consumer
technologies, services and appli-
cations; Government/military
technologies, services and appli-
cations; Information, communica-
tion and telecom; Broadcasting;
and Navigation, imaging and re-
mote sensing.

“Bringing Broadband

to Life: How Does Satellite

If It's Out There,

You'll Find It

at ISCe 2003 .

This 4-day [:nnfg:r[:ncc and Expo
‘will explore the entire*spectrum of

the satellite industry.

Yousuf Al S.:I,rm]
Mark- Dankhberg, Chaimn §

Dnam Dlmstead, Prei
Ramuo Potarazu,
Gregory Withee,

Fd

For more information or to register anline,

please visit wan
code MALDT

I5Ce 2003 Sponsors:

ce. com and use priority

Aigjust 1B -39 '-'u.J-l
Lung Baach L_utm N

Compete?” - An insightful con-
versation about the advancement
of satellite Internet technologies,
potential cost-reducing break-
throughs, and the role these
broadband services can play in
the consumer and business mar-
kets.

“Which Way Do We
Go?: Global Navigation Satel-
lite Systems (GNSS) and the
Spectrum Debate” - A discus-
sion of issues including a Euro-
pean proposal to overlay signals
from Galileo’s Public Regulated
Service on part of the new GPS
military code, efforts by propo-
nents of ultra-wideband (UWB)
technology for unlicensed transmis-
sion across GNSS bands, and con-
tinuing concerns about out-of-band
interference from mobile satellite

service (MSS) broadcasts.

“Access Hollywood:
Satellite Broadcasting and En-
tertainment in the Digital Age”
- A must-see session for anyone
interested in emerging opportu-
nities such as satellite radio, digi-
tal cinema, and in-flight systems
and those following the growing
debate about content protection
and secure delivery platforms in
the digital age.

“What’s Going Out?:
Improvements and Impera-
tives in Export Control” - An
honest look at the pressing con-
cerns facing U.S. satellite compa-
nies and their foreign partners
and competitors as the American
government considers easing en-
forcement of its stringent export
controls during this time of geo-
political instability.

Registration

To register for the event or
for more information on attend-
ing or exhibiting at ISCe 2003,
visit www.isce.com or call +1-
310-410-9191. oM
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Interview with AGS

President David Helfgott

With the increasing
importance of the military
satellite market,
SatMagazine managing
editor, Virgil Labrador spoke
recently with David Helfgott,
President & CEO for
AMERICOM GOVERNMENT
SERVICES, Inc., (AGS) on a
broad range of issues. AGS
is a wholly owned subsidiary
of SES AMERICOM serving
the U.S civilian and defense-
related government
broadband communications
markets. Prior to this role, Mr.
Helfgott was Senior Vice
President-Marketing for
SES AMERICOM and led a
team that covered domestic
and international marketing
strategy, programs and
processes. Excerpts of the
interview:

Q. What is the approximate
size of the U.S. military satel-
lite market (in annual rev-
enues)? What is Americom
Government Service’s market
share?

The total US government
SATCOM (Commercial Satellite
Services) market is approxi-
mately $400-$500 million/year, of
which over 50% is Defense-re-
lated, and the rest is shared be-
tween civilian agencies and pro-
grams, and the new, emergent
Department of Homeland Secu-
rity. AGS is a wholly-owned
subsidiary of SES-Americom, and
as such does not report indepen-
dently its financial performance;
(revenue, market-share, etc.).

AGS represents approxi-
mately 15% of SES-Americoms’
total business.

Q. Overall, what percent-
age of Americom Government
Service’s revenue is derived
from military satellite market?
Do you see this growing in the
next three years?

Approximately 50% of AGS’
total revenues come from
SATCOM services to DOD-related
programs and agencies. The rest
come from civilian programs like
NASA, the Department of Com-
merce-NOAA (National Oceano-
graphic & Atmospheric Adminis-

tration), the Department of Jus-
tice, and other groups in the Fed-
eral government .

AGS is one of the fastest
growing lines -of-business at SES
Americom, and has enjoyed 15%
revenue growth last year and
will grow at 15-20% again this
year, spread across various fed-
eral agencies and programs.

Q. What opportunities do
you see in the military satel-
lite market—in terms of appli-
cations, services, etc.?

The opportunities for com-
mercial fixed satellite services in
the defense market are very ex-
citing. The DOD’s network-cen-
tric warfare (NCW) strategy and
the military’s ever increasing re-
quirements for broadband/satel-
lite bandwidth are key to this de-
mand. Since the Persian Gulf
War of 1991, the demand for
bandwidth has increased by an
astronomical 650%. As an ex-
ample, DISA (Defense Informa-
tion Systems Agency) leased in
excess of 3 gigahertz worth of
commercial satellite bandwidth
in support of Operation Iraqi
Freedom. That’s equivalent to
several satellites worth of capac-
ity that was procured from com-
mercial operators since last fall.
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The future of commercial
SATCOM for DOD-related oppor-
tunities will be largely deter-
mined by the Pentagon’s trans-
formation to a network-centric
organization. This fundamental
strategy places broadband con-
nectivity at the nexus of commu-
nications, applications, and
systems...all interconnected and
designed to support the
warfighter. In recognition of the
fact that the DOD must augment
its unique capabilities with com-
mercial SATCOM, we are seeing
an ever closer cooperation with
industry.

So, whether it is in support
of a short-term “bursty” require-
ment for bandwidth in a particu-
lar region, or part of the long-
term NCW strategy, commercial
SATCOM has an important role to
play in support of Defense re-
lated programs.

Q. Do you see the mili-
tary satellite market growing
in the next five years? Will
the military satellite market
make up for the slack in satel-
lite capacity demand due to
the downturn in the economy
that we are experiencing?

The Defense-related commer-
cial SATCOM market is poised to
grow in the next five years due
to the increasing global band-
width demand, along the lines of
the NCW strategy. The commer-
cial SATCOM market, led by
companies like AGS, will con-
tinue to complement ongoing
operations all over the world.

Many fixed satellite services op-
erators have recently recognized
the attractiveness of the US Gov-

ernment market, and have begun
to organize to participate in that
market, to offset downturns in
their traditional lines-of-business.
However, the critical
differentiators which AGS brings,
namely global reach, services-
orientation, and a long, proven
heritage of program success, are
very difficult to quickly replicate.

Q. How is Americom
Government Services ap-
proaching the military satel-
lite market? What strengths
or advantages do you have
over your competitors?

AGS has three key advan-
tages over every other player in
the industry: heritage, service
and global coverage.

AGS is a leading provider of
fixed satellite services to govern-
ment agencies with a long his-
tory of service, having celebrated
our 30th anniversary in April
2003. AGS offers a full range of
satellite services, like
customized networks
and transponder leases
which allows the gov-
ernment to conduct se-
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strategy to complement AGS’
core offering and extend the
company’s reach to cover the
large scope of the marketplace.

AGS’ long list of clients in-
cludes the DOD, US Army, US
Air Force and other defense-re-
lated agencies, as well as Com-
merce, Justice, Interior, NASA,
and FAA.

Q. Any thing else you
would like to add?

AGS is well-positioned to
meet the many varied require-
ments of the US Government
SATCOM market, from defense to
civilian and homeland agencies.
The combination of our global
reach, through the SES Global
family of satellites, and our long-
history of directly serving the US
Government, allows us to meet
our customers SATCOMrequire-
ments today and tomorrow. [Nl
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Commercial Off the Shelf

Satellite Solutions for

Military Communications

Swe-Dish IPT suitcase—an
example of a commercial product
that can be used for military
purposes as well.

he US Military has clearly

demonstrated its superioity

in waging a successful war
half way around the world. In
past years, these operations cer-
tainly took longer and cost more
lives of Americans, our allies, ci-
vilians and even the enemy. The
“shock and awe” provided by
modern weaponry is undeniable,
yet without state of the art broad-
band communications, progress
might have not been as rapid. US
military communications have
moved from signal flags to radio,
and following the Vietnam War,
satellites. But, technology devel-
opment on the government side
has lagged what our broadcasters
and corporations have enjoyed
for several years. There are some
good reasons for this, such as the

need for “militarized” systems
that can withstand harsh treat-
ment and weather (not to men-
tion bullets) and the requirement
that the equipment be portable
and easy to put “on the air”. The
government procurement pro-
cesses that protect taxpayers tend
to lumber along according to
timescales measured in years
rather than months.

Times have changed and our
military, which is protecting us
so well, has the intelligence and
ability to go commercial off-the-
shelf (COTY) in satellite commu-
nications. One reason is that
military satellites, which operate
in the UHF, X and Ka bands, are
full just handling routine global
needs. Iraqi Freedom produced
demand that could only be met
with our commercial GEO fleet,
at L, C and Ku bands. True, this
capacity is booked up for broad-
casters as well, but the fact that
these bands are used means that
the same ground equipment can
be used as well.

Broadcasters demand many
of the same features valued by
the military - compactness, mo-
bility, ruggedness, and ease of
use. Being able to transport a fly-
away broadband terminal, like
those produced in the US by AVL
and L-3, and in Europe by Ad-
vent Communications, ND
SatCom and SweDish, means that
a small team can set up literally

By Bruce Elbert

anywhere in the region and es-
tablish high data rate connections
all the way to the US. While we
cannot talk about the precise na-
ture of these operations or the
information being transferred, we
can be assured that the positive
impact is real.

Those really compact and
streamlined SNG systems, seen
recently on the NAB exhibit
floor, have found their way onto
military vehicles. All the operator
needs to do is stop the vehicle,
hit the erect button, activate the
satellite auto-finder, and it’s time
to transmit. For a remote opera-
tions center, roof mounts pro-
duced by the previously-identi-
fied companies provide quick
access to a global broadband
network for voice, data and
video transmission. Like watch-
ing high quality TV originating in
Baghdad, the unit commander
and his staff have the same com-
munications that would exist
back at their home base.

The armed forces of the fu-
ture are appearing today, but fur-
ther developments are already
underway. The familiar HMMV
that carries weapons, troops and
supplies, is a platform for fully
militarized versions of today’s
SNGs. Soon, ground forces will
routinely employ broadband sat-
ellite connections with a military
flavor (and color). Such a system
is already in production at Global
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SATCOM, giving our highly-mo-
bile field units more of the com-
munications they demand.

With the modern military
more dependent than ever on
broadband fixed and mobile
communications, future govern-
ment satellites will perform less
like their burly predecessors and
more like the high-power Ku and
Ka band systems being launched
by commercial ventures. The
Transformational Communica-
tions Architecture (TCA), a mas-
sive initiative coming together in
the DoD, would change the way
forces on land, sea and in the air
transfer high-data rate informa-
tion now essential to strategic as
well as tactical operations. Ac-
cording to the director of this
program, Rear Admiral Rand
Fisher, “Our intent is to leverage
all of the great work being done
in the commercial industry and
network industry. We’re looking
for commercial standards and
processes. In some areas, we
also are investing to meet the
demands we have that are differ-
ent, albeit parallel, to commercial
interests.” Admiral Fisher goes on
to state that RF and potentially
laser transmission are to be ex-
ploited to provide data rates
more like what commercial users
expect in offices and factories.
This technology development
track is different from the Cold
Ware arms race, where military
R&D was many years and dollars
ahead of what the telecommuni-
cations and computer industries
could ever muster.!

TCA could invest several bil-
lion dollars in satellites and
ground technology to achieve
full global connectivity with the
capability of what today’s com-
mercial satellite networks dem-

onstrated during Iraqi Freedom.
Commercial networks now de-
liver business success using tech-
nology from suppliers like
ViaSat, ND SatCom, Shiron and
ComStream, and satellite opera-
tors like PanAmSat, JSAT, AsiaSat
and Intelsat. Similar comments
apply to mobile digital applica-
tions through Inmarsat and
Stratos Global that provide better
data rates to mobile users than
the primary military mobile satel-
lite system, UHF Follow On. The
future military mobile system,
contained within TCA as well,
will likewise provide high data
rate capability for fast-moving
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ground, sea and air units. As is
usually the case in our industry,
innovations in the commercial
satellite sector do encourage in-
novation in parallel fields - in
this case, for military operations.
And in this way, the commercial
satellite sector itself will move to

the next level as well. NI

Sources:

1 As quoted in J.R. Wilson, “Satellite
designers blend commercial and
military technology,”.Military &
Aerospace Electronics, April 2003.

Gail Kaufman and Gopal Ratnam,
Defense News, “US Military Plans
Set For Giant Network,” April 14,
2003.

Bruce Elbert has over 30 years of experience in satellite communi-
cations and is the President of Application Technology Strategy,
Inc., which assists satellite operators, network providers and users
in the public and private sectors. He is an author and educator in
these fields, having produced seven titles and conducted technical
and business training around the world. During 25 years with
Hughes Electronics, he directed major technical projects and led
business activities in the U.S. and overseas. Web site:
www.applicationstrategy.com email:bruce @applicationstrategy.com
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PRODUCT & SERNICE

XANTIC: Rapid
Deployable Wide Area
Network for defence
organisations

Changing times demand a new

look at communication require-
ments. Wherever you are in the
world, it is vital that all kinds of

connections are avallable to vari-
ous locations. Satellite plays a
key role herein. And the com-
plex world of satcom is an area
in which Xantic, has unrivalled
expertise and experience.

Xantic has successtully deliv-
ered complete VSAT*1 networks
to various Ministries of Foreign
Affairs. In a fast-moving market,
the company has always taken a
proactlve approach A combina-
tion of ongoing innovations and

dedicated R&D ensures that

Xantic always has new ser-
vices to offer its partners and
customers.

Dutch armed forces have
been increasingly involved in
peacekeeplng and peace-enforc-
ing operations over the past de-
cade. To meet communication
needs, the well known KL-VSAT
and Air-VSAT systems were ac-
quired in 1995/1996. These sys-
tems have been primarily de-
ployed in the Balkans with the
Multi National Division Corps
and the KL-VSAT.

Ready for TITAAN

Other communication re-
quirements arise with the High
Readiness Force concept.

That is why the Royal Neth-
erlands Army (RNLA) took the
decision to replace the Zodiac
(telecom) system with TITAAN
(Theatre Independent Army
and Air Force Network), a
modular and mobile connec-

tion system.

TITAAN is a collection of
various sub-projects. At its
core is a basic module known
- as a Local Area Network,
~ around which a mobile office
environment is created in the
field. With this basic module in
place, staffs at a battalion, inde-
pendent company and squadron
level have various functionalities
at their disposal, including office
automation facilities such as
email, voice and data transfer
and traffic. Irrespective of the
distance, terrain conditions and
other operational factors, an opti
mal combination of transmission
means will be used to connect
these modules with each other.
The result is a Wide Area Net-
work (WAN).

Cost-effective

The solution provided to the
RLNA is based upon a BB WAN
(Broadband Wide Area Net-
work). This so-called TDMA-
DAMA*2 VSAT system makes it
possible to communicate at any
given time with all locations that
are within the footprint of a sat-
ellite. A meshed or star network
of this type guarantees cost-ef-
fective communication.

TITAAN addresses the need
for a flexible and integrated
Communication and Information
system (CIS), one that supports
the operations of various armed
forces.

The realisation of TITAAN is
of crucial importance for the rein-
forcement of the command capaci-
ties of the recently established High-
Readiness Forces (Land) Headquar-
ters of the 1st German/Netherlands
Army Corps.

Intersat - H

For its satcom connection
needs, the RNLA has decided to ac-
quire an interim satellite solution:
Intersat-H (Interim Satellite Commu-
nications Systems for High

Readiness Force (Land) Head-
quarters). This solution involved the
purchase of satcom systems and a
contract between the RNLA and
Xantic was signed in 2002 for 12
mobile VSAT systems. To ensure
worldwide coverage of the network
via Ku- and C-band, the satellites
from Intelsat and Eutelsat platform
will be used.

Xantic has three Land Earth
Stations, two in the Netherlands
(Burum and Hilversum) and one in
Perth, Australia. This means global
coverage is possible via the Eutelsat
and Intelsat satellites (for broadband)
and the Inmarsat satellites (for mo-
bile satcom).

With Iridium also having been
recently added to the company’s
portfolio, Xantic has a truly compre -
hensive range of products and ser-
vices available. Combined with
its independent position, Xantic
can provide customers with any
satellite platform, tailored to their
specific requirements.
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Services and applications

In addition to the Intersat-H project, Xantic
provides satcom services to the various parts of
the armed forces. These services cover the entire
Inmarsat portfolio:

Inmarsat-A, -B, -C, -M, mini-M and GAN (Glo-
bal Area Network) and the recently launced Re-
gional BGAN. Inmarsat-A and -B were the systems
deployed during the first missions in the Balkans.

Today, far greater use is made of the small
mini-M terminals for low speed data and voice.
GAN terminals can achieve data speeds of up to
64 Kbps, opening up the possibility of internet
browsing, video conferencing and other high
speed data applications. The 66 satellites of the
Iridium network are extensively used in the voice
market and the quality of this service has signifi-
cantly increased.

Satellite services apart, Xantic also offers ap-
plications that allow end users to work more effi-
ciently and cost-effectively. The sophisticated
email programme

AmosConnect is a good example. This high
end product provides full duplex functionality,
while a unique compression technology offers sav-
ings of up to 80% on airtime costs.

Xantic is convinced that its applications and
satellite solutions, ranging from portable Iridium
telephones and mobile ISDN connections
(Inmarsat GAN) to complete VSAT networks, are
the ideal foundation for a long-lasting partnership.

More information on Xantic is available on
Wwww.xantic.net or service@xantic.net

*1  Very small Aperture Terminal
*2 'TDMATime Division Multiple Access
Dama Direct Assignment Multiple Access
Inmarsat Launches New Members
of Fleet Family

London/April 29, 2003/Satnews Daily/ —
Inmarsat Limited has launched two newest mem-
bers of the Fleet family of services, Fleet F55 and
Fleet F33 designed to provide a powerful commu-
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nications solution for small to
medium-sized vessels. The new
Fleet services incorporate global
voice and a range of fax and
data services.

Inmarsat said Fleet F55 and
F33 bring the benefits of satellite
communications to vessels which
were previously restricted by size
and cost of terminal hardware.
Maritime information, such as sea
and weather charts, can now be
accessed online and updated in
real-time. Users can also enjoy
the benefits of reliable, easy ac-
cess to email whenever and
wherever it is needed.

“The launch of Fleet F55 and
Fleet F33 demonstrates Inmarsat’s
ongoing commitment to raise the
standard of communications
available to all parts of the mari-
time community,” said Robert
Johnson, Director, Maritime Busi-
ness at Inmarsat. “Previously
only larger ships had access to
this level of communication ser-
vices. Now yachts and smaller
vessels will also be able to fit
Inmarsat equipment, giving them
access to advanced, reliable and
cost- effective communications.

The configuration of the
products gives the option for two
distinct data channels. Currently
offering voice, data and email, it
is planned to extend the Fleet
F33 service in 2004 with the op-
tion of a mobile packet data ser-
vice (MPDS), to enable crew to
send immediate short burst data
with an ‘always on’ capability at
low cost.

Foxcom’s Series 4000
Fiberoptic Outdoor
Enclosure Unit

Best in class weatherized Sat-
Light fiberoptic transmitter/re-
ceivers offer operators greater
flexibility and application op-

tions.

Foxcom, Ltd, manufacturer of
the Sat-Light line of fiberoptic
links, unveiled at the just-con-
cluded NAB 2003 its family of
fiberoptic transmitters and receiv-
ers designed for outdoor opera-
tion.

In keeping pace with the
changing needs of the commer-
cial satcom industry, Foxcom’s
Series 4000 outdoor enclosure
system creates a variety of new
options to integrate fiberoptic
transmitters and receivers into
earth station facilities. Foxcom
incorporates its best in class
fiberoptic L-Band and IF links
into an outdoor enclosure sys-
tem.

“Many of our customers do
not have protected or tempera-
ture controlled environments at
the antenna site but nonetheless
want to enjoy the many benefits
of fiberoptic links. Our newly
designed outdoor fiberoptic en-
closure will allow those opera-
tors to install fiberoptic
interfacility links at the antenna
with high performance connec-
tivity to the control room,” said
John Murphy, Director Foxcom

Americas.

The 4000 outdoor unit can house
any combination of two
fiberoptic transmitter and re-
ceiver modules accommodating a
wide variety of application op-

tions. For downlinks, each of the
transmitters can handle one of
two satellite polarities. In terms
of uplinks, each receiver at the
antenna site can feed a
standalone up-converter or any
number of hub-mounted TWTA’s
or SSPA’s. Lastly, the Series 4000
can be configured as a trans-
ceiver for VSAT or other interac-
tive data applications.

The compact Series 4000 out-
door physical dimensions are 14"
H by 6" W by 3" D and has a -20
to +550 C temperatures range.
The enclosure meets NEMA 4 re-
quirements featuring two N type
RF connectors, two FC/APC
fiberoptic connectors and a 110/
220 AC connector. All the con-
nectors are weatherized and can
operate in rugged outdoor envi-
ronment conditions.

Established in 1993, Foxcom
is an ISO 9001 manufacturer de-
livering high performance RF and
fiber optic solutions to the pro-
fessional and consumer satellite
industry. The Sat-Light family of
transmitters, receivers and acces-
sories serves the professional
satcom, broadcast and govern-
ment markets. SDTVplus is a
patent pending fiberoptic plat-
form that delivers broadband
bundled services (direct-to-home
satellite, cable and high-speed
data) to residential multi-dwell-
ing units.

Additional information on
Foxcom and its products are avail-
able at www.foxcom.com. M
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Presented by the Global VSAT Forum

China, VSAT & the WTO

China’s accession to the World
Trade Organization (“WTO”) has
created new market opportuni-
ties for satellite service providers
seeking to provide services in
China. The first liberalizations in
the Chinese telecommunications
market are scheduled to take ef-
fect soon - possibly by the end
of this year. Potential foreign
investors should not delay in ex-
ploring opportunities to create
partnerships with Chinese com-
panies in order to develop Sino-
foreign joint ventures, according
to a recent briefing developed by
the Global VSAT Forum’s legal
counsel, Squire, Sanders &
Dempsey.

It remains difficult for Chi-
nese companies to secure the
necessary licenses to provide
many telecommunications ser-
vices in China. Therefore, a for-
eign investor seeking a potential
Chinese partner should attempt
to identify a partner that already
has the necessary licenses in
hand, or is likely to secure the
licenses in the near future (for a
list of Chinese VSAT licensees

contact david.hartshorn@gvf.org).
Tablel

. " Global
VSAT
Forum

In joining the WTO, China
agreed to permit foreign invest-
ment at the following levels:

50% foreign equity par-
ticipation for value-added ser-
vices (including e-mail,
voicemail, internet access, online
information and database re-
trieval and value-added facsimile
services) two years after China’s
accession to the WTO,

49% foreign equity par-
ticipation for mobile voice and
data services (including all ana-
logue, digital, cellular and per-
sonal communications services)
five years after accession, and

49% foreign equity par-
ticipation for domestic and inter-
national services (including
voice, fax and data) six years af-
ter accession.

In addition, geographic re-
strictions that currently exist, or
are to be implemented shortly, in
China will be eliminated for pag-
ing and value-added services two
years after accession, for mobile
voice and data services in five
years, and for domestic and in-

ternational services in six years.

Classification Of Satellite-
Related Operations

The Chinese Ministry of In-
formation Industry (“MII”) regu-
lates telecommunications in
China. MII recognizes nine ma-
jor categories of basic telecom-
munications services and five
major categories of value-added
telecommunications services. As
in other countries, “basic” tele-
communications services refer to
the provision of infrastructure
facilities and basic voice and data
transmissions, both international
and domestic. “Value-added”
services refer to the provision of
specialized services over the ba-
sic infrastructure facilities. The
established categories for satellite
communications services are

shown in Table 1.

VSAT communications ser-
vices (as discussed below, how-
ever, Chinese regulators are
likely to classify such services
using value-added regulations)

The MII crafted its service
classifications in very broad

BASIC TELECOM

VALUE-ADDED SERVICES

Fixed satellite communi cations services

retransmission products

Lease and sale of satellite transponders and

M obile satellite commmunications services

VSAT communications services (as
discussed below, however, Chinese
regulators are likely to classify such services
using value-added regul ations)

Vaue-added satellite network
tel ecommuni cations services
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terms, presumably in order to
keep the service-types techni-
cally neutral. Given this fact, it
would be prudent for interested
foreign players to seek clarifica-
tion with the MII, through law
firms or otherwise, if their ser-
vices do not {it easily into one of
the loosely defined categories of
basic or value-added services.

The potential for confusion is
particularly apparent with respect
to VSAT services. Depending on
the type of services provided, a
VSAT network can potentially be
both a basic service and a value-
added service. Through an infor-
mal discussion with a MII offi-
cial, we have confirmed that the
rationale for this administrative
abnormality is due to the fact
that MII recognizes that a VSAT
network is a facilities-based sys-
tem that can be used to provide
basic telecommunications ser-
vices. The MII also recognizes,
however, that VSAT network ser-
vice providers often use VSAT
networks to provide value-added
telecommunications services to
their customers. Recognizing
this, the MII appears to have
concluded that it would be inap-
propriate to regulate VSAT net-
works in the same manner as ba-
sic telecommunications services.
As a result, it appears that a pro-
vider of VSAT network services
in China requires only a VSAT
Value-Added Telecommunica-
tions Services License to operate.

Another telecommunications
service that is often difficult to
classify is Voice over Internet
Protocol (“VoIP”). The China
Internet Telephony Services and
Equipment report indicates that
in 2000, 1.785 billion minutes of
VoIP traffic were carried in

China, primarily by state-owned
incumbent China Telecom. The
amount of VoIP traffic was pro-
jected to grow during 2001 by
455.5%, potentially reaching
9.913 billion minutes. Unofficial
reports have suggested that
China Telecom holds up to two-
thirds of the VoIP market, and is
trailed by competitors China
Unicom and China Jitong.

Transmission of international
Internet traffic over satellite is
presumably permissible if an en-
tity possess the appropriate
Internet services provider li-
cense, an international satellite-
related license, and permission to
operate an international gateway.
It would appear that only China
Satellite has both an international
gateway authorization, and the
necessary international satellite-
related licenses.

Foreign Ownership and
Partnership

Once an aspiring main for-
eign investor is satisfied that it
meets China’s minimum qualifi-
cation requirements (for a de-
tailed summary of the require-
ments, contact
david.hartshorn@gvf.org.), the
next step would be to short-list
potential Chinese partners. In se-
lecting a Chinese partner for a
telecommunications venture in
China, a foreign investor should
focus on two major issues: (1)
does the Chinese partner meet
the minimum requirements to be
the “main” Chinese party (de-
fined as the largest domestic in-
vestor with 30% or more of the
domestic equity interest) in a
Sino-foreign telecommunications
venture, and (2) does the Chi-
nese partner already have (or is

likely to obtain in the near term)
the necessary licenses to provide
the services in question.

It remains difficult for a Chi-
nese entity to secure a license to
provide telecommunications ser-
vices in China. Therefore, aspir-
ing foreign investors should try
to select a Chinese partner that is
already a licensed telecommuni-
cations operator. While there are
dozens of VSAT licenses already
issued to Chinese companies for
domestic services, it appears that
only China Satellite has both the
international gateway and the
satellite-related licenses that are
required to provide international
satellite communications services
in China. China Satellite’s
stranglehold on international sat-
ellite communications services,
however, may end in the near
future.

To facilitate the satellite
industry’s entry into the new Chi-
nese operating environment, the
GVF and China Satellite Forum
are planning to hold a Foreign
Investment Summit in conjunc-
tion with China Satellite 2003 on
29-30 Oct. in Beijing.

The event — which will set
the stage for expanded participa-
tion by the international satellite
industry in China - will provide
foreign firms to be introduced to
and meet separately with poten-
tial Chinese partners. For more
information, contact
david.hartshorn@gvf.org or to go
to GVF’s website at
www.gvi.org. HN
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